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 The Campaign for UC Davis - $1 Billion from 
100,000 donors

 Iowa State with Pride and Purpose - $700 
million

 Iowa State Campaign Destiny - $450 million 
 Investing in People -$50 million 
 Mercy Children’s Center – $12 million



“By failing to prepare, you are 
preparing to fail.” 

Benjamin Franklin



• Ask the right questions
• Conduct an audit of donors’ needs
• Cultivate donors
• Setting goals
• Staffing
• Communication Plan 
• Timelines and budgets



 How many new donors?

 Who will steward them?

 How will you communicate with them?

 How can DR assist in cultivating donors?



Hit the Pause Button!
 Are we serving our 

customers the way 
they want to be 
served?

 What more can we 
learn from them?



Presenter
Presentation Notes
Stewardship isn’t just about saying thank you and reporting, it is also about securing 
the next gift
Personalized impact/stewardship reports
Review the list together
Work hand and hand with Leadership Gift Team

Who needs to be  stewarded now before we ask for their campaign gift?




 Gift societies

 Minimums

 Requirements by units for reporting and 
spending

Presenter
Presentation Notes
Increasing minimums, new ones, enhancing 
For endowments, namings, chairs, etc.
Consistency and standards
Expenditures on endowed fund and non-endowed scholarships






 When will we start counting?

 When we go public?

 How many events?  
When?  Where?

 What will it all cost?

Presenter
Presentation Notes
Timelines for events
Capacity, prospectus, and theme testing
Regional events, dinners?
Kick-off event(s)
Closing celebration(s)
Budgets
What do you need to meet expectations
I need to know NOW




“How you climb a mountain is 
more important than reaching 
the top.”

Yvon Chouinard



 Gift Agreement Process

 Donor Recognition Policy

 Naming Guidelines

 Gift Acceptance 
Committee/Guidelines

 Gift Processing System



 Acknowledgement Process

 Donor Tracking

 Gift Clubs

 Donor Reporting

 Communication Plan to Donors



“When two people meet, each 
one is changed by the other so 
you’ve got two new people.”

John Steinbeck



 What is the purpose?

 Who is your audience?

 What are your goals?

 What is your budget?



 Discovery Events

 Cultivation Events

 Celebration Events



Presenter
Presentation Notes
Purpose:		Begin discuss the idea of campaign

Players:		University/Organization Leadership 			and Key Donors/Prospects/Volunteers
Timing:		Planning Phase

Size of Event:		3-4 couples

Goals:		Discuss preliminary vision for 			organization and the campaign
		Gather feedback and get buy-in
		Begin to refine campaign goals and 			direction




Presenter
Presentation Notes
Purpose:		Get to know rated prospects

Players:		Leadership, donors, volunteers, prospects, 			prospect management, donor relations, 			development officers

Timing:		Silent phase – Campaign 

Size of Event:		50-100 (depending on staff)

Goals:		Data gathering
		Rate attendees on giving likelihood
		Stewardship of current donors




Presenter
Presentation Notes
Purpose:		Celebrate key gifts and moments in 			the campaign

Players:		Leadership, donors, prospects, donor 			relations, development officers, 			campus/organization at large

Timing:		Public Kickoff – Campaign Conclusion

Size of Event:		250-1000

Goals:		Publicly announce campaign goals
		Steward donors to the campaign 
		Demonstrate progress toward 			campaign goals

		Publicly celebrate successful 				completion




“Most giving is 80% emotion 
and 20 % rational. And the 
best way to get to someone’s 
emotions is to tell a story.”

Unknown



 Campaign Newsletters

 Campaign Website/Social Media

 Internal Campus Newsletters

 Donor Reporting

 Increased Communication

 Recognition Plan



 Where did the 
money go?

 What good 
did it do?



 Donor Gifts

 Share Impact Stories

 Keeping Momentum



Angela Joens
Assistant Vice Chancellor of Development Outreach
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