
 

 

 
 

7 Tips to Build Your Prospect Pipeline 
 
Any fundraising initiative needs a list of people to invite to participate.  The question is, 
how do you make a list that captures all of the potential, saves you time, and 
increases your chance of success?   
 

1. Start with your inner circle. Who are the people closest to you who currently 
support your programs and services?  These can be staff, board, volunteers, clients, 
alumni, donors and suppliers.  They may not all stay on your list of potential donors, 
but you do need to identify them so that you can draw on that subset of people for 
table hosts, campaign cabinet, spokespeople, champions, etc. 

 

2. Identify the people, organizations and corporations who are linked to 
your inner circle. Who do these people work for?  What organizations or 
community groups do they belong to?  For corporate sponsors or suppliers, who are 
their stakeholders, board members, leadership and staff? 

 
3. Identify community leaders and influencers.  These could be a leader of a 

community service club, industry sector or union, association or professional group, 
a community group, educational institution or major employer. 

 
4. Identify media personalities and well-known, frequent sponsors, 

supporters or donors.		Task a subset of your fundraising group to research the 
back catalogue of local media (print and electronic) to identify who was 
mentioned in conjunction with charity activities in the past 36 months.	
	
	

Build your expertise through Virtually GLOBAL’s™ Shared Brain™ tip sheets. 
Learn how to build a Prospect Pipeline. 



 

5. Look at the neighbours. People and companies which reside in the area 
adjacent to your agency may have an interest in helping you succeed.  Search by 
FSA (Forward Sorting Area, the first part of the postal code) to find out who resides 
in your geographic area of influence.	

	
6. Sort individuals and corporations separately.  Make sure you reference who 

is engaged in which organization so you can cross-reference the lists to avoid 
duplication and embarrassment.  
 

7. Prioritize your list. Highlight the high priority prospects and note those who have 
the least likelihood of participating in your success. Review the lists with your 
fundraising staff and volunteers:	
• check the names against your current list of donors and supporters; 	
• assess the names for their history of philanthropy or sponsorship to other groups; 	
• assess existing or historic connection to your organization; 	
• estimate their ability to make a financial gift; 	
• assess their interest in the cause you are promoting; and 	
• decide whether they have the position in the community or the network of 

connections to help as a volunteer, champion or leader.	
 

 
Learn more about how to develop a strong and qualified prospect pipeline from the 
highly experienced Global Philanthropic Senior Consultants on Virtually GLOBALTM. We 
have access to the latest technology to help you turn random names into actionable 
lists of qualified prospects.  
 
Get fingertip and budget-friendly virtual access to expert, personalized fundraising 
counsel from across Canada.  
 
Let’s get started today! 
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