I did something similar with my kids' preschool, and it went really well. We raised almost $1000 for the school, and it's a small school with only 85 kids. We had 12 vendors each pay a table fee ($10), then donate 10% of their sales to the school, as well as a small gift item that was raffled off in gift baskets. We earned $200 from the gift basket raffles alone!! I did really well - at least $1000 in sales both years we did it (last year and the year before) and was able to donate the most. It's important that every vendor "works" their booth and doesn't sit there waiting for people to just walk up and order. Also, make sure you have snacks and beverages for the guests (our parents donated these). 

Advertising is key, too. Make sure you send flyers home with the parents in advance so they put it on their calendar, and see if you can get it on different community bulletin boards, local papers, etc. We even asked local businesses if we could put flyers in their front windows, and many said yes. We also created 2 large "sandwich board" signs and placed them at the intersection where the event was being held to get "drive by" business (which we did). We tracked how everyone found out about the event by asking on the raffle tickets. 

The vendors also collected orders from their own customers, invited their customer lists, and asked people who couldn't make it to place orders in advance. The key is to get attendance, though, so make sure you offer something for those who are there, like drawings for prizes and such. Also, keep the number of vendors to a minimum - any more than 12 really thins out the amount of sales everyone gets, and you want it to be worth the vendors' time to do the event, too. 

Hope that helps! I'm doing it again this year the first weekend in Nov., and this year we're doing it 2 days - Friday night 6-9 and Sat. 10 - 1. It's perfect for holiday shopping since most products are in by Thanksgiving! 
__________________

I'm the coordinator for our 4K program's Shop 'til You Drop. We do something very similar to Cathy's fundraising program, and it attracts a lot of attention each year. As Cathy mentioned, the key is advertising! You have to get the word out there. One thing, if you do a Shop 'til You Drop kind of event, if you call Pepsi and/or Coke they'll give you a couple of banners to put up at intersections.

If you do the raffle, in the state of Wisconsin, you need to get a license. It's $25, and the phone number is 800-791-6973 to obtain a form. 

Cathy, I like your idea of having area businesses post flyers in the windows. We had some that put them on their bulletin boards, but having them in front might be better. Also, we asked the two local grocery stores to put flyers in the shopping bags about a week before the event, and they happily obliged.

Good luck!

ETA: We had 38 vendors last year, and my sales were still over $1000. I don't think having that number of vendors hurt - we asked all of them to invite their customers.

__________________

Fundraisers and the Host Program
• The organization is not eligible for host benefits.
• The chairperson is eligible to purchase one Monthly
Host Special as a thank you for organizing the Show.
• No Booking Benefits are awarded from a
fundraiser because the organization receives
$3.00 for each booking.
• However, if the fundraiser was booked from
a Cooking or Catalog Show, that past host can
purchase the Monthly Host Special at the
fundraiser Show.

__________________

