
Are you ready for 
a Capital Campaign?

Does a campaign support your mission and vision and is it tied to 
your strategic plan?

Do you have effective staff and volunteer leadership?

Do you have the infrusctructure and systems that can support a 
capital campaign?

Do you have a compelling plan?

Do you have capable and interested potential donors and investors?

Have you enlisted advice and gained consensus through a well-run 
feasibility study?

Do you have a track record of success in the organization 
(in program delivery and fundraising?)

Is there seed money to invest in the planning and execution of a campaign? 

Is there a positive culture of philanthropy in your organization?

Will you be able to stay the course throughout the campaign?
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