
Discovering Buried Treasure in  
Special Event Programs



Pirate Speak
Talk Like a Pirate Day ~ Sept. 
19
Yo-ho-ho, talkin’ like a pirate 
be fun, ye lily-livered scurvy 
dogs!
How to speak like a pirate:

Double up on all your adjectives
Drop all your “g”s and “v”s
Ne’er speak in anythin’ but the 
present tense
Startin’ yer sentences wi’ “Arr, me 
hearty” helps a lot to sound like a 
pirate
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Ahoy Planners!
College and Universities ~ One-Stop-Shops 

State-of-the-art technology
Dedicated conference facilities
Meeting spaces, auditoriums & amphitheaters
Dining halls, food courts, & other dining options
Shops and movie theaters
Lodging ~ residence halls to hotels
On-site conference and event coordinators
Something for every budget

Unique Venues – Smart Planners Utilize Academic Sites for Events



Bountiful Booty

Campus Based Economic Impact Study

190 – 2,000 + programs supported annually

Total economic impact $1.5 billion dollars
• Indirect economic impact $863 million
• Expenditures by participants $340 million
• Office registration receipts $293 million

Information from ACCED-I Campus Based Economic Impact Study - 1997



Bountiful Booty
Campus Based Economic Impact Study

Other Benefits:
• Helps lower cost of services to traditional students
• Stimulates enrollment with youth & adult participants
• Creates positive exposure for the institution in the service 

region
• Builds community partnerships in cooperative programming 

and planning
• Bring in much needed additional revenue by utilizing 

facilities during down periods (summer months)

Information from ACCED-I Campus Based Economic Impact Study – 1997



Revenue Expectations of Campus 
Administrators…Shiver Me Timbers!

Governmental support declining; institutions are 
faced with raising tuition to cover expenses
Administrators are seeking new revenue streams to 
help meet new programs and increasing enrollments 
while keeping tuition increases to a minimum
AACC Strategic Plan: Non-Student Revenue 
Streams:  Increase College revenues by expanding 
auxiliary service activities



We Be Seeking Treasure…

Developed a formal business plan 
(our Treasure Map)

• History of department
• Current services
• Industry analysis
• Market analysis
• Customer analysis
• Market needs & trends
• SWOT analysis



We Be Seeking Treasure…

Plotted business and marketing strategies on 
our Treasure Map

Business strategies focused on revenue streams
• Buried Treasure found! Used R25 data to support a 

request for partial financial support from operating 
budget

• Implemented application fee
• Addressed waivers
• Developed plans to expand services to include self-

produced revenue-generating special events



We Be Seeking Treasure…

Plotted business and marketing strategies on 
our Treasure Map

Marketing strategies focused on:
• Department image
• Building and retaining our customer base
• Customer services



X Marks the Spot

Looked to “X”ternal special events for 
auxiliary revenues

Community organizations/businesses
Dance companies…community theater…dog 
shows… video production company…church 
groups…sports tournaments…cheerleading 

competitions, weight lifting competition, body 
building competition…drum & bugle corps 
competition…rental of tennis courts, pool, 

parking lots, information exchange tables…



X Marks the Spot

Self-produced events
Comedy shows
Valentine concerts
Saturday morning with 
Santa
BIG community yard sale
Sing-a-Long Wizard of Oz



X Marks the Spot

New revenue possibilities on the horizon
Meeting package plans
Retreat packages
Private functions
Revenue-sharing events (partnerships with other 
campus departments)



Counting ALLthe Pieces o’ Eight

Have we met our revenue expectations?
Direct revenues

• Monthly profit & loss statements
• Documentation of waivers
• Documentation of cost containment

Indirect benefits of our activities
• Monthly highlights

Voyage is never-ending
Annual assessment and update of business and 
marketing plans



Tales from the High Seas

How are You Filling Your Treasure Chests?


