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BUDGETING FOR A NEW PROGRAM

This chapter is meant to provide a method for budgeting a water polo program from scratch. It is not meant to be all-inclusive, but it should get you on the right track.

All budgets comprise both revenue and expenses (yes, even water polo can generate income to defray costs). Unfortunately, the revenue side of the equation is overlooked far too often; fundraising and revenue generation are intermittent and poorly organized by most teams. In this chapter, we not only examine how much water polo costs, but how to increase your team’s income as well.

REVENUE

Alumni

On the collegiate and high school level, developing alumni can be a tremendous source of financial support. At the Club level cultivation of parents and potential major patrons (such as wealthy benefactors, City or Club entities) are processes that can build solid financial backing. 

Most athletes will give to a fund established by their alma maters in far greater amounts than to a general fund.  The easiest method of developing alumni loyalty is to keep in touch with them directly. You can do this by holding annual function, or creating an alumni newsletter. Yearly alumni games are a great way to raise money and maintain ties at the same time.

Apparel and Accessory Sales

Your athletic department or your administration should first approve the sale of imprinted items with your team’s name. Establishing an identity, logo and image and gives recognition and pride among your team(s) and its followers.  If you are a not affiliated with any other organization requiring approval, check with the local town ordinances before you sell any items, especially food. Once approved, this can be a great method for raising income.

Gate Receipts

Although it is difficult to establish a large spectator base, water polo has been known to attract a crowd in several areas of the country on a regular basis. Even though attendance may be influenced by factors beyond your control, including other competitive sports at your institution or programs at your facility, adequate publicity prior to a game is crucial. Encourage your players to “get the word out” and develop a fan base by making your schedule and games known to as many potential attendees as are possible. Likewise, keeping the fee reasonable in the early stages also helps to develop a following ($1.00 per person might be a good starting point).

Local Sponsors

Occasionally, there are businesses in the community willing to help your cause, especially when you purchase equipment or services from them (i.e., your team may frequent a local restaurant).  Utilization of these sponsors takes a personal contact and follow-up from you or someone in your organization.  Remember, once you first break through for the following forms of support, the chances of repeating the relationship is very probable:

· Product donations- food, drink, materials for raffle, etc…..this is the easiest form of donation for a sponsor.

· Advertisement- as long as this is reaching the potential customer and is of good quality, this is a good sale. Set your rates & stick to them.  Be sure to be professional in your billing collection of fees.

· Straight cash donations – if you have some form of tax-exempt status, these are a write-off for the person or business and adds incentive to giving.

Expect that this process will take some time, as the “right person” needs to be solicited – business manager, marketing director, etc.

Fundraisers

Raising money through fundraisers can help immensely. Ideas include coordinating social events or selling items with general appeal such as flowers on Valentines Day. Prevent unnecessary competition with other groups by timing your fundraiser around existing programs or by working in concert with other organizations. Some teams organize activities such as auctions, car washes, and bingos on an annual basis, making their fundraising efforts more efficient by building sales each year.

This is a way parents can be involved with your program.  Be careful that if a parent(s) become involved, they don’t equate their child’s playing time with the amount of revenue that the parent or relative contributes. 

Be sure that all forms of fundraisers are approved administratively and/or following established practices and/or government policy and requirements

Entry fees should not be used as a source of revenue – they should cover the cost of hosting the event.

EXPENSES

Equipment

Basic equipment includes the following items:

· Water polo goals

· Balls 

· Caps

· Swimming suits

· Scorebooks 

· Desk flags

· Stop watches

If you want to save money initially, players can be responsible for purchasing their own suits and caps. As more money is raised, additional balls (work towards one for every player), scoreboard, game clock, and shot clock can be purchased at a later date.

Each player, club, and coach must be registered with USA WATER POLO annually. Since fees change periodically, check with USA WATER POLO for the current amounts.

Travel

Travel depends on your proximity to other clubs. When starting, if possible keep the competition close to home. The closer the games, the greater likelihood you will be able to keep players interested and your costs low (which also increases involvement). In addition, the younger your players, the greater the need to stay near home.

Conversely, travel is a fun aspect of the sport and a great motivator for you team.  Listen to your team and their interests and include them in your planning of these trips if you can.  Travel requires a fair amount of detail and communication but also a lot of pleasure and growth for you and your players.

Van: Generally budget $.50 per mile if you need to rent a vehicle.

Food: Up to the discretion of each team. Collegiate varsity programs budget anywhere from $0 when the players pay, to $25 per day. Clubs usually have the players pay for their own food.

Housing: If you need to stay overnight, ask the hotel for an athletic rate. A good estimate is $65 per quad per night, depending upon the location of the tournament. Sometimes if you contact the tournament host, private homes or local dormitories can be arranged for free.  As an additional perk for you as the coach, consider becoming members with various Hotel bonus programs – you earn points and can often find good rates for your team(s).

Entry Fees

Tournaments usually charge according to the number of games played, based on officiating costs. Check with the United States Water Polo Main Office for the name and phone number of your local assignor. This individual will be able to provide you with the going rate for referees in your area.

Coach’s Salary

Remuneration for the coach is completely dependent upon each program’s philosophy and sources of support.  On the Club side, the expenses previously mentioned are a factor in the availability of disbursement of salaries to coaches.

Sample Budget

The following budget was compiled in accordance with several assumptions.

1. Your team is located with few teams nearby.

2. Your team roster includes 15 players.

3. Your team has never played before this year (subsequent years will permit the removal of several expenses such as goals and caps).

4. Your program should work as inexpensively as possible (it is always easier to spend more later). Players will therefore purchase their own suits.

5. Your competition is 50 percent home, 50 percent away.

SAMPLE BUDGET

Equipment

Water polo goals                                 

$3000

Balls (at $25 per ball)                           

  $250

Caps (complete set in both colors)       

  $390

Scorebooks ($10)
                                  
    $25


Flags for desk officials

      

    $50

Stop watches




    $50

(2 X 35-second clock and game clock)                  $3800

Total Cost of Equipment 


$

Travel

Based on four tournaments, two of which are at home, two of which are away.

Van                                                                            $600

(Two tournaments x 600 miles x $.50 per mile)

Food (paid by players)                                                     0

Hotel (paid by players)                                                    0

Entry Fee  (Four tournaments x $250)                     $1000

Single Game                                                                 $75

Total for Travel                                                         $1675

Total cost to begin program                                     $4525

(without coaching)

Total for program first year                                     $4525

Total for program second year                                $1700

(scorebooks included)












Revenue

Fees/athlete* without fundraising

(15 athletes): (these are a market function based upon ability to pay, school rates, etc.)

First year         $300

(Not including USA WATER POLO membership)

Second year    $120

(Not including USA WATER POLO membership)

*The fee per athlete should include an additional amount for an annual US Water Polo membership.
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