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Considering a Capital Campaign? 
Implications for Fundraising and Finances



The information herein has been provided by 
CliftonLarsonAllen LLP for general information purposes 
only. The presentation and related materials, if any, do not 
implicate any client, advisory, fiduciary, or professional 
relationship between you and CliftonLarsonAllen LLP and 
neither CliftonLarsonAllen LLP nor any other person or 
entity is, in connection with the presentation and/or 
materials, engaged in rendering auditing, accounting, tax, 
legal, medical, investment, advisory, consulting, or any 
other professional service or advice. Neither the 
presentation nor the materials, if any, should be considered 
a substitute for your independent investigation and your 
sound technical business judgment. You or your entity, if 
applicable, should consult with a professional advisor 
familiar with your particular factual situation for advice or 
service concerning any specific matters.

CliftonLarsonAllen LLP is not licensed to practice law, nor 
does it practice law. The presentation and materials, if any, 
are for general guidance purposes and not a substitute for 
compliance obligations. The presentation and/or materials 
may not be applicable to, or suitable for, your specific 
circumstances or needs, and may require consultation with 
counsel, consultants, or advisors if any action is to be 
contemplated. You should contact your CliftonLarsonAllen 
LLP or other professional prior to taking any action based 
upon the information in the presentation or materials 
provided. CliftonLarsonAllen LLP assumes no obligation to 
inform you of any changes in laws or other factors that 
could affect the information contained herein.
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Revised
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Session CPE Requirements 
• You need to attend 50 minutes to receive the full 1 CPE credit.

• There will be 4 knowledge check questions throughout the 
presentation. You must respond to a minimum of 3 to receive 

the full 1 CPE credit. 

**Both requirements must be met to receive CPE credit**
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Speaker Introductions
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Peter Heller
Founder

The Heller Fundraising Group
Peter@HellerFundraisingGroup.com 

Mona Birchfield
Principal

CLA
Mona.Birchfield@CLAconnect.com 

Jane Wochos
Principal

CLA
Jane.Wochos@CLAconnect.com

mailto:Peter@HellerFundraisingGroup.com
mailto:Mona.Birchfield@CLAconnect.com
mailto:Jane.Wochos@CLAconnect.com
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Agenda
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Elements of a capital campaign

Feasibility Study

Accounting for your campaign

Cash flow of campaign

Choosing a consultant



©2024 CliftonLarsonAllen LLP

Learning Objectives

Identify various ways 
“capital campaign” is 
used and what they can 
mean

01
Recall how and where a 
capital campaign 
strategy can be effective

02
Recognize the financial 
considerations when 
structuring, messaging, 
and accounting for a 
campaign

03
Identify additional 
financing strategies for 
capital projects (IRA 
credits, TIF, NMTC, and 
more)

04
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Our Mission
We build abundance for our nonprofit clients through customized consulting and training 

for successful capital campaigns, insightful feasibility studies, and prosperous major gift programs.

Sectors
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A Capital Campaign

This Photo by Unknown Author is licensed under CC BY This Photo by Unknown Author is licensed under CC BY-NC

https://www.flickr.com/photos/ervins_strauhmanis/9544834557/
https://creativecommons.org/licenses/by/3.0/
https://www.pngall.com/bank-png/download/24843
https://creativecommons.org/licenses/by-nc/3.0/


A capital campaign is a focused effort to raise money above and beyond

regular operating expenses. It usually happens over a period of years

and when done effectively can galvanize attention on the future of the

community.*

*note: not “the future of the organization.”

It’s never about the new building.
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Capital Campaign Defined
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Poll Question 1 
How likely are you to launch a capital campaign in the 
next 3 years?

o Very likely
o Likely
o Unlikely
o Very Unlikely
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Capital Campaign Misconceptions
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Purpose is only for building and/or 
equipment

Only used by Large organizations

Need wealthy board members



• An organizational anniversary 
(25th year) 

• We like the idea of owning a 
building

• A board member suggests it
• Nothing to do this weekend

Bad Reasons for a Campaign
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1. Dollar Goal
2. The Case for Support
3. Prospects
4. Campaign Committee
5. Systems and Staffing
6. Timing

Six Elements of a Successful Campaign
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Six Elements of a Successful Campaign
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Element 1: Dollar Goal

This Photo by Unknown Author is licensed under CC BY-NC

https://courses.lumenlearning.com/suny-monroecc-orgbiochemistry/chapter/the-periodic-table/
https://creativecommons.org/licenses/by-nc/3.0/


Element 1: Dollar Goal
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Campaign Project Example 
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Strengthen today

Debt retirement $3.6 million

Strategic growth $3.4 million

Annual support $5.0 million

Invest in tomorrow

Property renovation $1 million

Endowment growth $3 million

Total campaign goal - $16 million



Gift Level Target # Gifts Prospects Needed Total Goal Total $ by Level

$1,000,000 1 3 $1,000,000
$500,000 3 9 $1,500,000
$250,000 4 12 $1,000,000

$3,500,000

$100,000 4 12 $400,000
$50,000 6 18 $300,000
$25,000 10 30 $250,000

$950,000

$10,000 20 40 $200,000
$5,000 30 60 $150,000
<$5,000 Many Many $200,000

$550,000

TOTAL 78 184 $5,000,000

GIFT TABLE for a $5,000,000 GOAL

LEADERSHIP GIFTS (+)

MAJOR GIFTS (+)

COMMUNITY GIFTS (+)

Element 1: Dollar Goal
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• Acquisition costs
• Construction and contingency
• Design and Architecture
• Soft costs (legal and consultants)
• Funding sources other than philanthropy

o Public grants
o New market tax credits

• Estimate of equipment and infrastructure 
costs

• Inflation factor
• Financing costs

o Cover timing of pledge payments
o Budget for potential interest

Budget Items to Consider
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This Photo by Unknown Author is licensed under CC BY-NC

https://www.pngall.com/budget-png/download/63219
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Six Elements of a Successful Campaign
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Element 2: The Case for Support

This Photo by Unknown Author is licensed under CC BY-NC

https://courses.lumenlearning.com/suny-monroecc-orgbiochemistry/chapter/the-periodic-table/
https://creativecommons.org/licenses/by-nc/3.0/


Element 2: The Case for Support
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Parts of the Case
• Vision for the Future

• The Problem
• Your Nonprofit’s Solutions
• Your Nonprofit’s Accomplishments, History, Data Points

• The Campaign Budget
• (Call to Action)



Element 2: The Case for Support
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Element 2: The Case for Support
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Element 2: The Case for Support
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Element 2: The Case for Support



Element 2: The Case for Support
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Element 2: The Case for Support
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Six Elements of a Successful Campaign
Element 3: Prospects

This Photo by Unknown Author is licensed under CC BY-NC

This Photo by Unknown Author is licensed under CC BY-NC
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Element 3: Prospects
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Are there enough?

How to evaluate them (wealth screening, 
rating sessions, donor data)?

Where to get more? (Natural Networks)



Gift Level Target # Gifts Prospects Needed Total Goal Total $ by Level

$1,000,000 1 3 $1,000,000
$500,000 3 9 $1,500,000
$250,000 4 12 $1,000,000

$3,500,000

$100,000 4 12 $400,000
$50,000 6 18 $300,000
$25,000 10 30 $250,000

$950,000

$10,000 20 40 $200,000
$5,000 30 60 $150,000
<$5,000 Many Many $200,000

$550,000

TOTAL 78 184 $5,000,000

GIFT TABLE for a $5,000,000 GOAL

LEADERSHIP GIFTS (+)

MAJOR GIFTS (+)

COMMUNITY GIFTS (+)

Element 3: ProspectsElement 3: Prospects
Revisiting the Gift Table: Do I have enough prospects to reach my goal? 
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Natural Networks
• Top Donors

• Board Members
• Advisory Board Members
• People Connected to My Mission

• Business Associates
• Friends/Neighbors
• My Rich Uncle/Other

Element 3: Prospects
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Next Step 
Date

Last 
Contact 

Date
Last Name First Name Connection Next Step Target $ 

Ask Notes/Comments

12/15/2018 12/1/2018 Friend of Mrs. X call Mrs. X to discuss strategy 10,000$        underwrite lecture

12/19/2018 11/1/2018 Donor annual appeal letter 25,000$        cultivate for board 
committee

1/10/2019 11/15/2018 Foundation staff discussion 10,000$        new program support

1/12/2019 11/30/2018 Potential Donor invite to our event  $       50,000 endowment prospect

1/16/2019 11/15/2018 Board Member call Board Chair to discuss 100,000$      potential major donor

1/20/2019 Local Business send letter of introduction 10,000$        cultivate for board

1/30/2019 12/1/2018 Longtime Major 
Donor invite for lunch 50,000$        thank her/tell her about our 

plans for 2019

Elements 3: Prospects
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Top Prospect Report



Six Elements of a Successful Campaign
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Element 4: Campaign Committee

This Photo by Unknown Author is licensed under CC BY-NC

https://courses.lumenlearning.com/suny-monroecc-orgbiochemistry/chapter/the-periodic-table/
https://creativecommons.org/licenses/by-nc/3.0/


Element 4: Campaign Committee
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Structure
• 2 – 3 Co-Chairs

• 10 – 15 Members total

• Honorary Co-Chairs

This Photo by Unknown Author is licensed under CC BY-SA-NC

https://acert.hunter.cuny.edu/blog/summer-2020-faculty-working-groups/2020/06/30/
https://creativecommons.org/licenses/by-nc-sa/3.0/
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Element 4: Campaign Committee
Purpose:
• Oversee campaign

• Engage in Fundraising

This Photo by Unknown Author is licensed under CC BY-NC

https://www.pngall.com/team-work-png/
https://creativecommons.org/licenses/by-nc/3.0/
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Other Considerations

Building/real 
estate/construction 

committee
Owner’s rep

Public 
relations/government 

consultant
Legal counsel

36



Six Elements of a Successful Campaign
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Element 5: Systems and Staffing

This Photo by Unknown Author is licensed under CC BY-NC
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Six Elements of a Successful Campaign
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Systems – What is needed? 

This Photo by Unknown Author is licensed under CC BY-NC

https://courses.lumenlearning.com/suny-monroecc-orgbiochemistry/chapter/the-periodic-table/
https://creativecommons.org/licenses/by-nc/3.0/


Element 5: Systems and Staffing
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Systems
• Fundraising database actively managed; gift tracking

• Monthly reconciliation between gift income and finance data

• Gift acceptance and donor recognition policies

• Gift agreement letter

• Time management

• Task management

• Development office and organization communication systems

• Culture of philanthropy



SAMPLE MONTHLY METRICS
ANNUAL 

TOTAL 
MTGS

# SOLICITS 
ANNUAL

# GIFTS 
ANNUAL

$ 
ESTIMATE *

YEAR 1 JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
Modest Effort 0 0 0 0 4 4 4 4 4 4 4 4 32 11 5 $50,000
Energetic Effort 0 0 0 0 8 8 8 8 8 8 8 8 64 21 11 $150,000
Dedicated Staff 0 0 0 0 4 4 4 4 13 13 13 13 68 23 12 $160,000

YEAR 2 JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
Modest 4 4 4 4 4 4 4 4 4 4 4 4 48 24 12 $150,000
Energetic 8 8 8 8 8 8 8 8 8 8 8 8 96 48 24 $320,000
Dedicated Staff 13 13 13 13 13 13 13 13 13 13 13 13 156 78 39 $450,000

YEAR 3 JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
Modest 4 4 4 4 4 4 4 4 4 4 4 4 48 24 12 $200,000
Energetic 8 8 8 8 8 8 8 8 8 8 8 8 96 48 24 $450,000
Dedicated Staff 13 13 13 13 13 13 13 13 13 13 13 13 156 78 39 $600,000

* Gift amounts in the first year are $10,000. In the 2nd & 3rd years, a combination of $10,000, $25,000, $50,000 and $100,000.

FUNDRAISING MEETINGS*

Monthly/Annual Metrics

Element 5: Systems and Staffing
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Staffing 
• Is there ever enough? 

• What’s the current fundraising 
staffing? 

• What’s needed for a successful 
campaign?

Element 5: Systems and Staffing
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Can fundraising costs 
be capitalized?

o Yes
o No

Poll Question 2
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This Photo by Unknown Author is licensed under CC BY-NC
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Accounting For Your Campaign
• Donation tracking

o Restrictions
o Inkind

• Pledge commitments discount
• Capitalization of costs

o Construction
o Interest
o Overhead

• Release of restriction

43



Six Elements of a Successful Campaign
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Element 6: Timing

This Photo by Unknown Author is licensed under CC BY-NC

https://courses.lumenlearning.com/suny-monroecc-orgbiochemistry/chapter/the-periodic-table/
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Element 6: Timing
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What factors do I need to consider regarding timing? 
• Renovation needs? 

• Property purchase? 
• Urgent program needs? 
• Other? 
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Element 6: Timing
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Cash flow
• Set goal of funds to be raised prior to groundbreaking (if 

campaign is for new building)
• Debt considerations

o Timing of pledge payments
o Funding of project through debt

 Likely will need projections for bankers

47
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Poll Question 3
• Do you have the resources and skills on your finance team to 

support a capital campaign?
o Yes
o No
o Maybe

48
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The Capital Campaign Feasibility Study
or

“Planning Study”



The Capital Campaign Feasibility Study
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Why do it? 
• Determine how much money can be raised

• Determine community and donor interest in project

• Build and test a strong case for support

• Begin cultivation of top donors

• Determine when to start your campaign, how much it will cost 

and required staffing

• Get fundraising campaign engine in working order



The Capital Campaign Feasibility Study
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Outcomes
• 15-60 interviews

• Lots of notes on the Case

• Reality check on $$

• Reality check on excitement factor

• Report to the board on findings, recommendations and next steps
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Did you find the information in 
this CLA webinar helpful to you 
and your organization 
or business? 
• Yes
• No 

Poll Question 4
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Let’s Stay In Touch!

Website: www.hellerfundraisinggroup.com

Phone: 212.328.0598

Email: Peter@HellerFundraisingGroup.com

Free Tools

+ Major Gift Toolkit
+ Natural Networks Worksheet
+ Donor Communications 
   Calendar 

Just Released: 
Campaign Projection Tool
(Email us!)
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CLAconnect.com

CPAs  |  CONSULTANTS  |  WEALTH ADVISORS
©2024 CliftonLarsonAllen LLP. CLA (CliftonLarsonAllen LLP) is an independent network member of CLA Global. See CLAglobal.com/disclaimer. 
Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC, an SEC-registered investment advisor.

Thank you!

Mona M. Birchfield, CPA
Principal
Mona.birchfield@CLAconnect.com
(571) 227-9546

Jane Wochos, CPA
Principal
Jane.Wochos@CLAconnect.com
(414) 238-6734
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https://twitter.com/CLAconnect
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