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Picture this:

You’re walking through a meadow on a beautiful spring day…
The meadow is full of happy gift officers, enthusiastic donors, 
and wonderful missions being accomplished…
You come to a crossroads, and you decide to turn toward an old 
Victorian mansion in the distance…
As you get closer, your journey becomes more difficult. The 
meadow is overrun with weeds…
The gift officers are complaining…
You’ve entered the realm of….

PORTFOLIO HORROR STORIES!



As you approach the mansion, you see a cemetery in 
the front yard. This is the cemetery of portfolio 
prospects who are unable or unwilling to make a major 
gift…
• The trendy celebrity entered into your database, 

despite no ties to your organization
• The lists of residents of the wealthy neighborhood 

next door, or the Forbes Billionaire list for your state
• The major gift officer’s friend, who is a consistent 

$100 annual supporter but lacks the means to be a 
major donor



Identifying Prospects to Remove from 
Portfolios

• Examine giving history: Have they ever given? If so, 
what is their largest gift? When is their most recent 
gift? Is their giving increasing, decreasing, or staying 
at the same level?

• Are they engaged with the organization in other 
ways? Do they attend events? Do they interact with 
social media posts? Do they open e-mails?



Identifying Prospects to Remove from 
Portfolios

• If a wealth screening has been completed, what is 
their identified major giving capacity? What are their 
assets?

• If you have predictive modeling or similar analytics 
projects, what is their likelihood score?



To change the picture:

• Delete the sample 
image and press the 
Icon to insert a new 
picture

• Locate your new picture 
and press Open

Identifying prospects to remove from 
portfolios
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You walk past the cemetery and approach the front 
steps of the mansion. As you get closer, bats start to 
circle around you. These are the major giving prospects 
hiding in your database, which haven’t yet landed in 
portfolios
• That new $50 donor who possesses tremendous 

capacity and is very philanthropic elsewhere, but 
whose recent gift hasn’t attracted any attention

• The loyal annual donor who has the potential to give 
far more, if they are asked

• The prospect who was previously identified and pre-
qualified, but who hasn’t been added to a portfolio



Identifying Prospects to Add to 
Portfolios

• Examine giving history: Is their giving increasing? 
Are they giving at a lower level, but giving 
consistently?

• Are they engaged with the organization in other 
ways? Do they attend events? Do they interact with 
social media posts? Do they open e-mails?



Identifying Prospects to Remove from 
Portfolios

• If a wealth screening has been completed, what is 
their identified major giving capacity? What are their 
assets? Does your organization have the capability 
to screen all new donors when they make their first 
gift?

• Is there a system in place to track identified/referred 
prospects, to make sure that they are added to 
portfolios and contacted in a timely manner?
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You finally enter the mansion, and you find yourself in a 
maze. This is the maze of ask amounts. 
• How much is too much? 
• How much is too little? 
• How much is just right?



Determining Strategic Ask Amounts

• Is the individual’s giving pattern increasing, 
decreasing, or staying the same?

• If the individual has been wealth screened, what is 
the level of their giving to other organizations?

• Does their wealth indicate that they are able to give 
at higher levels?



To change the picture:

• Delete the sample 
image and press the 
Icon to insert a new 
picture

• Locate your new picture 
and press Open

Ask amounts and strategy



You successfully navigate the maze, which leads you to 
the back door of the mansion. You walk outside and 
find yourself back in the meadow full of happy gift 
officers and donors. Using data-driven insights, your 
portfolio horror story now has a happy ending!
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