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What does it take to raise $15 million? 

 
Any campaign is winnable: if the numbers add up over time. 

 
Your non-profit has decided on a capital campaign and the goal is $15 million.  But do 
you really understand what it takes to raise $15 million?  Consider the following: 

 
• Gift chart. The critical first step is creating a gift chart which gives you a pretty good 

idea how many donors are needed – and at what levels – to land that campaign 
goal.   

 
Your organization needs to declare your own assumptions within the gift chart: do you 
assume you will make two asks to land one gift? Or one gift for every three asks?  This is 
your close rate. 
 
The quiet phase raises the bulk of the funds. Most campaigns won’t launch into a 
public phase until 60-70% of the funds are raised; this shows momentum.  
 
In this example of the quiet phase gift chart for a $15 million campaign, 26 gifts and 57 
prospects are required to raise about 61% of the total, at a close rate of just over 1:2. 
	

	

Build your expertise through Virtually GLOBAL’s™ Shared Brain™ tip sheets. 
Learn how to plan for a successful capital campaign. 
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o Lead gift. The importance of a lead gift cannot be overstated. Most 

campaigns look for 10 – 15% in a lead gift, so on a $15 million goal, $1.5 
million to $2.25 million. The above gift chart illustrates a $3 million lead gift, or 
20%, which required only one prospect. If you conducted a feasibility study to 
gauge the market’s appetite for giving to this campaign, and once the lead 
gift is confirmed, you can adjust the numbers to align with the interest 
uncovered in your feasibility study and your fundraising track record close 
rate of 1:2 or 1:3.  

 
o Quiet phase to public phase. There are good reasons for keeping the 

campaign quiet until 60% is landed, including a lead gift. This gives you three 
pieces of very good news to announce upon the launch of the public phase: 

 
1. “We are launching this campaign to impact (these) needs in the 

community.” 
2. “We’ve set a goal of $15 million, and we are announcing we have 

already reached more than 60% of the total.” 
3. “We’re excited to share we’ve landed a very generous lead gift of $3 

million from (donor name).” 
 
This launches the public phase with significant momentum, which is the energy you 
need to land many more gifts at smaller amounts. The public phase lifts you to at least 
75% of your goal. In this case, that’s 90 gifts and 180 prospects to raise $2.15 million.  
 

 
 

 
o Community phase. This phase takes you from 75% to your final goal.  It requires a 

lot of small gifts from special events, gaming revenues, direct mail, social media, 
and other methods. It requires significant effort and many, many prospects.  

 
• Qualified prospects. One of the most important indicators of a successful 

campaign is the size of your qualified prospect pool for major gifts. It unlocks the gift 
chart, how many gift officers are required and the scope of the challenge. If you 
are starting with a small prospect pool. there are four variables you can influence: 

 
o Build the base of support by increasing the number of qualified prospects 

through prospect research; 
o Improve your close rate from 1:3 to 1:2. Be more efficient in landing gifts;  
o Increase the number of asks you are making; and 
o Land more larger gifts.  The gift chart numbers are not written in stone: they 

are a roadmap which helps identify how many gifts you need to land and at 
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what amounts to	close the campaign.  However, if you successfully land a 
second lead gift, or a second $1 million gift, that impacts how your gift chart 
ultimately flows. 
 

• Full-time gift officer production. Across the board, a full-time gift officer dedicated 
to cultivation and solicitation should manage a portfolio of about 120 prospects. If 
your $15 million campaign requires over 200 qualified prospects, you need a team 
of two full-time Major Gift Officers (MGOs) working the prospects to be successful. 
Or one full-time and two half-time. As you add more qualified prospects, you’ll also 
add more MGOs to cultivate prospects. 

o ROI. Leaders often balk at the cost of fundraising, when a MGO commands a 
salary in the $100,000 range. For example, one MGO could return $400,000 in 
gifts raised, which is a 400% return on that investment. Excellent ROI. 

o Moves management. When a full-time MGO is managing a portfolio of 120 
prospects, they should be conducting 20 to 30 moves every month.  Moves 
are any interaction which accelerates the relationship, including asking for a 
gift. There are many variables at play, but this is a reasonable average.  

o Ask ratio. If your MGO is making 20-30 moves per month, that’s 240 – 360 
moves per year.  10% of those moves should be asks for gifts, which means 
one MGO should be making 24 to 36 asks every year. To deliver $400,000 
every year, 26 asks might yield 13 gifts, depending on the mix, at a close ratio 
of 1:2. 

 
So, what’s the real cost of raising $15 million? 

 
In this scenario, you’ll need: 
• 116 gifts from more than 230 prospects to raise 75% of the total, in addition to the 

community campaign; and 
• The equivalent of two full-time MGOs to work the qualified prospect list. 

 
There are many other variables to consider, including a research person, collateral 
materials such as a case for support, training, a campaign director, etc. But if you are 
considering a campaign, it’s important to be able to win it on paper first before you 
dedicate the resources to launching it in person. 
 
 
Learn more about how to plan an effective campaign from the highly experienced 
Global Philanthropic Senior Consultants on Virtually GLOBALTM. Many have successfully 
planned and executed campaigns of all sizes.  
 
Get fingertip and budget-friendly virtual access to expert, personalized fundraising 
counsel from across Canada.  
 
Let’s get started today! 
 

 

 
globalphilanthropic.ca/virtually-global 

 


