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Prospect Identification


An ingrained, systematic program of identifying new donors is essential to both the short-term growth and long-term success of your fund-raising program.  Identification and qualification of prospective donors is integral to developing and maintaining a fresh, vibrant fund-raising cycle.  

Board members should be involved regularly in these identification processes so they can have a keen sense of awareness of “Who else?” and a readiness to share those names with the fundraising staff as they surface.  Fundraising staff should be continuously on the alert for new prospects and combing various sources that can be used to future prospects. 

Prospect Research

How do staff and volunteers find information on donors and donor prospects?

· Read the local community and Jewish media

· Check out bulletins and newsletters from congregations in your catchment area

· Review the published donor lists, thank you ads and newsletters from similarly valued charities

· Walk through the organization’s history – read the names on those old plaques on camp cabins, look through the old files, identify family names of founding and past supporters and research their children and grandchildren 

Qualifying Prospects
In order to build the pool of prospects, the camp needs to create criteria for “qualifying” a prospective donor.  In other words, instead of just brainstorming a list of all the rich people you can think of, look to your organization’s natural constituencies and think in terms of connections or degrees of separation to the organization. The closer the degree of connection to your organization the better – secondary criteria will be the depth of their wealth and their charitable history.

Individual List Reviews

Periodically, key volunteers should be asked to meet with the fundraising staff and lay leaders to review names of prospective donors.  These names may be alumni, friends, past donors, or other list of individuals within the camp’s communities.  The key question for an individual list review is, “Who on this list could give us $X?”  As individuals are identified, the fundraiser should ask:

· What is the connection to our organization?  Board, staff, alumni…

· What are their areas of interest?  Charitable or other interests…

· Is there a specific project that would especially spark their interest?

· What is their history of giving to the organization?

· What is their financial status? Guesstimates are fine, but websites can also be utilized. 

· Can the volunteer who suggested this prospect facilitate an introduction or do they know of someone else who can make a personal connection?

Rating Sessions

Rating sessions are designed to review large numbers of names in one session.  First, Board members and other key volunteers are asked to identify individuals who have knowledge of wealth in the community and whom they can invite to a rating session.  At this confidential session:

· The Executive Director gives a brief presentation about the organization’s vision and case statement.
· The host (board member) presents the need to identify prospects to potentially fund those aspirations.
· Participants are given a list of up to 1,000 – 1,500 names with addresses only and asked to rate the persons they recognize based on the questions:

“If this prospect made the organization their number one philanthropy for the next three to five years, what size gift could they make?”  
or

”What is the maximum gift we think we could get from this person given what we understand of their various commitments and wealth?


· Participants are asked for those prospects that they personally identified, could they make an introduction to this prospect or do they know who could make the connection. 

· Rating sessions always conclude by asking, “Who else comes to your mind that was not on the list?”

After the session, conduct research and/or follow-up visits or phone calls with the individuals who identified the prospect in order to develop in-depth information which will guide cultivation and solicitation.
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