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Jeri Alcock, Senior Partner

Number of Campaigns— 30

Fundraising Experience —29 Years

Prospect Analytics—10 years
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3 Traits of Successful Campaigns

Math Momentum Magic
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Key Questions to Ask

How will a campaign support the vision and strategic plan?

Is this project compelling to donors?

What goals do we want this campaign to achieve?
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Phases of a Campaign

Capacity 
Study

3 months

Feasibility 
Study

3 months

Quiet 
Phase

6 months to 2 
years

Public 
Phase

 6-8 months

Strategy & 
Readiness

1-2 years

Campaign 
Plan & Prep

2 month

Secure 70-90% of 
goal

Secure modest & mid 
level gifts

Refine details, case, 
collateral, & staffing





Campaign Goals: Informed, not Arbitrary

Potential SEC Insiders/
Stock Wealth
 HH holding publicly-traded stock 

34

Leadership Giving Potential
Prospects who gave major gifts elsewhere

$500,000 or more

19 households

$100,000-$499,999

83 households

1,033 Planned Giving Potential
Prospects identified as ideal candidates 

for planned giving

$500,000 or more

221 households

$100,000–$499,999

812 households

199 Potential 
Foundation/DAF
Households that include foundation 
influencers and decision makers

Untapped Potential

For every $1 contributed to your org, 
donors contributed $25 elsewhere

$1 : $25

Shared Causes
Largest gifts your donors 

made to other organizations
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Campaign Scenarios

Scenario 1: Phased Approach (Moderate Risk)

● Phase 1 ($1.5M / 2-3 years): Essential renovations

● Phase 2 ($1.5M / TBD): Program space, outdoor improvements, community features

Scenario 2: Infrastructure First (Lower Risk, Long Term Payoff) 

● Fund renovations with endowment or reserves

● Strengthen annual and mid level giving, invest in staffing

● Launch planned giving program to rebuild endowment

Scenario 3: Traditional Campaign (Highest Risk) 

● Pursue $3M in 3 years (requires immediate lead gift and high profile chair)

● Strengthen annual and mid level giving, invest in staffing

● Launch planned giving program to rebuild endowment
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Questions?

 

Rose City Philanthropy partners with 

nonprofit and government organizations to 

create enduring assets that transform lives, 

families, and communities. We combine 

decades of resource development expertise 

and forward-thinking fundraising practices 

as we work alongside our clients to create 

the change that they want to see in the 

world. Together, we’ll build a community of 

believers, advance your mission, and find 

your greatest champions.



Kathy Swift

Senior Vice President 

Heritage Bank

kathy.swift@heritagebanknw.com

mailto:kathy.swift@heritagebanknw.com


Bank Financing

• What is your organization’s risk tolerance?

• Have you had or do you have debt on your 
balance sheet?

• What does a bank look for in a facility financing?

• What are your financing options?



Financing 
Options

Loan Types

Type Key Feature Why you would select this?

Capital Campaign Loan

Three to Five Year Maturity
Based on Committed Pledges

Interest Monthly & Principal 
Repaid when donor makes 

payment

Accelerates when you can 
break ground on construction

Construction Loan

Bank monitored drawdown of 
principal based on 

construction payments, 
Interest accrued and paid from 

interest reserve during 
construction

Bank will most likely require 
this to manage its risk that you 

have sufficient funds to 
complete construction

Permanent Loan / Mortgage

Maturity of 10 years or more
Amortization schedule of P&I 

Payments of 10 to 30 years 
depending on Property Type

If your capital campaign is less 
than the construction costs 
AND you have ongoing cash 

flow from operations



Financing 
Options

Loan Types 
Continued

Type Key Feature Why you would select this?

Line of Credit

Short term debt facility to 
cover operating shortfalls 

during construction or early 
years of operations

Only have debt outstanding 
when needed, For 

emergencies or as an 
“insurance policy”

Mezzanine Debt, CDFI’s,
Stakeholder Loans

Typically subordinated to 
Bank’s “Senior” debt, more 
patient lending terms than 

bank debt

When Bank debt offered is less 
than the financing need, these 
debt types become the way to 

“fill the gap”

Tax Exempt Financing

Using State / Federal Tax 
Exempt Interest Rate  - much 
lower interest rate, but much 
higher fees, longer process to 

get to loan closing

A lower interest rate reduces 
your Debt Service, which 
allows for a higher loan 

amount



Debt Capacity

Bank’s 
opinion

Your 
opinion

What is the range of debt 
that a lender feels 
comfortable providing 
you?

What is the range of debt 
that YOU as an 
organization feel 
comfortable taking on?



By the 
numbers

Ratio / Concept Ideal Range Definition

Historic Cash Flow Positive, Covers needs and 
allows growth, predictable

Banker definition is Net 
Unrestricted Operating Earnings 
PLUS Depreciation and Interest 

Expense

Projected Cash Flow
Positive, allows for slower than 
planned growth as well as rapid 

growth to new capacity
Same as above

Debt Service Coverage Ratio
DSCR

1.25:1.0 or greater
   Must be over 1.00:1.0 always

Net Unrestricted Operating 
Earnings before Depreciation 
divided by Debt Service (P&I)

Loan to Value
Depends on Property Type, 
Interest Rate environment, 
Business Revenue Model

Loan Amount divided by 
Appraised Property Value

Liquidity
Unrestricted Cash and 
Investments, Operating 

Reserves
Journal article

Leverage Depends on Business Model
Debt Facilities (including 

unused Lines of Credit) / Total 
Assets



Rowing in 
the Same 
Direction

How to execute well on  
your Facility Financing

Educate 
Have your board and key staff understand the types of 
debt you might use AND come to consensus on your 
risk appetite

Find the Right Partner for the Financing
Nonprofit commercial loans are not standardized and 
the Bank you select makes a huge difference

Timing
It always takes longer than you think it will, be ready to 
adjust constantly as the financing “puzzle pieces” 
come together

Communication
Keep the whole team informed!  Listen to what your 
lending partner is saying…and NOT saying…really 
listen!

Don’t do this one thing…
The danger of “if we start to build it, they will come…” 



Questions?
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