Two Week Time Tracker

Cycle of Donor Relations
Use % of time or track hours every day!

IDENTIFICATION: How much time to you
spend finding new prospects?

QUALIFICATION: How much time do you
spend determining which prospects are
really a fit for your cause?

CULTIVATION: How much time do you
spend informing, engaging, and inspiring
your prospects?

SOLICITATION: How much time do you
spend actually asking?
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ACKNOWLEDGEMENT: How much time
do you spend thanking your donors?

STEWARDSHIP: How much time do you
spend telling your donors what you did
with their money?
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though we know you give it 110% every
day!)
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