

















Set a Goal & Share

Planning is key! Set a plant goal, share it with your community, and show how each supporter’s contribution helps

your cause succeed.

Set Your Goal

1.Set a SMART Fundraising Plant Goal: Set SMART goals (Specific, Measurable, Attainable,
Relevant, and Time-Bound) for your team.
o "l want to raise $1,000 by selling 200 plants by December 15 to support new classroom
supplies.”.
2.Set Individual Plant Goals (If applicable): Each Student or Seller should have an individual plant
goal set - this can also be set on your team website (See Page 3).
o Example: 200 plant goal + 20 students = 10 plants per student.
o Motivate with small rewards like donuts, coffee cards, or shout-outs.

We want to raise...| Approx Sales Goal NOTE: These numbers are based on average sales for
$1000 142 Plants teams that use our suggested pricing. All items are priced
individually so the actual profit may vary greatly
$2000 280 Plants depending on quantities of each plant sold, extras
$3000 425 Plants ordered, delivery fees, and your set retail prices.

Share Your Cause & Goal

e Hook Supporters with Your Story: Share your plant goals on social media, by word-of-mouth, and
in emails. Highlight what you want to accomplish through customer’s support, and how it greatly
impacts your cause. Post images of your team, cause, and school to personalize the message.

o For example, “Because of the support of generous people like you, 45 shelter dogs will have a
warm, safe place to sleep tonight.” or “Thanks to your support, every student in our grade will

have supplies for science class this fall!”.

e Utilize the Resources Page: Access exclusive, free marketing materials, helpful documents, and
informative video tutorials. If you're unsure how to place your team'’s final order, how delivery works,

or how to use the team website, we highly recommend taking the time to explore the Resources
page.
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Advertise & Selll s

The key to a successful fundraiser is starting early and using every possible method to spread the

word. The earlier you start selling, the more time you have to reach your goal.

Hook Supporters with Your Story

We understand that fundraising is hard work, especially when you have a million things to juggle in your
everyday personal and work life. That being said, it's crucial to clearly explain why you are fundraising,
and the impact your community’s support can make for your cause. Research shows that the 3-Act
story structure is an effective way to engage donors and supporters—and inspire greater giving.
Emphasize your cause using a 3-Act Story by following these steps:

Set the Scene/Introduce the Describe the Challenge & How Call for Action & an
Problem: you will Overcome it: Resolution:
Share the issue, who it impacts, Explain why you're fundraising, Show donors the impact they
and why you need support— how the funds will help, and the can make, stress your deadline,
whether for volunteers, positive impact each purchase and urge them to share your site
students, athletes, your team, or makes. and buy a plant.
your community.
Start Early

Begin advertising your fundraiser at least 4—6 weeks before the delivery date. This gives your community
time to learn about your fundraiser, consider their purchases, and place orders. For example, if your
delivery date is December 5th, work backwards and start selling on October 24th. It is important to
share your website link each time you communicate with your supporters and community.

Promote Your Fundraiser

e Share your fundraiser's website on Facebook, Instagram, and Linkedin.

* Create a QR code for your website and include it on posters, cards, and flyers.

 Strategically place posters in high-traffic areas (busy storefronts, community bulletin boards, bus
stations).

* Ask your supporters to share your link on their personal social media pages.

e Email school newsletters, local newspaper outlets, radio stations, or community bulletins.

e Contact a local “Hero"” in your community who can advocate for and promote your fundraiser.

e Sell to local businesses in the community; they typically will order in bulk.

e Post your fundraiser campaign and any updates professionally.

e Send curated emails and SMS through the Messaging tool.

* Host or attend a local community event or auction for the plants. 8
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Engage & Incentivize o=

Whether you're just launching your fundraiser or facing a mid-campaign slump, keeping spirits high and

sales momentum strong is a challenge. But with the right approach, it can be exciting, rewarding, and
even fun.

Know What Motivates Your Group
You know your team the best and every team is unique. Before choosing strategies, ask yourself:
* Are they competitive?
e Do they thrive on teamwork?
e Are they motivated by recognition or rewards?
* Do they care deeply about the cause or goal?

Set Micro Goals (and Celebrate Them)

Break your plant target into smaller, practical, and attainable micro-goals:
* Break goals down by week or seller.
e Make progress visible by using tools like the goal thermometer feature, a physical chart at school,
or a team “leaderboard” to track sales.
» Celebrate milestones (e.g. "Halfway there! Pizza party!").

Keep Energy Public and Positive
Communicating and updating your community is crucial to keep your fundraiser going:
e Consistently share why your team is fundraising and the impact of your community’s support.
* Post or share daily or weekly sales updates to keep your team and community engaged and
motivated.
* Cet creative with social media: post videos, shout out top sellers, countdown the days left to
purchase, and encourage customers who've supported your fundraiser to share your website link.

Layer in Creative Incentives
Incentives don't have to cost a lot. Use rewards that match your group’s interests and available resources:
Tangible Incentives:
» Top seller prizes (gift cards, treats, event tickets).
» Small weekly rewards (candy, stickers, coffee cards).
» Milestone prizes (hit $100 in sales = free hoodie, etc).
Intangible Incentives:
* Public recognition (emails, school posters, announcements).
e "Plant Seller of the Week" spotlight.

Reset the Enerqy (Especially in the Final Weeks)
If your team seems tired, discouraged, or sales have stalled - shake things ups:
* Flash Sales Target: ‘Sell 10 more plants, win an $50 gift card”.
* Reverse Leaderboard: Celebrate and reward the member whose sales progress substantially
improved.
* Use GSF sales tools or personalize your own.

e Readjust your sales strategy. 10






Success Stories

Learn from small fundraising teams like yours who have overcome challenges and found effective

strategies. Their tips can help you boost sales, engage your community, and reach your goals.

Word-of-Mouth & Personal Selling

"Word of mouth can be a powerful tool. For example, 20 choir members participated in the fundraiser, and
successfully sold to friends and family. The key was targeting the older generations through personal
connections, such as door-to-door sales and community gatherings. We also printed out the order forms,
and shared that with our community. Furthermore, the quality of the plants speak for itself, which made it
very easy to sell!”.

- Timbre! Choir

Use Community Events for Increased Sales Opportunities

“One effective strategy is to turn community events, like fairs, into your order pickup spot. This not only
provides a convenient location but also gives you a chance to engage with customers and potential
buyers. Displaying orders in an open area, such as a trailer or outside, can draw attention and encourage
additional purchases. By offering extra plants, either by the flat or in single pots, you may find that
customers are more likely to buy once they see the products in person. To streamline the process, it's best
to have a single coordinator manage all aspects—advertising, answering inquiries, collecting payments,
and placing orders —making it easier for customers and ensuring everything runs smoothly”.

- Tatla Lake School PAC

Advertising & Sharing our Sales Target

“"We set a specific plant goal and shared it everywhere—on social media, in our community, and even with
local businesses. We also used the goal thermometer on the website to track our progress in real time.
Seeing the numbers go up motivated our supporters to keep sharing and purchasing. Businesses even

jumped in to help us reach the finish line! The more we talked about our goal, the more people wanted to

help us achieve it, and we ended up surpassing what we thought was possible!".

- Hungry for Life (Haiti)

12



