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Today cancer is the leading disease killer among
20- to 39-year-olds.A cancer diagnosis between
the ages of 15 and 39 is eight times more common
than a diagnosis during the first 15 years of life. In
the U.S., every 8 minutes a young adult is
diagnosed with cancer.  

YOUR IMPACT

Today, cancer is the leading disease killer among 20- to 39-year-olds.

Despite advances in early detection, treatment, and
prevention, there’s been no improvement within the
last 30 years in survival rates for this particular age
group — and in fact, the gap between the survival
rates of young adults and those of cancer patients
in other age groups is widening.

Adolescent & Young Adult Navigation
Our Adolescent and Young Adult Navigators work
with those impacted by cancer from diagnosis,
through treatment and into survivorship or end of
life. The team serves patients nationwide and in
hospitals in the Baltimore/Washington region.
Navigators work on addressing many of the unique
barriers adolescent and young adult patients face
including social isolation, fertility preservation,
financial need, and limited support.

WHY  WE  E X I S T

WHA T  WE  DO  ABOU T  I T
Housing
We recognized the void for young people traveling to
Baltimore to seek treatment from some of the
country’s best hospitals. Ulman House opened in
the winter of 2019 to provide free lodging for young
adult cancer patients and their caregivers in East
Baltimore.

Cancer and Exercise
Exercise has been proven to be a positive addition
to cancer treatment. Our Cancer to 5K program is a
free 12-week run/walk training program for cancer
survivors of any age or treatment status. The
program is available onsite in 9 citiesLearn more at ulmanfoundation.org/impact/



Fundraising Incentives

4K participants who go above and beyond the $4,500 fundraising minimum are recognized in

the following ways:

$6500 - Custom 4K Backpack

$7500 - Custom 4K Hydroflask

$8500 - Hammock

$9000 – 4K Blanket

$10000 – GoPro Camera

*Incentives are subject to change

Fundraising Milestones

April 15: Deadline to reach $1,500 to receive your bike.  After this point you will be required

to place funds in escrow and may need to receive your bike and gear at 4K send-off.

June 18: $4,500 fundraising deadline, if you don’t reach this the difference will be put in

escrow and you’ll have until Dec 22, 2021 to fundraise the difference. 

December 22: Deadline to hit $4,500 through fundraising.  If you haven’t met the $4,500

the difference will be collected from your funds in escrow.



Option 1: Donate the difference. If you are below the fundraising mark you can

donate the difference between what you have raised and the minimum for the

fundraising mark online through your 4Kforcancer.org fundraising page or by

mailing in a check. These donations, like all other donations to the 4K, are non-

refundable.

Option 2: Deposit the difference into escrow. You will have the option to deposit

the difference between what you have raised and the minimum required for the

fundraising deadline into an escrow account. You will receive your escrow deposit

refund once you have reached the minimum. Should you choose to make a

deposit into the escrow account to meet a deadline, you are agreeing to raise at

least that amount for the 4K for Cancer regardless whether you participate in the

trip itself.  

Option 3: Drop from the program.  But please don't do that.  We don't want you to

do that :(

If you reach a deadline and do not have the required funds, a staff member will

reach out and explain your three options, which we have listed below:

What if I don't meet a milestone?



Now that you’ve decided to participate in 4K for Cancer it’s time to shout it

from the rooftops!It’s also time to think about how you’ll be meeting your

fundraising commitment. To alleviate any concerns you may have about

reaching your commitment, we have a four step fundraising method –

RARA!

This method will help you meet and exceed your goal:

R.A.R.A Fundraising

R
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EPEAT

PPRECIATE



As you begin the process of fundraising, we recommend that you

practice identifying your audience and story.

Step 1: READY!

We encourage you to think BIG. From the moment you sign up, everyone

becomes a potential donor. Take some time to sit down and create a list of

people who may be willing to contribute to your efforts. We recommend you

start with:

Family and friends

Current or former colleagues and classmates

Your professional, volunteer, or religious networks

Your social media connections

Donors who have supported you in the past

What does 4K for Cancer mean to me?

Why did I make the commitment to participate in 4K for Cancer?

How has cancer impacted my life?

Why do I believe it’s important to support the Ulman Foundation?

Don’t be afraid to ask people who are outside of your community. Almost

everyone has been affected by cancer in some way. Once you have

brainstormed your list of potential donors, practice telling your story by asking

yourself the following questions:



Complete the potential donor list by brainstorming and listing out the names of anyone you

think would be willing to donate to your campaign. Ex. Friends, Family, Teachers, Professors,

Coaches, etc

... Ready con't: Resources to prepare

Be sure to keep track of who has donated and who said they would donate. Often time

individuals will forget to follow through so a friendly reminder is always appreciated. Best

ways to reach out to those on your PDL is through a letter or email campaign!

Make an action plan by listing out different fundraising ideas and initiatives for

each month! We recommend doing 2-3 things each month to push fundraising.

Ex. Monthly update email to donors, social media post, fundraising event, etc.

POTENTIAL DONOR LIST

ACTION PLAN



All of our most successful fundraisers have one thing in common:

they ask as many people as possible for support. Don’t be afraid to

ask – from the moment you sign up and prepare, it’s time to start

communicating with potential donors!

What is 4K for Cancer and where does the money go?

Why am I participating?

What is my fundraising commitment and how much progress have I made?

How can a donor support me?

Start by creating an email or mailing list of the people you identified in step one –

a donor database. Then you’re ready to write your first fundraising email or letter.

While drafting this letter, ask yourself the following questions

Dear Leila,

This summer I will embark on a 4,000+ mile cross-country ride from Baltimore, MD to San Francisco, CA.
I will be doing this through the Ulman Foundation’s 4K for Cancer program. Our mission is to create a
community of support for young adults impacted by cancer. We will be doing this by visiting cancer
patients at hospitals and cancer centers, as well as raising awareness about the 80,000 young adults
diagnosed with cancer every year in the towns we stop in during our trek across the country. I reach out
to you for support on my cross-country bike ride, in the form of a tax-deductible donation. 100% of
donations will go directly to Ulman’s support services for young adults, and their loved ones, dealing
with cancer. Being able to support my peers affected by cancer, makes this journey more impactful than
I could have imagined it to be. I will accomplish my goal of raising $4,500 and depart on my ride,
dedicating my miles to the family and loved ones you may know who have battled cancer. I ask that you
pass this letter to anyone whom you feel may be interested in aiding my fundraising efforts donations
can be online, this link below or via check sent to:

Ulman Foundation
1215 E Fort Ave, Ste 104
Baltimore, MD 21230

I truly appreciate and thank you for your support in advance.

Sincerely,
Tony Stark

STEP 2: ASK



As you fundraise you’ll encounter donors who are willing to donate

but forget to follow through. That’s why it’s important to provide

reminders to the people who have pledged to support you.

STEP 3: REMIND

Share an update on your training/progress to your goal at certain milestones –

25%, 50%, 75% etc. This is also a great opportunity to thank everyone who has

already donated to your efforts, and offer a gentle reminder to those who

haven’t yet done so.

Prior to Send-Off share details about your experience so far and what you’re

looking forward to. Remind potential donors of our overall fundraising goal

and how much of an impact they’ve already had Sample Letters

Hi Jada-

I just wanted to remind you about my 4K for Cancer journey this summer. Have you
heard about the amazing work the Ulman Foundation does? They are dedicated to
changing lives by creating a community of support for young adults and their loved
ones, impacted by cancer. Their programs like Cancer to 5K are truly life changing! And
remember, donations are tax deductible and every dollar supports Ulman's free
programming for young adults dealing with cancer. You can check out my fundraising
page - and see why I’m dedicating my summer to fighting cancer. [INSERT PAGE LINK]
Or Donate by check:

Ulman Foundation
1215 E Fort Ave, Ste 104
Baltimore, MD 21230

Please include your email and my name with any check donations.

Thanks for your support!
Natasha



Hi everyone!

I’m getting closer to my goal of raising $4,500 for the Ulman Foundation!
But I still need your support! With your help, I have raised $1000 so far and
I’m 25% of the way towards my goal! I’d love if you’d share my 4K for
Cancer journey with your relatives, friends, and networks. So many people
have been impacted by cancer, and this journey is for them too. I’m
[riding/running] in [honor/memory] of [ ], and I would love to dedicate
some of my days to others who have been impacted by cancer.

[INSERT PAGE LINK]

Thank you for helping me change lives!
Nick



As time-consuming as it can be, nothing is more important than

taking the time to say thank you to all of the people who

supported you this year. Always take the time to thank each donor

in a personal way. Remember, you can access your donor address

through the report created by the Ulman team!

STEP 4: APPRECIATE

During your trip, provide updates to your donors about how your

experience is going. This is also a great opportunity to thank those

that have supported you, and remind others there is still time to

support you.

Dear Yuki,

I just wanted to send you a quick note to thank you for supporting my 4K
for Cancer journey and the Ulman Foundation. I certainly could not have
done it without you!

With the generous support of people like you, we are able to change the
lives of countless young adults and their loved ones. We raised over
$700,000! But this experience has gone beyond simply raising funds, it
means so much to me how my community rallied together to help
support this cause and you were a big part of that.

Again, thank you! Your support means so much to me and I truly
appreciate your generosity.

Sincerely,

Omar



Facebook is the perfect channel for storytelling in

many different forms, as well as sharing links. When

using Facebook in your fundraising efforts, consider

sharing a status update with your story, a photo, and

a link to your fundraising page.

Consider using Facebook, Instagram, Twitter, LinkedIn, TikTok,

YouTube, a blog, or any other platform while prepping and

participating in 4K for Cancer.

SOCIAL MEDIA TIPS & TRICKS



Instagram is another great platform for keeping

your friends and family up to date using photos of

your fundraisers, weekend training, and your

Ulman swag. You can’t share your fundraising

page link in captions of photos – but you can

include the link in your bio. Make sure you use

#4KforCancer and we will repost our favorites!

SOCIAL MEDIA TIPS & TRICKS



Make a plan and stick to it!  Map out your fundraising calendar leading

up to Send-off and include variety in how you reach out to your

network.  

FUNDRAISING CALENDAR



FUNDRAISING CALENDAR


