College Presidents

the new president, spouse/partner and
institutional advancement: 101
or
a few things you always wanted to know but
were afraid to ask
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Book One: the lists of tens
chapter 1: The “Ten Commandments”
of fund raising for college presidents

1. Thou shalt approach fundraising as
a holy quest to fulfill the college’s
mission, vision, and strategic plan.
2. Thou shalt demonstrate humility
about the influence of the presidency,
but use it effectively.
3. Thou shalt know thy Board as thy
family, keeping thy Board informed and
involved in thy fundraising endeavors.
4. Thou shalt be an example to others
through thine own philanthropy.
5. Thou shalt never speak ill of thy
predecessors lest thou shalt become
a predecessor someday.
6. Thou shalt honor the skills and
expertise of thy spouse/partner as a
divine gift to thee, as a partner with
thee, and as one who will always
know the truth in thy pursuit of thy
holy grail.

7. Thou shalt listen more, talk
less, prepare often, and practice,
practice, practice.
8. Thou shalt manage thy time
and respect the time of others.
9. Thou shalt respect and give
credit to thy donors, thy
development staff, thy colleagues
and thy spouse/partner.
10. Thou shalt always and forever keep thy spouse/
partner informed about the priorities, activities, and
successes of thy college so that he or she is prepared to
share the truth, if not the whole truth, with donors.

Golden rule (or the 11th
Commandment): Thy
donors giveth to
righteous people who
represent righteous
colleges, not because thy
college needs the gifts,
but because thy college
deserveth the gifts.
*Borrowed liberally from the thoughts and musings of colleagues,
spouses, and R. Bornstein’s book, Fundraising Advice for College and
University Presidents (2011).

chapter 2: The ten reasons why donors give
1.
2.
3.
4.
5.
6.
7.
8.
9.

they want to make a difference
it makes them feel good
it makes them look good
because they were asked
peer pressure
personal connection
spiritual connection
their role models give
they are impressed with an
organization’s reputation
10. because they “can”

Word origin and history for “donor”
noun.
mid -15c., from anglo- french donour, old french doneur, from
latin donatorem “giver, donor,” agent noun from past participle
stem of donare “give as a gift.”

Book Two: “Thoughts from the Trenches”
chapter 1: what we ( your advancement team) need from you
1. Make sure that individuals of

influence, including trustees,
introduce you to key donors and
persons of impact. You will gain
instant credibility by taking this step
early in your presidency.
2. Messaging is huge. Help us help you.
• How would you like to be
introduced?
• What are the 2-3 reasons why
you were chosen over other candidates?
• what specific strengths and experiences do you bring to
the presidency?
3. Time to “hit the road.” You have a short honeymoon
window in which you can introduce yourself as the
“new” president, and sometimes that can help you get an
otherwise hard-to-get visit. It’s also a great way to
start building relationships with important donors.
4. Communicate your work style with us so that we can
support you better. Until the staff “learns” you, we want
to know what you want from us. if you can make your
expectations clear and easy, we will be better able to meet
your needs. honest and open communication will occur
easier in an environment where we know what is expected
of us.

some examples:
• will you be okay if we heavily
correct a document you sent to
us to edit?
• can we suggest a whole
other direction?
• can we tell you what we
really think?
5. Be prepared to strategize messaging and timing with the
appropriate staff. You want the “biggest bang for your
buck,” and having the right message and timing can help.
6. it is helpful if you are seen and heard at everything!
this is especially true at student events and games. Get to
know your students! your efforts will be noticed and
appreciated.
7. Connect with the community
early (and often) to build positive
town/gown relationships.
8. Don’t be afraid to lean on us
when you have the fundraising
jitters. We love to help our
President understand donor
motivations and are fully invested
in you. The President’s success
makes our jobs much easier.
We are in this together!

9. Remember, that while we think
you are awesome, it may be that
someone else is the better person to
handle a particular donor. Don’t
be afraid to say “I’m not the best
person to work with this donor”
and don’t take it as an insult if we
say “we think that Person ‘X’ is the
best person to handle this donor.”
10. most important, Learn your
institution’s story early and learn
it well. you represent that story.
that story has to reside in your soul so that is a natural
narrative when you converse with alumni, donors and
friends in different ways at different times.

Golden rule:
Thy donors giveth to righteous
people who represent righteous
colleges, not because thy college
needs the gifts, but because thy
college deserveth the gifts.

Book Three: practical lists
chapter 1: Who’s on first? The roles of the “First Family”
“Fund-raising is an integral and time-consuming part of every
president’s job. While the president works closely with the
development office in garnering private support, another person
often plays a significant role in the success of a university’s
development efforts. ‘Hired’ along with the CEO, this individual
serves a major function, but frequently has no job description
and often works without a contract or remuneration. This is
the spouse/partner of the president.”
(Schultz, Michael W. The Presidential Spouse. Inside Higher Ed, 2010. www.insidehighered.com)

1. Have a plan/ strategy. Never go into a meeting “winging it.”
2. Invest in the personal connection. Most donors give to those
with whom they feel an affinity. Know which one of you
this will be in advance.
3. plan the approach and know when to “keep your powder
dry.” Also know when to “tag team.”
4. Recognize who is the better listener and note especially
to what is not being said.
5. be “all in.” if you are fully committed, it will resonate with
the donor.

“Quit worrying about
corroborating your
sources - it’s not as if
anyone’s going to take
all this literally.”

Chapter 2: Tool Kit Essentials
According to the dictionary, a toolkit is a “personal set of
resources, abilities or skills.” It also includes a list of
personal skills and qualifications your spouse/partner
and you may bring to a task.
1. Use the 80/20 rule of listening.
(Listening 80% of the time, duh…)
2. Know what drives your
donors. Read the briefs your
Advancement team provides.
3. Have a pocketful of stories that
will resonate with donors on what
their gift can accomplish.
4. Develop a specific plan for each
donor or campaign.
5. Build your “Jack be nimble” skills.
Be able to think on your feet and
recognize unique opportunities.

Chapter 3: Winning Strategies
1. Leverage “friends” who already give.
2. Be aware of your donors’ history, interests and talents
(cash may not be their only gift).
3. Partner with other organizations to extend your
reach.
4. Be creative in communications mediums yet remain true
to your institutions reputation.
5. Have relevant giving levels that will help motivate
your donors.
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“I was always a big picture kind of guy. Too busy for the small
details. I think that’s why I forgot to keep breathing.”
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