
	 If your organization is preparing to raise funds to purchase a new piano or pianos, steinway & sons is here to 

help. Whether it be a grass-roots effort or working with your development officers and/or board, steinway & sons 

has the experience and renown to help achieve your goal.

	 A piano can evoke warm memories and stir strong emotions. Donors may give pianos to honor loved ones, 

commemorate a special event, or enhance a music program. Since these pianos can last beyond a lifetime, donors 

will feel that they have endowed a significant legacy to be enjoyed for generations to come.

	 steinways have been the gold standard of pianos since 1853. Supporters are proud to put their names on 

steinway pianos, because they know that their gift will last well into the future and that the investment will be secured.

	 The guide that follows will help you plan your fundraising campaign and effectively motivate donors as you 

begin the process of bringing the magic of steinway to your institution.

B R I N G  T H E  M A G I C  O F  S T E I N W A Y  T O  Y O U R  I N S T I T U T I O N

I N S T I T U T I O N A L 
F U N D R A I S I N G  G U I D E



K E Y S  T O  S U C C E S S F U L  F U N D R A I S I N G  F O R  Y O U R  
N E W  S T E I N W A Y- D E S I G N E D  P I A N O

1.  make the goal clear and build an effective case for support
• 	 Title the campaign so donors know what you are asking them to support—for example, “The steinway Piano  

	 Campaign,” “The boston Piano Fund,” or “The steinway Initiative.” State the specific amount that you want to  

	 raise in order to purchase and maintain the instruments you need.

2. appoint a chair and select a committee
• 	 Appoint one organized, enthusiastic person to chair your fundraising efforts and assemble a committee to 		

	 execute the mechanics of the program. (The committee can be large or small, as long as you have one person  

	 spearheading the process.)

• 	 Delegate responsibilities and assign clear, realistic goals to several people.

3.  set time limits
 • 	Announce a specific beginning and end to the campaign—for example, “The new steinway piano must be in 	
	 place by Christmas,” or, “By the start of next semester, ten new boston pianos will be in our practice rooms.”

4. make your campaign known
 • 	Spread the word to your community. Donors often emerge from the most unlikely places.

 • 	Reach out to your development officers and/or board. All ideas for approaching and soliciting donors should  

	 be thoroughly vetted with the appropriate institutional staff before proceeding. 

 • 	Build a solicitation presentation to consistently deliver your key messages.

 • 	Publicize your goal creatively. Look beyond your institution’s publications.

 • 	Consider a dramatic launch to your campaign to capture the attention of news media.

 • 	Ask a local artist or personality to serve as campaign spokesperson.

5. recognize your donors publicly
 • 	Recognize all donations (unless the donor requests anonymity).

 • 	If there is a sole donor, consider acknowledging the gift with a personalized plaque.

 • 	Photograph the donor with the piano and publish the picture in your institution’s newspaper, bulletin,  

	 newsletter,  or alumni publication.

6. use premiums and incentives to increase gift size
  • A common and successful fundraising technique is to offer incentives: with your donation of $50, you  

	 receive gift X; with donation of $100 or more, you receive gift X as well as gift Y, etc. 

		  This has two advantages: 

			   –	 It provides a subtle way to suggest donation amounts.

			   –	 If the incentives you offer are not readily available elsewhere, many people will give the necessary  

				    donation to receive the incentive.



88 keys
to reaching our

goal

	 s t e i n way  &  s o n s  and your authorized s t e i n way  representative will  assist you with the ready-to-

run fundraising programs listed on the following pages. You may combine several of these programs to reach 

your goal.  For further information or questions about s t e i n way -branded merchandise, please contact your 

s t e i n way  representative.

T O O L S  &  P R O G R A M S  T O  E N S U R E  Y O U R  S U C C E S S

	 Taking its  name f rom the  88 keys  on the 

piano keyboard, the s t e i n way  88 Keys program 

gives  your  supporters  a  concrete  way to  express 

their  appreciat ion of  piano music  and their 

des ire  to  cult ivate  it .

	 D u r i ng  f u n d r a i s i ng ,  you r  s t e i n way 

representat ive  may loan your  organizat ion the 

piano model you’re interested in purchasing. That 

way, donors can see exactly what instrument they 

are supporting. This is particularly effective when 

the  campaign culminates  on the  week before  a 

major event or holiday.

	 You  w i l l  re c e ive  a  c u s t om i z ab l e  f i ve - fo ot -

ta l l  88  Keys  poster  with  your  school  name and 

logo to  show how wel l  your  fundrais ing ef for t 

i s  progress ing .  D on or s  c an  p l e d ge  m ore  t h an 

one key or  even a  whole  octave.  Those  who f ind 

the  cost  of  a  s ing le  key  to  be  too much can team 

up  w i t h  ot h e r  d on or s  t o  pu rc h a s e  a  ke y.  E a c h 

p o s t e r  c om e s  w i t h  a  m ar ke r  t o  f i l l  t h e  p i an o 

key “thermometer”  and to  wr ite  the  name of  the 

donor next  to  it .

	 The s t e i n way  88 Keys  program is  des igned 

a s  a  fou r- we e k  pro g r am ,  an d  we  re c om m e n d 

r u n n i ng  i t  for  n o  l onge r  t h an  s i x  we e k s .
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 	 The s t e i n way  Build-a-Piano website service allows you to build a ready-to-use page for your organization 

to  raise  money for  your  s t e i n way  piano.  The website  is  ent ire ly  customizable  and a l lows you to  instant ly 

collect credit card donations for your fundraising campaign. Contact your s t e i n way  representative to learn 

more about this free service.

T H E  S T E I N W A Y  B U I L D - A - P I A N O  W E B S I T E

D E M O  S C H O O L’ S  S T E I N W A Y  F U N D

The mission of “Demo School” has been and always will be to provide the best quality music education to our students. 
Purchasing a grand piano from Steinway will help us continue to achieve musical excellence in our school.

Help us build our piano by  
purchasing a part.

Rim Donor ($10,000 One Time)
Plate Donor ($5,000 One Time)
Soundboard Donor ($2,500 One Time)
Leg Donor ($1,000 One Time)
Bass Hammer Donor ($500 One Time)
Treble Hammer Donor ($250 One Time)

Kansas State University | An All Steinway School
Watch later Share



T H E  S T E I N W A Y  A R T I S T  F U N D R A I S I N G  C O N C E R T

 	 Worldwide, steinway pianos are used exclusively by over 97% of concertizing artists.  When you are 

fundraising for your new piano, a concert by a steinway Artist can draw attention to and create enthusiasm 

for your campaign as well  as raise the money you need through ticket sales. 

option 1: concert & small reception afterwords

	 The concert should take place at your institution or a local venue. Once expenses are determined (including 

artist fees and production costs) you can price tickets accordingly. At least two levels of t icket prices are 

recommended, and higher-priced tickets can include a special meet-the-artist reception after the concert.

option 2: concert & dinner reception – funded by underwriters

	 The key to success here is to f ind underwriters in the community to fund each item needed for your concert. 

Once the necessities have been underwritten, whatever you make in ticket sales is pure profit.

	 •	 Identify the venue where the concert will be held. Make sure the rooms used can accommodate your  

		  performance and dinner needs.

	 •	 Make a list of everything you need for the event, including rental of a steinway Model D concert grand  

		  piano, artist fees, food, beverages, invitations, programs, flowers, linens, advertising, etc. 

	 •	 At the event, make sure that your prominent donors are properly recognized and introduced to the artist.

Whether you select Option 1 or 2, follow these steps to ensure success: 

	 •	 Begin selling tickets at least two months in advance. Organize a ticket-selling strategy that blankets the community. 

	 •	 Send direct mail announcing the concert and its purpose. Develop a telephone script and follow up your mailing  

		  with a telephone call or e-mail to remind everyone of the concert. 

	 •	 Core ticket sales will come from members of your organization. Ask everyone to sell additional tickets to  

		  friends or relatives.

	 •	 Develop a press release to be distributed to all local media including newspapers, radio, and television.  

		  Arrange for your artist to be interviewed prior to the event. For maximum effect and accuracy, be sure to work  

		  with artist management when handling publicity.

	 •	 Report the progress of ticket sales weekly to the members of your organization or community. Create a  

		  poster to chart ticket sales and feature it prominently.



	 In this program, supporters of your organization host exclusive, invitation-only fundraising performances in 

their homes. The steinway in-home concert series opens up some of the finest homes in your area, showcasing the 

homeowners’ steinway grand pianos. If a supporter is interested in hosting a concert but does not have a steinway 

grand piano yet, your steinway representative can arrange for a piano to be placed in the home for the concert.*

	 •	 Inform guests that the concert is a fundraiser for the piano project and they will be asked to make a donation.

	 •	 Invite a local artist, faculty member, or gifted student to perform. Ask the artist to make a short speech at the  

		  recital as to why your organization needs the finest and highest quality pianos.

*Additional fees may apply based on location.

	 A unique opportunity for alumni of your school or members of your congregation is to endow a legacy that will 

enhance learning or worship experiences for future generations. Because steinway pianos last longer than a lifetime, 

donors view them as enduring gifts that will inspire all who play or hear them for years to come.

	 •	 People often donate new s t e i n way  pianos to honor a parent or beloved faculty member, commemorate a  

		  special event, or support the music program at their alma mater or house of worship.

T H E  S T E I N W A Y  I N - H O M E  C O N C E R T

A  M U S I C A L  L E G A C Y



	 This is particularly effective when a significant number of instruments, including grand pianos, is needed. This 

program, which is focused on an inspirational trip to New York City, generates enthusiasm and ownership among 

your fundraising committee, who in turn will work diligently to engage donors.

	 •	 Your steinway representative can arrange a trip to New York for the donors, featuring a tour of the historic  

		  steinway factory.

	 •	 Having a journalist and/or social media coordinator accompany your group will generate even more publicity  

		  for your initiative.

	 •	 The trip may also include a concert at Carnegie Hall or Lincoln Center, both of which make frequent and  

		  prominent use of steinway pianos.

V I S I T  T H E  S T E I N W A Y  FA C T O R Y  I N  N E W  Y O R K  C I T Y

Contact your authorized steinway representative or email 

fundraising@steinway.com to begin your fundraising campaign and 

learn more about the tools available to support your program.
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