PROSPECT MANAGEMENT PROCESS

Donor Universe: Alumni, parents,

graduating students, community
individuals, businesses, organizations, Set Donor Segments: Determine which are

trusts, foundations, etc. qualified prospects for (1) individual special (phase 1:

$5-$20K) and major (phase 1: $50K+) gifts, and for
(2) corporate and foundation special and major gifts.

Define parameters for decision process.

Segmentation
process: Auto-
mated list analysis,
staff review, and

recommendations

from others to ID List qualified prospects
“Qualified for top 200 (1) individuals
Prospects,” those and (2) corporate,

capable and foundation, etc. entities
interested.

Rank prospects by priority
and readiness for contact.
Assign ea. to a develop.
officer with specific gift
purpose, amount objective,
and timing goal.
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Research dept. sorts and
releases names to develop.

officers for their strategy review
and initial contact.

Individuals — Corporate,

Special Gifts Individuals — Foundation and

Officer Major Gifts Trust Develop.
Ofﬁcer Officer

Prospect management committee meets regularly
to review cultivation and stewardship process for ea.
person or entity, approve solicitation plan, and
reassess as necessary. Prospects may be dropped or
added to active cultivation as warranted.

Prospect cleared
for solicitation
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