
Welcome! 

Champions for Fundraising: Enroll Your Dream 
Team!



Purpose & Intended Result
Purpose: For participants to be empowered and inspired to enroll more members of the 
camp committee/board of directors in resource development activities

Intended Results:
★ To recognize current limits and future possibilities for camp’s impact by growing your 

fundraising team
★ To understand the enrollment process, how it works, and its potential for expanding 

camp’s fundraising capacity
★ To recognize the abundance of potential Dream Team members already in your camp’s 

orbit
★ To identify an initial group of prospective team members with whom to have enrollment 

conversations
★ To develop a set of action steps to take right now to begin enrolling new members of 

your team
★ To have fun with this new concept – bringing more joy to your fundraising



Agenda
Welcome
Purpose & Intended Result
Agenda
Why Bother with Volunteers? 
The Abundance of Human Resources at Your Fingertips
The Enrollment Conversation
What is Your Dream Team? 
Using Enrollment Conversations to Build It



Veritus Group Metrics for Major Donor Programs…

• Total Dollars Raised

• # of Meaningful Conversations

• # of Stewardship Calls

• # of Asks

• Working the Plan for Each Caseload Donor

• How Did Each Donor Perform from Year to Year? 
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Clean up 
data and 
segment

Create 
POOL of 
donors

Start Discovery meetings 
to determine who is interested in 
engagement.

Use Discovery Meetings to 
Discover what people have in 
abundance (interests, ideas, 
resources, etc.) and if/how they 
want to play.

Use Info from 
Meeting to create 
a customized plan

Set a Goal and establish 
strategies and custom 
steps

Bring Marketing and Mass 
Communications into Plan, if that 
is appropriate for the donor.

Work the Plan
Bring Marketing and Mass 
Communications into Plan, if that 
is appropriate for the donor.

LIFE CYCLE OF A 
MAJOR DONOR
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BREAKOUT for 5 minutes

1. Assign a note taker.

2. Make a list of 5-10 
things you could do to 
absolutely fail at enrolling 
volunteers to be on your 
development team. 
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Volunteers: Who Needs ‘Em? 



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Secure 
Volunteers

4

Set Mtg
Agendas

1

Follow Up 
Assigned
Tasks

3

Thanking 
Volunteers

1

TOTAL 9

A One Person Development Office - Fundraising Leadership



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Donor 
Research

2

Setting up 
Meetings

2

Thank you 
notes

2

Donor 
Cultivation

4

Donor 
Stewardship

4

TOTAL 14

A One Person Development Office – Major Donor Fundraising



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Planned 
gift 
materials

2

Identify 
prospects

1

Training on 
legacy 
giving

3

Meeting 
with 
donors

4

TOTAL 10

A One Person Development Office – Legacy Giving



Hrs. per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Designing
brochures and 
newsletters

3

Content writing 
newsletters and 
press releases

4

Clean up emails 
& addresses

3

Lead camp tours 3

TOTAL 13

A One Person Development Office - Communications



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Event 
Logistics

6

Invitation 
List

2

Design 
Invitation

2

Secure 
Sponsors

4

TOTAL 14

A One Person Development Office – Events



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Draft 
Solicitation 
Letter

2

Clean up 
and 
segment 
database

4

Coordinate 
with mail 
house

2

Thank you 
letters

4

TOTAL 12

A One Person Development Office – Direct Mail



Hrs. 
per 
week

You Camp
Dir.

Admin. 
Staff

Other 
Staff

Board 
Chair

Other 
Board 
Mmbs.

Other 
Vols.

Paid
profess

Research 2

Write 
Proposals

4

Write Grant 
Reports

2

Total 8

A One Person Development Office – Grants



What if the 
resources that 

your organization 
needs 

are right at your 
fingertips?
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16Photo by Fabio Bracht on Unsplash

https://unsplash.com/@bracht?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/connections?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText














23



24

Who is enrolling whom? 
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Moved
You are in touch with what moves you about 
camp and you get them to share what moves 
them.

Inspired
They become aware of being able to somehow 
make a difference. How? By YOU helping them 
find a way that resonates for them to participate 
in your mutual shared future.  Think Abundance! 
(Don’t ask them for something they don’t have in 
abundance!)

Asked
Based on what you know about them, you invite 
them to be a specific part of it. 

They feel free to choose yes, no or make 
another offer.
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REFLECTION TIME: 3 minutes

1. Who do you know that you could 
have an enrollment conversation 
about participating in your 
development efforts? 

2. What do you think they have in 
abundance? Are you sure? What 
questions would you ask to get in 
touch with their favorite ways to 
volunteer, spend their time, and 
help camp? 

3. What are their favorite aspects of 
camp? 
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Breakout – Paired Share

What is one thing that you have 
taken away that you will do? 

Who could you ‘enroll’? 

In what??



You’ve got this! 
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