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Agenda

Use WealthEngine’s FindWealth Online Research Tool to:

Prioritize and Rank Prospects
Identify New Prospects
Right-size Ask Amounts
Create Confidence in Solicitors
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Prioritize and Rank Prospects

1. Propensity to Give Score (P2G)
2. Data Source Matches and Quality of Match
3. Estimated Giving Capacity Rating 
4. Donative History with YOUR Nonprofit
5. Activity History with YOUR Nonprofit
6. Donative History with Other Nonprofits & Political 

Giving
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Propensity to Give Score (P2G)

#1

#1: P2G Score

This is the first thing to 
look at as it identifies 
“pre-qualified 
prospects.”
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Data Source Matches and Quality of Match

# 2

#2: Data 
Source Matches 
and QOM

Looking at the sources 
and QOM to those 
sources allows you to 
make a very quick 
evaluation as to the 
strength of the 
prospect.
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Estimated Giving Capacity Rating 

#3

#3: Estimated 
giving Capacity

While capacity on its 
own does not  mean 
someone is a good 
major gift prospect for 
your organization, it is a 
necessary component 
for any major gift 
prospect to have the 
means to give a major 
gift.
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Donative History with YOUR Nonprofit

#4

#4: Donative 
History with 
YOUR Nonprofit

Only present in FWO if 
you have input the 
information.  If not, 
review the data in your 
DMS.  Look for 
• size of largest gift
• date of most recent 

gift
• total giving
• consecutive years 

giving and/or
• frequency of giving
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#5: Activity 
History with 
YOUR 
Nonprofit.

Check your donor 
management system 
(DMS) for all activity 
including 
• attendance at 

productions or 
exhibits

• events attended
• contacts with major 

gifts or other 
personnel

• connections to 
others involved

• volunteer activity
• etc.

Activity History with YOUR Nonprofit

#5
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Donative History with Other Nonprofits & 
Political Giving

#6

#6: Donative 
History with 
Other 
Nonprofits and 
Political Giving

Even if a prospect has 
not given to your 
organization, you can 
determine if they may 
be interested in your 
cause or mission by 
looking at who else 
they donate to.  
Additionally, those who 
make political 
contributions are more 
philanthropic and have 
more disposable 
income than those who 
don’t.
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1. Propensity to Give Score (P2G)

2. Data Source Matches and Quality of Match

3. Estimated Giving Capacity Rating 

4. Donative History with YOUR Nonprofit

5. Activity History with YOUR Nonprofit

6. Donative History with Other Nonprofits & Political Giving

Prioritize and Rank Prospects

Helps verify “good” prospect

Must be above set limit

Apply points for 
donation levels, 
activity levels, and 
additional giving.  
This allows you to 
rank your 
prospects by 
affinity and 
philanthropy
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Identify New Prospects

1.  Review the “Circle of Friends” For Your Best Prospects
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Identify New Prospects

2.  Look at the Connections of Your Inner Circle/VIP’s
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Identify New Prospects

2.  Look at the Connections of Your Inner Circle/VIP’s
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Identify New Prospects

3.  Identify “Hot” Spots and Find Names, Addresses and Real Estate 
Value of Others Who Live There
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Identify New Prospects

3.  Identify “Hot” Spots and Find Names, Addresses and Real Estate 
Value of Others Who Live There
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Identify New Prospects
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Right-Size Ask Amounts

One Common Reason Nonprofits Don’t Maximize Their 
Potential: Leaving Money on the Table by Not Asking 
For Enough

Base your ask on:
 Capacity
 Type of Ask – Membership, Annual Fund, Major Gift, 

Capital Gift
 Funding Priorities and Donor Area of Interest
 Gauge where you are on the prospects priority list
 Is this a one-year ask or multi-year pledge?
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Create Confidence

Those Asking for Gifts, whether MGO’s, Board Members, 
Volunteers, Senior Leadership, or others, will gain 
confidence when they know that suggested ask amounts 
are based on data and analysis.  
Gut “instinct” can play a role.  Always trust a front-line 
fundraiser’s feel for the right ask amount, but having 
data to back up capacity can help solicitors overcome 
their fears and lead to higher asks on average
You can use a standard formula to adjust WealthEngine 
capacity estimates to your organization’s “starting ask 
amount.”
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Create Confidence

Example: WealthEngine Estimated Giving Capacity: 
$250,000 (maximum to all charities over a 5-year period)
Assumptions:
• “We are one of five charitable priorities”  $250K ÷ 5 = $50K
• “We are asking for a one-year commitment” $50K ÷ 5 = $10K

Adjustments:
• “This prospect loves us” adjust 
• “This prospect has little connection to us” adjust 
• “This prospect has children in college” adjust
• “This prospect has given larger gifts to similar causes” adjust  



Questions?
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Contact Us!

800.933.4446
www.wealthengine.com

info@wealthengine.com

If you’d like to learn more about how you can implement 
data driven solutions in your nonprofit, contact us!

Join the WealthEngine Institute for Free Education and Networking


