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What Is Prospect Research?

Using the Internet and other current
technologiesresearchersollect, evaluate,
analyze, organize, package and disseminate
publicly availablenformation in a way that
maximizes its usefulness and enables accurat
and educated decisiemaking.




What Is Prospect Research?

(continued)

A Advancement Research, Development
Research and Prospect Research are
Synonymous

A Approximately 20 years old as an organized
profession

A Includes Prospect Management and Data
Mining and Analysis



Who Are Prospect Researchers?

A Approximately:
049%havead  OKSf 2 NQRa RSINBS
U 37%haveadvanced degreeé a I 8 0 SNXQ A =
PhD, etc.)
U 97%work innonprofit organizations

U 67%work inhigher education 17%work in
healthcare 16%work inall other organization
classifications



What Can We Find?

A Real Estate
A Insider Stock Holdings
Al 3aSU0aXlI ANDODNYFTGZ el OKla 20y
A Compensation
U Public Company & Comparison
U Comparative Salary Info
A Published Indicators of Wealth
AV FTFALALFIGAZ2Y NBE I G§SR Apfofit2 NY I 1
boards, Foundations board membership past/present
A Past philanthropic giving



What We Cannot Find!

A Private Bank Account Information

A Private Stockholdings (nednsider)

Al 2¢ adzZOK Aa AY {2YS2\
A Mortgage, Debt and Investment Losses

A Other Nonpublished Assets
U Jewelry
u Art
U Anything that would not create a public record



Prospect Research: More Art than
Science

Al KIffSyasa 02 0UKS S@¢
Not enough public information exists to
calculate exactly

A Only time we have aigeaon net worth:

U Subjgct,makes a statement In the press claiming a
ay St gtakédatiK & grain of salt

U Forbes 400

U Rich Register
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Airplane Ownership Federal Election Marquis Who's Who Biographies Merchant Veessels of the
Axiom Household Profiles Commission Contributors Pension Data from Federal USA (Boat Ownership)
Cascaid GuideStar Foundation Trustees Form 5500 UK Airmen & Aircrafts
Charity Commission GuideStar Nonprofit Philanthropic Gifts Waltman Charitable Gifts
D&B Business Directors & Executives POWE&R Wealthy Individuals Waltman Directors

D&B Executives at Home Hemscott Reuters Market Guide Profiles WealthEngine Charitable
DataQuick Assessment & IRS Section 527 Securities & Exchange Commission  Donations

Real Property Sales Directors & Organizations FilingsSocial Security Administration WealthlD Stock

Dialog News Alerts JGA Charitable Donations Master Death Index Information

Experian LexisMexis Real Estate State Political Donationst Zoominfo




Research Deliverables

WealthEngir,\'g|

3 Fle Edt Fomat View Reports Utiites Add-Ins Window Help
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Advanced Search Results

v Delete Rec. | Quik Profile | Qwik Exe. Rpt. | Reports

Search Criteria

Supplied Name and Address Match Sources WealthEngine Rating Summary Darrell W Crate Data Source QoM
; o Spouse: nen 1
WS ][ JFedwn ] | N DiBMakea A | |Gt Capacity Rating: [ T50007][1] rhvizot SN T n
[350 Central Park W Apt 5d N FEC Campaign Donations 2 Beverly, MA 01915
I Guidestar Foundations | | DM Rating: B Business entribuiens &
. Ifuence:
Validated N Market Guide @ff| |inckation: 1

| Match Summary |More Match Info

ent Fields | More Client Info | Source Details | eFind Results | Circle of Friends | Clent Define ¢

Quality of Match Planned Giving RFM Analysis
Wealth ID Sec: Pension: - FEC Campaign: El Who's Who: Bequest: Recency:

D and B: E] Yolunteers: El Phil. Gifts: DLQ’“’NE’“S: l:] Annuity: II’ Frequency: [ |

Market Guide: EI Trustees: El Aircraft: D 527 Dir.: I:I X
Guidestar: El GS Fdns: E’ Airmen: D 527 Con.: |I| fust m Money: D

POWR: [10] peathindex: [ | Vessels: [4] client Donor: | Detais Total RFM: [_0]

Giving Capacity Report

Rating Summary

P2G Score: 12
Gift Capacity Rating: 2

e L Gift Capacity Summary Gt Capacity Range: $1000,000-44,998999 —
% Rank Influence: 1 g
MG Total Comp: $1,549,525 Inclination: 1
DB Company Yalue: $190,736,119 Annual Income: [ $1,549,525 => [ $588,820_|

Real Estate Yalue: $0

Total FEC Cont: 98,450 =>[ %] | Planned Giving Ratings
Idi = 213,359,803 Bequest: No Annuity: 0
Property Count: 0 Wealth ID Sales, $2,133,598,026 > $213,359,
Defined Pension Plans: $1,055,632_| > | $197,931 | Agaregate Information
Charitable Cont. Flag MG Total Comp: 3,396,631 DB Company Value: 273,973,200 Property Count: 1
Giving FEC, Nonprofit: 49,200 | => [ $49,200 Total Charitable Cont. 133,000 Total Palitical Cont. 7835
Record Age Used: 60 Supplemental Rating Information

Record Type: |Full Detail

IC Member: IC Match:

Amount Description

i | Capacity $214,195,753
Recalculate

Estimated Giving Capacity Summary.




Seamless Interface Options for Most
all Donor Management Systems

[ Add Research ] [ Get Wealth Engine Report ] Number of items to display |15 m

View|Edit) Date | Source |  JTvpe | | Cotegory |  Info | value |Delete
SEC In.,lder

EI 09/13/2008|Wealth Engine Full Report - Cumpleted SEC Insider Information 43,555,678

Information 1

.@ Ij' 03/03/2008 Wealth Engine Real Estate Intermediate Prospect - Wealth Rating 9.5 Million + $0.00

; - Pending

@ Iﬂ 02/21/2008 Wealth Engine Guidestar Preliminary Prospect - Contributes to Conservative Yes %0.00 w

: - Completed Causes -

%2 [@ ozr19/2008 $0.00 *

@ Ij 01/15/2008 Wealth Engine Estimated Giving Preliminary Prospect - Yes $21,234,444 ®

- Capacity Pending -

@ Iﬂ 02/27/2007 Harris Donor Matches 1 Intermediate Prospect - Marital Status Married £0.00 ¥

; — Publishing Completed -

@ Iﬂ 02/13/2007 Wealth Engine SEC Insider Full Report -Completed Sec insider Information 50,000 Shares@$23.00 £1,150,000 %

: - Info :



Turning Your Prospect Researc
Lyd2 wSadzZ Gdax
Donors and Greater Giving



Prospecting Tactics

Empower Yourself with Knowledge

A Develop Prospect List
U Most Likely Current Donors
U Best Prospects have high capaandhigh affinity

us52 , 2dz YYy2g , 2dzNJ hNHI Yy’
XC2L)J HRnKX¢2L) pnkK




Prospecting Tactics
(continued)

A.Said dwSaSl NOKe Aa |
gathering via databases/online tools and live
contact with donors, friends and prospects

A News Searches

AG{ 2dzNDOSE¢ { SI NOKS&a 06w

A Peer Screenings

A Wealth Screenings

A Data Modeling



Research Focus

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

A Research and Frontline Fundraising are a
partnership

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



Conduct a Database Screening

A Allows for segmentation of donors

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

A Assists in prioritizing workload
A Can identify additional wealth indicators

A Provides access to numerous data sources
without the need for multiple subscriptions

A Cost and timeeffective



Plan of Attack

A Extensiveplanning should be put into a
screening project
A Expectations & Stakeholder Biry

| Stakeholders: Fundraising Leadership, Gift
Officers, Research, Advancement Services

A There should be a plan for Major, Planned anc
Annual Giving




The Importance of Segmentation

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

A Segmentation is a strategy and process whereby
you select manageable groups of names for
validation and rotout for further development
OYySg LINPaLISOUOa | yR adzL

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



Predicative Modeling Segmentation

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

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

A Predictive Modeling is most often applied in two ways:
I Apply Predictive Modeling first then screen
I Screen first then apply Predictive Modeling



Segmenting and Managing Your Screening Data

CONFIRM
Major & Planned Gift Prospects : RATING

1.P2G4n Q&Y a-Ddalified® S|t

Segment
YourWE

1. Isthis my prospect (i.e.,
Amyo Robert
2. Isthis a good mg

Screenin 2.P2GHltolp QaY bSEd a2al 2[5t fprospect?
Results Qualified
3.P2G2Ato2p QayY wSljdzANBE a2 ali
Validation
DO NOT
VALIDATE

Annual Fund Prospects: Not a Viable

) _Major Gift
4.P2GAt03c Q&Y 52 b 2GR | dSospect at this

Include in

unless special circumstances warrant time
Research Prgualified
5.P2G41 Qa -hg&®Y p52 bl2i Prospects
Validate unless special circumstances
warrant 1. Assign to DO for 2. Assign to Capacity. Assign to
Qualification or Pool for future Researcher for
Assessment, OR; Qualification or further
Assessment, OR; qualification




Research & Ethics

What Makes Your Information Confidential?
Resgarch IS GatvheAred From Publically Available
wSaz2dzZNDOS a X
But

When all the information Is put together into a
profile format the information iighly
confidentiall!!
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A Keep Everything talouse
A Only Development Professionals
A Be Careful of Volunteer Requests

A Develop 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

A520dzYSYydakCAf SaxXhyt Ay
U Clearly mark files/documents / 2y FA RS VY
U Lockup hard copy docs in secure filing cabinet
U Password protect files/maintain on secure server
U Be weary of transmitting via email & fax
U Do not email profiles in Word format
U Shred documents no longer needed



Ethics & Security Guidance

A APRA International Statement of Ethics

http://www.aprahome.org/AboutAPRA/PrivacyEthics/StatementofEthics/tabid/74/Default.aspx

A AFP Donors Bill of Rights

http://www.afpnet.org/ka/ka-3.cfm?content item 1d=9988&folder 1d=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

A Association of Professional Researchers for
Advancement International

U http://www.aprahome.org

A 29 Association of Professional Researchers fo
Advancement Chapters Nationwide & Canada



