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Planning Phase:

The planning phase allows you to establish a solid foundation for a successful campaign. You may want to just get out
and start speaking to donors about this amazing opportunity for your community. Taking the time to properly plan at
the beginning is essential to a well-run campaign.

Governance: Team Expectations and Roles
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Gain FAC consensus on fundraising, participation, and planned giving goal.

Set regular meeting times.

FAC identifies campaign committee.

Agree on campaign leadership roles (i.e., chair, treasurer, secretary, marketing lead).
Sign Challenge Grant Agreement.

Review NCF Confidentiality Policy.

Create and share agendas and meeting minutes monthly.

Review campaign progress monthly and integrate as part of the FAC agenda.

Marketing and Communications: Campaign Brochure, Pledge Cards, Thank You Notes
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Request assistance and examples from NCF (Carrie Malek-Madani and your coordinator).
Work on campaign brochure elements (i.e., why have a campaign here and now)
[] Gather quote from Challenge Donor on why this campaign/community matters to them
[1 Collect photos for campaign materials.
[] Collect campaign details (i.e., mailing address, campaign committee, vision/mission/values

statements).
Final revisions approved by campaign leadership team.
[1  Campaign brochure [1  Thank you notes
[l Pledge card [1 Additional materials (optional)

Campaign committee prints campaign materials (locally if possible).

Endowment Growth & Donor Development: Identifying Donors
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Notes:

Create list of potential match donors and what we know about them.

Complete Lead Gift Invitation (Homegrown Challenge Match Donor) Training

Complete Make the Ask Training

Draft list of challenge donor prospects.

Categorize challenge donor prospects as to their potential giving level (see Donor Gift Chart for guidance).
Discern what kind of ask you intend to make: blended gift, current gift, or planned gift.

Identify lead donor prospects (10-15 largest gifts of the campaign).

Assign volunteers to donor visits.

Begin relational visits with current and potential donors whose opinions and relationships you value.
Determine procedures for tracking donors and donations.

Review processes (i.e. handwritten thank you) and responsible parties for thanking donors.

nity Impact and Grantmaking
Maintain impactful grantmaking practices.
Publicize stories related to grantmaking and community impact.
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Internal Phase:

Before asking others to give, the team leads by example.

Committee members, volunteers, and close supporters make their own gifts first. This builds confidence,
demonstrates commitment, and shows the community that those closest to the effort believe in it wholeheartedly.

Governance and Leadership
[0 100% of FAC and team members make pledge to the campaign.
(1 All FAC members have clear understanding of personal commitment to campaign (i.e., time, talent, and
treasure).
[1 Discuss how and when to update each other on donor progress (goal to keep each other accountable and
maintain accurate records).
0 Integrate campaign progress check-ins to the FAC agenda.

Marketing and Communications
[1 Assemble donor packets with materials.
[1  Finalize appreciation and recognition plan (i.e., who will write thank you notes, how will you recognize
donors/donor levels).

Fund Development

[0 100% of FAC and team members have made pledge to the campaign.

[1  100% of FAC members have considered making a planned gift.

[1 Reach 20-30% of overall fundraising goal.

[l Prepare for Quiet Phase.

[1  Finalize donor plan for each lead donor prospect (who will invite, when to invite).

Confirm the type and size of gift with the asking team.
Assess the donor prospect list for the next wave of donors to approach.
Continue assigning volunteers to make asks.
Reaffirm timeframe for Quiet Phase (best practice is 3-month burst of activity).
Do a refresher Make the Ask Training (brief, focused on practice & identification)
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Community Impact and Grantmaking
(1 Maintain impactful grantmaking practices.
[0 Publicize stories related to grantmaking and community impact.

Education
[1 Maintain impactful grantmaking practices.

Notes:
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Quiet Phase:

Your best potential donors to the campaign are those closest to you. Now it is time to take out your donor list and gift
range chart as you unleash your skills learned at Make the Ask training.

Change happens along the lines of relationships.

Governance and Leadership
[0 Keep accurate records.
[J  Maintain open campaign committee communications around progress, expectations, and next steps.
[] Integrate campaign progress check-ins to the FAC agenda.
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Marketing and Communications
[1 Assemble donor packets with materials.
[0 “Thank before you bank.”
[1  No written publicity or external announcement.
[1  Communicate with volunteers on donor visit progress.
[1 Update donors on campaign progress at launch of Public Phase.
[1 Plan public phase announcement strategy i.e., articles, events, etc. (Ask coordinator for advice).

Fund Development
[1 Assess donor prospect list for the early majority, amount, and right messengers (askers).
0 Make the appointments! Begin donor visits with priority prospective donors.
[1 Continue seeking out relationship building opportunities with potential donors.
[1 Make the quiet phase a “quick burst.”
[1 Use gift chart to assess donor prospect (and update it as you go).
[1 Keep a priority prospective donor list (and update it as you go).
[J Reach 60-70% (cash & pledges) of overall campaign goal to complete quiet phase.

Community Impact and Grantmaking
[1 Maintain impactful grantmaking practices.
[1  Publicize stories related to grantmaking and community impact.

Notes:
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Public Phase:

Once you have raised 60% to 70% of the campaign, it is time to move into the public phase! Lead gifts have already
been secured from top-level donors. This phase will allow you to announce success instead of just declaring intent.
Your focus will now shift to inviting the entire community to participate.

Governance and Leadership
[ Shift focus to community-wide participation with gifts of all sizes.
[J Keep accurate records.
[J  Maintain open campaign committee communications around progress, expectations, and next steps.
0 Integrate campaign progress check-ins to the FAC agenda.
[
Marketing and Communications
[0 Kick off public phase with a public announcement that includes local media and donors!
0 Provide public updates on your campaign progress and donor stories.
[]  Utilize various channels (i.e., print, public speaking, social media).
[0 Present to service clubs, community groups, and local organizations.
[J Engage alumni.
[1  Plan ahead for campaign celebration.

Fund Development
[1 Assess donor prospect list for the late majority, amount, and right messengers (askers).
[1 Continue meeting with prospective donors one on one.
[1 Continue asking for blended, current, and planned gifts.
[1 Use gift chart to assess donor prospect (and update it as you go).
[1 Keep a priority prospective donor list (and update it as you go).
[1 Reach 100% of overall campaign goal to complete public phase.
[1 Present to service clubs, community groups, and local organizations.
[1 Reach your goal and exceed it!

Community Impact and Grantmaking

[1 Maintain impactful grantmaking practices.
[1  Publicize stories related to grantmaking and community impact.

Notes:
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Celebration Phase:
As Nebraskans, we often focus on the work to be done and “what’s next” - celebrating is an essential part of
community development and creating a sense of belonging.

Governance and Leadership
[0 Share the good news with your volunteers and donors before announcing it to the public.
[1 Thank volunteers for their hard work and dedication to the community.
[] Integrate campaign progress check-ins to the FAC agenda.
|

Marketing and Communications
[1  Focus is on celebrating your affiliated fund (and your community’s) accomplishment.
[1 Consider a public event to appreciate all volunteers and recognizing donors.
[0 Use all channels of communication to assist in this celebration.
[] Be creative and have FUN.

Fund Development
[0 Assess donor prospect list for remaining donors before announcing completion of campaign.

Community Impact and Grantmaking
[1 Maintain impactful grantmaking practices.

[1  Publicize stories related to grantmaking and community impact.

Notes:
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