
Fundamentals:
Prospect Research Basics

Go to pollev.com/APRA2022 to answer a couple of questions about 
yourself!
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Agenda

• Intro
• Privacy and ethics
• Basic principles
• Research resources
• Confirming identity
• Profiles
• Other research products
• Media monitoring
• Identifying new prospects
• Professional development resources







What is prospect research?

• Prospect research is a tactic utilized by nonprofit organizations of all sizes to learn more 
about the personal backgrounds, history of giving, wealth indicators, and philanthropic 
motivations of potential or already existing donors. This research is then used to evaluate 
a donor’s ability to give as well as their personal affinity towards the organization.

• In simple terms, prospect research helps you find the best potential donors for your 
nonprofit’s mission. (iWave)

• Prospect identification and research: discovering and evaluating prospective donors and 
their interests, relationships, inclination to give and philanthropic capacity to inform and 
support an organization's fundraising strategies and outreach efforts. (APRA)

• We're not talking about moves management or data analytics



Privacy and ethics

• Adhere to privacy laws

• Follow ethical guidelines

• Treat subjects with respect and 
dignity



Legal

• Federal legislation:
Personal Information Protection and Electronic Documents Act 
(PIPEDA) - collection, use, and disclosure of personal 
information in the course of commercial activities

• The Office of the Privacy Commissioner itself has stated that 
“[w]hether or not an organization operates on a non-profit basis is 
not conclusive in determining the application of the Act.”



PIPEDA

• Personal information: Information that can be used to identify, 
distinguish or contact a specific individual. This information would 
include opinions and beliefs, in addition to financial information, 
birthdates and other identifying data.

• Public Domain: Pertains to information that is accessible to the 
general public, such as telephone directories, and as such is excluded 
from the federal legislation if used for the purposes for which it was 
collected.



Personal information can be contained in:

• Profiles and associated documents
• Meeting notes

• Briefing notes

• Strategy documents

• Constituent records

• Emails



Responsibilities

• Use safeguards proportional to the sensitivity of the information

• Be aware of how information is stored and disposed of

• Refer to your organization’s privacy policy and/or privacy officer



Upon request, individuals must be informed of the existence, 
use and disclosure of all their personal information and be 

given access to that information

PIPEDA again



Ethical use of information

• Only use information that is appropriate to fundraising process

• Using verifiable and credible sources

• Source list

• Public sources + internal data = confidential

CONFIDENTIAL. For the internal use of The Princess Margaret Cancer Foundation. Review or use of this report by 
anyone other than the person for whom it is intended is prohibited.



Ethics in Social Media

• APRA Professional Standards and Behaviours

• Be honest about your identity and role when using social media in your 
work and do not unreasonably intrude on an individual’s privacy through 
social media platforms.

• Follow your organization’s social media policies regarding the 
online interactions that are appropriate for your role.



Ethics in Social Media

• Things to consider when using social media for prospect research:

• Use social media sites as a source but verify any information you find 
with other resources.

• Don’t just rely on one source or site for your information on a prospect.

• Do not create fake profiles on social media platforms.



LinkageAffinity

Capacity, Affinity, Linkage

Capacity

How much 
money can 

they donate?

Do they care 
about your 

cause?

Are they connected 
to someone within 
the organization?



Fundraising cycle

Identification

Qualification

CultivationSolicitation

Stewardship



Research Resources

• Paid Resources:
• We use iWavePRO, Wealth-X, and RelSci

• Explore options that are best for your organization's needs and budget.

• Free Resources:
• Access to reports for public companies, shareholder information, CRA T3010s, 

obituaries, and more.

• Local public libraries and alma mater libraries.



SEDAR

• The System for Electronic Document 
Analysis and Retrieval (SEDAR) is a filing 
system for public company documents.

• To find information on public companies.

• Look for the management circular/proxy 
(published annually) for executive 
salaries/compensations & stock holding of 
directors.



SEDAR



Canada Revenue Agency (CRA)

• Search for a charitable foundation by name to view information in 
their T3010s.

• View a charity's contact information, general activities, names of 
directors/trustees, financial information, grants.

• Not useful for foundation prospecting, but helpful when doing 
research on corporations with foundations, and individuals with 
family foundations.





Breakout session!

• What has been your biggest challenge?



Confirming identity

• Who is your subject?

• How can you confirm that the info you 
include in your profile is connected to 
right identity?



Confirming identity

Who are you researching? Profile 
requests should always include 
identifying information
• Full name
• Where they work
• Spouse name
• Address
• Database record
• Email address



Confirming identity

• Each piece of 
information needs 
to be connected 
to that identity

Middle name

Spouse name

Alma mater

Email address

Database record

Career history

Address
Volunteer positions

ID



Confirming identity

• Your database might have bad information in it

• For common names, you might need more corroboration to confirm 
that it's the right identity

• Be careful of multiple generations with the same name!!

• Not all sources can be trusted. You must verify.



Profiles



What to include in a profile
• Contact info

• Include your database ID number for their record
• A photo, too, if you can

• History with your institution
• giving, participation, volunteering, interactions, relationships (to board, volunteer 

or staff member), analytics ratings

• Career
• Current and past, corporate boards

• Wealth indicators
• Real estate, public disclosures (salary and equity), capital events, net worth (if 

available), lifestyle

• Community volunteerism
• Current and past



What to include in a profile

• Philanthropic giving
• Family foundation? Are you able to find details on their biggest gifts?

• Family
• Family wealth? Dependent children? Divorce?

• Connection to your cause
• Do they support/ volunteer with similar orgs? Expressed interest in the purpose?

• Corporate information
• Do they own or control a company? Include some info about that company.

• Metadata
• When compiled, by whom, for whom, sources



Profile template



• APRA Canada – Anatomy of basic research profiles

• Donor Search – Perfect your prospect profile templates

• The Helen Brown Group – Elements of a full prospect research profile

Profile template (examples)

https://apracanada.ca/thescoop/issue-43-%E2%80%93-march-2014/anatomy-basic-research-profiles
https://www.donorsearch.net/resources/prospect-profile-templates/
https://www.helenbrowngroup.com/elements-in-a-full-prospect-research-profile/


Types of research products

• Have a conversation to understand what is actually 
required in that circumstance

Identification

Qualification

CultivationSolicitation

Stewardship



Types of research products

Other research products - "lighter" options

• Qualification/quick notes

• Chart of event attendees

• Shorter bios

• Screening projects

• Canned reports from a database (eg iWave or Wealth-X)



Types of research products

Other research products - "heavier" options

• Environmental scans

• Due diligence reports

• Fundraising trends

• Relationship map



Request form

•Who is the subject of the profile?
•Who is asking for the profile?
•New profile or update?
•What is the deadline?
•Database ID
•Known information on the subject
•Specific info they are looking for



Breakout session

• What is one little win that you’ve had that you’re proud of?



Media Monitoring for Prospect Research

• Monitor and communicate news, events and issues that may impact 
the Foundation and/or philanthropic environment (Sunnybrook 

Foundation job posting)

• Five W's and H



What and who?

• Internal: related directly to your organization
oDonors, prospects, board members

oAppointments, business in the news, awards, obituaries, gift 
announcements

• External: industry and sector news outside your organization
oPhilanthropic environment, trends
oYour specific sector
oSimilar organizations

oBig gifts, new campaigns, board appointments

oGeneral economic trends



Where? Sources

• Local and national newspapers and media outlets
• Globe and Mail, Toronto Star, National Post

• CTV, CBC, Global

• What’s happening in your city?

• Business section: who’s making money, who’s losing money

• Obituaries



Where? Sources

• Imagine Canada, The Philanthropist Journal, The Chronicle of Philanthropy

• KCI Major Gift News!

• Google Alerts
• Twitter, LinkedIn, etc.

• Magazines
• Toronto Life
• Macleans
• Canadian Business



Why?

• Getting pertinent information to fundraisers in a timely manner

• Is this something a donor would like to hear about?
• Is this something a donor could ask about?



When and How?

• Daily? Weekly?

• Links to articles? Excerpts? Full-Text?



Identifying New Major Gift Prospects

Must tie in with capacity, affinity and linkage

Capacity, Affinity, Linkage



Event Participants and Peer-to-Peer 
Donations

• Do they give to a current major donor's event and/or team?

• Do they have the capacity for a major gift?

• Clear linkage with the potential to have capacity or affinity



Internal

• Screening mid-level donors

• Your volunteers
• leverage relationships with foundations or corporate boards they sit on.

• Have affinity with the potential to have capacity and/or linkage



Donors Who Support Similar Causes

• Akin to your organization

• Scanning high level donors in annual reports or major gift tiers online

• This group has capacity and affinity



Interactive

• What are some other ideas for identifying new prospects?



Pipeline Process for New Prospects

• Determine what works best for your organization and your time 
management.
• Could be a set meeting (weekly/bi-weekly/quarterly) or an e-mail process

• Identifying new prospects takes time

• Communicate with your team
• Are they looking for a specific number?

• Quality over quantity



Selling the Prospect

• Clearly explain the Capacity, Affinity and Linkage of the prospect
• What made you chose this prospect?

• How would they fit into an existing pipeline?

• Want to make them more enticing and interesting to a donor 
manager



New Prospect Tracking

• Important for you and the database
• Your work is valuable and important

• Database is up to date

• Keep track of all the prospects you bring forward and who they are 
assigned to
• Metrics to understand the value you provide to the organization



Other resources for professional development

• Apra Canada and Apra International
• Body of Knowledge

• Free and paid webinars

• Apra Canada mentoring program

• Events

• PRSPCT-L listserv (TBD)

• Prospect Research in Canada: An Essential Guide for

Researchers and Fundraisers edited by Tracey Church and Liz Rejman



Other resources for professional development

• LinkedIn groups and connections
• Apra and Apra Canada
• International Prospect Research Network
• Freelance Prospect Research Network

• The Helen Brown Group

• Prospect Research Institute

• Coursera: Fundraising and Development Specialization from 
University of California, Davis



Thank you!


