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What is Prospect Research?

• "Prospect Research isn't creepy"
• Main purpose
• Grey areas

Determine the best possible prospects for an organization to solicit: those that have the capacity to give generously, 
have an interest and affinity in the cause and are connected in some way to the organization.

It is about helping to ensure that front line fundraisers are maximizing their time and resources to inspire 
transformational gifts from prospects that have the greatest likelihood of doing so.

In order to do that, researchers engage in the collection, analysis and interpretation of disparate pieces of data to 
form competitive intelligence about potential donors. They are the development officers on the front line of 
information management.



Researchers and fundraisers are good, honest people who are in the business of making a positive impact 
through their charities in serving their communities. But there are many “grey area” situations that can trip up 
the best and brightest professionals. How do we ensure that our methods aren’t perceived as “creepy”? How 
do we navigate the grey areas with confidence? With an ethical framework, the line between acceptable and 
questionable methods of data collection is clear, and ensures the methods don’t slide into questionable 
territory.

Source: Research Ethics - Prospect Research in Canada: An Essential Guide for Researchers & Fundraisers

Prospect Research and “Grey Ethical Areas"



Apra Code of Ethics: http://www.aprahome.org/page/statement-of-ethics 

Integrity - Members shall be truthful with respect to their identities and purpose 
and the identity of their institutions during the course of their work

Accountability - Members shall respect the privacy of donors and prospects and 
conduct their work with the highest level of discretion

Practice - Members shall take the necessary care to ensure that their work is as 
accurate as possible. They shall only record data that is appropriate to the 
fundraising process and protect the confidentiality of all personal information at all 
times

Conflicts of Interest - Members shall avoid competing professional or personal 
interests and shall disclose such interests to their institutions at the first instance.
Key takeaways:

• Obtain information legally
• Protect data vigorously (databases, papers, personnel)
• Use it for its intended purpose
• Use it wisely and with discretion

Importance of an Ethical Framework

http://www.aprahome.org/page/statement-of-ethic


Key Components of Prospect Research

• Affinity. It’s a measure of how dedicated a prospect is to your organization and 
philanthropy. If person doesn’t have a strong affinity for your cause, you’ll have a hard 
time convincing them to make a donation.

• Capacity. Once you have someone with the interest, you’ll need to qualify them and 
figure out where they fall in the donor pyramid. Knowledge of their capacity to make a 
donation can help you evaluate how to handle cultivation and solicitation.

• The bottom line: These two facets are unequivocally important in your search. Major gifts 
are the cream of the crop, and as such, these donors are hard to come by. Prospect 
research will point you in the right direction



Prospect Research Work Mix 

Reactive Research

– Research requests - profiles 

– List generation & review

– Relationship mapping

– Prospect follow-up

– Media monitoring

Proactive Research

– Find NEW prospects for pipeline

– PUSH out generated leads to solicitors

– Moves management of prospects through cultivation cycle - tracking & future solicitation 
strategies

– Analytics

– Media monitoring



Profile – what’s included 





Media Monitoring 

RSS Feeds / Google Alerts

Which keywords should you track?
ex) "canada" "most powerful"

Suggestions:
● - your organization's name
● - current major prospects
● - local organizations with similar missions

Favorite Feed:
- Feedly

https://feedly.com/i/welcome


KCI Major Gift News

http://kciphilanthropy.com/lang/en/#panel-4-a


Prospecting: Where to start – prospects you should screen
1.What data is already in your database?

2.Are you looking to round out your profiles on existing donors or to discover new prospects? Both?

3.Is the research going to be supporting a specific fundraising type?

Source: The Aspire Group, 2009



Finding links - prospecting

Research that focuses on LINKAGES to :
• Staff Members

• Board Members (key volunteers) - Peer Screening

• Committee Members

• Event Volunteers

• Event Attendees

• Sponsors

• Vendors

• Current Major Donors

• Advisory Groups

• Professional Groups

• And your database: RFM* – *recency, frequency, monetary



Identifying with Screenings

• Vendor wealth screenings

• Blackbaud (Target Analytics)

• PRO iWave

• Wealth Engine



• Data mining your own database: RFM – recency, frequency, monetary

• KCI (Ketchum Canada) Research Update – Web & RSS

• LinkedIn

• Top 100 lists ex) 100 most powerful women (next announcement will be end of March!); Canada’s Highest Paid CEOs (Jan 2018)

• Reference Group – Comprehensive directory of Canadian Companies (public and Private) – available for FREE through 

Peterborough Public Library – included EXECUTIVE lookup

• Realtor.ca - for real estate information (home listing prices)

• SEDAR for holdings/info for each public company – included executive compensation, bios – look for "Management of 

Information Circular“ 

• SEDI for shareholdings in other public companies

• EDGAR - US Securities- “PROXY DEF 14A” 

• Charity Village News

Sources for Individuals - Free!

http://kciphilanthropy.com/lang/en/
http://www.macleans.ca/economy/money-economy/these-are-canadas-top-100-highest-paid-ceos-for-2018/
http://realtor.ca/
http://www.sedar.com/
http://www.sedi.ca/
http://www.sec.gov/cgi-bin/srch-edgar
http://www.charityvillage.com/








*



Click to add text

SEDAR

https://www.sedar.com/




SEDAR: Mergent & Information Circular – Fairfax Financial  





DEF14A Filing (USA) for Coca Cola Bottling Company



Special "hack" - home address info

Google: "last name" plus "federal corporation information"

If the prospect is/was on a board, it will likely be listed.



Don’t forget about Matching Gifts!

• Identifying where donors are employed, and if their company is a matching gift 
company – easy opportunity to double a donation

• https://secureca.imodules.com/s/1681/15/index.aspx?sid=1681&gid=2&pgid=
613

https://secureca.imodules.com/s/1681/15/index.aspx?sid=1681&gid=2&pgid=613


Sources for Individuals - Fee Based

• CharityCan (Canadian Who’s Who, CRA, NOZA & Political Contributions, *NEW* relationship mapping tool) - fee based; 

for smaller organizations $999/year

• LinkedIn - premium versions give you access to more content, more profiles, better search mechanisms, ability to save 

profiles

• Financial Post Directory of Directors - fee based - hard copies often in University libraries and/or public libraries

• Canadian Business Resource (by executive) - some parts are free, extended version is free based, also known as “Canadian 

Blue Book of Business” - online access is $494.95, print version; $234.95

• ZOOM – non subscription site

• PRO – Prospect Research Online – Power ZOOM, Gifts to Other Orgs, Political Contributions, Wealth Ratings, & Real 

Estate

https://charitycan.ca/
https://greyhouse.ca/directors.htm
https://www.cbr.ca/
http://www.zoominfo.com
http://www.iwave.com




Prospecting for Corporations

- Does the company of a history of making philanthropic donations?

- Are they on the Imagine Canada Caring list? 

- Has the company demonstrated an interest in giving to your cause/organization?

- Is the company a current stakeholder or potential stakeholder in your community?

- Does your nonprofit organization have any links to the corporation beyond a 
shared interest?

- Who is the best person for a fundraiser to approach at the company? Who are the 
connectors? 

- Are they a matching gift company?

http://imaginecanada.ca/our-programs/caring-company-program/participants


Types of Information



• Your own database: RFM – recency, frequency, monetary

• Canadian Business Resource (CBR) 

• Canadian Newswire

• Charity Village - has a listing of companies with giving guidelines 

• EDGAR (US version of SEDI) – DEF 14A filing is American equivalent of Management Information Circular – instructions here

• Reference Group – Comprehensive directory of Canadian Companies (public and private) – available for FREE through 
Peterborough Public Library – includes EXECUTIVE lookup 

• Findthecompany.com 

• FP Directory of Directors – corporate listings, limited free information – 30 day free trial 

• Google Finance or Globe Investor 

• Industry Canada

• Scott’s Ontario Manufacturers – good for smaller businesses – available for free through Ontario Colleges Library Service; 
often available through public library (not PTBO or Kawartha Lakes)

• SEDAR – management information circular - board earnings, bio, great for finding connections

• SEDI – calculate shareholdings – also great starting point to see if a prospect is an insider at a public company 

• PUBLIC or university libraries

Sources for Corporations - Free

Other list to monitor: 

- Financial Post 500

- Profit Magazine

- Deloitte’s Best Managed Companies

- Canada’s Top 100 Employers 

- Report on Business 

http://www.cbr.ca/Default.aspx
https://www.newswire.ca/
https://charityvillage.com/app/
https://www.sec.gov/edgar/searchedgar/companysearch.html
https://www.sec.gov/fast-answers/answersproxyhtfhtm.html
Findthecompany.com
htm
https://www.google.com/search?stick=H4sIAAAAAAAAAOPQeMSozC3w8sc9YSmpSWtOXmMU4RJyy8xLzEtO9UnMS8nMSw9ITE_lAQCCiJIYKAAAAA&q=finance&tbm=fin
https://www.ic.gc.ca/app/scr/cc/CorporationsCanada/fdrlCrpSrch.html
https://www.sedar.com/homepage_en.htm
https://www.sedi.ca/sedi/


via Peterborough Public Library … ReferenceGroup







• CharityCAN - (Canadian Who’s Who, CRA, NOZA & Political Contributions, *NEW* relationship tool) - fee based; for smaller 

organizations $999/year

• Imagine Canada – Grant Connect 

• PRO – Prospect Research Online – Power ZOOM, Gifts to Other Orgs, Political Contributions, Wealth Ratings, & Real Estate

• Canadian Business Resource (by executive) - some parts are free, extended version is free based, also known as “Canadian 

Blue Book of Business” - online access is $494.95, print version; $234.95

Sources for Corporations – Fee based 

https://charitycan.ca/pricing/
http://www.imaginecanada.ca/grant-connect
http://www.iwave.com
https://www.cbr.ca/




Sources for Foundations - Free!

• Charity Village – Foundation news 

• Canadian Charities Listings (CRA) – T3010s

• Mining similar organizations’ annual reports 

http://www.cra-arc.gc.ca/ebci/haip/srch/advancedsearch-eng.action


T3010 – CRA Charity Listing 









• Ajah Fundtracker

• BIG Online (Foundation Search) 

• CharityCan (Canadian Who’s Who, CRA, NOZA & Political Contributions, *NEW* relationship tool) - fee 

based; for smaller organizations $999/year

• Imagine Canada - Grant Connect - (formerly Canadian Directory of Foundations & Corporations)

• NOZA (also available through CharityCAN & iWave PRO) 

• PRO – Prospect Research Online – Power ZOOM, Gifts to Other Orgs, Political Contributions, Wealth Ratings, 
& Real Estate

• Foundation Centre - US foundations

Sources for Foundations – Fee Based

http://www.ajah.ca/
http://www.bigdatabase.ca/
https://charitycan.ca/
http://www.imaginecanada.ca/grant-connect
http://www.iwave.com
http://foundationcenter.org/


Grant Connect 



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 rating 
varies from in-house rating systems to custom rating tools from external companies.









The Cultivation Cycle





Recommended Resources!
https://hilborn-civilsectorpress.com/products/prospect-research-in-canada

Consider an Apra Canada membership:  www.apracanada.ca ($45/year) – access to member only content, newsletters, discounts, 

mentorship program(!), and membership directory. Apra Canada also hosts a biennial conference in Toronto, upcoming dates: Oct 17-19 in 

downtown Toronto more info: https://www.apracanada.ca/thescoop/issue-50-september-2017/apra-canada-conference-2018-%E2%80%93-

save-date

https://hilborn-civilsectorpress.com/products/prospect-research-in-canada
http://www.apracanada.ca/
https://www.apracanada.ca/thescoop/issue-50-september-2017/apra-canada-conference-2018-%E2%80%93-save-date


shannonbyers@trentu.ca

(705) 748-1011 x7179

Feel free to contact me with any questions – also happy to meet up for a coffee to 

talk Prospect Research!

mailto:shannonbyers@trentu.ca
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