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Romance – Commonly called cultivation, this is perhaps the most important part of the process.  All contact is a 
form of cultivation.  Every publication, phone call, event, and publicity serves to inform and interest your alumni & 
parents.  While this happens all the time, a concerted effort needs to be made prior to soliciting funds.  The goal is to 
get prospects involved with the cause.  

Request – This is the good part, where the prospect is actually asked to invest.  Not surprisingly, a member or parent 
close to the prospect, best does this.  If you have followed all other steps, this is the easiest part.

Recognition – Early, frequent & creative ways to thank volunteers and donors will insure that they stay involved & 
invested.  It also sets a pattern, which other prospects will notice.

Requirements For A Successful Capital Campaign

An Effective Alumni & Parent Relations Program• 

The Five R’s of Fundraising Are Followed• 

Strong Leadership – Undergraduate, Advisory Board, Housing Corporation, Educational Foundation & • 

Campaign
Dedicated Alumni & Parents – Has The Chapter Built Loyalty?• 

A Compelling Project – Does Most Everyone View This As An Urgent Need?• 

A Quality or Improving Chapter• 

A Well-Managed Campaign – Either Professional and/or Volunteer• 

A Few Fundraising Facts

1,000+ alumni & parents in a chapter that was founded prior to 1970 leads to the most success• 

A university that has a strong reputation, especially with academics, football & basketball create an • 

environment for success
Expect 20-50% (usually 25-35%) of your alumni to support a campaign and around 5-20% to support an • 

annual giving appeal
80-20 or 90-10 rule: 80% of the dollars will come from 20% of the alumni or even less• 

You need to find a 10-25% gift of your overall goal from one donor (and expect that 10-20 alumni/parents will • 

determine the success of your campaign or annual giving drive) to likely reach success
The more volunteers you secure the more guaranteed early responder donors you will have• 

Tax-deductibility of the various funds needs to be discussed prior to any appeal• 

Why Do Donors Give?

Great Undergraduate Experience• 

Respect & Identify With Those Leading The Campaign• 

Have Remained In Contact With Pledge Brothers• 

Have Attended Chapter Events• 

The Case For Support Shows A Genuine Need• 

Proud of the Chapter• 
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Feel An Obligation To Give Back• 

Have The Capacity To Give• 

Recognition• 

Competing With Other Chapters• 

Gifts Are Tax-Deductible• 

Personal Contact By Phone or In-Person• 

Persistence of Leadership• 

The Steps To A Successful Capital Campaign

Establish A Steering Committee1. 
Recruit Cross-Section of Age & Experience- 
Include Alumni, Parents & Undergraduates- 
Committees: Alumni/Parent Relations, Design/Construction, Finance, Legal, Major Gifts, Special Events - 
& Volunteer Recruitment

Conduct A Capital Needs Assessment2. 
Find Out What Resident Halls, Apartments & Other Fraternities & Sororities Are Offering- 
Assess The Chapters Minimum Needs- 
Consider What Chapter Would Do If It Had The Funds- 
Estimate Minimum & Maximum Costs of the Project- 
Explore Financing- 

Conduct A Campaign Readiness/Strategic Assessment3. 
Do You Have The Leadership In Place?- 
Do You Have An Urgent Need?- 
Do You Have Donors & Volunteers Willing To Support Your Goals?- 
Do You Have All Materials Needed?- 

Hire An Alumni/Parent Relations Programming & Fundraising Firm4. 
Ask Your Headquarters, University or Other Chapters On Your Campus- 
Make Sure You Have Strong Cultivation Programs In Place - 
Make Sure The Feasibility Study Goes Beyond Supplying Data & Considers: Strategy, Leadership, - 
Strengths & Weaknesses, Case, Timetable, Budget, Volunteers, Donors, Etc.
Hire The Right People To Represent You- 
Quality & Quantity: conduct interviews with those of affluence & influence and seek input from as many - 
alumni & parents as possible
Educate Volunteers On The Process- 
Be Cautious of a Report That Only Tells You What You Want To Hear- 

Develop Alumni & Parent Relations Programming5. 
Database Management- 
Website & Facebook Management- 
HTML E-News Management- 
Event Management- 
Newsletter Management- 
Recognition Management- 
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Volunteer Management- 
Annual Fund/Planned Giving Management- 

Develop Case Statement, Campaign Brochure, Survey, Pledge Form, Etc.6. 
Vision- 
Timeline- 
Ways of Giving- 
Named Gifts & Wall of Giving- 
Pyramid of Giving- 

Develop Schematics & Floor Plans If For A Facility7. 
Basic Schematics & Floor Plans Needed- 
Seek Input From Key Prospects- 

Conduct A Feasibility Study8. 
Prospect Research- 
Develop Case Statement- 
Develop Print & Web-Surveys For Alumni, Parents & Undergraduates- 
Focus Groups/Cultivation Events- 
1 on 1 Survey- 
Phone Survey- 
Email/Web & Mail Survey- 
Develop “Ownership” In The Process Amongst Alumni & Parents- 
Identify Minimum Number of Gifts & Volunteers Needed To Move Forward- 
Results, Plan of Action, Adjust Project As Needed- 

Finalize Timetable9. 
Alumni & Parent Programming- 
Architectural & Construction- 
Volunteer Recruitment & Leadership- 
Campaign- 
Financing- 

 Ongoing Architectural & Construction Services10. 
Choose Architect & Contractor- 
Find Interim Housing If Needed- 
Allocate Construction Budget- 

 Recruit Leaders11. 
Recruit Steering Committee- 
Recruit General & Decade Chairs- 
Recruit Undergraduate & Parent Chairs- 
Recruit Volunteers For Missing Periods- 
Train Volunteers & Have Them Choose Their Prospects- 

 Begin Campaign12. 
Time Period: 6-12 Months- 
Phases: Steering Committee & Board, Major Gifts, Volunteers, Undergraduates, Personal Prospects, - 
Parents, General Campaign
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Publicity: Brochure, Pledge Form, Website Campaign Page, Email Appeal, Volunteer Training & - 
Reporting
How To Ask: In-Person, Phone, Mail, Website, & Email- 

 Set Construction Timetable13. 
Find Temporary Housing For The Chapter If Needed- 
Determine Construction Start & End Dates- 
Recruit Construction Project Manager If Needed- 

 Prepare For Construction14. 
With 75% of the Goal Raised, Secure Financing- 
Finalize Construction Contracts If Not Already Done- 
Things To Look For: Reputation, Fraternity Experience, Open vs. Negotiated Bid & Fee- 
Complete Construction Documents- 
Arrange For Storage- 

 Begin Construction15. 
6-12 Months- 
Weekly On-Site Meetings- 
Promote Progress & On-Going Fundraising- 
Walk Through & Punch List- 

 Move In!16. 
- Grand Opening (Donors Recognition & Volunteer Thanks)
 Begin Post- Construction Programming17. 

Alumni/Parent Programming, Property Management, Pledge - 
Collection, & Annual Fund/Planned Giving


