MPS Screen

Prospect Status –


Currently – we have these prospect statuses:

PN Non-campaign prospect ST Stewardship                     

S  Suspect                              D  Dormant                         

R  Research                           W  Watch                           

P  Prospect                            X  Disaffected/Negative

We consider someone a prospect if our financial research says they can make a five-year commitment of at least $10,000 or more ($2K per year for five years). Suspects are those who have been considered but did not pass the initial screening. Watch is for younger alums that may be blossoming into prospects down the road. Non campaign prospects are those who we determine cannot or won’t make a campaign gift. Dormant is where we put our prospects who become deceased during the campaign. 

This is important to keep current because we gear all of our prospect reports based upon the status being “P”.

Area of Giving –

This is where you enter the name of your campaign, and from there, when you detail in on the campaign – the MPTD (Major Prospect Tracking Detail) screen is where you store their rating (prospect goal) and moves management (progress level).

Our ratings are as follows:

E1 $ 10K-$ 24K                      E6 $500K-$999K                     

E2 $ 25K-$ 49K                      E7 $  1M-$4.9M                     

E3 $ 50K-$ 99K                      E8 $  5M-$7.49M                    

E4 $100K-$249K                    E9 $7.5M+                          

E5 $250K-$499K

This is all based on our financial research – we initially used peer screening, coupled with outsourced electronic research and our in-house researcher, to determine these ratings. Now, our researcher uses electronic resources to determine a prospect’s capacity. These ratings are based on a five-year campaign; a prospect rated $100K can make payments of $20K x 5.

Progress Level –

This is where you store the moves management. We have six levels, and the sixth (stewardship) is used when the gift is closed. We then move the prospect’s status to ST on the main MPS screen as well as move them to stewardship on the progress level.

I1 Need Introduction               

I2 General Cultivation             

I3 Focused Cultivation            

I4 Ready to be Asked              

I5 Considering a Proposal         

I6 Gift Closed/Stewardship

Everyone starts at I-1 and moves up. Don’t assume they will move one step at a time (of course). We had to rewrite a bunch of reports because our MGOs were able to move prospects along rapidly, asking in the second or third visit, so the prospect leap-frogged and our reports were initially written for one-step-at-a-time progress. (We don’t use those reports now anyway…)

Contacts and reminders – 

On the MPS screen, you can detail into the MPC screen where you add the latest contact summary by the MGO. We only add the summary, assuming that those who would want to know more could locate the full call report. (We email to all key personnel and also keep a hard copy in the donor file).  We try to limit these to four to five lines. 

Workflow:

When someone comes up to be considered, you should add a campaign track to their record on MPS. Based on what your researcher finds, code them as a status P (assume P for this) and then detail on the campaign and add in their rating, and assign them as an I-1 progress level. Currently, either I do this or my researcher does this, based on who has time.

When a call report is submitted – the major gifts secretary, after she prepares and distributes the call report – will enter the summary into the MPC screen, and based upon the moves management listed in the report, will update the progress level to the appropriate level. I’ll attach our call report template as well. We don’t allow our gift officers to enter them, because we want consistency of data and how the call reports are entered into Benefactor.

