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ALDE Core Course Description

Course Title:  
Capital Campaigns
Primary Audience:  Resource development professionals at any stage of their career, who desire to plan, implement and/or manage a capital campaign for any church, agency or school.

Course Objective(s) 

1. Identify the key elements necessary to achieve success in a capital campaign

2. Define the sequence of events required for systematic completion of effective capital campaign solicitations

Key Concepts:

· Identification/Planning:
· Your Case Statement

· Your key leaders/donor

· Your most engaged volunteers

· Your prospects and other constituents
· Sequence of Activities/Cultivation & Solicitation
· A Feasibility test

· A systematic calendar

· Leadership Commitments

· Major and lead gift visitations

· Impact gift solicitations

· Congregational support (for organizations supported by congregations)
· Community “Call to Action”

· Mailing Appeals

· Pledge Management and Future Impact/Fulfillment
· Multi-year pledge systems

· Planned giving opportunities

· “The Next Campaign”

· Prospect cultivation

· Timing

Materials to Support Concepts:

· Case Statement outlines

· Major Gift presentation outline

· Private solicitation letters

· Congregational approaches (Church, school, agency campaigns)

· Campaign appeal letters to current donors

· Campaign appeal letters to current non-donors
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