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What is Prospect Research?

➢ Prospecting: internal or external

➢Data analysis and modeling

➢Qualification and profiling



1. Prospecting
❖ Internal

Existing DB

RFM

Screening

Modeling

❖ External

Peer supporters

What is Prospect Research?

2. Profiling
❖ Biographical info

❖ Career info

❖ Wealth indicators 

❖ Affiliations

❖ Philanthropic patterns

❖ Other details: hobbies, political 
involvement, quotes

New Donors In-depth Info

Check boxes→



What makes a GOOD Prospect? 

➢AFFINITY

➢CONNECTION 

➢PROPENSITY

➢CAPACITY

Myths →



Myths Debunked 

Capacity is most important.
1. Connection is most important. 

2. Capacity is mostly about qualifying (or disqualifying) the prospect.

3. The donor decides how much they will give.

4. Past giving is a better indicator of the size of gift to expect than wealth.



Myths Debunked 

A subscription to an aggregated 
research software is all you need

➢ That data must be verified.

➢ It is incomplete , outdated , inaccurate .

DonorSearch / iWave / WealthEngine / ResearchPoint / Windfall



Myths Debunked 

Research takes about 20 minutes.

➢ Qualifying can take ~20 minutes

➢ Prospecting ~1.5 hours per name 

➢ Profiling ~5-12 hours 

Prospecting Examples →



Prospecting

➢Key people
Nonprofit affiliations

Business connections

Social contacts

➢Peer organization
Donor recognition

Annual Reports

Donor walls, etc

Press

Externally

➢Your database

➢RFM analysis
Recency

Frequency

Monetary value

➢Wealth screening​
WealthEngine

DonorSearch

iWave / Kindsight

Internally



$
Name Gift 1 Gift 2 Gift 3 Gift 4 Gift 1 Gift 2 Gift 3 Gift 4 Gift 1 Gift 2 Gift 3 Gift 4
Cole 1 $1,000 $1,000 $100 $1,000 $1,000 $100 $1,000 $1,000 $100 $6,300
Hart 2 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $3,000
Henson 3 $500 $500 $500 $500 $500 $500 $3,000
Mori 4 $3,000 $3,000
Tate 5 $0 $3,000 $3,000
Landry 6 $250 $250 $250 $250 $250 $250 $1,500
Form 7 $250 $250 $1,000 $1,500
Gallagher 8 $500 $500 $500 $1,500
Caldwell 9 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $1,200
Drake 10 $60 $60 $100 $60 $100 $500 $250 $1,130
Whitmore 11 $250 $200 $200 $250 $200 $1,100

The Year Before Last Year This Year Three 
Year Total

Monetary Value
Internal Prospecting RFM Analysis



$ RFM
Name Gift 1 Gift 2 Gift 3 Gift 4 Gift 1 Gift 2 Gift 3 Gift 4 Gift 1 Gift 2 Gift 3 Gift 4 R F M
Hart 2 1 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $3,000 12 12 3.0 27.0
Cole 1 2 $1,000 $1,000 $100 $1,000 $1,000 $100 $1,000 $1,000 $100 $6,300 11 9 6 26
Caldwell 9 3 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $1,200 10 12 1 23
Henson 3 4 $500 $500 $500 $500 $500 $500 $3,000 11 6 3 20
Drake 10 5 $60 $60 $100 $60 $100 $500 $250 $1,130 12 7 1 20
Landry 6 6 $250 $250 $250 $250 $250 $250 $1,500 10 6 1.5 17.5
Form 7 7 $250 $250 $1,000 $1,500 9 3 1.5 13.5
Gallagher 8 8 $500 $500 $500 $1,500 9 3 1.5 13.5
Mori 4 9 $3,000 $3,000 9 1 3 13
Whitmore 11 10 $250 $200 $200 $250 $200 $1,100 6 5 1 12
Tate 5 11 $0 $3,000 $3,000 1 1 3 5

RFM 
Score

The Year Before Last Year This Year Three 
Year Total

Frequency & Recency
Internal Prospecting RFM Analysis



Internal Prospecting RFM Analysis



Annual Reports

External Prospecting Peer Organizations



External Prospecting Peer Organizations
Donor Walls



External Prospecting Peer Organizations
Press & Newsletters

Profiling Examples →



Peer Organizations
o Annual reports

o Donor webpage

o Donor wall

o Board members

Google
o Keywords

o Philanthropy

o Donor/donation

o Fundraiser

o Aligned causes

LinkedIn
o Location

o Affiliations

o Shared contacts

o Posts

o Filter: probono & boards

Prospecting Sources (limited only by your imagination)

Local News/Mags

o Keywords

o Philanthropy 

o Donation

o Donor

o Fundraiser

Local Organizations

o Libraries

o Museums

o Rotary

o Businesses

Professional Organizations

o Financial Planning Associations

o Bar Associations

o Chamber of Commerce

o Young Presidents Association



Profiling 

➢ Deep Dive (5-10 hours)

➢ Contact information

➢ Biographical Facts



Profiling 

➢ Career information

➢ Financial Facts

➢ Net worth

➢ Salary

➢ Real Estate Holdings

➢ Investments

➢ Luxury ownership



Profiling 

➢ Affiliations

➢ Awards

➢ Hobbies



Profiling 
➢ Philanthropy information

➢ Personal giving

➢ Family Foundation

➢ Assets

➢ Trustees

➢ Gifts

➢ Corporate Giving



Profiling 

➢ Family

➢ Prospect

➢ Children

➢ Siblings

➢ Parents

Qualities of a Good Prospect →



Contact Info
o TruePeopleSearch

o ClusterMaps

o Email Hippo

Professional Info

o LinkedIn

o Company Website

Affiliations
o LinkedIn

o ProPublica Name Search

Profiling Sources

Company Info
o OpenCorporates

o GuruFocus

o SEC/EDGAR

(limited only by your imagination)

Biographical Info

o Magazine Profiles

o Professional Biographies

o Wikipedia

o Obituaries

o Social Media

Wealth Indicators

o Net worth

o Forbes Lists

o Company ownership

o Yacht or Plane ownership

o Event attendance

Real Estate

o Zillow/Trulia/etc

o RealtyHop

o Parcel Viewers

o Tax Rolls

Philanthropy

o News

o Newsletters

o Annual Reports

o Family Foundation

o Company CSR



The Value: Qualification

Affinity, Propensity, Connection, Capacity

OR

Disqualification 

InHouse/Outsource →



The Value: Insights

Insights that lead to 

authentic trusting relationships

People give to people they trust.

InHouse/Outsource →



Additional Resources

➢ The Wayback Machine (Internet Archive)

➢ Foundation Directory (Library)

➢ Helen Brown Group Resource List

➢ Aspire Research Resource List

➢ APRA PRSPCT-L

➢ APRA UNIVERSITY

https://web.archive.org/
https://web.archive.org/
https://www.helenbrowngroup.com/hbg-resources/
https://www.helenbrowngroup.com/hbg-resources/
https://aspireresearchgroup.com/research-links-directory/
https://aspireresearchgroup.com/research-links-directory/
https://prspctl.aprahome.org/
https://prspctl.aprahome.org/
https://prspctl.aprahome.org/
https://prspctl.aprahome.org/
https://university.aprahome.org/
https://university.aprahome.org/


Can you be your own researcher? 

Absolutely! 

BUT

Is it the best use of your time?

Is it the best use of your skills?

Thx →



Q&A

Thx →



Case Examples

Which is the top priority?

What do you need to reach out?

Thx →



Case Examples
Name: Susan Miller
Age: 62
Residence: Owns home locally (purchased 1998)
Marital Status: Married to David Miller
Occupation: Recently retired public school administrator
Giving History to Your Organization
2012–2024: Annual gifts ranging from $250–$500
Increased to $1,000 once in 2019 (special appeal)
Attends annual spring event most years
No personal visits on record
No volunteer role
External Indicators
Home currently valued at approximately $925,000
Second property jointly owned in coastal North Carolina
Husband listed as principal of small engineering firm
Susan serves on library foundation board (small local org)
Couple gave $5,000 to local hospital foundation (public 
report)
No obvious political mega-giving
No known family foundation
Internal Notes
Development Director describes her as “warm and loyal”
Once mentioned interest in arts education programming
Has never been asked for more than $1,000

Name: Michael Chen
Age: 54
Residence: Primary home in your city; penthouse 
purchased 2021
Occupation: Founder and CEO of regional logistics 
company (privately held)
Giving History to Your Organization: None
External Indicators
Company estimated revenue: $80M annually
Sold minority stake to private equity firm in 2022
Donated $250,000 to local university business school 
(naming recognition)
$100,000 gift to children’s hospital (campaign listing)
Serves on advisory council of regional economic 
development group
Member of same country club as one of your board 
members
No public giving aligned directly with your mission area
Internal Notes
Executive Director met him briefly at chamber event
Board member says, “He’s very private.”
No known prior engagement with your programs

Name: Karen Alvarez
Age: 48
Board Member Since: 2019
Occupation: Senior Partner at regional law firm
Giving to Your Organization
$5,000 annually (board expectation is $5,000 minimum)
Attends most board meetings
Hosts one small cultivation gathering per year
Network Indicators
Firm represents several high net worth real estate developers
Listed in industry publications as “Top 100 Attorneys”
Co-chairs city arts council gala
Serves on private school advisory board
Connected on LinkedIn to multiple individuals with significant 
visible wealth
Internal Notes
When asked about introductions, says “My clients prefer 
privacy.”
Comfortable speaking at events
Has not personally made a stretch gift
Appears well respected by other board members



Pauline Palkovic
ppalkovic@acornhillassociates.com

Thank You!


	Slide 1: Prospect Research Looking for Gold
	Slide 2: What is Prospect Research?
	Slide 3
	Slide 4: What makes a GOOD Prospect? 
	Slide 5: Myths Debunked 
	Slide 6: Myths Debunked 
	Slide 7: Myths Debunked 
	Slide 8: Prospecting
	Slide 9: Internal Prospecting     
	Slide 10: Internal Prospecting     
	Slide 11
	Slide 12: External Prospecting 
	Slide 13: External Prospecting 
	Slide 14: External Prospecting 
	Slide 15: Prospecting Sources
	Slide 16: Profiling 
	Slide 17: Profiling 
	Slide 18: Profiling 
	Slide 19: Profiling 
	Slide 20: Profiling 
	Slide 21: Profiling Sources
	Slide 22: The Value: Qualification
	Slide 23: The Value: Insights
	Slide 24: Additional Resources
	Slide 25
	Slide 26
	Slide 27
	Slide 28: Case Examples
	Slide 29:  Pauline Palkovic ppalkovic@acornhillassociates.com

