


FROM OVERLOOKED TO ENGAGED
Capturing Hidden, Forgotten, and Untapped Prospects with a Referral 
Tracking System That Drives Fundraising Success Transforming Prospect 
Discovery and Qualification Through Data and Accountability

While you’re waiting, complete your 
session evaluations in the mobile app!
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AGENDA
• WHY → Vision for the Tracking System
• Lifecycle of a Proactive Prospect
• Custom CRM Build
• Fundraiser Notifications & Responsibilities
• Where Are They Now? – Pipeline Status of Referrals
• Analytics for Leadership
• Real-World Culture Shift
• Challenges and Lessons Learned
• Practical Takeaways
• Q&A / Thank You



WHAT’S THE PROBLEM?
• How do we ensure every referred prospect is tracked from identification to 

outcome?

• Which fundraisers or units are acting on the referrals they receive?

• Are referrals being advanced, stalled, or declined — and why?

• What percentage of referrals result in qualification or a gift?

• How does referral activity inform strategy and demonstrate research impact?





WHY THIS SYSTEM WAS NEEDED
• Siloed discovery = lost opportunities – Research was finding prospects, but the 

information wasn’t always shared or visible across teams.

• Accountability gaps – Without clear tracking, it was hard to see who acted on a 
referral… and who didn’t.

• The “more prospects” paradox – Fundraisers asked for more, yet some referrals 
were ignored or dismissed without action.

• Campaign clock ticking – Leadership needed faster, scalable ways to surface 
and move high-potential prospects.

• Missed re-engagement chances – Without a system, inactive referrals often fell 
through the cracks instead of being revisited.



VISION FOR THE TRACKING SYSTEM
• Cross-team collaboration between IT, Data Solution, RPS and Fundraisers

• Embedded accountability through automated workflows and CRM integration

• Progression tracking from referral to qualification, cultivation, and solicitation

• Time-sensitive insights to flag underutilization and identify stalled prospects 
and to enable follow-up, re-referral, and performance analysis

• End-to-end visibility of proactive prospects from discovery to gift

• Fewer missed opportunities by highlighting gaps in outreach and inactivity



LIFECYCLE OF A PROACTIVE PROSPECT → HOW MANY 
NEW PROSPECTS REFERRALS ARE NEEDED? 



BASIC SKETCH

Referral Approval
All principal capacity prospects go through 
Approvals in Teams with Prospect Strategy 

Director and leadership  before being referred 
to a Development Officer

Email Reminder
The Development Officer will 

receive a 10-day reminder if they 
have not accepted the referral 

Automated Email
An automated email is sent to 

the Development Officer 
notifying them of the referral

Identify
Prospect Research identifies a 

prospect based on need

Tracking System
Prospect Research enters a referral into 

CRM database, explaining why the referral 
is assigned to the Development Officer

THE PROCESS →LIFECYCLE OF A REFERRAL



BASIC SKETCH

60 Day Outreach
Prospect Strategy contacts 

the Development Officer

Plan Made Historical or Timeline 
Extension

Prospect Strategy makes the plan historical or 
extends the deadline if there is no outreach 

within the given timeline

Create Engagement Timeline
From plan inception, an outreach is 

attempted within 60 days, or an initial 
meeting takes place within 150 days. If 
not, the plan will expire and be made 

historical

Create Suspect Referral Plan
Prospect Strategy creates a referral 

plan with the unit’s naming convention

Add Prospect Team
The prospect strategist and prospect 

researcher are added to the 
referral/prospect team

150 Day Outreach
Prospect Strategy contacts the 

Development Officer

Referral Accepted
The Development Officer 

accepts the referral

THE PROCESS →LIFECYCLE OF A REFERRAL



FROM AN IDEA TO REALITY
USC Prospect Referral Tracking System



DESIGN DOCUMENT
• Before programming starts, 

clearly define the requirements.
• Collaborate with reporting 

teams to ensure everything they 
need is being captured.

• Document is kept up to date 
throughout the lifecycle of the 
project.



EXPECTATIONS



REALITY



DESIGNING A SOLUTION – KEY REQUIREMENTS

• Referral dashboard and referral entry tools

• Required justification fields for rejected referrals

• Automatic reminders and plan templates

• Integration with Blackbaud CRM



PROJECT TIMELINE

• Initial Development began August 2023
o Project started with code originally written and provided by UGA

• Version 1.0 deployed mid September 2023
• First review at ~6 months 
• Additional functionality added almost monthly



SYSTEM OVERVIEW
USC Prospect Referral Tracking System



THE PROCESS
Referral: Refer from Constituent 
Record or from USC Prospect 
Referral Management.

Referral Entry: Research 
Analyst takes information from 
Proactive Prospect Entry to the 
Referral Tracking System to 
send to the fundraiser. 



STEP 1
Add a referral:
Site: Internal divisions/departments
Participants: Additional 
development officers who might 
need to be involved
Referral Type: Direct referral or a 
referral to a manager to delegate
Expected Giving Level: MGP, PGP, 
etc
Path to Discovery: How did you find 
this prospect?



STEP 2

Development Officer receives an 
email with a link to referral.



STEP 3
D.O. reviews 
the referral



STEP 4
Development Officer 
Accepts or Rejects 
the referral



STEP 4A
If the referral is a 
referral to a director, 
the director can assign 
to a subordinate for 
acceptance/rejections. 
Subordinate begins at 
step 2.



STEP 5
If the referral is accepted, notify the prospect 
strategy team and add the initial outreach plan.



FUNDRAISER NOTIFICATIONS & RESPONSIBILITIES

• Accept or reject within 20 days

• If accepted, auto-plan begins with deadlines

• Fundraiser + Prospect Strategy checkpoints at 60 and 150 days



MANAGEMENT
USC Prospect Referral Tracking System



MANAGER OVERVIEW



CONFIGURATION



FUNDRAISER VIEW



FUNDRAISER VIEW



OUTCOMES
USC Prospect Referral Tracking System



WHERE ARE THEY NOW? – PIPELINE STATUS OF REFERRALS

FY 2025
• 533 Referrals Sent (344 Prospects)

• 403 Referrals Accepted or Re-Referred (75%) 
• 314 Prospect (91%)

• 102 Phone Calls, 600+ emails

• 61 First Meetings

• 7 Prospects in Solicitation Stage

• 4 Gifts totaling $141,500 in Pending response

Key takeaway: Referral ≠ success without accountability & follow-through



OUTCOME REPORTING BY FUNDRAISER

Gifts Revenue
4 $6,550.00
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Methods of Outreach for Accepted ReferralsMetric Count
Total Referrals Accepted 12

Principal Gift Referrals 4

Major Gift Referrals 7

Referrals with Qualification Plan 7

Referrals Made Historical 6

Total Outreach Attempts 57

Email Outreach 43

In-Person Meetings 9

Phone Calls 4

Mail 1

Made Historical Due to Inactivity 6

*Mockup of report



OUTCOME REPORTING BY RESEARCHER
Referral Outcomes by Researcher - Kayla Ly

Expected Giving Capacity

Status Corporate/Foundation Gift Major Gift Principal Gift Grand Total

Accepted 75 59 135

Inactive 5 10 15

Pending 6 1 7

Rejected 1 2 3

Re-Referred 1 17 10 28

Re-Referred - Accepted 9 2 11

Re-Referred - Pending 3 6 9

Gifts From Referrals

Count of Gifts Total Gifts

13 $510,665.00

Referrals by Status

Accepted Inactive Pending

Rejected Re-Referred Re-Referred - Accepted

Re-Referred - Pending

*Mockup of report



PROSPECT RESEARCHER SCORECARD



TRACKING REFERRALS TO GIFTS



REFERRAL ANALYSIS – TEAM LEADS

• Outcomes by count and 
percentages

• Referrals redistributed 
to team members

• Redistributed referral 
outcome by team 
member



REFERRAL ANALYSIS – INDIVIDUAL



PENDING REFERRALS FOR FUNDRAISER

Chance to remind the development officer about pending referrals, and 
discuss any questions/concerns they might have



OUTCOMES FOR INDIVIDUAL FUNDRAISERS



REJECTED REFERRALS



REFERRALS OUTCOMES – QUALIFED?



REAL-WORLD CULTURE SHIFT
• Moving from “hand-off and hope” to active, visible follow-

through
• Normalizing transparency around who acts on referrals and 

who doesn’t
• Shifting fundraiser perception of referrals from “extra work” to 

“qualified opportunities”
• Building trust between Research, Strategy, and frontline teams 

through shared data



CHALLENGES AND LESSONS LEARNED
• Early resistance: “I already know my prospects” mindset
• Getting consistent buy-in on referral acceptance and documentation
• Balancing accountability with relationship-building — avoiding a “gotcha” 

culture
• The need for ongoing training and reminders to keep processes 

consistent
• Tech hiccups: integrating automation without adding extra clicks



PRACTICAL TAKEAWAYS
• Start with clear definitions for referral stages and outcomes
• Use data to tell the story — wins, trends, and gaps resonate more than 

opinions
• Keep leadership engaged; their endorsement drives adoption
• Build in flexibility for re-referral and re-engagement opportunities
• Celebrate successes to reinforce the value of the system



QUESTIONS?
USC Prospect Referral Tracking System



CONTACT

Prisca Zaccaria
Executive Director - Prospect Development

University of South Carolina
priscaz@sc.edu

Jay Trussell
Sr. Director of Information Systems

University of South Carolina
jay.trussell@sc.edu



THANK YOU!
Please complete your session 
evaluations in the mobile app.
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