PROSPECT STRATEGY PLANNING
Who is the prospect?

[Name of individual, corporation, or foundation]

What are our objectives?

[May include both long-term (perhaps even ultimate) objectives and intermediate objectives.  Explains how the prospect objective fits with institutional and campaign goals.  Objectives may be gift amounts, type of involvement, level of commitment, and so forth.]

	FEELING/ATTACHMENT TO CAUSE/PROJECT


	INVOLVEMENT WITH ORGANIZATION
	FUNDS TO BE COMMITTED


What relevant background information should we consider?

[Relevant information might include past giving, special interests, past service, political situations, family considerations, indications of what might motivate the prospect, and so forth.]

	PHILANTHROPIC INTERESTS
	KEY MOTIVATORS
	RELEVANT PERSONAL CIRCUMSTANCES


Who are the key players?

[Always should include the primary staff prospect manager, but also should not other key staff and volunteer contacts.]

	FOR CONTACT/VISIT
	FOR INFORMATION
	FOR STRATEGY

	FOR CREDIBILITY
	FOR ATTACHMENT
	FOR NETWORKS


What is the timeframe for achieving our objectives?

[The timeframe may differ by the nature of the objectives – e.g., campaign gift by the end of 2002; consideration for board membership in spring 2003…]

What are the next steps, who is involved, and when will they be done?

[These steps should be the three or four “next” moves with the prospect, along with who is involved, and when they should be finished.  Do not list more than three or four steps, as the context/situation may change as these steps are concluded (e.g., visit with the president may lead to involvement in strategic planning process).]

[Steps or moves from these categories may be appropriate for cultivation, solicitation, and stewardship.]

	PERSONAL VISITS/CALLS

· Organizational execs

· Campaign l’ship

· Development staff

· Program staff

· Peers
	PUBLICATIONS/EVOCATIVE GIFTS

· Educational publications (lectures, research)

· Emotional gifts

· Written pieces in draft forms

· Proposals
	EVENTS

· Social and/or educational gatherings

· Small group gatherings with peers

· Participation in insider events

	INVOLVEMENT

· Board/committee memberships

· “Kitchen” cabinet for organizational execs

· Strategic planning groups

· Review materials before made public
	RECOGNITION

· Naming opportunities (funds or facilities)

· Opportunities to spend time with beneficiaries of support

· Media attention (inside or out of organization)

· Recognition events
	INFORMAL

· An occasional call for counsel or updates

· Appropriate consultation on facilities planning/signage
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