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PROST! PRoactive, STrategic research

A $1 Billion Tool for Cultural Transformation

While you’re waiting, complete your 
session evaluations in the mobile app!



Overview

• Where did we start? National Geographic Society Development, winter 2023

• What did we do? Test for effectiveness, brand for impact

• Results? Noticeable cultural and performance shift favoring Operations input

• More results: Build on success in response to demand - PROST-X and TIPS

• How Can I do This at my organization? Key enabling factors



NATIONAL GEOGRAPHIC SOCIETY 
ADVANCEMENT, WINTER 2023



HERE’S THE SITUATION. . . 
NGS Mission: to illuminate and protect the wonder of our world, using the power 
of science, exploration, education, and storytelling. 

• Funding Explorers: invest in scientists, educators, storytellers, conservationists, 
and technologists who are pushing the boundaries of knowledge, conducting 
research, and working to solve critical global challenges.

• Powerful Storytelling and Education: utilize captivating narratives and educational 
resources to spark curiosity, empower exploration, and inspire people worldwide 
to care about and act on behalf of our planet.

• Focus on Key Areas: Ocean, Land, Wildlife, Human Histories & Cultures, Planetary 
Health, and Space.

• Inspiring the Next Generation: Through initiatives like the Slingshot Challenge and 
Photo Camp, provide opportunities for young people to become explorers and 
problem solvers. 



HERE’S THE SITUATION. . . 

New CEO and Chief Advancement Officer in 2020
• Fundraising previously was not strong revenue stream as compared to 

$$ from for-profit media company National Geographic Partners (Now 
Disney)
• Lean investment in fundraising
• Primarily relied on annual giving, subscriptions, organizations

Shift towards higher ed model and staffing
• Advancement staff doubles in 3-year hiring surge as remote work grows
• New fundraising staff have less interaction with Operations 
• No alumni but a powerful brand
• Built out Institutional Partnerships, Individual Giving, Annual Giving, 

Events teams



HERE’S THE SITUATION. . . 

Year

NGS 

Fundraising 

Revenue

~Frontline               

Staff

~Prospect                                          

Development 

Staff

2020 $25M 10 1

2021 $73M 15 2

2022 $119M 19 3

2023 $115M 20 4

Successful fundraising, inconsistent partnerships between 
fundraisers and operations

• Everyone has their own understanding of best practices

• Event bios, invitation lists, reactive requests take precedence over 
creating new processes



QUESTIONS ON THE SITUATION?



TEST FOR EFFECTIVENESS, 
BRAND FOR IMPACT



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

Identify Key Problems Leadership needs resolved
• Fundraisers will not approach cold, wealthy prospects

• Fundraisers spend too much time reviewing gift report for new prospects

• Challenging for Operations to provide input and improve processes

Play with Tools that are available and push them and test their limits
• Workflows in Raiser’s Edge NXT

• iWave Screenings

• Gift Reporting

Make a credible case to allies and get permission to share the results



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

As presented to Operations and then Fundraisers in April 2024:

Goals and Objectives

This nascent, sustainable process would not be possible without everything Advancement 
Operations has done to establish a strong, reliable donor system. It has the potential to:

• Deliver steady results for impact that will strengthen Advancement confidence and 
strategic thinking about new prospects

• Assist Ops in asserting its role in building the pipeline 

• Drive further partnerships with fundraisers and demonstrate acknowledgement of the 
challenges of their work by providing warm rather than only high-capacity prospects

• Build on team sharing and maximizing current available resources, systems, and expertise



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

As presented to Operations and then Fundraisers in April 2024:

Old Ways of prospecting 

• Annual/one-off wealth screenings focused on wealthy zip codes, largest gifts, etc.

• Look through the daily gift report in “free” time for top donors we might not 
already know

• Only look at top unknown donors but not at every daily gift report

• Look through philanthropy lists to see who might be in our database 



CREATING A PRINCIPAL GIFT PIPELINE PROCESS
As presented to Operations and then Fundraisers in April 2024:

New Way - Create a self-populating monthly donor list for screening 



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

As presented to Operations and then 
Fundraisers in April 2024:

New Way – Create sustainable template for 
simplified, consistent export that aligns with 
vendor screening requirements (address, 
lifetime giving, etc.)

Filter out: Already assigned or known to us 
(no former trustees, etc.), LEX, rural or 
international, incomplete information, 
organizations, etc.



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

As presented to Operations and then Fundraisers in April 2024:

New Way – export from database into template, submitting one simple 

monthly screening 



CREATING A PRINCIPAL GIFT PIPELINE PROCESS
As presented to Operations and then Fundraisers in April 2024:

Research ONLY the top unknown donors from ALL of the daily gift reports



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

As presented to Operations and then Fundraisers in April 2024:

Sample top results – donors to NGS in 2024 who were not known to NGS 
and would not have been engaged by MG or PG RMs:

• Unnamed billionaire gave away $172M in 2023

• Famous shoe company founder/CEO

• Member of Forbes billionaire Gallo wine family

• Member of Rockefeller family 

• Bank chairmen, hedge funders, venture capitalists, etc.



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

Sample Communication in delivering PROST! Results

Hi Fundraiser! 

As part of Ops continuing to contribute to the pipeline, I'm reaching out to let you know 
we have more highly rated, warm donors from PROST!  that have been assigned to 
you for outreach and qualification.

These are individual donors who recently gave at least $500, are not a LEX gift, and 
appear to reside in areas generally within your region.

As a reminder, an extra effort was made to find contact information and other details 
which should be enough for qualification.

In tandem with consistent portfolio reviews and thoughtful engagement, we hope new 
prospects like these will help set you up to crush your 2025 goals!



CREATING A PRINCIPAL GIFT PIPELINE PROCESS

Quick review of what we just covered. . . 

$500+ donors 

automatically 

populate list in NXT 

reviewed monthly.

List is filtered, 

formatted for 

unassigned, 

unknown, U.S. 

based with full info

Screened and then 
organized by 

strongest capacity 
indicators

Real Work (5+ days) 
– research top 20-

50% of donors

Assign based on 
region, capacity, 
philanthropy – 

communicate for 
impact

Follow up reviews 
emphasize 

engagement priority 
of warm, high-

capacity donors



CREATING A PRINCIPAL GIFT PIPELINE PROCESS
As of June 2025: 

Output - added capacity of PROST!-identified donors

• 2,120 donors in 18 screenings since Winter 2023

Impact – 41 total 

fundraiser 

solicitations totaling 

$4.9M

Over $730M in Rated Donors Identified (excludes prospects)

$50M+
$25M-

$49.9M

$10M-

$24.9M 

$5M-

$9.9M

$2.5M-

$4.9M

$1M-

$2.49M

$500K-

$999K

$250K-

$499K

$100K-

$249K

$50K-

$99K

5 8 14 27 38 32 15 30 36 28

Solicitations Status Total $$

10 Funded $142K

6 Closing $760K

16 Planning $2.5M

9 Withdrawn or Declined $355K



QUESTIONS ON TESTING & BRANDING?



A CULTURAL SHIFT. . .



FUNDRAISERS: I LOVE PROST! WHAT ELSE CAN 
YOU GIVE ME?
By mid-2024, regular monthly sharing and assignment of 15 - 30 highly-
rated, warm prospects, grouped by region and capacity 

• Delivered for impact with powerful, consistent messaging

Consistent positive feedback from fundraisers whose previous pipeline 
relied far more heavily on events and introductions 

• Giving from PROST-identified donors increased over 100 per cent due to 
the personalized outreach they received from fundraisers 

Greater regular participation of prospect development staff in strategy 
meetings and discussions on elite prospect engagement 

• Better overall integration of operations and frontline staff drives higher 
performance



FUNDRAISERS: I LOVE PROST! WHAT ELSE CAN 
YOU GIVE ME?
Fundraisers became receptive to operations input, seeing fewer but better 
prospects, improving efficiency and maintaining high performance

• 1,041 visits, a decrease of 20% over 2023 (1,294)

• Closed 330 gifts, a 13% increase over 2023 (293) with fewer frontline staff

Year
NGS Fundraising 

Revenue

~Frontline               

Staff

~Prospect                                          

Development Staff

2020 $25M 10 1

2021 $73M 15 2

2022 $119M 19 3

2023 $115M 20 4

2024 $112M 16 4



FUNDRAISERS: I LOVE PROST! WHAT ELSE CAN 
YOU GIVE ME?
Fundraising performance improves overall in 2024. We believe this 
correlates to improved integration of operations input into frontline 
activity – PROST! assisted with that integration.  

• 105 $100K+ gifts, a 30% increase over 2023 (81)

• 24 $1M+ gifts, a 50% increase over 2023 (16)

• 18 Principal Donors Society members added in 2024, 64% increase over 
2023 (11)

• Hubbard & Clark Council (MG+ Giving Societies) 38% membership increase 
over 2023 – Four of these identified via PROST!



QUESTIONS ON SHIFTING CULTURE?



FOLLOW-ON SUCCESSES 



PROST-X AND TIPS

PROST! is elevated for Advancement and NGS leadership - PROST-eXpress, 
or PROST-X

• Approval chain for time sensitive CEO-level response carefully coordinated

• Leaders wanted PROST! prospects – demand from top after bottom-up success

• Criteria of $5M+ rating, gave $500 within past month

• Donors receive automated/targeted thank you/engagement email from 
leadership based on assessed interests

• Portfolio assignment and follow up for a two-month period, then dropped or 
reassigned



PROST-X AND TIPS

TIPS was created for Advancement and NGS leadership - (Targeted 
Information on ProspectS)

• Due to leadership complaint about missed engagement opportunity

• Highlights up-to-the-minute new information on prospects known to us

• Approval chain for PROST-X mirrored along with team meeting  

• Used process to highlight (1) inefficiencies of news alerts for high level prospects 
that would overload inboxes and (2) that our team with current staff cannot 
support all senior leadership engagement if it is not shared with us in a 
consistent way

• Process fully approved and appreciated by leadership – no requests yet 



QUESTIONS ON FOLLOW-ON SUCCESSES?



KEY TAKEAWAYS



COULD I DO THIS AT MY ORGANIZATION?
Maybe not exactly, but you can mirror the key concepts. 

• (1) Go find out what leadership truly says it needs. Integrate it into your work

• (2) Meet non-data and non-process people at their level. Culture shifts sloooowly.

• (3) Identify key stakeholders and consider how new ideas may not benefit 
everyone equally before introducing ideas. 

• (4) Work hard AND work smart. Perform at a high level to earn the permission to 
play with and test systems and tools your organization may already have that can 
scale in ways other longtime users have not imagined.

• (5) Grasp firmly to opportunities to highlight the impact of your work. Make it 
simple, memorable, sustainable.



THOUGHTS?



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