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Case Statement

The “case for support” – sometimes called a “case statement” – is a document which outlines the strategic thinking behind your fundraising campaign.  While it may end up being printed as a fancy brochure with pictures and colors, the hardest and most important work is creating a short written document with the key ideas.   The audience for the case statement will vary but you should think of it as making the “case for giving” to the camp.  This is about sharing your values with – and connecting to- the values of the audience. 

The first audience will be internal stakeholders such as your board, staff and Rabbis in the community.  You want to use the document to explain to them what you are thinking about doing and why, and get their input and support.  Ultimately, you will use the document in the process of cultivating donors and soliciting gifts.  Depending on the donor’s preference, you may give her the physical document, but in any case, the material in it will help structure the conversations with potential donors.

As a fundraiser, you need to be able to state the case succinctly and passionately. You should be able to answer all of the following questions in three sentences or less!

· What has your camp accomplished to date?

What is unique about the camp that has made an essential contribution to the Jewish world?  What is the current mission and status of the camp (particularly for those who haven’t been in touch recently)? 


· What is your camp’s vision for the future? 
What will the camp and the broader world look like when you succeed in realizing this vision?  How will the quality of Jewish life and culture be improved?  What is the gap between the vision for the future and today’s reality?  


· What does your camp need to do to manifest this vision? 

What are the outcomes you want to produce with the gift? (eg: access for campers, cutting edge programs, hiring of the best faculty)  What will be the tangible benefits of success? (eg: motivated campers or staff, skill development, life enrichment)

· What resources will your organization need to carry out its intent?  

How will the donor’s gift contribute to this fulfillment?  Do you need buildings, equipment, research funds, library acquisitions, scholarships, endowments?

· How much will this cost?  
What is the total cost to implement your initiatives? What portion of the cost are you asking the donor for?  If that is not 100%, where is the balance coming from?

· Why should your organization be the one to do it? 

Why is your camp the one to be carrying out the function instead of one of its competitors?

· Does the camp have the capability and leadership to implement the initiative?
Who will be managing the project? What is their track record? Is there good governance and management?


· What happens if the camp does not succeed with the particular initiative?  

Is there a significant downside risk if the gift is not made and the camp is not successful?
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