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About Me

Senior Associate, Bentz Whaley Flessner; 

specializing in prospect development.

Over 10 years experience working 

at or with social service, healthcare, 

university, humanitarian, and 

conservation organizations.

APRA Board of Directors.
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Session Outline

 Prospect Research Fundamentals

 Prospect Research and the Donor Experience

 Resources

 Philanthropic Giving Behaviors

 Business Interests

 Relevant Personal Information

 Putting it all Together
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Prospect Research Fundamentals
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Prospect Research Definition 

 Gathering specific knowledge that will inform 

prospect cultivation strategies. Includes:

 Individual prospect giving capacity (total ability to make 

a gift over a five year period of time).

 Philanthropic tendencies.

 Areas of giving interest.

 Preferred methods of giving (planned/deferred gifts, 

assets, tax considerations).

 Life cycle considerations (children in college, early in 

career, etc.)

 Needs (meeting needs helps develop loyalty).

 Network (professionally, in the community, etc.)—can 

the prospect influence others (in their family, in their 

community, in their profession) to make gifts?
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 Real Estate Ownership

 SEC Filings (if an 

insider or director at 

a public company)

 Board Affiliations

 Charitable Donations

 Boat or Airplane 

Registrations

 Biographical and 

Family Information

 Current and 

Past Addresses

 Employment History

 Obituaries

 Directories of Attorneys 

and Physicians

 News and Press Releases

 Spouse Name

 Age

 Company Sales, 

Description, and 

Top Executives

 Foundation Trustees, 

Assets, and Giving History

Types of information that can usually be 

found and/or collected:
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Types of information that can be difficult 

to find and/or collect:

 Private company ownership and valuation.

 Compensation, unless an officer at a public company.

 Children, if under the age of 18.

Types of information that cannot be 

found and/or collected:

 Value of funds managed by groups, such as 

community foundations.

 Bank account or credit information.

 Valuation of liabilities (loans, mortgages, debts).

 Value of disposable or liquid assets.

 Stock holdings of non-officers.
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Prospect Research and 

the Donor Experience
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Base Identification

Lead
Qualification

Qualified Lead

Discovery

Not a prospect

Prospect

Future prospect

Is this a prospect?

Analytics

Annual Giving 

and Prospect 

Identification

Major Gifts 

and Prospect 

Management
Strategy

Cultivation

Solicitation

Stewardship
Prospect 

Research, 

Donor 

Relations, and 

Stewardship
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Prospect Research

 Gathering specific knowledge that will inform 

prospect cultivation strategies. Includes:

 Individual prospect giving capacity.

 Philanthropic tendencies.

 Areas of giving interest.

Donor Relations

 Gathering specific knowledge that will inform donor 

stewardship strategies and using this information to 

develop and refine:

 Donor engagement plans by segment.

 Personalized stewardship plans.

 Acknowledgement, recognition, and 

reporting guidelines.
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Prospect Research and 

Donor Relations

Similarities

 It is easier to refine/respond to organizational needs 

when we understand institutional priorities and can 

respond directly to leadership’s needs.

 We depend on a certain level of segmentation in order 

to manage our work.

 We focus the majority of our work on our organization’s 

top prospects.

Bentz Whaley Flessner 12

Copyright © 2016 Bentz Whaley Flessner

Prospect Research and 

the Donor Experience

Organizational

Needs
Segmentation Top Prospects

Philanthropic

Interests
X X X

Business 

Information
X X

Personal

Background
X

Philanthropic

Giving Capacity
X

Aligning 

Deliverable to 

Prospect Stage

X
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Resources—Philanthropic Giving
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What can we learn?

 Capacity to Give

 Passions

 Priorities

 Families

 Method of Giving:

 Family Foundation

 Donor Advised Funds

 In-Kind

 Volunteer

 Stock Transfer
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 Frequency

 Odd Size/Dates

 Other Names

 External Giving

 Amounts

 Frequency

 Causes

 Resources

 Press Releases

 Annual Reports

 Form 990s

 GuideStar

 Local Newspaper

 Chronicle of Philanthropy

 DonorSearch

 NOZAsearch

 iWave/Verigift

What to look for:
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Philanthropic Giving—Resources
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Philanthropic Giving—Resources
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Philanthropic Giving—Resources
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Philanthropic Giving—Resources
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Resources—Business Interests
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What can we learn?

 Source of Wealth

 Business Associates

 Company Funding Priorities

 Nonprofit and For Profit Board Memberships

 Tenure in Industry

 Company News

 Successes

 Failures

 Mergers and Acquisitions
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What to look for:

 Internal Resources

 Donor/Alumni Portal

 Database

 Event Attendance

 External Resources

 LinkedIn

 News Articles

 Company Websites

 Newsletters

 Conference Bios

 Board Bios

 Zoominfo

 Securities and 

Exchange Commission 

Documents

 Federal Election 

Commission

 Dun & Bradstreet

 Hoovers

 Wealth Screening Vendor
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Business Interests—Resources
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Business Interests—Resources
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Business Interests—Resources
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Business Interests—Resources
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Business Interests—Resources
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Resources—Personal Information
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What can we learn?

 Address

 Hobbies

 Education

 Spouse, Children, Other Family
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What to look for:

 Internal Resources

 Donor/Alumni Portal

 Database

 Checks

 External Resources

 Wedding Announcements

 Obituaries

 News Articles

 Church/Synagogue Bulletins

 Federal Election Commission

 Bios—Company, Conference, Alumni Websites

 AlumniFinder

 Wealth Screening Vendor
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Personal Information—Resources
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Personal Information—Resources
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Putting it All Together
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Research Resources—Grid 

by Purpose

Income
Real 

Estate
Stock Philanthropy

Private 

Company Sales
Biographical Address

LexisNexis for Dev Profs X X X X

WealthEngine X X X X X X

DonorSearch X X X X X

iWave X X X X X X

ResearchPoint X X X X X X

DonorScape X X X X X

Accurint X X

NOZAsearch X

Verigift X

Dataquick X X

Core Logic X X

Dun & Bradstreet X X

Hoover's X X

Who's Who X X

zoominfo X X

GuideStar X X X

Foundation Directory X X X

LinkedIn X X

Salary Surveys X

Trade Journals X X X X

Company Websites X X X X

10K Wizard X X X X

SEC X X X X

FEC X X

Yahoo/Google/MSN Finance X X X X

News Articles X X
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Reference Interview

 Determine the Requestor’s Goal

 What is the question she/he is trying to answer?

 What does she/he already know? 

 What piece of info will move her/him to the next step in the 

relationship with the prospect?

 When is it needed? Where is it on his/her list of priorities?
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Consider the Purpose

When I need to: I want to know: Research deliverables:

Identify the 

Prospect

People who might support our cause.

Is there a connection to our organization? 

Do they have capacity? 

How do I get in touch with them?

List of prospects who have supported similar causes.

Relationships with current donors and volunteers.

Baseline capacity rating.

Answer a specific question.

Valid contact information.

Qualify the 

Prospect
What area might they want to give to?

List of gifts to similar organizations, board memberships.

Other known prospect interests.

Answer a specific question.

Cultivate the 

Prospect

What else have they supported?

Can anyone help us develop a 

stronger relationship with them?

When’s the right time for an ask?

List of gifts to similar organizations, board memberships.

Relationships with current donors and volunteers.

Alerts on wealth events.

Answer a specific question.

Full capacity rating.

Solicit the 

Prospect

How much should I ask for?

Are there any red flags before I ask?

Full capacity rating.

Search of news involving prospect.

Answer a specific question.

Full prospect profile.

Steward the 

Prospect

Can they connect me with anyone else?

When could I put them back into the 

cultivation cycle?

Relationships with people of influence and other prospects.

Alerts on wealth events.

Answer a specific question.
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Questions?

blammey@bwf.com 
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