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Agenda

• Morning (10 a.m. – Noon)

• Basics of Donations and Philanthropy

• Lunch (Noon – 1 p.m.)

• Afternoon (1 p.m. – 3 p.m.)

• Strategic Fundraising

Cal Poly Pomona | Student Fundraising Bootcamp
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General Terminology

Term Definition

Philanthropy Voluntary giving of time, talent or treasure to improve the lives of others. 
At CPP, philanthropy helps students succeed. 

Prospect An individual, business or foundation that shows potential to support an 
organization.

Donor Anyone who makes a charitable gift, regardless of amount. Every donor 
matters. 

Annual Giving Gifts made each year that provide immediate support for university priorities. 

Leadership Gift A gift at a level recognized for exceptional annual support. CPP considers 
this a $2,500+ gift.

Major Gift A significant philanthropic investment, often transformation in nature, defined 
differently at every institution. CPP considers this a $25,000+ gift.
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Notable Governing Entities
Associated Students, Inc. (ASI)
A student-run organization that is funded by 
mandatory state fees (not tuition or state 
funding), which helps provide events, 
services, spaces and financial support to 
student clubs. 

Cal Poly Pomona Philanthropic 
Foundation (CPP-PF)
Accepts philanthropic contributions to 
advance the mission of the university. 

Cal Poly Pomona Enterprises (CPPE)
A resource generating auxiliary CPP entity 
that provides services to the campus 
community. (Ex: Bronco Bookstore, Dining). 
Provides accounting services for CPP-PF. 
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Type of Accounts You Need to Know

ASI Account (3XXXXX)
Your club’s general operating account (non-charitable money).

ASI Donation Account (5XXXXX)
Your club’s account for charitable donations held by ASI.

Philanthropic Foundation Account
A charitable fund held by the Cal Poly Pomona Philanthropic Foundation (CPP-PF)
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Show Me the Money!
ASI Agency ASI Donation Philanthropic 

Foundation

Purpose Club Operations Club Charitable 
Donations

Large Charitable 
Donations

Managed By ASI ASI CPP-PF and CPPE

Access Club Officers Club Officers Advisor, Budget 
Analyst, CPPE

Gift Size Any Amount* Under $3,000 per 
donor**

Any Amount

Spending ASI Rules ASI Rules CPP-PF Rules

*Money deposited into the ASI Agency accounted are considered non-gifts and therefore have no charitable 
contribution or tax-deductible value to the donor.
**ASI donations over $3,000 must be deposited into a Philanthropic Foundation fund. If there is no directly 
correlated club fund, gift processing will work with the appropriate area budget analyst to determine one.
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HOW A GIFT GETS PROCESSED
Refer to ASI Gift Processing Policy & Procedure Handout

Cal Poly Pomona | Presentation Title
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How a Gift Moves from Donor Commitment to Funds Available for Student Club Use

Gift
Committed

Gift
Received

Gift
Processed

Gift
Recorded

Funds
Available

Receipt
Sent

Donor 
commits

to support 
student club

Online,
through gift in-
kind process, 
check/cash 
received via  
PO Box, Box 
at SSB or in 

person at 
CTTI*

Logged, 
reviewed and 
deposited**

*PO Box 3121 Pomona, CA 91769 | University Advancement VP's Suite (3rd floor) | CTTI Bldg. 220B Rm 133
**if $3,000+ the donation will be deposited into a CPP-PF account
***If the donation was deposited into a CPP-PF account, it will not be transmitted to ASI Financial 

Entered into
University 

Advancement’s 
database for 
fundraising, 

reporting and 
donor 

stewardship

Transmitted to 
ASI Financial 
and available 

for use***

Receipt &
acknowledgment 
sent via email or 

mail

Life Cycle of a Gift
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Budget Analysts

CPP staff member that helps manage, plan and review the university's money and 
financial resources. They review funding requests, monitor spending and make 
sure departments follow state laws and school rules.

College of Business Administration
Rose Eseyan (reseyan@cpp.edu)

College of Letters, Arts and Social Sciences
Julie Froid (jafroid@cpp.edu)

College of Education and Integrative Studies
Zeida Garcia (zmgarcia@cpp.edu)

College of Engineering
Shauna Gilkinson (ssgilkinson@cpp.edu)
Maria Nino (mmino@cpp.edu)

College of Environmental Design
Sandra Gutierrez Magallanez 
(smagallanez@cpp.edu)

College of Science
Margaret Lau (mmlau@cpp.edu)

Collins College of Hospitality Management
Chitra Perera (cperera@cpp.edu)

Huntley College of Agriculture
Winnie Law (wlaw@cpp.edu)

Full list found here:
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Philanthropic Foundation Terminology

Term Definition

Donor Intent The university's commitment to use a gift exactly as the donor intended.

Unrestricted Gift A gift the university can direct to its greatest needs. (aka Bronco Fund or Dean’s 
Excellence Fund)

Restricted Gift A gift designated for a specific purpose, such as scholarships or a college. Gifts 
to clubs are considered restricted.

Scholarship Fund
Financial assistance funded by donors or the university to support 
students. Scholarships are a type of restricted fund where all the funds must 
be used toward a scholarship.

Employer 
Matching Gift

A contribution made by a donor's employer that matches the donor's gift. Many 
companies will match all or a portion of an employee's donation. Donors request 
the match through their employer after making their gift.

Fair Market Value 
(FMV) The hypothetical price an item would be sold in an open and competitive market.



1212

Ways a Donor Can Give
Online Gift
Credit/debit card donation through an official CPP giving page. The donor selects the fund 
they wish to support and receives an instant confirmation upon completion.

Cash or Check
A donor gives cash or writes a check to support your club or program. Checks should be 
made payable to the appropriate entity (ASI or CPP-PF) depending on the gift.

Gifts of Securities
A donor transfers stocks or mutual funds. The securities are transferred to the university. 
These gifts require coordination with Gift Processing and are processed through CPP-PF.

Gift In-Kind (GIK)
A donor contributes goods or equipment instead of money. These gifts follow the 
university's gift-in-kind process and documentation requirements.

Donor Advised Fund (DAF)
A donor requests that their DAF send a grant (typically as a check) to CPP-PF. Once 
received, the university processes like any other charitable gift. No receipt is sent directly 
to a donor, but they are credited as a donor when provided.
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BREAK
(10 minutes)
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Fundraising with Goods & Services

For charitable giving, goods and services are things of value a donor receives in exchange 
for their payment.

What you need to know:
• The IRS generally considers a payment a charitable contribution when it is made without 

receiving something of substantial value in return. 
• If a donor receives something in return, the donation is treated differently
• The total of goods & services will be removed from their charitable “tax-deductible” amount but 

does not decrease the amount you receive.

Examples:
• Event tickets or admission to an activity
• Food or meals 
• Merchandise or promotional item

Contact gifts@cpp.edu for review and approval to utilize goods & services 

mailto:Gifts@cpp.edu
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Fundraising with Sponsorships

Sponsorship 
A business, organization or individual provides money, goods or services to support a club, event 
or activity and receives some form of recognition, access or promotional benefit in return a.k.a. 
goods and services.

For student clubs, that might include: 
• A logo on promotional materials 
• Social media mentions 
• Tickets, meals or event admission 
• T-shirt, poster, commemorative item 

Remember: Sponsor receives something of value? Part of their payment may be non-charitable 
and will be noted on their tax receipt.

Please send sponsorship packets to gifts@cpp.edu for review and approval

mailto:Gifts@cpp.edu
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Fundraising with Sponsorships

Sponsorships with goods or services attached
• A company pays $2,500 and receives tickets to event and its logo in event program. 
• A company donates $500 at a sponsorship level which includes a t-shirt and poster.

Sponsorships without a physical item
• A company pays for logo placement on the club website. 
• A business receives social media recognition throughout the semester. 
• A sponsor is introduced to event attendees. 
• A company receives naming rights for a competition or award. 
• A sponsor is listed at a particular sponsorship level in programming. 

Charitable gifts rather than sponsorships
• A company gives $1,000 and requests nothing in return. 
• An alumnus pays for student travel without receiving recognition or access. 
• A parent donates equipment and receives only a thank-you letter. 
• A business supports the club anonymously.
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Recognition ONLY Sponsorship Example

Sponsorship Levels
Basic ($250)
Company Name or Logo featured on Team’s sponsor page

Elevated ($500)
Company Name or Logo featured on Team’s sponsor page
Company Name or Logo included on home game broadcasts
Company Name or Logo on all game preview and game results posts on social media

Premium ($1,000)
Company Name or Logo featured on Team’s sponsor page
Company Name or Logo included on home game broadcasts
Company Name or Logo on all game preview and game results posts on social media
Player of the Game named after Company and is posted on social media.
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Goods & Services Sponsorship Example
Sponsorship Levels

Basic ($1,000)
Company Name or Logo featured on signage
Company Name or Logo featured on Team’s sponsor page

Elevated ($2,500)
Company Name or Logo featured on signage
Company Name or Logo featured on Team’s sponsor page
VIP Admission for 5 into event, including t-shirt, food and drinks
FMV Total: $168.30
Premium ($5,000)
Company Name or Logo featured on signage
Company Name or Logo featured on Team’s sponsor page
VIP Admission for 5 into event, including t-shirt, food and drinks
Access for 10 into pre-event Reception
Social Media recognition
FMV Total: $336.60

No Goods & Services 
provided to Sponsor. 

Sponsor received 
admission, t-shirts, food, 
and drink with 
sponsorship, so this gets 
deducted from their 
sponsorship donation. 
Your club would need to 
provide receipts or 
quotes showing the cost 
of the goods & services
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Q&A
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One-Time CPP-PF Gift
Typically, at request of a donor

• Use the “Search for a fund” 
site: cpp.edu/giving/search

• Locate your fund and use 
the link generated when you 
select “Donate”

• If you are unsure of a fund or 
don’t see it, please contact 
annualgiving@cpp.edu 

Accepting Gifts Year-Round

One-Time ASI Gift
Typically, at request of a donor

• Visit the ASI Club Fundraising site 
and find the charitable donation link

• Direct the donor to locate your fund 
under “I want to support”

• If you don’t see your fund, please 
contact gifts@cpp.edu to have 
yours added

http://www.cpp.edu/giving/search.shtml
mailto:annualgiving@cpp.edu
https://asi.cpp.edu/services/club-services/finance-support/club-fundraising/
https://host.nxt.blackbaud.com/donor-form/?svcid=tcs&formId=754a02ac-d093-4e2f-93b9-620a44a636ef&envid=p-U8cWxcSPwE-IVTDHD3u4WA&zone=usa
mailto:gifts@cpp.edu
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Accepting Gifts Year-Round

Ongoing Gifts 
Web, socials or print

• Contact annualgiving@cpp.edu
• Generate targeted giving link for year-round use and includes a bitly 

URL and QR code.

For information regarding how to give through other means, visit our 
“Ways to Give” site: cpp.edu/giving/give-to-cpp/ways-to-give 

mailto:annualgiving@cpp.edu
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Accessing Philanthropic Funds (CPP-PF)
Know which accounts your club is using or may use

• Club specific or Department Philanthropic Foundation account (CPP-PF)

If you are new to using a CPP-PF account, start with your club advisor 
• Students do not have direct access to OneSolution. 
• OneSolution is the program we use for philanthropic fund accounting with CPPE.

Your advisor, budget analyst and account signers can use OneSolution to
• Find where your funds are located 
• View available budget and determine spending 
• Identify the authorized project (account) signers 

You should confirm
• Where are your funds and how much is available?
• Who is your budget analyst?

Need help securing your club’s expenses in a department CPP-PF account? 
• A memo can be requested from annualgiving@cpp.edu once a semester to help ensure the 

appropriate amount is allocated for club expenses.

Refer to the ASI website for information relating to accessing and spending ASI funds.

mailto:annualgiving@cpp.edu
https://asi.cpp.edu/services/club-services/finance-support/club-fundraising/
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Spending Philanthropic Funds (CPP-PF)
Create a spending plan

• Outline what your club wants to fund and estimated costs for the year

Give the plan to your advisor before making purchases. 
• Your club advisor is the approved initiator for spending and works with the budget analyst to 

move requests forward

Confirm the expense is allowable. 
• There are limits to what charitable donations can be spent on
• Refer to CPP-PF Purchasing Card Policy No. 321 and CPPE Policy No. AP 290

Get approval before you buy. 
• CPP-PF expenses may require approval from the department chair and college dean

Once approved, purchases may be made through: 
• Authorized project signer or Department P-card 
• Purchase Order or Disbursement Voucher (recommended for large purchases)
• Personal credit card for approved reimbursement  (easiest for small purchases)

You can use both ASI and CPP-PF funds but not to split a total payment. 
• Example: Conferences may have flights covered by ASI and entrance costs from CPP-PF, but 

you can’t use ASI and CPP-PF funds for just flights

https://www.cpp.edu/philanthropy/docs/financial/updated-philanthropic-321purchasing-card-policy,2026-06-18.pdf
https://www.cpp.edu/philanthropy/docs/financial/updated-philanthropic-321purchasing-card-policy,2026-06-18.pdf
https://www.cpp.edu/philanthropy/docs/financial/updated-philanthropic-321purchasing-card-policy,2026-06-18.pdf
https://livecsupomona.sharepoint.com/:b:/r/sites/advancement1/Shared%20Documents/Annual%20Giving%20%26%20Stewardship/Student%20Club%20Fundraising/Reference%20Materials/AP290.pdf?d=wa7488e75a08f4079a47f2796aca36875&csf=1&web=1&e=LwdRpX
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Best Practices
Talk regularly with your advisor + budget analyst

• Don't wait until you need to make an urgent purchase

Submit an annual spending proposal to your advisor or department chair
• Decide how you plan to use your philanthropic allocation and get approval before purchasing
• Consider allocating only a portion of your total philanthropic funds each year so you have 

resources if fundraising falls short

Ask before you buy and know which account is paying
• Never assume an expense is allowable or that a personal purchase will be reimbursed
• ASI and CPP-PF have different rules and processes, even when they’re for the same activity

Plan for processing time
• Approvals, POs, travel forms and reimbursements don't happen instantly
• Submit travel requests at least one month before the event and save the ServiceNow ticket 

number from Step 3A: Student Travel Authorization for your Step 3B: Non-Academic 
Authorization of Travel form

Document everything. 
• Keep your approved budget, receipts, ServiceNow ticket numbers and a record of spending

https://www.cpp.edu/student-affairs/studenttravel/
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LUNCH
(1 hour)
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Donor Lifecycle

Term Definition

Engagement Meaningful interactions that strengthen a person's connection to the 
university.

Cultivation Building relationships with prospective donors before asking for a gift.

Solicitation Making the actual request for philanthropic support.

Acknowledgment The formal thank-you letter or receipt sent after a gift is received.

Stewardship Thanking donors, demonstrating impact and maintaining meaningful 
relationships after a gift is made.

Impact The outcome achieved due to a donor’s generosity towards students, 
faculty, research or programs.

Fundraising is not a transaction. A donor lifecycle turns "we need $5,000" into an ongoing 
relationship with people who care about the club's success. 
The best time to build a relationship with your next donor isn't when you need their donation!
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Building a Community of Engaged Prospects

Engaging with prospects is all about communication! Consider the channels available to you:

Your audience is more than just students. Alumni still follow you after they graduate! Build your 
strategy around how people are communicating with you and vice versa. 

In-Person
Events

Conferences
Career Fairs

Digital
Discord

Substack

Social
Instagram
LinkedIn

Facebook

Email Texting

Tip: Keep a record of your community’s information (name, emails, phone, involvement) and 
add to it as you meet new people. This can become your cultivation AND solicitation list. Add 
your graduates as they become alumni.
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Communicating to Your Community

What brings interest and value to keep your audience engaged?

• Upcoming event information
• Event recaps
• Project updates
• Recent wins or successes
• Student features (spotlights, day in the life, story takeovers)
• Alumni highlight

Most of these ideas make their way to social, but don’t get put in the hands of your community. 
Take it one step further and share through another channel.

Unique Example: You meet a company contact at a career fair. Grab their business card and 
send a follow-up sharing one of the cultivation items above along with an offer to discuss further 
involvement with CPP and your club if they are interested. 

Keep the solicitation off the table, cultivate them with interest and value first!
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Case for Support

Every student organization has ideas that require resources.

Fundraising provides the financial support needed to expand programs, attend conferences, 
purchase equipment, host events, travel and serve the campus community.

Get out of the quid pro quo mindset! 

Your experiences are valuable, not what you provide to them in return. Successful fundraising is 
more than asking for money, it is about inviting others to invest in your mission.

Who we are + What we need + Why it matters + What your gift makes possible

CASE FOR SUPPORT
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Case for Support Builder

Rewrite “we need money” into “we create opportunities”

A case for support is the core story that explains why your organization is raising money, 
what the funds will accomplish, and why someone should care enough to give.

Complete the following statements:
• Our organization: We are ________________________________________________

• Our goal: We are raising $________ to ___________________________________

• Why it matters: This is important because ___________________________________

• What the funds support: Donations will help pay for ___________________________

• The impact: With your support, our organization/students will be able to ____________

You’ve now created a case for support. Think of this as your elevator pitch for donors!
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Case for Support Example (MISSA)

The Management Information Systems Student Association (MISSA) is raising $25,000 
to support our annual Information Technology Competition (ITC), a student-run event 
that brings together students from 15 colleges and universities across Southern California 
to tackle real-world challenges in AI, cybersecurity, digital forensics, business strategy and 
data analytics.

ITC gives students across business, engineering and science disciplines the opportunity to 
collaborate, apply what they have learned in a practical setting and receive feedback 
directly from experienced industry professionals. Along the way, students strengthen the 
problem-solving, communication and teamwork skills they will need in their careers, which 
provides experiences they can take directly into internship and job interviews.

Your support helps fund event materials, meals, competition logistics and more than 
$8,000 in student prizes, including $1,000 awards for each first-place team. With your 
partnership, MISSA can continue providing students with an opportunity to test their skills, 
connect with industry and build the confidence and experience to take their next 
professional step.
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Elevator Pitch (MISSA)

Management Information Systems Student Association (MISSA) is 
raising $25,000 for our annual Information Technology Competition, a 
completely student-run event that brings together students from 15 Southern 
California colleges and universities to solve real-world challenges in AI, 
cybersecurity, data analytics and more. 

These students get to apply what they're learning in the classroom, 
collaborate across disciplines and receive feedback directly from industry 
professionals. We've had past winners tell us that the experience gave them 
examples to talk confidently about in interviews and even helped them land 
internships. 

Your support will help us provide the materials, meals, logistics and prizes that 
make that experience possible for this year’s student competitors.
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Solicitation

Your case for support gives you the story and reason to give. Solicitation turns that story into an 
ask and puts it in front of your engaged audience. 

People may need to see your fundraiser more than once before they give. Use multiple channels 
throughout your campaign to introduce, reinforce and remind your audience:

Method Purpose

Email Gives you space to tell your story, explain the need and provide a giving link

Social Media Builds awareness and lets your club's network amplify your campaign

Text Creates a direct, personal way for club members to reach people you know

In-Person Explain your goal personally, answer questions and build relationships

A multi-channel approach keeps the opportunity visible and gives many chances to donate.
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Best Practices for Solicitations

Make it personal.
People are more likely to respond to people than organizations. 
Encourage club members to reach their own networks and explain 
why they personally care.

Make it specific.
"Support our club" is weaker than "Help us send 12 students to the 
national competition." Connect the ask to something tangible.

Make it easy.
Don't make someone hunt for the giving link, figure out what you're 
asking for or wonder what happens next. One message. One clear 
ask. One clear action.



3535

Examples

https://www.linkedin.com/posts/angelayoung8427_broncosgive-ugcPost-7318773942591057921-LG5t/?utm_source=share&utm_medium=member_ios&rcm=ACoAAAE1W-YBKiwRBWerQ-3g1dAGPlLw5YI67Mg
https://www.linkedin.com/posts/justine-budisantoso_cpp-broncosgive-cppalumni-share-7318771027067510785-57vd/?utm_source=share&utm_medium=member_ios&rcm=ACoAAAE1W-YBKiwRBWerQ-3g1dAGPlLw5YI67Mg
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Examples
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FUNDRAISING WITH ANNUAL GIVING
Guided fundraising with Bronco Launchpad and Broncos Give

Cal Poly Pomona | Presentation Title
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Campaign Information

Crowdfunding
Way to raise money for a project or cause by asking a large group of people to each give a small 
amount, usually through online platforms. 

Giving Day 
A short, typically online, fundraising event that rallies around shared causes. It uses progress 
trackers, matching gifts and social media to create excitement and urgency. 

Campaign Matching Gift 
A gift used to encourage others to give during a specific campaign or event. When donors make 
qualifying gifts, the challenge donor matches them according to the campaign's rules until the 
available match has been exhausted. 

Fiscal Year 
12-month period used by businesses and governments for accounting, budgeting and tax 
reporting. At CPP, the fiscal year runs from July 1 through June 30. 
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Important Dates and Events 

Event Date and Information

Bronco Launchpad* CPP's official crowdfunding platform is open to campus participants in the 
Fall semester. (Nov. 1 - Dec. 1, 2026)

Top 10 Challenge Rewards the ten philanthropic or ASI funds that receive the highest number 
of faculty and staff donations with $1,000 each. (Nov. 1 - Dec. 1, 2026)

Giving Tuesday A global generosity movement held annually the Tuesday after 
Thanksgiving. (Dec. 1, 2026)

Calendar Year End End of the tax year for donors (Dec. 31, 2026)

Broncos Give* CPP's annual 36-hour "giving day" and is open to campus participants in 
the Spring semester. (March 10-11, 2027)

Fiscal Year End End of business year for CPP (June 30, 2027)

*You can apply to participate in these campaigns
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Bronco 
Launchpad
Fall 2026 Crowdfunding Info Session
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What is Bronco 
Launchpad?

41

• Bronco Launchpad is CPP’s 
official crowdfunding platform

• Think GoFundMe or Kickstarter 
but just for Broncos!

• The perfect opportunity for you to 
engage with your network and 
raise funds
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Types of Crowdfunding

42

Research Travel for Conferences/Competitions General Need

Project Events Scholarship Support Community Partnerships



43

2026 Changes: Campaign Expectations & Recognition

43

To support successful campaigns and meaningful donor engagement, Bronco Launchpad includes the 
following expectations and recognition opportunities:

• Goal Progress Expectation
Projects that reach less than 50% of their fundraising goal may be asked to wait before taking part 
in a future campaign cycle. Our team provides check-in meetings for underperforming projects.

• 100%+ Goal Achievement Recognition
Projects that meet or exceed their goal will receive an enhanced stewardship package, including:
 

 Immediate thank you email when campaign ends (before December 4)
 Materials for handwritten thank you cards (December)
 A staff supported thank you video + email (December)
 An impact update via email or mail (Spring)
 Option to be featured in a news article (Spring)
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What to Expect

44

Complete Page
Provide at least one photo and any text 
edits you have before we push it live.

Recruit Team
Be more effective by bringing others on 
board to help with outreach

Fundraise
Prepare to spend time connecting with 
donors. It’s the most important thing 
you'll do!

Attend Training
If all the previous points seemed like 
things you need guidance on...we will 
have trainings!
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The Platform

Progress bar and goal 
with real-time updates

Giving button appears 
when project is live

Personalize with 
photos

Customizable description 
about your cause

Donor wall feature
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The Application
• Each project requires an application be submitted by September 30

• To be approved, you must have an existing Philanthropic Foundation or ASI Donation 
account on record

• Choose a realistic goal based upon the new campaign expectations and recognition levels

• 15 question application with Questions 12 and 13 being used to build the foundation for 
your page

WHAT CAUSE? 
Who are you and what do you do?
Write 1 sentence about what you do
as a program, center, club, etc. at CPP.

WHY FUND IT? 
What will donations help you achieve?
Gather 2-3 sentence that describes the 
ultimate outcome and impact of donations.
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Timeline

47

September

• Determine the what 
and why for the 
application

• Figure out Project’s 
Philanthropic/ASI 
Donation account

• Submit application!

October

• Finalize Project page

• Attend Fundraising 
Training Session

November

• Fundraise for Project

• Share and connect 
with your network

December

• Wrap-up fundraising 
efforts on Giving 
Tuesday a.k.a. the 
global giving day

• Thank donors for 
their support
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Application

• crowdfund.cpp.edu  

• Click “Apply” in top left corner 

to access the application

https://crowdfund.cpp.edu/
https://crowdfund.cpp.edu/
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Broncos 
Give
Highlights and Overview
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BRONCOS GIVE 2027
March 10 at 9 a.m. - March 11 at 9 p.m. 

36 Hours of Giving, 365 Days of Impact.

What is Broncos Give?
Broncos Give is Cal Poly Pomona’s annual 36-hour fundraising event that unites 
the campus community to support students, scholarships, programs and more.

It's fun, easy and the website features real-time updates as gifts come in.

Features exciting opportunities for donations to be doubled, which donors love!
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Matches and Challenges

CPP-wide Matches and Challenges

• Matches
• $5,000 starting March 10 @ 9 a.m. and 6 p.m.
• $5,000 starting March 11 @ 6 a.m., noon and 7 p.m.

• Challenges
• Alumni Decade Boost: $200 to the cause of an alum donation from each decade
• Power of $25: $100 to the cause of 10 donors who give $25+ 
• Faculty and Staff Bonuses: $500 boost to the cause of a faculty donation and a staff 

donation
• Student Bonuses: $100 to the cause of 4 student donations

• Leaderboard Challenges
• Most Donors: 1st place receives $1,500; 2nd receives $1,000; 3rd receives $500
• Most Dollars: 1st place receives $1,500; 2nd receives $1,000; 3rd receives $500
• Most Student Club Donors: 1st place receives $500, 2nd receives $250, 3rd and 4th receive 

$100 and 5th receives $50. 
• Runs ONLY March 10 from noon to 1 p.m.
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Important Dates

52

• A simple, high-impact way to raise 
funds for your cause.

• Captains receive a ready-to-use 
fundraising page and support.

• The application is short and due 
January 27.

• Trainings in February will prepare 
you for success.

Key Takeaways

Jan. 27: Application Deadline

Feb. 10: Initial Captain Meeting

Feb. 15-19: Captain Training 
(attend one session only)

Feb. 26: Deadline for Page Edits

March 3: Final Captain Meeting

Mar. 10-11: Broncos Give! 

Contact: Grace Johnson | givingday@cpp.edu | Teams (gracej)

mailto:givingday@cpp.edu
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BREAK
(10 minutes)
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Stewardship

Don't let every interaction with a donor be an ask.

If someone only hears from your club when you need money, the relationship can quickly 
begin to feel transactional. Your donors should hear from you much more often about their 
impact than about your need for money.

Instead, donors should hear from you between solicitations in manner where you:

Show Appreciation          Share Impact

In a sense, cultivation and stewardship are similar. To make it easier for you, re-purpose your 
exact content for each audience!
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7 Touchpoint Method
Since donors should hear from you between solicitations, the idea of 7 touchpoints between 
asks comes into play.

The "seven" doesn't need to be treated as a rigid formula. It's a useful goal that encourages you 
to have multiple meaningful interactions that aren't asking for money before returning with 
another solicitation.

What You Can Do 
Targeted Stewardship

1. Thank you note (mail/email)*
2. News Update (email) 
3. Event Invitation or Event Recap (email, text)
4. Impact update (all and a direct method)

People need to see the dollars matter!

What CPP Does 
General Stewardship

1. Gift acknowledgement (email)
2. Tax receipt (mail/email)
3. First gift of the Fiscal Year (email)
4. Summertime stewardship (varies)

*Offered as part of Bronco Launchpad and Broncos Give
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Photo Time!



5757

Thank You Note Example
Bronco Fund Thank You Note
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News Update Example
CLASS News Update

https://www.cpp.edu/class/news/2026-02-26-creativecommunities.shtml
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Event Recap Example
Philanthropy is Poppin' Event Recap Post and Email

https://www.instagram.com/reels/DcTug4izTmL/
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Impact Report Example
Bronco Fund Impact Report
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Q&A
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Share your feedback!
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THE END
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