
 

 

McKINNEY COMMUNITY DEVELOPMENT CORPORATION 

Final Report 

Organization:  Embrace Waiting Children, Inc. 

Funding Amount:  $2,000.00 

Project/Promotion/Community Event:  Fairways for Families Golf Tournament 

Start Date:  April 15, 2016     Completion Date:  June 28, 2016 

Location of Project/Promotion/Community Event:  Stonebridge Ranch Country Club, 5901 Glen Oaks 

Drive, McKinney, TX 75070 

Narrative report on the Project/Promotion/Community Event 

The third annual Fairways for Families Golf Tournament took place on Tuesday, June 28, 2016 at The Hills Course at 

Stonebridge Ranch Country Club in McKinney, Texas. 62 golfers arrived by 7:00 am for a sponsored breakfast provided 

by Randolph Brooks Federal Credit Union and were given time to warm up on the driving range. Raffle tickets and 

mulligans were available for purchase at check-in and were a hot item, purchased by nearly every golfer. The 

tournament began with a shotgun start at 8:00 am and concluded around 1:00 pm. Sponsors such as Bob Tomes Auto 

Group and State Farm Insurance had volunteers and water stations throughout the course. Volunteer photographers 

with National Honor Society captured team pictures and action shots of golfers.  

As golfing teams returned to the clubhouse their scorecards were collected and scores posted on the wall. While golfers 

enjoyed a sizzling fajita lunch a helicopter arrived for the Raising Cane’s Helicopter Ball Drop. 1,000 numbered golf balls 

were dramatically dropped by a Cane’s employee from the helicopter hovering 150 feet above the 18th fairway. One 

lucky raffle ticket owner won a $500 Visa gift card in the ball drop and another won a year’s worth of Raising Cane’s 

Chicken Fingers for the two balls closest to the pin. After lunch a brief program presented prizes to the winning teams 

including rounds of golf for four at Stonebridge Ranch Country Club, Plantation Country Club, and Stone Creek Golf Club, 

and two pairs of Dallas Cowboys Tickets. Fabulous gift baskets were raffled off with items donated from local businesses 

such as Petra Fresh Mexican Grill, Tupps Brewery, Franconia Brewery and Sheraton McKinney. Golfers thanked staff and 

volunteers for a wonderful day, and many expressed an intention to return next year. 

Identify goals and objectives achieved 

In our application we set the following goals for this event in accordance with the goals and strategies for the 

Community Development Corporation: 

 



1. This event succeeded in attracting resident and visitor participation. 25% of attendees currently live in 

McKinney, while 75% of attendees live outside of McKinney. 10% of attendees traveled over an hour to 

participate. 

2. We were able to partner with local businesses successfully to offset some of the cost of the event and raise 

additional revenue through raffle items and the helicopter ball drop. These partnerships also helped promote 

local businesses. 

3. While the event itself is an enjoyable day that improves the lives of participants, the funds raised at this event 

will improve the lives of our city’s most vulnerable residents. 

4. Our goal of retaining 50-60% of our prior participants was achieved with a 52% retention rate. 

5. We set a budget of $13,675 but were able to host the event for an overall cost of $11,132. 

6. We did not reach our fundraising goal $12,000 (we raised $8,718.02), but created a platform for the event that 

allows for significant participant growth and increased revenue in coming years. 

Financial report 

Our proposed budget for this event included Projected Income of $27,750, Projected Expenses of $13,675, with 

Projected Net Revenue of $12,000. Our actual totals are: Income--$19,850; Expenses--$11,131.98; and Net Revenue--

$8,718.02. The variance is largely attributable to an over-projection of income and the decision to change the model to a 

traditional “pay to play” tournament that can grow sustainably over time. 

Samples of printed marketing and outreach materials 

Ad in McKinney Living 

 



Golf Balls we gave as a team registration incentive 

 

Printed Business Cards we handed out (not grant funded) 

 

  



Signs we used to register teams 

 

Screen shots of online promotions 

Facebook memes and shares 

 



 

 



Screenshot of Event Website 

 

 

Photographs 

 



 

 



 

 



Performance against metrics outlined in application 

Golfer participation increased by 310% (from 20 golfers to 62 golfers), which can be directly attributed to the lower cost, 

“pay to play” model (individual golfers paid $125, or $500 for a team).  We increased corporate sponsorships by 242% 

(from $2500 to $6050). We did not have a specific target number of golfers we hoped to attract from outside of 

McKinney, but we are happy to report that approximately 75% of the golfers are not residents of McKinney (golfers 

traveled from as far away as Oklahoma and Austin to play!).  

 

 

 


