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Bridging Eras:
Integrating AI with
Tried and True
Screening Methods




Today’'s Agenda

e Welcome and Introduction

e What Prospect Research Era are you
In?

e Traditional Methods of Prospect
Research & Screening

e Transition to Modern Techniques

e Real Stories: Integration of
Traditional and Modern Models

e Conclusion
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Meet Your Presenter

Sarah TeDesco
COO & Part-Owner
DonorSearch

| SEARCH 3



About DonorSearch

B @®®@O

Successful entrepreneurs delivering
FR intelligence technology to
nonprofits.

100 employees in 35+states!

Only company serving NP/FR Al
market with 10+ dedicated inhouse
staff

Family Owned & Operated.
13,000+ active clients.

We house 850+ Data Points
248 Mil+ Individuals.

Best in class datasets for wealth,
philanthropy, and connections.

Best in class technology platform for
classic wealth screening services
30m/month

Only company serving NP/FR market
with inhouse Artificial Intelligence and
Machine Learning technology.

Most experienced team supporting with
100+ Predictive AI/ML clients.
GenAl is next.

SOC2 Certified
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Product Overview:

ProspectView Online 2

The revolutionizing donor prospecting solution.
Seamlessly navigate a custom user dashboard,
embedded Gen Al prospect reports, rapid access
through keyword searches, interactive prospect
profiles, and more!

‘ Enhanced CORE

your organization’s gateway to Generative and
Predictive Al. Our Al-powered fundraising platform is
the perfect entry point for organizations looking to
harness the power of predictive artificial intelligence.

‘ DonorSearch Ai

DonorSearch Ai maximizes predictive artificial
intelligence to make fundraising smarter. Through an
interactive visualization tool that integrates multiple
datasets, we provide actionable insights resulting in
high-performing advancement offices.

Marketing Lists
Marketing Lists Access hundreds of wealth,
giving, and demographic attributes of over 160

million households.
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40 + CRM Integration

Blackbaud CRM [

NI Hartner blackbaud —
C < Daicnr’a FdAaA .
Raiser’s Edge Nt~ tessitura

NETWORK

AP| BASED APPLICATIONS
)/ i Microsoft
+¢ bloomerang @ ellucian. Dynamics CRM

@donorperfect N Virtuous
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What Prospect
Research Era Are
You In...?




Brief Historical Overview

Published since 1956,
Giving USA is the
longest running, most
comprehensive report
on philanthropy in
America.

WD LD T

Manual methods,
personal networks,
and printed
directories.

Formal prospect
research departments
and computerized
donor databases.

Beginnings of
Prospect Research

Computerized
databases, simplified
wealth screening,
and online research
tools.

Data analytics and
CRM systems.

Predictive analytics,
and real-time data

integration. {éﬁ&%

EELED I B

DonorSearch introduces
philanthropic screening

DonorSearch Custom
AI Solutions machine
learning

2024 - Generative and Predictive AI fundraising

solutions available for a NPO of any size.

I DONORSEARCH 8



"If It's Not Broke, Don’t Fix It!”

LATE MAJORITY
A BUSINESSWEEK BESTSELLER “CONSERVATIVES”

CROSSING m—1
THE l
D

INNOVATORS
“TECHIES"

ﬁ\
anietiles EARLY  EARLY MAJORITY LAGGARDS
ADOPTERS “PRAGMATISTS” “SKEPTICS”

“VISIONARIES”
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The State of Artificial Intelligence in the Nonprofit Sector

+
¥ 0
S *

75% 73% of 830/0_ 520/ of
believe Al nonprofits People believe people are
makes believe Al there needs to be afraid of
their life innovation ’ an eth'clfl. Al

easier aligns with Iacrzn;:;’:’)?g V\:inder
their beliefs P

adoption
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Traditional

Methods of
Screening and
Prospect Research




Historical Overview

Models & RFM
e Time consuming
e Expensive & static models
e Donor Exhaustion & difficulty
identifying new prospect

Wealth Screening Based on Real
Estate and Zip codes
e Big House would often signify a donor
has affinity and capacity when it did
not...
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Historical Overview

e Events such as galas, auctions,

e Fundraisers often relied on and community gatherings were
personal networks, referrals, and key opportunities for prospect
word-of-mouth to identify research.
potential donors. e Fundraisers used these events to

e Donor identification was heavily observe potential donors,
dependent on the relationships engage in conversations, and
and social circles of the gather insights about their
fundraising team. interests and capacity to give.
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Historical Overview

e Organizations utilized printed philanthropic directories and
publications to find information about known donors and their giving
patterns.

e These resources provided a foundational understanding of donor
behavior and philanthropic trends.

e Early fundraising efforts relied on manually tracking donor
information through handwritten records, spreadsheets, and basic
databases.

e Fundraisers conducted manual research by combing through public
records, newspapers, and directories to identify potential donors.
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Importance of Traditional Methods in Laying the Foundation

Establishing Basic Donor Profiles
Building Relationships and Trust
Understanding Donor Motivations
Identifying High-Potential Donors
Laying the Groundwork for

Data-Driven Approaches
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Markers of Philanthropy

|
e In 2007 DonorSearch looked at é E E\::

in known charitable
giving to over nonprofit
organizations.

e The donors were analyzed to determine
what factors made someone
likely to give a major gift.
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Predictive Markers for Major Gift Donors

1: Giving to YOU
(Internal Giving)

4: Political Giving

2: Giving to
OTHERS (External
Giving)

5: Real Estate

3: Foundation
Trustees

6: Business
Affiliations
(SEC, Privat Cos)
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When It Comes to
AI, What Career
Era Are You In?...




“The Golden Hand-Off Era”

e You could leave it to your
replacement.

e Al is like dog years, except it is
going to be very difficult to
catch up.

e It will be as prevalent as using
a spreadsheet.
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“Encore Leadership Era”

Al is not going away and it will not take
your job, as long as you use it to increase to
the increase the organization’s productivity.

e People who do not understand and do
not know how to us AI are the folks most
likely to be replaced by people that do
know how to use it.

e The good news is it is pretty simple to
understand now. Advice - Learn it now
so that the next wave (6-12 months) will
be simpler to understand.
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“"The Launchpad Era”

e Become proficient at using AI to
solve problems, even if you have learn
on your own time.

e Advice - It will be nearly impossible
for you to become a leader based on ‘
merit without hands on experience. N —
Your advancement should be easier and 7
quicker. —

o Your teams will be able to
accomplish more and higher quality
in less time.

=

m
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Transitions to
Modern Techniques




Overview of Modern

Technologies

e Al refers to the simulation of human e Data analytics involves
intelligence in machines programmed to examining large datasets
think and learn. It encompasses various to uncover hidden
subfields, including machine learning, patterns, correlations, and
natural language processing, and insights. It uses statistical
computer vision. and computational

e Al systems can perform tasks that techniques to transform
typically require human intelligence, raw data into meaningful
such as recognizing patterns, making information.

decisions, and predicting outcomes.

| SEARCH



What is Predictive AI?

Predictive AI refers to Al systems that analyze historical
data to predict future outcomes. It's widely used in

applications like weather forecasting, stock market
analysis, and customer behavior prediction.
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How Predictive AI Helps Fundraisers

e Will this prospect make their first gift?

e Will this donor give again within a specific
time period?

e Which donors have a greater lifetime
value?

e How likely will this donor become a
monthly sustainer (giver)?

e Which donors are most likely to be
retained?
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Standard Models

Wealth

Recency,
Frequency
and Money

Giving
Patterns

Bringing AI to Screening

Machine Learning
Models

O S O
D>~ 0 -~
(A

Giving Patterns Experiences

Wealth Indicators Demographics
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Likelihood Segmentation

CRM Summary Data
CRM Gift Transaction Data HIGH LIIiELIHOOD HIGH LIIiELIHOOD

Experiential Data (Alumni, LOW WEALTH HIGH WEALTH

Clinical, Special Events)

Wealth, Demographic and

Consumer Data LOW LIKELIHOOD LOW LIKELIHOOD
+ +
DYNAMIC-ML Scoring LOW WEALTH HIGH WEALTH

Social Media

Disparate Algorithms  _ _WEALH 2
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What is Generative AI? ll

How has each person’s connection or engagement
changed over time? Each connection, and engagement
is specific to that nonprofit.

e PRVRRRRID ..

based on the 100% 90% 80% 70% 60% 50% 40% 30% 20% 10% regularly based
number of

commonalities O 0 06 0 06 06 0 0 O o on updates to

e TERREETTOT U

100% 90% 80% 70% 60% 50% 40% 30% 20% 10%
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What is Generative AI?

Generative Al is desighed to generate new, original
content. It's not just about understanding data but

creating new data that didn't exist before, such as deep
fakes, new music compositions, or art.
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How Gen AI Helps Fundraisers

e Design personalized marketing materials that
appeal to individual donor interests.

e Introduce unique themes or experiences for our
next fundraising event.

e Generate social media posts to effectively spread
awareness about our cause.

e Creatively recognize donors in a way that encourages
long-term relationships.

e Develop new engagement strategies to attract
younger donors.
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The Perfect Blend

Machine + Deep Learning Large Language Models
Generates pre Creates new

about who will give, when, largely based on others
how much, etc. data.

Combined, these two technologies make for a more
TARGETED + PERSONALIZED form of Precision Philanthropy.
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Impact on Fundraising
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Real Stories:
Integration of
Traditional and
Modern Models




Children’s Healthcare of Atlanta

Chiidren's .
Healthcare of Atlanta

DONATE

MEDICAL SERVICES PATIENTS VISITORS DONORS & VOLUNTEERS HEALTHCARE PROFESSIONALS

Nothing Matters
More Than Kids

Every day we provide nationally-ranked BEST
pediatric care to Georgia's kids and -
teens, so they can get back to just CH"-DRENS

being kids. And with your support, HOSPITALS
we’re continuing to raise the bar for

pediatric care in Georgia for years to
come.

GIVE TODAY

<
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Children’s Healthcare of Atlanta

1. Client Overview:
o Children's Healthcare of Atlanta used DonorSearch AI (DSAI) to
improve donor qualification.
2. Qualification Process Using DSAIi:
o DSAi identified patient families with major giving capacities of

o A donor with low clinical engagement but a high
was flagged.
o She was added to the Major Gifts Officer (MGO) portfolio.
3. Outcome:
o Within two weeks, the donor signed a gift agreement for
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The AI Integration Plan: DonorSearch Al

Recalibrations
Unlimited data points
Responsible Al

e Daily Patient Screening
e Access to ProspectView Online
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DSAI Health Intelligence:
How Can I Use It?

e Analyze managed portfolios by prospect count, high-likelihood and
capacity
Review wealth screening results and mine for high-capacity prospects
e Analyze top-visited clinicians by prospects, high-likelihood patients and
capacity
e Analyze department capacity by prospect count, high-likelihood
patients and capacity
e Identify and prioritize the lapsed donors
Analyze activity of specific prospect
o Al score, recency of visit, last gift date
e Determine best clinician(s) for introduction to new prospect
Identify high net-worth individuals to be vetted for principal gifts
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The Smith Center

YOUR VISIT
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The Smith Center

Challenges: Strategy:
e Closed doors, loss of revenue, and e Immediate Impact: Sent an email using
staff layoffs during COVID-19. DonorSearch data, which paid for the
e Small fundraising team needing service in the first year and sustained
actionable insights quickly. revenue for future years.
e Need for a reliable revenue stream. o Increased Monthly Giving: Doubled the

monthly giving program by using
DonorSearch Al to identify high-potential

"The initial email that we sent out paid donors.
for DonorSearch the first year. And e Screening: Provided 50,000 names for
because they are monthly donors, screening, identifying donors likely to give
they are going to continue to pay that multiple gifts.
first, second, and third year. One e Efficient Integration: Utilized bidirectional
email. So, that's pretty spectacular.” API with Tessitura CRM for seamless data
management.
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The AI Integration Plan: ll
Enhanced Core

Strategy:
e Moved to Sustainer Scores and MLR Sch

for monthly dynamic scoring
e Continued to screen data and prospects
e Direct marketing / email approach

Results:
e Saved and Revitalized the Center
e New donors and refreshed portfolios
e Foundation success
e Fast ROI
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Blue 13 Dance Company

BLUE13 DANCE COMPANY

REIMAGINE AMERICAN DANCE

UPCOMING
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Blue 13 Dance

Case Study: Bluel3 Dance Company and DonorSearch Al

(DSAI)
Challenges: Strategy:
Small fundraising team. e Developed a two- to three-year plan
e Weak fundraising strategy. for donor engagement and targeted
e Difficulty finding relevant grant asks.
opportunities e Used DSAI to identify high-potential
donors.
e Implemented targeted mailing
“DonorSearch is the first product that I've campaigns with local donors.

used...that I have felt was intuitive, that

had the support I needed, and that was
accurate.”
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Blue 13 Dance Company

Grant Prospecting:

Discovered new grant opportunities, leading
to successful applications.

Results:

e Accurate insights guided cost-effective
outreach.

e Raised $100,000 quickly using DSAi's
Most Likely to Respond (MLR) score.

e Significant ROI within the first few
months.

e Enhanced donor engagement and saved
money on outreach efforts.

e Found new funding opportunities
previously unknown.

e Made their money back within the 1st
couple of months.

I2 DONORSEARCH 43



The AI Integration Plan: DonorSearch Core

e Moved away from the RFM - static
models to MLR Score

e Continued to Screen Data and
prospects

e Grant Research

e Event Screening

e Saved time
e New Donors and Refreshed

Portfolios
e Foundation Success
e Fast ROI
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The ROI of Al

o Precision + Personalization
o Efficiency Boosts
o Increased Quality of Work

o Improved Work Satisfaction
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So, What Era Will You
Choose?



I DONORSEARCH

Next Steps...

Phone Number: (410) 670-7880
Email Address: info@donorsearch.net
Website: www.donorsearch.net

Ready to take your fundraising to the next level?
Let us show you how!

Scan the QR code to get access to DonorSearch to
see how your organization can harness the power of Al SCAN HERE TO
for your fundraising. BOOK A DEMO!
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DonorSearch solutions are
designed and implemented
with responsible practices.

&

M ntt
DYNAMIC SAFE pRe

& ADAPTIVE & SECURE

SUMMER
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More About DonorSearch

Provide premier donor intelligence data and solutions to nonprofits of all
" shapes and sizes to strengthen their financial capacity.
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More About DonorSearch

Mission Statement:
Provide premier donor intelligence data and solutions to nonprofits of all

shapes and sizes to strengthen their financial capacity.

DonorSearch Values:

Q
‘xcellence gf}% _ollaboration
=]

2ua|ity (o)ntegrity
nnovation srowth
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Agenda:

e Welcome and Introduction
What Prospect Research Era are you In?
e Traditional Methods of Prospect Research &
Screening
o Historical Overview
o Screening Techniques
e Transition to Modern Techniques
o Introduction to Al & Data Analytics
o Impact of Al on Prospect Research
e Real Stories: Integration of Traditional and
Modern Models
o Enhancing Fundraising Efforts
o Leveraging New Tools for Better
Fundraising
e Conclusion
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Path to Acceleration

Wealth

Recency, Giving Patterns Experiences
Frequency
and Money
Giving

Patterns

Wealth Indicators Demographics
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Predictive Markers for
Major Gift Donors

QO O

1: Giving to YOU 2: Giving to OTHERS 3: Foundation
(Internal Giving) (External Giving) Trustees
4: Political Giving 5: Real Estate 6: Business

Affiliations
(SEC, Privat Cos)
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The DonorSearch Study

The following information that will be discussed
during this presentation was pulled from a
study that DonorSearch conducted.

e We looked at in known
charitable giving to over nonprofit
organizations.

e The donors were analyzed to determine what
factors made someone likely
to give.
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Defining

Major Gifts

Major gifts Have the We NOW see
constitute your Highest Return 90-959% of most
organization’s on Investment fundraising totals

largest financial come from only
contributions 5 or 10% of
donors
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When it comes to Al,
what career era are
youin?...




D DoNORSEARCH
Next Steps...

Name:
Phone Number:
Email Address:

Ready to take your fundraising to the next
level? Let us show you how!

Book a demo with one of our fundraising experts
today to see how your organization can harness
the power of predictive Al for your fundraising.

SCAN HERE TO
BOOK A DEMO!
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Next Steps...

Name:
Phone Number:
Email Address:
Ready to take your fundraising to the next
level? Let us show you how!
Book a demo with one of our fundraising experts
today to see how your organization can harness
SCAN HERE TO

the power of predictive AI for your fundraising. BOOK A DEMO!
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Likelihood Segmentation

Coupling AI With Repeatable Processes

Major Gift Discovery Calls

e TBD???

e High DSAI ratings based on engagement, not yet a
donor

Major Gift Portfolio Review and Refresh
e Prioritize based on DSAI Score

e Engagement

¢ Identify new prospects for MG Strategy

Major Gift Philanthropic Interest
e Prioritize based on DSAIi Score
e Philanthropy Key Words

Major Gift Events and Visits
e Prioritize based on DSAI Score
e Efficiently plan based on Geographical Regions
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Transform the Way We Fundraise

Artificial intelligence is
the simulation of
human intelligence
processes by machines,
especially computer
systems.

POLICY ANALYTICS&
DECISION SUPPORT

Rapid response and support
for decision making
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