MGI Building Block #4
Prospect Development Plan

Step 1.

Identify a major gift prospect from your existing data base, someone that you know something about.  This is not someone you are planning to move to the next membership level, but someone who would be interested, if cultivated, in making an investment of $5,000 or more in unrestricted support or towards a special program or project.  You may need to review as many as 20 names to identify this person (engage volunteers in this process if you can) or you may already know who this person is.
Name of our prospect: _______________________________________

Step 2.

Determine whether you need to do any more research on this prospect.  If you do, what strategies will you use.  If not, proceed to Step 3.

Additional research needed: __________________________________

_________________________________________________________

No additional research needed: ___

Step 3. 

Review your general case for support.  How will you tailor that case to this prospect’s interests, values, sense of mission and relationship with you?  Prepare a brief summary of the element(s) of your case that will appeal to this potential donor.

Brief summary of case points:

Step 4.

Who are the volunteers and staff you will involve in the further cultivation of this prospect?  Will those same volunteers and staff be involved in the solicitation?  What about the continuing stewardship?  Identify the volunteers and staff  that need to be involved with each phase:  cultivation, solicitation, stewardship.  How will you engage them?  Will they need training or coaching?  Write out a strategy for engaging them.
Volunteers/staff for cultivation: ______________________________________


_______________________________________________________________

Volunteers/staff for solicitation: ______________________________________

_________________________________________________________________

Volunteers/staff for stewardship: ______________________________________

________________________________________________________________

Step 5.

What cultivation activities do you need to plan for this solicitation?  Options include tours of the station, meetings with key production or administrative staff, visits with community representatives who can attest to the importance of your educational or outreach programming, etc.

Cultivation activities: _______________________________________________

________________________________________________________________

________________________________________________________________

Step 6.

What is your timeline for this ask?  How will you ensure that it stays on track?  What process will you use for evaluating progress?  
Timeline: _____________________________________________________

Process for evaluating and keeping it on track:  _______________________

_____________________________________________________________

