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ADVANCEMENT
“Advancing the Mission”

Strategy and Operations
• Advancement Operations
• Constituent Relations
• Communications/Branding/P

ublic Relations
• Volunteer Management
• Strategic Planning
• Research
• Stewardship

Revenue
• Enrollment Management
• Special Events
• Annual Fund
• Major Gifts
• Capital Campaign
• Planned Giving

Annual Fund



Strategy and Operations
• Advancement Services
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• Communications/Branding
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Core Components of a 
Comprehensive Advancement 

Program 
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St. Pius X High School, Festus, MO

• Annual Fund 2011-12 $77,362    338 donors
• Annual Fund 2012-13 $68,715    343 donors
• Annual Fund 2013-14 $75,502    308 donors
• Annual Fund 2014-15 $177,458  664 donors
• Annual Fund 2015-16 $201,322  674 donors
• Annual Fund 2016-17 $222,018  782 donors

Retention is at a record 69% (vs. 51% in 2012-13)
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Oakland Catholic High School, Pittsburgh, PA

• Annual Fund 2011-12 $62,572    271 donors
• Annual Fund 2012-13 $80,986    360 donors
• Annual Fund 2013-14 $90,708    534 donors
• Annual Fund 2014-15 $145,382  495 donors
• Annual Fund 2015-16 $164,466  596 donors
• Annual Fund 2016-17 $194,096  697 donors
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Annual Fund – In ThreeYears

Kellenberg Memorial High School, NY
• $347,541 in Year #1 (2014-15)
• $563,254 in Year #2 (2015-16)

• Including a $75,000 Day of Giving in April
• $618,291 in Year #3 (2016-17)

• Including a $111,942 Day of Giving in April
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The Fund for Xaverian
• $75,000 in 1995-96; $1,350,000 Raised in 2016-17; 2,433 donors
• Alumni (17%)

– Top classes for participation: 2015 (39%) 1985 and 2007 (31%) 2005 (24%), 
1975 and 2010 (24%)

• Current Parents (63%)
• Parents of Alumni
• Board and Former Board (100%)
• Grandparents ($65,450)
• Faculty and Staff (90%; $44,146)
• Senior Class Gift Program (41%)
• Senior Parent Gift Program (54% made a gift)
• Direct Mail Solicitations
• E Solicitations
• Phonathon – primarily parents (who received financial aid) and current 

students
• 60+ members of the Fund for Xaverian Leadership Committee
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What is the Annual Fund?

• Annual Giving – aimed at securing unrestricted gifts for current operations, 
but may permit/encourage gifts designated for specific programs within the 
operating budget.

• The Annual Fund – specific type of “annual giving” vehicle

• The Annual Fund is conducted over a twelve month period – coincides with 
the start and end of the fiscal year (not December 31), multiple appeals and 
multiple constituents.  

• Has some component of personal solicitations, direct mail, phone and on-line 
giving.  

• Dollar goal to it.  Internally planned and externally executed.
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Annual Giving Program:

Annual Fund $500,000
Golf Tournament $100,000
Gala $300,000 
Memorial Gifts $15,000
Total Annual Giving $915,000
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Annual Fund/Giving
• For the ongoing work of the school to 

sustain mission.
• The frequently asked for gift.
• A quick decision.
• Cerebral (“I’ll go ahead and do this”).
• Best done by a personal visit.
• Can be solicited alone.
• No need for professional help.
• Spouse not always necessary for 

presentation.
• Volunteer can handle.
• Can often be done on first visit.
• Out of income.
• Cash gift for one year (annual)

Major Gifts
• For endowment, special equipment, building 

programs.
• Infrequently asked for, but 10 to 25 times the annual 

gift.
• More time is needed.
• Visceral (great joy in making the gift).
• A personal visit is always required.
• Best done in pairs, or more.
• Might need an attorney/accountant.
• Spouse should be there.
• Might be done with CEO or team member, with 

volunteer.
• Might require two or three visits and follow-up.
• Out of assets.
• Extended over three to five years.
• For the good it does in the life of the donor.
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• The Annual Fund is the cornerstone of the advancement program
• Annual Fund growth needs to be strategic – incremental growth in     

the Annual Fund is no longer an option

• Annual Fund is volunteer lead and staff executed.  Good annual 
fund programs involve many, many volunteers

• A program that regularly solicits repeatable, replaceable, or 
predictable gifts from all of the institutions publics or 
constituents.    Everyone is asked – but in segments.  How?  It 
depends – on the segment.

• Are they asked once a year for a gift? No - repeatedly.  
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Role & Importance of the Annual Fund

• Primary Avenue for Partnering in your Mission
• Establishes and Sustains a Spirit of Connectedness
• Provides for Philanthropic Growth Over Time
• Can be Seen as a Catalyst for Further Cultivation
• Establishes a Means for Prospect Identification
• Provides Strategic Resources for School 

Improvement
• Creates a Sense of Purpose - Shared Responsibility
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Messaging/Marketing the Annual Fund
• Not an Annual Appeal
• Not a Christmas Letter/Solicitation, etc.
• Not an Alumni Fund/Appeal
• Not Special Event Income
• Not One time Appeal
• Not a Pledge, but a Commitment 
• Multiple Constituencies, Multiple Appeals
• Year Long Strategy
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• Data Drives Strategy – Database Management
• Volunteer Involvement Inspires Investment
• Creating a Consistent Identity to the Annual Fund

• Letterhead, Commitment Forms, Communiqués  
• Segmentation for Success

• Renewals, Recaptures, Increases, Invites, Transitions
• Reporting Methods
• Establishing Dollar and Donor Goals
• By December 31, you should be at 65-75% of your goal in cash and 

commitments. “Front loading the Annual Fund”

Planning the Annual Fund
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Volunteer Management & Leadership

•Identifying, Recruiting and Training Volunteers
•Annual Fund Leadership Committee
•Volunteer Resource Manual
•Consistent and Constant Communication
•Messaging Success Inspires Responsibility
•Acknowledgement and Recognition
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Segmentation = Grouping Prospects by a Desired Result
Renewals - Recaptures - Increases – Invites – Transitions

 By Constituent 
 By Year of Graduation
 By Geographic Region
 By Sex
 By Educational Background
 By Occupation
 By Activity or Involvement
 By Historical and Consistent Giving
 By Potential Giving or,
 BY MULTI-TIER – Build Segments Around Opportunities
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The President’s Leadership Society should be highlighted 
separately from the general giving societies.

The President’s Leadership Society is comprised of lead benefactors to 
the Annual Fund who, through their generosity, demonstrate a 
commitment to the ideals and mission of Catholic High School.  
Membership in the society is open to all individuals, companies, and 
foundations that make a gift of $1,000 or more to Catholic High 
School.  Annually members are invited each fall to a reception hosted 
by the President and the Board of Advisors and the school leadership 
team.  We remain grateful for the leadership support offered by all 
who are members of The President’s Leadership Society
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The President’s Leadership Society:
Gifts of $50,000 and above Partners in the Mission
Gifts of $25,000 to $49,999 Presidential Circle
Gifts of $15,000 to $24,999 Philanthropic Circle
Gifts of $10,000 to $14,999 Benefactor’s Circle
Gifts of $7,500 to $9,999 Leadership Circle
Gifts of $5,000 to $7,499 Founders Circle
Gifts of $2,500 to $4,999 Black, Green and Gold Circle
Gifts of $1,000 to $2,499 Viking Circle

General Giving Levels:
Gifts of $500 to $999 Black, Green and Gold Club
Gifts of $250 to $499 Viking Club
Gifts of $100 to $249 Century Club
Gifts up to $99 Contributors Club
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Annual Gift # of Gifts 
Needed

Total Gift Cumulative 
Total

$25,000 1 $25,000 $25,000

$10,000 4 $40,000 $65,000

$5,000 16 $80,000 $145,000

$2,500 24 $60,000 $205,000

$1,000 100 $100,000 $305,000

$500 100 $50,000 $355,000

$250 200 $50,000 $405,000

$100 and below 2500 $45,000 $450,000

Annual Fund – Gift Table is a Must



Annual 
Fund 
Gifts

Year #1 Year #2 Year #3 Year #4 Year #5 Year #6 Year #7
GOAL

$25,000 1 2 3

$10,000 2 2 4 6

$5,000 3 5 7 11 16

$2,500 1 2 6 11 18 24

$1,000 12 13 24 35 65 75 100

$500 21 23 26 35 65 75 100

$250 35 2 39 80 90 160 200

$100 142 157 276 420 480 700 1,000

Below
$100

841 718 828 1,534 1,750 1,636 1,500

Annual Fund – Growth Chart



Solicitation Strategies
Personal Solicitation
• Prospect Rating and Screening Strategies
• Defining Top 10, 50 or 100 Prospects
• Solicitation Team Recruitment and Training
• Staff Solicitation vs. Volunteer Solicitation
• Solicitation Materials
• Reporting Methods
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Solicitation Strategies
Successful Tactics for Upgrading
• Keep donors giving annually
• Progressively engage your donors
• Solicit UP
• Pamper your first time donors

– The first gift is the hardest to get
– The second gift is the next hardest to get
– 50% of all first time donors never give again 
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Solicitation Strategies

Direct Mail
• Identity Pieces
• Annual Fund Theme
• Target Constituent Strategy
• Coordinated Timing via Comprehensive Calendar
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Solicitation Strategies

• NOT just a list of giving levels
• Branding, collateral (brochure, letterhead, nots 

cards, solicitations, invitations)
• Events and Communications 
• Recognition
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Ask for an Increased Gift
• Use a specific amount
• Ask for a percentage increase
• Use tailored gift strings in the direct mail

– $100 Donor Last Year
• This Year asked for 20%, 10% or same as last year

• Ask over the phone or in person
• Solicit for the gift club/next tier up
• Ask for a multi year pledge (monthly/yearly)
• Ask for a specific initiative (Challenge Match)

ICSC’s 55th Annual Conference





















ICSC’s 55th Annual Conference



ICSC’s 55th Annual Conference



“Sustaining Donors” Program
First year: 5% of donors signed up. It is now up to 135 donors (9% of total) to the 
annual fund and a total of $5,000 per month. 

Gifts range between $5 and $150 per month, but most are in the $20 - $50 range. 

The majority of our sustaining donors have their credit card charged every month, 
but 27% have chosen EFT. All receive an income tax receipt each December and an 
ask to increase their monthly installment, which the majority do. The school 
recently found that when they have to contact credit card donors for a new 
expiration date, they usually also increase their monthly installment, without us 
asking!

The key to starting a program like this is really advertising and making the option 
available on every gift form - quite a few of our sustaining donors have signed up 
on our online form. 

ICSC’s 55th Annual Conference



Do you have a 
Senior Class Gift Program?

Class of 2010 has 24% participation
Class of 2007 has 31% participation

Senior Class Gift Program









•School Identity
•Logo
•School colors
•Address, Web and e-mail

•Your letter – please take ideas from 
other samples but make your letter 
unique
•Customized to constituency group
•Positive Opening – esp. in Sept
•Creating a “case for support”
•Call to Action
•Bold a Critical Sentence
•P.S. with a Call to Action
•Facebook url
•Tax deductible language
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•School Identity
•Logo
•School colors

•Donor Contact Information
•Thanking them for last year’s gift and remind them 
how much they gave.
•Suggested gift amount
•Review your giving society
•Review your giving levels
•Photos

•Happy smiling children
•Good quality photographs
•Signed releases for all minors

•Clear giving instructions
•Collect e-mail address
•PERSONAL NOTE FROM PRINCIPAL IN 
BLUE INK!!!!
•Remind donors of Corporate Matching
•Planned giving
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Matching Gifts
•Bishop Feehan - $100,000 in Matching Gifts
•Data is key.  How do we keep business 
information up to date?
•Matching Gift Brochures from HEP
•On Line Matching Gift Look Up
•Matching Gifts Proof Sheet/Annual Report 
Recognition
•Top Ten Listing; The Presidents Cup
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Phonathon
• Recruiting, Training, Managing Volunteers 
• Determining Phonathon Audience
• Coordinated Timing to Maximize Phonathon 

Results
• Tracking and Monitoring Phonathon Results
• Outsourcing the Program
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• Stewardship
• Pamper First Time Donors Especially
• Tailored, hand signed acknowledgment letter  

from President/Principal
• Thank a thons
• Seven ways to thank a donor
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• Stewardship
• Reward Loyal Giving

– Acknowledge long time giving – let them know 
you notice and appreciate it

– Donor recognition list – Consecutive Giving (star 
for every 5 consecutive years)

– Create a Loyalty Gift Club
– 10% of your donors= 90% of your dollars
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Annual Fund
Challenges

ICSC’s 55th Annual Conference

1. Competition growing rapidly
a) We need to be sharper , more refined in our messages

2. Not on message
a) Schools are not simply moving forward with strong 

comprehensive communications action plans
b) Have you done any market research to better understand 

their audiences or test the effectiveness?



Annual Fund
Challenges

4. Volunteer burn out
a) Data regarding trends on younger people not volunteering 

like their old counterparts.  Re-cycling volunteers.  
5. Broadening our definitions require us more knowledge

a) “Donor”, “friend”, “sustainer” have been replaced with 
“investor”, “partner”, “stakeholder”

6. Were not keeping up
a) Minimal annual fund growth is actually a loss when 

compare to market growth and cost of living
7. Lapsed donors is still a huge negative trend

a. Recycling donors costs at least 5 times as much to regain 
them as it does to attract them in the first place

ICSC’s 55th Annual Conference



What is your Annual Fund Retention Rate?

National Average: 67% (per Ruffalo Cody)

Archbishop Wood:    37% to 32% to 37% to 49% to 70%
Bishop Maginn:    79% to 75% to 72% to 75%
St. Hubert’s:    48% to 54% to 54% to 70%
Little Flower:    81% to 79% to 79% to 74% to 79%
Bishop McDevitt:  63% to 74% to 80%
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Annual Fund
Challenges

7. Annual giving looked upon as entry level
a) Perception of entry level position as the Director of 

Advancement/Annual Fund – turnover can kill a program
8. Lack of focus on and protection on the agreed upon plan

a) New things/events are exciting and tend to attract inordinate amounts of 
time, energy, commitment in lieu of much needed investment and 
revitalization for well thought out and planned annual fund program

9. Direct marketing changes
a) Phonathons – caller ID and do not call
b) Schools must begin to use advanced techniques in their direct mail 

programs – targeted ask amounts, “segmentation” and “personalization” 
matters
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Annual Fund
Challenges

10. Forgetting the basics
a) Attention to your donors (80/20 to 90/10 and maybe 95/5)
b) Capturing and managing your data input
c) Understand the power of outcomes, dashboards, reports and 

donor relations
11. Business skills are key

a) Running the Annual Fund like a business but our mindset is 
not geared towards creating plans, analyzing data, 
segmentation, setting priorities, etc
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Annual Fund
Opportunities

1. Computerized database management has permeated our 
education world
a) Better access to reasonably priced donor data base 

management (Raisers Edge)
2. Donor service (advancement services office) has taken off

a) Keeping donors happy, maintaining high levels of 
constituent satisfaction, notes, phone calls, etc.

3. Schools are hungry and asking for specific amounts of money
a) People need to be asked for a specific annual fund gift
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Annual Fund
Opportunities

4. Individual gifts are key
a) Giving by individuals still remain the largest portion of annual fund 

dollars
5. Giving has leveled in many schools

a) Schools can always expand their constituencies
6. Donors expect outcome reports

a) Donors are more savvy and recognize the need to receive periodic 
reports, personalized communiques on the value and outcomes of 
their annual fund investment

b) Must be a mix of communications that both tie to left brain thinkers 
(numbers, facts, figures, concrete data about outcomes and 
successes) and right brain thinkers (human interest stories, heart 
tugging words, photos and visual representations)
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Annual Fund
Opportunities

7. More balance is taking place
a) Special events don’t drive the program.  Events run their 

course/limited life cycle
8. Segmentation is key

a) Increases
b) Renewals
c) Recaptures
d) Invites
e) Transitions
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