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1. Choose a venue – consider a venue that you have a good relationship with, that will give you a good lunch package to keep costs down.  It’s a good idea to choose a venue close to your branch, so people become familiar with your location.
2. Seek a guest speaker – if you have any celebrity contacts, now is the time to call on them for support as a guest speaker for your luncheon.  This may draw people towards your networking luncheon.  
3. Determine pricing – The golden rule for running a fundraising event is to identify all costs, and establish a breakeven point.  This will help determine how many guests you need to cover costs, and how much you should charge per seat or table.  

4. Promote your networking luncheon – there’s a number of ways you can promote your networking luncheon (e.g. posters, flyers, and electronic invitations).  

5. Sell tickets – don’t limit your target audience to existing customers, make the most of a networking luncheon by inviting suppliers, local business owners, and potential customers. colleagues, everyone enjoys a night out.  Try to sell tables to local businesses so they can entertain their customers.  The more people you ask, the more tickets you’ll sell and the more money you raise.  

  Things to Consider
• To maximise your fundraising profits, hold an auction (silent or normal) or raffle,

• Hold a lucky door prize for people who throw their business card in the bucket,

• Ask people to donate the prizes, and offer them recognition at the luncheon for their contribution to your fundraising event, and

• Because guests are receiving something in return for their money, they are not eligible for a tax deductible receipt - however you can provide a receipt for the ‘donation’ component of the ticket price.
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