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Road Map

* Intro to Prospect Research
* Campaign Planning

— Strategy & Gift Tables
» Campaign Phases
Let’s talk Research Tools
— Data mining and Wealth Screenings

— Software subscriptions and profiling

* Moves management
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What is Prospect Research?

8/22/2011

Prospect
Collection, analysis & presentation of e
information about donor prospects with the = &eps
goal of deepening the relationship and ez

resulting in a gift

Association of Professional Researchers for
Advancement (APRA)

www.aprahome.org
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What makes a good prospect?

Research it
Affinit e
GIVING Incli::til:m 28 Sep 2011
R Propensity R
— Recency
Froauen and
— Frequency
— Longevity
WEALTH
— Income
— Assets
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Research in the Cycle

Data mining s . firmati MERes
Wealth Screenin, creening confirmation osearchina
Peer Review o Track Prospect Profiles :e :::n
Cultivate 28Sep 2011
Page 6
Identify Research

Database y
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Donor acquisition
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- Prospect
Feasibil Ity * Who should we include? R;‘:,::ﬂ:g':'
» Is there a significant interest pattern in existing Presentedon
study donor giving? 25 S9p 2011
Page 8
campaign * How much above current giving?
+ Untapped donor potential? Or mature major
Goal giving?
- * Where are the gaps in found vs. who we need?
Gift Table + New opportunities in donor base/geography?
ASki“g &  Are there known factors affecting giving?
Stewa I'dil‘lg  Will campaign offer the right recognition? I%ﬁw

# Praspects o Prosnests ubto um Cumu Prospect
Reauired Mt Perce Researchina
Campaign
Presented on
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2 5 $500,000 $1.000,000 20%
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s sisom siiswo s
5 20 0 $535.000 $2250,000 45%
s 0 5 $360,000 52,610,000 525
10 o 42 $500000 53,110,000 2%
12 3 37 $432,000 53,542,000 7%
12 ax 45 S180,000 53,722,000 74%
1s L 00 $105000 53,827,000 7%
Gift Amount Staff Assigned  Solicitor Assigned
[ Wanda Wealthy | 500,000 Bat Man ‘Wonder Woman I
Mindy Money $500,000 Bat Man




CAMPAIGN
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PHASES

®
® . Success!
Public

‘Quiet
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Quiet Phase

Lead Gifts
* Strategize and secure the gift
Populate Prospect Pools
* Identify and assign to solicitors
Infrastructure
* Staffing, tracking system,

and research tools
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Public Phase

Populate Prospect Pools

* Identify and assign prospects
Validate/Qualify

* Research individual donor prospects
Evaluate

* Is the moves management system working?
* Are we segmenting appropriately?

* On target for new prospect ID?
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Success!!
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Prospect
Moves Management Aesna
* Open proposals and cultivated prospects e o
Campaign Goal Gaps Page 13

* Some programs might still need
more funding

Evaluation

* Documenting gifts included in
the campaign

* Getting your own best practices out of the gift

table etc. |§5§@

Prospect
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Data Mining

€ D E 3 G H 1 |
| DonorID Entity _Lifetime Giving Largest Gift Amount Last Date Given i of Gilts & of Vears Last Amount Givea Initial Date Given Larg
] specal _ Sieas 12182008 37 10 6000
3 2731 52500 152008
1 24220 $3000 51192008
5 $13850 $5750 V197X
] 57500 52050
7 7000 $1000

5702 51200

84325 51000

4260 53200

s120 s1550

125 $1000

$198 10

pe 20

$1210 20

1160 50

$1000 51000

$1000 51000

3900 s100

1630 (3

3520 250

s765 s500

525 sis

s500 S50

sas0 230

sang s




Data Mining Does...Prgpens“;y
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z
» Narrows a large list so it’s useful e

. . . . Presented on
* Identifies patterns in existing data 28 Sep 2t

Fage 16

* Includes statistical data modeling
— a/k/a predictive modeling, data modeling,
likelihood of giving score...
* Helps you segment your donors and
prospects to send the right messages

AFFINITY -

Wealth Screening

Prospect

* Looking outside your dataset for wealth "G’
information T ez

Page 17

* Electronically by a vendor or internally
by a researcher

—>Vendor

Sculpting the Data
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Voter

LD —> Birthdate

Giving
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Giving

C
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Identify with Screenings
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Data Mining Wealth Screening
Searching for patterns in data Adding wealth data

4

Combination Prospect Screening
Most likely to give + wealth
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In the real world

* I need to find 300 prospects who can give
$1,000 and up so that myself, my ED and
our board can solicit gifts for our
campaign.

* I need to screen batches of 5,000 patients
every quarter to feed our prospect pools.

* We need predictive modeling & wealth
screening to get our highly paid gift
officers in front of the BEST prospects
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I've got the power!

Before you purchase a screening make a PLAN
* Will I need my data cleaned first?
* What will I do with those ratings?

* How many major gift prospects can I actually
cultivate?

* Will I get details I expect, such as birth date?

* Do I really need a Rolls Royce or will a
minivan be a better fit?

* Choose names you know and don’t know and
use the same list to compare vendors
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Terminology
- L Prospect
* Data Mining — finding L o
. Data Mining
patterns in data Presented on
28 Sep 2011
* Wealth Screening - Page 22
info outside the
database
* Prospect Screening —
Data mining + wealth Modeling
screening
* Data Append — Adding
one piece of info to all
matching records I%&}m
Peer Review Example
For Board, Staff and Volunteer Prospect Review
. Prospect Do you know | Would you intreduce | Can we use your Possible single gift range
this person? | to this person? name when calling?
Patty Prospect 51,000 - $10,000
President $11,000 - $25,000
Rayzon Radio Runners $26,000 - $100,000
Naples FL $101,000 - 5500000
Home: Naples FL $501,000 - $lmillion +
Patrick Prospect $1,000 - $10,000
CEO $11,000 - $25,000
Sizzling Season Resonts 526,000 - $100,000
Naples FL $101,000 - $500,000
Home: Naples FL $501,000 - $lmillion +
* Learn the personal info you can’t find
anywhere else
* Great for strategizing foundation boards 1
%Iﬂh

Considerations
: £ P
Campaign
* Who do we include as peer screeners? eseeson
* What do we want to know about these Page 24
prospects?

» Take home vs. at the meeting

* Facilitating productive brainstorming
* Getting the info back into the database
* Translating info into action
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Game Time
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Identified Verified Cultivated Profiled

Prospect research gives you the information to make the
RIGHT ASK at the RIGHT TIME by the RIGHT PERSON.
Don't go on a solicitation without it!

gz

Most Valuable Profile

Researchina
Campaign

* Hand Screening
— Specific benchmarks, stop when reached
* Event Brief

— Some idea of wealth, mostly a bio

Prasented on
28 Sep 2011

Page 27

* Snapshot
— Hits all the basics, usually capacity rating

* Relationship

» Comprehensive

8/22/2011

— Everything on it, usually before solicitation I@'ng.




Donor Profile Anatomy
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Biographical

« Age, family, education, hobbies
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Community Involvement

« Giving, volunteer leadership, private foundation

Page 28

mm Occupation

« Companies, compensation, network

« Securities, real estate, collections, luxury items
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Sample profile

Jazzy Jay Jefferson
l.U\HI\I-\ I\I olicitation Profile
Prepared for Juliana University

Thisisa
fictional
example

Capasity Ratings
[

Rame Descripion

Mayor Gift Caposity 1 million - 52 million St gift over five years

Annwal Gifi Capacity 30,000 ST0.000 Gill in one year

Planncd Giving Cagacily 3 million - $5 million  Estalc or stivcturcd gift from asscts
e rtings e sty b on wesh aiators a0t on iy o icition, Cpacy
ratings suggest abil without considering unknwn abiliics and are NOT solicitation

A, Capaciey Tl e desigrc fo mfors seicaton gy

Wealth Stats

Largest Gifl 250,000
al Estate: 5.7 million

Income Estimation >5250.000

Stockholdings 542 millian

Other Assets SS00,000:51 millian,

o e by il omdrion

v in five-bedeoom condo in Miami Beach and are 67
respectively. They have two grown chibdien, Jonathan and Julia, who have
oth joined M. Jefferson’s company, Jazzy Jay JefTerson Advisors.

Mr, Jeflerson served i the ULS. Army fof theee yesrs alter graduating with 3 BS. in marketing
Lo eninia ol okl el
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Relationship vith Jollana Unive rsity

Mr. and Mrs. Jefferson are alumnas and donors. They hosicd an alumni vcnt at thei
e in March of 1995 Ths Jelarson Family Evundation made tw i o e umiveriy
from 1991 10 1992, toaling 254,000

15 Flawering Lane, Unit #4001, Miami Beach, FLL 33139
oo 3052223333
Chitdren Jonathan Jefferson

= Fluent in Japancse
+ B i Esonniss and Mathemaicsfon oo ok
Universty (1997) and an MBA. from o

Stock Ownership
Vol Prospect By S W SEC Thags Wi oo
ey sk ey e D

ity bave a o g poetioso o sk bokdings et
ot s ey o b e Pl SLC g

S SRR R I
fices of e company A prsgect
egh e docsn't ot e 0% o

£

Ownerskip  Shares (as o) Ve (as of 101605)
N ke of o Dt 0580 (12106 400,338
(NYSEAMC)
eferso i Farope Fund Disect V7,124 @197 EF
(NASDAG: CEURO)
Tetsl 419,78

OfNar
N eferson s 6345 shares in Noversber and 5654 shares in Decersberof 206 of AMC
Bask of Chicago, for which he received $558.568.

Cornent Real Esiate Houings

T8 Flowering Lanc 3001, Mismi Heach FL 3
* Dade County condominium; 5-bed, S-bath, 4503 sq l interior
o Owned by Jazzy Jay and Janet Jefferson

Purchased in 1996 for $1,595.000 in cash
2009 estimaied market value is $3.7 mitlion
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Hot Tips
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Prospect
A profile prior to solicitation should | "G
take 6 to 12 hours depending on the | pesensson

28 Sep 2011

complexity of the prospect. pago

:_§=-j§ Researching is non-linear — use a

= template to keep you focused.

/% 4/ A Prospect research should be done
\‘J/l.\v J ethically and respectfully.

gz

Hot Tips

Prospect
- Researchina

¢
4 ¢ #& Best time to do in-depth research CEe

Presented on

aﬁg 45 1s... right before solicitation 285ep 2018

Page 32

0 Learn how to do some basic
L research well -Law of Diminishing
—w=2 Returns

ﬁ Go after your donors FIRST

gz

Subscriptions

Prospect
Researchina

Types Vendors Campaign
« Screening look-up GO:JSIC T s ort
« Specific: real estate, 5 e Page 33
giving history, news WealthEngine PROE‘.’.“S?T!
* General: deep and
powerful blackbaud

.
Integrates w/database poporsearchnet @ LexisNexis:

Free or fee -

gz
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Case Studies
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Moves Management
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4
4 I Cultivate l
I Qualify
I D

l s Donor profiles
“Actions”
Validate screening
Callpvisit
Peer Review
Data Mining 3 .
Screening A prospect rating system is like a household

budget — You can do without it, but when
money matters you might find yourself
coming up short.
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Moves Management

Typical Major Gift Additional Campaign
« Solicitor + Tagged campaign
+ Capacity * Research status
* Target Ask - 1D
 Inclination and/or — Qualified
affinity — Disqualified
* Readiness * Proposal
‘ — Submitted
— Accept
— Denied

Prospect
Researchina
Campaign

Presented on
28 Sep 2011

Page 38

iz

13



Nonprofit Essentials: The Capital Campaign by
Julia Ingraham Walker
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Jump-Starting the Stalled Fundraising
Campaign by Julia Ingraham Walker
Fundraising Analytics: Using Data to Guide
Strategy by Joshua M. Birkholz

Prospect Research: A Primer for Growing
Nonprofits by Cecilia Hogan

A Kaleidoscope of Prospect Development: The
Shapes and Shades of Major Donor
Prospecting, by Bobbie J. Strand (CASE)

http://www.supportingadvancement.org

http://www.majorgivingnow.org
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sSpire Free Resources Online:
esearch Articles, Tip Sheets, Sample Profiles,
rPJP Presentations, Newsletters, Link Lists

Jennifer J. Filla

President

Aspire Research Group, LLC
727-231-0516 or 800-494-4132
jen@aspireresearchgroup.com
www.AspireResearchGroup.com

A copy of this presentation is available at:
www.aspireresearchgroup.com/freebies.html
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