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Welcome to Bloomerang Academy, and today’s class on How to Use  
Bloomerang like a Major Gifts Officer. 
 
Our goal today is for you to be able to say 

 
I am the very model of a modern Major Gifts Officer 
Part salesman, part therapist and ten percent philosopher * (continued at bottom)  

 
So today our basic outline is: ' 

 a few minutes on Donor Search, which is an optional additional service 
Using the basic fields in Bloomerang  

*  Relationships 
*  Custom Fields 
*  Interactions 
*  Using Notes for Prospect Research and linking to documents 

Using Tasks for follow-up 
Mass-updating Interactions using the Import Function 
Questions 
 

For the most part, it’s only the largest fund-raising operations, like university foundations, that 
have people whose sole full-time job title is “Major Gift Officer.”    A full time MGO may 
manage a portfolio of 75 to 150 prospects, and all they do is to keep in touch with these people, 
keep them educated about the organization’s programs and initiatives, find out what the 
prospect’s priorities are, and ask them for, in most cases, five- or six-figure gifts. 
 
My guess is that the typical Bloomerang client doesn’t have one person who does nothing but 
this; but I bet most of you have a couple of people – probably an Executive Director and a 
Development Director, maybe one or two more – who wear multiple hats, ONE of which is to 
manage a portfolio of 10 to 25 donors or prospects who you hope to ask for a gift of more than 
$1000 in the course of each year. 
 
You can’t devote ALL your time to following the best practices of being a major gifts officer, 
with filing detailed call reports and all those trips to Florida to visit your snowbirds in February. 
 
But we’re going to work today on setting up Bloomerang to help you get the most out of the time 
you spend on those PEOPLE who are going to give you big gifts. 
 
Let's start with taking a look at the Generosity Score feature on each donor's profile page, which 
is based on data available to you through our integration with DONOR SEARCH. 



 
Donor Search is a third-party company that accumulates data from public sources to estimate the 
wealth and giving capacity of individuals (not corporations).   You can add a subscription to 
Donor Search to your Bloomerang subscription for about 15% on top of what you are currently 
paying.  But even if you choose not to do that, we still offer you a taste of what that service 
covers via the "Generosity Score" gauge on the right hand side of each of your individual 
constituents' records. 
 
In the class, I use my own database to "click through" my own record to show what Donor 
Search offers to full subscribers.   The focal point of the Donor Search Prospect View page is a 
pie chart in the upper right-hand corner, showing what percentage of each donor's charitable 
giving goes to which causes -- i.e., education vs. human services vs. arts and culture vs. animal 
welfare, etc. 
 
In the upper left corner of each Donor Search Prospect View screen is a series of rankings.  Each 
of these rankings are accompanied by a little blue ? icon which goes into detail about the 
definitions of these rankings.   The top score on the left, DS Rating, corresponds to the 
"Cold/Cool/Warm/Hot/On Fire" gauge on your Bloomerang dashboard.  A definition of those 
rankings follows. 
 



 
 
Meanwhile, it is useful to know that, within Donor Search, you can click on the "Charitable 
Giving" link near the bottom of the screen above, and see a list of the donations that Donor 
Search has found in published annual reports.  This will never be an EXHAUSTIVE list of every 
donation that someone has made, and it is likely to be a year or two out of date, because this list 
is assembled by looking at published annual reports, which are themselves at least a year out of 
date.  But this IS a list of REPRESENTATIVE donations that each donor has made to the largest 
charities. 
 
Another incredibly useful portion of Donor Search is the Relationships tab at the very bottom of 
the page.  Clicking on this link will show you the corporate or non-profit boards on which your 
constituent serves; and the other people who appear in Donor Search who are also on those 
boards.  This is a great way to find connections between your closest donors, and other people to 
whom they may be able to introduce you... 
 



Now -- even if you don't purchase Donor Search -- if you want to know what "On Fire / Hot / 
Warm ..." etc., mean, those categories correspond to the following definitions: 
 
ON Fire (DS1-1): Exact match as a donor giving $5,000 or more to a nonprofit or political 
organization found in our giving history archive. A DS1-1 rated prospect may have markers of 
wealth or may only be matched to a significant giving history, and have no notable wealth 
markers. 
HOT (DS1-2): Exact match to exceptional markers of wealth: real estate holdings of $2+ 
million, business executive at a firm with revenues of $5+ million, nonprofit match, SEC 
Insiders, DatabaseUSA Executives. Federal political giving of $10k or very likely member of a 
foundation board. 
WARM DS1-3: Exact match to lower, but notable markers of wealth, including real estate 
holdings of $1-2 million, business executive at a firm with revenues of $1-5 million, or political 
giving in excess of $5k. 
COOL DS1-4: Exact matches to significant markers of wealth, including real estate holdings of 
$500,000-1 million, ownership of at least two properties or a real estate trust, a gift of over 
$500, or executive in a high tech firm or very likely member of a grant seeking organization. 
COLD  DS1-5: Exact/very likely matches to markers of wealth or philanthropy, including 
business executive at a firm with revenues of $1 million, or the strong possibility of being an SEC 
insider or possible member of a foundation 

 
 
Now, let's spend some time looking at how to use Bloomerang Regular Fields for  

 
Relationships.   Often, Bloomerang users only use the "Relationships" tab to create 

"Households" so they can send a single letter, instead of two letters, to two spouses who are 
independently active in your org.   But the second category under "Relationships" has nothing to 
do with mailing addresses -- it's just a way to keep track of who is connected to who.    Pay 
special attention to these with major donors.  Wealth does tend to accumulate in families; and 
getting one sibling interested in your cause can be very useful in getting another, but don’t take 
things for granted.  And be very careful about understanding, for instance, father vs. stepfather.  
        You can add additional "relationship" definitions to your options here by going to Settings 
(the gear icon) > View All Settings > Relationships > New.  Here is where you may want to 
create some additional relationship definers such as "ex spouse" or "step father."  
 
 
Custom Fields 

Attributes (or "Flags," or "Constituent codes")  – I just add Major Gift Prospect as a value 
to my basic "Attribute" 
 New Constituent  Fields -   College, Grad School, Corporate boards, non-profit boards -- 
these are all custom constituent fields that you will want to set up as "type-it-in" fields within an 
overall category of "Basic Individual Constituent Information."   These are all pieces of 
information that will stay the same for each constituent year after year. 



            New Constituents Fields within a new CATEGORY of Major Gift Prospect Information 
-- within this new category, you may want to create custom fields for Target Ask, Solicitor -- 
things that will be specific for only the "ask" that you are currently working on.  
 
 
Interactions. 
 
Of course, Bloomerang automatically creates "interactions" on the timeline for every one of your 
constituents that you communicate with via Bloomerang's mail or mass-email functions -- 
solicitations, thank you's, invitations, e-newsletters, etc.   With major gift prospects, you will 
often want to use the Import function (see below) to mass-update the records of multiple 
prospects who attend events, etc.  But major gift prospects are PARTICULARLY important for 
using the Interaction function to create a one-off interaction in which you record the results of a 
single face-to-face meeting or phone call.   Record the information that you learn in these 
conversations (things like, for instance, where their children are in college, or when their 
anniversary is, or that they like sky-diving) in the Interaction Note.  This is the kind of 
information that is often referred to as a "Call Report."  
 
With the amount of work that we're having to do remotely due to Covid-19, this is an important 
time to remember the "Bcc: Bloomerang" function.   Any time you are using your individual 
Outlook or Gmail account to send a one-on-one email to a constituent who is already in 
Bloomerang, you can add "bcc:Bloomerang" to the bcc section, and Bloomerang will add an 
interaction and a copy of that text to their record.  For more info on that feature, go here:  
 
https://bloomerang.freshdesk.com/a/solutions/articles/13000024796 
 
 
 
Notes. 
Creating a new Timeline Note for a constituent is the perfect way to record what is often called 
"Prospect Research."  It has nothing to do with an interaction -- it's just a place to record 
information that you, or one of your staff or interns, collected by doing research, in a library or 
online.   A timeline note lets you construct a brief narrative of what you learned (and this field 
can be searched in a NOTES report, by filtering for "Note CONTAINS (key word).")   More 
importantly, you can also use the Attachments section on the right-hand column of the Notes 
page to either attach a document (a scanned letter or newspaper article), or to attach a link to a 
web address of a useful article. 
 
USING NOTES FOR MOVES MANAGEMENT.  
Here's a technique for tracking the multiple conversations that go into cultivating a single major 
gift by entering each conversation not as its own interaction, but as an additional line in a 
Timeline Note.  (This is a variation on the samed technique we recommend for Grant Tracking; 
you may want to watch that video as well). 
 

https://bloomerang.freshdesk.com/a/solutions/articles/13000024796


The idea is that rather than enter a separate interaction onto the timeline of each prospect for 
each step of making this specific ask (in addition to all the interactions that are automatically 
going to appear on their timelines as you send them newsletters and golf outing invitations and 
thank you's for their golf registrations, for example), you enter a single timeline NOTE early in 
each fiscal year for tracking your multiple touches with them that are specific to eventually 
asking them for a five-figure gift that may well be a "restricted" gift tailored to their interests. 
Every time you have a touch-point with that donor during this fiscal year, just re-open the 
existing note, update the "Date" to today's date, and add another line describing your progress. 

 
 
The next step in this technique is to develop a CATEGORY of custom NOTE fields, so that each 
time you open up this note, you have the opportunity to update more fields that you can report on 
-- fields like "target ask amount," "target ask date," and, most importantly, a 'pick one from a 
list" menu of something like "Next Step."  Every major gift solicitation should be at some point 
on a ladder between "introduction," "cultivation," perhaps "further cultivation", "permission to 
ask," "Solicitation" and "follow up," and "Closed."   You may want to also have a custom field 
for your next TACTIC, which could include cultivation activities unique to your organization 
like behind-the-scenes tours or backstage passes, etc. 
 
To set these up, go to Settings > Custom Notes Fields, and create a New Category called Major 
Gifts Cultivation. 
 
Then use the blue button in the upper right corner to add the new fields mentioned above. 



 
 
 
This fields allow you to create a NOTES report, filtered for all notes where "Next Step" is 
anything other than "Closed"  (so we're not looking at last year's asks).   Add a column for Next 
Step and Next Step deadline.  Sort by this column.  Or simply filter by Next Step is Solicitation 
to get only a list of the asks that are due, etc.  
 

 
Tasks – You definitely want to put your promised follow-up steps with major prospects into 
your tasks, as new tasks, one at a time.   But you if you are calling 25 people to invite them to an 
event, you don’t need to open 25 new tasks, AND THEN later create 25 new interactions. 
Instead, create a single task that says "Contact major gift prospects about upcoming event," and 
then track the responses to those calls and emails in a spreadsheet that you can later import, as 
follows: 
 
Mass-Updating interactions 
    Create an excel spreadsheet for your twenty-five top top prospects (you do this as a report out 
of Bloomerang, of course).  Bloomerang will automatically add account number as a column. 
There are several times a year when THESE people are going to be your target audience for 
some particular event.    So, for instance, you always want to PERSONALLY invite them, over 
the phone or with a personalized email. 
 

∙   Your own gala 
∙   Your table at the Governor’s Arts Awards 
∙   A private cocktail party with a celebrity before they give a lecture for you. 

 
 
Now, in this case, you don’t want to put in 25 individual tasks.   I would recommend creating a 
single new task for yourself, called “complete calling all 25 major prospects to invite to 
Governor’s Arts Awards” and set a date maybe two weeks before the event. 
 
Then create a Constituent-based report in Bloomerang filtered for Attribute is Major Gift 
Prospect. 



We'll be using this report for making phone calls and sending emails, so delete the columns for 
street, city, state, and zip, and add a column for Primary Phone Number.  Save and export to 
excel. 
 

 
 
Then, rather than enter each of these tasks AND interactions manually on each person’s timeline, 
just print out your spreadsheet, or keep it on the desktop of your computer, and update it there as 
you succeed in reaching each person.      You’ll already have account number; you’ll just need to 
add Subject, date, Purpose, and Channel which will be the same for all of them; and a column for 
Interaction Note which gives the results of that person’s interaction (accepted, declined, already 
going with someone else; asked if her daughter could come in her place, etc.)  Copy and paste 
the subject and purpose down the entire column; use the Date, channel, and Note column to enter 
the specifics of your conversation with each prospect. 
 

 



 
When you're done making your calls, you have a file ready to import as an interaction import 
(you already have account number), putting an interaction on each prospect's timeline.  You can 
even then use this same spreadsheet to delete the rows of the people who AREN'T attending, 
change the date and subject and purpose data to Attended Gala, and you've got the file you need 
to add THAT interaction to THOSE people's timelines. 
 


