Campaign Readiness Evaluation

For more information on Jewish Camp Capital Campaign Planning, please watch:

https://jcamp180.org/knowledge-center/fundraising/recipe-for-successful-capital-campaigns-webinar
Instructions:  Circle a number from 0 to 5 for each statement:  
   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

1. Prospects

1) The stakeholders of your organization think highly of your programs.
0 1 2 3 4 5
· Have you done client/stakeholder satisfaction studies?

· Do your stakeholders support you financially?

· Do you have current contact information for most or all of your stakeholders?
· Do your stakeholders volunteer for your organization?

· Have you included your stakeholders in focus groups or other ways of evaluating the success of programs and their interest in your long-range/strategic plan?

2) Top 100 donors have been identified, qualified, and cultivated.
0 1 2 3 4 5
· Can staff pull a list of the top 20% of your donors with ease?

· Do you have a donor recognition program in place?

· Do you have a donor cultivation program in place?

· Do you communicate with your major donors regularly?

· Does the Board help with identifying, cultivating and soliciting your major donors?

3) There are individuals who could give 10% of the goal if they desire to do so.
0 1 2 3 4 5

· Do you have at least one Board member capable of giving 10% of goal?

· Do you have a list of major donors capable of making a gift of this size?

· Do you do adequate research on donor prospects to identify gift potential?

· Have you done research to identify the interests of your top donors?

· Do you have the giving histories of your top donors?

· Do you have written profiles for your top donor prospects? 

· Have you created a campaign gift pyramid based on your donor prospects and campaign goals? 

NOTES: 

Instructions:  Circle a number from 0 to 5 for each statement:  

   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

2. Leadership

4) The Executive Director a leader who will promote the campaign.
0 1 2 3 4 5

· Has the ED been with the organization at least two years?

· Is the ED well known and respected within the field?

· Is the ED well liked and respected by staff? 

· Is the ED well liked and respected by your stakeholders? 

· Does the ED understand his or her role in the campaign?

· Does the ED currently have a list of major donors that he or she is responsible for cultivating and soliciting?

5) The Board President/Chair is recognized as a strong, able community leader.
0 1 2 3 4 5
· Has the President/Chair been on the board of directors at least two years?

· Has the President/Chair been on the board less than six years?

· Is the person known and respected in the community and shows good judgment?

· Is the Board President/Chair committed to supporting the campaign?

· Do other Board members work well with the Board President/Chair?

6) The Board of Directors has good structure and is functioning well.
0 1 2 3 4 5

· Does the Board meet regularly

· Does the Board understand its governance role?

· Does the Board support the Campaign? 

· Does the Board have some members who are well respected in the community and who have worked on other campaigns?

· Do you have a board that reflects the diversity of the population in the community and the clients served?

· Does the Board have some members who have affluence and influence?
7) The Board is willing to work on the campaign.
0 1 2 3 4 5

· Will at least three members of the Board serve on the Campaign Committee?

· Will 100% of the Board play some role--solicitors, public relations, phonathon, special events, etc.?

· Can the Board identify potential major donors for the campaign?

· Does 100% of the Board participate in annual fundraising efforts with their own giving?

8) The staff has enough experience and knowledge in the field of fundraising.
0 1 2 3 4 5

· Do you have a full-time Director of Development?

· Does the Development Director have access to support staff for database management and administration? 

· Is the Development Director included at highest level of the organization’s leadership?  

· Are the development staff members of AFP, CASE, AHP or other professional association?

· Has the staff had any campaign experience?

· Has the Development Director’s time been freed up from things like event planning to be able to focus primarily on Campaign Fundraising? 

· Is the staff free from over-involvement in other non-development related tasks?

NOTES: 
Instructions:  Circle a number from 0 to 5 for each statement:  

   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

3. Compelling Case

9) The Board has reached consensus on campaign plan and goal.
0 1 2 3 4 5

· Has the Board discussed and evaluated the various options for building plans?

· Has the Board has been involved with the architectural/construction planning?

· Has or will the board participated in the feasibility/planning study?

· Does 100% of the board approve of this project?

· Does at least 80% of the board feel the goal is possible to reach?

10) Your Case for Support is well researched.
0 1 2 3 4 5

· Have you done a planning study to determine community support?

· Have you done a market study to determine the need for this project?

· Have you done an architectural study to determine feasibility and costs of project?

· Have you considered and evaluated endowment needs?

· Have you considered the need for on-going scholarship and annual support? 

· Have you increased revenues or decreased deficits in the past two years?

· Have you had a balanced budget for at least two years?

· Do you have a projected three-year budget for the organization? 

· Do you have a line of credit or availability of a bridge loan during construction?

11) Your campaign initiative is exciting, ambitious, and worthy of support.

0 1 2 3 4 5
· Have you developed a preliminary case for support?

· If so, have you tested this case among your constituents in any way?

· Does the Case for Support answer the following questions for the reader: 

· Why this project? 

· Why now? 

· Why this amount of money? 

· Why me? 

· Is the Case for Support emotionally compelling and urgently important to your stakeholders? 

NOTES:

Instructions:  Circle a number from 0 to 5 for each statement:  

   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

4. Institutional Commitment

12) The long-range plan with written goals is in place.
0 1 2 3 4 5

· Have the board and senior staff developed or updated your strategic plan within the last three years?

· Is the plan reviewed at least quarterly?

· Are objectives specific and measurable?

· Does the plan include a budget, timeline and areas of responsibility?

· Is the plan evaluated and revised, if necessary, at least quarterly?

· Does the plan place the Capital Campaign as a highest priority? 

13) The Board, Executive Director, and Development Staff are “on the same page.”
0 1 2 3 4 5
· Does the Board conducts annual evaluations of the Executive Director, and has the process set agreed upon goals for the ED such that the campaign as among the ED’s highest priorities?
· Has the ED job description and responsibilities has been re-evaluated in light of the Capital Campaign, and has some responsibilities has been re-assigned to other staff members to allow the ED significant time to work on the campaign? 
· Has the ED and Board reviewed the organizational staffing structure to ensure that enough staff support is in place to run the campaign? 
· Has there been a projected budgeting planning process to allocate additional resources to support Capital Campaign fundraising and possible additional staff?
· Does the Development Director, Board President, and Executive Director meet frequently to develop, coordinate, and execute the Campaign Plan?
· Is there a high degree of teamwork across different staff functions, and between Board and senior staff? 
14) The Board is focused on its role in Capital Campaign Fundraising.
0 1 2 3 4 5
· Does the Board review the Board’s performance each year? 
· Has the Board developed a plan to address the Board’s weaknesses in its role to support fundraising? 
· Is the Board aware of the Board’s and Organization’s strengths and weaknesses going into the Campaign, and has it developed plans to address weaknesses? 
· Has the Board undergone training in Capital Campaign Fundraising?
· Is the Board nominating committee actively seeking Board member who can are experienced in and/or can support capital campaign fundraising?
· Are other Board Committees focused on their role in supporting the Capital Campaign planning, such as: The Board finance committee is actively working on methods for financing the construction project, the site committee working on construction plans, and so on? 
NOTES: 

Instructions:  Circle a number from 0 to 5 for each statement:  

   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

5. Infrastructure 

15)
The organization has important policies in place.
0 1 2 3 4 5

· Do you have written Mission/Vision statements that have been adopted by the Board?

· Do you have anti-discrimination policies in place?

· Do you have a whistle-bowers policy, document storage and destruction policy, and conflict of interest policy in place as required by your 990? 
· Do you have gift acceptance policies in place?

· Do you have naming rights policies in place?

· Do you have bequest and endowment policies in place? 
· Does your organization subscribe to a code of ethics and the Donor Bill of Rights?

16) A strong development program is in place.
0 1 2 3 4 5

· Do you have a development plan with realistic goals in place?

· Is there a Development Committee that is involved reviewing the Development Plan?

· Has annual giving increased over the past two or more years?

· Do you have an integrated development program (scholarship fundraising, special events, direct mail, foundation grants, Legacy Program, Alumni Outreach, etc.)?

· Is there a stewardship program in place?

· Is there a planned giving program in place?

17) The marketing and communications plan is in place.
0 1 2 3 4 5
· Do you have marketing and communications plans developed or updated in the past three years?
· Is marketing for camp and fundraising well integrated and coordinated? 

· Do your public relations efforts result in increased donations, volunteers, Alumni engagement, new campers and improved camper retention?
18) The Donor Data Base is in top condition. 





   0 1 2 3 4 5
· Are all your stakeholder’s contacts in one database system?

· Are almost all of the Camp’s Alumni and Parent/Past Parent contact information in the donor database, up to date, and correct? 
· Do you have data entry procedures in place?

· Do you have an adequate and up to date donor software system?  
· Do you have one than one staff trained to use this system? 

· Do you have support for this system provided by the software company?

· Do you have an internal IT department that understands this system?

19) The Donor experience has been improved.
0 1 2 3 4 5

· Have you gone through a branding process?
· Have you reviewed and improved all appeal letters, thank you letters, and donor reports?

· Is every touch point with donors warm, emotional, evocative of camp, and inspiring?

· Have you planned for donor recognition that is meaningful, appropriate, and in keeping with camp’s spirit or traditions? 
· Have you reviewed and updated the website and do you measure the hits on the website?
· Do you regularly publish an annual report, newsletter and press releases?
· Do you communicate regularly with donors and Alumni?

NOTES: 
Instructions:  Circle a number from 0 to 5 for each statement:  

   0 = serious problem   
     1 = poor 
 2 = weak        3 = ok  
   4= strong
5 = goal completed

6. Proper Campaign Planning

20) The Organization has a Capital Campaign Plan.
0 1 2 3 4 5

· Is the Capital Campaign plan appropriately detailed for each campaign phase? 

· Planning Phase
· Leadership Phase

· Quiet Phase

· Public Phase

· Celebration Phase

· Does the Campaign Plan include a project budget?

· Does it include a detailed time-line

· Does it include target fundraising goals that are realistic and specific? 

· Does it indicate specific roles and responsibilities for each team member? 

· Has the plan been reviewed and understood by each member of the team? 

· Does it include a gift pyramid? 

Campaign Readiness Evaluation

Tallying your score:
0 x
= 
________

1 x
= 
________

2 x
= 
________

3 x
= 
________

4 x
= 
________

5 x
= 
________

Total 
________


Interpreting your score:
85-100

Your campaign is ready to launch immediately!

70-84

Some improvements are necessary.

55-69

Extensive preparation is essential to the success of your campaign.

0-54 Your agency is in serious need of re-organization before beginning a capital campaign.
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