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Possible Interview Questions 

1) Please explain for us your understanding of the Mission of [your organization].  [The ability to represent the full mission of [your organization] is critical.  The professionals of this organization are your representatives to a large number of important members of the community.  Thus they should know and be able to communicate the mission early on in the process.]
2) How do you see this proposed campaign benefiting/supporting/promoting that mission?

3) What steps will you [your firm] take to promote our mission?

4) How long have you been in this field and what strengths do you bring to the table?  [While time-on-the-job is not the most critical element in successful capital campaign management [someone with many years of experience may just be repeating the same mistakes], it is important as is solid experience in major gift fund-development.]
5) What is the dollar range of capital campaigns in which you have been involved (lowest to highest)?

6) What do you know about [your organization] and, if applicable, give us an overview of your service and experience with us?

7) What is your experience in social services/human service campaigns?  [There is a difference between capital campaigns for universities, hospitals, arts organizations and social service organizations.  Probe here carefully.]

8) Have you ever conducted a capital campaign in [location]? 
9) Given you are not based in [community], what would be your strategy in gaining an understanding of this city vis a vis this campaign? How would you go about it and how long would it take?

10) Have you had any campaigns that have failed or not reached goal?

i) If so, what in your opinion caused this?

ii) What did you do about it?

iii) What steps would you take to ensure we do not fail?

11) In your experience, what percentage of campaigns finish on time or earlier?   
12) How long will your feasibility study take?  [A reasonable range is 4 to 10 weeks, depending on the size of the campaign and the geography covered.]   
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13) What criteria do you use for the selection of feasibility study interview candidates?  [Look for specifics that represent a wide customized, broad cross-section of those with influence, leadership, donative ability … not just a cookie-cutter approach.]
14) What is the minimum number of interviews you think is necessary for a valid study?  [Depending on the size of the anticipated campaign, the number should range from 30 to 75.]
15) Can we have input into the questions? [Again, avoid a boiler-plate approach.  Your ability to have input will help insure a customized approach.]
16) Who [and how many] will be doing the interviewing? And, if more than one, how will you insure quality coordination between the interviewers?  [Make sure the interviewer[s] is [are] a senior member of the firm … they will be your initial interface with the community.]

17) Who will write the report?  The consulting [if you’re chosen and the consultant for the campaign]? 

18) What outcomes will the final report contain? 

i) Will it include a strategic plan on how to implement and manage the campaign?

ii) Will it make recommendations on how best to structure the campaign?

iii) Will it provide the best methodology to identify and subsequently develop donors?

iv) Will it clearly identify the key components and recommend who is responsible? 

19) From where do you find the lead gifts come – existing donors or currently unknown prospects?

20) From where do you identify and work with currently unknown prospects?

21) What percentage of feasibility studies do you complete that you do not subsequently remain as consultants for the management and control of the campaign?

22) Why do you want to be involved in this campaign?

23) What do you consider the two most critical issues of a successful capital campaign?

24) How many lead gifts will we need? 

i) From where will the come?

ii) How will you find major gift prospects for this campaign?

[It may be a little early to ask this question … play it by ear.]

25) Who will be assigned as our lead consultant and what experience do they have?

26) Will the lead person conducting the campaign be an ‘onsite’ consultant or an ‘on-call’ consultant?
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27) What are your expectations from us?

i) What will you expect from the Advisory Board (commitment of influence, time, money etc)?

ii) What will you expect from City Administration (admin. support, record keeping, gift acknowledgements, marketing, PR and promotion, etc.)?

iii) What will you expect from the Development Department (donor cultivation – major and planned gifts, donor profiling, research, etc)?

28) Explain how you will support and/or train us.  [You should look on a capital campaign as an opportunity to gain important new knowledge about fund-development and your community.  Seek campaign council who can teach and instruct as well as execute.]
29) Describe the process on how you expect to work with the Advisory Board to ensure a successful campaign (Strategic counsel only or active operational help; case for support; brochures; news releases; volunteer recruitment; job descriptions; training; donor prospect identification and cultivation; solicitation; progress monitoring and management etc.)

30) Describe how you will work to integrate the capital campaign within existing fund-development efforts?

31) What role do you see our major gift staff [current {FDD} and deferred {PGD}] having in the campaign?

32) Will you use our donor management system to identify prospects and record all cultivation efforts?

33) What process do you have to communicate the campaign efforts with the administration and staff?

34) What process do you recommend to manage the collection of pledges?

35) When a campaign exceeds the projected time goal, what do you recommend be done to retain momentum, interest and support?

i) What impact does this have on your fee structure?

ii) What impact does this have on morale and the public?

36) Describe a typical capital campaign structure that has proved successful?

37) What level of commitment is your organization prepared to give this project?

38) Name three specific things why we should select your organization?

39) Besides the fee, what is in it for you?
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General Considerations Rating
[Rate on a scale of 1 to 4 with 4 being the best/strongest]
[The Total and Average columns are for calculating the results of all evaluators.]
	Total
	Avg.

	1) Were they well prepared for the presentation?


	1
	2
	3
	4
	
	

	2) Is there a genuine interest in [your organization], our services and programs?
	1
	2
	3
	4
	
	

	3) Do they have prior experience with [YOUR ORGANIZATION] [community] or similar organizations/cities?
	1
	2
	3
	4
	
	

	4) Is there a match with our mission and culture?


	1
	2
	3
	4
	
	

	5) Are they creative? Open to suggestions? Flexible in their approach?
	1
	2
	3
	4
	
	

	6) Are they good listeners? Good communicators?


	1
	2
	3
	4
	
	

	7) Is there clarity as to what they will do and what they expect us to do?
	1
	2
	3
	4
	
	

	8) Is the proposed fee commensurate (value for money) with the work, level of expertise and amount of time needed to successfully complete the study?
	1
	2
	3
	4
	
	

	9) Are they (as a company and as individuals) the ones we want to closely work with for the next 3-4 years? Is the chemistry right?
	1
	2
	3
	4
	
	

	10) Are they capable of handling a campaign of this size?
	1
	2
	3
	4
	
	

	11) Do they have the ability to provide related services that we might need during and/or later in the campaign? 
	1
	2
	3
	4
	
	

	12) Do they demonstrate integrity and credibility?


	1
	2
	3
	4
	
	

	13) Will we be proud to tell others that we are working with this company? 
	1
	2
	3
	4
	
	

	14) Can/will they teach us about fund-development?
	1
	2
	3
	4
	
	

	15) Will they integrate the campaign within existing fund-development efforts?
	1
	2
	3
	4
	
	

	16) Will they communicate well with all elements of [YOUR ORGANIZATION] staff?
	1
	2
	3
	4
	
	

	17)  Will they use our donor management system for all donor/prospect interaction?
	1
	2
	3
	4
	
	

	
	1
	2
	3
	4
	
	

	
	1
	2
	3
	4
	
	

	
	1
	2
	3
	4
	
	



