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Further Faster Tracker

1hzs tool helps you monitor relationshep progress and plan strategic next sieps.
Use it to stay focused, foster accountabrlity, and ensure no prospect loses momenium
i the cultivaizon cycle.
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Last Next
Cycle | Move | Move | Relationship | Strategic | Likelihood | Gift
Stage | + + Owner Notes of Gift Target
Date | Date

Donor/Prospect
Name

e Update weekly to reflect progress and maintain momentum.

e Use color-coding or flags (if digital) to highlight hot prospects.

e Rewview regularly during portfolio or huddle meetings.

e FEncourage gift officers to own their updates—it creates clarity and
focus.
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