




I've also seen many Main Street programs start "Friends of Main Street", or "Main Street Believer" campaigns to solicit smaller donations of $50-$100.  These are people who once you get on your lists, you can ask for support more than once a year. A good example from a number of years ago, came from Biddeford, Maine.  I had made a contribution to their program and just before Thanksgiving, I received an email that basically said, "we're thankful for your past support and we couldn't have done all the great work in downtown without you. If you're thankful for the community events we host, the beatification of downtown, and all the other things we do to make your downtown great, we'd appreciate you making a contribution again. A donation of any size is greatly appreciated. Click here to make a fast and easy contribution."  I thought that was very clever - then right before Valentine's Day, I received another email that said, "We love our downtown! We hope you love our downtown too. etc. etc". with basically the same message.  No cost associated that with kind of solicitation. 

Another Maine community (Waterville) knew that besides giving money, people could support downtown in other ways. I attached their two-page flyer of "7 Ways You Can Support Downtown". It's a great way to educate people before people become financial supporters. Get them using and loving downtown in hopes that they'll become supporters in time.  I've also attached some other community examples. 

Are you gathering contact information from people who buy tickets for your Ladies Night Out, your annual meetings, those who register for your car shows, vendors for your farmer's markets, volunteers for your clean-up days, etc. etc.? You already know these people are in and using your downtown.  If you wanted to do an initial campaign to get new "Friends of Main Street", you could do T-shirt, reusable bags, coffee mugs, whatever, with your logo on it and give them away as an incentive for anyone who becomes of Friend during May (or whatever time frame you choose).  Use your anniversary of your Main Street program at a time to ask. Skowhegan Main Street, during their 10th anniversary, set a goal to raise $10,000 (great marketing strategy).  

Some communities have tried to get 100 friends to donate $100 to equal a Beautiful Downtown (brochure cover attached) 

I also advise programs to look at your website and make sure there is a prominent message about your being a community development organization that relies on volunteer and community support.  Some websites just feature events and business listings and don't highlight the fact that you need financial support to do all your good work. 

These ideas come from communities of all sizes - and just because it might be from a city bigger or smaller than yours, you can still scale these ideas to your community. I hope more small towns will share their ideas. 

Good luck with all your fundraising efforts.  Kathy






