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Agenda

· How to run a major gifts campaign

· Letters, phone calls and visits

· Involving others and staying motivated

Think “Campaign”

· Campaigns have a plan

· Set beginning and end dates

· It’s a Big Push

· Plan a victory party

Set a Goal

· Set target for the number of gifts: Volunteers can make 5 asks a month

· Set a minimum ask amount ($250, $500)

· Set a target for your largest gift

· Be realistic

Giving Pyramid

· Use the pyramid rule-of-thumb

· Top 10% of donors give 60% of goal

· Next 20% give 20% of goal

· Remaining 70% give the last 20% of goal

Gift Range Chart

Create a Campaign Plan

· Involve others in planning

· Create a big wall calendar

· Include what, when, how and how much

· Plan in check-ins, evaluation and follow-up

Campaign Steps

· Letter requesting a meeting 

· Phone call scheduling the meeting

· Visit to ask for the gift

The Letter

· Brief (no more than one page)

· Thank the donor for past support

· Make your request clear

· “I’ll be calling you next week to set up an appointment”

The Phone Call

· Call at different times of day and different days of the week to attempt to reach people

· Don’t be afraid to call several times  including several times leaving a message

· Set up the meeting

The Meeting

· At donor’s home (or donor’s office as second choice)

· Build rapport

· State your goals clearly

· Find out more about the person’s interests

· Present your organization and program

· Ask for gift, deal with objections

· Thank the donor 

Tips for success

· Send two representatives to meetings

· Listen more than you talk

· Visuals can speak volumes

· Name a gift amount and explain what it would do for the organization

· Don’t back-pedal, use silence

· Confirm gift and payment method

· After the meeting

· Send personal thank you

· Update database with what you’ve learned about donor

· Plan for next steps to further engage donor

Discussion:  Who should be involved in your major gifts campaign?  How can you motivate your team?

Questions?

Please take a few minutes now to fill out the evaluation

Thanks!  

Contact me if you have questions:

Megan Seibel

megan@trec.org
303-537-3260

