
  
    
      
    
  


  Understanding Major Donors


  A Guide to Prospect Research

  for Australian Fundraisers


  Charlotte Grimshaw


  Molly Masiello


  Conor McCarthy


  
    [image: Fundraising Research & Consulting]

  


  Fundraising Research & Consulting

  2017


  Understanding Major Donors: A Guide to Prospect Research for Australian Fundraisers


  Copyright © 2017 by Fundraising Research & Consulting


  All rights reserved. This book or any portion thereof may not be reproduced or used in any manner whatsoever without the express written permission of the publisher, except for the use of brief quotations in a book review or scholarly journal.


  ISBN 978-0-9954055-2-3


  Cover design by Justin Utteridge


  Fundraising Research & Consulting Pty Ltd

  c/- Level 1, 4 Avoca Street, South Yarra, VIC 3141 Australia


  www.fundraisingresearch.com.au


  


  


  
    Ebook reading notes for iBooks
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  Introduction


  When I founded Fundraising Research & Consulting (FR&C) in 2003, I was taking a gamble on Australian fundraising. It was clear at that time that although a few Australian not-for-profits were having considerable success with higher value individual gifts, many were not attempting major gift fundraising at all, and this in a country enjoying considerable prosperity.


  What we have seen since then is a sea change in this area of giving and fundraising. The momentum started by the creation of Private Ancillary Funds in 2001 and the efforts of a few prominent advocates of individual philanthropy – and some excellent fundraisers – have prompted steady growth in major gifts. Thus in 2013 we saw not just one but three gifts of unprecedented size in Australia at $50 million or more.


  People with wealth are giving more, and giving more publicly, partly because fundraisers are getting better at asking. Australia continues to be one of the world’s most prosperous countries, and there is still much opportunity for fundraisers to raise more to support their causes.


  The best and most effective major gift fundraising is supported by thorough research, and we have had the privilege of assisting many hundreds of Australian fundraisers through supplying that research – which means we know quite a lot about how to do it. This book is intended to distil and share with Australian fundraisers and prospect researchers what we have learned since 2003. We hope it is helpful to you.


  Charlotte Grimshaw


  
    

    Chapter 1: About prospect research

  


  This book is a guide to the resources, tools and processes useful for research in support of major gift fundraising in Australia.


  It has been compiled by the research staff at Fundraising Research & Consulting (FR&C), a consultancy specialising in fundraising research, founded in 2003.


  This guide is intended to be of use for:


  
    	professional prospect researchers


    	other major gift professionals who either do not have research support or who wish to understand the resources and information available

  


  What is prospect research?


  Fundraising research (also called prospect research) is the process of gathering and analysing information from internal and publicly available sources.


  The purpose of such research is to identify and understand the interests, motivations and ‘capacity to give’ of potential major supporters.


  Fundraising research is used to support forms of fundraising where the request for funds is not transactional, but is based on building up a relationship between the prospective donor and the organisation seeking support.


  This primarily means major gift fundraising, but is also applicable to foundation, corporate, and bequest fundraising.


  Best practice in major gift fundraising suggests that there are three major factors involved in a decision to make a major gift.


  


  These are called:


  
    	Linkage (the potential donor’’s connection to the organisation seeking funds)


    	Interest (the philanthropic inclination of the potential donor towards the organisation or project)


    	Ability (the financial capacity of the potential donor to make a substantial gift)

  


  They are commonly referred to by the acronym LIA. These terms are also widely referred to as Connection (Linkage), Inclination (Interest) and Capacity (Ability).


  Prospect research tries to answer three questions based on these criteria of linkage, interest, and ability:


  
    	How connected is this person with our organisation?


    	How likely are they to give?


    	How much are they able to give?

  


  Or to put it another way:


  
    	What is the full extent of a potential donor’s relationships with our organisation?


    	What is their philanthropic history with us and with other organisations?


    	What can we learn about their income and assets?

  


  Why do prospect research?


  We do prospect research to better understand the donor.


  A major gift fundraiser will always seek to inform and engage the prospective donor. However, a donor-centred approach to major gift fundraising is based on an understanding of the donor and their interests.


  Prospect research forms part of this process of understanding.


  


  
    Further information about prospect research


    In Australia


    Researchers in Fundraising Australasia is a LinkedIn group for Australian researchers and major gift fundraisers, from all sectors.


    https://www.linkedin.com/grps/Researchers-in-Fundraising-Australasia-2655487/about


    Internationally


    The Association of Professional Researchers for Advancement (APRA) is the professional body for fundraising researchers. It offers a range of resources, including publications and an annual conference.


    http://www.aprahome.org


    At the time of writing, a group of Australian researchers are in the process of setting up an Australian chapter of APRA.


    The UK’s Researchers in Fundraising group also offers a range of useful resources.


    http://www.institute-of-fundraising.org.uk/groups/sig-researchers


    Other books


    Cecilia Hogan, Prospect Research: A Primer for Growing Non-profits (Jones & Bartlett, 2007)


    Jennifer J. Filla and Helen E. Brown, Prospect Research for Fundraisers (Wiley, 2013)


    Mathew Iredale, Prospecting for Philanthropists: How to Find Major Donors to Support your Charity (CreateSpace, 2016)


    Chris Carnie, Find the Funds (Directory of Social Change, 2000)

  


  
    

    Chapter 2: Context: Australian wealth and giving

  


  Australian wealth


  Australia is a country of considerable wealth.


  Credit Suisse reported in 2015 that Australia’s wealth per adult was US$365,000, the highest in the world after Switzerland and New Zealand, and its median wealth of US$168,000 was second only to New Zealand.1


  Australia also has a substantial upper-middle class. In 2012–13, the Australian Bureau of Statistics judged that the wealthiest 20% of households in Australia accounted for 62% of total household net worth, with an average net worth of $2.5 million per household (including housing value).2 On Credit Suisse’s criteria (which again include housing), in 2015 Australia had 0.4% of the world’s adult population, but 3.23% of the world’s high-net-worth individuals and 2.5% of the world’s wealth.


  High-net-worth individuals in Australia


  BRW (the former Business Review Weekly) has produced an annual list estimating the wealth of Australia’s richest 200 individuals for the past 30 years. The entry point for that list (now published by the Australian Financial Review) has grown from $10 million in 1985 to $303 million in 2016, with substantial growth in the past decade.3


  


  Capgemini produces an annual World Wealth Report and a regular Asia-Pacific Wealth Report looking at numbers and distribution of high-net-worth individuals (HNWIs) worth over US$1 million and ultra-high-net-worth individuals (UHNWIs) worth over US$30 million (importantly, these figures exclude value of primary residence). Capgemini estimated that there were 234,000 Australian HNWIs in 2015.4


  Australian giving


  Total individual giving


  Historically, it has been very difficult to get an accurate picture of individual giving totals in Australia. The tax office figures only report donations for which a tax credit is claimed, and most other estimates are extrapolations from samples or based on survey data. Now that charities are registered with the central Australian Charities and Not-for-profits Commission (ACNC) we may hope for more accurate assessments.


  


  The Australian Bureau of Statistics estimated that total giving via donations/bequests/legacies from individuals to Australian not-for-profits was $3.99 billion in 2012–13 and that total Australian fundraising income in this year was $8.6 billion.5 The most recent ACNC figures report that donations and bequests totalled $11.2 billion in 2015 (this includes donations into Private Ancillary Funds, and also corporate giving).


  Overall, 4.54 million Australian taxpayers claimed tax deductions for $2.62 billion in individual giving in the tax year 2013–14. Just over 35% of taxpayers claimed a deduction for a donation. The average amount donated was 0.35% of taxable income.6


  Giving by cause


  Figure 1 below is adapted from the analysis of ACNC 2014 data in JBWere’s 2016 The Cause Report7 and covers donations and bequests.’


  


  
    Figure 1 Australian giving by cause ($ million), 2014


    [image: Australian giving by cause ($ million), 2014]

  


  Giving vehicles


  There are a number of different types of fundraising or grantmaking entities in Australia.


  A foundation may be a charitable trust, a public fund, or another legal entity.


  A trust is a legal structure where a trustee holds money and property for a beneficiary. To be a charitable trust, the trust must be not for profit, have a charitable purpose, and be for the benefit of the public.


  A Public Ancillary Fund (PuAF) is a charitable trust that raises money from the public to distribute to charities. It does not directly provide services. It must distribute at least 4% of assets or $8,800 (whichever is greater) each financial year.


  


  A Private Ancillary Fund (PAF) is a private charitable trust that distributes funds to charities. Like a PuAF, it does not directly provide services. Unlike a PuAF, it does not raise money from the public. It must distribute at least 5% of assets or $11,000 (whichever is greater) each financial year.8 PAFs are a particular focus in the discussion below as an important vehicle for substantial private philanthropy.


  Public and private ancillary funds can give only to Deductible Gift Recipients (DGRs) – entities endorsed by the Australian Taxation Office (ATO) to receive income tax-deductible gifts.9 Also, PuAFs and PAFs cannot give to each other. Ancillary funds are ‘giving DGRs’ (DGR2s), who provide funds but not services. They can only give to ‘doing DGRs’ (DGR1s), charitable organisations that directly provide services.10


  Most trustee companies have PuAFs. Some foundations will also create named sub-funds for specific purpose donors. See, for example, the Australian Communities Foundation list of sub-funds.


  http://www.communityfoundation.org.au/about-acf/our-sub-funds


  


  For more information on trusts and foundations, see Vanessa Meachen, A Grantseeker’s Guide to Trusts & Foundations (Philanthropy Australia, 2009).11


  PAF giving by cause


  Giving by PAFs (private trusts established as giving vehicles) offers a somewhat different picture from giving by the general public.12


  In ATO data for 2013 on giving by cause (see Figure 2), welfare leads (30%), followed by culture (17%), education (15%), health (11%), international (8%), and environment (4%). Culture and education do noticeably better here than they do in giving by the general population (see Figure 1), which may reflect investment by those sectors in their major giving programs and in working with PAFs.13


  


  
    Figure 2 Private Ancillary Fund (PAF) giving by cause, 2012–13
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  Since PAFs were first established in 2001, their numbers have grown to a total of over 1,450 in 2016, reflecting the growing importance of structured philanthropy in Australia.


  Major giving in Australia


  Historically, major giving has been an underdeveloped area in Australian philanthropy.


  In 2011, a report from the Australian Centre for Philanthropy and Nonprofit Studies at Queensland University of Technology (QUT) said:


  ‘Many wealthy Australians are perceived by their peers to not be giving, or to be giving significantly less than they might readily be able to give.’14


  


  This changed in 2013–14. In 2013–14, there was a new gift of more than $1 million announced publicly almost every week in Australia, with both a substantial increase in major gifts made, and a growing trend for substantial donors to go public about their gifts. The record for Australia’s largest gift was broken three times in 2013, with three publicly announced gifts in the range $50–65 million. In 2014, a bequest of over $3 billion created Australia’s largest PAF, with a corpus larger than all other PAFs combined.


  For 2015, we counted at least 55 publicly announced gifts of over $1 million.15 The CASE report Charitable Giving to Universities in Australia and New Zealand reports 70 confirmed pledges of $1 million or more to the universities surveyed just in 2015.16


  These numbers still place Australia behind other countries where there is significant philanthropy, by both number of $1 million+ gifts made and dollars given via those gifts. Coutts17 suggests there were 1,064 $1 million+ gifts in the US and 298 $1 million+ gifts in the UK in 2015. We have to take into account that Australia has a much smaller population than either of these countries, but recent Australian figures do show the gap is closing.


  


  Evidence of major giving from tax data


  The size and number of major gifts made in Australia has grown very substantially in the recent years. But tax data shows that giving by a small number of individual donors has been disproportionately important in the Australian not-for-profit sector for some time.


  In 2011–12, 4.54 million donors gave $2.24 billion overall. In the following year, 4.55 million donors gave $2.29 billion. Very few of those donors gave over $25,000 in total – 4,520 taxpayers in 2011–12, 4,765 in 2012–13.18 This is less than 0.1% of those who gave. But this small group of donors giving $25,000+ gave a total of around $640 million – more than 25% of all individual giving in each year.


  In 2013–14 (see Table 1), there was an increase in overall individual giving, to $2.6 billion. More than half of the increase in the two years 2012–14 came from an increase in donations at the $25,000+ level. While still only accounting for 0.1% of donors, there were almost 1,000 more individuals giving at $25,000+ than in 2012, and donors at this level gave an additional $223 million.


  In 2013–14, then, this very small group of donors were responsible for 33% of all individual giving.19


  


  Table 1 Tax deductions claimed by individuals for gifts or donations 2013–14


  
    
      	
        Gifts or donations claimed ($)

      

      	
        Number of taxpayers

      

      	
        % of donating taxpayers

      

      	
        Amount donated ($ million)

      

      	
        Percentage of total giving by individuals

      
    


    
      	
        1–25

      

      	
        842,967

      

      	
        18.5%

      

      	
        12

      

      	
        0.5%

      
    


    
      	
        26–50

      

      	
        745,089

      

      	
        16.4%

      

      	
        32

      

      	
        1.2%

      
    


    
      	
        51–250

      

      	
        1,550,363

      

      	
        34.1%

      

      	
        202

      

      	
        7.7%

      
    


    
      	
        251–1,000

      

      	
        1,046,444

      

      	
        23.0%

      

      	
        540

      

      	
        20.7%

      
    


    
      	
        1,001–5,000

      

      	
        314,321

      

      	
        6.9%

      

      	
        598

      

      	
        22.9%

      
    


    
      	
        5,001–10,000

      

      	
        27,513

      

      	
        0.6%

      

      	
        187

      

      	
        7.2%

      
    


    
      	
        10,001–25,000

      

      	
        12,174

      

      	
        0.3%

      

      	
        179

      

      	
        6.8%

      
    


    
      	
        25,000+

      

      	
        5,510

      

      	
        0.1%

      

      	
        864

      

      	
        33.00%

      
    


    
      	
        Total

      

      	
        4,544,381

      

      	
        100%

      

      	
        2,615

      

      	
        100%

      
    

  


  


  
    Further information about Australian wealth and giving


    Capgemini World Wealth Report


    https://www.worldwealthreport.com


    Australian Centre for Philanthropy and Nonprofit Studies, Queensland University of Technology


    https://www.qut.edu.au/business/about/research-centres/australian-centre-for-philanthropy-and-nonprofit-studies/publications-and-resources


    Koda Capital research papers on giving


    http://www.kodacapital.com/services/philanthropic-services


    JBWere philanthropy reports


    https://www.jbwere.com.au/for-purpose-organisations/philanthropic-services/thought-leadership


    Generosity magazine


    http://www.generositymag.com.au


    FR&C’s list of Australia’s Top 300 philanthropists


    http://www.fundraisingresearch.com.au/top-donors.html

  


  
    

    Chapter 3: Research and the major gift cycle

  


  The major gift cycle


  The major gift cycle is the process of engaging a potential donor and progressing them towards the possibility of making a gift.


  In its simplest form, it has four stages:


  
    	Identification: deciding if the individual is a potential major donor.


    	Cultivation and engagement: bringing the potential donor closer to the organisation and understanding their interests and motivations.


    	Solicitation: asking for a gift at the appropriate time.


    	Stewardship and recognition: maintaining and managing the relationship with the donor after the gift has been made.

  


  [image: The major gift cycle]


  Effective use of research at different points in the cycle


  Some versions of the major gift cycle will include ‘research’ as a stage in the cycle.


  


  But in fact different forms of research are relevant and appropriate at different stages of the cycle (see Table 2), and they involve different research documents (these are discussed in more depth in chapter 9 below – documenting research).


  Table 2 Research at the four stages of the gift cycle


  
    
      	
        Stage

      

      	
        Research activity

      

      	
        Output

      

      	
        Purpose

      
    


    
      	
        Identification

      

      	
        Initial analysis of wealth, philanthropy, and connection to your organisation

      

      	
        Rating score

      

      	
        To decide whether this person is a major gift prospect or not

      
    


    
      	
        Cultivation

      

      	
        Further analysis of background and interests, monitoring of media for relevant news items as the relationship develops

      

      	
        Event briefing or short profile

      

      	
        To come to an initial understanding of this person’s possible areas of interest, together with information already gathered on wealth and previous giving, and to be aware of any relevant changes (e.g. new board positions, public comments offered, gifts made, etc.)

      
    


    
      	
        Solicitation

      

      	
        Comprehensive understanding of publicly available data on wealth, giving, interests, etc.

      

      	
        Full profile

      

      	
        To help the major gift team to be as informed as possible in making decisions about a possible ask

      
    


    
      	
        Stewardship

      

      	
        Update research as necessary, awareness of relevant media items

      

      	
        Updates to the database or documents above

      

      	
        To alert the major gift team to any relevant media regarding the donor or the gift

      
    

  


  


  Producing different forms of research at different stages of the relationship means that the research is both timely and effective. Engagement with a potential donor can take many months, and many relationships may not develop into gift solicitations. Investing heavily in detailed research upfront may mean much wasted effort. Similarly, not investing in detailed research prior to a crucial decision, such as making an ask, may lead to poorly informed decisions.


  
    

    Chapter 4: Prospect identification and rating

  


  Identifying prospects


  Identifying prospective donors is the first stage in the major gift cycle.


  An organisation that is just launching a major gift program will probably be looking to identify a large pool of prospects, but even well-established major gift programs will have an ongoing need to identify prospects in order to develop future opportunities.


  Further, organisations planning a large-scale fundraising campaign will often need to develop a substantial prospect pool as part of their feasibility study, to ensure that they have the support needed to run a successful campaign.


  Where to look?


  When identifying new major gift prospects, the best place to start is with internal information (see Figure 3). Look at who is already in your database, as many major donors start out as regular donors within an organisation; if you already have existing major donors, these are likely your best prospects for future major gifts.


  


  
    Figure 3 Identifying major gift prospects within your existing constituency
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  What are you looking for?


  We suggest you should be looking for three things: Linkage, Interest and Ability:


  
    	Linkage (the potential donor’s connection to your organisation)


    	Interest (the philanthropic inclination of the potential donor)


    	Ability (the financial capacity of the potential donor to make a substantial gift)

  


  Or, put another way:


  
    	How connected is this person to your organisation?


    	How likely are they to give?


    	How much are they able to give?

  


  


  Someone in your database should already have Linkage – a relationship to your organisation. If they are in your database because they are a donor, it also means they have a certain amount of philanthropic Interest (especially if they are a substantial donor, a frequent donor, or both).


  How much is a major gift?


  This will vary by organisation. It should be a substantial gift amount, substantial enough to justify the investment of time and engagement that your organisation will put into securing it. For some organisations, a major gift might be $10,000. For others, it might be five or ten times that. Your organisation’s definition of a major gift amount will affect your decision-making on who is, or is not, a major gift prospect.


  Proactive and reactive identification


  Reactive identification is following up on information that is already captured in your database. It involves identifying potential prospects among those who have previously given a large, unsolicited gift or multiple mid-level gifts to your organisation, or those who appear strongly engaged through event attendance or other means. Look also among those whose interest is apparent from contact reports filed by development officers, the Chief Executive Officer (CEO) or other senior executives and stakeholders within your organisation, or from referrals made by colleagues or constituents of possible persons of interest.


  Proactive identification involves utilising external resources to identify people who may or may not be already associated with your organisation. This includes investigating media references (particularly in reference to jobs, wealth or philanthropy), Google alerts, philanthropic giving elsewhere, and data screening.


  


  Identifying prospects in your database


  A good place to start is with donors whose total giving is over a certain level, or donors who have made a recent gift over a certain level.


  After this, indicators that supporters may also have capacity to give include:


  
    	Job titles – if you capture employment information, searching for variations on President, Chairman, CEO, Managing Director, Vice-President, or Director can indicate a senior and possibly well-remunerated position.


    	Postal addresses – people in your database who reside in the wealthiest postcodes may have capacity to give. For a list of wealthy postcodes, see http://www.businessinsider.com.au/the-25-richest-suburbs-in-australia-2015-5#25.

  


  Identifying prospects from other sources


  If you are a school or university, you may be able to find prominent alumni by searching a number of external resources, such as LinkedIn (via an Advanced Search on LinkedIn for your school or university combined with senior job titles – e.g. Chairman, CEO, etc.), Who’s Who (via an Advanced Search for your school or university) or Connect4/Morningstar (searching an archive of annual reports for your university will identify your alumni among company directors and executives).


  If you are an organisation in a sector where your peers frequently publish donor acknowledgement lists (such as the arts, education, or health), you may be able to find substantial donors to peer organisations by searching these reports online. You can also use a tool that aggregates these listings, such as FR&C’s Giftsearch to identify, for example, donors above a certain giving level in your sector.


  


  Identifying prospects through screening


  This can involve two very different processes: peer screening and data screening.


  Peer screening involves asking constituents who are close to your organisation (e.g. internal stakeholders, board members, other highly engaged individuals) for advice on peers who might be prospective major donors. This can be particularly effective if your constituency forms a compact and integrated community (e.g. a school), but can be of use for other organisations also.


  Data screening involves matching your database against an external database of high-net-worth individuals to identify potential major donors among your existing supporter base. Here the objective is to unearth supporters who have not self-identified through giving or engagement, but have substantial potential to give further support. Companies offering data screening in the Australian market include:


  
    	Fundraising Research & Consulting

    http://www.fundraisingresearch.com.au


    	AskRight

    http://www.askright.com


    	Wealth-X

    http://www.wealthx.com


    	WealthInsight

    http://www.wealthinsight.com

  


  Data holdings, output, and pricing vary – contact the suppliers directly for details.


  


  Data analytics


  Data analytics – the science of examining raw data with the purpose of drawing conclusions – is a more sophisticated approach to mining data, and often requires external skills and expertise. However, if you have either internal capacity or the ability to bring in outside resources, data analytics can be a very effective way of identifying prospects, particularly for large organisations with a substantial amount of donor data.


  Connectivity scores


  Connectivity scores look at a group of data points to identify those individuals with a strong connection to your organisation who may be overlooked. Essentially, you are looking at the data points in your database that indicate a connection to your organisation. Such data points could be biographical (i.e. an alumnus for schools and universities), giving-related, or reflect participation (i.e. a volunteer or committee member). Each data point is assigned a value, depending on the strength of the connection.


  Ideally, you need a few dozen data points to capture all of the fields that indicate connectivity. Having clean data and lots of it are crucial to building an accurate connectivity score. In implementing, you should find that many of your known major donors receive high connectivity scores.


  Predictive modelling


  While new in Australia, researchers in the US and the UK have been using data modelling to predict the likelihood of giving for some years. Predictive modelling is also used in segmentation of annual appeals, as well as in bequest programs. To build a model, you need a reasonably large group of existing major donors to your organisation.


  


  A detailed discussion of this topic is beyond our scope here, but books on this subject include:


  
    	Peter B Wylie, Data Mining for Fund Raisers (CASE, 2004)


    	Joshua M Birkholz, Fundraising Analytics: Using Data to Guide Strategy (Wiley, 2008).

  


  How many prospects are needed?


  There are two key numbers to bear in mind, one related to staffing, the other related to dollar targets.


  Firstly, a standard portfolio for a full-time, dedicated major-gift fundraiser is around 100 prospects, and certainly not more than 150. So, you may assume that the number of prospects you need equals full-time major gift staff x 100 (and perhaps more in order to create a pool from which their portfolios may be refreshed).


  Secondly, you may assume that a success rate for asks should be around one in four (if your program is mature, you may be able to come up with a different figure specific to your organisation, but this is a useful rule of thumb). So, you may assume that you need to identify at least four qualified prospects for every gift you seek to raise.


  Prospect numbers and campaign targets


  For a fundraising campaign with a number of specific gift opportunities, the objective will be, once again, to identify at least four prospects for each opportunity on the gift table. By ‘prospects’ in this instance we mean qualified prospects who you are ready to ask for a contribution. A useful tool for breaking down numbers of prospects needed for a campaign is Blackbaud’s gift range calculator.


  https://www.blackbaud.com/nonprofit-resources/gift-range-calculator


  Table 3 shows an example of a possible gift table to raise $5 million, generated from Blackbaud’s gift range calculator.


  


  Table 3 Example of a gift table to raise $5 million


  
    
      
        	
          Gift range $

        

        	
          No. gifts required

        

        	
          No. prospects required

        

        	
          Sub-total $

        

        	
          Cumulative total $

        

        	
          Cumulative percentage

        
      

    

    
      
        	
          500,000

        

        	
          1

        

        	
          4

        

        	
          500,000

        

        	
          500,000

        

        	
          10%

        
      


      
        	
          250,000

        

        	
          2

        

        	
          8

        

        	
          500,000

        

        	
          1,000,000

        

        	
          20%

        
      


      
        	
          143,000

        

        	
          5

        

        	
          20

        

        	
          715,000

        

        	
          1,715,000

        

        	
          34%

        
      


      
        	
          107,000

        

        	
          5

        

        	
          20

        

        	
          535,000

        

        	
          2,250,000

        

        	
          45%

        
      


      
        	
          72,000

        

        	
          5

        

        	
          20

        

        	
          360,000

        

        	
          2,610,000

        

        	
          52%

        
      


      
        	
          50,000

        

        	
          10

        

        	
          40

        

        	
          500,000

        

        	
          3,110,000

        

        	
          62%

        
      


      
        	
          36,000

        

        	
          12

        

        	
          48

        

        	
          432,000

        

        	
          3,542,000

        

        	
          71%

        
      


      
        	
          15,000

        

        	
          12

        

        	
          48

        

        	
          180,000

        

        	
          3,722,000

        

        	
          74%

        
      


      
        	
          7,000

        

        	
          15

        

        	
          60

        

        	
          105,000

        

        	
          3,827,000

        

        	
          77%

        
      


      
        	
          Under 7,000

        

        	
          335

        

        	
          1340

        

        	
          1,173,000

        

        	
          5,000,000

        

        	
          100%

        
      


      
        	
          Totals

        

        	
          402

        

        	
          1608

        

        	
          

        

        	
          5,000,000

        

        	
          

        
      

    
  


  However, this calculator, while useful, gives a relatively large emphasis to lower-level gifts. Given the relatively small pool of Australian donors who give at the $25,000+ level (5,510 Australians gave at this level in 2013–14, according to tax data), it is probably appropriate to adjust the modelling offered here to give greater emphasis to a smaller number of lead gifts.


  Anecdotal evidence in Australia also suggests that in successful campaigns a larger proportion of the total raised is coming from a smaller number of large gifts than is represented in this table – the ratio may be closer to 90% of the total coming from 10% of the donors, than to the conventional ‘80/20’ ratio.


  


  Prospect rating


  How can you prioritise prospects once they have been identified?


  Having identified someone as possibly having prospect potential, you then come back to the three questions of Linkage, Interest, and Ability:


  
    	How connected with your organisation is this person? (Linkage)


    	How likely are they to give? (Interest)


    	How much can this person give? (Ability)

  


  You should be able to give each potential prospect a score out of five on each of these three criteria.


  A possible scoring system


  Table 4 shows a possible scoring system (by no means the only such system) to rate your prospects.


  Table 4 A possible scoring system to prioritise prospects


  
    
      	
        Score

      

      	
        0

      

      	
        1

      

      	
        2

      

      	
        3

      

      	
        4

      

      	
        5

      
    


    
      	
        Linkage to your organisation

      

      	
        Unable to rate

      

      	
        No current relationship

      

      	
        Family connection

      

      	
        One of volunteer/ member/ event attender/ donor

      

      	
        Two of volunteer/ member/ event attender/ donor

      

      	
        Current committee or staff member

      
    


    
      	
        Interest/ inclination to give

      

      	
        Unable to rate

      

      	
        No known giving

      

      	
        Gives elsewhere

      

      	
        Low-level donor to your organisation

      

      	
        Lapsed major donor to your organisation

      

      	
        Current major donor to your organisation

      
    


    
      	
        Ability to give

      

      	
        Unable to rate

      

      	
        Cannot give a major gift

      

      	
        Could give at major gift level

      

      	
        Could give $100,000+

      

      	
        Could give $500,000+

      

      	
        Could give $1 million+

      
    

  


  The table shows prospects can be rated with a potential score out of 15. A person is generally a prospect if they have a capacity  score (Ability) of 2 or more and an overall score of 7 or more. The exception is someone who has substantial capacity (Ability), but no connection (Linkage) to your organisation or giving inclination (Interest) (scores 5,1,1).


  If someone scores less than 2 on capacity, or less than 7 overall, then they are not a prospect.


  Estimating capacity to give


  While giving is generally from income rather than assets, for a capacity rating you might look at both – what you are trying to judge here is maximum likely capacity to give, as distinct from a current ask amount.


  A general formula for income is that someone might give in the region of 1–5% of gross household income (bearing in mind that there are exceptions to this – as we see from tax data, there are some very generous donors who give over 10% of income, and, of course, most people give less than 0.25%).


  However, if a major gift for your organisation was $10,000 and a potential prospect’s income was under $200,000, then they would not be a major gift prospect because the ask would be over 5% of income.


  Bearing in mind that tax data also tells us that in reality most people do not give at the $5,000+ level until they reach gross income of $500,000+, you might wish to set the cut-off for major gift capacity at a much higher amount than $200,000 annual income, and closer to $500,000.


  


  Examples of rating scores


  To look briefly at some examples:


  1. A possible major gift prospect might look like this:


  
    	a senior partner at a major law firm, earns an estimated $1.2 million per annum – ability: 2–3 depending on longevity, assets


    	a low-level donor to your organisation – interest: 3


    	a donor and event attendee – linkage: 4

  


  Overall score: 9–10


  This person is a major gift prospect – they have capacity to give, and an overall score of 7 or more.


  2. Someone who is not a major gift prospect might look like this:


  
    	a partner at a mid-size suburban law firm, salary surveys suggest income around $200,000 per annum – ability: 1


    	a low-level donor to your organisation – interest: 3


    	a donor and event attendee – linkage: 4

  


  Overall score: 8


  This person is not a major gift prospect. They score 8, seemingly enough to rank them as a major gift prospect, except their capacity is not high enough. This person is a valuable supporter, certainly, but an investment of time in building a relationship will not lead to a major gift, unless you identify other wealth indicators (such as assets, spousal or family wealth) or the person is extraordinarily generous.


  


  3. Rating can also help you to prioritise prospects. If you have a third potential candidate like this:


  
    	a Rich List member – ability: 5


    	no known giving – interest: 1


    	a family connection to your organisation – linkage: 2

  


  Overall score: 8


  This person is a major gift prospect, and potentially a significant prospect given their capacity to give.


  But are they a better prospect than the first example? No. The person in the first example has a lower capacity, but scores 9–10, is closer to your organisation, and is already a donor. The person in the third example scores 8 – i.e., they could make a substantial gift – but the connection is not (yet) a direct one and you have no evidence of their inclination to give.


  However, this brings us to another important issue regarding ratings – these scores are not fixed, but can change over time. So, if the person in example 3 becomes more engaged with your organisation, or if you learn more about their giving, their inclination and participation scores would go up. They would then become a higher-priority prospect.
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  Internal information


  While the focus of this book is on the use of public data for researching individual donors and potential donors, not-for-profits should not neglect the internal information that they hold on individual supporters, and such information is a logical starting point for any research.


  All supporter databases are likely to hold basic information on individual supporters including:


  
    	name


    	contact details


    	previous giving

  


  These databases may also hold richer information including:


  
    	date of birth


    	relationship to the organisation


    	relationship to other supporters


    	appeals made and responses


    	activities participated in


    	previous contacts

  


  Bear in mind also that, while your database may have captured a certain amount of information about a supporter’s relationship with your organisation, your colleagues may also have additional information that is not in your database (particularly if they have had face-to-face contact with the donor).


  


  Web search


  It is increasingly possible to find general information on individuals using online searches, with some obvious caveats:


  
    	Large numbers of results can hide useful information.


    	It is important to distinguish between individuals with the same name.


    	The reach of search engines is limited to indexed online content (non-indexed content is sometimes called ‘the deep web’) – for example, a Google search will not produce results from the online Who’s Who in Australia database discussed below, nor from Facebook data that is not shared publicly.


    	Web searches can produce outdated information.

  


  Google


  Google is the dominant search engine in the Australian market.


  Google offers a ‘Search Tools’ box that allows you to select only Australian results (as well as select other criteria regarding recency, etc.).


  Google also offers an advanced search option, which allows more detailed search criteria.


  https://www.google.com.au/advanced_search


  Other search engines


  For alternatives to Google, there are lists of different search engines in Wikipedia.


  https://en.wikipedia.org/wiki/List_of_search_engines


  In particular, a meta-search engine like Dogpile, which compiles results from other search engines, may be useful.


  http://www.dogpile.com


  


  Archived web material


  For web pages that are no longer current, the Internet Archive’s Wayback Machine contains archived older versions of current websites.


  http://archive.org/web


  Note that an exact URL is required to find the archived version.


  Social media


  LinkedIn


  The business networking site LinkedIn has over four million Australian members, and therefore covers the overwhelming majority of corporate Australia.


  https://www.linkedin.com


  LinkedIn is particularly useful for research purposes in providing an individual’s career history. Depending on privacy settings, etc., it may also provide contact details and information on networks.


  LinkedIn’s Advanced Search function allows for searching on a mix of name(s), title, company, school, location and relationship to you.


  Note that unless you have set your own privacy settings to ‘anonymous,’ individuals will be aware that you have accessed their profile.


  In 2015, LinkedIn introduced a ‘commercial use limit’ on searches from within LinkedIn (though it is also possible to search LinkedIn from Google and Google Advanced Search). LinkedIn users who do not have subscription accounts now face a limit on searches per month.


  


  Other social media


  Other social media such as Facebook and Twitter usually do not offer such business and network information, but may offer information on an individual’s interests.


  A guide to Facebook search


  https://www.facebook.com/help/460711197281324


  Information on Twitter search


  https://support.twitter.com/articles/132700


  Media search


  Media searches can often offer general biographical background information via interviews and biographical profiles, as well as specific information on wealth indicators, giving, and networks that have been reported in the press.


  In particular, Fairfax media’s national business publication, The Australian Financial Review (AFR), contains a great deal of material on the business community and related topics. Fairfax’s former business magazine, BRW, has been folded into the AFR.


  http://www.afr.com


  Other online publications with potentially useful business coverage are Business Spectator (now part of News Ltd) and Crikey.


  http://www.businessspectator.com.au


  http://www.crikey.com.au


  General media searches can be conducted via Factiva, an archive of international media produced by Dow Jones that extends back to the 1980s and includes most major national and local Australian media.


  http://new.dowjones.com/products/factiva


  


  Factiva is a subscription service, but many Australian universities and libraries (including the National Library of Australia and several state libraries) offer free access to their users.


  http://www.nla.gov.au/app/eresources


  Newspapers.com is a historical newspaper archive that provides access to over 4,100 newspapers worldwide, with coverage from the 1700s – current. It is a paid resource; however, some results are available at no charge via a Google search.


  https://www.newspapers.com


  Trove is a search tool developed by the National Library of Australia to provide access to a range of digital collections held by the National Library as well as the various state libraries in Australia. A range of digital Australian newspapers, as well as photographs, archived websites, and archival materials are available via Trove.


  http://trove.nla.gov.au


  Other resources


  Who’s Who


  Who’s Who in Australia is available in several versions, in print and via online subscription, from ConnectWeb.


  http://connectweb.com.au


  These resources contain biographical data on a selection of prominent Australians:


  
    	Who’s Who in Australia has over 12,500 entries


    	Who’s Who of Australian Women has over 6,500 entries


    	Who’s Who in Business contains entries on 20,000 individuals

  


  


  They can contain data not available elsewhere, particularly on interests and voluntary roles, and sometimes contain otherwise unavailable business history and contact information.


  The online versions of these directories have a useful advanced search option.


  Previously prominent individuals who may have been dropped from the current version (for reasons of retirement, for instance) will not appear in online searches but may be found in previous print volumes.


  Australian honours


  Recipients of awards in the Australian honours system may be found on the It’s an Honour website.


  http://www.dpmc.gov.au/government/its-honour


  Entries offer a brief citation for the award, which can be a guide to the recipient’s interests and activities.


  Much more detailed information for recipients of recent honours (in the last decade or so) may be found in the Media Notes issued by the Governor-General’s office. These often include information on voluntary roles and philanthropic activity. See the following example for 2010.


  https://www.gg.gov.au/sites/default/files/files/honours/ad/ad2010/Media%20Notes%20AO%20(final).pdf


  These documents are difficult to locate by navigating through the Governor-General’s website. An alternative route is to conduct a Google Advanced Search, searching for the person’s name in the first field, then entering gg.gov.au in the field ‘site or domain.’ This should produce the relevant file (you may need to use the person’s full first name without any abbreviation).


  


  Information on some earlier recipients may be found on the ‘Quiet Australians’ database.


  http://www.theorderofaustralia.asn.au/quiet_australians/quiet_australians.php


  Telephone and email directories


  Despite moves to mobile telephony and private numbers, a large number of individuals still have a domestic landline number appearing in the White Pages.


  http://www.whitepages.com.au


  There are also a variety of web services offering reverse phone lookup.


  https://reversephones.com.au


  For individuals with their own websites, entering the site on WhoIs will often provide contact details, including email.


  http://whois.ausregistry.net.au/whois/whois_local.jsp


  Deceased individuals


  The Ryerson Index is a searchable index of death notices appearing in Australian newspapers.


  http://www.ryersonindex.org


  


  
    Key resources for biographical research


    Google


    https://www.google.com.au


    Who’s Who in Australia / Who’s Who in Business


    http://connectweb.com.au


    Factiva


    http://new.dowjones.com/products/factiva


    LinkedIn


    https://www.linkedin.com


    It’s an Honour


    http://www.dpmc.gov.au/government/its-honour


    The Ryerson Index


    http://www.ryersonindex.org
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  How much can we know?


  Fundraisers from the UK and US are often surprised at how much less financial information is available on individuals in Australia than in those countries. The more public someone’s business activities and companies are, the easier it may be to make an estimate of their wealth, and in some cases this is done for us by the compilers of Australia’s various rich lists. All the same, getting an understanding of liabilities as well as assets can be a real challenge, and often we can only hope to make an approximate estimate of net wealth, or to make an assessment of wealth indicators. Here are some resources that will help.


  Rich lists


  On our estimate, over three thousand Australian individuals have appeared on a rich list of some description in the past 30 years.


  Currently available Australian rich lists include the following:


  
    	BRW Lists. The most prominent Australian rich list is the BRW Rich 200 (supplemented by the BRW Young Rich List and BRW Rich Women, and in the past by BRW Rich Families and the BRW Executive Rich List, although these last two did not appear in 2016). As BRW is no longer a standalone publication, all of these lists are now available via the Australian Financial Review.

    http://www.afr.com/leadership/brw-lists


    	Forbes produces an Australian ‘50 Richest’ list.

    http://www.forbes.com/australia-billionaires/list


    	


    	Stephen Mayne’s Mayne Report Rich List is the largest publicly available rich list, with over 1,500 individuals with an estimated worth of over $10 million listed. (The website closed down in February 2017, but the page can still be found via Internet Archive’s Wayback Machine.)

    http://www.maynereport.com/articles/2007/07/17-2225-719.html


    	The Australian Financial Review offers an annual salary survey for executives at publicly listed companies.

    http://www.afr.com/leadership/salary-survey-2015-retirement-payouts-put-average-ceo-salaries-over-3m-20151207-glhwo8

  


  Older rich lists include:


  
    	Queensland’s The Courier Mail newspaper formerly produced an annual list of Queensland’s Top 150 richest (latest is 2014).

    http://www.couriermail.com.au


    	The West Australian, similarly, offers a Rich List specifically covering WA residents.

    http://info.thewest.com.au/westadvertising/feature


    	The Resources Rich List (from 2007) covers company directors and executives benefiting from the resources boom.

    http://www.perthnow.com.au/news/western-australia/australias-rich-top-100/story-e6frg13u-1111115279569

  


  Researching income


  Director and executive income at public companies


  The remuneration of directors and senior executives of listed public companies are listed in the company’s annual report, which is usually available via the company’s website. The relevant information is contained in the section titled Directors’ Report and is conventionally titled ‘Remuneration report.’


  


  As an example, below is a link to the Qantas 2016 annual report; the statutory remuneration report for Qantas’s key executives is on page 36.


  http://investor.qantas.com/FormBuilder/_Resource/_module/doLLG5ufYkCyEPjF1tpgyw/file/annual-reports/2016AnnualReport.pdf


  Note that the ‘total’ figure is an accounting treatment, not the total actually received by each executive in any given year. Qantas publishes two sets of figures based on two different accounting treatments.


  Similarly, Rio Tinto’s 2015 annual report explains that the potential value of remuneration for the then CEO, Sam Walsh, is between A$3.39 million and A$15.94 million. The report then provides two figures for actual remuneration (page 96). One, based on Australian disclosure requirements, gives a figure of US$8.066 million for 2015. The second, based UK legislative requirements, gives a figure of A$9.125 million for 2015.21


  In September 2015, the Guardian Australia published a report suggesting that actual CEO pay for the ASX100 may be higher than statutory reporting suggests.


  http://www.theguardian.com/business/2015/sep/03/australias-top-ceos-earn-72-more-than-declared-research-shows


  From a short-term perspective, however, note that annual reports do specify what remuneration (salary and bonuses) are paid as cash, rather than as in-kind benefits, shares, superannuation, etc.


  Only a small number of key executives appear in the annual report; for a large public company, failure to appear in the annual report does not necessarily mean that the relevant executive is not very well remunerated.


  


  Subscription resources that compile annual report data


  There are also several subscription services that compile annual report data. These are particularly useful in offering keyword search (e.g. on an individual’s name) across a large number of reports, and in providing access to an archive of previous annual reports no longer directly available via the web.


  Searching historical annual reports allows you to:


  
    	build a picture of an individual’s remuneration over time


    	identify an individual’s historical shareholdings at previous companies

  


  Relevant services are:


  
    	MorningStar’s DatAnalysis

    http://datanalysis.morningstar.com.au


    	Thomson Reuters’ Connect4

    http://www.thomsonreuters.com.au

  


  Finding older annual reports on the web


  If you do not have access to one of these subscription services, but require an annual report no longer available online, it may be possible to access archived versions of the relevant company website via the Internet Archive.


  http://archive.org/web


  Professional remuneration


  While professional remuneration is not generally publicly available in detail, some guidance may be found in media articles on professional remuneration, and, to a certain extent, on salary surveys from recruitment firms.


  


  There is also a useful table published by the Australian Taxation Office that shows income bands for selected occupations. This link is for the 2014 statistics.


  https://data.gov.au/dataset/taxation-statistics-2013-14/resource/c506c052-be2f-4fba-8a65-90f9e60f7775


  Medical professionals


  Award information for all medical professionals in New South Wales is available from Health, NSW Government.


  http://www.health.nsw.gov.au/careers/conditions/pages/default.aspx


  Similar award information is also available for other states.


  Remuneration for medical staff specialists (the best remunerated medical professionals) is publicly available from the NSW Health staff specialist determination for 2015.


  http://www.health.nsw.gov.au/careers/conditions/Awards/ss_determination.pdf


  However, this information is (a) complex (b) allows for additional remuneration via private practice.


  Business Insider offers estimates for actual incomes in the medical profession.


  http://www.businessinsider.com.au/heres-how-much-money-australian-doctors-actually-earn-2014-5


  Legal professionals


  The Australian Financial Review offers a survey of partner salaries at leading law firms (latest found is 2013).


  http://www.afr.com/business/legal/how-much-australias-top-legal-partners-are-paid-20130912-j0eks


  Mahlab (legal recruitment specialists) publish annual reports on private practice law firms and on corporate lawyers, which contain remuneration information.


  http://www.mahlab.com.au/report16


  


  Finance professionals


  Global media comment may offer some guidance on the remuneration of finance professionals at global firms. Financial Times articles on bank bonuses may be found at the URL below.


  http://www.ft.com/indepth/bank-bonuses


  In 2013, Bloomberg reported that Goldman Sachs pays an average US$542,000 per staff member.


  http://www.bloomberg.com/bw/articles/2013-04-16/at-goldman-the-average-pay-for-3-months-is-135-594


  Business Insider suggested that annual remuneration for Managing Directors at Morgan Stanley was US$744,000 (its source here is the job review site Glassdoor).


  http://www.businessinsider.com.au/morgan-stanley-salaries-2014-11


  Salary surveys


  Some examples of salary surveys can be found on the Hays website.


  http://www.hays.com.au/salary-guide


  Public servant remuneration


  The Australian Government Remuneration Tribunal website contains details of remuneration for federal parliamentarians, judges, and senior public servants.


  http://www.remtribunal.gov.au


  Similar information is available from the equivalent state bodies.


  http://www.remtribunals.nsw.gov.au


  http://www.vic.gov.au/employment-workplace/wages-awards-conditions/remuneration-wages.html


  http://www.remunerationtribunal.qld.gov.au


  http://www.sat.wa.gov.au


  http://www.remtribunal.sa.gov.au


  http://www.cmd.act.gov.au/governance/remtrib/home


  https://dcm.nt.gov.au/supporting-government/cabinet-protocol-and-renumeration


  


  Researching assets


  Shareholdings in public companies


  The shareholdings of directors and senior executives of public companies in that company are listed in the annual report.


  A public company’s annual report will also list the 20 largest shareholders, and any substantial shareholders, towards the end of the report.


  Again, these lists are searchable on databases of annual reports such as DatAnalysis and Connect4.


  To estimate the value of the shareholding, search for the company on the ASX site, which will give you the current price per share.


  http://www.asx.com.au


  The annual report will also contain information on the dividend paid per share; multiply this by the shareholding to estimate dividend income.


  For information on share transactions by directors and executives since the last annual report, search for the individual’s name on Factiva.


  For information on the realised value of former shareholdings on companies that no longer exist, deListed Australia will give a price per share for companies that have been subject to takeover.


  http://www.delisted.com.au


  


  Ownership of private companies


  The Australian Securities and Investments Commission (ASIC) makes available ownership information on all Australian companies via its ASIC Connect service.


  https://asicconnect.asic.gov.au


  ASIC Connect allows searches for individual companies; ASIC records for the relevant company may then be purchased for download. These purchased records will show the company’s officeholders and shareholders.


  A company extract will usually contain:


  
    	the company’s name, registered address, and principal place of business


    	the full names, birth details, and home addresses of the company’s officeholders


    	for a proprietary company, the top 20 shareholders for each class of shares, or if the company is a wholly-owned subsidiary, the ultimate holding company.

  


  ASIC also sell data via a range of information brokers.


  https://connectonline.asic.gov.au/RegistrySearch/faces/landing/InformationBrokers.jspx


  Data brokers can offer additional search functionality, including personal name search. A report from a personal name search will list all current and former directorships and shareholdings.


  While ASIC is the authoritative source, sometimes private company directors can be identified via sources such as Manta.com, which offers address data, a director name, and limited business information including some employee and revenue estimates, on a free site which claims to have information on over 730,000 Australian companies.


  http://www.manta.com/world/Oceania/Australia


  


  While ASIC charge for data, if the relevant company has a New Zealand subsidiary, some data may be available there (data from the New Zealand company register is free).


  https://www.business.govt.nz/companies


  Financial information for private companies


  Public, large proprietary, small proprietary foreign-controlled companies, registered schemes and trusts must lodge a copy of financial statements and reports annually with ASIC.


  A large proprietary company is one that meets two of the following three conditions:


  
    	consolidated revenue for the financial year is more than $25 million


    	consolidated gross assets are worth more than $12.5 million


    	the company has more than 50 employees.

  


  There are exceptions to these disclosure requirements. In particular, some wholly-owned large proprietary companies, and ‘grandfathered’ large proprietary companies are exempted from the disclosure requirements.


  Definitions may be found at the sites below.


  http://asic.gov.au/regulatory-resources/financial-reporting-and-audit/preparers-of-financial-reports/large-proprietary-companies-that-are-not-disclosing-entities


  http://asic.gov.au/regulatory-resources/financial-reporting-and-audit/preparers-of-financial-reports/large-proprietary-companies-that-are-not-disclosing-entities/exemption-from-having-to-lodge-a-financial-report-for-grandfathered-large-proprietary-company


  Data on most such companies is available from Dun & Bradstreet Company 360, which covers some 50,000 public and private Australian companies, and includes ownership information and financials (including annual balance sheet data) where available.


  http://www.company360.com.au


  Other providers include MintGlobal – this database contains a larger number of companies, and has Asia-Pacific reach if required (covering around 27 million companies in the region). The data is from Bureau van Dijk’s Orbis database.


  https://mintglobal.bvdinfo.com


  However, note that some of the financial information in MintGlobal’s database is modelled.


  


  If the relevant private company is one of the top 2,000 Australian companies, a company profile may be available from IBISWorld.


  http://www.ibisworld.com.au/enterprise/home.aspx


  IBISWorld also produces sector reports that contain profiles of several related firms.


  http://www.ibisworld.com.au/industry/home.aspx


  Company 360, MintGlobal and IBISWorld are subscription resources.


  Real estate ownership


  Information on property ownership is available via state registers and approved information brokers.


  In NSW, title search may be conducted via the Land & Property Information website.


  http://www.lpi.nsw.gov.au/land_titles/public_registers


  The site has a ‘street address inquiry’ option to convert a street address into a title reference. It also has a ‘reverse street address inquiry’ option.


  


  The Land & Property Information website also has a list of information brokers for NSW property information.


  http://www.lpi.nsw.gov.au/land_titles/online_information/information_brokers


  Real estate values


  Information on property values is available from onthehouse.com.au, a free site that provides estimated property values, and actual historical sale prices, on a database of 13 million Australian properties.


  http://www.onthehouse.com.au


  Similar sites include Property Value, which also offers free estimates, but also further information for purchase.


  http://www.propertyvalue.com.au


  There is also the SoldPrice website, where you can search for the most recent sale of a specific address.


  http://house.ksou.cn


  Prominent property transactions, of course, receive mention in the media. A search for an individual’s name on the Factiva media archive will sometimes produce results on the sale or purchase of residential or investment property.


  Subscription information on the property market is available from CoreLogic RP Data.


  http://www.corelogic.com.au


  Private Ancillary Fund corpus


  As well as researching an individual’s income and assets, if the person has set up a Private Ancillary Fund (PAF) for the purpose of philanthropic giving, it may be possible to determine the PAF’s corpus. This may be mentioned on the PAF’s website (should there be one).


  


  Information on the corpus may also receive mention in any media items about the PAF (which should be available on the Factiva media archive). If not, this information may be available via the Australian Charities and Not-for-profits Commission’s (ACNC) Charity Register.


  https://www.acnc.gov.au/ACNC/FindCharity/QuickSearch/ACNC/OnlineProcessors/Online_register/Search_the_Register.aspx


  Where the ACNC record contains a financial report, this should contain information on the PAF’s corpus. It will also contain general information on distributions, and possibly information on specific donations.


  We found that of 1,390 PAFs, 605 had 2014 financial information on the ACNC Charity Register. Note that this information is constantly changing, as PAFs can request at any time that their information not be publicly available.


  Other assets


  Artworks


  For guidance on the possible value of artworks, the Australian Art Sales Digest is a subscription database of Australian and New Zealand auction results from 1969.


  http://www.aasd.com.au


  BRW published a list of what were then the top 100 Australian art collectors in a 2006 article (still available via Factiva) – Terry Ingram, Objects of Desire (BRW, 7 December 2006).


  Aircraft


  The Civil Aviation Safety Authority maintains a searchable database of aircraft ownership.


  https://www.casa.gov.au/operations/standard-page/civil-aircraft-register


  


  The entire database may be downloaded.


  https://www.casa.gov.au/standard-page/data-files


  Aircraft Bluebook and similar aircraft valuation services are subscription products, but it may be possible to estimate a rough value via web search for similar aircraft offered for sale.


  Cars


  Estimated car valuations are available via Redbook.


  http://www.redbook.com.au


  Yachts


  The Australian Maritime Safety Authority maintains a register of ships (including seagoing yachts).


  http://www.amsa.gov.au/vessels/shipping-registration/list-of-registered-ships


  Using the size and year of build, it is possible to estimate a rough value using an online calculator such as Williams Yacht Services.


  http://www.williamsyachtservices.com/yacht-value-calculator.htm


  Debts held against assets


  The Personal Property Securities Register is an Australian Government register of securities held against property such as cars, boats, or artworks. There is a fee for searching the register.


  https://www.ppsr.gov.au


  


  Modelling Australian wealth


  Capgemini’s Asia-Pacific Wealth Report 201622 (for the year 2015) suggests the following breakdown (see also Figure 4) of financial assets for Australian high-net-worth individuals (HNWIs):


  
    	alternative investments (including structured products, hedge funds, derivatives, foreign currency, commodities, private equity) 12.9%


    	fixed income 14.6%


    	equities 27.9%


    	cash and equivalent 19.0%


    	real estate 25.6%

  


  


  
    Figure 4 Breakdown of financial assets of high-net-worth individuals (HNWIs) (%) Q1 2015


    [image: Breakdown of financial assets of high-net-worth individuals (HNWIs) (%) Q1 2015]

  


  Source: Asia-Pacific Wealth Report 2016


  


  Australian HNWIs continue to have the world’s highest allocation to real estate, though the numbers have dropped substantially in recent years.


  In 2015, Australian HNWIs had an estimated 25.6% of their assets in real estate. In 2013, it was 33.1%, and a year earlier 40.6%.


  High allocations to real estate result in lower allocations to other asset classes for Australian HNWIs, compared to HNWIs elsewhere (Asia-Pacific Wealth Report 2014, page 22).


  


  
    Key resources for researching wealth


    BRW Rich Lists


    http://www.afr.com/leadership/brw-lists


    Mayne Report Rich List (website closed down but can be found via Internet Archive’s Wayback Machine)


    http://www.maynereport.com/articles/2007/07/17-2225-719.html


    Wealth screening


    http://www.fundraisingresearch.com.au


    Connect 4


    http://www.thomsonreuters.com.au


    Morningstar DatAnalysis


    http://datanalysis.morningstar.com.au


    Company 360


    http://www.company360.com.au


    ASIC Connect


    https://asicconnect.asic.gov.au


    ACNC Charity Register


    https://www.acnc.gov.au

  


  
    

    Chapter 7: Researching giving

  


  What can we learn from previous giving?


  Looking at previous giving can help us to understand several things about a prospective donor:


  1. Are they philanthropic?


  Only around 35% of Australian taxpayers claim a tax deduction for a donation in any given year – while this may not exactly reflect individual philanthropy (e.g. some giving by couples will be reflected in a single deduction, some high-net-worth individuals [HNWIs] may choose to give via companies they own), it does mean that many Australians do not make a philanthropic gift in any given year.


  2. What causes do they support?


  Previous giving should give a sense of philanthropic interests. Bearing in mind some caveats (some donors give anonymously, some organisations do not publish supporter lists), publicly available data on giving can give some insight into an individual’s philanthropic priorities.


  3. How much might they give?


  Combined with wealth information, information on the size of previous donations (where available) can help to give a sense of someone’s philanthropic potential.


  Researching individual giving


  Donor lists


  Many Australian not-for-profits thank their donors by name in their annual reports or in donor listings. This practice varies from sector to sector, but is common in the arts, education, and health areas. It is less common for sectors such as welfare and the environment. When not-for-profits post their annual reports or donor acknowledgements online, the data becomes available via web search. (Note that not all donor rolls are published online.)


  Researching public data on an individual’s giving, then, at its simplest, involves a web search on the person’s name, along with keywords such as ‘donor,’ ‘donation,’ ‘philanthropy’ etc.


  FR&C GiftSearch


  FR&C’s GiftSearch database compiles data from such public sources into a subscription database containing over 350,000 gifts made since the service’s launch in 2011 (with a small amount of earlier data).


  http://www.fundraisingresearch.com.au/giftsearch.html


  The database’s search functionality allows users to search for giving by a particular individual, but also to search on various broader categories – e.g. individual donors to arts causes who have given $10,000+.


  Top Australian donors list


  FR&C also maintain a publicly available list of Australia’s largest individual donors on our website. At the time of writing, this includes over 300 individuals and families with giving of over $1 million each.


  http://www.fundraisingresearch.com.au/top-donors.html


  Recent gift announcements


  For announcements of recent gifts, Generosity magazine maintains an online gift table.


  http://www.generositymag.com.au/gifts


  


  A similar table appears in the online and print versions of its sister publication, Fundraising & Philanthropy Australasia for subscribers.


  http://www.fpmagazine.com.au


  Forbes Heroes of Philanthropy


  Forbes Asia’s philanthropy issue has produced an annual list of 40 ‘Heroes of Philanthropy’ across Asia (including Australia) for the past nine years. The 2016 list is accessible from the following website.


  http://www.forbes.com/sites/johnkoppisch/2016/07/06/asias-2016-heroes-of-philanthropy/#3dbe31254e7e


  Political donations


  The Australian Electoral Commission (AEC) has a searchable online database of political donations.


  http://periodicdisclosures.aec.gov.au


  Amounts over $12,800 (federally) must be reported to the AEC (state rules vary). It is possible to search annual returns for specific donor names, or to find all donors to a specific party or grouping for a particular year.


  The media regularly comment on the inadequacies of the disclosure system. A summary of the issues is available on the ABC news website.


  http://www.abc.net.au/news/2016-02-01/here’s-what-the-latest-political-donations-data-doesn’t-tell-us/7130126


  Philanthropy and Australian Honours


  Detailed information on the philanthropic activity of honours recipients (for the last decade or so) may be found in the Media Notes issued by the Governor-General’s office. These may be found via Google Advanced Search, searching for the person’s name in the first field, then entering gg.gov.au in the field ‘site or domain.’


  


  Not-for-profit board participation


  An individual’s participation on fundraising committees and voluntary boards may be found in several ways:


  
    	Current board memberships will often be found via web search.


    	Who’s Who lists current and former voluntary roles in biographical entries.


    	A personal name search of Australian Securities and Investments Commission (ASIC) data will reveal any Private Ancillary Fund (PAF) directorships.

  


  Researching foundations and PAF giving


  The Australian Bureau of Statistics suggests that giving from philanthropic foundations and trusts to Australian not-for-profits totalled $474 million in 2012–13, with the largest amount ($122 million) going to social services, followed by $114 million to education and research.


  Some of Australia’s largest donors are foundations, and in some instances their individual websites can be among the best resources for information.


  Below is a list of some Australian foundations that have given (or have a corpus of) over $100 million.


  http://myerfoundation.org.au


  http://vfff.org.au


  http://www.minderoo.com.au


  http://www.ianpotter.org.au


  http://www.paulramsayfoundation.org.au


  http://www.talbotfamilyfoundation.com.au


  


  Other foundations and PAFs, however, are less publicly visible.


  Finding PAFs


  A list of all PAFs may be found as part of the larger listing of all Deductible Gift Recipient (DGR) entities.


  http://www.abn.business.gov.au/DgrListing.aspx


  Additional research is required to identify trustees (via ASIC Connect or the Australian Charities and Not-for-profits Commission [ACNC] Charity Register), financials (via the ACNC Charity Register) and giving priorities (via ACNC, subscription services, or searching donor lists). Many PAFs can be found on ASIC, though not all are straightforward to find.


  Subscription services for researching foundations and trusts


  Strategic Grants offer a variety of services to grantseekers, including a database of grant opportunities via its GEMS and Grants Calendar products.


  https://www.strategicgrants.com.au/au/gems


  Philanthropy Australia’s Directory of Funders is a subscription service with basic information on the giving priorities and contact information of around 300 foundations and trusts, including some of the largest.


  http://www.philanthropy.org.au/seek-funding/access-grant-makers


  AskRight offer a subscription database with information on Australian PAFs.


  http://www.askright.com/paf-guide


  The ACNC charity register


  The ACNC maintains a charity register of over 50,000 Australian charities. This includes PAFs and other foundations that are registered charities.


  https://www.acnc.gov.au


  


  The register includes information on:


  
    	name(s)


    	who the charity benefits


    	size of charity (small, medium, large)


    	operating states and countries


    	responsible persons

  


  Medium and large charities are required to file financial reports from 2014 onwards. These reports give information about the charity’s finances, and for PAFs often contain a breakdown of donations made.


  Under ACNC regulations, PAFs can ask the ACNC to withhold information from the register. The ACNC website says ‘generally, we will allow private ancillary funds to withhold their information if its publication is likely to identify individual donors.’


  For those PAFs that have not requested their information to be withheld, however, the ACNC register is the most valuable non-subscription resource for identifying PAF priorities, trustees, donations and finances.


  


  
    Key resources for researching giving


    ACNC Charity Register


    https://www.acnc.gov.au


    Myles McGregor-Lowndes & Emma Pelling, An Examination of Tax-deductible Donations Made by Individual Australian Taxpayers in 2012–13 (Queensland University of Technology, 2015)


    http://eprints.qut.edu.au/86476/1/Tax%20stats%20Working%20Paper%202012-2013.pdf


    FR&C GiftSearch


    http://www.fundraisingresearch.com.au/giftsearch.html


    Generosity magazine gift table


    http://www.generositymag.com.au/gifts


    Strategic Grants Hub and Grants Calendar


    https://www.strategicgrants.com.au/au/gems


    Philanthropy Australia’s Directory of Funders


    http://www.philanthropy.org.au/seek-funding/access-grant-makers


    AskRight PAF guide


    http://www.askright.com/paf-guide

  


  
    

    Chapter 8: Researching networks

  


  At the beginning of this book, we observed that major gift and bequest fundraising are relationship-based, rather than transactional. We also noted that one of the three key criteria for whether or not a person is likely to give is about the person’s relationship with an organisation.


  Those criteria were:


  
    	Linkage (the potential donor’s connection to the organisation seeking funds)


    	Interest (the philanthropic inclination of the potential donor)


    	Ability (the financial capacity of the potential donor to make a substantial gift)

  


  Understanding a potential donor’s relationship with your organisation and its existing networks, then, is an important aspect of prospect research. But, if networks are important, they are not always transparent.


  Internal data


  Your internal data will contain some important information on the potential donor’s direct relationship with you – are they an existing donor, and is their giving frequent, long-standing, or substantial?


  Your internal information might also provide information about external relationships. If you are an arts organisation, and have ticketing information, group bookings may tell you about friendships and family relationships. If you are a school or university, your database should be able to tell you who a person’s classmates were.


  


  Boards


  Moving to external sources, board relationships can usually be found via web search – many companies list their directors online. Director biographies, particularly in annual reports, will often reveal other recent directorships.


  Subscription services to map board relationships include BoardEx.


  http://corp.boardex.com


  Who’s Who in Business will list directors at major companies, with links to director biographies.


  Clubs


  Who’s Who contains information on club memberships – using Advanced Search to search for the club name (remembering that Who’s Who uses abbreviations) should produce a list of all members of a particular club listed in their database.


  LinkedIn


  A LinkedIn search for someone who is indirectly connected to you will provide a list of individuals in your shared network under the heading ‘How You’re Connected’, provided that they have not made their contacts invisible.


  Media comment


  A media search for an individual may reveal information on business and personal networks.


  Peer screening


  Peer screening involves meeting with a group of volunteers, who will either make introductions or asks, to seek their advice on a list of their peers who might be prospective donors.


  


  The fundraiser will usually provide a list of potential prospects, and ask questions such as the following about each person listed:


  
    	Would they be interested in giving?


    	How much could they give?


    	How well does the volunteer know them?


    	Who might be the best person to approach them?

  


  The first two questions are about capacity and inclination, the last two are about networks.


  This methodology supplements rather than replaces in-depth electronic research, and information gathered needs to be verified rather than simply taken as objective (people’s perceptions of wealth, in particular, can be very subjective).


  However, peer screening can be particularly useful in mapping relationships.


  Software


  Relationship mapping solutions available overseas (though perhaps not yet in Australia) that integrate with widely used customer relationship management systems (CRMs), including Sales Force and Raiser’s Edge, include Prospect Visual.


  http://www.prospectvisual.com


  Our experience to date suggests that these services vary widely in how up to date their information is on the individuals covered.


  


  
    Key resources for researching networks


    Internal data and peer screening


    LinkedIn


    https://www.linkedin.com


    Who’s Who in Australia


    Who’s Who in Business in Australia


    http://connectweb.com.au


    Factiva


    http://new.dowjones.com/products/factiva

  


  
    

    Chapter 9: Documenting research

  


  Research documents


  There are several options for documenting the results of your research, and the option you choose will depend on the purpose of the research.


  Possible ways to document your research might be:


  
    	a rating score – to decide if this is a prospect


    	a thumbnail brief – for an event briefing


    	a short profile – for an introductory meeting


    	a full profile – for an ask

  


  As discussed above (chapter 3), which type of research document you are producing will probably relate to the stage of the major gift cycle your prospect is in.


  A rating score usually consists of three numbers, giving a score (perhaps out of five) on three criteria – Linkage, Interest and Ability. For a sample rating scheme, see chapter 4 above. Ideally, add the rating score as a flag on the subject’s database record.


  A thumbnail brief includes name, picture, job title, previous giving to your organisation, and a one-paragraph biography.


  A short profile is a one- to two-page document with the prospect’s name, picture, and brief background on employment, family, interests, wealth and previous giving to your organisation and other organisations.


  A full profile is an attempt to construct a comprehensive brief from public information.


  


  If you are doing the research in-house, a full prospect profile will probably include some, or all, of the following:


  
    	biographic information


    	contact details


    	affiliation to your organisation


    	previous giving


    	prospect tracking information, e.g. contact reports, proposals planned


    	family information


    	education


    	directorships


    	career


    	recreations


    	wealth indicators


    	philanthropic interests


    	recent media items

  


  There is a link to a sample profile on the FR&C website (with fictional data) at the end of this book.


  Purpose and audience


  The purpose of writing a research document is to gather relevant information in the public domain to assist your organisation in building a relationship with a potential donor.


  Irrespective of how your research is documented, as always, we are trying to answer three questions:


  
    	How much can someone give?


    	How likely are they to give?


    	How connected are they with our organisation?

  


  A profile should be politely worded, strictly factual and should not contain value judgments; in drafting, it is best to bear in mind how the subject might feel if they were to read it.


  


  It may be necessary to draft different documents for different audiences. If a research document, such as a profile, is to be circulated to non-staff members (such as campaign volunteers), care must be taken that the individual’s personal information is not disclosed – see Australian Privacy Principle 11.


  https://www.oaic.gov.au/agencies-and-organisations/app-guidelines/chapter-11-app-11-security-of-personal-information


  
    

    Chapter 10: Using research to inform ask amounts

  


  How much can someone really give?


  The Australian Centre for Philanthropy and Nonprofit Studies at Queensland University of Technology (QUT) produces an annual report on individual donations claimed for tax purposes. Looking at these figures can help you understand how much Australian donors, in various categories, really give to not-for-profits.


  Table 5 shows donations by income band for 2012–13.


  While the definition of a major gift will vary from one organisation to another, what this table shows is that, if your definition of a major gift is, say, $10,000 in a single gift, your prospective donor will likely need gross income of at least $500,000 to give in this category. Even those donors earning $500,000+ give less than this on average, and average giving exceeds 1% of taxable income only when income exceeds $1 million.


  


  Table 5 Average tax-deductible donation and percentage of income donated by income band, 2012–13


  
    
      
        	
          Income band

        

        	
          Average tax-deductible donation

        

        	
          % of taxable income

        
      

    

    
      
        	
          Non-taxable

        

        	
          $448.09

        

        	
          0.60%

        
      


      
        	
          ≤ $6,000

        

        	
          $588.61

        

        	
          1.40%

        
      


      
        	
          $6,001 to $10,000

        

        	
          $625.67

        

        	
          0.52%

        
      


      
        	
          $10,001 to $18,200

        

        	
          $623.39

        

        	
          0.37%

        
      


      
        	
          $18,201 to $25,000

        

        	
          $241.01

        

        	
          0.28%

        
      


      
        	
          $25,001 to $30,000

        

        	
          $238.70

        

        	
          0.27%

        
      


      
        	
          $30,001 to $37,000

        

        	
          $287.95

        

        	
          0.30%

        
      


      
        	
          $37,001 to $40,000

        

        	
          $288.05

        

        	
          0.28%

        
      


      
        	
          $40,001 to $45,000

        

        	
          $272.52

        

        	
          0.26%

        
      


      
        	
          $45,001 to $50,000

        

        	
          $281.53

        

        	
          0.25%

        
      


      
        	
          $50,001 to $55,000

        

        	
          $288.35

        

        	
          0.24%

        
      


      
        	
          $55,001 to $60,000

        

        	
          $304.49

        

        	
          0.24%

        
      


      
        	
          $60,001 to $70,000

        

        	
          $338.75

        

        	
          0.25%

        
      


      
        	
          $70,001 to $80,000

        

        	
          $413.86

        

        	
          0.26%

        
      


      
        	
          $80,001 to $90,000

        

        	
          $449.94

        

        	
          0.26%

        
      


      
        	
          $90,001 to $100,000

        

        	
          $446.32

        

        	
          0.24%

        
      


      
        	
          $100,001 to $150,000

        

        	
          $580.96

        

        	
          0.25%

        
      


      
        	
          $150,001 to $180,000

        

        	
          $929.76

        

        	
          0.29%

        
      


      
        	
          $180,001 to $250,000

        

        	
          $1,383.64

        

        	
          0.36%

        
      


      
        	
          $250,001 to $500,000

        

        	
          $2,631.36

        

        	
          0.45%

        
      


      
        	
          $500,001 to $1,000,000

        

        	
          $5,873.59

        

        	
          0.51%

        
      


      
        	
          $1,000,001 or more

        

        	
          $41,244.73

        

        	
          1.14%

        
      

    
  


  Source: Myles McGregor-Lowndes & Emma Pelling, An Examination of Tax-deductible Donations Made by Individual Australian Taxpayers in 2012–13 (QUT, 2015), page 61


  Table 6 (not available in the current iterations of the QUT study) shows what percentage of their income taxpayers gave in

  2009–10. As we might expect, most donating taxpayers (2.45 million) give in the lowest category, and generally, the trend in this table is for fewer and fewer taxpayers to give as the percentage of income given goes up.


  


  But there are two exceptions:


  
    	At the 1–2% point, the number of taxpayers and amount given increases rather than declines. More donating taxpayers give in this category than in any other area except those giving under 0.25%.


    	The downward trend continues until we reach the 10%+ category, where, again, the number of taxpayers and amount given increases, this time very substantially. Here we see that a tiny number of taxpayers (47,000, around 0.1% of all donating taxpayers) give more than 10% of their income, but in dollar terms, this small group were responsible for more than 25% of all individual donations in 2011–12 ($606 million of $2.24 billion in total).

  


  


  Table 6 Percentage of taxable income donated by individual taxpayers, 2009–10


  
    
      	
        % of taxable income claimed

      

      	
        Number of taxpayers

      

      	
        $ value of gifts

      
    


    
      	
        More than 0 to 0.25

      

      	
        2,451,380

      

      	
        152,035,039

      
    


    
      	
        More than 0.25 to 0.5

      

      	
        673,495

      

      	
        153,919,514

      
    


    
      	
        More than 0.5 to 0.75

      

      	
        348,775

      

      	
        134,889,697

      
    


    
      	
        More than 0.75 to 1

      

      	
        216,795

      

      	
        112,488,541

      
    


    
      	
        More than 1 to 2

      

      	
        368,930

      

      	
        273,368,671

      
    


    
      	
        More than 2 to 3

      

      	
        124,810

      

      	
        144,915,137

      
    


    
      	
        More than 3 to 4

      

      	
        61,265

      

      	
        94,763,329

      
    


    
      	
        More than 4 to 5

      

      	
        35,610

      

      	
        69,899,952

      
    


    
      	
        More than 5 to 6

      

      	
        23,265

      

      	
        54,907,672

      
    


    
      	
        More than 6 to 7

      

      	
        17,165

      

      	
        50,330,343

      
    


    
      	
        More than 7 to 8

      

      	
        13,345

      

      	
        46,324,679

      
    


    
      	
        More than 8 to 9

      

      	
        10,210

      

      	
        37,618,757

      
    


    
      	
        More than 9 to 10

      

      	
        8,155

      

      	
        32,611,995

      
    


    
      	
        More than 10

      

      	
        47,585

      

      	
        606,030,838

      
    


    
      	
        Totals

      

      	
        4,400,785

      

      	
        1,964,104,164

      
    

  


  Source: Myles McGregor-Lowndes & Emma Pelling, An Examination of Tax-deductible Donations Made by Individual Australian Taxpayers in 2009–10 (QUT, 2012)


  So what can we learn from this data?


  Some key points:


  
    	Most individuals who donate give a very small percentage of income.


    	However, significant numbers of taxpayers give 1–2% of their income.


    	A very small number of people give at 10%+ of their income: this small group accounts for a huge percentage of dollars given.


    	The average gift for individuals earning under $500,000 gross income is under $5,000.


    	Average giving exceeds 1% of taxable income only when income exceeds $1 million.

  


  


  Giving data by postcode and profession


  The Australian Centre for Philanthropy and Nonprofit Studies at QUT also has a searchable database compiled from tax data that allows you to search giving by postcode and occupation for specific years.


  https://www.qut.edu.au/business/about/research-centres/australian-centre-for-philanthropy-and-nonprofit-studies/publications-and-resources/resources/giving-by-postcode


  How much should we ask for?


  There is no straightforward formula for an ask amount, though we might note that on the basis of tax data discussed earlier,

  1–2% of gross income does seem a potential comfort zone for Australian donors who are reasonably philanthropic – though there are also donors who give 10% or more of gross income.


  There are four major factors to take into account:


  
    	Wealth – what do you know about the donor’s income and assets, distinguishing between the two?


    	Giving – what is their previous giving, to your organisation and elsewhere? Do they have a Private Ancillary Fund (PAF)? If so, do you know what the corpus and annual distributions are?


    	Timing – is this a particularly good or bad time to ask? Has the donor made a large gift elsewhere? Are they in the middle of getting divorced? Have they just sold their business? Or is their wealth largely in shares that have declined substantially in recent months? Factors like these can make a big difference to someone’s immediate ability and willingness to give.


    	Project – how much do you need to fund your project? Is this donor potentially funding all of it? If not, where is the other funding coming from? Is this a project the prospect is particularly passionate about, enabling you to make a higher ask than you might do otherwise?

  


  


  There are instances where formulating an ask amount might be easy. If you need $10,000 for a project, and the donor has previously made gifts of $10,000, to your organisation or elsewhere, then you can ask for $10,000.


  If you need $1 million, the donor is an ultra-high-net-worth individual(UHNWI), and it is a cause they are particularly passionate about, then even in the absence of previous giving, if the ask is approached correctly, you might ask for $1 million. You may or may not be successful – it is unusual for someone’s first gift to be a large one – but it is not an irresponsible ask if you know the particular project is important to them.


  If, however, you are approaching someone who is not a current donor, but has a PAF worth $1 million, distributing $10,000 per annum to ten charities on a regular year-in, year-out basis, and you need $50,000, that may not be the right ask. Here, you may persuade the donor, who has clearly planned their philanthropy, to divert one of their $10,000 per annum tranches to your organisation, but it is very unlikely that they will move half of their philanthropic support to your organisation, dropping five other causes.


  In this situation, you might think about:


  
    	whether you can take a five-year pledge at $10,000 per annum to reach the $50,000


    	whether you have other potential supporters if you asked this donor for $10,000


    	whether this donor might support the cause from other funds outside their PAF (and whether they have done this previously for other projects)

  


  


  These examples are not, of course, in any way comprehensive.


  Each ask is different, and every ask poses challenging questions. But, the more you know about your potential donors, through research and through direct conversation, the better placed you are to answer those questions and make the right ask.


  
    

    Chapter 11: Prospect management

  


  Prospect research exists to inform the strategy around relationship-driven fundraising. Often, the research itself is not as difficult as the question of how to act on the results; however, researchers are well placed to inform the strategy discussion that follows their initial research.


  An effective prospect management program requires communication and input from both frontline fundraisers and prospect researchers.


  Involvement with prospect management also allows researchers to be proactive in contributing to team strategy, rather than responding reactively to research requests.


  Prospect management is a large topic, too substantial to cover in depth here. However, key elements of a prospect management program will include prospect assignment, moves management, prospect tracking and a policy context.


  Prospect assignment


  Prospect assignment (or prospect clearance) involves having clear procedures for knowing who is managing which relationships. The prospect research team usually has a role in, or responsibility for, prospect assignment. But, such decisions usually take place in the context of clear policies and procedures.


  There may be multiple individuals assigned to manage a prospect.


  Roles include:


  
    	Primary manager – fundraiser assigned to devise and implement a strategy to take this relationship through the major gift fundraising process.


    	Secondary manager – in large or complex organisations, there may be more than one fundraiser with a relevant interest who needs to be consulted and kept informed on strategy.


    	Relationship lead – someone working with the fundraiser to build the relationship (could be the CEO, another staff member, a volunteer).

  


  


  The primary manager is responsible for devising strategy, modifying it as needed, and making sure the strategy is implemented. They do not have to make all moves personally, and may or may not make the ask.


  Managing portfolio numbers


  While numbers will vary from program to program, useful rule-of-thumb numbers may suggest that a full-time major gift manager should be:


  
    	managing 100–150 prospects


    	making 10–15 major gift asks annually


    	raising 1 x their salary in the first year of the program


    	raising 10 x their salary for a mature program

  


  Prospect research will usually be responsible for identifying a full portfolio of prospects for each major gift manager.


  Moves Management meetings


  Moves Management is the process of planning a cultivation strategy several steps in advance, in order to build relationships with prospective donors before asking at an appropriate time. The implementation of cultivation strategy is often managed at a regular Moves Management meeting, where the major gift team discuss strategy and progress for individual portfolios and prospects.


  


  There are multiple ways to run such meetings, but conventionally each fundraiser should report on:


  
    	asks made since the previous meeting


    	asks planned before the next meeting


    	progress against targets

  


  This meeting can also provide the opportunity to seek advice from colleagues on any planned asks where that may be helpful.


  Because Moves Management meetings are about strategy, prospect researchers, who will have a great deal of information available to inform and support strategy discussions, are well placed to play a key role in such meetings. This should be the case even where researchers are not formally part of the major gift team, or have a different reporting line.


  Cultivation plans


  Cultivation plans involve documenting a series of ‘next steps’ for an individual prospect.


  This will draw upon a toolkit of engagement opportunities (e.g. donor thank you events, speaking engagements, external events, personal visits, etc.), but will be tailored to this specific person, and assign responsibility for carrying out each move.


  Prospect researchers are not responsible for drawing up such plans, but will help to identify lead prospects for whom such plans are necessary, and interests and linkages to inform such plans.


  Progress against plans should appear via contact reports to the fundraising database.


  


  Prospect tracking


  Prospect researchers are often responsible for, or play a role in, the production and analysis of reports measuring progress in the major gift program.


  A full range of reporting options is available at Supporting Advancement.


  http://www.supportingadvancement.com/reporting/reports.htm


  Five key performance indicators (KPIs) worth measuring include:


  
    	How many rated prospects do you have?


    	How many are active (have been contacted in person)?


    	Where are they in the major gift cycle?


    	How many contact reports have been filed (esp. meetings)?


    	How many asks have been made (proposals concluded in your database)?

  


  Policies and procedures


  Prospect management procedures generally sit beneath the broader fundraising policy.


  Procedures should document the assignment process, roles and responsibilities, means of resolving disagreements, and relinquishing management of a prospect. The following online resources can be useful as samples.


  Monash University:


  
    	Fundraising policy

    http://www.policy.monash.edu/policy-bank/management/advancement/fundraising-policy.html


    	Donor management procedures

    http://www.policy.monash.edu/policy-bank/management/advancement/potential-donor-management-procedures.html

  


  


  University of Technology Sydney:


  
    	Fundraising policy

    http://www.gsu.uts.edu.au/policies/fundraising-policy.html


    	Relationship management procedures

    http://www.gsu.uts.edu.au/policies/external-relationships.html

  


  Additional resources for Moves Management


  CASE fundraising fundamentals


  https://www.case.org/Publications_and_Products/Fundraising_Fundamentals_Intro/Fundraising_Fundamentals_section_10/Fundraising_Fundamentals_section_103.html


  Supporting Advancement


  http://www.supportingadvancement.com/reporting/reports.htm


  
    

    Chapter 12: Privacy and ethics

  


  Gathering and compiling information on individuals poses issues of ethics and privacy. Your organisation may have a relevant privacy policy. The following will also be of use.


  Professional ethics for researchers


  The Association of Professional Researchers for Advancement (APRA), has compiled a statement of ethics for researchers. APRA’s website also contains a series of more detailed guidelines, a supplementary statement on social media ethics, and a copy of the ‘Donor bill of rights’ developed by several major US fundraising bodies.


  http://www.aprahome.org/p/cm/ld/fid=109


  Professional ethics for fundraisers


  The Fundraising Institute Australia (FIA), publishes a series of principles and standards of fundraising practice, including a code of ethics and professional conduct for Australian fundraisers.


  http://www.fia.org.au/pages/principles-standards-of-fundraising-practice.html


  Australian privacy law


  General information on Australian privacy law is available from the Office of the Australian Information Commissioner (OAIC).


  http://www.oaic.gov.au


  This includes a guide to the 13 Australian privacy principles.


  http://www.oaic.gov.au/privacy/privacy-resources/privacy-fact-sheets/other/privacy-fact-sheet-17-australian-privacy-principles


  


  Individual states may also have specific privacy provisions. The following websites are relevant for NSW and Victoria.


  http://www.ipc.nsw.gov.au


  https://www.cpdp.vic.gov.au


  


  
    Further resources


    Australian research resources


    FR&C maintains an up-to-date list of Australian research resources, including web links, on our website.


    http://www.fundraisingresearch.com.au/australian-research-resources.html


    A sample prospect profile with notes on data sources is available only to readers of this book on our website.


    http://www.fundraisingresearch.com.au/sample-individual-profile.html
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    Appendix 1

  


  Key terms and acronyms


  
    
      	
        ACNC

      

      	
        Australian Charities and Not-for-profits Commission

      
    


    
      	
        AEC

      

      	
        Australian Electoral Commission

      
    


    
      	
        APRA

      

      	
        Association of Professional Researchers for Advancement

      
    


    
      	
        ASIC

      

      	
        Australian Securities and Investments Commission

      
    


    
      	
        ASX

      

      	
        Australian Stock Exchange

      
    


    
      	
        ATO

      

      	
        Australian Taxation Office

      
    


    
      	
        BRW

      

      	
        An Australian business magazine responsible for the annual BRW Rich 200 and related rich lists


        The magazine has been folded into the Australian Financial Review, which continues to produce and publish the lists.

      
    


    
      	
        Capacity

      

      	
        Financial ability to make a major gift

      
    


    
      	
        Data screening

      

      	
        Identifying potential major donors via matching against an external database of HNWIs

      
    


    
      	
        DGR

      

      	
        deductible gift recipient


        A DGR is an entity or fund that can receive tax-deductible gifts.

      
    


    
      	
        DGR1

      

      	
        A DGR entity that directly carries out work or provides services, also referred to as an Item 1 DGR

      
    


    
      	
        DGR2

      

      	
        A DGR entity that provides funds but does not carry out work or provide services, also referred to as an Item 2 DGR

      
    


    
      	
        FIA

      

      	
        Fundraising Institute Australia

      
    


    
      	
        FR&C

      

      	
        Fundraising Research & Consulting

      
    


    
      	
        HNWI

      

      	
        high-net-worth individual


        Capgemini defines a HNWI as a person whose assets (excluding their primary residence) exceed US$1 million.

      
    


    
      	
        LIA

      

      	
        Linkage, Interest, Ability – the three factors understood to influence likelihood of giving a major gift

      
    


    
      	
        Major donor

      

      	
        A donor making a substantial gift


        The size of gift involved will vary from institution to institution.

      
    


    
      	
        Moves Management

      

      	
        Internal process for managing donor relationships

      
    


    
      	
        OAIC

      

      	
        Office of the Australian Information Commissioner

      
    


    
      	
        PAF

      

      	
        Private Ancillary Fund


        A PAF is a private charitable trust (formerly called a Prescribed Private Fund, or PPF). Donations to PAFs are tax-deductible, and the PAF must distribute a portion of its value to charity annually.

      
    


    
      	
        Peer screening

      

      	
        Identifying potential major donors via interviewing stakeholders

      
    


    
      	
        Prospect

      

      	
        A prospective donor

      
    


    
      	
        

        Prospect assignment

      

      	
        The assignment of prospective donors to appropriate staff members for relationship management

      
    


    
      	
        Prospect rating

      

      	
        Assigning a numerical score to prospective donors for linkage, interest, and ability

      
    


    
      	
        Prospect research

      

      	
        The process of gathering and analysing information to identify and understand potential major supporters

      
    


    
      	
        PuAF

      

      	
        Public Ancillary Fund


        A PuAF is a charitable trust that raises money from the public. Donations to PuAFs are tax-deductible, and the PuAF must distribute a portion of its value to charity annually.

      
    


    
      	
        QUT

      

      	
        Queensland University of Technology

      
    


    
      	
        UHNWI

      

      	
        ultra-high-net-worth individual


        Capgemini defines an UHNWI as a person whose assets (excluding their primary residence) exceed US$30 million.

      
    

  


  
    

    Index

  


  aircraft, 54


  annual reports from public companies, 44, 45, 46, 49


  artworks, 54


  assets, 49–55


  aircraft, 54


  artworks, 54


  cars, 55


  Private Ancillary Funds (PAFs), 53


  real estate, 52–53


  shares in private companies, 50–52


  shares in public companies, 49


  yachts, 55


  Association of Professional Researchers for Advancement (APRA), 5, 89


  Australian Charities and Not-for-profits Commission (ACNC), 8


  Charity Register, 54, 63


  Australian Electoral Commission (AEC), 61


  Australian giving, 8–17


  as percentage of income, 76–78


  by cause, 9–10


  by income band, 75–76


  by PAFs, 12–13


  by postcode, 79


  by profession, 79


  major giving, 13–16


  resources for researching, 65


  total individual giving, 8–9, 15, 78


  vehicles for giving, 12–13


  Australian Taxation Office (ATO), 11


  Australian wealth, 7


  global comparisons, 7, 17


  modelling, 55–57


  number of high-net-worth individuals (HNWIs), 7–8


  rich lists, 43–44, 58


  Biographical research, 35–42


  board memberships, 62, 68


  capacity to make a gift, 3, 4, 24, 32, 33–34


  cars, 55


  charitable trusts, 10, 63, See also Private Ancillary Funds (PAFs), See also Public Ancillary Funds (PuAFs)


  club membership, 68


  cultivation plans, 84


  data analytics, 28


  data screening, 27, 91


  debts held against assets, 55


  deceased individuals, 41


  Deductible Gift Recipients (DGRs), 11, 63, 91


  documenting research, 71–73


  donor lists, 59–60


  ethics, 89–90


  foundations, 10, 12, 62–64


  resources for researching, 65


  Fundraising Institute Australia (FIA), 89


  Giftsearch, 27, 60, 65


  Honours, 40–41, 61


  income, 44–49, See also under Australian giving


  professionals, 46


  public companies, 44–45, 46, 49


  public servants, 48


  salary surveys, 48


  internal information, 35, 67


  LIA (Linkage, Interest, Ability), 4, 91


  major gift cycle, 19–21


  major gift, definition, 25


  media search, 38–39


  networks, 67–70


  Office of the Australian Information Commissioner (OAIC), 89


  peer screening, 27, 68–69, 70


  policies and procedures, 86–87


  political donations, 61


  predictive modelling, 28–29


  privacy, 89–90


  Private Ancillary Funds (PAFs), 1, 9, 11, 12–13, 14, 63, 64, 79, 91


  assets, 53


  private companies, 50–52


  financial information, 51–52


  prospect assignment, 83–87


  roles and responsibilities, 83


  prospect cultivation, 19, 85


  in major gift cycle, 20


  prospect identification, 23–29


  in major gift cycle, 20


  methodologies, 25, 26–27, 27


  prospect management, 83–90


  key numbers, 84


  Moves Management meetings, 84


  prospect rating, 20, 31–34, 71, 92


  prospect research, 3–5


  at different times in major gift cycle, 19–21


  definition, 3–4, 92


  key numbers, 29


  purpose, 4


  prospect tracking, key performance indicators, 86


  Public Ancillary Funds (PuAFs), 10, 92


  rating. See prospect rating


  real estate, 52–53, 56–57


  research. See prospect research


  research documents, 71–73


  purpose and audience, 72–73


  search engines, 36, 37


  shares


  in private companies, 50–52


  in public companies, 49


  social media, 37–38, 68


  solicitation of gifts, 20


  calculating ask amounts, 29


  factors to consider, 79–81


  in major gift cycle, 19


  stewardship and recognition, 19, 20


  tax data, 9, 30, 32, 79


  as evidence for giving levels, 14–16


  telephone and email directories, 41


  wealth. See Australian wealth


  Who’s Who, 39–40, 42, 68, 70


  yachts, 55
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  3 BRW Rich List 2016: http://www.afr.com/leadership/brw-lists/brw-rich-200-list-2016-20160526-gp4ejn


  4 Capgemini, World Wealth Report: https://www.worldwealthreport.com


  5 Australian Bureau of Statistics, Australian National Accounts: Non-Profit Institutions Satellite Account, 2012–13 (2014): http://www.abs.gov.au/AusStats/ABS@.nsf/MF/5256.0


  6 Myles McGregor-Lowndes & Marie Crittall, Tax Deductible Giving in 2013–14 (QUT, 2016): http://eprints.qut.edu.au/94419


  7 JBWere, The Cause Report: https://www.jbwere.com.au/for-purpose-organisations/philanthropic-services/thought-leadership


  8 Source: http://www.nfplaw.org.au/sites/default/files/media/Fundraising_foundations_and_charitable_trusts_0_0_0.pdf


  9 The ATO offers definitions here: https://www.ato.gov.au/Non-profit/Getting-started/Endorsement/Deductible-gift-recipient-(DGR)-endorsement/Types-of-DGRs/


  10 Source: http://abr.business.gov.au/HelpDgr.aspx


  11 Source: http://www.philanthropy.org.au


  12 For more detail on PAFs, see Shamal Dass, PAFs Unpacked: What is a Private Ancillary Fund? (Generosity, January 19, 2016): http://www.generositymag.com.au/pafs-unpacked-what-is-a-private-ancillary-fund


  13 Source: see Charities Table 4 at https://www.data.gov.au/dataset/taxation-statistics-2013-14


  14 Wendy Scaife, Katie McDonald & Susan Smyllie, A Transformational Role: Donor and Charity Perspectives on Major Giving in Australia (Australian Centre for Philanthropy and Nonprofit Studies, QUT, 2011): http://eprints.qut.edu.au/40336/1/40336.pdf


  15 See the FR&C Top 300 philanthropists list: http://www.fundraisingresearch.com.au/top-donors.html


  16 Source: https://www.case.org/Samples_Research_and_Tools/Benchmarking_and_Research.html


  17 Source: http://philanthropy.coutts.com


  18 Myles McGregor-Lowndes & Marie Crittall, An Examination of Tax Deductible Donations Made by Individual Australian Taxpayers in 2012–13 (QUT, 2015): http://eprints.qut.edu.au/86476/1/Tax%20stats%20Working%20Paper%202012-2013.pdf


  19 Myles McGregor-Lowndes & Marie Crittall, Tax Deductible Giving in 2013–14 (QUT, 2016): http://eprints.qut.edu.au/94419


  20 This and the following chapters are about research tools. For some notes on documenting the information found, see chapter 9 and the sample profile provided on the FRC website at http://www.fundraisingresearch.com.au/sample-individual-profile.html


  21 Source: http://www.riotinto.com/documents/RT_Annual_Report_2015.pdf


  22 See https://www.worldwealthreport.com
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