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Introductions

Stephanie McClure
Prospect Management Analyst

Molly Packard
Prospect Management Associate

Honorable Shoutout:

Gretchen Hercamp
Prospect Management Associate
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• Systems and Team Structure

• Types of Meeting

• Portfolio Review Agenda
• Talking points
• Reports utilized

• Portfolio Maintenance

• Plan Lifecycle

• Questions

Agenda
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Senior Director
Prospect Management 

and Research

Assistant 
Director
Prospect 

Management

3 Prospect 
Data 

Associates/

Analysts

Assistant 
Director
Research

10 Research 
Analysts

Crimson
A customized CRM Blackbaud product

Tableau
Fundraiser goals

Reporting 

Systems and Team Structure

Fundraiser Performance 
Management
A customized CRM Blackbaud product

Targeter

Remote work 
environment

98 Major Gift 
Officers*
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• Portfolio Review & Research
• Strategy
• Onboarding
• Training 
• Standing Unit Meeting
• Research Topics

Fundraiser Meetings
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Who attends 
the meeting?

Portfolio Discussion Agenda

• Current portfolio size and balance 

• Current goal progress

• Contacts/Pipeline asks/Dollars

• Opportunities 

• Outstanding “Response Pending” asks/outdated 

anticipated ask dates

• Plans with no significant activity in last 12 months

• Outdated Narratives

• Secondary Solicitors 

• Research topics

• Fundraiser questions/issues

• Prospect Management

• Researcher

• AVP/VP 

• Admin Support
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Talking Points

• % of time major gift fundraising

• Current portfolio size (+/- 10)

• Plan stage best practices

Portfolio Size and Balance 

Qualification
25%

Cultivation
30%

Solicitation
20%

Stewardship
25%

Qualification Cultivation Solicitation Stewardship
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Talking Points

• On track? Behind?

• Issues with contacts?

• Issues understanding how 
data is pulled? 

• # of proposals submitted 

Goal Progress
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Goal Progress
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Opportunities

Talking Points

• What asks are outstanding? 

• Any ‘response pending’ asks over 
6 months?

• Are any opportunities missing and 
need to be added?

• Issues understanding how data is 
pulled? 
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Fundraiser Prospect Contact Report

Talking Points

• Identify qualification 
prospects without contact 
in 3 months

• Discuss other prospects 
without measured contact 
in 12 months

• Send info after meeting
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Plan Updates
Talking Points
• How old is the plan?

• Does the narrative need to be updated? What is the current strategy? 

• Do they need to remain secondary solicitor?
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Talking Points

• Plans with No Significant Activity 
• Goal is 75%+ Portfolio coverage
• Identify prospects without measurable 

contacts in 12 months

• Outdated plan types and plan narratives

• Qualification plans that have been in place for 
over 90 days 

Portfolio Maintenance
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Plan Lifecycle New Process:
Monthly Historical 

Plan Closure
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Questions?

Stephanie McClure   
smcclur@iu.edu

Molly Packard  
mmpackar@iu.edu

Gretchen Hercamp  
hoffg@iu.edu

Connect with us on LinkedIn!
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