Campaign Analysis and Goal Setting Worksheet

There are two ways to build your campaign:

•
Increase the number of donors

•
Increase the size of gifts

Though it would be best to achieve a combination of the two, it is usually most effective and efficient to focus your energies in a primary direction.  Which path do you choose?  The following analytical technique will help you decide:
Step 1: Review Past Performance
Meet with the person(s) who directed your company’s campaigns in the past years and ask them:

What worked best?

What were the problems?

Was each employee informed about United Way?

Was the management visible and supportive?
Step 2: Determine Potential
$_________________ x _________________ = $_________________
       Average Salary               # Employees               Est. Annual Payroll
$_________________ x _________________ = $_________________
   Est. Annual Payroll               Fair Share*                      Potential
$_________________ - _________________ = $_________________
       Potential                    Last Year’s Amount        Unrealized Potential
Step 3: “What ifs...?”
Focus: Increase Average Gift
“What if” average gift increased to $____ while number of donors remained constant?

Total Raised = New Average Gift of $____ x Number of Donors____.

Focus: Increase Employee Participation
“What if” number of donors increased to ____ while average gift remained constant?

Total Raised = New Number of Donors ____ x Average Gift $____.

What if the number of payroll deduction givers increased?

What if the amount giving by existing givers increased?

What if every employee gave $1 a week?

What if those giving $1 a week gave $2 a week?

What if the number of fair share* givers increased?

*Fair Share giving is 1% of annual base pay
