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Reminders!

• Focus today is on the live research

• Chat each other up in the chat – sending summary

• Add to Q&A so we can answer at end

• All perspectives are welcome

• DonorAtlas is one year old – formative years!

• Above all, be kind



Purpose: Identify potential lead donors to 

support starting up an impact fund.

Scenario: The file consists of existing donors to 

the Nationwide Free Clinic and Cooperative, a 

501(c)(3) headquartered in New York City that 

operates a cooperative to give independent free 

clinics around the country cooperative 

bargaining advantages when purchasing 

medical supplies and services for their clinics.

File Notes:

• Records of active Donors in past 2 years

• Donor Name and Address was only 

information provided

• Handicap: No spouse names included; no 

giving to the organization

Fundraising 
scenario is 
FICTIONAL

Names of 
people are 

REAL



The Task

• Prioritize the list of donors for this project

• Perform very fast verification research (15 
mins/name) focused on: 

• Capacity: Really want $1M to jump 
start the funding, but $500K okay.

• Interest: Assessing if we have any 
sophisticated private investors in our 
donor base that care about health and 
human services.

• Philanthropy: We want donors who 
are philanthropic and civic-minded. 

https://app.donoratlas.com/


Will it be…
Sterling, Rostov, or Rosenberg?

Next slide is 
voting! Grab 
your phone 

or ipad



Prospecting Perspective

Aware

• Public 
becomes 
aware of the 
organization

Convert

• Some 
people 
decide to 
make a gift

Nurture

• Organization 
stewards 
the gift

MG ID

• Research 
identifies 
donors 
capable of 
giving more

Introductions

Unsolicited Networking



Verification
• Fast: General rule is that only one-third will engage.

• Disqualify First: What knocks them out of the list? Find 

that first so you don’t waste time.

• Clear Criteria: Define a few criteria that will qualify your 

prospects.

• Limit your Research: Know what your end-user wants and 

needs so you can qualify, find some additional key items, 

and then STOP researching.

Share your top 
verification tips 

in the chat!

>>Incoming poll >>>



Variances Across Use Cases

• List of names in a spreadsheet

• Names assigned to portfolio

• Research note in the CRM

• Word profiles merged from a 
spreadsheet

• Spreadsheet prepared for 
import to the CRM

• Routine major gift pipeline ID

• Trip lists

• Special initiatives

• Campaigns

• Relationship mapping 

DeliverablesUse Cases

The approach to prospecting 
might be the same, but each 

project is customized.



Tactics

• Start “inside the box”

• Confirm correct match – real estate gives 
us full name and sometimes spouse

• Sometimes I’ll jump to internet for 
occupation or other identifiers

• And come back to tool for giving, 
foundation and board service

• Follow other clues or stop

Any tips for 
fast, but good 

research?

Anyone else 
struggle with 
contact info?

Aspire Links Directory – Free and Fee Sources
http://www.aspireresearchgroup.com/research-
links-directory 
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Wealth Context: DonorAtlas presented his ownership role and 
family history of wealth. Traditional research found the occupation 
and more real estate, but not the wealth context.

Community Involvement: DonorAtlas provided more in-depth 
information, but traditional research confirmed a correctly named 
family foundation.

Biographical Information: DonorAtlas sourced more detailed 
family information, but traditional research did find the spouse.

Results! Compare and Contrast

Overall: Traditional approach still delivers on fast 
verification, but DonorAtlas offers the potential for 
many uses cases beyond verification.



What’s in your toolbox?
Thank you for attending the Unmasking 
Prospects November webinar with Aspire 
Research!

Our team is excited to offer (free!) 1:1 Live 
Research Sessions to attendees where we will:

• Do live research on any donor(s) of your 
choosing

• Walk you through how to do verified 
research on any donor in under 10 minutes

• How we use AI ethically to save time, not 
to replace the human aspects of research & 
fundraising

• ... and go over anything YOU want to cover!

https://www.donoratlas.com/aspire-webinar 
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