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Project Summary Project Results

San Jose Christian School is home to 280 studentsLin Annual Financial Development Plan

preschoot 8th grade. Located in the heart of Silico t Analyzed historic giving patterns to identify major
Valley, the 51yearold school has an ethnically donors

diverse student population, reflecting the San
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students come from 100 different church tC dad o .
congregations, 3 churches officially support the reated a donor appreciation event to recognize

school. Enrollment is historically tied to the succesk major gifts and highlight their use at the school
of the local technology companies, and the student t/HYHUDJHG WKH FXUUHQW VWUXFWXUH RI WKH VFKRROTV

annual fund drive to continue raising funds

T Conducted an auction to raise funds for special
Projects

T Created a case statement to use in making requests
of major donor

population is down from a high of 350 five years agp.

SJCS has not made major fundraising a priority over
the years, as evidenced by its historic pattern of
leased campuses and small endowment. Donatio _ _ _
were typically used solely to support the general Preparing for a Capital Campaign .

budget. With exorbitant Bay Area rental rates, tuitign + Annual drive conversations provided a means of Advice Based on Successes

has increased substantially each year, and about 25% getting comiortable with soliciting funds in the t Personal contact with major donors leads to higher
RI WKH VFKRROYV H[SHQVH LV |UH same way as would be done in a capital campaign per capita giving. Soliciting funds face to face
means to think more strategically about fundraising +(QJDJHG ERDUG RI WUXVWHHV L  vyielded 52% more money from our top 6 donors.

and faclilities needs In the years ahead. vision with prospective donors and soliciting | - |
contributions I Stories of success and vision motivates new
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annual campaign, preparing for a capital campaign i\(ion?_ucted galntmg ZCt.'V't'eS V(;”tg tlru_stges” HSINg b sell the vision of the school
and planning for future facilities. an Lunen Center advisor and Calvin College T Trustees must help sell the vision of the school an

advancement staff solicit donations. The administrator should lead
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What We Have Learned

Planning for Future Facilities

T Spent significant time visioning with board of
trustees about future facilities needs

T Currently approaching 2 supporting churches
about purchasing or building a joint facility

T Considering a smaller capital campaign that wo
cover campus renovations, a multipurpose
building, and growing the endowment

Advice Based on Challenges

T Some trustees feel Ill equipped to seek donation
so harness their gifts in another part of the proce
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the administrator and key trustees must work to
build consensus as to Its value.

T Current school parents serving as trustees must
continually be reminded of the importance of
long-term thinking and planning in addition to
dealing with the matters of the moment.
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