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Test for Campaign Readiness

· Use this testing tool to help determine your readiness for a capital campaign and to highlight the areas you will want to focus on in the near term.

	Points
	Your Score
	

	10
	
	1. Plan for the future.  You have a plan for the future.  This plan has been developed with strong input from your board and key donors.

	10
	
	2. Clear campaign goals and objectives.  You have identified three to five specific objectives for the campaign.  Based on these objectives you have set a preliminary campaign goal.

	10
	
	3. CEO is active in fundraising. The CEO is currently soliciting 25 or more major gifts annually and prepared to double investment of time and energy over the next three years.

	10
	
	4. Experienced fundraising staff.  Your development staff has experience working with individual donors, particularly at higher levels.   Professional staff is able to focus on strategic, as opposed to clerical and support  activities.

	10
	
	5. Prospective high-level campaign leaders.  You have identified 5 to 10 individuals who could become volunteer leaders of your affiliate’s campaign.  Top points if some of these are not current board members.

	10
	
	6. Potential lead gift contributors.  You have identified 5 to 10 prospects that have the capacity and inclination to give “lead” gifts. 

	5
	
	7. Written case for support.  You have developed a concise draft campaign case statement.  This statement incorporates comments and suggestions of prospective campaign leaders and lead gifts contributors.   

	5
	
	8. Major gifts solicitation experience.  Your CEO and some of your board members have experience in soliciting gifts from major donors face-to-face. 


	5
	
	9. Generous Board giving. Your board giving is approaching 100%. and board members are giving “personally significant” gifts

	5
	
	10. Involved board of directors.  Your board is actively involved in setting school policies and priorities.  Board members have a strong sense of “ownership” of your organization’s program.

	5
	
	11. Prospect identification and research.  You have the skills and capacity to conduct research into individual donors. 

	5
	
	12. Prospect cultivation process.  You have a regular series of formal and informal activities to personally engage major gifts donors and prospects.  

	5
	
	13. Donor information system.  You have a higher level donor management database and the capacity and skill to use it.

	5
	
	14. Communications plan and program.  You have the capacity to produce regular communications for donors, the news media, and the public. 

	 Total
	
	(Highest possible score is 100 points.)


Note:  A score of 75 or higher indicates that you are ready and in an excellent position to move ahead with a campaign.   Less means you have more preparation to do over the next 6 to 12 months. Pay special attention, however, to your scores on the first six items. These are heavily weighted because of their critical importance to campaign readiness. The remaining items can be developed through the campaign process.



     www.brimhallassociates.com

