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POP IN CHAT:
What are you most hoping to get

out of our roundtable today?



Longer relationship building

Status check of where prospects are

Help you know where to focus your efforts

Automate follow-up

WHY USE PROPFUEL FOR
BUSINESS DEVELOPMENT?



RELEVANT BLUEPRINTS
Sponsors/Exhibitors Category:

Sponsor or Corporate Partner Acquisition
Fundraising/Advocacy Category:

Fundraising



Sequence (drip) campaigns that continuously enroll
contacts without the need for frequent updates.

CONSIDER MAKING IT
EVERGREEN 

Examples:

Nurture new prospects

Nurture the “yes” or “maybe” - check-in periodically



POP IN CHAT:
What’s your biggest pain point

with sponsors or partners?



SPONSOR ACQUISITION
Single check-in per conference
Targeted list of potential partners
12% response rate
11 companies expressing interest

Blueprint
Available



SPONSOR PROMO
Outreach to registered attendees
two weeks ahead of event
Each led to a meeting booking link
so they could commit to a
day/time in advance
10% booked a meeting with at
least one partner!



ADVERTISING

11%
Responded

with
interest!



CORPORATE PARTNER ACQUSITION
2 check-ins sent to prospective
corporate partners
3% engagement rate
Led to 20 hot prospects 🔥
Potential of $100k+ in revenue!!

Blueprint
Available



HEALTH BENEFIT PLAN: CUSTOMER ACQUISITION

Contacted all members
not enrolled (33K)
8% engagement rate
470 expressed interest



PRO TIP:
Create automated follow-
ups to nurture those that

express interest!

HEALTH BENEFIT PLAN: NURTURE LEADS

“It has been much better than I imagined for
member engagement. I probably would have
done this in waves had I known the response

would be this strong.”



HEALTH BENEFIT PLAN: RETENTION
2 check-ins to existing customers: NPS,
satisfaction
31 testimonials collected from promoters
Dozens of open-ended responses 

16%
Engagement

Rate



POP IN CHAT OR UNMUTE:

What are some other ways you
give sponsors or partners

increased visibility?



FUNDRAISING



FUNDRAISING

32%
Response

Rate 99%
Said Yes 

or Maybe!

GCSAA Rounds 4 Research Auction



Generated donations from 70+ people
97% of respondents said Yes
3% engagement rate

FUNDRAISING GCSAA Rounds 4 Research Donation



POP IN CHAT OR UNMUTE:

What new ideas could help you
with your business and fund

development efforts?



New Features: Campaign Tabs
Campaign tabs to organize your campaigns and stay focused!

Default tabs: Active, Draft, Upcoming
Private or public
Easier to create and add tags



New Features: Detailed Insights


