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Preface

PREFACE

Greater Giving has been a part of the fundraising community for almost two decades 
and we have been a thought leader for creative ideas and best practices for raising 
more funds from the beginning. Factor in the combined expertise of our amazing 
partners and we are talking a mastery of fundraising skills and expertise! 

One question that is always on everyone’s mind—in addition to our auction and  
fund-a-need—is what else can we do to increase donations at our events?  
That is precisely where our first revenue enhancer book came in—26 Proven 
Revenue Enhancers For Your Fundraiser. We gathered 26 of the best auction  
revenue enhancers and put them into one easy to use lookbook for you. 

This book proved to be incredibly popular with fundraisers across the country and 
has helped to surpass their fundraising goals at auctions, golf tournaments and 
other types of events. Through our years of experience and the vast knowledge of 
our partners we were able to provide an invaluable resource filled with fun and easy 
games to add to your event to help you enhance the fundraising opportunities for 
supporters at every giving level.

After the success of the first book we went right back to work for you. Working with 
the the best auctioneers, event planners, consultants, and service provider partners, 
across the country to provide first hand knowledge on the games and revenue 
enhancers that have proved most successful for them. We are excited to share with 
you a brand new set of 26 revenue enhancers with our Volume II!

Using This Lookbook
It’s easy to get started—just flip through the colorful pages and read about the 
enhancers that catch your eye, or read the book from cover to cover and bookmark 
your favorites. You might find a new twist to a game you’ve tried before, or be 
inspired to try something completely new. 

Each chapter will focus on one revenue enhancer and outline how it works, provide 
some variations, and offer advice based on experiences. Additionally, one of our 
valued partners will share a real experience. If you would like to find out more 
information about the revenue enhancer or the partner, click the “Learn More” tab, 
where you will be directed to the full article in our Fundraising Resource Library.
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Preface

A Few Things to Remember
Raffles — Make sure to check your state’s raffle licensing laws as well as your 
organization’s bylaws. Also, check on alcohol sales rules and permits, as well as 
firearms, if those will be available at your event or in the auction. 

Numbers — The ticket prices, amounts raised, and any other specific numbers used 
in this book are generalized and will differ based on the number of guests, the type 
of event, and guest budget. So plan accordingly. 

Packages — Part of the success of these revenue enhancers is having an exciting 
package that is buzz worthy. If you are interested in “no-risk” experience and travel 
packages for your event, take a look at our Auction Booster for options. 

Managing Transactions — Another big theme in the book is making it easy to give. 
Whenever possible, use bidder numbers to sign your guests up to participate.  
Cash can limit the amount you can raise. Greater Giving has been providing high 
quality, all-in-one fundraising event software and credit card processing since 2002.  
We would love to talk with you about your fundraising initiatives.

Acknowledgements
We want to thank our partners for providing their valuable insight, experience and 
contributions. They are our experts who interact with nonprofits and schools learning 
what works and what doesn’t in order to share with you proven revenue enhancers. 

I also want to thank our content development team of Caroline, Julia, Dayelle,  
Renee and Kiersi. 

Special thanks to Debby Roth-Bush who manages our Partner Program and 
coordinates all communication with our hundreds of partners. To Ginnie MacPherson 
of MacPherson Design who turned a blank canvas into an illustrated gallery of 
awesomeness. And, to Jill Boyer, who consistently encourages the team to be 
creative and challenges us to provide the highest-quality resources for the  
nonprofit world.

I hope you enjoy this book and find inspiration to try new revenue enhancers at your 
next event. From everyone at  Greater Giving- Happy Fundraising!

Dathan Montes  
Senior Digital Marketing Specialist  
Greater Giving

PREFACE

http://greatergiving.experiencecharity.com/#/
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Foreward

Finally, here we are after more than a year of work with our second edition of  
26 Proven Revenue Enhancers For Your Fundraiser. This compilation of Auction 
Games was created by long time partners of Greater Giving from around the U.S.  
and Canada.

Our partners who contributed are made up of benefit auctioneers, fundraising event 
planners, consultants and event service providers. This group of talented people are 
true partners in your fundraising efforts. They understand what goes into a successful 
event. The auctioneers are more than people who sell stuff at your event, they are 
true ambassadors helping to carry your mission. The event planners do more than 
decorate the room, they understand how the timeline, serving of dinner, program 
and more will impact the night’s giving. Fundraising consultants help you look at your 
total picture, not just the evening. Event Services are not just technology, but again 
partners in coordinating all technical things to make your evening run smoothly and 
leave a lasting positive impression.

This team of talent has contributed ideas they have implemented themselves for 
your consideration. Every idea in here has been experienced by the contributor and 
helped raise thousands of additional dollars at events around the country. Here is an 
opportunity to incorporate fresh ideas or spur new ones of your own. 

It’s a privilege and an honor working with our partners all over the country. Their 
mission and ours is to help you continually improve your events, increase your 
fundraising and impact the world in a positive manner.

26 Proven Revenue Enhancers For Your Fundraiser Volume II provides you with fresh 
ideas to engage more of your audience at your events. These ideas will keep you 
competitive in the ever changing landscape of charitable work and possibly help your 
event really stand out in the minds of your donors.
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Foreward

Why Revenue Enhancers are valuable
Revenue enhancers increase engagement at your event at a price point everyone 
can participate in. The interactive element makes the event fun and builds energy 
and excitement in the room. And finally, they are profitable and help you raise more 
during your event.

26 Proven Revenue Enhancers For Your Fundraiser Volume II provides you with the 
steps to conduct some of the most popular and best known fundraiser games. In 
addition, with this book, we hope to introduce you to new helpful resources and 
help stir your creative juices. Use the content as your idea book to take a new look 
at your event and its focus on fundraising.

Keep your event mission focused

As you look through this book, think about your volunteers and staff who helps you 
execute the evening. What is your purpose for the event? What is your message? 
As you look at one or more of these ideas, consider how they compliment your 
mission. Perhaps with a tweak you can rename a game and tie it into the overall 
message of the night.

We wish you the very best and so enjoy sharing ideas with you. Please visit our 
website for even more resources on all sorts of fundraising topics.

Together we can change the world!

Debby Roth-Bush, AMM, BAS 
Senior Strategic Relationship Manager 
Greater Giving
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How Does It Work?
Balloon Pop is a game where participants buy a chance 
to pop the balloon and win its contents. Each balloon 
contains a prize—the prize itself is a surprise—with a 
lucky few receiving one that is higher in value. Planning 
the game starts by deciding whether to use balloons, 
or boxes, or a different type of container altogether. 
Whatever container you choose, plan to prepare a 
minimum of 25 and a maximum of 50 in total. How 
many you end up with will ultimately depend on how 
many prizes are available. 

Add to each balloon a slip of paper or ticket that 
matches with, or describes in some way, an individual 
prize. When you are done, each individual balloon 
should contain a piece of paper with, for example,  
the winning gift card name and/or package number. 
Utilize your event management system to keep track  
of prizes and ensure that the game runs smoothly at 
the point of sale. 

IDEA #1: Balloon Pop
Who doesn’t love to open (or pop) a package to reveal a gift inside?  

This activity brings with it a feeling of childhood delight combined with  

a game of chance . Everybody who plays walks away with a prize .

I find that gift cards make the best prizes for this 
particular game. They are simple to work with and easy 
for the volunteers to sell—plus this might serve a dual 
purpose of keeping gift cards off silent auction tables. 
I suggest charging between $25-$50 for each chance 
to play. Make sure that the majority of the balloons 
contain prizes with values close to that of the ticket 
price ($25-$50). Remember to sprinkle in a couple 
higher valued items. 

Here is a sample script for volunteers as they  
approach guests:

“Would you like to win a prize? You can’t lose! Each 
balloon contains a gift card for a local business or 
restaurant valued at $25 - $50. Tickets are one for $30  
or two for $50. Would you like me to put you down  
for two?”

As volunteers sell balloons, they can offer to hold them 
while guests use a pen as a popping tool (no need to 
worry about having sharp items on hand). Volunteers 
can either hand over their winning certificate at that 
time or say it will be ready when they check out. Ask 
the auctioneer to make a festive announcement every 
time a balloon pops to let guests know the organization 
just raised more money.

Variations and Other Names
If balloons aren’t feasible, switch it up. Gift bags, boxes, 
luggage tags, envelopes, chocolate bars, and unique 
treasures all work great. Give the game a new name 
like Mystery Box.

IDEA #1: BALLOON POP
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Games of chance always make  

a great addition to fundraising  

events and Balloon Pop is no  

exception . One of the best things  

about this game is that you can expect to get 

full value (or close to it) for your donated items, 

which isn’t always the case with other fundraisers . 

Guests, too, love to win something with excellent 

value at a good price point .

I find that a game like this is a great one to 

customize for any event theme . I encourage you to 

get creative and make it your own!

– Catrina Coulson, Bella Notte Auction Services 
www.bellanotteas.com

Advice
• If using balloons, don’t use helium. Place inflated 

balloons on sticks to avoid them floating away. 

• This game works best with your most dynamic 
volunteers working the room and selling tickets on 
foot. To make sure that your volunteers stand out 
in the crowd, place balloons on their clipboards and 
have them wear funny hats or light-up necklaces.

• If you are using a standing display to sell game 
tickets, make sure that you have plenty of colorful 
signage to draw attention.

• Consider the size of your guest list when choosing 
how many balloons to make available. You don’t want 
to end up with leftovers.

IDEA #1: BALLOON POP

• Add a layer of profitability to the game by offering it 
as an event sponsorship opportunity. Logos can be 
printed on just about anything, including balloons, 
making this a unique and fun option for sponsors to 
gain extra visibility.

• As you request in-kind donations, ask businesses for 
several gift cards in the amount of $25/each. These 
smaller amounts make it a win-win for the donor 
since it is likely that the winner will spend more than 
$25 at the business.

IDEA #1: Balloon Pop

http://www.bellanotteas.com/
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How Does It Work?
To play Big Board Gone Live, you will need one (or 
several) large dry erase boards (depending on how 
many packages you have), along with markers and an 
eraser. Each dry erase board should be divided into a 
grid, with each square (or line) corresponding to one of 
the packages in your event’s live auction. 

Write the package’s name, number, and a very brief 
description of the package in each square on the board. 
Leave enough space in each square for the potential 
bidder’s name/number and bid price. Important: keep 
in mind that for a large amount of auction packages,  
you may need multiple boards and attendants for  
each board.

At your event, place programs around your venue 
containing a full description of each auction package. 
If your event space allows it, place the auction items 
decoratively around the room. The packages will serve 
as a conversation starter, and generate more interest  
in the game!

Giving your guests a sneak preview of live auction packages before bidding starts  

is a great way to generate interest . Allowing guests to bid on the items before  

the auction begins will further boost your final sale price .

Set up the board in a prominent location in the venue. 
Designate one staff or volunteer to serve as a big board 
“attendant.” This person will call out to guests, asking 
them if they would like to bid on any of the packages 
before the live auction begins. 

As people approach the board and place their bids,  
the attendant should write down the bidder’s name, 
bidding number, and amount of their bid. If another 
guest places a higher bid for the same item, the 
attendant will simply erase the previous bidder’s 
information and write in the new information. 

When the mingling portion (silent auction or cocktail 
hour) of the event is winding down, your event emcee 
should asks guests to submit any last-minute bids to 
the board attendant immediately. Once the pre-bidding 
period is closed, have the crowd gather that will be 
bidding on the Big Board auction. 

Now the live bidding begins! The auctioneer shall use 
the highest bid from the pre-auction period as a starting 
bid for a fast-paced live auction. The auctioneer should 
call for a bid to be raised roughly three times—if no 
live bids come in, the item goes to the highest bidder 
on the board. However, if someone raises the bid, 
the previous bidder is out—and the live auction is on! 
The auctioneer continues the bidding until the highest 
bidder wins.

Item 1
Bidder

IDEA #2: Big Board Gone Live

IDEA #2: BIG BOARD GONE LIVE
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Advice
• Draw as much attention to your board as possible 

using lights, signs, and/or eye-catching decorations. 
Position the board so that your event attendees will 
have to walk past it multiple times—don’t make 
them hunt around to place a bid! 

• Prep your board attendants ahead of time. They 
should be familiar with each auction item, and be 
able to answer any questions your guests may have. 

• Don’t beg for bids during the live auction. Giving your 
guests the chance to pre-bid on items will keep the 
live auction moving at a fast speed—don’t slow it 
down!

• Ask those running the event check-in desk to notify 
guests of the game. Guests who are prepared to bid 
will get right to it! 

At your event, place programs  

around your venue containing  

a full description of each auction  

item . If your event space allows it,  

place the auction items decoratively around the 

room . The items will serve as a conversation 

starter, and generate more interest in the game!

– Forres Meadows, Fundraising Auction Events 
www.fundraisingauctionevents.com

IDEA #2: BIG BOARD GONE LIVE

IDEA #2: Big Board Gone Live

http://fundraisingauctionevents.com/
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How Does It Work?
Many event organizers use wine bottles for the Bottle 
Toss, but you can select any kind of bottle (alcohol or 
otherwise). The only requirement is that each of the 
items in the toss be similar in height, with a skinny top 
to catch the rings your contestants will throw at them.

Arrange your bottles like bowling pins, on the floor or 
on a table. The bottle in the very front row should be 
a less expensive bottle, because it’ll be the easiest 
one for your competitors to hook. Put your higher-end 
bottles in the back rows, which are more difficult to 
reach. This encourages guests to spend more money 
on more entries in order to get those fancier bottles!

The Bottle Toss is a great way to spice up wine auctions and turn it  

into a game, which can really bring out your guests’ competitive streak—

and turn it into more money .

Guests who want to participate in the Bottle Toss 
purchase one or more chances to throw a ring at the 
“pins.” Contestants win a bottle by landing a ring over 
the neck of the bottle. We recommend only allowing 
one bottle per guest, even if they land all of their 
throws. In that event, the guest gets to select which of 
the hooked bottle to take home. Be sure to write their 
bid number on the winning bottle and remove it from 
the rest of the pins.

As you’re setting up your Bottle Toss, tape off a line on 
the floor a few feet away from the pins. All contestants 
should stand behind the line while they throw, to give 
everyone an equal chance at winning. The game is 
definitely easier the closer you are to the “pins”! 
 Any throws made with one or more feet over the line 
are invalid.

It’s up to you how to price your throws, but consider 
selling them in increments of 1, 3, or 5, and giving a 
discount for those contestants who buy more throws 
to encourage them to take more chances. Many guests 
will continue playing until they win something!

IDEA #3: The Bottle Toss

IDEA #3: THE BOTTLE TOSS
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
You’re not limited to a single Bottle Toss at your event. 
If you have a lot of bottles to auction off, consider 
setting up more than one group of “pins,” so many 
guests can participate at the same time. You could 
group them based on the bottle’s value, and charge 
more for the higher-end Bottle Toss. Or break them up 
by type, with one for wine and one for spirits, with a 
different cost to participate in each toss.

If your crowd isn’t into wine or spirits, 22-ounce  
bottles of craft beer work well for the Bottle Toss, too!  
The game can work even for non-alcoholic items. If you 
have a foodie crowd, you could hold a Bottle Toss with 
artisan olive oil or balsamic vinegar as prizes.

This game can offer a ton of fun 

to event-goers who like to test  

their skills . It can be done with  

wine only or with all different types  

of alcohol and different sized bottles . Once bottles 

are set up in a bowling pin formation, either on 

the floor or on a table, guests get three tosses 

for a fixed price . If more than one ring lands on a 

bottle, they only get to choose one . Once their ring 

lands on a bottle, make sure to take that bottle out 

of play and write the winning bid number on it, 

usually on a sticker on the bottle .

– Denise Glaser, D & K Events 
www.dandkevents.com

Advice

• Avoid using any hard material for your rings,  
such as metal, to avoid breaking any bottles.

• It can be a lot of fun to use glow necklaces as the 
“rings” for the Bottle Toss. This works especially  
well in a dimly-lit ballroom environment!

• Don’t spread the bottles out too much, or it will  
be too difficult for guests to land one and they’ll  
give up. Try the game out for yourself first to make 
sure it’s doable.

IDEA #3: THE BOTTLE TOSS

IDEA #3: The Bottle Toss

http://www.dandkevents.com/
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How Does It Work?
The chocolate raffle is a unique twist on a traditional 
raffle. Tickets are sold in-person to guests for a set 
price. While every guest who purchases a raffle ticket 
will receive a piece of chocolate, one lucky guest will 
win a special chocolate—along with a grand prize. 

Before advertising the raffle, secure a grand prize 
that will motivate your guests to participate. Popular 
grand prizes include airline tickets, vacation packages, 
an upcoming sold-out musical or concert, a piece of 
jewelry, or other popular item that will appeal to the 
majority of your guests.

Next, purchase a piece of chocolate for every guest you 
expect at your event. One piece of chocolate should 
be visually different from the rest—such as white 
chocolate. Remember that not every guest will play, 
but some guests will buy multiple tickets. The number 
of chocolates you purchase must equal the number of 
tickets you are selling.

It’s a fact that everyone—well, most of us—loves chocolate . Add this  

sweet treat to your next event, along with some extra fun and excitement .

Once the chocolates have been purchased, wrap or 
box each piece individually. Do not use transparent 
material—you should not be able to see the chocolate 
inside! Make sure to label the piece of white chocolate 
so that it does not get lost among the rest of the 
pieces. Lastly, purchase or design your own raffle 
tickets that volunteers will sell at the event.

After laying the groundwork, it’s time to raise money! 
Recruit and train volunteers to sell raffle tickets during 
the cocktail hour or silent auction portion of your event. 
When a guest purchases a raffle entry, they receive 
one of the tickets. Volunteers should keep track of how 
many tickets they sell for the drawing.  

As guests sit down for dinner (or the main program 
for the evening), the emcee should announce that 
ticket sales are ending. Volunteers should do one final 
sweep of the room to sell additional tickets. The raffle 
drawing itself can be done at any time after the final 
sweep—although we suggest waiting until the end of 
the evening.  

When it is time for the drawing, the emcee should go 
over the rules, advising participants to NOT open their 
chocolate until they are given the go-ahead. Volunteers 
enter the room carrying all of the chocolate pieces, 
approaching each guest to exchange their ticket for 
a piece of chocolate. After all the pieces have been 
distributed, each guest with a piece should stand and 
unwrap the chocolates at once. The guest with the 
white chocolate wins, and should come to the stage  
to receive their prize!

Cabo San
Lucas!Cabo San
Lucas!

IDEA #4: Chocolate Raffle

IDEA #4: CHOCOLATE RAFFLE
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
If you don’t have access to a team of volunteers to 
work the room, make your raffle sales stationary. 
Designate a table at the event for raffle sales, and 
ask one or two volunteers to sell tickets and hand out 
chocolates. Volunteers should make it very clear to 
guests to keep their chocolates sealed until the emcee 
gives the go-ahead.

As guests sit down for dinner  

(or the main program for the  

evening), the emcee should  

announce that ticket sales are ending .  

Volunteers should do one final sweep of the room 

to sell additional tickets . The raffle drawing itself 

can be done at any time after the final sweep—

although we suggest waiting until the end of the 

evening .  

– Gazala Uradnik, GFS Events 
www.gfsevents.org

IDEA #4: CHOCOLATE RAFFLE

Advice
• Contact local chocolate shops in your town.  

Offer an event sponsorship in exchange for a 
donation or significant discount.

• Offer sponsorships in exchange for your grand prize. 
Contact jewelers, travel agencies, car dealerships, 
and other local businesses in your community that 
could trade an item in exchange for a sponsorship.

• Select volunteers who can sell tickets. Volunteers 
who are afraid of talking to strangers may not be a 
great fit for this activity. Make sure that volunteers 
know how to sell tickets, can describe how the 
game is played, and can get guests excited about 
the grand prize.

IDEA #4: Chocolate Raffle

https://gfsevents.org/
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How Does It Work?
Table centerpieces are an excellent investment for your 
event. On top of improving the décor of your event 
space, they can play off the theme of your organization 
and spark conversation among guests. Best of all, they 
can be sold by auction to guests—adding energy and 
excitement to the room. 

This activity works best when you are hosting a 
plated dinner and your audience has a little bit of an 
adventurous streak. Your auctioneer (or event emcee) 
will announce that each table is about to become part 
of the evening’s activities. He or she should instruct 
each person to simply point to someone at their table 
to elect them as “Deputy Auctioneer” on the count of 
three. The person with the most votes from the table 
gets the title. This should only take a few seconds—
don’t let the room devolve into chatter for too long! 

Instead of offloading the leftover centerpieces from your event,  

why not make extra money—and have some fun in the process— 

by hosting a centerpiece auction?

Once selected, the auctioneer will instruct his or 
her deputies to raise as much money as possible by 
auctioning off the centerpiece at their table. Starting 
with a minimum bid (such as $10 or $20), the deputy 
can use any trick in their playbook to auction the 
centerpiece to their tablemates. As an incentive, the 
deputy who raises the most money at their table will 
receive a special prize—such as a bottle of wine or gift 
certificate to a local restaurant. 

You can warm up the room by leading the deputy 
auctioneers in a fun tongue twister, such as “I would 
like an Arnold Palmer at the omelet parlor.” Once they 
are ready to go, give them a countdown and start a 
timer for one or two minutes. Provide updates about 
the time remaining, asking for final closing bids in the  
last 10 seconds (perhaps with a countdown to add  
to the energy!).

Once time is up, the auctioneer should instruct each 
deputy to stand. The auctioneer will then ask the 
deputies to continue standing if they raised more than 
a certain amount for their centerpiece—and to take a 
seat if they raised less than this amount. The deputy 
who is left standing at the end wins! 

Make sure to place a card at each table for the winning 
bidder to write down their bid number and price. The 
auctioneer should instruct the winning bidders to 
bring the card to check-out at the end of the evening. 
Alternatively, you can instruct volunteers or staff to take 
the cards from each table after the auction ends to hold 
at the check-out station. 

IDEA #5: Deputy Auctioneer

IDEA #5: DEPUTY AUCTIONEER
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
Instead of a live auction, you can keep the centerpiece 
sale simple with a “Take Me Home” tag. Create a tag, 
put a price on it, number the cards to correspond with 
each table, and you’re done. Ask guests to take the 
card to check-out if they’re interested in a purchase.

Find local businesses to sponsor 

your centerpieces . Florists could  

donate flower arrangements, or  

a local garden shop could donate  

orchids, succulents, or other house plants .  

– Richard Schur, Schur Success Group 
www.shursuccessgroup.com/fundraising

IDEA #5: DEPUTY AUCTIONEER

Advice
• If your event features a live auction, this is a  

great way to warm up the crowd before selling  
the main items. 

• Get creative. You don’t have to break the bank at a 
high-end florist—simply get some supplies and a 
few volunteers and create your own centerpieces. 
Include items in the centerpiece to be donated to 
your organization! Books for kids, housewares, etc. 
Great way to tie in your mission.

• Centerpieces with emotional value tend to generate 
more revenue—such as items that are handcrafted 
by the people the organization supports. 

• Make sure each centerpiece is easy to transport 
and is the right size for your table. Centerpieces can 
block the view of guests if they are too tall, or can 
interfere with the dining experience if they sprawl 
out. 

• Keep it classy—you don’t want to appear like you’re 
in “everything must sell” mode like at a garage sale.

IDEA #5: Deputy Auctioneer

https://www.schursuccessgroup.com/fundraising/
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How Does It Work?
The fundraiser Dessert Auction is a simple concept. 
Most importantly, you need desserts. These can be 
donated by local bakeries, restaurants, and businesses, 
or by culinary-inclined members of your organization.

During your live auction event, an auctioneer (or emcee) 
will introduce the desserts your participants can bid on 
to eat. There are a few ways this can be done: either 
by having volunteers from your organization parade the 
desserts up and down the room to entice bidders to 
place their bets, or by having the auctioneer introduce 
a slide show which clearly displays all the desserts 
available for bid. 

The auctioneer will open the auction by explaining 
that the organization will now be selling the right for 
the winning buyer to choose which dessert he or 
she desires. This accomplishes an important goal: it 
increases the competition, thus raising prices. A more 
engaged crowd + higher prices = more money raised, 
which is the #1 goal of your fundraising initiative! 

The beauty of this guilt-free game is that everyone is ultimately a winner .  

Guests get to dine on delicious desserts and the organization raises  

more money for the cause with minimal investment needed!

Here’s an example of how this could work: 
Buyer A really wants the chocolate cheesecake, and 
Buyer B really wants the tiramisu. Both buyers end up 
bidding against one another because they don’t know 
that the other wants a dessert that is different from the 
one they want. This drastically increases the bidding 
and ultimately your pricing, especially in the early 
rounds.

Once the auctioneer says “Sold!”, he or she will ask 
the winning bidder which dessert they want, and then 
announce their choice to the audience. The auctioneer 
can then address the second-place bidder (and 
sometimes even the third-place bidder) and ask them 
which dessert they want and sell them that dessert for 
their second- (or third-) place bid amount. This will still 
be higher than the price they would have paid for that 
dessert if only people who desired that specific dessert 
had been bidding.

The auctioneer will end up selling 2-3 desserts with 
each round of bidding, which means he or she will 
usually only need to do 4-5 rounds of bidding (instead 
of 8-10) to sell all the desserts. This saves time and 
increases competition, which generates higher funds 
raised. Historically, most of our events see a $2,000 to 
$4,000 increase when they adopt this format.  As such, 
this is a virtually guaranteed way to sell your desserts in 
a fun and time-effective way for maximum profit!

778
434

391 IDEA #6: Dessert Auction

IDEA #6: DESSERT AUCTION
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

The auctioneer will open the  

auction by explaining that the  

organization will now be selling  

the right for the winning buyer to  

choose which dessert he or she desires .  

This accomplishes an important goal: it increases 

the competition, thus raising prices . A more 

engaged crowd + higher prices = more money 

raised, which is the #1 goal of your fundraising 

initiative! 

– Keith L. McLane, KLM Auctions 
www.KLMAuctions.com

Advice
• We recommend placing your dessert auction at the 

start of your live auction to kick things off in a fun 
and inclusive manner. Also, it’s worth noting that 
eating chocolate and desserts works wonders for 
improving one’s mood, and happy and energized 
participants are more likely to donate money!

• It is ideal to have charismatic volunteers (or “Sweet 
walkers” as we like to refer to them) serving their 
best Vanna White impression to highlight the 
desserts. It is even more effective to parade the 
desserts around the room during the auction to 
further entice bids.

• Dessert Auctions work best when there are no 
other desserts available during the event (i.e. 
complimentary desserts), or when the standard 
dessert offered to all guests is trivial.

IDEA #6: DESSERT AUCTION

The delightful thing about hosting a Dessert Auction 
is that you will greatly exceed the actual value of the 
donated desserts, which makes this a guaranteed 
fundraising success! Additionally, a game like this 
is easily adaptable into any event theme and is an 
especially effective addition for live auction fundraisers. 
It is the perfect sweet ending (or beginning) to  
one’s event! 

IDEA #6: Dessert Auction

http://www.klmauctions.com/home.html
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How Does It Work?
The beauty of Feed the Piggy lies in its simplicity. 
Before your next live auction, secure one item: a piggy 
bank. Make it as large, colorful, and noticeable as 
possible. Browse ideas online, or simply go to your 
local shop or thrift store—you may get lucky! 

At your event, designate one volunteer to be the piggy 
bank “wrangler.” He or she will mingle among guests, 
asking them (politely) to “feed the piggy.” The wrangler 
should ensure that the piggy bank isn’t neglected or 
misplaced. Your wrangler gets extra points if he or she 
has on an eye-catching or silly outfit to draw attention 
from the crowd. 

Most of us carry around spare change in our pocket or purse .  

Cash in on this fact at your next fundraiser by collecting extra dollars  

and cents—which will become a surprise item during your live auction . 

After guests have arrived—but before the live 
auction begins—the event emcee should make an 
announcement. Tell the audience that the piggy bank 
isn’t just there to raise extra change for the organization 
—it will be auctioned off to the highest bidder at the 
end of the silent auction! Encourage the audience to 
continue to donate, and give periodic updates on the 
amount as the money in the bank as it grows. 

Before the bank is auctioned off, have the wrangler 
pass once more through the crowd. By the time that 
the live auction is ready to begin, the bank should be 
nearly full. While the exact amount in the piggy bank 
should be kept a secret, an estimate could be given to 
the crowd before the item is auctioned off. 

After the auction takes place, the winner should receive 
some special attention—and perhaps a picture with the 
piggy bank and wrangler for the organization’s website 
and social media. 

IDEA #7: Feed the Piggy

IDEA #7: FEED THE PIGGY
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Advice
• Keep it moving. More money will be raised if the 

piggy bank is steadily passed around the room, 
instead of staying stationary. 

• Draw attention. There is a certain amount of peer 
pressure to “feed the piggy” at the dinner table after 
you watch your seatmates add money—so make 
sure the bank is noticeable. 

• Share the secret. Plant one guest at each table 
who is in on the game, such as a board member or 
trusted volunteer. This person can “pass the pig” to 
guests, encouraging them to donate. 

At a recent event, the piggy was 

passed around multiple times  

during the event by it’s keeper .  

Since we could see money sticking  

out of the slot and see everyone reaching  

into their pockets, it sold very well . The piggy 

raised $5,000 for the organization .  

– Debby Roth-Bush, Greater Giving 
www.greatergiving.com

IDEA #7: FEED THE PIGGY

• Give a preview. Announce the piggy bank in social 
media, on your webpage, and in email to drive 
participation (and encourage attendees to bring 
cash!).

• Think ahead. If you are hosting an event in the days 
before your fundraiser, jumpstart the “feeding of the 
pig” by asking for spare change. 

IDEA #7: Feed the Piggy

https://www.greatergiving.com/
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How Does It Work?
Depending on the estimated size of your crowd, secure 
about 5-10 prizes. Make sure 2 of these prizes are big-
ticket items (experiences, trips, or electronics). Many 
businesses are willing to make donations of this sort to 
nonprofits, so ask around. If nobody is biting, contact a 
few of your big donors to see if they would be willing to 
chip in for a prize. 

You are going to need scratch-off cards. There are 
companies who will create these for you, perfectly 
customized to your organization with your logo, theme, 
and colors. Once you have your prizes, custom order 
scratch-offs. You should have 10 winning scratch-offs, 
and between 500-800 cards to sell. 

This revenue enhancer allows everyone at your event to join in a fast-paced,  

no risk lottery—all for a good cause . Secure a few great prizes and watch  

as your guests donate their way into a chance of winning!

For winning cards, you can either designate the 
prize that has been won on the scratch-off, or simply 
designate them all “Winner!” or something of the 
like. We recommend the latter, as this enhances the 
suspense and participation. Place each winning prize in 
an unmarked envelope and place them in a basket.

Part of the fun is the frenzy. Place volunteers 
strategically around the room to assist in frenzy-selling 
the cards. Highlight some of the prizes available to 
your guests, and make sure to communicate that they 
should NOT scratch the cards until the cue is given. 
Play exciting music and make the announcement that a 
short 5-minute window is opening to purchase scratch-
off cards. Be sure to point out each one of your sellers 
so that nobody loses an opportunity to buy. 

Continue to encourage your guests to buy their scratch-
offs or to increase their chances of winning by buying 
more than one. Be sure to supply pennies or paper 
clips on each table so that everyone can scratch off 
their cards when the time is announced. 

Once the five minutes are up, or all the cards are sold, 
you can countdown to the scratch-off. Have each of the 
winners come and select an unmarked envelope out of 
the basket in front of the crowd and open the envelope 
to reveal to the crowd the prize that they have won.

IDEA #8: Frenzy Sale

IDEA #8: FRENZY SALE
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names

This has also been called “Scratch Card Fundraising.” 
Though there are many companies who can custom 
print scratch-offs for your organization, it doesn’t have 
to be this complicated. If your organization (and guest 
list) is on the smaller side, you could accomplish a 
similar effect with raffle tickets, or even by creating 
your own “peel-off” versions.

IDEA #8: FRENZY SALE

Create the ‘Frenzy” for the  

fastest and most entertaining  

way to potentially raise tens of  

thousands of dollars in under  

ten minutes!

– Mark Schroeder, Auction Brio LLC 
www.auctionbrio.com

Advice
• Make the atmosphere exciting! Play upbeat music, 

and make sure whoever is manning the microphone 
is passionate and fun.

• This is a great activity for hosting before the live 
auction. It gets people engaged and excited!

• Know your audience. Every crowd is different, 
and every crowd has a different idea of a valuable 
prize. Are you expecting an older crowd? A younger 
crowd? Is this event targeted to people with a 
specific interest? Increase your sales by basing your 
prize selections on this information. 

IDEA #8: Frenzy Sale

http://auctionbrio.com/
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How Does It Work?
Golf cannons can launch balls hundreds of feet across 
the fairway—and are a great way to spice up traditional 
golf tournaments. Businesses will want to sponsor 
the hole with the golf cannon, and players will pay big 
bucks for the opportunity to take a shot. 

To get the ball rolling, find an insured company that can 
provide the equipment, staff, and expertise to ensure 
that golf balls can be launched safely. Try searching 
online for golf cannons in your area—or ask fellow 
nonprofit organizations for referrals. 

Golf tournament fundraisers can feel stale after a few years .  

Take your annual event to a new level by adding a twist…or rather, a bang!

Once you have secured a company, talk to the event 
staff at the golf course where you will hold your 
tournament. Ask which hole they would recommend 
using—the cannon can launch a ball hundreds of feet, 
so the longer, the better. 

After securing the golf course and cannon, it’s time 
to raise money! Players get to launch a golf ball down 
the fairway to land on the green. The closest to the 
pin will proceed to putt for Eagle. Should no one 
land on the green, place the ball 10-15 feet from the 
hole. If businesses are sponsoring each hole of the 
tournament, raise the price on the golf cannon hole. 
Many events can raise hundreds or thousands more 
in sponsorships dollars from this one hole—which will 
more than cover your cost of the ball launcher. 

$100
A POP!
4 FOR

$300

IDEA #9: Golf Course Ball Launcher

On the day of the event, make sure to pre-print multi 
sale runner sheets and give them to volunteers who 
are supervising the hole. When a team steps up to the 
hole, the volunteer should ask if they would like to take 
a shot on the cannon. If they do, you can charge them 
by team—usually $100 is the running standard. Make 
sure a mark is made on their card so they are charged 
at check-out. 

IDEA #9: GOLF COURSE BALL LAUNCHER



$100
A POP!
4 FOR

$300
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

If businesses are sponsoring  

each hole of the tournament,  

raise the price on the golf cannon  

hole . Many events can raise hundreds  

or thousands more in sponsorships dollars from 

this one hole—which will more than cover your 

cost of the ball launcher . 

– Tina Love, My Event Central 
www.myeventcentral.org

Advice
• If using Greater Giving software, set the Golf Ball 

Launcher up as a Package. 

• Place an enthusiastic volunteer at the hole where 
the golf launcher will be used. The better the 
salesperson, the more money they will raise. 

• Advertise the golf cannon in your promotional 
materials. Ask the company if they have videos 
you can use to promote on your website and social 
media accounts. 

IDEA #9: GOLF COURSE BALL LAUNCHER

• If the entire team does not want to shoot the 
cannon, the team can split the cost by player. 
Alternately, one person can pay the entire cost.

IDEA #9: Golf Course Ball Launcher

http://myeventcentral.org/
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How Does It Work?
Heads & Tails is exceptionally easy. All you need is one 
coin, a willing audience, a prize of some sort, and an 
emcee. There is no experience necessary to emcee the 
game; the person chosen will just need to explain the 
simple mechanics of the game to the audience once 
everyone is seated and then lead the game from start 
to finish.

So how does it work? Your guests buy into the game, 
then guess the result of successive coin flips. If they 
believe the toss will result in heads being up, they  
place their hands on their heads; if they think it’ll be 
tails, they put their hands on their hips (aka “tails”).  
The flipper will keep flipping until there are only two 
players left in the game. Despite the simplicity, there 
are several different ways to bring your mission into  
the game!

Heads & Tails is a classic fundraising game that generates enthusiastic  

crowd engagement and enjoyment! 

Mission-Specific Twist 

Store-to-Door, a nonprofit that shops for and delivers 
groceries and necessities to seniors and adults with 
disabilities, took Heads & Tails and reimagined it as 
“The Price is Right”™ (after the classic TV game show). 
They added an element of shopping, which highlighted 
the organization’s primary service. Instead of flipping a 
coin, Store-to-Door created screen slides of commonly 
purchased items with erroneous prices. If contestants 
believed the actual price was higher than the one on 
the screen, they put their hand on their heads. If they 
thought the actual price was lower, they put their hands 
on their “tails”. The flip continued until there was only 
one person left—the winner! 

Added Benefits 

Fun, right?! This version of the game maintains the 
same benefits as classic Heads & Tails—it’s entertaining 
and it gets the entire room involved. It’s also an 

affordable way for almost everyone to participate, and 
even if you guess incorrectly and are knocked out of 
the game, it’s fun to watch the excitement build as the 
number of players decreases with each turn. The twist 
added yet another benefit for Store-to-Door: people 
learned more about the organization’s mission and why 
so many rely on this vital shopping delivery service.

There are endless ways to make this fundraising 
game mission-specific or contain elements of mission 
components. For a local dance company, we came up 
with a version of Heads & Tails called “Disco Dare”. 
Guests could choose from two classic disco moves—
one that was associated with the “heads” side of the 
coin, and the other the “tails.” Right before the coin flip, 
the emcee asked the audience to “bust a move”—i.e., 
if you had the right move, you stayed in the game, and 
if not, it was time to stop dancing. It was a super fun 
and creative way to make this classic game relevant 
and engaging for the audience!

$80
= HEADS
= TAILS

IDEA #10: Heads & Tails (With a Twist!)

IDEA #10: HEADS & TAILS (WITH A TWIST!)
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

How to Buy In

There are three main ways guests can buy into the 
game:

• Traditionally, someone sells beads (or a similar item) 
during the cocktail hour. Guests can buy as many as 
they desire to increase their odds of winning. We 
recommend setting the baseline buy-in at $10 to 
ensure a sizable fundraising return!

• Another option is pre-set bid cards at the table, 
where donors fill in their bidder numbers and 
volunteers collect the cards once the game 
commences. 

• Lastly, the emcee can simply ask donors to raise 
their bid cards if they want to play (while a volunteer 
clerk records the information).

For a local dance company, we  

came up with a version of  

Heads & Tails called “Disco Dare” .  

Guests could choose from two classic  

disco moves—one that was associated with the 

“heads” side of the coin, and the other the “tails .” 

Right before the coin flip, the emcee asked the 

audience to “bust a move”—i .e ., if you had the 

right move, you stayed in the game, and if not, it 

was time to stop dancing . It was a super fun and 

creative way to make this classic game relevant 

and engaging for the audience!

– Misty Marquam, Marquam Auction Agency 
www.marquamauctionagency.com

IDEA #10: HEADS & TAILS (WITH A TWIST!)

Advice
• Fun fact: Statistics suggest that approximately 60% 

of the wallets in your room will participate in this 
game, which makes it a fantastic potential revenue 
stream! 

• For the bead method, a salesperson sells Mardi 
Gras-style beads to registered guests using their bid 
numbers. This usually happens during the cocktail 
hour but must be done before the live program 
begins. 

• If you go the bead strand route, it is safe to assume 
that folks will want to buy multiple bead strands to 
increase their chances of winning the game.  
It’s very important to plan accordingly so you do not 
run out of beads and risk impacting your fundraising 
potential! 

• If you are selling by bid sheet at tables or by bid card 
during the live program, you can opt to sell an ‘extra 
opportunity’, usually after the first round, to buy 
BACK in. This is very tempting for competitive types!

IDEA #10: Heads & Tails (With a Twist!)

https://www.marquamauctionagency.com/
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How Does It Work?
Once you have gone through all of the different 
levels of the Paddle Raise, and everyone has had an 
opportunity to participate, you need to quickly calculate 
how much has been pledged and how much you 
still need to reach your goal. Say for instance, you 
need $3,000 more to meet your goal and you feel 
like everyone has been “asked” enough. What can 
you do to raise those extra funds without killing the 
momentum you just created? More than likely your 
organization will not be successful if you say something 
like “We still need $3,000, who’s in?”.

If and Only If can greatly help you reach your Fund a Need/Paddle Raise  

monetary goal and helps to engage donors who otherwise would only  

raise their paddle at a lower amount .

Instead, your auctioneer could say something like,  
“We are $3,000 short of our goal. Clearly, if three 
people gave $1,000 each, we’d be exceptionally 
grateful. So let’s do this. If you would consider giving 
one more gift of $1,000 for our cause, please raise your 
bid card in the air. However, we will ONLY accept your 
generosity If And Only If two other generous people 
match you.”

You might encounter a brief, and somewhat 
uncomfortable, pause for a few seconds, but then the 
magic happens. One person raises their bid card, then 
another, and then, finally, the third bid card is raised and 
you have met your goal! 

This concludes the Fund a Need/Paddle Raise portion of 
the evening on a high note and the rest of the program 
can continue. 

Variations and Other Names
If your donors are not as likely to respond a high ask 
like $1,000, you can modify the ask and lower the 
amount that is being asked to match. So, if you still 
have that $3,000 you need to meet goal then you can 
ask, “We are $3,000 short of our goal. Clearly, if six 
people gave $500 each, we’d be exceptionally grateful. 
So let’s do this. If you would consider giving one more 
gift of $500 for our cause, please raise your bid card in 
the air. However, we will ONLY accept your generosity 
If and Only If five other generous people match you.”

176
535224

IDEA #11: If and Only If

IDEA #11: IF AND ONLY IF
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Advice
So if you still have that $3,000 you need to meet your 
goal and only have one paddle raised for $1,000 you 
can move on and say “Ok, if we can’t get two more 
folks to commit to $1,000 each, can we get four 
people to raise for $500?” Leave enough time to get 
a response back, and if you still do not get enough 
paddles raised, end it. Make sure to acknowledge how 
grateful the organization is to have come so close to 
their goal.“We are so close to our goal, I just know 

“At a recent event, during the  

Fund-a-Need, we were $3,000  

short of our goal, and it looked  

liked we weren’t going to get there .  

We used this “If and Only If” technique and within 

one minute we created $3,000 more generosity and 

hit our goal!” 

– Jim Nye, Jim Nye–Charity Auctioneer 
www.losangelesauctioneer.com

there are a few people here tonight who would rather 
give anonymously. I think by the time the evening is 
over, we’ll have a few more contributions and we’ll 
surpass our goal. Congratulations in advance!”

Clearly, there is some risk associated with the If and 
Only If concept, but if you judge that risk correctly,  
the success rate of this concept is amazing. 

IDEA #11: IF AND ONLY IF

IDEA #11: If and Only If

http://www.losangelesauctioneer.com
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How Does It Work?
The “Hot Potato Pig” game was born from Danny 
Hooper’s popular “Wildcard Auction” concept. Before 
the Live Auction, guests have the opportunity to donate 
an additional last-minute item on an index card. Usually 
the Wildcard Auction receives large, exciting donations, 
such as a stay at someone’s vacation home or season 
passes to a sporting event. These items can fetch big 
dollars in the Live Auction, and raise an extraordinary 
amount for the organization—all on the fly.

One time, though, the item offered up in the Wildcard 
Auction was a little unusual… it was an enormous 
potbelly pig that one of the guests had at home 
and offered to deliver to the successful bidder! 
Unsurprisingly, the pig was not very popular with the 
auction crowd. Nobody wanted to take ownership of 
that big potbelly pig, and Hooper couldn’t get a bid 
higher than $100 for it.

A fun and entertaining auction game with the unique potential to raise  

money from even from the most undesirable auction items, as guests  

pay to prevent winning an item they don’t want .

So he turned the auction game on its head. Rather 
than asking for bids to take the pig home, guests were 
instead asked to donate $100 in order to give the pig 
to someone else. Nobody wanted to get stuck with 
the pig, so members of the audience were frantically 
gifting the pig to someone else—making a donation 
each and every time—and then re-gifting it again! The 
pig was re-gifted around twenty times that night, and 
the “Hot Potato Pig” game raised a ton of money for 
the organization.

To hold your own version of the “Hot Potato Pig,” 
choose a reasonable donation amount that bidders 
pay each time they want to pass off the pig (or other 
undesirable “hot potato” auction item) to someone 
else. There’s no time limit on the game as long as the 
hot potato is still getting passed around. “Hot Potato 
Pig” ends as soon as one bidder accepts ownership of 
the hot potato, and chooses not to re-gift it.

This goofy game is an entertaining way to build up 
excitement for the Live Auction, raise money quickly, 
with the added bonus of involving the whole ballroom 
in the fun!

$100

IDEA #12: The Hot Potato Pig

IDEA #12: THE HOT POTATO PIG



$100
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
The hot potato auction item doesn’t need to be a pig, 
as long as it’s undesirable enough that nobody will want 
to get stuck with it. You could auction off an ugly piece 
of antique furniture (a mustard orange couch, anyone?) 
and call it the “Hot Potato Couch.” A goat could do 
just as well as a pig, and is easy to procure in some 
farm and ranch communities. Alternatively, try a stinky 
Durian fruit, a bizarre sculpture, or a useless décor 
item. All the better if your hot potato is thematically 
appropriate for your event or organization!

The hot potato doesn’t even need to be a physical 
item to be effective. At a school auction, for example, 
you could auction off the “privilege” of volunteering 
as a chaperone for an undesirable event. A mustang 
rescue could auction off the “opportunity” to muck 
out the stable. Passing around historically unpopular 
responsibilities or activities both gets the position filled, 
and raises money for the cause!

If you’ve ever wondered if pigs  

can fly, that little potbelly porker  

was re-gifted 20 times in two  

minutes, raising a total of $2,000 for  

the cause, and giving every single guest a  

good belly laugh, albeit at the poor little  

potbelly’s expense .

– Danny Hooper, Danny Hooper Productions 
www.dannyhooper.com

Advice
Do try to keep it tactful when soliciting your hot potato, 
and make sure item donors understand the purpose 
of their donations. The last thing you want is to insult 
someone by using a thoughtful donation as the night’s 
hot potato!

IDEA #12: THE HOT POTATO PIG

IDEA #12: The Hot Potato Pig

http://dannyhooper.com/
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How Does It Work?
You’ll need padlocks—preferably in bulk—and some 
sort of grid or rack to hang them on. Try to find locks in 
different colors if you can, or simply pick up plain ones 
and paint them yourself.

Each color of lock will correlate to a pledge amount. For 
example, a yellow lock could cost $25, a blue lock $50, 
green $100, and red $250. Choose pledge amounts 
that make sense for your audience and your event. 
Remember that Love Locks are a great opportunity for 
those who couldn’t afford to bid on a more expensive 
auction item to still donate to the cause!

Love Locks is an interactive and emotional revenue enhancer that can  

fit any event theme . All it requires is some bulk padlocks, a display grid,  

and some creativity .

Each guest who wants to pledge receives a lock. 
Additionally, the guest can choose to write a message 
on the back of the lock as a way to personalize it. They 
could write their own name, dedicate it to a loved 
one, or simply leave a heartfelt message related to the 
cause. Depending on the size of the lock you choose, 
your volunteers can write the message on the back of 
the lock, or the guest can write it on a piece of card 
stock that is then glued to the lock.

Then a volunteer hangs each lock on a rack that 
everyone can see. It’s up to you how you want to 
display the locks. Where do you want to display the 
Love Locks after the event? Some event coordinators 
have up-cycled metal corral panels. Others have used 
wooden pallets, or even built the rack from scratch to 
match a theme or aesthetic. Use recycled steel for a 
more rustic look—perfect for a western theme. Think 
outside the box!

Love Locks is a great auction game to have going in 
the background, so guests can stop by anytime they 
choose throughout the event to purchase a lock.  
A guest may come away from the appeal feeling  
moved by the cause, and wanting to donate!

IDEA #13: Love Locks

IDEA #13: LOVE  LOCKS
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Variations and Other Names
An easy way to personalize Love Locks is to name it for 
your organization’s mission, or base it on the theme of 
your event. You can also mix up how guests personalize 
their padlocks to suit your needs. If your final product 
is intended as a memorial, you could call it a “Wall 
of Memories,” where each participant dedicates the 
padlock to someone meaningful to them. Perhaps 
your event benefits education—title the game “Save a 
Dream,” and ask each participant to write a goal or wish 
on their padlock. An organization that helps victims of 
domestic abuse could call it the “Always Safe” wall.

Depending on your needs, you can leave the existing 
wall up from year-to-year and extend it with each event 
by adding more locks, or take it down after a period of 
time and reuse the padlocks next year.

An easy way to personalize  

Love Locks is to name it for your  

organization’s mission, or base it  

on the theme of your event . You can  

also mix up how guests personalize their padlocks 

to suit your needs . If your final product is intended 

as a memorial, you could call it a “Wall of 

Memories,” where each participant dedicates the 

padlock to someone meaningful to them .

– Shannon Mays, Shannon & Associates 
www.shannonmays.com

IDEA #13: LOVE  LOCKS

Advice
If you can tap into what makes Locks of Love 
meaningful and important for your audience, you 
have a much better chance of getting everyone to 
participate. For a cancer memorial wall, show how your 
organization has helped patients. Get together with the 
rest of your auction team and brainstorm how best to 
appeal to your guests’ emotions with your Love Locks 
display and your message.

• Let the locks speak for themselves! If you keep your 
racks from year to year, bring one to inspire guests.

• Is your display only going to stay up for a short 
period of time? Make your padlocks reusable with 
non-damaging glue for attaching guest messages, 
and use the same ones year after year.

• Set your pledge increments at levels that any of your 
guests can afford. Make the Love Locks a game that 
anyone and everyone will participate in!

IDEA #13: Love Locks

http://shannonmays.com/
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How Does It Work?
For “Make It or Break It,” you’ll need two similar auction 
items—one entry-level item to start the bidding, and 
one expensive, higher-end item as your special “Make 
It” prize. As an example, offer a local wine trip as the 
default prize, then encourage participation in the game 
by offering the chance to win a destination wine trip 
that includes travel and lodging. You’ll also want a 
secret “Break It” prize to award to players who lose  
the game that is still fun and thematic.

This exciting auction game turns a single live auction item into  

entertainment for the whole audience, with the potential to raise  

far more money .

Before you start auctioning off your “Make It or Break 
It” item, make it absolutely clear to your guests that 
they’re bidding on an opportunity to play the game.  
The bidder who wins the auction has the opportunity to 
walk away with the original entry-level item—the local 
wine trip, for example—without playing the game. But 
if they do choose to play “Make It or Break It,” they 
have the chance to upgrade to the more expensive, 
extravagant prize for no extra cost. If your “Make It” 
prize is exciting enough, most bidders will choose to 
play!

Bring the bidder up onto the stage and explain their 
choices: Walk away now with the default prize… or play 
“Make It or Break It” for the chance to win the bigger, 
better trip for the same price. Remind guests that they 
also could win nothing. (Of course, don’t actually let 
them walk away with nothing! This is when you’ll bring 
in your “Break It” prize as a fun surprise.)

This is a great opportunity for your auctioneer to involve 
the whole audience and generate some excitement, 
encouraging the bidder on stage to play the game. Just 
remember to keep reminding the guest they have the 
chance to win nothing.

The simplest way to play is to offer your bidder two 
envelopes labeled “A” or “B.” If they choose the 
envelope that says, “You made it!” inside—they win 
the big, high-end prize, and you can go on to sell the 
original item to someone else. If they choose the 
envelope that says, “You broke it!” then the guest wins 
the consolation prize. In the case the guest “Breaks It,” 
you can go on to sell both the other auction items to 
other bidders and make even more money!

B

A

IDEA #14: Make It or Break It

IDEA #14: MAKE IT OR BREAK IT
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Variations and Other Names
You can customize many parts of the game to suit your 
organization and event theme. Instead of envelopes, 
try using cupboards or doors that open to reveal “Make 
It” or “Break It.” For a school fundraiser, you could use 
desks that open to reveal the prize. There are all sorts 
of fun ways to dress up this game, as long as you have 
two options for players to choose from!

Another revenue-enhancing way to play is to give 
bidders who lose the game another chance to play for 
the same cost as before. Many will take the chance, 
earning more money in the end than any single auction 
item could.

One time, the winner of this  

game ended up with the original 

trip, and then we were able to sell 

the high end trip four times . We also 

sold the case of wine that was the consolation 

prize . I think why the high end trip sold so well was 

because the audience’s attention was on our game .

– Stephen Kilbreath, Stephen Kilbreath Auctions 
www.kilbreathauctions.com

Advice
A great way to generate additional revenue with  
“Make It or Break It” is to use items as game prizes 
that can be sold multiple times. Offer the game to  
more than one guest to raise more money and have 
even more fun!

IDEA #14: MAKE IT OR BREAK IT

IDEA #14: Make It or Break It

https://kilbreathauctions.com/
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How Does It Work?
The Not-So-Silent Auction is a blend of both the 
silent auction and live auction. You will need to gather 
anywhere between 4 and 18 prizes—the larger your 
guest list, the more prizes would be appropriate. Since 
this event will be taking place at the same time as 
your silent auction, make sure that your prizes for this 
revenue enhancer are unique. 

Once you have your prizes, you will create an auction 
board. We recommend a whiteboard or a blackboard. 
There should be three columns on the board that list 
1) The name of the prize, with the value listed in small 
print, 2) Opening or current bid, and 3) Current leading 
bidder number. Make sure that columns two and three 
are easy to erase, as these numbers will be constantly 
rewritten throughout the auction.

Choose two outgoing and enthusiastic volunteers 
who can run this auction and stay at the board. Supply 
these volunteers with chalk (or dry erase markers) and 

This fun, engaging auction runs at the same time as your silent auction .  

It keeps people interested and giving by making use of the typical “dead time”  

as everyone finishes their silent bids and returns to their tables .

an eraser so they can change bids and the lead bidder 
numbers. Be sure to gather the desired opening bids 
from the auctioneer to pre-enter before the bidding 
begins. It is wise to select an incremental increase for 
the bids ($25, $50, $100, etc.) to ensure that guests are 
not upping the bid by miniscule amounts. 

This will be a new event for many—so be sure that 
the announcer explains the Not-So-Silent Auction 
before the silent auction begins. Bidders will tell the 
volunteers what they would like to bid on; how much 
they would like to bid, and their bidder number. The 
volunteers will then hand write these on the board and 
ring a cowbell (or anything loud)! It is important to use 
something loud and noticeable when a bid has been 
placed, as this gets the room’s attention and enhances 
people’s desire to join in. You can also make use of 
your announcer to draw attention to the Not-So-Silent 
Auction by announcing new bids on the microphone. 

Make sure your auction board is large, visible, and 
easy to read! This will allow bidders to check the status 
of their bid without having to walk over to look. As 
previously noted, this auction will open along with the 
silent auction portion of your event. It will stay open for 
5 minutes after the silent auction tables close. 

As guests head to their tables, have the announcer 
give a last-minute invitation for guests to join in on the 
Not-So-Silent Auction (or up their bids) before it closes. 
The auctioneer should close each item one-by-one (as 
is typical for a live-auction) for those present. Volunteers 
can simply write and circle the final bid and bidder 
number for each item. Be sure to keep a record of the 
final bids and bidders. When all items are gone, all 
guests return to the main room for the rest of  
your event. 

Beach
Weekend $550 #767

55”
LED TV $325 #384

Auto
Detail $150 #4917

IDEA #15: Not So Silent Auction

IDEA #15: NOT SO SILENT AUCTION
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

In 2018, the Not-So-Silent Silent  

Auction for the Cystic Fibrosis  

Foundation of Oregon raised  

$25,500 before the Live Auction  

started, and reduced the number of Live Auction 

items by 18 items!” 

– Graham Crow, Benefit Auction Associates 
www.benefitauctionassociates.com/crow.htm

Variations and Other Names
This type of auction is extremely easy to customize. It 
has also gone by the names “The Grand Silent” and 
“The Big Board.” However, you can easily come up with 
your own interesting name to suit your organization.

IDEA #15: NOT SO SILENT AUCTION

Advice
• Having enthusiastic volunteers to run this portion 

of the evening really makes or breaks the event. It 
should feel fun and exciting—make your guests want 
to be a part of it!

• Go all out! Make your board look AMAZING. 
Enhancers such as these largely depend on 
attraction. Have a creative volunteer in your crew? 
Let them add some style to your auction board!

• Feel free to mix it up and add some personal 
customization. Don’t want to use a chalk board? Use 
a digital screen with some stunning graphics. Don’t 
want to use a bell? Use a sound-board with some 
interesting sound effects. Know your audience and 
customize accordingly.

IDEA #15: Not So Silent Auction

www.benefitauctionassociates.com/crow.htm
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How Does It Work?
The Paddle Drop is unique because it comes after 
everything else is over, staged as a last-minute surprise 
to your audience. It gives guests one quick, final 
opportunity to make a donation before everyone goes 
home, and takes only 3-4 minutes instead of waiting  
all night to choose a raffle winner.

After your live auction and special appeals are all done 
for the night—but before guests leave the ballroom—
make the “surprise” announcement. You have one last 
amazing auction item to offer to a very lucky winner!

IDEA #16: Paddle Drop
End a night of fundraising with this short, exciting game that leaves guests  

on a high note, and has the potential to raise even more money in little time .

145

155
239

131

287224
228

21
7

113

Before the game starts, ask your auctioneer to clearly 
explain the rules. Once everyone’s ready to play, 
deploy volunteers armed with baskets to collect all the 
participants’ paddles. Guests who want to enter to win 
simply drop their bidding paddle into baskets circulating 
the room. Make sure your audience understands that 
each bid paddle in the basket counts as a donation 
towards the cause. You can set your donation amount 
to whatever you like—$25, $50, $100, etc. It’s up to 
you, but choose a price point you think will garner 
plenty of participation. Let’s get the whole ballroom 
involved!

As the excitement in the room builds, rush your baskets 
on-stage. It’s time to pick a winner!

One fun, exciting way to choose the winning bid paddle 
is to throw all the paddles into the air, then have a 
select person grab one at random as they fall. When 
the paddle’s picked, your auctioneer should call out 
the winning bid number, inviting the guest on stage to 
receive their fantastic prize.

Talk about an exhilarating finish to an awesome event!

IDEA #16: PADDLE DROP
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End a night of fundraising with this short, exciting game that leaves guests  

on a high note, and has the potential to raise even more money in little time .

Variations and Other Names
There are lots of fun, creative ways to customize 
the Paddle Drop to your own event. Dress up your 
volunteers as they go out to collect bid paddles! For a 
western-themed event, try using cowboy hats instead 
of baskets; a humane society could collect paddles in 
dog bowls. For a school, try sending out students into 
the audience!

How you pick a winning bidder is open to your own 
interpretation—just make sure that whatever method 
you use, it’s quick and easy to do, or it defeats the 
purpose of the Paddle Drop!

Recently, we had 400 guests in  

the room, and after the paddle  

raise, we surprised the audience  

with the paddle drop game . When we  

announced the prize of Hamilton show tickets,  

the crowd was abuzz, and the energy worked to 

get over 120 couples putting their paddles into 

the game . At $100 each, this raised $12,000 in 3 

minutes, which is a whole lot more than we could 

have made selling the tickets in a live auction!

– Daniel Campbell, Raising Paddles 
www.raisingpaddles.com

IDEA #16: PADDLE DROP

Advice
• Paddle Drop is another fun experience to add to your 

arsenal of fundraising techniques, so you can mix 
it up every year and make each event unique. But 
beware of overwhelming your audience with too 
many fundraising asks, which can give them some 
unfortunate “giving fatigue.” Three to five fundraising 
elements is perfect for your average auction event.

IDEA #16: Paddle Drop

http://www.raisingpaddles.com/
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How Does It Work?
Pop Up Auction works best as an accompaniment to a 
traditional auction, and it doesn’t take much to add the 
game to an event. There are no tickets to mess with 
or raffle laws to consider. Simply place brightly colored 
index cards, or cardstock paper, and extra pens on each 
table. Guests will use these to write out the details of 
their newly developed auction packages. 

In the game of Pop Up Auction, the auctioneer is the 
most important figure—the driving force. They must 
be able to get the crowd excited, engage directly with 
guests, and sell the game. 

A good auctioneer will work the crowd and approach 
guests to encourage possibilities.

IDEA #17: Pop Up Auction
Pop Up Auction is a game that calls on the creativity and participation of guests 

to increase the fundraising power of a live auction event . Guests add their own 

package to the auction block, having just created one in real-time .

I will donate a...
I will donate a...

Kick-off the game early in the event to allow enough 
time. Have the auctioneer make an announcement, 
something like: “There are cards on your table. If you 
would like to donate a live auction package this evening 
to support the mission of _________, please fill out the 
card and someone will come by to pick it up.” 

Assign day-of volunteers to answer questions, help 
guests structure offers, and pick up table cards for 
the auctioneer. Make sure that guests add their 
contact information to the cards (name, email and 
phone number) unless using you are using an event 
management software platform such as Greater Giving, 
in which case all information will already be stored  
in software. 

Variations and Other Names
Don’t be surprised if you hear this game referred to as 
Wild Card Raffle—this despite the fact that nowhere 
in the game is a raffle involved. Typically the cards are 
used to help identify individual packages that are being 
donated. One variation is for the crowd to donate items 
into one big auction package to be auctioned off. This 
will require the auctioneer to make a quick judgement 
call as to whether it makes more sense to do individual 
or combined.

IDEA #17: POP UP AUCTION



I will donate a...
I will donate a...
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

I’ve incorporated Pop Up  

Auction into a handful of  

fundraising events, each time  

with success . Guests have fun creating  

packages and I always see a buzz of excitement  

for this new way to support the organization .

In my experience, organizations can add this 

game to a fundraiser without making a significant 

investment of time and resources . Plan your live 

auction, book your A+ auctioneer, and give Pop Up 

Auction a try!

– Charlie Moon, Charlie Moon Benefit Auctioneer 
www.charliemoonbenefitauctioneer.com

Advice
• Pop Up Auction works best as an add-on revenue 

enhancer, not as a primary game. 

• Resist the temptation to use the game as a tactic 
to carry the weight of a sub-par performing auction 
committee or development staff. 

• Invested, mission-driven crowds will respond far 
better to the game than crowds less familiar with  
the organization.

• Remember that the skill of the auctioneer is key to 
the success of this game. Choose your talent wisely. 

• Make sure you have enough knowledgeable people 
available to assist guests during the game. The larger 
the event, the more help will be needed. 

IDEA #17: POP UP AUCTION

IDEA #17: Pop Up Auction

http://charliemoonbenefitauctioneer.com/
https://www.wine-searcher.com./
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How Does It Work?
Punch Walls are large wooden panels with tubes 
covered by colored tissue paper that guests can “punch 
through” to win a prize. Each tube has a prize worth at 
least the cost of a punch, with one large grand prize. 

If you decide to incorporate a Punch Wall into your next 
fundraising event, research what is available in your 
city or town. You can purchase a Punch Wall if you plan 
to use it at several events—or rent one online. Or, if 
you’re a do-it-yourself master, you can try your hand at 
building your own! Walls are typically several feet wide, 
ranging from 35 tubes all the way up to 200. 

After securing your Punch Wall, it’s time to fill each 
panel with a prize. Typical prizes are gift certificates 
to local restaurants and businesses, bottles of wine, 
and other smaller donations. Add at least one “golden 
ticket” for a grand prize—such as a television, vacation 
package, or other highly-desired item. 

Having a fun visual can spice up an annual fundraising event . If this happens to 

be a game that can entertain your guests while raising more money, even better!

At the event, place a seasoned volunteer at the 
wall who can draw in participants. The better their 
salesmanship, the more money you will make! Ensure 
that the volunteer is well versed in how to play the 
game, and can describe the prizes and grand prize 
hidden in the wall. 

After drawing in a participant to the game, the volunteer 
should collect their money to play—which typically 
ranges from $20 to $50 per punch. If your Punch Wall is 
only one piece of a larger silent or live auction, you may 
wish to incorporate payment for the Punch Wall into 
your final checkout process. 

Variations and Other Names
• Prize Wall

• Wine and Dine Wall

• Punch for Prizes Wall

IDEA #18: Punch Wall

IDEA #18: PUNCH WALL
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Most of my events get $20 gift  

cards from various restaurants  

and/or retailers donated .  These go  

into our punchwall and are able to  

capture the $20 donor, add a level of excitement to 

the event, and generate an additional $1,200– 

$2,400 in additional revenue . Instead of paying for 

decorations, they get revenue .

– Chuck Mutz, Black Tie Auctions 
www.theblacktieauctioneer.com

Advice
• Have a screen or monitor beside the Punch Wall to 

display the logos of the businesses who donated 
prizes. Make sure to give the most “screen time” to 
businesses that donated the grand prize(s)! 

• Ask your volunteers at the registration table to direct 
event attendees to the Punch Wall.

• If you rent the Punch Wall, keep in mind that it is 
expensive to ship—and may take extra time to arrive.

IDEA #18: PUNCH WALL

• Place LED lights inside of each panel to draw event 
attendees to the game. Punch Walls with high 
visibility will attract the most players. 

• If you have a smaller Punch Wall but expect a  
large crowd, bring extra prizes and tissue paper.  
Train a volunteer to quickly (and discreetly) re-load 
the tube with a prize and re-cover with paper to  
keep the fun going. 

IDEA #18: Punch Wall

https://theblacktieauctioneer.com/
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How Does It Work?
To play Putter or Purse, event attendees buy tickets 
to receive: 1) One raffle entry for a chance to win the 
putter or purse, and 2) The opportunity to take a shot 
with a putter on the green. If the players sinks a hole-in-
one, they receive a second raffle entry. Depending on 
the retail value of the putter and purse, organizations 
have success charging anywhere from $25 to $50 per 
ticket with a chance to putt. 

Once the game has ended, the lucky raffle winner is 
drawn. The winner decides whether they would like 
to take home the putter OR the purse. The prize not 

Putter or Purse is a putting golf game in which attendees buy a chance  

to win either a putter (golf club) or purse (woman’s handbag) . 

selected may, at this point, be added to a separate 
fundraising activity slated to occur later during the 
same event—a live auction, for instance. This is a 
strategy that could generate excitement for the live 
auction if guests have come to covet the putter or 
purse now available for bidding.

The basic supplies needed for Putter or Purse include 
an indoor putting green, golf balls, putters, raffle tickets, 
and the two prizes (putter and purse). Add finishing 
touches like signage and decorations, line up a few 
volunteers to staff the game, and let the putting begin! 

Variations and Other Names
Consider adding your own unique variations to the 
game. One example is to offer the choice between a 
short-distance putt for one entry or long-distance putt 
for two entries.

IDEA #19: Putter or Purse

IDEA #19: PUTTER OR PURSE
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Advice
• Aim to procure a high-end putter and purse with 

recognizable and desirable brand names (like 
Odyssey, Coach, Gucci). Make sure that your ticket 
prices make sense for the value of the putter and 
purse, as well as for your event audience. 

• Encourage a little competition between guests as 
they participate in the game. The friendly banter will 
help draw more players over to the game area and 
those playing will be inclined to spend more money 
on these extra chances to putt and win another  
ticket for the raffle drawing. 

This raffle game is an especially  

good addition to sports and golf- 

themed events, as well as galas  

and black-tie fundraisers . Take a chance  

with Putter or Purse and drive your event to be  

a hole in one!

– David & Ann Whitaker, Champion Fundraiser 
www.championfundraiser.com

IDEA #19: PUTTER OR PURSE

• Ask a local business to sponsor the putting hole  
in exchange for an additional donation. The sponsor 
would receive recognition of their contribution 
through signage placed beside the putting tee  
or hole.

IDEA #19: Putter or Purse

http://championfundraiser.com/
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How Does It Work?
Get ready for your fundraiser to become a giant Rock, 
Paper, Scissors tournament—if only for a few minutes. 
Tickets to play will be sold at the beginning of the 
event, with all proceeds going to your organization.

Before the event, you’ll need to secure a prize with 
broad appeal. Typical items include tickets to an 
upcoming concert or sporting event, stays at a local 
hotel, a piece of jewelry, or popular electronics.  
Ask for a donation from a local business in exchange  
for a sponsorship. 

Successful fundraisers make attendees feel inspired, connected, and engaged .  

Get your audience up and out of their seats while warming them up for the  

main fundraising portion of your event .

At the event, designate a few volunteers to “work the 
room” selling entries to play the game. Make sure 
they are well-versed in how the game will work— 
and are also good salespeople! Attendees who pay 
to play should receive something that identifies them 
as a game participant, such as a string of Mardi Gras 
beads, a blinky ring, or a glow stick bracelet. The cost 
to play typically ranges from between $10 and $100, 
depending on your audience. 

Once tickets have been sold, the fun can start.  
Ask your event emcee to fully explain how the 
tournament will work, and give the audience one  
final chance to buy an entry before the game begins.  
Make sure that the emcee gives a quick refresher 
on what move beats what (for example, rock beats 
scissors) for audience members who are out  
of practice.

After the introduction, the emcee will ask all 
participants to stand and find a partner (who is also 
standing) to play against. On the count of three, 
all participants are asked to throw a rock, paper, or 
scissors with their hand: one, two, three! The loser 
from the round will sit down, while the winner will 
find another partner (who is still standing) for the next 
round. The tournament will continue until there are 
only two winners standing—who will be brought to the 
front of the stage for a showdown. Make sure that the 
emcee builds up the drama, as this can be a very fun 
part of the evening.

IDEA #20: Rock, Paper, Scissors

IDEA #20: ROCK, PAPER, SCISSORS
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
You may wish to give losing participants the option 
to buy back into the game after the first round for 
double or triple the original entry fee. Make sure that 
participants know that this will be an option ahead 
of time—and that volunteers are ready to spring into 
action during the buy-back period. 

Before the event, you’ll need to  

secure a prize with broad appeal .  

Typical items include tickets to an  

upcoming concert or sporting event,  

stays at a local hotel, a piece of jewelry, or popular 

electronics . Ask for a donation from a local 

business in exchange for a sponsorship .

– Ruth Kutschke, The Planning Place Events 
www.theplanningplaceevents.com

Advice
• Make buying an entry as easy as possible. If guests 

have a bid number for your silent or live auction, use 
this number to purchase a game entry (instead of 
requiring cash). 

• Display a picture of the grand prize on a big screen, 
as well as on each table, to draw attention to  
the game. 

• If you have several grand prizes, consider playing 
multiple rounds of the game to raise even more 
money.

• While the game can be played at any time during 
your event, the best time is usually just before the 
“main event” (typically the live auction or guest 
speaker).

IDEA #20: ROCK, PAPER, SCISSORS

IDEA #20: Rock, Paper, Scissors

https://www.theplanningplaceevents.com/


4726 PROVEN REVENUE ENHANCERS FOR YOUR FUNDRAISER—AUCTION GAMES VOLUME II 

How Does It Work?
Sign-up parties are fun group events centered around 
an interest, hobby, or activity. Events can be as simple 
as a karaoke night, or as high-end as a five-course 
dinner prepared by a celebrity chef. Tickets for the party 
are sold as a stand-alone item at a fundraiser, with 
empty slots filled as tickets are sold. 

Before you can add your sign-up party to your silent 
auction offerings, you have to plan it! Take a minute 
to think about who will attend your fundraiser. What 
is their age range and activity level? Do they like 
the outdoors or the fine arts? Is there a common 
characteristic or interest that connects them? 

Once you have an idea of your guests, brainstorm 
ideas for parties that would appeal to them. Consider 
the time, effort and costs associated with planning and 
implementing each proposed party. Ideas for sign-
up parties include happy hours, casino game nights, 
guided hikes, or spa days. 

Make your auction more inclusive, fun, and profitable by offering  

an auction item that your guests can “purchase” and share together .

After nailing down your party idea, decide on a ticket 
price. The cost should be feasible for your guests,  
while also generating a profit. The party should 
also have a limited number of seats. If there are an 
unlimited number of tickets, there will not be a reason 
to sign up at your silent auction—diminishing the sense 
of urgency. 

Now that your event has been planned, it’s time to sell 
tickets! Create an eye-catching display for the sign-up 
party at your silent auction. The display should include a 
giant piece of paper with blank lines—this is where the 
names and/or bidder numbers of your guests will be 
displayed when they purchase a ticket. Along with their 
name, make sure to collect their contact information. 
If you are using an event software platform such as 
Greater Giving, that information will be in the system 
already. (you will need this to send details about the 
event). 

In order to sell every ticket for your party, generate a 
feeling of excitement—and a sense of urgency. Ring a 
cowbell (or make another noise) when a ticket is sold, 
and announce how many slots remain. The announcer 
should then write the name of the guest on the giant 
paper for all to see. 

By the end of the silent auction, you should have a very 
limited number of tickets remaining (or none at all!). 
Make a final announcement before closing the auction 
to sell any final tickets. After the event, make sure to 
follow up with the “winners” about the sign-up party 
via email.

Name
Name

Name

SIGN UP!

8 mi. loop
IDEA #21: Sign Up Parties

IDEA #21: SIGN UP PARTIES
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
Sign-up parties aren’t just for adults! Schools are 
increasingly using these events to raise money and 
connect their students outside of the classroom. 
Popular sign-up parties for children include a day at the 
pool or outing at a local museum. Or, make your sign-up 
party for children AND their parents—while the kids are 
swimming, the parents can enjoy a BBQ on the lawn.

The sign-up party works well  

for adult packages, especially  

when there is a limited number  

of seats for a special dinner . In a live  

auction the previous year,  the school sold 55 seats 

at $500 in honor of a special 50th anniversary 

celebration . Not wanting to repeat what they did 

the previous year and due to the limited number of 

20 seats, the school did a sign-up party at $250 per 

seat during the silent auction . Every seat was sold 

before the ballroom doors opened for dinner .

– Gayle Stallings, FUNauctions, LLC 
www.FUNauctions.net

IDEA #21: SIGN UP PARTIES

Advice
• Know your audience. Design your sign-up party 

to be desirable to the guests who will attend your 
fundraiser. 

• Be inclusive. More attendees can participate if this 
is priced at a lower buy-in point.

• Get social. Popular sign-up parties include guest 
interaction, and will provide a good space for 
mingling and networking. 

• Advertise ahead of time. Consider promoting the 
sign-up party in advance of the silent auction for 
those donors who cannot attend, but would like to 
purchase a ticket. 

• Find the connection. Think about your organization’s 
work, and how it could relate to a sign-up party. For 
example, an environmental nonprofit could host a 
special hike or other outdoor outing. A food bank 
could host a private dinner and discussion with a 
noted expert in the field of hunger alleviation. 

IDEA #21: Sign Up Parties

https://funauctions.net/
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How Does It Work?
Procure about 100 bottles of wine around the $20-$25 
range and a few more expensive bottles to add to the 
mix. Make sure to have a lot of variation in brands and 
types of wine. Wrap the bottles in bags or wrapping 
paper so that participants cannot see the bottle. Sell an 
opportunity to “spin” for a chance to win a bottle. Make 
the price of the game the same as the minimum retail 
value of the wine that is available to win. For example, 
if 30-40% of the bottles are around $20 that is the price 
you want to set for the game.

Spin the wine bottle is a “spin” on the traditional wine pull or wine  

wall activity . Participants get an interactive game experience and the  

opportunity to win a nice bottle of wine as their prize .

You can do the “spin” element for this activity in a few 
different ways. One method is to place the covered 
bottles of wine on a large round table and put an empty 
bottle in the center for players to spin.

Another method you can use is a numbered spinning 
wheel. For this method you would number the wrapped 
bottles of wine and create a numbered spinning wheel 
with a wine shaped pointer. Whatever number the 
pointer lands on is the bottle that the player wins.

Variations and Other Names
There are a lot of different things that you can do with 
this game. You can use other types of alcohol such as 
whiskey or beer as prizes or you can also add a chance 
to win a raffle prize along with a bottle of wine.

To add a raffle element to this game, you can tape 
a raffle ticket to the bottom of each wrapped bottle 
and when a player wins the bottle you remove the 
ticket, give the player half and put the other half in 
the drawing box. Or, you can tie small jewelry bags 
with a trinket inside and tell folks not to open the bags 
until announced. When you make the announcement 
to open the bags, whoever has the “special” trinket 
is the winner. You can also have multiple winners. 
For example, you can use plastic diamonds and color 
a few of them. After the game is closed, announce 
that players can open their bags and whomever has a 
colored diamond has won a prize. 

IDEA #22: Spin to Win Wine Pull

IDEA #22: SPIN TO WIN WINE PULL
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Advice
• This game requires a volunteer to refill and restock 

the game as guests are playing to ensure variety.

• Make sure that there are more expensive wines 
mixed in with less expensive ones every time it is 
setup and restocked.

• Try to have as much variety as possible in the wines 
you procure as players may unwrap their wines and 
compare with other players, or show those who are 
thinking about playing the game what they won. You 
don’t want folks to think you only have one or two 
kinds of wine available.

In the 13+ years I’ve been  

supporting fundraising events,  

there are two maxims that hold  

true for almost every event .  

1) Alcohol is an easy sell and 2) People love games 

of chance . The “Spin the Wine Bottle” games 

combines both of these to great effect . 

– Jon Bridenbaugh, Streamline Support 
www.streamlinesupport.us

IDEA #22: SPIN TO WIN WINE PULL

• If you have a few really, really nice bottles of wine, 
you can advertise those as an enticement and hype 
up the fact that players have the opportunity to win 
these luxury wines at a very discounted price.

IDEA #22: Spin to Win Wine Pull

https://www.streamlinesupport.us/
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How Does It Work?
Sugar Rush lets your guests, collectively as a table, 
choose their favorite mouth-watering dessert through 
the bidding process. The table that raises the most 
money will get their first choice of dessert while the 
table that raises the least will be left with whatever  
is remaining. 

To pull off a successful Sugar Rush, you will need  
a selection of unique, beautifully designed desserts. 
Contact local bakeries to explain the game and ask for  
a donation (or discount) in exchange for recognition  
at your event.  

After securing your desserts, ensure that they will be 
ready in time for the event — and that they can arrive at 
the event unscathed. Let your caterers know ahead of 
time that they will be serving these special desserts to 
different tables after the bidding process has ended. 

Dessert can be a highly anticipated part of your fundraising dinner .  

Spice it up by offering guests a vast array of delectable desserts to 

choose from, while making extra funds in the process . 

Once the desserts arrive at your event, put them on 
display in a well marked area of your silent auction. 
Guests should immediately notice the desserts after 
entering the venue and take some time to peruse the 
delectable selections.

When guests arrive at their table, the auctioneer should 
explain how the dessert portion of the evening will 
work. This can be done with a brief announcement, 
during the salad course, prior to the start of your 
program. Be sure you have placed a bid sheet at each 
table, and instruct guests to collectively select their top 
three dessert choices. Make sure to include a menu 
with a description of each dessert (and a full list of 
ingredients) on the table so guests can easily decide  
on their favorites. 

After the auctioneer is introduced on stage, it’s time 
for the Sugar Rush to begin! The auctioneer will give 
a quick recap of how the game works and instructions 
that the bid sheets will be collected shortly (or after 
a particular item number). Once the bid sheets are 
completed, event staff will collect them and take them 
away to calculate the ‘winners’. 

When it’s time for dessert to be served, the auctioneer 
should announce the top three tables collective bids 
and congratulate them—starting with the highest 
bidders first. Desserts will then be hand-delivered to 
each table by catering staff, sliced and ready to devour.

IDEA #23: Sugar Rush

IDEA #23: SUGAR RUSH

Strawberry Tart

Key-Lime Pie 

Chocolate Bundt

1

2

3
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Variations and Other Names
Sugar Rush is a more sophisticated version of the 
Dessert Dash—a game that encourages event 
attendees to run to claim their favorite dessert. Instead 
of the guests leaving the table and running the risk of 
someone slipping or falling, Sugar Rush keeps your 
attendees seated at the table which allows for them 
to be focused on the fundraising throughout the entire 
Live Auction, even after the Special Appeal, but still 
satisfies that sweet tooth!

With the Sugar Rush, your  

guests can satisfy their sweet  

tooth while keeping the focus on  

your FUNDRAISING . It’s a Win-Win!

– Alix Zimmerman, Artisan Auctions 
www.artisanauctions.com

Advice

• Create a master list of what table has “won” what 
dessert. Give this to the caterers for delivery.

• Be sure your bid sheets have space for each table 
guest to place their bid number and donation for 
dessert.

• For larger events, ask tables to select their top five, 
seven, or ten desserts. Or limit the number of tables 
that will receive a dessert to inspire greater giving. 
Tables who do not get a dessert will not be charged 
for their participation.

• If you come to a table whose top choices are already 
selected, approach guests with the remaining 
selections and ask which they prefer. 

• Include dessert options for those with gluten, dairy, 
and nut allergies. 

• Have a diverse menu of desserts. Choose desserts 
that can be easily transported and served. Avoid 
desserts that need to be refrigerated. 

IDEA #23: SUGAR RUSH

IDEA #23: Sugar Rush

https://www.artisanauctions.com/
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How Does It Work?
A Tombola wall is a fun, interactive game of chance that 
doubles as a unique display piece. All you need is a 
wall or panel covered in identical, numbered packages. 
Your wall can be any size, and contain any number of 
packages depending on your guest list and available 
real estate.

To play, guests simply select the number of the 
package they’d like to purchase off of the wall. All the 
packages cost the same amount to purchase, and 
contain a prize of equal or greater value to the purchase 
price—so all participants are winners.

What makes the Tombola Wall even more exciting is the 
element of chance. Most of your packages will contain 
smaller items, like a cell phone charger or a box of 
fancy chocolates. But anyone could get lucky and buy a 
box containing something far more valuable—a case of 
wine, a La-Z-Boy chair, or even an exotic vacation!

Suits any event, from a summer fair to an annual fundraising gala .

The opportunity to win big is what gets guests excited 
to participate in the Tombola Wall, so advertise it a 
lot! Highlighting one or two of your exciting prizes 
encourages guests to purchase a box and try their luck.

The Tombola Wall is also a great use of the many 
smaller donations nonprofit organizations receive every 
year that might not fit into a silent auction package. 
Soliciting for the Tombola Wall is easy because it’s 
such a small ask, and it gives any donor who wants to 
contribute an easy way to pitch in and help out.

Variations and Other Names
The decoration and design of your wall and individual 
packages presents a great opportunity to match the 
theme or style of your event. For a Christmas gala, the 
packages could look like presents or ornaments on a 
tree. For a school fundraiser, try a wall painted to look 
like a classroom with each package as a desk!  
The options are limitless.

In the original version of the Tombola Wall, guests 
get to look inside their packages as soon as they buy 
them, which can lead to the big prizes being discovered 
before all the packages are sold. Another way to run 
this game is to keep the numbers on each of the 
packages hidden—such as writing it on the back of the 
package rather than on the front—and only reveal them 
when all the packages are purchased, or the game  
is over.
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IDEA #24: Tombola Wall

IDEA #24: TOMBOLA WALL
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Sell numbered tickets to participants that correspond 
to numbers on the packages. When the game is over, 
everyone with ticket retrieves their package, making the 
opening and discovery of the prizes a fun highlight of 
the evening.

Another exciting variation is to set up a VIP or Platinum 
level section. This section contains prizes that are 
higher valued and may lead to more excitement for 
bidders—much like a Super Silent or Almost Live 
auction. Where the main Tombola Wall items may be 
priced at $100 each, this level could be priced in the 
$500 range. Of course, pricing depends on the level of 
packages and the average spend level of participants at 
your event.

A Tombola Wall is fun, gets  

people talking, and inspires  

some friendly competition among  

guests . It’s a must-have at any school,  

church, or youth fundraising events . It doesn’t 

require too much room, so it’s ideal when space is 

limited . This has also been successful for groups 

looking to reduce or eliminate their silent auction .

– Darron Meares,  Bowtie Benefit Auctions 
www.bowtiebenefits.com

IDEA #24: TOMBOLA WALL

Advice
If it’s too difficult to hang the boxes with prizes 
inside them on your wall, you can instead store the 
prizes somewhere convenient and number them 
to match. Then, when the game is over, each guest 
simply comes to the pickup table and exchanges their 
numbered boxes for the corresponding prize.

IDEA #24: Tombola Wall

https://www.mpa-sc.com/
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How Does It Work?
Once upon a time, if a nonprofit wanted to auction off 
a dazzling, all-inclusive vacation package, someone 
on staff had to seek out donations for air travel, hotel 
stays, tours, entertainment… making it difficult to 
secure, and even more to schedule.

But now it’s easy to buy all-inclusive (and even 
themed!) trips at a nonprofit discount with Greater 
Giving Auction Booster, who offers fundraisers a variety 
of trip packages to suit any audience. And big ticket 
items like trips have the potential to raise a lot more 
money for your organization. No money is exchanged 
until the auction is complete and a winner has been 
decided, making it the perfect choice for a raffle, where 
there’s no guarantee a minimum bid price will be 
reached.

A vacation raffle works well as an accompaniment to a big annual event,  

or as a standalone campaign in the off-season . It requires no up-front 

investment and can be tailored to any audience .

So how do you run it? 

First, calculate how much you’ll need to raise over the 
cost of the trip to make a profit. Given that minimum, 
price your tickets accordingly. How many people are 
attending? How many of them would be interested in 
what you’re offering? How many can afford the price 
you’re asking? Be careful of pricing tickets too high—
you want to find that sweet spot where the greatest 
number of people will be able to participate.

Second, let guests know up front what your minimum 
number of ticket sales is, and encourage them to tell 
their friends and family. The great thing about using a 
consignment service for big vacation packages?  
You don’t have to buy anything up front! If not enough 
tickets sell, no trip is purchased, and nobody is charged 
for their entry into the contest. But do be sure to put 
your disclaimer in a visible place. 

Variations and Other Names
There are two ways to run a trip raffle: your choice, 
or buyer’s choice. If you plan to raffle off vacations 
throughout the summer months (or your audience is 
simply too varied for a single option), consider offering  
a variety of trips so the winner can choose. 

If you plan to raffle off a specific vacation, brainstorm 
with your staff and choose one that will appeal to the 
greatest number of people. Consider these tips:

• What’s your audience’s budget? Domestic travel is 
always cheaper than international travel.

• Consider the activity level of the trip. If your group 
would prefer something relaxing, go with a beach 
trip. For outdoorsy guests, consider a trip that 
capitalizes on excitement and endurance.

• Pick something different! Do you live in a generally 
cold climate? A getaway to somewhere warm might 
be the ticket, and vice versa if you’re based in a 
warm, humid place.
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IDEA #25: Vacation Raffle

IDEA #25: VACATION RAFFLE

http://greatergiving.experiencecharity.com/#/
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

Advice
If you plan to hold your raffle during a live fundraising 
event, choose a slot in your schedule to promote it 
when it won’t be overshadowed by any other major 
events, such as the live auction or paddle raise. (You 
also don’t want to interfere with them and steal their 
thunder!) Guests who are fatigued by fundraising, like 
at the end of a big appeal, won’t want to participate. 
Make sure you get the raffle rolling before they’ve 
spent their budget.

Consider making an announcement about the raffle 
between a silent and live auction, when most of your 
guests have already arrived and had their chance 
to socialize. Strategically place raffle sales tables 
throughout your event to keep it fresh in guests’ 
minds—such as one at the entrance to your event 

Many of my clients who hold  

vacation raffles do so in the  

off-season, during the slow time  

between bigger events, so they still  

have revenue coming in . It’s also a great way to 

keep the mission of your group at the forefront 

of your donors’ thoughts, and to lead into a new 

campaign or big announcement . 

– Ailie F. Byers, Alpenglow Benefit Auctions 
www.alpenglowbenefits.com

(when people are still feeling fresh and generous), 
another in the silent auction room, and a third inside  
the ballroom. This way, guests have a chance to 
participate at any point in the evening, and it gives  
them plenty of time to confer with family about how 
many tickets to buy.

Another great way to encourage buying more tickets? 
Give a discount when guests buy more than one ticket. 
Nothing drives up sales like a great deal.

IDEA #25: VACATION RAFFLE

IDEA #25: Vacation Raffle

http://www.alpenglowbenefits.com/
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How Does It Work?
The “Velvet Elvis” is a live auction item that harkens 
back to the tacky paintings of Elvis Presley, which 
were popular during the 1970s. But the prize is not the 
painting itself—rather, it is a mystery gift concealed by 
the painting. The best part? The winner will bring back 
the painting to next year’s event - along with a new 
mystery gift!

Start by finding a velvet Elvis painting. These can be 
easily found online—or if you are lucky, at a thrift store. 
Next, secure a special mystery prize to go along with 
the painting. Prizes should be popular with the average 
person, such as a vacation package or piece of jewelry. 
Keep in mind that you will not need to find a mystery 
prize year after year, as this duty will fall to the winner 
of the prize. 

Unique traditions can keep loyal attendees coming back to your fundraiser year  

after year . Adding a “Velvet Elvis” to your live auction will add a new element of  

fun and intrigue—while incorporating your guests into future events . 

Once you have secured the painting and prize, make 
sure to prep your fundraising auctioneer to spend time 
highlighting Velvet Elvis and his mystery item. Guests 
who see the painting upon entering the venue may 
be scratching their heads, curious to know more. Let 
them know that Elvis was a philanthropist known for 
his generosity. Although he has passed on, his spirit is 
here with us tonight—and he has a special gift for one 
lucky winner. 

Once the bidding for this item starts, hints can be 
given to the audience about the mystery prize. If this 
is the first year of this tradition, the auctioneer can 
be responsible for dropping hints. However, once the 
tradition has been “passed on” to the winner, he or 
she can be the one to give hints—further incorporating 
them into the event. 

After the bidding is closed, the winner should show the 
audience their prize as the auctioneer describes the 
mystery item. Remind the audience that the winner will 
be back with the painting next year—along with a new 
mystery prize of their choosing. 

IDEA #26: Velvet Elvis

IDEA #26: VELVET ELVIS
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Read the raffle rules for your state. Each state has its own rules and regulations for raffles, which can be found online. If you have specific questions, contact your Secretary of State.

At one event we were able to  

raise $13,500 from a couple  

who won a trip to Mexico for a  

week in a two bedroom suite at an  

all-inclusive resort . The second year at the same 

event, they brought Velvet Elvis back . It sold for 

$13,000 and included a trip to an all-inclusive  

resort in St . Thomas for a week .

– Christie King, C King Benefit Auctions 
www.ckingbenefits.com

Advice
• Disclose the rules before choosing a winner.  

Make sure to explain that the winner will be required 
to bring the Velvet Elvis back to the fundraiser 
next year, along with a prize of their choosing.  
In exchange, they will receive two tickets to next 
year’s event provided by the organization. 

• Know your audience. Since Velvet Elvis paintings 
were popular in the 1970s, this game may be lost on 
younger attendees. You can also use a velvet painting 
of a different celebrity if you don’t want to use Elvis.

• Invest in a higher-quality painting. In theory,  
this item will be passed around for years to come— 
so it shouldn’t fall apart after a few months. 

IDEA #26: VELVET ELVIS

• Don’t forget to include the Velvet Elvis painting in 
your live auction display area. It will certainly get 
some fun conversations going!

• Remember to keep in touch with the winner after 
the event. Give them several reminders so that they 
are able to secure a prize well in advance of next 
year’s event. 

IDEA #26: Velvet Elvis

https://ckingbenefits.com/
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Partner Index

Greater Giving

From the planning stages, to event night,  

to reconciliation, Greater Giving offers a complete  

end-to-end solution—resulting in increased revenue  

for your organization. 

Greater Giving provides an all-in-one solution to manage all the 
details of your fundraisers year-round — from auctions with live 
or online bidding, to registration and donations, to a-thons and 
more, we’ve got you covered. Our solutions are easy to set up 
and train volunteers and staff. With no limit to users, number 
of events, or support — we’ll help you reduce costs and save 
valuable time. Collecting credit card data at an event is easy 
as a swipe with Greater Giving USB and mobile card readers. 
And, with data exchange, you will be able to interface with 
most donor management software — keeping all of your  
donor data connected.

Alpenglow Benefit Auctions

Ailie Byers is President of Alpenglow Benefits. She is a 
second-generation auctioneer with a master’s degree 
in Public Administration/Policy from the University of 
Georgia. The fundraising and benefit auction company 
of Alpenglow works with clients to tailor fit a solution 
to their fundraising needs, all over the country and for 
various sized NPO’s.

Ailie is an elected member of the National Auctioneers 
Association (NAA) Board of Directors. She is also an 
active member of several local non-profit boards.  
She has worked in the industry full time since 2012.

Ailie prides herself on staying educated on relevant 
topics she needs for work and life and feels this helps 
her in her successes.

Ailie is a fervent outdoor enthusiast. Growing up she 
spent most summers sailing and skiing in the winter, 
forming her love of outdoors. Living in North Hampshire 
for the past seven years, nowadays she bikes, rock & 
ice climbs, hikes runs, dives, and alpine, backcountry, 
and Nordic skis. If she has free time, she is probably 
outside with her two dogs!

Allie F. Byers 
allie@alpenglowbenefits.com

PARTNER INDEX
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Artisan Auctions

Alix loves doing her part to bring a little sunshine and 
cheer with her everywhere she goes. This quick-witted 
firecracker gets a thrill from meeting and working with 
a wide range of inspiring do-gooders. Always leading 
with authenticity and integrity, Alix is passionate about 
matters pertaining to social justice, equity, inclusivity, 
and empowerment for all living things who need the 
extra help in being heard.

Auction Brio LLC

Mark Schroeder CAI, BAS, CES is a benefit auction 
strategist. His San Antonio, Texas based benefit 
auction company, Auction brio llc., teams with 
clients to share money generating ideas that create 
enhanced value to auction fundraising. Mark creatively 
infuses entertainment through presentation and sales 
celebrations at the event that engage donors and 
increases giving. Mark has been in fundraising for 15 
years and has raised over $122 million dollars.”.

Mark is one of the first 30 professional auctioneers 
to earn the Benefit Auctioneer (BAS) certification. 
Mark carries the elite CAI designation. Less than 1% 
of all auctioneers hold the distinguished Certified 
Auctioneer’s Institute (CAI) certification.

Mark spent twenty-three years as a television 
Sports Anchor with CBS-TV and FOX- TV networks 
in Cleveland, Ohio and for the Fox NFL broadcasts. 
Nominated thirty-one times for Emmy Awards, he 
has collected high honors for his production creativity 
and for his on-air sports anchoring, including winning 
multiple Emmy Awards, a prestigious international 
Telly Award and Sportscaster of the Year honors. Mark 
has earned an Emmy Award and a Telly Award as an 
auctioneer in a commercial spot for Sportstime Ohio. 

Alix Zimmerman 
alix@artisanauctions.com

Mark Schroeder 
briome@auctionbrio.com

PARTNER INDEX
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Bella Notte Auction Services

At Bella Notte Auction Services, our ultimate goal is 
to be there to help take the pressure off. We support 
you and your team by taking care of your event night 
services; helping with volunteers; and working with 
your organization to help you plan and execute a 
successful event.

Benefit Auction Associates

Graham Crow Benefit Auctions for more than 29 years, 
Graham Crow has worked exclusively with nonprofit 
organizations throughout the U.S. and Canada.  
His ability to entice guests to “spend more money than 
they had planned, but to feel really good about it” has 
made him one of the most sought after auctioneers in 
the country. Much more than an auctioneer and auction 
consultant, Graham becomes a true partner with each 
organization. The results and references speak for 
themselves.

Black Tie Auctions

Louisiana’s Only Certified Benefit Auctioneer Specialist. 
Chuck Mutz, LA License 748-17, has worked in the 
benefit auction space since 2009 helping countless 
organizations raise millions of dollars in needed funds. 
This past year, he earned the Benefit Auctioneer 
Specialist (BAS) Certification and is Louisiana’s first and 
only full time, full service BAS Auctioneer. His High 
Energy, Enthusiasm and Excitement are infectious, and 
he happily encourages donor participation. He really 
does put the Fun in Fundraising!

Chuck Mutz 
chuck@blacktieauctions.biz

Partner Index
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Catrina Coulson 
catrina@bellanotteas.com

Graham Crow 
GrahamC100@aol.com

mailto:catrina%40bellanotteas.com?subject=
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C King Benefit Auctions

Christie King, CAI, BAS, AMM, C King Benefit Auctions 
–Christie is the founder and president of C King 
Benefit Auctions. She started her company in 2007 
after working for more than 20 years in her family 
real estate auction business. Christie’s consulting 
program helps maximize the fundraising opportunity 
of non-profits. She was the president of the National 
Auctioneers Association in 2012 and was the first 
woman president in the association’s 62 year history. 
She is a champion auctioneer and was inducted into 
the National Auctioneers Association’s Hall of Fame in 
2019. Currently, Christie holds the prestigious Benefit 
Auctioneer Specialist (BAS) designation, serves as 
Vice President of the National Auctioneers Foundation, 
and the National Auctioneers Association’s Board of 
Directors as the Foundation’s representative. She has 
spoken on a national and state level to auctioneers 
across the country about benefit auctions.

Champion Fundraiser

Our mission is to maximize your organization’s 
fundraising potential in order to improve and expand 
the programs and infrastructure needed to realize your 
mission. Champion Fundraiser- Whitaker Marketing 
Group meets your goals through our: one-on-one 
consultation, champion-level auctioneers, advanced 
education, comprehensive approach, ambassadorship, 
firsthand knowledge of current trends, and personal 
engagement with your mission.

Charlie Moon Benefit Auctions

When it comes to ensuring success of a benefit 
auction, you can trust your success to Charlie Moon 
Benefit Auctions. The success of your event is not an 
afterthought, it is not something he does to market his 
“real” auction business. Benefit auctions . . . that’s what 
he does. He understands the hours you put into your 
event. The many moving pieces of item procurement, 
seating arrangements, what goes on in the silent, the 
live auction and in what order the items must sell . . . 
and will work with you to orchestrate the vital “Fund 
the Need.” Trust your success to someone who has 
paid his dues, earned the designation, and lives benefit 
auctions.

Charlie Moon 
charlie@charliemoon 
benefitauctioneer.com

PARTNER INDEX

Christie King 
cking@ckingbenefits.com

David & Ann Whitaker 
info@wmgauction.com

Partner Index
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D&K Events

D&K Events is a customer service oriented company 
focused on providing exceptional event night support-
-from guest registration to data entry to check out and 
everything in between ensuring that your event runs 
as smoothly as possible. We also provide additional 
services such as, but not limited to, strategic pre-event 
consulting, equipment rental, auction software training 
and post-event auditing and credit card processing. We 
feel honored to have worked with many organizations 
over the years who have raised millions of dollars for 
worthy causes through their fundraising events.

Danny Hooper Productions

Danny Hooper is an award-winning media personality, 
comedic Master of Ceremonies, best-selling author, 
and certified Benefit Auctioneer Specialist.

As an auctioneer, he has focused exclusively on benefit 
auctions since 1987, raising countless millions of dollars 
for non-profit organizations. From the smallest school 
groups, sport teams, and church organizations on up 
to the David Foster Foundation and the NFL, Danny 
delivers unbelievable results.

The first Canadian auctioneer to receive the NAA’s 
Benefit Auctioneer Specialist (BAS) certification, he is 
also the best-selling author of EASY MONEY—How 
to Generate Record Profits at Your Next Fundraising 
Auction Event (forward by David Foster). In his book, 
Danny describes numerous unique, entertaining, and 
profitable revenue enhancers that he has created 
including the Wild Card Auction, Triple Chance Raffle, 
Purse-Snatcher Auction, and Hot Potato Auction.

Danny is also the popular host of the informative 
podcast Events with Benefits, co-produced by Danny 
Hooper Productions, Winspire, and DonationMatch and 
available on Apple Podcasts.

For further information or to contact Danny Hooper, 
visit www.dannyhooper.com.

Partner Index
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Denise Glaser 
denise@dandkevents.com

Danny Hooper 
dhooper@telus.net 
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FUNauctions, LLC

Fundraising begins with FUN! That’s exactly what 
Gayle Stallings, BAS, does as a professional auctioneer 
and benefit auction strategist. With her company 
FUNauctions, LLC, based in Austin, TX, Gayle 
specializes in benefit auctions by having served 
hundreds of non-profit organizations since 2005.

She doesn’t sell cattle, cars, or collectibles, only 
charitable causes! Her consulting expertise has helped 
Central Texas nonprofit organizations raise more than 
$110 million in 15 years. 

PARTNER INDEX

Gayle Stallings 
gayle@funauctions.net

Partner Index

GFS Events

Gazala Uradnik started GFS Events in 2012 because  
she knew that nonprofits needed help through her  
own nonprofit board and volunteer experience.  
She is an entrepreneur by nature and starting her 
own businesses was a natural progression of her 
goals and skills. GFS Events provides strategic event 
planning expertise to nonprofits through focused event 
strategy, logistics coordination, mission/messaging and 
audience and donor development. Her team has helped 
countless nonprofits raise millions of dollars throughout 
the Pacific Northwest. GFS Events has received awards 
for best nonprofit events and best public event through 
the International Live Events Association. Gazala has 
doubled and sometimes tripled the fundraising goals for 
her nonprofit clients. It makes what she does every day 
a privilege and not just a job.

Gazala Uradnik 
gazala@gfsevents.org
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Greater Giving

Debby Roth-Bush, Senior Strategic Relationship 
Manager, Greater Giving, is responsible for recruiting 
the top U.S.- and Canada-based auctioneers, event 
planners and consultants who have a passion for 
working with non-profits. Debby works with partners 
and key clients in coordinating on-going training to 
non-profit fundraising through the Greater Giving 
Working Smarter Webinars and seminar events. 
Prior to joining the company, she was the Channel 
Marketing Manager at Tektronix, coordinating partner 
activities and planning many of the large corporate 
training events around the country. She is an active 
volunteer with several local non-profits. Debby is a 
graduate of Mendenhall Auction School and has earned 
her Benefit Auction Specialist (BAS), Auction Marketing 
Manager (AMM) and Auction Technology Specialist 
(ATS) designations through the National Auctioneers 
Association. Debby’s professional memberships 
include the Association of Fundraising Professionals, 
International Live Events Association, and the National 
Auctioneers Association.

Jim Nye, The Benefit Auction Guy

Jim Nye, “The Benefit Auction Guy” is one the 
country’s most sought after fundraising auctioneers. 
He has helped raise millions of charitable dollars for 
organizations ranging in size from large national non-
profits to local schools. He and his team of benefit 
auctioneers are on stage for over well over 100 
charities and schools each year. Jim has presided over 
countless successful fundraising auctions, collaborated 
on many high-profile celebrity events and he is quite 
happy that being a Benefit Auction Entertainer his  
full-time occupation and passion. Jim resides in 
Southern California with his wife of 20 years and their 
two VERY energetic children! Jim may be reached at  
jim@jimnye.com, www.losangelesauctioneer.com or 
(714) 809-7678. 

Jim Nye 
jim@jimnye.com

Debby Roth-Bush 
droth@greatergiving.com
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KLM Auctions

Keith L. McLane, BAS, is one of the country’s 
preeminent fundraising auctioneers, special appeal/
fund-a-need experts, and event-based fundraising 
educators. Since 1995, he has specialized in organizing 
and conducting charity and fundraising auctions 
for schools, charitable organizations, and nonprofit 
groups from Honolulu to New York City. Never the 
shy one, Keith has become well-known for his fun 
and entertaining auctioneering style that frequently 
takes him out from behind the podium and deep into 
the audience! Keith holds an MBA from The UCLA 
Anderson School of Management and is a graduate 
of the world-famous Missouri Auction School, 
which Newsweek magazine dubs “The Harvard of 
Auctioneering.” He is also one of only a small number 
of auctioneers in the country--and only 20 auctioneers 
in California--to have achieved the National Auctioneers 
Association’s prestigious Benefit Auction Specialist 
(BAS) designation.

Marquam Auction Agency

Misty Marquam, founder and Principal Auctioneer at 
Marquam Auction Agency, is a powerhouse of energy 
and enthusiasm and will try most anything once! 
Specializing in fundraising, charity event planning and 
data-driven revenue strategy, Misty and team work 
tirelessly as organizations’ ambassadors ensuring 
events run seamlessly, successfully and profitably.
Innovating FUNdraising since 2006, this native 
Oregonian, reformed computer geek, foodie and 
mother of two is a World Wide College of Auctioneering 
graduate, a Benefit Auctioneer Specialist, a St. Jude 
Children’s Research Hospital Fundraising Ambassador 
and a member of the National Auctioneers Association. 
She has but one goal for her partners: bring the fun 
while showing them the money!

When not busy exceeding goals for well deserving 
orgs, Misty adores music, dancing, singing, bonfires, 
nature and general merrymaking. We believe you’ll not 
have a better time supporting your favorite cause with 
anyone else.

Keith L. McLane 
keith@klmauctions.com

Misty Marquam 
misty@
marquamauctionagency.com
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Bowtie Benefit Auctions

Darron Meares is a licensed auctioneer in South 
Carolina, North Carolina, Georgia, Indiana and 
Florida. He also holds a South Carolina Real Estate 
Broker’s License. Darron manages and conducts real 
estate auctions as well as business and bankruptcy 
liquidations. He is a past Chairman of the Education 
Institute of the National Auctioneers Association (NAA) 
and previously served a three-year term on the NAA 
Board of Directors. In addition, he is a past president of 
the South Carolina Auctioneers Association and is the 
2013-14 South Carolina Bid Calling Grand Champion. 
He was inducted into the South Carolina Auctioneer 
Association Hall of Fame in 2018.

Meares is a sought-after public speaker and a 
professional member of the National Speakers 
Association. In addition, he is an instructor at the 
Southeastern School of Auctioneering and the Certified 
Auctioneers Institute (CAI) at Indiana University in 
Bloomington, Indiana. 

My Event Central

My Event Central Established in 2004, My Event 
Central has been helping nonprofits raise millions 
of dollars with their fun and creative fundraising 
techniques. My Event Central is a multi-faceted 
company that provides all aspects of event planning 
and marketing. Our partnership with Greater Giving 
has allowed us to work with a larger range of 
nonprofits. While providing auction services, we also 
can provide event consulting on how to raise more 
money.  
My Event Central provides all of the computers, 
printers, and staff to work on your event, using the 
Greater Giving tools, while you attend to your event 
logistics. Since our partnership with Greater Giving,  
we have seen most of our events grow by 25% in 
revenue each year. 

Tina Love 
tlove@myeventcentral.org

Darron Meares 
darron@bowtiebenefits.com
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The Planning Place Events 

As the owner and lead planner at The Planning Place 
Events, Ruth has been coordinating many types 
of events for over 10 years. She is a visionary and 
extremely detail-oriented planner, who enjoys getting 
to know her clients. She has been referred to as “The 
perfect personal assistant”, by some of her brides. 
She understands the importance of being responsive 
in a timely manner. Her creativity shows through in 
all of her designs, which you can see here. She has 
a strong sense of community involvement and is 
very passionate about helping non-profits coordinate 
events to help raise funds that allow them to serve our 
communities and the world!

Raising Paddles

Dan Campbell is the founder and CEO of Raising 
Paddles, a full service auction and consulting firm 
dedicated to the world of fundraising. With 30+ years of 
fundraising experience, Dan and his team of fundraising 
auctioneers support non-profits all over the country. 
Supporting over 100 events each year, Dan and his 
team provide a consultative approach that takes clients 
to the next level in raising awareness and revenue for 
their causes. Dan is a Licensed auctioneer in several 
states, and is a member of the National Auctioneers 
Association. Dan also holds the exclusive certification 
as a Benefit Auction Specialist, one of approximately 
300 in the world who maintain this status. Dan and 
his team provide workshops to clients to deep dive on 
all things fundraising which open a new paradigm for 
achieving new levels of success.  
Check out his team at www.raisingpaddles.com

Daniel Campbell 
dan@raisingpaddles.com

Ruth Kutschke 
ruth.planningplace@ 
gmail.com
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Shannon & Associates

International Auctioneer Champion, Shannon Mays, 
travels the United States captivating audiences 
with her limitless energy, communication skills and 
infectious smile. With over 30 years of experience, she 
brings a long list of attributes to the table. As a leader 
in the industry, she is an instructor for World Wide 
College of Auctioneering as well as the Professional 
Ringmen’s Institute (PRI) and also conducts one-on-
one instruction. Shannon is among less than 5% of 
the nation’s auctioneers with her certification from the 
Certified Auctioneer’s Institute and her Benefit Auction 
Specialist Certification. Shannon has her Bachelor of 
Science degree from Missouri State University and 
is celebrating 33 years in the auction industry this 
year. Her past clients include the American Heart 
Association, The American Cancer Society, private 
schools as well as wildlife conservation groups. Her 
daughter, Lauren, is a 3rd year medical school, and her 
son, Landon, is a senior at the University of Arkansas. 

Shur Success Group

Richard Schur, CAI, AMM, BAS, MPPA, CMEA 
Real Estate, Auctions, Asset Appraisals, Fundraising

Based in Colorado, Rich Schur is an internationally 
recognized leader in the Auction industry. He is the 
Chief Operating Officer and Lead Auctioneer, and 
Employing Broker for the Schur Success Group. Rich 
is the 2010 Colorado State Champion Auctioneer and a 
Past President of the Colorado Auctioneers Association. 

Rich is one of the first Auctioneers to earn the Benefit 
Auctioneer Specialist (BAS) designation from the 
National Auctioneers Association, and has been helping 
on-profits raise Funds, Fun, and Friends for more than 
15 years. He works with clients to help understand 
the impacts and consequences of every decision that 
goes in to a fundraising event. He and his team are also 
incredibly skilled in captivating an audience and getting 
the best return possible for his clients.

Rich is a staff instructor for the NAA teaching 
designation courses, workshops, and seminars at state 
and national conferences. He is a staff instructor for 
America’s Auction Academy and Worldwide College  
of Auctioneering.

Richard Schur 
rich@schursuccessgroup.com

Partner Index
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Shannon Mays 
auctionshannon@gmail.com
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Stephen Kilbreath 
stephen@ 
yourbenefitauction.com

Jon Bridenbaugh 
jon@streamlinesupport.us

Forres Meadows 
forres@texasbid.com

Stephen Kilbreath Auctions

Stephen has been a fundraising auctioneer since the 
early 90s, calling hundreds of auctions and raising 
millions of dollars. Stephen’s sincerity, authenticity and 
a terrific understanding of benefit auctions make him 
stand out. His style is entertaining and conversational-
making it an enjoyable and memorable evening for your 
guests. Stephen excels at connecting and reading his 
audiences, all resulting in generating the most revenue 
possible for his auction clients.

He has taught classes, and has mentored auctioneers 
across the country and has earned the rare Benefit 
Auction Specialist designation through the National 
Auctioneers Association. Less than 1% of auctioneers 
nationally have achieved that designation!

Not only is Stephen a top benefit auctioneer in the 
Northwest-his name may be familiar because of his 
long broadcasting career. He was on the morning radio 
for more than 20 years. Currently, he can be seen on 
KING-5 television.

Stephen lives in Snoqualmie, WA where he enjoys his 
two boys.

Partner Index
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Streamline Support, Inc .

Planning your annual auction? You’ve got enough to 
think about. Don’t spend another minute sweating the 
technology. Call Streamline Support, the experienced 
tech experts who make sure your auction technology 
runs smoothly, from start to finish.  
equipment rental — pre-event prep — check in/check 
out — auction data entry

Forres Meadows, CAI, BAS, ATS

Forres is the Founder of Forres Meadows Auctioneers, 
Inc. and Fundraising Auction Events. He is the 2017 
Texas Auctioneers Association Senior Champion 
Auctioneer and was inducted into the Texas Auctioneers 
Association Hall of fame in 2013.   
Forres has served as director and on the executive 
board of the Texas Auctioneers Association (TAA) 
as well as NAA Committees, including BAS and 
Conference and Show.  He has also been a seminar 
presenter for the TAA and the NAA and other states  
at various events and even internationally.

mailto:ed%40stellarsf.com%20?subject=
mailto:jon%40streamlinesupport.us?subject=


Empower everyone in the room to give to your cause

PROVEN REVENUE ENHANCERS
FOR YOUR FUNDRAISER

Auction Games Volume II

9 780999 416228

50795>
ISBN 978-0-9994162-2-8

$7.95


