New Major Donor

Research can take many
forms, from finding out
where they work and who
they know, to an in-depth
wealth screen.
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% New prospects can come
o in via all sorts of methods.
8 They may be personal
Q recommendations from yes
o trusted folks, or be a batch
= of potential new members.
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Some groups save up their
prospecting of new donors 'f;cr%’gtzzr‘:gf
for concerted efforts a few campaign
times a year.
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If an outside solicitor takes
the lead on the new donor
O prospect, they'll be
o responsible for getting a
-"5 financial commitment. The
= donor management staff
8 will likely have to follow up

with the solicitor to make
sure the solicitation keeps
moving forward.

A relative or colleague of a
prospect may be a better
solicitor than a member of
the staff. Scan your trusted
supporters for relationship
to the prospect.
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Does solicitor accept
assignement?

Follow up after the first
meeting is really important
to keep things moving.
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If the prospect isn’t ready
to move to the ask phase,

The first meeting may take : i i have some more meetings |
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to check back are key. nice touch. ’
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If the first contact with a
donor Is via email or a
paper letter, it can save

you time if you create a
template as a starting
point for your
communications.
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External solicitors tend to
work in a less formal
process. How they handle
the relationship
development is left largely
up to them.
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