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Welcome and Introductions

Bond Lammey
Senior Vice President, BWF

Jacqui Coones
Director of Prospect Management and Research 

Missouri State University
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Agenda

▪ Background details

▪ Identifying the problem

▪ Solutions:

▪ Meeting inventory

▪ New meeting schedule

▪ Solicitation mapping

▪ Inventory exercise

▪ Key findings

▪ Questions
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Background Details

About Missouri State:

▪ Public, 4-year institution 

▪ Foundation—centralized

▪ 35 FTE staff 

▪ 1 Prospect Mgt and 

Research Staff

▪ 12 Development Staff 

▪ Completed a CRM conversion 

from Banner to Ellucian CRM 

in March 2021

About the project:

▪ BWF and Missouri State have 

monthly calls to discuss topics 

based on need, including:

▪ Communicating key 

elements with leadership

▪ Partnering with 

development officers

▪ Balancing workload

▪ Making time for analysis
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Identifying the Problem

Current State: Report Out
Ideal State: Open Discussion, 

Strategic, Outcome-Based

Problem identified: meetings lack structure and therefore purpose
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Meeting Revamp Phase One

Meeting Agenda Review

▪ Look at all current meeting agendas 

and identify:

▪ Who is preparing the information

▪ Purpose/objective of the agenda item

▪ Discussion, information sharing, 

or decision needed

▪ Review results and identify gaps

▪ Modify agenda based on gaps 

(see next slide)
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Solution: Modified Agenda

Modified Agenda

▪ Achieved initial goals:

▪ More discussion

▪ Outcome-based

▪ Strategic
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Meeting Revamp Phase Two

▪ Revamp process highlighted the need for a new meeting structure

▪ Proposed a meeting rotation 
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Solution: New Meeting Schedule

Quarterly: Information with limited discussion 

Who: VP, Exec DOD, PMR, DOD 

Purpose: Discuss proposals and metrics 

Brainstorm: Open discussion

Who: DODs and PMR 

Purpose: Discuss one prospect solicitation plan that has a glitch 

Solicitation: Open Discussion

Who: Exec DOD, PMR, DOD

Purpose: overall solicitation plan for the year 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 

Meeting Quarterly Brainstorm Solicitation Quarterly Brainstorm Solicitation Quarterly Brainstorm Solicitation Quarterly Brainstorm Solicitation
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Meeting Revamp Phase Three

Current State

▪ Entering information into 

old database was difficult 

to maintain

▪ Visualizations for goal 

attainment is created 

in Excel

▪ Organizational focus on 

metrics attainment

Ideal State

▪ New CRM allows fundraisers 

to maintain solicitations and 

planned proposals

▪ Visualizations created in 

CRM dashboards 

▪ Create mapping to plan and 

predict solicitation outcomes 

with input from fundraisers
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Solution: 

Solicitation 

Mapping
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Solution: Solicitation Mapping
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Contacted 

Development Office 

about art he wanted 

to donate.

Met with him to 

discuss art and 

what it would 

benefit. Decided to 

sell some land and 

establish two 

scholarships in his 

lifetime.

Solicit/Closure: 

$100,000 Ask 

Area: Endowed 

Presidential 

Scholarship to fund 

two scholars.

Attended the 

scholarship dinner 

and met with the 

Dean.

Met with 

Department Chair 

and students once 

scholarships were 

awarded. Dept 

Chair told him of 

need for fellowship 

support.

Attended art history 

exhibits.

Tour of the Print 

Collection.
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Dinner to present 

language for estate. 

We discussed his 

interest in 

establishing a 

fellowship in Visual 

Arts.

Invited to the 

Leadership Society 

dinner.

Ask Amount: 

Estate: $400,000 

and outright 

$100,000 for 

Endowed 

Presidential 

Fellowship.

Birthday card from 

the Dean.

Dinner to meet his 

students for his 

EPS.
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Solution: Solicitation Mapping
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Inventory 

Exercise: 

Sample 

Meeting 

Agenda
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Inventory 

Exercise: 

Completed 

Exercise
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Key Findings and Takeaways

Lessons learned

▪ Providing time for open discussion without 

leadership can yield positive results

▪ Helps to learn what/when report-out is necessary 

in a meeting format

▪ Show results visually—let the data speak for itself

Strategies for buy-in

▪ Demonstrating ROI to leadership

▪ Collect informal feedback

▪ Share “client testimonials”
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Reporting: COAST Technique

▪ Comparison—Find and display 

common data points.

▪ One Idea—Does your analysis tell 

one, consistent story?

▪ Alignment—Match visual to what 

recipient values.

▪ Simplest Form—The best analyses 

are often the simplest!

▪ Transparency—Open and shared 

reports on progress.
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Comparison

▪ Delivering Prospects

▪ Sally Donor: Non-alumna, donor.

▪ Joe Prospect: Non-alumnus. MG capacity, 

High MG likelihood, engaged. 

▪ Compare Joe to Sally when delivering the 

name to Jill Officer.

▪ Major Gift Officer Performance

▪ Jill Officer: 12 visits, 13 solicitations, $1.6M raised

▪ Top 20% of Gift Officers
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Comparison: Example
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Simplest Form

▪ Reduce the noise

▪ In charts

▪ In slide decks

▪ Stage-aging 

▪ Shorten the time in a stage

▪ Get to an ask sooner
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Simplest Form: Example
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Questions?
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Thank you!

Bond Lammey 

blammey@bwf.com

Jacqui Coones

jacquicoones@missouristate.edu


