Overall Findings
Our analysis determined that assigned
prospects effectively covered major donors
and the majority of annual giving, but
attention was needed on mid-level donors
for short-term growth. Further, extensive
communication data pointed to potential
long-term growth in developing a strategy
based on patterns within interaction data.
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Two Distinct Models for Prospect Portfolio Decision-Making

Recommendations

We recommend two different portfolio structures:
Portfolio One: A mid-level donor portfolio to lift the
RFM “champions” with higher capacity from annual
giving of $1,000-$10,000 t0 $10,000+.
Portfolio Two: A long-term engagement portfolio
that seeks to acquire high interaction prospects
within the organization, with careful attention to
those with higher capacity.
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