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1. RESEARCH METHODOLOGY

Project Challenge:

A member institution approached the Council with the following questions about budget and fundraising
models among Division ITI athletics programs:

i o
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Project Sources:
e Advisory Board’s internal and online research libraries (www.educationadvoryboard.com)
« National Center for Education Statistics (NCES) (htip://nces.ed.gov/)
» Contact institution Web sites
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1. RESEARCH METHODOLOGY

Research Parameters:

The Council interviewed directors of athletics at the following institutions:

A Guide to the Institutions Profiled in this Brief

Approximate
Institution Region Type Total Classification
Enroliment

Private

Baccalaureate Colleges -

B L B R s b T HE T e s T

Northeast

fry T T e e

Baccalaureate Colleges --
& Sciences

College F Northeast Private 2,300

Source: National Center for Education Statistics, Carnegie Foundation for the Advancement of Teaching
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I1. EXECUTIVE OVERVIEW

Key Observations:
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Profiled athletics programs offer an average of 20 varsity sports and serve an average of 424
varsity athletes. Across profiled institutions, an average of about 16.6 percent of the student body is
comprised of varsity athletes. At most contact institutions, between 1,000 and 1,200 students
participate in intramural sports and between 150 and 300 compete in club sports.

Contacts at most institutions report that athletics does not drive college recruitment. However,
at College A and College C, where between 25 and 30 percent of the student body plays a varsity
sport, contacts report that athletics does contribute significantly to recruitment. Contacts at College C
report that athletic recruitment yields approximately 1,000 applications per year, or about 20 percent
of the college’s total applications.

The median operations budget among profiled athletics programs is $762,500, but this sample
represents a wide range. Operations budgets vary from $183,000 at College B to approximately $2
million at University B. Profiled women’s colleges, along with College D, function with operations
budgets of approximately $500,000 or less, while the remaining programs operate with budgets of
over $1 million. The median staffing budget is $1.25 million.

Across contact institutions, allocations from the college budget finance nearly 100 percent of
athletics operating expenses. Though all profiled athletics departments supplement college funding
with external donations, contacts at most profiled institutions do not consider donations to be part of
athletics operating budgets. College C’s athletics department is an exception; the department
fundraises approximately 15-20 percent of its operating budget.

The athletics department finances intramural sports and student fees fund club sports at most
profiled institutions. Club sports receive a direct allocation from student fee revenue at one
mstitution. At four institutions, club sports receive funds from the student government or student
activities division, which are in turn funded through a student fee.

An athletics booster club manages athletics fundraising at five profiled institutions, while the
athletics department fundraises on its own behalf at the remaining three institutions. The
director of athletics serves as booster club director at most institutions, though a committee of
stakeholders manages booster clubs at two institutions.

Contacts at four profiled institutions report that athletics staff work with a staff member in the
college development office to identify donors and coordinate athletics outreach with other
college fundraising. Contacts at four other institutions report poor communication and conflict over
gifts with the development office.

Administrators do not link athletics donations to other types of donations at any contact
institution (i.e., an athletics donations does not require a donation to the annual fund). However,
athletics departments at College C and College D divide gifts intended for a specific team between
the team and the general athletics budget.

Most athletics capital projects are funded from an annual college budget allocation. At two
contact institutions, athletics departments or booster clubs solicit donations for most of the
funds required for capital projects.
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II1. FUNDING ATHLETICS BUDGETS

Introduction to Profiled Athletics Programs

Among contact institutions, an average of 424 students participate in varsity sports at a single institution.
Annual operations budgets vary between $183,000 at College B and approximately $2 million at
University B; the median operations budget is $525,000. Staffing budgets vary between $188,000 at
College F and $3 million at University B.

Overview of Profiled Athletics Programs

. . Cilub and Approximate Approximate
. Varsity  Varsity
[nstitution " Intramural Annual Annual
Athletes  Teams . .
Athletes  Operations Budget Staffing Budget

Information
College A 1,300 $1.3 million
unavallable
EREE
i
$2 million

g

¥ Intramural sports are not offered at College B.

Contacts Report No Formal Guidelines for Adding or Removing Sports

Contacts do not identify any formal procedures followed when adding or removing a varsity sport.
However, contacts at College A note that such a change would require input from upper-level
administrators, the board of trustees, and likely the faculty. Contacts at College C emphasize that
administrators would add a sport only in response to equal gender access concerns.
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II1. FUNDING ATHLETICS BUDGETS

Funding Mechanisms for Varsity Athletics

Colleges Fund Most Department Operating Expenses

Contacts across profiled institutions report that allocations from
the college budget finance most operating and staffing
expenses. At six contact institutions, college funds account for
nearly 100 percent of the athletics operating budget.

Raised Funds Not Considered Part of Operating Expenses

Athletics departments across contact institutions supplement college allocations with external fundraising.
However, administrators at most contact institutions consider donations separate from the normal
departmental operating budget. External donations often fund special projects or events, such as training
trips or competitions. Most fundraising occurs through an athletics booster club, the athletics department
itself, or individual team projects. This report discusses fundraising in greater detail in sections IV and V.

Ticket Revenue is not a Significant Revenue Driver

At University A, College B, College C, and University B, athletics administrators require spectators to
buy tickets for athletic events featuring certain sports. Net ticket revenue accounts for less than five
percent of the athletics department’s operating budget at most institutions.

Ticket Revenue at Select Profiled Institutions

Institution icketed Sports
S i B g
Swimming/Diving
Basketball *  Adults: $3
College B Soccer e Season Pass: $20 Net: $6,000-$7,000
Field Hockey ¢  Students: Free
Lacrosse

e e
Hockcy ¢ Adults: $7 Gross: $128,000
Football s Seniors: $5 Net: Negligible

University B
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II1. FUNDING ATHLETICS BUDGETS

Funding Mechanisms for Intramural and Club Sports

At most profiled institutions, athletics departments fund intramural sports through their operating budgets.
A student activitics fee, by contrast, funds most clubs sports teams.

Intramural and Club Sports Funding Sources across Contact Institutions

Athletics Department (Seven Instititions)

Athletics Departnient
{(College A, College CLand College 1)

Supporting Intramural and Club Sports through Athletics Fundraising

Intramural and club sports teams do not benefit from athletic department fundraising at most institutions,
with the exception of College A and College F. At College A, athletics administrators may feature club
sports in a newsletter or letter requesting support.
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IV. FUNDRAISING STRUCTURES AT PROFILED INSTITUTIONS

Fundraising Responsibilities

Athletics departments across contact institutions fundraise independently of the institutional development
or advancement offices. Most profiled departments raise between $40,000 and $70,000 per year, though
at College A and College D athletics staff raise approximately $400,000 and $250,000 per year,
respectively. Contacts explain that athletics booster manage most of an institution’s athletics fundraising
activities, though independent outreach by athletics administrators is also common.

Overview of Fundraising

N Amount Raised . . . .
Institution : Primary Source of Donations Baoster Clab
Annuakly
i%d

i e ]

paig i i Il sl P idoipaunid
University A $75,000-5100,000 Departmental Outreach v
{Independent
i iEbat e i i
Information Departm
College C unavailable {Independent of Booster Club)

College D $250,000

e
Booster Club

Booster Clubs Manage Most Athletics Fundraising

At nearly all contact institutions, an athletics booster club called Friends of Athletics fundraises on behalf
of the athletics department. Athletics department personnel typically staff the booster club, and, at four
contact institutions, the director of athletics manages the organization. At five contact institutions, Friends
of Athletics organizations function as centralized hubs for all athletics-related fundraising. However, at
two institutions, Friends of Athletics groups instead provide supplemental fundraising support. College C
is the only institution without a Friends of Athletics program.

Oversight of Friends of Athletics Groups

Director of Athletics
{Four Institutions)

Stakeholder
Committee
(Two Institutions)

Development Office
(College A)

-4



IV. FUNDRAISING STRUCTURES AT PROFILED INSTITUTIONS

Booster Clubs Manage Most Athletics Fundraising (Cont.)

Organizational Models of Friends of Athletics

Friends Manages all Friends Supplements Friends Raises Money for
Athletics Fundraising Department Fundraising Specific Teams Only

The Iriends of Athletics
organization at University B
paises money only for the
men’s and women’s hockey
wams. According W
contacts, athiletics stadl
retuse to allow Turther
Friends groups because
doing so would underming

the college™s comumtment w

fudly fund all varsmy sports,

Bess Centralized
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IV. FUNDRAISING STRUCTURES AT PROFILED INSTITUTIONS

Fundraising Responsibilities (Cont.)
Development Office Can Complement Athletics Fundraising

Across institutions, a booster club or the athletics department manages athletics fundraising, although, at
four institutions, the college development or advancement office assists athletics fundraising efforts.
According to contacts, this cooperation provides two benefits: superior donor targeting and coordination
with institutional fundraising activities.

B Donor Targeting

Contacts at College A and College D report that the alumni information databases kept by development
staff can identify potential donors on a larger scale than the athletics department can. Contacts at College
D add that the development office produces and sends newsletters, fundraising letters, and other
materials. '

.‘ Coordination with Institutional Fundraising

At College A and College C, representatives from the athletics and development offices plan the timing
of outreach to avoid bombarding alumni with donation requests from multiple fundraising campaigns.
Coordination also allows development personnel to leverage athletics personnel as advocates during
conversations with athlete-alumni.

Contacts at several institutions caution that rivalry over access to donors inhibits cooperation between
athletics and development staff and limits fundraising success.

I ! Potential Challenge: Alone, development staff lack knowledge of specific sports and, in some
cases, relationships with athlete-alumni.

Contacts at one institution assert that development and athletics staff rarely discuss potential donors or
outreach strategies, and, consequently, development professionals may overlook athlete-alumni who
remain in contact with athletics staff. Contacts add that development officers sometimes lack specific
knowledge of individual sports and, as a result, are unable able to connect with alumni about their athletic
experiences.

b Potential Solution: Assign permanent developmént liaisons.

Contacts at four institutions report that the development office assigns a permanent liaison to the athletics
department or the Friends of Athletics group. Contacts at College D assert that liaisons have increased
trust between the athletics and development offices and have decreased the perception of rivalry. At
College D, the liaison assists the director of athletics in running the athletics booster club, while at
University B, the development liaison raises money for athletics capital projects.
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IV. FUNDRAISING STRUCTURES AT PROFILED INSTITUTIONS

Donations to Athletics Not Linked to Annual Fund Contributions

Across institutions, administrators do not allocate a portion of athletics donations to the annual fund or
any other part of the college. However, administrators repurpose donations within the athletics
department itself at two contact institutions. At College D and College C, athletics administrators split
donations made on behalf of individual teams between the specified team and the general athletics budget.

Mechanisms for Sharing Team Donations with General Athletics Budgets

Split Team Donations with Department

At College D, administrators divide all donations intended for a specific team in half, one half remains
with the team, while the other half is shifted into the general athletic department budget. Contacts report
that the department’s half of the donation must be used for a purpose that benefits all teams, such as in
increase in the department meal subsidy for trips. The portion remaining with the team may be spent as
the specified team’s coach wishes. Contacts add that splitting donations helps support poorly funded
sports that might not otherwise attract donations.

Assign a Fixed Amount to Department

Administrators at College C redirect $50 of any team gift over $100 to the general budget (as opposed
to splitting tcam donations cvenly between team and the athletics budget). Contacts report that
administrators often earmark this $50 sum for the opposite-sex counterpart of the sport receiving the
donation. For example, the $50 removed from each gift to men’s lacrosse might be designated for the
women’s lacrosse team. Contacts report that this system helps demonstrate compliance with Title IX
regulations.
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V. FUNDRAISING STRATEGIES

Fundraising Practices across Contact Institutions

Contacts identify a number of fundraising strategies, most of which fall into three categories: 1) direct
outreach to potential donors via mail, e-mail, phone, or in-person visits; 2) fundraising events targeted at
alumni; and 3) team-based fundraising driven by student athletes and coaches.

Description of Common Fundraising Practices

Type of . - . " . .
. "I . . Examples of Specific Tactics acties Yield Highest Oversight
Fundraising

Friends of Athletics

s R e or
Director of Athletics
Hall of fame induction ...Mt. Holyoke
ceremony College
*  Golf or tennis tournament
«..College D

*  Awards banquets
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V. FUNDRAISING STRATEGIES

The Role of Coaches and Directors of Athletics

At most institutions, the director of athletics plays a large administrative role in coordinating direct
mailings (paper or electronic) and alumni events, but directors of athletics play a smaller role in team
fundraising. Instead, coaches organize team-specific fundraising events and produce content for team
newsletters, fundraising letters, or events.

Newsletters and - . . -
- . Alumni Events Team Fundraising
Fune etters
ST i1

Notable Fundraising Strategies

Contacts recommend three additional fundraising strategies: opening an online store for athletics
memorabilia and arranging a donation challenge for donors.

o
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V1. ADDITIONAL CONSIDERATIONS

At five contact institutions, administrators allocate funds from the college’s annual budget to finance most
athletics-related capital improvements. At three contact institutions, administrators finance capital
projects through fundraising. Contacts report that athletics capital projects are not normally included in
the university strategic plan.

. Funding from College Budget Allocations Most Typical

At most contact institutions, athletics administrators apply for college funding for capital projects through
the normal, annual budget allocation process. Contacts at one institution note that the athletics department
occasionally supplements college allocations with fundraising; in a particular case, the department was
able to finance 50 percent of the cost of a new turf field through fundraising, and budget allocations
covered the remaining cost.

. Capital Project Fundraising Also Occurs

Fundraising efforts finance the majority of capital projects at College A, College D, and University B.
Contacts at College A and University B report that senior administrators must approve any capital project
request, after which athletics staff or development office staff raise the majority of required funds.

Fundraising Responsibilities

> The Friends of Athletics organization coordinates capital project fundraising at College A
» Athletics department itself leads fundraising at University B.

»Development office staff manages fundraising at College D.

b Capital Athletics Plan at College D

Contacts at College D report that the athletics department instituted a $60 to $70 million athletics
capital plan in the 2011-2012 school year, Administrators expect that the institutional development
office will raise all of the funds required by the plan.

i

L Relationship between Athle

Contacts at most profiled institutions report that athletics does not drive student recruitment because
prospective students reportedly plan to attend college and are attracted to contacts institutions’ individual
campus cultures independent of athletics considerations. However, contacts report that athletics has a
significant influence on recruitment at College A and College C. At College C, according to contacts,
recruitment efforts result in 1,000 applications annually, or roughly 20 percent of the college’s application
pool.
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PROFESSIONAL SERVICES NOTE

The Advisory Board has worked to ensure the accuracy of the information it provides to its members.
This project relies on data obtained from many sources, however, and The Advisory Board cannot
guarantee the accuracy of the information or its analysis in all cases. Further, The Advisory Board is not
engaged in rendering clinical, legal, accounting, or other professional services. Its projects should not be
construed as professional advice on any particular set of facts or circumstances. Members are advised to
consult with their staff and senior management, or other appropriate professionals, prior to implementing
any changes based on this project. Neither The Advisory Board Company nor its programs are
responsible for any claims or losses that may arise from any errors or omissions in their projects,
whether caused by the Advisory Board Company or its sources.

© March 2012 The Advisory Board Company, 2445 M Street, N.'W., Washington, DC 20037. Any
reproduction or retransmission, in whole or in part, is a violation of federal law and is strictly prohibited
without the consent of the Advisory Board Company. This prohibition extends to sharing this
publication with clients and/or affiliate companies. All rights reserved.

© 2012 The Advisory Board Company

15



