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Topics of Discussion

Å What Is Prospect Research

Å Who Are Prospect Researchers

Å What Information Can/Cannot Be Found

Å How Is Prospect Research Found And Results Delivered

Å bƻǿ ¸ƻǳ IŀǾŜ ¢ƘŜ tǊƻǎǇŜŎǘ wŜǎŜŀǊŎƘΧ²ƘŀǘΩǎ bŜȄǘΚ

Å Research & Prospecting in Practice

Å Ethics & Security

Å Research Tools & Resources

Å Q&A 



What is Prospect Research?

Using the Internet and other current 
technologies, researcherscollect, evaluate, 
analyze, organize, package and disseminate 
publicly availableinformation in a way that 
maximizes its usefulness and enables accurate 
and educated decision-making.



What is Prospect Research?
(continued)

ÅAdvancement Research, Development 
Research and Prospect Research are 
synonymous

ÅApproximately 20 years old as an organized 
profession

ÅIncludes Prospect Management and Data 
Mining and Analysis



Who Are Prospect Researchers?

ÅApproximately:

ü49% have a ōŀŎƘŜƭƻǊΩǎ ŘŜƎǊŜŜ

ü37% have advanced degrees όaŀǎǘŜǊΩǎΣ a.!Σ W5Σ 
PhD, etc.)

ü97%work in nonprofit organizations

ü67%work in higher education; 17%work in 
healthcare; 16%work in all other organization 
classifications

Source: APRA International 2006 

Professional Survey



What Can We Find?

ÅReal Estate

Å Insider Stock Holdings

Å!ǎǎŜǘǎΧŀƛǊŎǊŀŦǘΣ ȅŀŎƘǘǎ ƻǿƴŜǊǎƘƛǇ

ÅCompensation

üPublic Company & Comparison

üComparative Salary Info

ÅPublished Indicators of Wealth

Å!ŦŦƛƭƛŀǘƛƻƴ ǊŜƭŀǘŜŘ ƛƴŦƻǊƳŀǘƛƻƴΧŎƻǊǇƻǊŀǘŜ ŀƴŘ ƴƻƴ-profit 
boards, Foundations board membership past/present

ÅPast philanthropic giving



What We Cannot Find!

ÅPrivate Bank Account Information

ÅPrivate Stockholdings (non-Insider)

ÅIƻǿ aǳŎƘ ƛǎ ƛƴ {ƻƳŜƻƴŜΩǎ ¢Ǌǳǎǘ

ÅMortgage, Debt and Investment Losses

ÅOther Non-published Assets

üJewelry

üArt

üAnything that would not create a public record



Prospect Research: More Art than 
Science

Å/ƘŀƭƭŜƴƎŜǎ ǘƻ ǘƘŜ ŜǾŜǊ ŜƭǳǎƛǾŜ άbŜǘ ²ƻǊǘƘέΥ 
Not enough public information exists to 
calculate exactly

ÅOnly time we have an ideaon net worth:

üSubject makes a statement in the press claiming a 
άƴŜǘ ǿƻǊǘƘέΧtake with a grain of salt

üForbes 400

üRich Register



Iƻǿ ¢ƻ CƛƴŘΧ²Ƙŀǘ ²Ŝ CƛƴŘΚ



Research Deliverables



Seamless Interface Options for Most 
all Donor Management Systems



Turning Your Prospect Research 
Lƴǘƻ wŜǎǳƭǘǎΧ/ǊŜŀǘƛƴƎ aƻǊŜ 
Donors and Greater Giving



Prospecting Tactics

Empower Yourself with Knowledge

ÅDevelop Prospect List

üMost Likely Current Donors

üBest Prospects have high capacity andhigh affinity

ü5ƻ ¸ƻǳ Yƴƻǿ ¸ƻǳǊ hǊƎŀƴƛȊŀǘƛƻƴΩǎ ¢ƻǇ мл 5ƻƴƻǊǎΚ 
Χ¢ƻǇ нлΚΧ¢ƻǇ рлΚ  



Prospecting Tactics
(continued)

Å.Ŝǎǘ άwŜǎŜŀǊŎƘέ ƛǎ ŀ ŎƻƳōƛƴŀǘƛƻƴ ƻŦ ǊŜǎƻǳǊŎŜ 
gathering via databases/online tools and live 
contact with donors, friends and prospects

ÅNews Searches

Åά{ƻǳǊŎŜέ {ŜŀǊŎƘŜǎ όwŜŀƭ 9ǎǘŀǘŜΣ {ǘƻŎƪΣ ŜǘŎΦύ

ÅPeer Screenings

ÅWealth Screenings

ÅData Modeling



Research Focus

ÅIndividual prospect research should be 
centered on Major Gift fundraising or higher 
level Planned Giving prospecting

ÅResearch and Frontline Fundraising are a 
partnership

ÅProspect Management is a tool to move 
prospects identified by Research through the 
pipeline



Conduct a Database Screening

ÅAllows for segmentation of donors

ÅHelps target prospects at a variety of giving 
levels (annual, major, and planned giving)

ÅAssists in prioritizing workload

ÅCan identify additional wealth indicators

ÅProvides access to numerous data sources 
without the need for multiple subscriptions

ÅCost- and time-effective



Plan of Attack

ÅExtensiveplanning should be put into a 
screening project

ÅExpectations & Stakeholder Buy-in

ïStakeholders: Fundraising Leadership, Gift 
Officers, Research, Advancement Services

ÅThere should be a plan for Major, Planned and 
Annual Giving



The Importance of Segmentation

ÅScreenings can vary in size, but always present a 
challenge in how you target your results

ÅSegmentation is a strategy and process whereby 
you select manageable groups of names for 
validation and roll-out for further development 
όƴŜǿ ǇǊƻǎǇŜŎǘǎ ŀƴŘ άǳǇƎǊŀŘŜǎέύ

ÅIn-depth Research should only be focused on 
Major Gift potential returns, others should be 
moved to an Annual Fund or broad Planned 
Giving process



Predicative Modeling Segmentation 

ÅProspect Research and Screenings will reveal potential 
capacity, affinity and past/current relationships

ÅPredictive Modeling is a method by which the data is 
analyzed to help determine the actual probability that a 
prospect will make a gift, be it a Major Gift, an Annual 
Gift or Planned Gift

ÅPredictive Modeling is most often applied in two ways:

ïApply Predictive Modeling first then screen

ïScreen first then apply Predictive Modeling



Segmenting and Managing Your Screening Data

Segment 

Your WE 

Screening 

Results

DO NOT 
VALIDATE

CONFIRM 
RATING

Research Pre-qualified 
Prospects

Include in 
Annual Fund4. P2G 3-1 to 3-сΩǎΥ 5ƻ bƻǘ ±ŀƭƛŘŀǘŜ 

unless special circumstances warrant

Annual Fund Prospects:

5. P2G 4-лΩǎ ŀƴŘ р-лΩǎΥ 5ƻ bƻǘ 
Validate unless special circumstances 
warrant

2. P2G 1-1 to 1-рΩǎΥ bŜȄǘ aƻǎǘ ²Ŝƭƭ-
Qualified

1. P2G 1-лΩǎΥ aƻǎǘ ²Ŝƭƭ-Qualified

3. P2G 2-1 to 2-рΩǎΥ wŜǉǳƛǊŜ aƻǎǘ 
Validation

Major & Planned Gift Prospects :

Not a Viable 
Major Gift 
Prospect at this 
time

1. Assign to DO for 
Qualification or 
Assessment, OR;

2. Assign to Capacity 
Pool for future 
Qualification or 
Assessment, OR;

3. Assign to 
Researcher for 
further 
qualification

1. Is this my prospect (i.e., 

ñmyò Robert Smith)?

2. Is this a good mg 

prospect?

ñYesòñNoò



Research & Ethics

What Makes Your Information Confidential?

Research is Gathered From Publically Available 
wŜǎƻǳǊŎŜǎΧ 

But

When all the information is put together into a 
profile format the information is highly
confidential!!!



LƴŦƻǊƳŀǘƛƻƴ άbŜŜŘ ǘƻ Yƴƻǿέ

ÅKeep Everything In-House

ÅOnly Development Professionals 

ÅBe Careful of Volunteer Requests

ÅDevelop Organization Policy to Institutionalize 
Information Protection



Document Sources

Make sure that information used from 
databases, books, online, contact reports, etc. 
are documented on any research profile or 
compilation



Security

Å5ƻŎǳƳŜƴǘǎκCƛƭŜǎΧhƴƭƛƴŜ ϧ IŀǊŘ /ƻǇȅ

üClearly mark files/documents ά/ƻƴŦƛŘŜƴǘƛŀƭέ

üLock-up hard copy docs in secure filing cabinet

üPassword protect files/maintain on secure server

üBe weary of transmitting via email & fax

üDo not email profiles in Word format

üShred documents no longer needed



Ethics & Security Guidance

ÅAPRA International Statement of Ethics 
http://www.aprahome.org/AboutAPRA/PrivacyEthics/StatementofEthics/tabid/74/Default.aspx

ÅAFP Donors Bill of Rights 
http://www.afpnet.org/ka/ka-3.cfm?content_item_id=9988&folder_id=898

http://www.aprahome.org/AboutAPRA/PrivacyEthics/StatementofEthics/tabid/74/Default.aspx
http://www.afpnet.org/ka/ka-3.cfm?content_item_id=9988&folder_id=898
http://www.afpnet.org/ka/ka-3.cfm?content_item_id=9988&folder_id=898
http://www.afpnet.org/ka/ka-3.cfm?content_item_id=9988&folder_id=898


Professional Associations

ÅAssociation of Professional Researchers for 
Advancement International

ühttp://www.aprahome.org

Å29 Association of Professional Researchers for 
Advancement Chapters Nationwide & Canada


