Learn
the
Procedure

1. Learn everything you
can about making
your calls

2. (But don't make calls)

3. Role play & master
the process time and
again

4. Get good at your
core function of
learning the
proceedure

5. Shadow a MGO

3 MONTHS

to Commencement

Major Gift Core Function Stages 10.18.07
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Major Gift Officer Training
Core Function Stages

CONTACTS

Create
the
Behavior

1. Complete 15
contacts per month.
Get good at your
core function

2. See anyone and
everyone in your
constituency

3. Attend events and
network; hand out
business cards

4. Ensure proper
system is followed
(contact report
form, etc.)

5. Prospect survey tool

9 MONTHS

to Commencement

SOLICITATIONS

Enhance

"Tweak”

the
Quality

1. Talk with donors
about more
meaningful things

2. Pick the right people
to see "Decide Who"

3. Check the
infrastructure and
improve where
needed

4. Track your numbers
and know your
benchmarks

5. "Activity” becomes
second nature

Begin to use prospects to
indentify new prospects

1 YEAR

to Commencement

CLOSES

Solicit
for
Success

1. Confirm MGO
confidence

2. Close 1 in 4 gifts
3. Solicit, solicit, solicit

4. Measure quality and
sum of gifts

1 YEAR

to Commencement
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Prospect Strategy Meetings

Ast. Dir. of
Prospect RSL to
Maintain notes
for what names
to transfer to
next
PS Agenda

PS = Project Strategy

Project Strategy Meetings 11.02.07

AP to
print and
read
monthly
contact
reports

All MG Staff
Send weekly
e-mail
re:
daily donor
visits to donor

AVP to
highlight
names for
PS Agenda from
e-mails and
contact reports

Ast. Dir. of
Prospect RSL to
send e-mail
notification
to MGO'’s to add
names

to agenda

Present
Agenda for
discussion
at Prospect
Strategy
meeting




