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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
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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?
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Prospect Referral Management
Referrals by Status &' [Z] Referral Types by Researcher [ [F] Referrals by Site & [E] Referrals Over Time = =
Site: | |V | Researcher: |V | Site: | |V | Site: |V |
Showing: Prospects sent ever, Showing: Prozpects sent ever, Ehowing: Prospects sent ever, Showing: Prospects sent ever.
122 :2 [ ] R;erral to Director [// il::t_ﬁ
&0 20 : I;;:if:lrral ! Ml Honors College
w 20 Ml Frincipal Gifts
10 Ml Student Affairs
20 . - g |l J-L h L "‘ Il Arnaid School of Public Health
0 — Jennifer M. Kayla Ly Mark Richter William T. Bl sCoM-Grasnville
Pending Accepted Rejected Inactive McCormack Johnson Ml Social Work 06/01/24 07/01/24 08/01/24 09/01/24 10/01/24
Il tharmacy
M L=
Prospect Referrals (203) © Add Referral & Configuration | W Filters [E] More~
Dwe Date: | |V | Referred To: | |V | Referred By: |V | Referral Type: |V | Referral Status: |V | Site: | |V | h'd Apply &F Recet
< [1 2 3 45 7 >
Add Date Due Date Referred To Referred By Prospect « Referral Type Referral Status City Site Prospect Referral Plan C... | Prospect Referral Plan
9/23/2024 10/13/2024 LaTanza Duncan Kayla Ly Referral Rejected New York Principal Gifts
10/18/2024 11/7/2024 Braden M. Shain Prisca Zaccaria Referral to Director Accepted Greenwich Information and Comm... &4 CIC - Prospect Referral ...
101172024 10/31/2024 William T, Johnson Kayla Ly Referral to Director Accepted San Jose Engineering and Compu... (7] CEC - Prospect Referral ...
772872024 8/18/2024 William T. Johnson Kayla Ly Referral to Director Accepted MNorth Reading  Engineering and Compu... (7] MCEC - Prospect Referr...
10/14/2024 11/3/2024 Mark Richter Prisca Zaccaria Referral to Director Pending Wooster hoore Schoaol of Business
104272024 1042272024 Braden M. Shain Kayla Ly Referral to Director Accepted Greenville Information and Comm... &4 CIC - Prospect Referral ...
10/11/2024 10/31/2024 William T. Johnson Kayla Ly Referral to Director Accepted Riverside Engineering and Compu... (7] CEC - Prospect Referral ...
9/9/2024 9/29/2024 George T. Greaves Kayla Ly Re-Referral Accepted Mount Pleasant  Moore Schoal of Business €4 DMSB — Prospect Referr...
B/28/2024 9/17/2024 Mark Richter Kayla Ly Referral to Director Re-Referred Mount Pleasant  Moore School of Business €2 DMSE - Prospect Referr...
9/19/2024 10/9/2024 Lauren J. Johnson Kayla Ly Referral to Director Accepted Brentwood Arnald Schoal of Public.. &4 ASPH - Prospect Referra...
10/10/2024 10/30/2024 Savannah M. Lee Kayla Ly Referral Accepted Brentwood Arnald Schaol of Public .. € ASPH - Prospect Referra...
8/28/2024 9/17/2024 John N. Gaston Mark Richter Re-Referral Accepted Fort Lauderdale  Moare Schoal of Business &4 DMSB — Prospect Referr...
B/2772024 9/16/2024 Mark Richter Kayla Ly Referral to Director Re-Referred Fort Lauderdale  Moore Schaol of Business €4 DMSE — Prospect Referr...
101772024 11/6/2024 Braden N, Shain Prisca Zaccaria Referral to Director Pending Darlington Infermation and Comm...
/3072024 8/19/2024 Wesley ). Daniels Kayla Ly Referral to Director Accepted Columbia Hospitality, Retail and 5...
10/21/2024 111072024 Bryan D. Winters Prisca Zaccaria Referral to Directar Pending Columbia SOM-Columbia

ew Deplhg

M PROSPECT DEVELOPMENT 2025



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.
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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
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® LIFECYCLE OF A PROACTIVE PROSPECT — HOW MANY
NEW PROSPECTS REFERRALS ARE NEEDED?

HOW MANY REFERRALS?

Proactive

/ @ \ Proactive Prospects = 100

Vetted Prospects = 50
Ask

. Referrals = 25
J’
\ . / Visits = 4 - 6

DO contacts =~ 12
Visit Referral Asks=2-3

GIFT=1
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THE PROCESS —LIFECYCLE OF A REFERRAL

Identify Tracking System Email Reminder
Prospect Research identifies a Prospect Research enters a referral into The Development Officer will
prospect based on need CRM database, explaining why the referral receive a 10-day reminder if they
is assigned to the Development Officer have not accepted the referral

— —

\ /
\\\ ’/,
Referral Approval Automated Email
All principal capacity prospects go through An automated email is sent to
Approvals in Teams with Prospect Strategy the Development Officer
Director and leadership before being referred notifying them of the referral

to a Development Officer

PROSPECT DEVELOPMENT 2025




THE PROCESS —LIFECYCLE OF A REFERRAL °

Create Suspect Referral Plan Add Prospect Team 150 Day Outreach
Prospect Strategy creates a referral The prospect strategist and prospect Prospect Strategy contacts the
plan with the unit’s naming convention researcher are added to the Development Officer

referral/prospect team

Referral Accepted Create Engagement Timeline 60 Day Outreach Plan Made Historical or Timeline
The Development Officer From plan inception, an outreach is Prospect Strategy contacts Extension
accepts the referral attempted within 60 days, or an initial the Development Officer

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

meeting takes place within 150 days. If
not, the plan will expire and be made
historical

EX] kgef{g . ~» PROSPECT DEVELOPMENT 2025 (VQI”O



USC Prospect Referral Tracking System

FROM AN IDEA TO REALITY




DESIGN DOCUMENT

e Before programming starts,
clearly define the requirements.

e Collaborate with reporting
teams to ensure everything they
need is being captured.

* Document is kept up to date

throughout the lifecycle of the
project.

USC Prospect Referral Tracking

Project Leads
o Derek Clark — AVP Advancement Services

Stakeholders
o Prisca Zaccaria - Executive Director, Research & Prospect Strategy
o Pprospect Researchers
o Development Officers
o Development Leadership

Purpose

Allow Prospect Research to generate and manage prosp
officers, who in turn approve or reject the referrals. Trac
researcher and development officer/unit. Track and report income resulting from referrals.

ect referrals that get sent to development
k and report referral acceptance rates by

Workflow
1. The prospect researcher generates 3 prospect referral.
2. The prospect referral system notifies the development officer of a new prospect referral via
email.
3. The development officer approves or rejects the referral.
a. Afer 10 days of inactivity on the referral the development officer is sent a reminder
b. Afer 21 days of inactivity the development officer is sent another reminder
c. Afer 26 days of inactivity the referral is marked as inactive. An email notification is sent
to the prospect referral admin.
 all dates are controlled by the configuration screen. Al intervals are in calendar days
4. The development officer may request an extension by contacting the Director of Prospect
strategy. The Director of Prospect strategy can adjust the due date g0 3 referral.
s. Approvals notify the Prospect Strategy team.
6. Rejection reasons are collected from the Development officer and reported back to the

g team. The may vary depending on the officer.
User Roles
prospect Researcher: A member of Research & Prospect Strategy who is charged with
identifying, researching, and referring potential prospects to
pevelopment Officers.
Development Officer: A fundraiser assigned 3 portfolio of prospects responsible for reviewing

referrals to fit withing their unit’s fundraising strategy. Has the ability to
accept, reject, or re-refer prospect referrals to members of the team
based on current priorives and portfolio size.

PROSPECT DEVELOPMENT 2025
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EXPECTATIONS
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REALITY

Requirements

|

Planning

Initial
planning
Evaluation

Ex gﬂ‘%:;{fi @ﬁ PROSPECT DEVELOPMENT 2025

Analysis & design
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Testing

Implementation

Deployment



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
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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

ExﬁbgefThEg ——» PROSPECT DEVELOPMENT 2025



USC Prospect Referral Tracking System

SYSTEM OVERVIEW




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.

ORE -
EXﬁLWW

Tasks 3
@ Add Prisca 7 . & Prisca Zaccaria
group or household
7 Edit| o Individual Lockup ID: 3195114
d it lookup
@ Add spon Constituencies: 5taff Fundraiser Donor Event registrant Prospect Recognized donor
= Write 3 letter Persona I Information & Contact Information
& Add Prospect Research Primary phone # .
Request w Ms. Prisca +1 (706) 224-7971 (Mobile)
Zaccaria Pri it
& Request Prospect e rimary email 4
-'-rfli nment - r Nickname: priscaz@sc.edu {USC Campus)
Sl Maiden:
© Refer Constituent
View as Past Interactio [+] Data Points
Objective:
8 rpplicat JECe
Type:
-ﬁ Fundrai Pag Category
Date:
More informat 0
wner:
f Wealth and rating
s e 4 Show less




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?

Exﬁ@lﬂ'p@ﬁﬂlgf = PROSPECT DEVELOPMENT
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STEP 2

EXPL

Mew prospect referral - PR-10000429 - John J. Trussell (1000646)

Development Officer receives an @ & & ok P

email with a link to referral.

Fri 5/16/2025 412 PM

LORE
Deplhy

You have received a new prospect referral from the Office of Prospect Research. Please use the link below to accept or reject the prospect referral.

If no action is taken within 20 days, this referral will automatically be archived.

Referral Mumber: PR-1000042%

URL: https://coadvm-jqjyw04.ds.sc.edu/BEAppEX/webui/webshellpage.aspx?databasename=BBInfinity#pageType=p&pageld=78cc12ad-2834-
49dc-958f-65b3d77bcdc? &recordld=33393f3a-8801-4fbf-bbaa-9859a05a94c0
Expected Giving Level: Annual Gift

Participants:
Derek W. Clark -

= Reply 7~ Forward

©_~» PROSPECT DEVELOPMENT 2025 ”IJ



-
@ Prospect Referral: || NG
S I I P 3 Referral Information ]
Referral MNumber: PR-10000679

Address: Referred To: Mark Richter Site: Moore School of

Prospect Giving Level: Major Gift Business
No

D O reVi eWS Fort Mill, SC 29715-5917 Researcher Timothy A. Aslinger First Reminder Sent:
N " U'?ited States Type: Referral to Director Last Reminder Sent: ~ No

.. Emall._ Status Code: Pending Due Date: 8/21/2025
th e refe rra | - erone: [ Status Date: 8/7/2025

Path to Discovery: Blue Ridge Data

This prospect has been referred to Mark Richter based on estimated capacity and fit. Please accept this referral and send any questions to
Andrew Aslinger (aslinger@sc.edu).

-i.s a highly successful financial professional with a quickly rising trajectory in the food mdustr}'- holds dual degrees from DMSB.
He is mid-career and has two younger sons, one attending Furman-‘should be engaged with DMSB to rekindle his relationship with
UUSC and begin eonversations about philanthropic support in the future, as well as providing an in for a potential relationship \\itl'-
_s stock ownership is an attractive option for a possible gift.

I ©:

CEM ID: 216027

Estimated Total Giving Capacity: $250,000 - $500,000
Total Value of Real Estate: $1,051,880
Compensation: 5420,752 (estimate based on real estate)
Total Value of Stock: $459,372.76 (as of 7/1/23)
This capacity is based on publicly available financial information and indicates the prospeet’s ability to give to any charitable organization

over a 5-year period.

Primarv Residence: Fort Mill. SC

EXW%%&%:; PROSPECT DEVELOPMENT 2025



STEP 4 e rr—— x

Due Date: 222025

Researcher Mane: Kayla Ly

Development _Offlcer
Accepts or Rejects Ohccept ® e

't h f I Reject Reasom:
Accept/Reject a prospect referral

Due Date: 21272025

Researcher Mame: Kayla Ly

Prospect Name: I

@ Accept O Reject
Save | | Cancel
MNote:

Save || Cancel |

EX! LOR'E _—~» PROSPECT DEVELOPMENT 2025
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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.

Re-refer a prospect

Due Date:
Site:
Researcher
Referred To:
Prospect:

Participants:

Referral Type:

Expected Giving Level:

Referral Status:
Referral Body:

©®de oQ xDOB BE—QR ¢
Bv [ =20 HAE BERER & O

B I US XX === L AvVvEY =i

Paragraph

This prospect has been referred to Wesley Brown, USC Aiken, based on

“  sans-serif

6/8/2025
Aiken
Kayla Ly

| ©

Participant

Re-Referral
Major Gift
Pending

12pt

El

estimated capacity and affinity by Kayla Ly, Director of Prospect Research.

MGP Based On:

Education: USC — BSBA, 2000; USC Aiken; USCA Student Government, USCA
Golf, USCA Pacesetters

USC Giving: $610 to USC Aiken

Real Estate: $2.4M

Primary Residence: TN

Spouse:

Path to Discovery:

Research Point

EXW[‘gefThEg ——» PROSPECT DEVELOPMENT 2025
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STEP 5

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

Planned and pending steps (5) @ Add step # Editsteps ' [Z] | More~

Has documentation

Status Date Start time | End time | Time zone | Owner Objective Stage Contact method
Pending 3/28/2025 Annastasia Murphy , 2011 RPS Review - 60 Day - Initial Contact Qualification  Other
Pending 6/6/2025 Annastasia Murphy , 2011 RPS Review - 130 Day - Progress Check  Qualification Other
Pending 6/26/2025 Annastasia Murphy , 2011 Initial Meeting Qualification  In Person
Pending 6/26/2025 Teesa J. Brunson (Teesa) RPS Review - 150 Day - Initial Meeting  Qualification Other
Pending 7/6/2025 Teesa ). Brunson (Teesa) RPS Review - Make Plan Adjustments Qualification Other
Completed steps (1) © Add step ' (2] | More~
Status Date Start time | End time | Owner Objective Stage Contact method
Completed 1/27/2025 Teesa J. Brunson (Teesa) Initial Contact-Sent Email for an Introductory Phone Call or Zoom Meeting Qualification  Email

EXR s
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FUNDRAISER NOTIFICATIONS & RESPONSIBILITIES

* Accept orreject within 20 days
* |faccepted, auto-plan begins with deadlines

* Fundraiser + Prospect Strategy checkpoints at 60 and 150 days

Ex a&gel:'[hsg @—J/ﬁ@ PROSPECT DEVELOPMENT 2025 (YQrO



USC Prospect Referral Tracking System

MANAGEMENT




MANAGER OVERVIEW

Prospect Referral Management

Referrals by Status &' [E]

Showing: Prospects sent ever.

Referral Types by Researcher =)

Showing: Prospects sent ever.

2] Referrals by Site &' [E]

Showing: Prozpects sent ever.

Referrals Over Time =

Showing: Prozpects sent ever.

| A

400 200 H‘iy/ Gift Planning - g
20 Ec |:| P e é B Fairmeteo Coliege (P0) ) g
. ol n = - m _ _ "-.ﬁth etics 6
I_I Cr"istophefn':,' Kayla ':.'3r< q:‘r scs: Teresa TimothyWWe: Villiam \ L _ibra'ie'i ) é
o — C A. Ly RichterZaccaria M. : L T Annual Giving 0
Pending Accepted Rejected nactive Boatwrighablin PezdekAzlingeDaniczlzlohnzon Ml &4mold School of Public Health 07/0124 100124
Ml 2iken
Ml SOM-Greenville
Prospect Referrals (518) # Search @ Add Referral & Configuration | " Filters 2] More~
Referral Number Add Date v Due Date Referred To Referred By Prospect Referral Type Referral Status City Prospect Level Site Prospect Referral ...
PR-10000518 5/19/2025 6/8/2025 Marcus T. Fogle Jeremy R. Doblin Referral to Director  Pending Charlottesville Principal Gift Honors College Visual Analyzer
PR-10000517 5/16/2025 6/3/2025 LaTanza Duncan Kayla Ly Referral to Director  Accepted Rye Principal Gift Principal Gifts (7] ADMNMN - Prospect ... Blue Ridge Data
PR-10000516 5/16/2025 6/5/2025 Bryan D. Winters Kayla Ly Referral to Director  Accepted Lexington Principal Gift SOM-Columbia (7] SOMC - Prospect... Stock Alerts
PR-10000515 3/16/2023 0/3/2025 Mark Richter Kayla Ly Referral to Director  Pending Greenville Principal Gift Moaore School of ... Wealth-X
PR-10000514 5/16/2025 6/5/2025 Geleen M. Reed-T.. Timothy A. Aslinger Referral to Director  Pending Manetta Major Gift Arts and Sciences LinkedIn
PR-10000513 3/16/2023 0/3/2025 Katherine E. Seigler  Timothy A. Aslinger Referral to Director  Pending Lawrence Township  Major Gift Infarmation and C...
PR-10000512 5/15/2025 6/4/2025 Bryan D. Winters Timothy A. Aslinger Referral to Director  Accepted Isle of Palms Principal Gift SOM-Columbia (7]
PR-10000511 3/13/2023 6/4/2025 Alyssa N, Fencel-..  Prisca Zaccaria Referral Accepted Greenville Major Gift SOM-Columbia (7] S0OMC - Prospect.. News Alerts
PR-10000510 5/15/2025 6/4/2025 Bryan D. Winters Prisca Zaccaria Referral to Director  Accepted Camp Hill Major Gift SOM-Columbia (7] SOMC - Prospect... News Alerts
PR-10000509 3/13/2023 6/4/2025 Bryan D. Winters Prisca Zaccaria Referral to Director  Accepted Bloomfield Hills Major Gift SOM-Columbia (7] S0OMC - Prospect... Blue Ridge Data
PR-10000508 5/15/2025 6/4/2025 Alyssa M. Fencel-...  Prisca Zaccaria Referral Accepted Aventura Major Gift SOM-Columbia (7] SOMC - Prospect... Research Point
PR-10000507 3/13/2023 6/4/2025 Alyssa N, Fencel-..  Prisca Zaccaria Referral Accepted Columbia Major Gift SOM-Columbia (7] S0OMC - Prospect.. News Alerts
DR_1NANNSNA I1S/2075 AIASINDS Brran M Wintars Dricra Farraria Rafarral #o Miractar  Acrantad Cralhiilla MAmine (i CORAE Al bia [ =] COME - Drreract Blia Bidna Mata

 ORE
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CONFIGURATION

Prospect referral configuration
Days before automatic closure: |
Days until first reminder: | 10]
Diays until last reminder: | 15 |

[uEane e Bl First reminder | Lastreminder | Rejected | Accepted
Subject: | Mew prospect referral |
CC Researcher on email [
Available merge fields: Body:
EMAILADDRESS <*NAME> >,
GIVINGLEVEL IE‘ You have received a new prospect referral from the Office of
MAME Prospect Research. Please use the link below to acoept or
reject the prospect referral. If no action is taken within 20
BARTICIPANTS days, this referral will automatically be archived.
PRLOCKURID Referral Number: < <PRLOOKUPID > >
URL: «<PROSPECTREFERRALURL > >
PROSPECTNAME Expected Giving Level: <<GIVINGLEVEL> >
PROSPECTREFERR...
RESEARCHERMAME

Prospect referral configuration
Days before automatic closure: | 20 |
Days until first reminder: | 10
Days until last reminder: | 15 |

Initial notification First reminder | Last reminder Accepted
rY
Subject: Rejected prospect referral |
Additional recipients: prizcaz@sc.edulyk@sc.edu
CC Researcher on email
Available merge fields: Body:
EMAILADDRESS <<MAME> > rejected the prospect referral.
GIVINGLEVEL IE‘ Refarral Mumber: <<PRLOCKUPID>>
NAME URL: <<PROSPECTREFERRALURL> >
PARTICIPANTS
PRLOOKUPID
PROSPECTMAME
PROSPECTREFERR...
RESEARCHERMAME
-

PROSPECT DEVELOPMENT 2025



FUNDRAISER VIEW

Prospect Referrals

Prospect Referrals (99) 7 Filters | [Z] | More=®

<1 2 3 4
Referral Number Add Date Due Date - Referred To Referred By Prospect Referral Type Referral Status City
PR-10000679 &7/2025 B/27/2025 Mark Richter Timothy A Aslinger Referral to Director Pending Fort Mill
PR-1000060% T/14/2025 8/3/2025 Mark Richter Jeremy R. Doblin Referral to Director Accepted Larkspur
PR-10000590 T/1/2025 /3142025 Mark Richter Jeremy R. Doblin Referral to Director Accepted Fairview
PR-10000536 T/9/2025 7/29/2025 Mark Richter Timothy A. Aslinger Referral to Director Re-Referred - Accepted Mount Pleasant
PR-10000581 T/8/2025 7/28/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Mount Pleasant
PR-10000582 7/6/2025 7/28/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Charleston
PR-10000583 T/8/2025 T/28/2025 Mark Richter Prisca Zaccaria Referral to Director Rejected Thomasville
PR-10000534 T/G6/2025 7/28/2023 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Columbia
PR-10000575 TITI2025 T/27/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted West Columbia
PR-10000577 T/7/2025 7/27/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Clinton
PR-10000567 T/2025 T/21/2025 Mark Richter Kayla Ly Referral to Director Accepted Pennington
PR-10000556 6/26/2025 7162025 Mark Richter Prisca Zaccaria Referral to Director Inactive Charleston
PR-10000560 B/26/2025 T/16/2025 Mark Richter Timothy A. Aslinger Referral to Director Re-Referred - Accepted Camden
PR-10000541 6/4/2025 6/24/2025 Mark Richter Jeremy R. Doblin Referral to Director Re-Referred - Accepted Celina
PR-10000534 5/28/2025 6/17/2025 Mark Richter Prisca Zaccaria Referal to Director Re-Refered - Accepted Movi
PR-10000529 5/24/2025 6/13/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Mount Pleasant
PR-10000515 5/16/2025 6/5/2025 Mark Richter Kayla Ly Referral to Director Re-Referred - Accepted Greenville
PR-100004%6 5/15/2025 6/4/2025 Mark Richter Teresa M. Pezdek Referral to Director Re-Referred - Accepted Charleston
PR-10000490 3/13/2025 6/2/2025 Mark Richter Timothy A Aslinger Referral to Director Re-Referred - Accepted Charlotte
PR-10000476 5/1/2025 5/21/2025 Mark Richter Timothy A. Aslinger Referral to Director Re-Referred - Accepted Winter Park
PR-10000472 4/25/2025 5/18/2025 Mark Richter Timothy A Aslinger Referral to Director Re-Referred - Accepted Orlando
PR-10000437 3/28/2025 41772025 Mark Richter Jeremy R. Doblin Referral to Director Re-Referred - Accepted Mooresville
PR-10000435 3/26/2025 4/15/2025 Mark Richter Jeremy R. Doblin Referral to Director Re-Referred - Accepted Spring
PR-10000414 1/24/2025 2/13/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Tampa
PR-10000406 1/22/2025 2/11/2025 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Morth Chesterfield
PR-10000316 11/22/2024 121272024 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Edisto 1sland
PR-10000328 11/22/2024 12/12/2024 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Columbia
PR-10000305 11/21/2024 12/11/2024 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Miami
PR-10000303 11/19/2024 12/9/2024 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Mungie
PR-10000223 11/18/2024 12/8/2024 Mark Richter Prisca Zaccaria Referral to Director Re-Referred - Accepted Delray Beach

<=1 2 3 4
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FUNDRAISER VIEW

l?l- Prospect Referral:_

Referral Information

Referral Mumber: PR-10000679

Address: Referred To: Mark Richter Site: Moore School of
Prospect Giving Level: Major Gift Business
Fort Mill, SC 29715-5917 Researcher: Timothy A. Aslinger First Reminder Sent:  No
United States Type: Referral to Director Last Reminder Sent:  No

‘e Email:_ Status Code: Pending Due Date: 8/27/2025
- Phone:_ Status Date: B/7/2025

Path to Discovery: Blue Ridge Data

This prospect has been referred to Mark Richter based on estimated capacity and fit. Please accept this referral and send any questions to
Andrew Aslinger (aslinger@sc.edu).

-i.s a highly successful financial professional with a quickly rising trajectory in the food mdusu'y-holds dual degrees from DMSB.
He is mid-career and has two younger sons, one attending Furm an-should be engaged with DMSB to rekindle his relationship with
USC and begin conversations about philanthropie support in the future, as well as providing an in for a potential relationship \\'ltl'-

_s stock ownership is an attractive optien for a possible gift.

I ©:

CRM ID: 216027

Estimated Total Giving Capacity: $250,000 - $500,000

Total Value of Real Estate: $1,051,880

Compensation: $420,752 (estimate based on real estate)

Total Value of Stock: $459,372.76 (as of 7/1/25)

This capacity is based on publicly available finaneial information and indicates the prospect’s ability to give to any charitable organization
over a 5-year period.

Primarv Residence: Fort Mill. 5C
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USC Prospect Referral Tracking System

OUTCOMES




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
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OUTCOME REPORTING BY FUNDRAISER
Accepted Referrals by Gift Level Methods of Outreach for Accepted Referrals

Total Referrals Accepted 12 5 50
45

Principal Gift Referrals 4

4 40

Major Gift Referrals 7 35

Referrals with Qualification Plan 71| 22

Referrals Made Historical 6| |~ 20

Total Outreach Attempts 57 1 I e

Email Outreach 43 5 12 .
0

- i PRG - Made MG - Made MG - Still Active PRG - Still Active
In-Person Meetlngs 9 Historical Historical Email In Person Mail Phone Call
Phone Calls 4
Mail 1 Gifts Revenue
Made Historical Due to Inactivity 6 4 $6,550.00

*Mockup of report
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OUTCOME REPORTING BY RESEARCHER

Referral Outcomes by Researcher - Kayla Ly

Referrals by Status

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
Count of Gifts Total Gifts " Accepted " Inactive " Pending
Rejected Re-Referred = Re-Referred - Accepted
13 $510,665.00 = Re-Referred - Pending
*Mockup of report
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Prospect Researcher Scorecard

Completed Research Requests

Count Revenue.
Comprehensive Profile 10 $20,630
Contact Information Verification 26 55,000
Corparate Profile 23 38,257
Financial Brief S $100
Foundation Summary 18 $3,373,240
Other 1 $500
Prospect Bio 18 785,478
Prospect List 4 $107
Snapshot 7 $2,100
Update 1
Grand Total 117 54,199,352

Prequalifications
— 600

Prequalification 6 44 670
Prequalification - Pre 20 $17,700
Prequalification - Q1 15 £66,500
Prequalification - Q2 13 $8,500
Pregualification - Q3 24 58,300
Prequalification - Q4 36 $2.012
Prequalification - Q5 12
Proactive Prequalification - Q1 14
Proactive Prequalification - Q2 S
Proactive Prequalification - Q3 23 34,200
Proactive Prequalification - Q4 29
Proactive Prequalification - Q5 5

Prospect Referrals

I )

Accepted $556,064
Inactive $3,800
Re-Referred 1 5500,100

Re-Referred - Accepted 35,000
Re-Referred - Pending

Rejected

Grand Total $1,064,5964

PROSPECT DEVELOPMENT

PROSPECT RESEARCHER SCORECARD

FY 2025 Researcher
() -
Date Range 7/1/2024 &/30/2025
Proactive Prospects
I IEC-ZI
Count Revenue
PRGP*{typa) 1
Proactive Prospect - MGP 151 $12,257
Proactive Prospect - MGP Update 36 $5,337
Proactive Prospect - NMGP 12 $470
Proactive Prospect - PGP 3
Proactive Prospect - PRGP 45 $23,070
Proactive Prospect - PRGP Update 15 $38,700
Grand Total 267 $83,834
Proactive Prospect Revenue by Site
Site Filter | (Al -
Count Revenue
Missing Site 1
Administration 5
Aiken 4
Annual Giving 3 £470
Arnold School of Public He.. 3
Arts and Sciences 29 $3,762
Athletics 1
Beaufort 1
Education 7 $36,850
Engineering and Computi.. 21
Gift Planning 4
Honors College 6
Hospitality, Retail and Sp.. 18 $2.250
Information and Communi.. ic £2C
Law 8
Libraries 3
Mocre School of Business 45 $10,070
Music Y
3

Nursing 1

2025



TRACKING REFERRALS TO

Qualified

Defined as Plan Status = "Qualification”™ OR Opportunity Status = Qualified or further.

Referral Status
Accepted

Historical

Inactive

Pending

Re-Referred
Re-Referred - Accepted
Re-Referred - Pending
Rejected

Grand Total

Exﬁkgg{g .~ PROSPECT DEVELOPMENT 2025

Referrals
155

151

&4

4

4

26

11

7

422

Has a Plan
140

150

0

a4

23

0

318

Qualified

RO O O o o o w

GIFTS

ExpectedAmount

$10,000

$100,000

Ask Amount
£90,000

510,000

5100000

Sum of Accepted Amount
%0

20

50

Revenue Amount



UNIVERSITY OF

outh Carolina

REFERRAL ANALYSIS - TEAM LEADS °

Mark Richter - Portolio and Referral Analysis

Forttovs R [ T || i * Qutcomes by count and
percentages

- B 3_ * Referrals redistributed

niser eferrs 4 u N u
Inactivity ~ Departure  Opened- RPS  Declined Response Inactivity ~ Departure Opened - RPS  Declined  Response

- daeheiniell. B to team members

e * Redistributed referral
- outcome by team
member
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REFERRAL ANALYSIS - INDIVIDUAL

Mark Richter - Portolio and Referral Analysis

m——

Historcal Reason T [Comnt
Active 52,315
‘Drut o Inactivizy From Fundraises 5.13%]
Faondraiser Dapartars a5
P | 2.28%] _
Grand Total 78] =
Fanudraiser | |Cont Post Re-Referral Outcome | - [Count 2 —
JohE GAIten Active 51259 B
Tanner Graaves 2. Drue to Inacthity from Fundrabl 125%] !
Tblank) E | 3 [Fandraiser Departars o.00%| .
Afark Richter ;;_5496] Yo Plan Opened - BPS D00 % y 0.00%]
Fundraizer Depastars é ug Raferral Declined oo . o.coM]
Giransd Total Paeferral OO0 .00 %! O B 3
Grand Total 2l e o] Al sl al szl T - |
Humber of Contact Altempts | | Cosnt
-] i g8.72%|
i ;I 1.—!3*
Grand Total 4
Acceplance Rate [Tope Refermals Contsct | Linked Flan % Qualified | Made Historical
Accepted Faferral to Director 16.7%] o o.0%|
| Total 16.7%( 8 o o.0%
Inactne | Fadereal to Disector 4 o0 o o 0.0%
Fe-Fefarral 5| 00| f o 0.0%
[Total [ ‘n.0%] 1 o D.o%
Pending Referral to Director 1 0| o o o0
[ Total :ﬁ o a oﬂi‘
Fe-Referred Raferral to Direcbor 22| = & & 5.0%
Total :ﬁ o] o ook
Fue-Rsfarred - Accepted Fuafermal to Dirschor 3 i @ [-R-k]
[Total 53] :ﬁ 1 o oo
Rajpcted Bafurral to Director ) o o8
o 0.0%]
Grand Total tﬁ ﬂ 0.0%)
Post Re-Referral Outoome | - | Closnt
Active 25
Dras bo Inactivity Freen Fundratser 5.00%]
Fundraiser Departare 1.25%|
o Plan Opened - RPS 1.25%|
Baferral Declined = 3.7 8|
[Buferral Respense Pending =
= Post Acceptance Analysis  Acceptance Rate - M. Richter  Qualified - M. Richter  Portfolio  Active Referrals-M.Richter  Historical Referrals-M.Richter  +

LOKE
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PENDING REFERRALS FOR FUNDRAISER

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

Lookup ID ~

Prospect Name |~ |Fundraiser - |Site Code ~|Type ~ [Added Date - |Days Since Referral |- |Status | - |Status Date - |Days in Status - |Due Date ~

Mark Richter DMSB Referral to Director |07/ 11/2025 28 Pending |o7/15/2025 24

o07/31/2025

Mark Richter DMSB Referral to Director |08/07/ 2025 1 Pending |08/o7/ /2025 1 08/27/2025

Mark Richter DMSB Referral to Director |07/ 14/2025 25 Pending |o7/16/2025 23 08/03/2025
Pending
Mark Richter DMSB Referral to Director |7/15/2025 16 —7/16/ 2025 15 g/14/2025
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OUTCOMES FOR INDIVIDUAL FUNDRAISERS

Status Type Referrals | % of Referrals | Attempted to Contact % Attempted to Contact | Linked Plan | % with Plan | Qualified | % Qualified | Made Historical | % Made Historical
Accepted Referral to Director 6 6% 1 16.7% 6 100.00%) o 0.0% 3 50.00%
Inactive Reterral to Director 4 5.1% o o0.0% o 0.00% o 0.0% o 0.00%
Re-Referral 5 150.0% o 0.0% 1 20.00% o 0.06% 1 20.00%
Pending Reterral to Director 1 1.3% o o.0% o o.00% o 0.0%) o o.00%
Re-Referred Referral to Director 12 15.2% o o.0% o 0.00% o 5.0% o 0.00%
"Re-Referred - Accepted |Referral to Lirector 53 67.0% o 0.0% 1 1.8g% o 0.0% 1 1.8g%
Rejected Referral to Director 3 3.8% o 0.0% o 0.00% o 0.0% o 0.00%
|Grand Total 84 100.0% 1 1.2% 8 9.52% o 0.0% 5 5.95%

PROSPECT DEVELOPMENT 2025



REJECTED REFERRALS
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|Added Date | - [Days Since Referral - |Status | - |Status Date | - |Daysin Status | - |Due Date | - |Historical Reason |- |Total Contacts | - |Email | - [Notes Referred Fundraiser Post Re-Referral Outcome | -
10/ 18 202y 204 Inactive 1107 203y 74 1107 2004 Active a Mg Pign Opened - RS
of/on/20es 38 o709/ 205 30 ormfzozs  [Active d Feferral sent July 2025, no current outreact
i . i attempt: within 150 davs Bicthes
o7fu2025 [=8 Accepted  [o7/15/2025 24 o7f3f2025  [artive a Referral sentJuly 2025, no current outreact
_ : within 150 davs Agtive
10/31/ 2024 251 Rejected |11/11/2024 70 11/ 20/ 2024 Active o w Raferml Duclinad
o8 072025 1 Pending  [ofo7/2025 1 o8 27/2025  [Active [ Raferral Sent 8)'7 - no respanse Aeferral Response Perding
o7/ o8 2025 3 Rajected  [o7/ib/2025 23 o7/28iz025  JActive o Referral Declined
10/21/ 2024 F3l Rejected |11/ 06 2024 75 1110 2024 Active [0 Raferal Do
o714/ 2025 |k Pending o716 2025 23 ofoy/2025  [Active o Referral pending response Aefermal Retponse Perling
70 2025 13 Accepted  [7/13/9005 20 12,11/ 2025 Active 1 Aark has made outreach Juby 2025: within 150 days. Acthe
Referral sentJuly 2025, DO CLITENT oUineact
7lis/3eas ib Accepted  [7/16/20a3 i5 914 /2025 Active [ attempt; within 150 davs Acrive




REFERRALS OUTCOMES - QUALIFED?

EXPL

|Referral Status | Referrals | HasaPlan | Qualified
Accepted 5 3 0
Historieal 10 5 0
Inactive 4 o 0
Pending 1 0 0
m 10 O 0
Re-Referred - Accepted 51 o )
Rejected 3 0 0

Grand Total 84 8 0

LORE .
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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

Exﬁkgefnsg > PROSPECT DEVELOPMENT 2025 (VQI’O



CHALLENGES AND LESSONS LEARNED

 Early resistance: “| 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
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PRACTICAL TAKEAWAYS

e 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
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USC Prospect Referral Tracking System

QUESTIONS?




CONTACT

:I-I
-'-.E'.
Prisca Zaccaria Jay Trussell
Executive Director - Prospect Development Sr. Director of Information Systems
University of South Carolina University of South Carolina
priscaz@sc.edu jay.trussell@sc.edu
[;XW ’Dep?hg PROSPECT DEVELOPMENT 2025 \/Qr\J



THANK YOU!

Please complete your session
evaluations in the mobile app.
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