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Agenda 

• Who is in the room? 

• Intro to Prospect Research & Development 

• Best Practices including: 

– Considerations 

– Staging 

– Linkages 

– Resources 

– Capacity & Affinity 

– The database 

http://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http%3A%2F%2Fwww.morepartnership.com%2Fmore-services%2Fa-list-of-our-services%2Fresearching-possible-donors&ei=st6SVdy3MY6iyATQg4iwDw&bvm=bv.96952980,d.aWw&psig=AFQjCNGNtyIwgixYKtpsFaRdw9le7grU4A&ust=1435774848721221


Who is in the room? 
• Please go to www.menti.com  

• Enter code: 97 54 72 

 
• How long have you been in fundraising? 

• Does your fundraising shop currently do prospect research? 

• Do you currently put ALL of your prospects’ information into the 
database? 

• How do you currently estimate capacity? 

• Agree or disagree? 
– Our organization does well in estimating capacity. 

– Our organizations does well getting linkages from our board 

– We stage our research with cultivation stages 

 

 

 

 

http://www.menti.com/


What is prospect research & 
development? 

• Traditionally, prospect researchers were hired by charities to 
find and/or research major giving donors. 

– Foundations 

– Corporations 

– Individuals 

• Now, prospect development officers work strategically with 
fundraising teams to provide the best information to target 
the right prospects, for the right ask amount, for the right 
program, at the right time. 

 



Apra & Apra Canada 

• Apra (Association of Professional Researchers 
for Advancement) 

– Ongoing education: conferences, webinars, 
regional meetings 

– Mentors, publications, websites, networking 

• Apra www.aprahome.org (US $240/year) 

• Apra-Canada www.apracanada.ca ($45/year) 

 

http://www.aprahome.org/
http://www.apracanada.ca/


Ethics and Standards 
Documents 

• Donor Bill of Rights (AHP, AAFRC, AFP, CASE) 

• AFP Code of Ethical Standards 

• Apra Statement of Ethics 

 

 

http://www.ahp.org/member-center/donor-bill-of-rights
afpglobal.org/ethics/code-ethics
http://www.aprahome.org/page/ethics-and-standards


Apra-Canada Resource 

Available today at: http://hilborn-

civilsectorpress.com/products/prospect-

research-in-canada 

 
APRA-Canada members’ discount price: $65 

Non APRA-Canada price: $85 

http://hilborn-civilsectorpress.com/products/prospect-research-in-canada
http://hilborn-civilsectorpress.com/products/prospect-research-in-canada
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Traditional Donor Pyramid 

Major   

Annual 

Estate 

or Planned 



Now – Think Integrated Giving! 

Planned 
Giving 

Major 
Giving 

Annual 
Giving 

All donors have a home somewhere – if not, bless and release them! 



Consideration of Life Stages 



Consideration of Generational 
Impact 



Generational Giving 2018 



The Cultivation Cycle 

Identification 

Qualification 

Cultivation Solicitation 

Stewardship 

Research 

Research 

Research 

Research 

Research 



Research Stages 
- don’t try and do it all at once – or you will become overwhelmed! 

 



Prospecting 
• Qualify those currently giving to your organization 

– These could be lapsed major giving donors, mid-level giving donors, and/or 
donors who have given frequently at the annual giving range 

– Do they qualify to give at a major giving level, and, are they interested in meeting 
with a development officer? 

– Can you establish a scoring system for qualification? 

 

• Identify those who may be potential new donors 

– These could be identified through your network of executives, senior volunteers, 
committee members, and major donors 

– Or, those who have an affinity to your organization (alumni, grateful patients, 
family of clients) who may not have given yet 

– Or, those who support other “like” causes 

– Or, those who have identified certain areas of support in their corporate or 
foundation documentation 



People, people, people! 

• First and foremost! – Do research which looks within at LINKAGES to : 
• Staff  Members 
• Board Members (key volunteers) 

– e.g.) Peer Screening 

• Committee Members 
• Event Volunteers 
• Event Attendees 
• Sponsors 
• Vendors 
• Current Major Donors 
• Advisory Groups 
• Professional Groups 
• Social Groups 
• And your database: RFM* 

– *recency, frequency, monetary  



Social Groups – Break Out! 

I like… I am… I… 

Dogs In a book club Ski 

Cats Artistic Golf 

Reading Athletic Curl 

Travelling A Toronto Maple Leafs fan Play an instrument 

Cooking A gardener Play soccer 

Skiing Crazy about cars Play baseball 

Camping A hockey player Cycle 

Writing A figure skater Do yoga 

Movies A dancer Hike 



Book Clubs & Mental Health? 

18 



Resources: Foundations 

• Imagine Canada Grant Connect (fee)  
– or through Pillar NonProfit Network 

• Charity Village Directories – Funders (free) 
• Canadian Charities Listings (CRA) – T3010s (free) 
• BIG Online Foundation Search (fee) 
• iWave – Prospect Research Online (fee) 
• CharityCAN (fee) 
• Ajah Fundtracker (fee) 
• US GuideStar (free, basic)  990s   
• US Foundation Center (free, basic) 990s   
• Foundation websites (~25% have their own website) 
• Public or university libraries 

http://www.imaginecanada.ca/grant-connect
https://charityvillage.com/
http://www.cra-arc.gc.ca/ebci/haip/srch/advancedsearch-eng.action
http://www.bigdatabase.ca/
http://pro.iwave.com/
http://www.charitycan.ca/default.aspx
http://jesse-bourns-zuoz.squarespace.com/
http://www.guidestar.org/Home.aspx
http://foundationcenter.org/


Example: Grant Connect 





Resources: Corporations 
• Google Finance or Globe Investor (free) 
• Business in Vancouver (BIV) – great lists! 
• Canadian Business Resource (CBR) (basic free, also by subscription) 
• Canadian Newswire (free, track your prospects using RSS feed) 
• Charity Village (free) 
• D&B Canada (dun & bradstreet): Hoover’s Business Directory (fee) 

– Also available in iWave PRO 

• Scott’s Ontario Manufacturers (fee) – smaller businesses 
• Indigenous Business Directory (Can gov) 
• Federal Corporation Directory (Can gov) – great for contacts & directors 

– Does not include financial institutions 

• SEDAR (free) – Canadian public company reports 
• SEDI (free) – Canadian public company shares 
• EDGAR (free) – U.S. public company shares 
• LEDC (free) City of London directory (new businesses & contact names) 
• BIG Online Corporate Directory (fee) 
• iWave PRO – Prospect Research Online (fee) – ZOOMInfo & D&B 
• CharityCAN (fee) – Corporate Canada Directors 
• PUBLIC or university libraries (free!) 

 
*Tracey’s rule of thumb: Have ONE really good business 

directory – you don’t need them all. Or better yet, see what you 

can get through a library 

https://www.google.com/finance
http://www.theglobeandmail.com/globe-investor
https://biv.com/
http://www.cbr.ca/Default.aspx
http://www.newswire.ca/
https://charityvillage.com/directories.aspx
http://www.dnb.ca/
https://secure.scottsdirectories.com/Search/SearchDetail/3350
http://www.ic.gc.ca/app/ccc/srch/cccSrch.do?lang=eng&prtl=1&tagid=&profileId=
http://www.ic.gc.ca/app/scr/cc/CorporationsCanada/fdrlCrpSrch.html?locale=en_CA
http://www.sedar.com/
https://www.sedi.ca/
http://www.sec.gov/cgi-bin/srch-edgar
http://www.ledc.com/resources/business-directory
http://www.bigdatabase.ca/
https://pro.iwave.com/login
https://pro.iwave.com/login
https://pro.iwave.com/login
https://pro.iwave.com/login
https://www.charitycan.ca/default.aspx?ref=home


Example: D&B from iWave 



Example: CharityCAN 



Example: SEDAR 



Resources: Individuals 
• CharityCan (fee) 

– Canadian Who’s Who*, Donations to Other Orgs, Political Donors, Corporate 
Canada Directors, ZoomInfo, Public Sector Salaries, Charity Directors, Profiles, 
Relationship Mapping, ProspectPRIME 

• iWave PRO – Prospect Research Online (fee) 
– ZOOMInfo, D&B, Donations to Other Orgs, Real Estate, Wealth Ratings, Political 

Giving, Foundations, Matching Gifts, SEC Filings, PROScore and PROScreen 
• G.O.L.D. – Grey House Online Databases (fee) – Venture Capital Firms 
• Alumni directories (online & print) 
• Obits (for family connections) 
• Financial Post Directory of Directors* 
• Who’s Who in Canadian Business (defunct 2005) Print & CD* 
• Top 100’s 
• Realtor.ca / MLS  & ZooCasa - for real estate information (home listing prices) 
• SEDAR (online) holdings/info for each public company 
• SEDI (online) share holdings in public companies 
• EDGAR (online) - US Securities 
• Charity Village News – Newsbytes 
• PUBLIC or university libraries 

* = older directories are good for retired people 

Warning! 

For all resources check if they are “auto-generated”, when 

last updated, and double-check family connections. 

http://www.charitycan.ca/
https://pro.iwave.com/login
https://pro.iwave.com/login
https://pro.iwave.com/login
https://pro.iwave.com/login
http://gold.greyhouse.com/
http://gold.greyhouse.com/
http://gold.greyhouse.com/
http://gold.greyhouse.com/
http://www.mls.ca/
http://www.zoocasa.com/
http://www.sedar.com/
http://www.sedi.ca/
http://www.sec.gov/cgi-bin/srch-edgar
http://www.charityvillage.com/


Linkages 

Linkages also through: 
• LinkedIn 
• Imagine Canada: Grant Connect (LinkedIn) 
• iWave: Relationship Science (RelSci) – Top 50 Connections 



Rich Lists 

• While you should read the Rich Lists that come out on an annual basis (as some 
may be your donors or volunteers)… 

• Most of your prospects do not have their estimated wealth published in a neat 
format 

• But, review the lists – who is new? – who has fallen off? 



Canadian Who’s Who 

https://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCM_i8eTdpscCFYtekgodB4EAMQ&url=https%3A%2F%2Fwww.pinterest.com%2F3rdsector%2Fcanadian-whos-who%2F&ei=1-fMVY-bEIu9yQSHgoKIAw&bvm=bv.99804247,d.aWw&psig=AFQjCNGRsCEXIPhCrV0Pp9oB_YsM4xwD9w&ust=1439578443780109


Real Estate Features (by postal code) 



Demographics 



Gifts to Other Organizations 



Social Media: not just for the young at heart, or those light in the wallet! 

 

As of the 1st quarter of 2019… 

• Facebook had 2.38 billion monthly active users  

• Twitter, 326 million monthly active users  

• LinkedIn, 500 million members 

• Instagram, 1 billion monthly active users 

 

Don’t leave your ethics at the door when searching social media – full disclosure 
who you are! 

“People Resources” influence their peers! 

Source: Statistica.com 



Other Sources 

• Online news, media scans, RSS Feeds  Reader (e.g. Feedly.com – push) 
• Regional Newspapers & Magazines 
• National Newspapers & Magazines 

– Globe & Mail 
– National Post & Financial Post 
– Canadian Business 

• Regional Directories 
• Public (& university) libraries 
• TSX & Dow Jones (what’s trending) 
• Chronicle of Philanthropy (US online) 
• Canada411 (online) – Reverse Look-Up 
• Google – News alerts, Street View 
• StatsCAN reports & tables 
• And many more… 
 

That’s my 

prospect! 



• This needs to be shared (in a Lunch & Learn is best) with the fund 

development team – priority always goes to MGO with a meeting booked! 

• Rule of thumb – don’t go down the rabbit hole! 

How long does research take? 

Research Task Scheduled Time* 

Quick Turn-Around (gifts to other orgs) 1 hour 

“Snap-Shot” Profile (1-2 pages) 3 hours 

Foundation Profile 4 hours 

Corporate Profile 5-6 hours 

Individual Profile 8 hours 

* doesn’t mean this will all be in one day, depends on research queue!  



Share Your Research Queue! 

Or, better yet, set these up as Research Actions in your database!  



What activity is expected of your fundraisers? 
This relates directly to research activity, proposal writing and stewardship needs 



Calculating Wealth 
Wealth indicators help to determine the “right” ask amount. We use the 
word “indicator” because this is based on small amounts of information. 

• Donation history: to your organization and other organizations.  

• Wealth lists for individuals and/or company listings  

• Articles: such as those detailing a sale of a private business, etc. 

• Information circulars: provide information of directors and top executives 
of public companies (from SEDAR). 

• Real estate and shareholdings 

• Executive compensation and/or salary estimates 

• Prospect review meeting with staff and volunteers. Peers would 
understand the circumstances of their situation therefore have a good 
idea how much they can give. 

• We can also use “total philanthropic capacity” TPC formulas if we cannot 
find giving to other organizations 

 



Prospect Management 

Data Mining and Modeling 

• Once you have your list of prospects in your database, how do you 
prioritize which prospects to visit first?  

• What programs best suit a prospect: annual, planned, and/or major 
giving?  

• Prospect ratings vary from in-house rating systems to custom rating tools 
from external companies. 

• Data Mining: Automated or manual extraction or query of information 
from a constituent database (Henze, 2004). 

• Predictive Modeling: Discovery of underlying meaningful relationships 
and patterns from historical and current information within a database 
(and external info) and using these findings to predict individual behaviour 
(Henze, 2004). (e.g. Analytics) 



Setting up Capacity & Affinity Ratings 

Capacity estimates what a prospect is able to give (think predictive & 
external) – to any organization. 

• Researchers may look at what donations, if any, a prospect has given 
to other organizations or foundations.  

• An individual’s salary may be found on SEDAR, if he or she is a top 
executive of a public company.  

– Individuals give ~1 – 5% of net worth 

• Corporations often have written commitments to community 
support on their web pages or in their annual reports.  

– Corporations give ~1% of annual revenue 

• Foundations usually list their totals assets and also their gift ranges.  
– Foundations give ~4-4.5% of total assets depending on the market 

 



Setting up Capacity & Affinity Ratings 

 

Affinity rates how likely a prospect is likely to give to your organization 
based on a closeness or connection with your organization.  

 

• In health-care organizations, a grateful patient may have a high affinity to 
your institution.  

• Unfortunately, or fortunately, because of the privacy laws in Canada, 
unless a grateful patient comes forward to declare his strong affinity, we 
may never know it.  

• But, there are other ways to see affinity:  
– Past donations to your own organizations or others like it 

– Volunteer activity in your organization or others like it 

– Common business associations with your organizations, and so on. 



Setting up Capacity & Affinity Ratings 
For capacity, researchers & solicitors can set up potential gift ranges, such as: 
 
• Under $1,000 
• $1,000 – 4,999 
• $5,000 – 9,999 
• $10,000 – 24,999 
• $25,000 – 49,999 
• $50,000 – 99,999 
• $100,000 – 499,999 
• $500,000 – 999,999 
• $1 million or more 
 
Similarly, affinity ratings can be created, such as: 
• 0 – Unknown 
• 1 – Low 
• 2 – Moderate 
• 3 – Excellent 
 



Capacity vs Affinity 

High Capacity 
Low Affinity 
 
 

Major Giving Potential 
Needs Cultivation 

High Capacity 
High Affinity 

 
 

Major Giving Potential High 
Priority MG Prospects 

Giving Potential Low 
Affinity Low 

Don’t Waste Resources 
 
 
Low Capacity 
Low Affinity 

 
Major Giving Potential Low 

Affinity High 
Good Planned Giving Prospects 

 
 

Low Capacity 
High Affinity 

 

Move  



Notes on Capacity & Affinity Ratings 

• In addition to rating prospects for capacity (wealth) and 
affinity (to your organization), you can also add in 
ratings such as: 
– Linkages (to your organization) 

– Likelihood (e.g., is this a good time?) 

– Inclination (very subjective based on solicitation) 

• Capacity and Affinity ratings are always dynamic and 
change throughout solicitation. 

• Often prospects are given a “general” capacity rating (in 
the ratings area of the database) and then a “specific” 
capacity rating for each particular ask. 

 



What do you include in the database? 



By everything we mean… 
Prospect Information (all should be dated) 

• Contact Information (home, work, foundation) 

– Address, Phone, Email, Website (note keep old info) 

– Social media: LinkedIn, Twitter, Facebook, Instagram 

• Date & place of birth  

• Family information (link records in database) 

• Education & designations 

• Current & past positions (link records in database) 

• Current & past corporate directorships (link records in database) 

• Current & past volunteer roles (link records in database) 

• Awards & honours 

• Corporate overview 

• Foundation overview 

• Recent & relevant news (highlights, not entire articles) 

• Additional hobbies, interests, clubs 

• Additional strategic notes for solicitation (link associates and friends) 

• Relevant giving (don’t list it all: think large gifts and relevant gifts) 

• Wealth indicators (executive compensation, real estate, 
shareholdings, others) 

• Additional linkages/relationships to your organization (e.g., vendors) 

• Past activity with your organization 

• Affinity rating (range, date, by whom, and reason for rating) 

• Capacity rating (range, date, by whom, and reason for rating) 

• Assigned giving program 

• Assigned solicitor, if assigned (records should be linked) 

• Assigned volunteer, if assigned (records should be linked) 

• Additional strategic notes  & photos 

 

Activity Information 

• Prospect Identified By (Researcher? Staff? Volunteer? Date, 
Comments) 

• Research Requested (By whom? Due date? Type? Comments) 

• Research Completed (By whom? Type? Comments) 

 

 

! 



As review: where are we going with this? 

• A charity deserves targeted, relevant, well-timed asks 

• Researchers are uniquely skilled to complement a development team to 
meet their goals with well-matched prospects 

• Researchers work strategically with development teams to provide the 
“right prospects” for the “right programs”, at the “right gift amount”, at 
the “right time” 

• Use your research resources to find: individuals, corporations & 
foundations that match a charity’s mission & financial goal 

• Manage the database to be able to easily add your prospects, rate them, 
and extract them according to fundraising needs 

• Part of a researcher’s worth is steering the fund development team AWAY 
from those prospects who have neither the capacity NOR the affinity to 
give to your organization! 

 



Thank You! 
 

Tracey Church, MLIS 
Web: www.traceychurchresearch.com 

Phone: (519) 933-2277 
Email: traceychurch024@gmail.com 

http://www.traceychurchresearch.com/

