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1. Write a conservative business plan and see if the ongoing day-to-day operations will be viable once the campaign has ended.

2. Hire a campaign counsel who comes with strong recommendations and a winning track record.

3. Use your feasibility study to cultivate donors as well as scope your fundraising potential.

4. Start the campaign only after the organization, community, board, staff, and systems are ready.

5. Gather creative ideas early through a series of campaign planning meetings with trustees, advisors, and other insiders.
6. Drop the annual fund “calendar-year” mentality: the largest capital gifts tend to be made on the donor’s timeline.

7. Use long-term mortgage financing only as a last resort.

8. Keep your director focused on major gifts.
9. Develop a creative way to recognize donors.
10. Build your case around the program, not the building that will house it.
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