
Who’s a prospect? 
 

Ability: Do they have any money to 
give? 
 
Belief: Do they care about your 
issues, programs, constituency, etc? 
 
Contact: Do they have a relationship 
with any of your board members, staff, 
donors, or key volunteers? Are they 
already contributing money, time, or 
both? 
 
If people meet these three criteria, they 
are PROSPECTS and should be asked to 
contribute (or perhaps to contribute 
more). 
 
 


