University of Miami 

Prospect Management


Moves Management Do’s and Don’ts
Move - Significant, meaningful contact with a prospect that leads to information being shared about their interest in giving and involvement with the University of Miami. The goal is to move the prospect further through the cultivation-solicitation-stewardship cycle.
What counts as a Cultivation in Advancesys or DUR?
YES - 
· Discussion of interests about the university (meeting, phone call, e-mail)
· Attended event with prospect
· Meaningful communication with contact

· Completed Lunch Meeting
· Completed Dinner Meeting
· Campus tour

· Letter of Inquiry
· Uninitiated contact by individual

· Trip with prospect

NO - 
· Thank you letter
· Birthday cards

· Congratulation cards

· Mass mailings

· Pledge reminders

· General Phone calls

· General E-mails
Other things to keep in mind:
· You can “add on” to a cultivation already entered.  Just enter the same date, time and meeting start the comment with “see previously entered cultivation”.

Solicitations
· You may book multiple solicitations per gift, however, enter amount requested and amount received on one solicitation only.  
· Only enter one solicitation per related entity group.  For example, you do not enter the solicitation on both the husband and the wife, only the managed entity.

· A proposal is a solicitation.

· Pledge reminders are not solicitations.

· If you assist with a solicitation, coordinate with the assigned manager to have your name entered in the “solicitors” field of the solicitation form.  Everyone entered in the “solicitors” section will see the move appear on their dashboard and solicitation reports.

· Once a gift is received, please enter it on the solicitation.  You may enter the full amount of a booked pledge. 
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