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ABSTRACT: More and more archival administrators are turning to the private sector,
seeking funds to supplement their budgets. This article analyzes a program that has
been successful in raising a significant endowment over a relatively short period. It
builds on that analysis to describe fundamental development practices as they apply in
an archival setting. If you believe in the importance and value of what you do, and can
verbalize those feelings and your excitement about your work and repository, you can
be a successful fund-raiser.

The philosopher Horace once wrote, "Get money by fair means if you can; if not, get
money." Active fund-raising is becoming a regular component of the daily routine of
the archival administrator. Endowments and friends societies are increasingly impor-
tant to the development of manuscript repositories and archives. While few would claim
to enjoy asking for contributions, carefully planned and successful development work
allows the funding of exciting programs and creates strong ties with a network of valu-
able supporters invested in the success of the repository's programs.

The Modem Political Collections Division of the University of South Carolina's South
Caroliniana Library is relatively small. We have an ambitious collecting program and a
relatively static budget that funds two full-time staff members, archival and office sup-
plies, and other necessities. Significant private support, through endowments and direct
gifts that underwrite specific projects, is essential to our vision of Modem Political
Collections as a vigorous entity promoting the study of government and politics in
South Carolina. When the division was created in 1991, we knew that, if we were to be
successful, wewould have to develop our endowment just as energetically as we devel-
oped our collections.

Donors of collections and materials are likely prospects for monetary contributions
to support the repository. Collecting the papers of contemporary legislative leaders cre-
ates remarkable opportunities for fund-raising. Our typical donor is living, well-to-do
or even wealthy, usually a skilled fund-raiser, and possesses remarkable contacts with
people of wealth. These donors have invested themselves in our program through the
gift of their papers and their contacts with our staff. They are often willing to assist us in
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our development work by contacting prospective donors of collections, by describing
the fine services they have received with the donation of their own papers, and by
urging prospects to consider the donation of their papers. Donors may also help raise
money to support repository programs. Unless some institutional requirement prohibits
you from doing so, use the good offices of your donors for development. I have been
pleasantly surprised at the effort our donors have put into helping us solicit gifts of
papers on our behalf, and their own, often generous, contributions to our endowment.

Among my earliest donors was a retiring state legislator. We had not met before I
visited his office to have the deed of gift signed and to inventory his records. I arrived a
few minutes early and chatted with his assistant. I mentioned that some financial assis-
tance to underwrite processing costs would allow us to process the collection quickly
and conduct some oral history interviews as a component of the papers project. I casu-
ally asked if he thought his boss would be amenable to a request for funds and he
encouraged me to bring it up. I broached the idea-that he consider either making a tax
deductible contribution to our endowment along with his gift of papers or lend his name
and prestige to a mail solicitation that we would undertake-with the member. Ulti-
mately, he chose the latter route and we drafted a letter that was signed by two promi-
nent South Carolinians, one Republican, one Democrat, and sent it to a select list of family
and associates of the donor and the membership of our library's friends organization.

Five percent of those people he had listed responded to our solicitation. Develop-
ment professionals consider this a fairly high rate of return, with three percent being
closer to the norm. Gifts ranged from $25 to $1,000, and the appeal raised close to
$9,000 toward our initial goal of $12,000. The $12,000 budget included outreach com-
ponents that we easily lopped from the project. We counted the fund-raising effort a
success as the money covered a graduate assistant dedicated to the project and all the
supplies used to rehouse the collection. It also introduced the division to a number of
influential and politically aware people. But it proved the truth of a fund-raising maxim
that I have heard time and again: it is much better to target your efforts toward potential
donors of significant gifts than to expend your energies in broadcast appeals to the masses.

The definition of a major gift varies from repository to repository. Our school of law
defines a major donor as one capable of a six-figure gift. At our library, it is $5,000.
This doesn't mean that you sneer at $50 gifts, simply that your energies are aimed at
donors you believe have the potential to become supporters of your organization and
the financial capability to make a major gift. At a recent development meeting, we were
told that 72 percent of all higher education gifts come from individuals as opposed to
foundations or corporations, and that most of these gifts are from people aged 60 and
above. That is your target audience. Typically, gifts to Modern Political Collections
range from $2,000 to $10,000. Our largest gift to date is $100,000. We are rarely turned
away cold when we ask for money. This surprises me because we are often competing
with other good repositories for these collections; thus, many prospects have alterna-
tives to our library.

Clear goals and a long-term plan are essential to successful fund-raising. We inaugu-
rated a general endowment to benefit Modem Political Collections in 1995 and cur-
rently have three endowed accounts totaling slightly more than $271,000. We have
received pledges of an additional $247,000. Customarily, institutions spend a
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percentage of the income from their endowments, with the remaining fraction added to
the principal. This ensures the health of the endowment by allowing for inflation and
the benefits of growing the endowment. At the University of South Carolina, we are
allowed to spend five percent of endowed income each fiscal year. Any surplus is added
to the endowment's principal. Thus, our endowment will provide more than $13,500 for
expenditure during fiscal 2000-2001. The high returns of recent years have seen en-
dowments grow tremendously from income alone, but we also anticipate receiving sev-
eral major gifts in the next two years.

Our immediate goal for the endowment is $1,000,000. At this level, endowment in-
come will support a badly needed full-time project archivist, three graduate assistants
working half-time during the school year, and some special expenditures. Our long-
term goal is $1,750,000. At that level, the endowment will also support a research awards
program, a major annual outreach activity such as a symposium, and additional assis-
tantships. The sooner we reach these monetary goals, the sooner we can realize our
vision for Modem Political Collections.

A clear and cogent long-range plan is critical for successful development. Every time
you approach a prospective donor ("prospect" for short) with a proposal seeking a
contribution to your program, you must share your vision and plans for your organiza-
tion; strive to persuade that individual or organization to buy into your vision for your
repository; and show that the funds you seek are necessary to achieve that vision. If that
prospect is excited by your plan, he will contribute. In communicating with potential
donors, you must express your need for contributions clearly and concisely. Your state-
ments should describe the benefits that will result from each gift, and usually what
acknowledgment you will make of that gift.

The University of South Carolina is a state-supported institution. We have to combat
the feeling that we are fully supported through tax dollars. We find it a telling point in
speaking with potential donors to note that only 38 percent of the university budget
comes from tax dollars, a percentage that has been in steady decline over recent years.
That statistic is a good starting point in convincing potential donors of our real need for
private support.

Fund-raising success is also dependent on your ability to share your passion for your
work. I believe in what I'm doing and it is easy for me to speak passionately about the
future of Modern Political Collections. Also, I can show that we have been successful in
raising funds and that we have been an excellent custodian of our endowment. People
want to be associated with successful programs and appreciate seeing that early gifts
have moved the division forward in its development plan and closer to its ultimate
goals. If you are a good custodian, it is likely that past donors will make repeat contri-
butions to your program and/or become volunteers helping you raise additional monies.
Many of our donors have followed their initial gifts with subsequent, often larger, con-
tributions. Several have also played critical roles in persuading prospects who had ear-
lier turned us down to reconsider placing their papers with us.

I often make my "ask"-the formal request for a contribution-fairly early in the
relationship. When I approach people regarding their personal papers, I often talk about
the endowment and our long-term vision for Modern Political Collections. I tell them
that, while we want their collection regardless of any promise of financial support, we
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hope they will consider making a contribution that approximates our anticipated costs
in processing their collection and any special expenses we anticipate, such as those
involved in mounting an exhibit or publishing a collection guide.

Most development experts recommend that you cultivate a close relationship with
the prospect before making your request for funds. My approach is unusual but, I be-
lieve, effective. Possibly, we have enjoyed success because we: 1) typically seek amounts
less than $25,000; 2) link the amount clearly and precisely to the work we will perform
on the collection; and 3) point out that the services we offer have value. In making the
ask, I am careful to note that our donors typically underwrite the processing and preser-
vation of their collection.

Our oral history program has been a great help in developing personal relationships
necessary to successful fund-raising. We've recorded close to one hundred hours of
interviews with donors of papers and key associates. The hours spent together create
bonds that are difficult to forge otherwise in a donor-archivist relationship. You share
stories during the interview process, socialize a bit as you set up, take breaks, and take
down your equipment, and often break bread together. My relationships with donors I
have interviewed are uniformly stronger than with donors I have not interviewed. And
never underestimate the value of cultivating key associates. Often, appointments secre-
taries or administrative assistants serve as gatekeepers; you have to go through them to
get to the donor. If they believe in your program, they can be of immense help to you in
many ways. That help can range from ensuring that your calls are returned to providing
you with tips for good questions to ask during an oral history interview or stories they
have heard that should be recorded. The ties created during the oral history process are
strong and personal and provide many benefits to the archivist.

If you are part of a large organization, you will rarely work alone in development.
Your administration or development office will often be actively involved in your fund-
raising efforts. You may need to clear your prospects with a parent organization before
approaching them. Our library system has its own development officer, and she and I
work closely together and usually talk several times a week. The library's director and
our dean take an active interest in our progress, particularly in any events we plan or
media coverage we receive. If I schedule a luncheon with a prospect, I usually invite
one or more of these people to join me. Prospects are often impressed that these admin-
istrators are interested in meeting with them, and the other university representatives
make for livelier conversation. The downside of this is that, at times, you will need to
work to control the conversation and ensure that you have the opportunity to present
your appeal.

The work of a development officer has been compared to that of a Sherpa guide. The
development officer cultivates potential donors and strives to bring those prospects into
contact with people within the organization who have the status and/or expertise to
further cultivate that prospect and ultimately make the ask. The library has identified
approximately one hundred major prospects; we are careful to make sure they are in-
vited to events the library hosts and to keep them apprised of library news. Typically,
university development officers work most closely with deans. Cultivation takes time.
Our deans are encouraged to commit 50 percent of their work week to development.
Many do less. Some do more. But this points out the time-consuming nature of fund-
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raising work. And few major donors are amenable to a quick negotiation of a gift.
Significant gifts often take over a year to materialize.

Relationships with prospects capable of a major gift typically develop over a period
of years. That development continues after your receipt of the initial gift. Past contribu-
tors are prime candidates for future gifts. Many past contributors make annual or semi-
annual gifts to our endowment. Sometimes this is a result of our requesting help with a
particular project; sometimes their gifts come out of the blue. In one instance, we de-
cided not to ask for a contribution to the endowment when we solicited a collection for
fear the request might offend this particular donor. Over a year after we began receiving
the papers, without any urging on our part or discussion, we received a check for sev-
eral thousand dollars. The donor continues to make regular gifts of $2,000 to $5,000,
without our ever having asked for a contribution. Another donor completed a multiyear
pledge and immediately volunteered his intention to make an additional, substantial
gift. With a third donor, we requested and received an annual gift in the range of five to
seven thousand dollars. Our relationship has developed and we recently requested and
have been pledged a six-figure gift. So, once papers and even a generous gift are in
hand, the door does not close to future gifts. Indeed, over time, as your relationship with
the donor matures and you prove you are a good steward of both papers and contributions,
the donor's ties to and stake in your repository grow. Future gifts become more, rather than
less, likely. You may well find that these donors offer you much more than money.

Your donors of collections can serve as your most capable field representatives and
play leading roles in persuading associates to place their papers in your care and possi-
bly contribute to your endowment. It is quite easy to understand why people might not
respond to an unsolicited letter from an unknown archivist seeking their papers. The
prospective donor might not even be familiar with the placing of personal papers in a
manuscript repository or appreciate the honor the request represents. It is just as easy to
appreciate that a call from a respected associate or even a mentor will receive a close
hearing. A strong recommendation from such a person will carry great weight.

One prospective donor had politely refused an initial approach, but had not yet deter-
mined where he intended to place his papers. Since he had not selected a repository, I
continued to stay in contact with him, writing him about new collections, sending pub-
lications in which we were mentioned, and speaking with him on occasion when we
would meet at some public function. After four years with little headway, I asked sev-
eral of our donors if they would contact this person on our behalf. Shortly thereafter,
one of these gentlemen did indeed speak with the prospect at a dinner and argued that
no repository could surpass the expert services we provide. Meanwhile, our donor's
wife spoke with the prospect's wife. Both mentioned that some financial assistance
would be required along with the papers. Within a month of that dinner, we met with the
prospect and received the pledge of his papers and financial support. While our dili-
gence in maintaining contact with the prospect certainly played a small role in persuad-
ing him, I know that without my donors' good words we would probably never have
received this important collection. This kind of help has been offered to us time and
again and is invaluable. In addition to the concrete help in securing collections and
funding, this support is also terrifically rewarding on a personal level, providing proof
of the esteem in which donors of collections hold you and your program.
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Consider establishing an "advisory committee" for fund-raising to cement and for-
malize your relationships with supporters of affluence and influence. People of afflu-
ence are those who have the financial ability to make a significant contribution. These
should dominate your committee. People of influence may not be in a position to make
a significant contribution, but are associated with people of affluence and can assist
with introductions and in encouraging donations to your organization. The size of your
committee relates to the amount of money you hope to raise: the larger the amount, the
larger the committee. Typically, these committees consist of at least 12 members.

To summarize, archivists can raise private monies to support their programs. A good
development program will be time-consuming, but a strong program will benefit both
the bottom line and provide unexpected benefits in collection development and other
areas such as staff development and general support for archival endeavors.

In a Nutshell

1. Identify clear, concise fund-raising goals that relate directly to your organiza-
tional goals. Identify intermediate as well as long-term goals. You may raise money
for immediate expenditure or for endowments. Goals may range from the pur-
chase of special equipment, to reformatting a series or collection, to endowing a
staff position or annual symposium.

2. Identify and cultivate prospects able to make a major gift. Relationships take
time, but relationship building has a cumulative effect. Past donors are your best
prospects for future, usually larger, donations. People give money to people, and
your personal relationship with prospective donors is key to developing that con-
tact. Never turn down an invitation to share a meal. It creates a unique bond.

3. Take advantage of any assistance your organization or your friends can provide.
Be alert to relationships that may exist between prospects and current donors and
supporters. Also, don't forget the volunteers available within your organization.
A president, dean, or athletic coach may be available to help you if the amount
being sought is high enough. Volunteers can pave the way for your solicitation
with a call or letter, accompany you and introduce you to the prospect, or even
make the ask on your behalf.

4. You can't thank donors enough. Donors are invested in your program. Keep them
apprised of what you are doing and particularly of any progress made as a result
of their support. Consider a newsletter, either your own or piggybacking on an
existing publication, to inform and excite interest in your work.

5. Never make a promise you cannot keep and always do what you say you will do.
Remember, your current donors are a primary source of future gifts and a key
resource in encouraging their peers and associates to support your program. Do
not disappoint them. And do your best to ensure that your administration does not
make a promise that you cannot keep.
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6. It takes money to raise money and fund-raising is time-consuming. Development
costs often run between eight and 16 percent of the total amount raised. You will
incur expenses wining and dining your prospects. Working lunches are a staple of
development. Use good stationery and consider having it personalized as you see
fit. Plan on trips out of town and possibly out of state. You may even plan over-
night trips to maximize your time in a distant city, or to ensure that you arrive
fresh and on time for an early meeting away from your home base.

Conclusion

It's been said that the only thing more painful than asking for money is being asked to
make a contribution. Yet the relationships I've developed in seeking gifts to our endow-
ment have been personally and professionally rewarding and the development work
itself has helped me focus and clarify our goals for Modem Political Collections. I often
recall the words of Samuel Pepys who, on March 21, 1667, noted in his diary, "It is
pretty to see what money will do."

Additional Reading

Becoming a Fundraiser: The Principles and Practice of Library Development, by
Victoria Steele and Stephen D. Elder (Chicago: American Library Association, 1992),
is a small (129 pp.) book that provides an expert, readable, and pragmatic analysis of
fund-raising for libraries. The book is aimed at library directors and deans, but the
commentary applies equally well to administrators in archives and special collections
repositories. Some readers may remember Ms. Steele from her excellent presentation at
the 1996 annual meeting of the Society of American Archivists held in San Diego. One
key point the authors make regards the need to evaluate success on the basis of both the
total amount of the contributions received and the utility of those gifts in moving your
organization toward its goals. A minor gift to a discretionary fund may be more valuable
to the organization than a major gift that binds the organization to some activity, such as
hosting an annual reception or symposium, only marginally connected to the
organization's goals.

The Millionaire Next Door: The Surprising Secrets ofAmerica's Wealthy, by Thomas
J. Stanley and William D. Danko (Atlanta: Longstreet Press, 1996), is a popular book of
great utility to the fund-raiser, opening our eyes to opportunities and prospects we might
otherwise ignore. The book is based on extensive surveys and provides valuable in-
sights for anyone interested in development work. It points out that the wealthy are all
around us and, indeed, often look like us, shunning trappings of wealth such as fancy
homes and cars. As a fund-raiser, you must be attuned to people's potential for a major
gift. We worked with one couple who had amassed a collection of material we sought
for the library. Nothing in their lifestyle suggested they had significant means, but in
talking with them we discovered that they had accumulated property currently valued at
over one million dollars. Managing the property was becoming burdensome and they
were considering selling their holdings. They had no children and were willing to
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consider our proposal that they establish an endowment at the university. This would
ensure a lasting legacy and offer tax benefits that could positively impact their future
cash flow. This couple is typical of the "millionaire next door," in that they live below
their means and exhibit few outward signs of wealth, yet have tremendous potential as
donors.

Another recent publication of merit is Library Fundraising: Models for Success,
edited by Dwight Burlingame (Chicago: American Library Association, 1995). This
volume uses case studies to show the variety of tools available for library fund-raising.
The seventh and final chapter, "The Role of Special Collections in Library Develop-
ment," by Victoria Steele, is basically a synopsis of her earlier book, described above.

Building Bridges: Fund-raising for Deans, Faculty, and Development Officers, ed-
ited by Mary Kay Murphy (Washington, D.C.: Council for Advancement and Support
of Education, 1992) presents a comprehensive outline for developing a fund-raising
program in an academic setting. Murphy notes in her introduction, "The major focus of
the book is on the dean's and the faculty member's role in development work. A second-
ary focus is on the teamwork and synergy that develop in the best efforts among deans,
faculty members, and development officers."

Each of these books will suggest further reading, much of it in the areas of sales and
marketing.
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