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Wealth and Philanthropic Screening

•What is it? 
•Practice of comparing a copy of the nonprofit’s 
donor database to external databases.

•To learn new information about the prospects.
•Ideally it is information specific to an individual or 
household about giving, assets and affiliations.
•Currently, it can include real estate values, real estate 
descriptions, owner ship in multiple states, SEC 
insider stock positions, SEC insider option positions, 
SEC insider reported compensation,  business 
ownership, board positions with foundations, 
nonprofits, and companies, political giving, charitable 
gifts to other organizations, biographical information, 
ages, and more.
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Wealth and Philanthropic Screening
•Similar Concepts 

• A source of confusion is bundled with modeling 
and/or some form of data mining.

•Modeling is a statistical exercise that looks at your 
existing giving information,  some external  
demographically based data to profile prior donors. 
•This data describes the area around the individual, 
often based on census data for zip+4  areas, which is 
based on averages/projections from census sampling.

•Estimated income , Estimated home value.
•Combined with purchasing information, 
psychographic profiles that group people based on 
their age, race, life cycle, spending habits, interests.

•People with similar profiles are expected to act in similar 
ways.

•Data mining looks at internal variables to predict.
•Both are better for annual and planned giving.
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Wealth and Philanthropic Screening

•Why is it used? 
•Purpose of screening is to find new 
opportunities among existing constituents.

•Where are the best opportunities to ask for 
more.

•It is prospect identification exercise, 
principally major gift prospects.

•Major gift is the transfer of cash or assets 
from a person or business or organization to 
the nonprofit.
•More than an annual.  Usually the result of a 
high touch marketing effort.
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Wealth and Philanthropic Screening

•Why major gifts?  
Assume $1,000 provides one year of care for children 
orphaned by the African AIDS epidemic.

•Donor 1 gives the nonprofit an average of $150 per year and 
they are on the file for 20 years.  $3,000 lifetime value.
•Donor 2 gives the nonprofit an average of $250 per year and 
they are on the file for 20 years.  $5,000 lifetime value.
•Donor 3 gives the nonprofit an average of $250 per year for 
5 years and is identified as a major gift prospect and agrees to 
for a 5 year pledge of $5,000 total and then returns to the 
$250 level for 10 more years.  $8,750 lifetime value.
•Donor 4 gives to the nonprofit an average of $250 for 5 
years, agrees to a 5 year $5,000 major gift pledge, and 
resumes annual giving at $500 a year. $11,250 lifetime value.
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Wealth and Philanthropic Screening

•When is it used? 
•It is almost always accompanied by a commitment of 
the nonprofit to pursue major gifts.

•New VP hired to raise “more money”.
•New Executive Director or President hired to “expand” the 
scope of the operation.
•Existing management want to “take it to a new level”.
•A campaign is under consideration, in the planning stage, in 
the silent phase, underway, underperforming,  closing out.
•A consultant needs to assess the feasibility or readiness of 
organization to conduct a capital campaign.

•An internal perception that the organization needs to 
change is the catalyst.
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Wealth and Philanthropic Screening
•What does it cost?

• Usually accompanied by an online research tool 
to get the same data on an ad hoc basis. 
•Below assumes training, implementation 
assistance and ongoing support are included at no 
charge.

•$1500 – includes wealth and philanthropic review of 
1,000 records, detailed profiles for all records and the 
assessment/qualification of the top 200 prospects.
•$4500 – includes philanthropic review of 10,000 
records, wealth review and detailed profiles for 2,000 
records and the assessment/qualification of the top 
200 prospects.
•$8000 - includes philanthropic review of 50,000 
records, wealth review and detailed profiles for 2,000 
records and the assessment/qualification of the top 
200 prospects.
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Wealth and Philanthropic Screening

•Examples – Giving data
•Data sources – Waltmans, NOZA, Helen 
Brown Group, political gifts to Federal 
campaigns.
•If people give elsewhere, they are more 
likely to be generous when you ask.
•Not a regulatory database so there are 
gaps in the information.
•Approximately 65 million gift histories are 
in the public records.
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Who is a major gift prospect based on income?
Who is a major gift prospect based on estimated net worth?

•Americans gift on average 3% of income annually.  
•Estimated giving capacity is often calculated as 2% of net worth for 
each of 5 years, if the donor likes you best.

Who has the capacity to make a major gift?
8.2 million people in Baltimore Washington CSA (2006)
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Who is a major gift prospect based on income?
Who is a major gift prospect based on estimated net worth?

•Americans gift on average 3% of income annually.  
•Estimated giving capacity is often calculated as 2% of net worth for 
each of 5 years, if the donor likes you best.

Gift Amount
Annual Gift Based on 

Annual Income
Five Year Gift Based on 

Annual Income
Annual Gift Based on 

Estimated Net Worth
Five Year Gift Based on 

Estimated Net Worth

3.0% 2.0%

$1,000 $35,000 $7,000 $50,000 $10,000

$5,000 $165,000 $33,000 $250,000 $50,000

$25,000 $835,000 $167,000 $1,250,000 $250,000

$100,000 $3,325,000 $665,000 $5,000,000 $1,000,000

$500,000 $16,650,000 $3,330,000 $25,000,000 $5,000,000

$1,000,000 $33,350,000 $6,670,000 $50,000,000 $10,000,000
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Gift Amount

Annual Gift Based 
on Annual 

Income

% of Household 
Making this 

Level of 
Income

Five Year Gift 
Based on 

Annual 
Income

% of Household 
Making this 

Level of Income 
for 5 YR

3.0%

$1,000 $35,000 56% $7,000 88%

$5,000 $165,000 5% $33,000 56%

$25,000 $835,000 .10% $167,000 5%

$100,000 $3,325,000 .01% $665,000 1%

$500,000 $16,650,000 .001% $3,330,000 .01%

$1,000,000 $33,350,000 

.0001 est.

$6,670,000 

.001%
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Gift Amount
Households in
the CSA

Estimated
Households
by Income 
Level

Estimated
# Households
with the
Capacity to
Make a Gift 
Of this size

Household
s in

the CSA

Estimated
Households
by Income 
Level

Estimated
# Households
with the
Capacity to
Make a Gift 
Of this size

$1,000 2800000 56% 1568000 2800000 88.00000% 2464000

$5,000 2800000 5% 140000 2800000 56.00000% 1568000

$25,000 2800000 0.10% 2800 2800000 5.00000% 140000

$100,000 2800000 0.01% 280 2800000 1.00000% 28000

$500,000 2800000 0.00% 28 2800000 0.01000% 280

$1,000000 2800000 0.000001 3 2800000 0.00100% 28
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Count of All
Records Sum of HPC

Count of
Donors

% of
Donor 

% of HPC 
Revenue Total

Average 
HPC Multiplier

All Records Reviewed 603984 $331,836,841 269033 100.0% 100.0% $1,233 1.0

GuideStar Nonprofit Directors 62872 $165,898,958 25756 9.6% 50.0% $6,441 5.2

Guidestar Foundations Trustees 13149 $138,523,346 4588 1.7% 41.7% $30,193 24.5

Marquis Who's Who 34003 $85,417,733 10122 3.8% 25.7% $8,439 6.8

Lexis Nexis Real Estate Owners 279901 $203,076,892 158646 59.0% 61.2% $1,280 1.0

Owns 8 or more RE 3330 $15,384,609 1516 0.6% 4.6% $10,148 8.2

Owns 2 or more RE 69078 $95,310,678 35933 13.4% 28.7% $2,652 2.2

RE $1.2 mil to $1.9 mil 12440 $36,352,670 3549 1.3% 11.0% $10,243 8.3

RE $500k to $1.19 mil 55738 $21,529,248 18986 7.1% 6.5% $1,134 0.9

Real Estate < $500k 315177 $105,123,709 155013 57.6% 31.7% $678 0.5

Thomson Financial SEC Insiders 11818 $68,438,949 4627 1.7% 20.6% $14,791 12.0

Reuters Market Guide 7167 $23,926,138 2365 0.9% 7.2% $10,117 8.2

All Exact Market Guide 1052 $2,413,272 303 0.1% 0.7% $7,965 6.5

Federal Election Contributions 72777 $233,577,856 27722 10.3% 70.4% $8,426 6.8

FEC $5k to $9.9k 6686 $56,863,349 2438 0.9% 17.1% $23,324 18.9

All FEC <$4.9k 55927 $117,121,164 21784 8.1% 35.3% $5,376 4.4

DB Executives 59811 $107,479,440 27781 10.3% 32.4% $3,869 3.1

All Exact DB Executives 26599 $27,843,085 11970 4.4% 8.4% $2,326 1.9

DB <$500k 35772 $54,243,543 17775 6.6% 16.3% $3,052 2.5
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