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Enlist
We identify and 

connect leadership.

Empower
We partner to build 

sustainability. 

Embolden
We encourage talent 

and leadership.

Embrace
We transform lives 
through relational 

philanthropy.

Since 1984, CapDev has been making nonprofits better 
through inclusive philanthropy consulting and search services. 

Our Mission
CapDev partners with nonprofit communities to enlist, empower, and embolden its leaders 

to embrace the transformational power of inclusive philanthropy. 

Our Principles
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About Forsyth Country Day School

▪ Founded in 1970

▪ Mission: “A Community of Learners Dedicated to Preparing Our Students for What’s Ahead” - lived 

daily through personalized instruction, cross-division collaboration, and a culture of curiosity, 

compassion, responsibility, respect, and integrity

▪ Average class size: 14, with 21 AP and 19 Honors-level courses

▪ Class of 2025: $4.7M in scholarships, 100% college acceptance to 122 colleges in 17 states and two 

countries, including Stanford, Yale, Georgetown, Johns Hopkins, UPenn, UNC-Chapel Hill, and UVA

▪ Four-time Wells Fargo Cup winner (2021–2024) as NC’s top athletic program; 16 state championships 

from 2021–2025, a school record

▪ 20+ major campus improvements in the past 6 years, including: the Niblock Center, Williams Library 

Discovery Center, Danforth Middle School, Bloodworth Family Outdoor Classroom, Legacy Track, 

Williams Family Tennis Center, Perrott Athletic Tower, and Infinity Amphitheater
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About the FCDS Campaign

For What’s Ahead:

Comprehensive Campaign for:
▪ Reimagined Williams Library Discovery 

Center with Fury Café and Fury Ltd. 
▪ Niblock Center for Intentional Living 
▪ Brighter Middle School 
▪ Modern learning spaces and programs 
▪ Raised endowed funds

Started: 7/1/19

Concluded: 6/30/24

Goal: $13M 

Raised: $13,533,851.03 



The Importance of Campaign Preparation

Why undertake a campaign?

1. To successfully raise funds to meet or exceed a 
goal.

2. To significantly increase: 
• Recognition and value of the organization
• Number and gift levels of donors
• Fundraising capacity and abilities of the 

organization
• Quantity, quality and commitment of 

volunteer leadership
• Long-term financial stability
• Build relationships and reconnect members of 

all constituencies

NCAIS 11.18.25
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Campaign Data
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Expectations of Leadership

Identify Research Evaluate Educate Cultivate Enlist

Campaign leaders are enlisted but depend on the Advancement Office:

▪Not self-governing

▪ Expect staff to fill roles

▪ Set up meetings

▪ Provide materials

▪ Manage follow-up
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Understand People

Capacity

Inclination

“We would not have made this gift if not for the campaign.”
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Process of Relationship Development Continues

▪ Developed a process for doing relational 
development, including:
▪ Relationship building
▪ Relationship repair
▪ Relationship maintenance

▪ Built cultivation and stewardship habits in 
campaign

▪ Ensure processes work post-campaign
▪ Relationship development continues

Example: regular breakfasts with campaign leader/major 
donor

“We didn’t know what we didn’t know. 
Campaign taught us.”
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FCDS Stewardship Matrix Example



Relationship Modeling:
Demonstrate mentorship
Gain & keep comfort level
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Continue the Major & Lead Gifts Program

▪ Developed robust major & lead 
gifts work in campaign

▪ Continuous work post-campaign

Example: largest current family gift 
in over 20 years came after 
campaign

Example: exceed annual fund goal 
every year since campaign started



Produce a Strong Proposal Template:
Example
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Example Proposal: pg. 1-2
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Example Proposal: pg. 3-4
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Focus on Donor Retention

▪ New donors in campaign

▪ Lagged donors returned in campaign

▪ Database grew from 600 in campaign to now over 
1,100

▪ Focus on retention: 
Stewardship matrix examples:

▪ Delivering a new alumni hat or socks to donors

▪ Initiating calls & visits

▪ Impact and gratitude reports

▪ Focused socials, i.e. Legacy Trustees

▪ Notes and photos

▪ Good way to engage board/leaders in stewardship
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Example: Donor Stewardship Matrix
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Think About Events Differently

▪Hold more smaller, intentional 
events

▪ Examples:
▪ Held first Legacy Trustees event → 

now annual (in homes or club)

▪ Held Legacy Faculty and Staff event 
→ now annual 

▪ Targeted neighborhoods 
(Brookberry)

▪ Downtown staffers (RJR)

▪ Legacy Family event
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Keep Corporate Partners Close

▪ 11 corporate partners pre-campaign 
→ 65 now

▪ Established deliberate, meaningful 
relationships

▪ Example: Novant – Signature Health 
& Wellness Partner

▪ Example: Truist – economic mobility 
funding for STEM
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Learn How Boards Operate

▪ Current board operations

▪ Advisory boards

▪Use of Board of Advisors (CEO involvement)

▪ Changes in role of the board in Advancement

▪ Example: annual fund goal-setting decisions
▪ Used data to inform decision → reduced goal to 

baseline

▪ Greatest challenge – current parents → shift focus 
elsewhere

▪ Board giving → boost to $5k each = 20% of goal
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Reduce Advancement Staff Turnover

▪ Consider your advancement team retention

▪ Reduce independent school advancement 
turnover

▪ Campaign = good team training

▪ Post-campaign benefits:
▪ Roles changed from the start to end of campaign

▪ Identified strengths of existing staff

“Where we all found our wheelhouse”

Campaign helps with process of “natural selection.”



Attraction: Cultivating an Irresistible Workplace

• Professional development
• Cross-training
• Mentorship
• STAY INTERVIEWS: Rockstar or Superstar?

Culture

Compensation

Growth & 
Support

The top reason why employees leave is CAREER GROWTH.
Source: Work Institute
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https://workinstitute.com/blog/top-reasons-employees-leave-their-jobs/#:~:text=For%20many%20employees%2C%20when%20there's,their%20needs%20and%20career%20goals.
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Consider Campaign Rhythm 

▪ K12 cadence of campaign planning cycle
▪ New initiatives/opportunities

▪ Next capital projects

▪ Endowment needs
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Flex Your Campaign Muscles

▪ Campaigns = muscle training work

▪Must continue to use muscles to maintain

▪ Ask permission for a proposal

▪ Example: current parent wanted to make 
a gift to athletics → prepared a quick 
$50k proposal

“Always be ready.”



Thank you

Andy Clifton
andyclifton@fcds.org

Allan Burrows
aburrows@capdev.com
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