
		
		

		
		Skip to content

		
	
				
			[image: DonorSearch]
		
			

	
				
			[image: DonorSearch]
		
			


	
		
			Open Menu
			Close Menu
			
				
				
				
				
			

		

					
					WHO WE SERVE 
	HEALTHCARE
	HIGHER ED
	ARTS & CULTURE
	FAITH-BASED
	ENVIRONMENTAL
	INDEPENDENT SCHOOLS
	NONPROFITS



	SOLUTIONS 
	SOLUTIONS OVERVIEW
	PROSPECTVIEW ONLINE 2
	PHILANTHROPIC & WEALTH SCREENING
	DONORSEARCH Ai
	DSAi INSIGHTS
	MOST LIKELY TO RESPOND SCORE
	DONORSEARCH API
	DONORSEARCH DATA
	MARKETING LISTS



	PARTNERS 
	PLATFORM INTEGRATIONS
	PROFESSIONAL SERVICES



	RESOURCE 
	RESOURCE LIBRARY
	CLIENT SUCCESS STORIES
	CASE STUDIES
	BLOGS
	PHILANTHROPY MASTERMINDS
	DONORSEARCH WEBINARS
	ON-DEMAND
		CFRE On-Demand
	Webcast On-Demand
	Podcasts



	GUIDES
		Ebooks, Guides & More
	Industry Guides






	COMPANY 
	DONORSEARCH TEAM
	ABOUT DONORSEARCH
	CAREERS
	SOC2 & COMPLIANCE



	SUBSCRIBE 
	GET DEMO 
	SIGN IN 

			

			
	
					
				Subscribe
	Get Demo
	Sign In
	Search

			
			




	
		

	


	

		
			
				Capital Campaigns: The Basics Your Nonprofit Should Know
							

			
							

		

	







	

		
										
					



As a nonprofit professional, fundraising is always on your mind. After all, fundraising dollars power the day-to-day services you provide to your beneficiaries and help keep your lights on.

But what about large-scale projects, like building or renovating a facility, that require an influx of money?

That’s where capital campaigns come in.



What is a capital campaign?

A capital campaign is a targeted fundraising effort that takes place over a defined period of time.

Capital campaigns are all-hands-on-deck projects, requiring ample planning and consideration. They also demand your team to dedicate themselves to working toward a clearly-defined goal for months (or even years).

If you’re considering launching a capital campaign (especially for the first time), you likely have many questions about the process. To help, we’ve created this guide that will cover all the basics you need to know to successfully begin planning your own capital campaign.
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					Do you need donor research support for a capital campaign?

				

						
		
			Demo DonorSearch today!		

				


	







	
			
			Reasons Nonprofits Run Capital Campaigns		

		







	

		
										
					Capital campaigns aren’t run-of-the-mill fundraising campaigns. In fact, nonprofits don’t run capital campaigns unless they have a significant need that requires a significant amount of financial backing.

Let’s look at the three reasons a nonprofit might need to conduct a capital campaign:
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									Construction or Expansion of Buildings

				
				
											As your community grows, your resources need to grow with it, and one of those resources is your facility. Whether your organization runs a school, museum, hospital, or community center, there may come a time where you need to build a new facility or expand an existing one, which will require lots of funding. 					
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									Acquisition of Land

				
				
											Land is valuable for nonprofits because it helps strengthen their investment portfolios, can generate additional income if leased, and allows for the future possibility of expanding a facility.					
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									Large-Scale Equipment/Supplies Purchases

				
				
											Often nonprofit work requires the use of special equipment or supplies. For example, an animal shelter needs supplies like dog and cat food, leashes, cat litter, and pet toys. A hospital, on the other hand, might need a new MRI machine. 					
									


			


							

							

	
	







	
			
			Frequently Asked Questions About Capital Campaigns 		

		







	

		
										
					



How are capital campaigns unique?

The experts at Capital Campaign Toolkit identify nine key principles specific to this type of fundraising:

	Capital campaigns have specific, concrete objectives.
	Gifts given to these campaigns are given in addition to normal annual gifts.
	These campaigns rely on clear, compelling cases for support.
	Capital campaign goals are reached largely through securing major gifts.
	They require one-on-one relationship-building and solicitations.
	They involve top-level volunteers, not just your staff.
	Capital campaign gifts are often given in pledged installments.
	They follow a strategic solicitation order, starting with the largest gifts.
	They raise roughly 65% of their goals from major donors before going public.


Capital campaigns differ from other forms of fundraising in that they are massive projects that can span multiple years and cost millions of dollars. As such, the goals of a capital campaign are more specific and clearly laid out as the campaign progresses through the following phases:

	Planning Phase
	Quiet Phase
	Campaign Kick-Off
	Public Phase


Additionally, the end goal of a capital campaign is rarely an abstract change; it is almost always something concrete, like a building or equipment.

What types of nonprofits conduct capital campaigns?

Although any nonprofit looking to raise funds can benefit from a capital campaign, they are usually run by larger organizations who have equally large needs and projects on their dockets. These organizations have the support of their key stakeholders and the bandwidth to successfully conduct such large campaigns.

However, there are two main categories of organizations that most regularly rely on capital campaigns:

	Healthcare institutions: Hospitals, hospices, etc.
	Educational institutions: Universities, private schools, independent schools, etc.


Both organization types tend to require help with substantial, concrete projects more often than other categories of nonprofits.

What makes capital campaigns successful?

Just as having a solid foundation for a building is important for the overall integrity of the architecture, capital campaigns depend on several key components, like strict deadlines, to be highly effective.

For this reason, it’s important for your team to thoroughly plan your capital campaign’s strategy prior to its launch. To get started, consider some of the following components of successful capital campaigns.









				

								


	







	

		
						6 Capital Campaign Components to Know

										In order to succeed with an ambitious capital campaign goal, you need to have six components in place before beginning your campaign. Consider the following as you dive into campaign planning:
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									Strict deadlines and timeline.

				
				
											You can't carry out a capital campaign indefinitely—doing so would take away from the services you're able to offer your beneficiaries. Avoid this by setting a clear deadline for when the campaign project needs to be completed. With that end date  in sight, you can then fill in the rest of your campaign timeline, breaking your ultimate goal into smaller, more manageable pieces. 					
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									Focused team.

				
				
											Everyone in your organization needs to buy into your capital campaign in order for it to be successful, because this isn't the kind of campaign you can just hand over to your fundraising team. Everyone will need to be involved and invested in order for you to reach your goal. 					
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									Clear goal. 

				
				
											At the beginning of the planning process, develop a working goal for your campaign that you can refine as you collect more information (and complete a feasibility study). Over time, as your goal becomes more concrete, it will serve as the guiding light for your entire campaign. 					
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									Targeted plan. 

				
				
											Since you'll likely be raising thousands or even millions of dollars during your campaign, you need a clear, targeted plan for doing so. With your team, identify the different mini campaigns you'll run and when, as well as what events you'll host and how you'll market the campaign. Pave the way to success by clearly identifying how you'll get there. 					
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									Quiet phase for major gifts.

				
				
											During the quiet phase of your campaign, you'll pull in the majority of the funding toward your goal with the help of major donors. Approach this process with great care, taking the time to learn about your donors and prospects through prospect research and then using that information to build strong relationships with each individual before making a fundraising ask. 					
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									Public phase. 

				
				
											You'll take your campaign public toward the tail end of your timeline, gathering donations that will make up the rest of your goal. During this phase, you'll need to effectively market your campaign and generate a lot of excitement for your project.					
									


			


							

							

	
	







	
			
			Planning a Capital Campaign		

		







	

		
										
					Understanding the Timeline of a Capital Campaign

A capital campaign typically involves four phases. Let’s walk through each phase and what takes place as part of that phase.
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										1. Planning Phase								

								
								
									During the planning phase, set your campaign goal and identify your deadlines and budget. Then, complete a feasibility study to assess your organization’s readiness for a capital campaign and secure your stakeholders’ buy-in. Next, assemble your team, including nonprofit consultants. From there, conduct initial prospect research to learn about donors and prospects and build a gift pyramid to solidify your gift solicitation strategy. Lastly, finalize your case for support document, which you can use when fundraising.
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										2. Quiet Phase								

								
								
									The quiet phase takes place before you announce your campaign to the public and can take up to a year or longer. Here, you’ll focus heavily on prospect research and pursuing the top major gift leads, likely starting with your board members. 50-70% of your funds will be raised during this phase, so it’s absolutely crucial.
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										3. Campaign Kick-Off								

								
								
									The kick-off phase marks the public launch of your campaign. After months quietly courting major donors, it’s time to host a press conference and throw a launch party!
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										4. Public Phase								

								
								
									Finally, you’ll extend your reach out to the community and smaller donors. This phase will be similar to more typical fundraising campaigns, as you’ll leverage strategies like hosting fundraising events, launching peer-to-peer campaigns, and promoting your recurring giving program to help reach your goal.

The public phase can also encompass follow-through: the wrap-up to your efforts. At this point, the project you raised funds for should be well underway. Now is the time to thank your donors and recognize your internal team’s hard work—you did it!

								


															

											


		
	









	

		
										
					Capital Campaign Key Players: Who You Need On Your Team

Your approach to a capital campaign will only be as strong as your team. Let’s take a look at all the key players you’ll need on your side to make your campaign a success.

In-House Team Members

	Board members: Board members will be involved in the day-to-day planning and execution of your capital campaign, but they’ll also be at the forefront of big picture discussions. Their participation is crucial on two levels. First, any time you’re expending money and/or resources, you’ll need board approval. Second, you also need their help to secure major gifts, especially during the quiet phase.
	Staff: Capital campaigns often enlist the help of major gift officers, prospect researchers, volunteer coordinators, event planners, and marketing coordinators (among others) to bring their unique expertise to the table.
	Volunteers: It’s important to pick your most committed volunteers to round out your internal team. After all, no fundraising endeavor would be complete without the input and manpower that volunteers selflessly provide.


Committee-Related Team Members

	Campaign Chair: Your campaign chair is going to be one of the most crucial team members. The chair will be in charge of overseeing your committee(s) and will act as an ambassador for your campaign within the community. The chair can set the stage for success by contributing a major gift early on, and they can also most effectively promote and advocate for your campaign.
	Planning Committee: Your planning committee should be formed to help plan the campaign, and will consist of 10-15 members. Including top-level development staff, some board members, and volunteers who are prominent community members, the planning committee will get things rolling in the right direction.
	Steering Committee: The steering committee is in charge of making sure everything runs as it is supposed to throughout the campaign, so it will be the most directly involved with the ongoing maintenance of the capital campaign. As such, this committee will share some members with the planning committee but will feature other team members as well.


Outside Experts: Capital Campaign Consultants

Nonprofits traditionally hire consultants to help with one or many parts of their capital campaigns since they represent such large and important investments of time and resources.

This may mean taking a more hands-off approach and letting your consultant manage things directly. But many organizations today are finding that a hands-on approach yields much more value. A guided campaign approach, in which you receive resources and coaching from a consultant while conducting the campaign yourself, can bring significant benefits. Not only is this approach often less expensive, but it also gives your team firsthand experience and valuable lessons to carry forward post-campaign.

Here’s the bottom line: Before you hire a consultant, you need to know what you’re looking to aim for and what services will help you get there. Consider alternative approaches that offer training, resources, and community if that sounds like a better fit for your organization.

If you do want to move forward with working with a consultant, there are three questions you should ask yourself as you begin submitting requests for proposals (RFPs) and considering different candidates:

	Are your nonprofit’s leaders on board, and do you have a budget for working with a consultant? Partnering with a consultant can be a big commitment and investment for nonprofits. Make sure that your board members and other leaders approve of the idea, and work together to identify the kind of budget that you have to work with for a consulting engagement.
	What kind of access do you have? For some organizations, you’ll want your consultant to be a full-time, in-office team member. For others, remote work with intermittent meetings is the best plan. Finding a consultant who is able to offer you the level of access you need is critically important to a productive working relationship. To avoid problems down the road, make sure your expectations regarding access are clear from the get-go.
	Do they have samples of their work? Before you make any hiring decisions, you need a good sense of what a consultant’s track record has been and the quality you can expect for your campaign. Work samples will also give you an idea of the options you have in terms of services and what you can request help with.


Remember, a consultant should be committed to bringing your organization’s vision for a capital campaign to life, rather than pushing their own agenda. During the hiring process, search for a consultant that can serve as a true partner and is invested in your organization’s success.

 

				

								


	







	
			
			Final Thoughts 		

		







	

		
										
					Planning, launching, running, and completing a capital campaign is an enormous feat for any nonprofit organization. But by understanding the fundamentals that make up a capital campaign, as well as where you can turn to for assistance and advice, you can set yourself up for success.

Use this guide to get a leg-up on preparing for your next capital campaign, and don’t hesitate to reach out for help when you need it, whether that means getting assistance with wealth screening or event planning. You’ve got this!

Looking for additional reading? Here are some top resources the DonorSearch team recommends:

	Creating Your Nonprofit Annual Report: Full Guide & Template. Your annual report communicates to the world the impact your organization is having on its community. Learn how to make a stellar report that will help you pull in more interest and support.
	Nonprofit Fundraising Metrics: 32 KPIs to Measure Success. With any fundraising campaign, service, or program, it’s important to assess how successful your efforts are. Use this guide to learn all about KPIs and their importance in evaluating your impact.
	Alumni Giving: Intelligent Higher Education Fundraising. Are you in higher education and looking for ways to improve how you conduct alumni fundraising? Learn all you need to know in this article.
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					Prospect research is essential for a successful capital campaign. DonorSearch can help you identify more donors.

				

						
		
			Learn more!		

				


	




	




		
			

									GET IN TOUCH

				
									Reach out to talk about how the DonorSearch platform can help your organization reach more donor prospects, raise more money and build long-lasting donor relationships.
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			info@donorsearch.net		
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																	ADDRESS  

								
																	
																														11245 Dovedale Ct,
																																																		Marriottsville, MD 21104
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			clientsupport@donorsearch.net		
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			www.donorsearch.net		
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Introducing ProspectView Online 2




The revolutionizing donor prospecting solution. Seamlessly navigate a custom user dashboard, embedded Gen AI prospect reports, rapid access through keyword searches, interactive prospect profiles, and more! Ready to transform your fundraising journey? 





LEARN MORE NOW
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