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Description of New Product or Service 

The Galveston Historic Homes Tour celebrated its 39th annual event May 4, 5, 11 & 12, 2013. 

The event is the second largest fundraiser for the Galveston Historical Foundation. For many 

years, the event sold bottled water to attendees waiting in line (as temperatures can reach into 

the 90’s during that time of year). Although the water was often donated, selling the water 

provided an additional stream of income for the event. 

 

In 2013, the event organizers decided for the first time to give the bottled water to event 

attendees waiting in line to see the 10 beautiful homes on tour. Depending on the size and 

popularity of each house, some waiting times outside can reach up to an hour or more. Each 

house’s ticket station had a donation jar for the water, should attendees choose to donate 

spare change for the service.  

 

Goals & Objectives of Product or Service 

The main goal for this new service was to provide something of value to the attendees who 

spend $20-25 on a ticket for the event. It’s almost always sunny and hot, and a cool drink is 

much appreciated. The event organizers hoped that many attendees would see the goodwill 

and in turn offer some generosity back to the organization by donating when they could for the 

water. 

 

Application of Product or Service at an Event 

Fifty cases of water were donated for the event by a sponsor. The sponsor happened to be a 

water company that triple filters fresh rainwater, which is bottled in 100% biodegradable 

bottles, as well as recyclable bottles. Event organizers felt this added a more environmentally 

friendly aspect to this valued service at the event. By providing a chemical free product that 

won’t sit in a landfill for thousands of years, it was a win-win situation. 

 



The 50 cases that were donated, however, were depleted by the end of the first day of the 

four-day event. Although the donations taken in for the bottled water were not large, many 

attendees commented to volunteers and staff that they appreciated the gesture the 

organization was making this year with the water. 

 

On day two of the event, staff purchased more bottled water and more bottled water and more 

bottled water – at this point, no more water was donated by a sponsor. But donations kept 

picking up in the jars and by the end of the event on May 12, donations exceeded the cost to 

pay for the remaining 150 cases of water that were purchased. All in all, 200 cases of water 

were consumed by almost 5,000 attendees at the event. 

 

Overall Effectiveness of Product or Services 

Throughout the event and afterwards at follow-up meetings, it was concluded that the houses’ 

ticket stations that were staffed with volunteers who were engaging and encouraging of 

attendees to partake in the free water, went through the water the fastest, but also received 

the largest donations. This was an effective means to provide a desirable service to many 

attendees. 

 

Target Market for Product or Service 

The target market for the free water was the event attendees themselves, of which 60% are 45-

65 year olds. Due to the time of year for this event (early-mid May), it’s particularly effective 

with the warm weather. 

 

Measurable Results: Tangible & Intangible 

Tangible results for this service included the fact that donations for the water exceeded the 

cost, so the event was able to operate this service in the “black.” Additionally, after receiving 

surveys from nearly 10% of all event attendees via email, the free bottled water came up the 

most as a great service to the event and its participants. 

 

Intangible results included, but are not limited to, the accolades the organization received from 

attendees regarding the free water, the thirst-quenching and heat-alleviation of providing the 

water to attendees standing in line in the hot sun and the mutual goodwill that was presented 

between the event and its participants themselves.  

 

Supporting Materials are enclosed: 
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Our own sponsored-personalized water 

bottle from Texas Rain and Del Papa. 

The other side of the label had 

Galveston Historical Foundation’s logo. 

The long lines on hot days at the Galveston Historic Homes Tour this year. 

The normal Texas Rain water bottle. 


