[image: image1.wmf]
Kick-Start Your 2010 RAPAC Campaign

It is not uncommon for local associations to find themselves in a fundraising “dead-end” after starting a RAPAC fundraising campaign and losing direction and/or momentum. Generally, everyone experiences campaign “slow-downs”. 

These ideas will address specific areas of action that are adaptable to your fundraising campaign. The aim of such intense focus of your time, talents and resources is helping you achieve the goals of your 2010 RAPAC campaign. 

The first area associations should focus their time, talents and resources on is:

Conduct Top Contributor Solicitations and Recruit Leadership

1. Organize key RAPAC volunteers to concentrate on your 10-15 most financially capable prospects (top producers, brokers, leadership, etc.) with outstanding giving potential. As a next step, begin cultivating the next group of 10-15 prospects beneath after you identify your first group.

2. Focus on the most potentially beneficial contributors and proceed from the biggest ‘asks’ downwards in a very serial fashion (of course, this is relative to the size and scope of your effort.).

3. As part of the solicitation strategy, ask each of these prospective contributors to serve in a leadership position on the campaign as part of their commitment. Do not just ask for money – as you will make it easy to say “NO.” Co-op these new supporters to shepherd their investment in RAPAC. Make their commitment so important that it, by itself, cannot be made without their leadership. Build a habit of ‘active support’ in these key supporters. 
