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Lead Generation Streams 

Prospect 
Development 

Discovery 
Journey

Bubble Up 
Initiative 

● Traditional Model

● Past Giving 

● Gift Scores & Predictive Modeling  

LGO Model since 2019 

● Scalable Qualification 

● No Real Estate Data

● Increased Bandwidth 
for Gift Officers 

Launched in 2020

● Efficient Stewardship  

● Timely

● Increased Bandwidth 
for Gift Officers 

Launched in 2023

LGOS



Discovery Journey = Proactive 

PROACTIVE 
OUTREACH 

Goal of the program= Discover prospects to build the donor pipeline for gift officers 

Unassigned 
Prospects

Discovery
Journey
Outreach

Qualification 
Visit

Survey

Handoff

Cultivation

DQ



Bubble Up = Reactive 

REACTIVE  
OUTREACH 

Unassigned 
Recent 

Cal Fund 
Donors 

Bubble Up 
Outreach

Re- 
Qualification 

Visit

Cultivate / 
Open

DQ

Goal of the Program= Timely response to donor behavior to move prospects up the 
pipeline  



Touchpoints - Emails

ThankViewMarketing Cloud



Touchpoint- Survey
Qualtrics Survey



Scheduling a Qualification Meeting



Discovery Program Productivity

Data 
Enhancement

997
Surveys 

Completed

2,574 
New Interest Codes

9,620 Unassigned Prospects

162 
Handoffs 

(34% of visits)

133 
Cultivation
(28% of visits)

63 
Board Leads
(6% of surveys)

Donor Leads

Pipeline 
Cleanup

185 
Disqualified 

Prospects
(38% of visits)

480 Qualification Visits
(5% of prospects put into journeys) 

9,620 Unassigned Prospects




