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Introduction to DonorScape® 
DonorScape® is a cloud-based suite of prospect analysis services developed 

from over fifty years of research and analysis on fundraising best practices at 

leading non-profit institutions.  The prospect information found in DonorScape®, 

combined with GG+A consultation, equips non-profit organizations to improve the 

efficiency and effectiveness of their fundraising operations. 

 Prospect Research departments and Gift Officers can use DonorScape® to 
target prospects based on a range of criteria, including probable gift size, 
type, designation, and timing. DonorScape® can generate detailed prospect 
profile reports to assist with fundraising activities. 

 Marketing and Operations areas can use DonorScape® to perform 
constituent and audience segmentation, as part of the targeting and list-
building functions found in events, mailings, and campaign management.  

 Development Leaders can review information and analytics from 
DonorScape® to help prioritize gift officer portfolio assignments and 
benchmark performance against similar organizations. 

As a completely browser-based tool, with software-as-a-service subscription 

pricing, DonorScape® makes it possible for any number of users to take 

advantage of the system’s built-in actionable, intuitive, and self-service 

capabilities. 

Two Key Functions 

When analyzing prospect donor pools, the two critical attributes to measure and 

understand are the “capacity” to give and the ”propensity“ to give. DonorScape® 

addresses these two needs through Wealth Screening and Predictive Modeling.  

Wealth Screening 

DonorScape® Wealth Screening provides interactive wealth analysis on every 

individual in your organization’s prospect database.  The system searches twelve 

of the best known and most respected data resources to provide you with more 

than 500 data points related to each prospect’s wealth, affiliations, and capacity 

to give. 

DonorScape® assigns each data point one of four accuracy levels, reported as a 

Match Quality Rating. This rating allows you to check the confidence level for 

each result, so you can decide whether to research prospects in-depth, or work 

more quickly using only the most accurate summary data.  

It’s important to understand that GG+A's Wealth Screening process does not 

estimate net worth or assume that a specific portion of an asset is “giftable.”  

Instead, our methodology creates a likely giving profile. Each prospect receives 
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an overall Gift Capacity Rating with a corresponding dollar value estimate, 

defined as an individual's capacity to make a gift over five years to his or her 

favorite institution. 

See also: Gift Capacity Rating. 

Predictive Modeling 

DonorScape® Predictive Modeling takes prospect analysis to another level, 

adding premium third-party demographic information and attributes critical to 

each client situation (e.g. past giving).  This additional information then allows 

your individual prospects to be evaluated based on their overall household 

wealth, and enables predictive modeling to rate each prospect’s propensity for 

giving to your institution.  This modeling generates independent scores for 

different types and levels of giving.  

The resulting analytics describe each prospect with codes for Major Gift 

inclination, Annual Gift target amount, and Planned Gift likelihood, as well as a 

series of household profile codes for marketing communications and targeting 

purposes.   

Predictive modeling takes into consideration a broad range of variables that 

correlate to specific giving behaviors, such as: 

 Timing of giving to your organization; 

 Relationship and participation factors unique to your organization, including 
current and prior volunteer involvement, leadership status, event 
attendance, and other engagement measures; 

 Demographic elements that are proven predictors for giving; 

 Wealth indicators, including estimated household income and home market 
value; 

 For healthcare organizations, additional information includes department of 
service, treating physician, and outcome. 

See also: Appendix A: Guide to Search Ratings and Codes. 

Understanding Match Quality Ratings 

Each data point, and the overall Gift Capacity Rating for each prospect, has an 

assigned Match Quality Rating, which represents the match quality of the 

underlying asset data.   

You can use Match Quality Ratings to take control of the prospect screening 

process. If you decide to use the most accurate data, you may miss some data 

points or exclude some prospects from your pool of likely donors, but you will be 

http://www.donorscape.com/


  DonorScape® Version 2.0         

DonorScape® Online Support Resources - www.DonorScape.com 3 

able to act quickly and with confidence on the results of the prospect search. In 

contrast, if you decide to use less accurate data, you can potentially gather more 

comprehensive information and identify additional prospects, but it will take more 

time to verify the data, and may require external research. 

The Match Quality Rating is based on a point system, which depends on the 

amount of information available for a given individual. There are four Match 

Quality levels, indicating GG+A’s level of confidence that a specific data element 

belongs to the prospect that you are tracking in your database: 

 Exact (use the data immediately with confidence) 

 Near (may include information about a spouse) 

 Possible (likely, but may require additional verification) 

 Simple (matches only the first/last name and state—additional verification 
needed) 

Here is an example of data matched at various levels: 

 

The recommended starting point is a Match Quality setting of Near, which will 

return all Exact and Near matches. This setting includes household matches, but 

requires minimal follow-up research. 

Demographic Data Append 

The Demographic Data Append feature is available as a separate option if your 

DonorScape® services include only Wealth Screening; the feature is 

automatically included as part of Predictive Modeling services.  

DonorScape® activates the Demographic Data Append function when a search 

fails to return any real estate or income data for a prospect. To collect additional 

information, DonorScape® pulls information for that prospect’s household from 

Acxiom (a provider of comprehensive household-level demographic and 
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consumer information).  Acxiom data is always calculated as an Exact match in 

the wealth screening process. 

Understanding Prospect Records 

A DonorScape® prospect record includes information that you enter directly 

about a potential donor (for example, current contact information), as well as 

information obtained from external databases and verified by you. 

Every prospect record within your DonorScap®e database is identified using a 

prospect identification (ID) number, which is a unique record identifier, displayed 

in search results and in prospect profiles.  The prospect ID number should 

correspond to the ID number assigned to the individual in your donor 

management system. When you add a new prospect, you can enter the ID 

number, or let DonorScape® automatically generate a unique identifier for the 

record. If necessary, you can always edit a prospect ID number later. 

http://www.donorscape.com/
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Navigating the Web Portal 

To help you organize your work process efficiently, the DonorScape® web portal 

is designed around three main pages: Explore Prospects, Add New Prospects, 

and Generate Insights.  

Access the pages using the navigation bar at the top of every screen. Click tabs 

and use onscreen tools to carry out the functions for each page.  Use the main 

menu (top right) to adjust user preferences and access administrative functions. 
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Types of Access 

Account administrators can create an unlimited number of users in 

DonorScape®, with three levels of user access: Read Only, Base, and Admin. 

The next table summarizes the privileges for each level: 

 

Access: Read Only Base Admin 

Prospects Only view prospects. 
(Cannot edit or add prospects.) 
Export prospect lists and 
prospect details. 

View, edit, and add 
prospects. 
Export prospect lists 
and prospect details. 

Perform all functions 
related to prospects. 

Reports Create insight reports. Create insight reports. Create insight reports 
and custom reports. 

User 
Control 

Cannot add users. Cannot add users. Add, delete, and 
control access for 
users. 

Match 
Quality 

Cannot set Match Quality levels. Set Match Quality 
levels, if allowed by the 
Administrator. 

Control Match Quality: 
Set levels for all users, 
allow users to set 
levels, or require 
approval for settings. 

Record 
Ownership 

  Control record 
ownership, so users 
are limited to seeing 
only a specific group of 
prospects (for 
example, you could 
allow medical school 
personnel to see only 
medical alumni 
records). 
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Basic Prospect Screening 

Get Started 

1. Enter your username and password, then click Login. 

 

If you’re a new user, ask your in-house account administrator to add 
your user information, or contact DonorScape® support at 
support@donorscape.com or (866) 378-8540.  

To retrieve lost passwords, next to login, click Reset Password. 

2. When you login, DonorScape® opens on the Explore Prospects 
page: 

 

http://www.donorscape.com/
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Customize Your User Preferences 

Your preferences include settings that affect searches, passwords, contact 

information, and exports. 

1. From the main menu (top right, next to your name), choose  
Preferences. 

 

2. To change your preferences, click the tabs: 

 

Tab Purpose 

Manage Password Change your password for security purposes. 

Contact 
Information 

 Enter your name and address. 

 Update your email address, which DonorScape® uses to 
send you email notifications when you generate some 
types of reports. 

Match Preferences Set the default Match Quality for searches. 
Note: The administrator controls whether or not users can 
change their Match Quality preferences. 

Alert Settings Receive notifications about various types of events that 
may affect prospects (such as recent SEC transactions). 

 

Log Off Your Session 

When you’re done with a work session: 

 From the main menu (top right, next to your name), choose Log Off.  If you 
do not log off, your session will automatically be timed out after 45 minutes.  
You will be prompted to log in again and your session context will not be 
saved. 
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Search for Prospects 

Use a simple search process to find an individual prospect, or generate a list of 

prospects, based on a few standard criteria.  

1. Click the navigation bar (top of screen) to go to the Explore 
Prospects page, and stay on the default Simple Search tab: 

 

2. Use a standard search, or customize your search. 

To find this... Use this... 

An Individual Prospect Enter the prospect’s name, or Prospect ID. 

Standard List of Prospects Choose an option from the Saved Searches 
menu (at top right of screen).  

Prospects Based on Gift 
Capacity 

Select the Gift Capacity, then enter any other 
important criteria.  For example, set Gift 
Capacity to “8 - 5” and State to “NY” to find 
donors with a gift capacity <$99,999 who live 
in NY. 

All Prospects in Database Do not set any search criteria. 

Prospect List from a Saved 
Search 

Choose an option from the Saved Searches 
menu.  

For criteria that display a bar, click the tabs (at left and right) to set a 
range: 
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To reset the entire search, click Clear Filters (at bottom right).   

3. Click the Search button (at bottom right). 

The Search Results appear: 

 

4. To make the search more or less restrictive, change the Match 
Quality. 

Click the target (at top of search results) to select options.  

Settings range from the most restrictive (center) to least restrictive 
(outer ring), as follows: Exact, Near, Possible, Simple. 

 

Tip: Use a setting that supports your goals: 

 E, N: Best for a standard search. Finds information on prospects 
and their spouses.  Data accuracy is good, but some prospects are 
missed. 

 E, N, P or E, N, P, S: Best if you will be reviewing and verifying 
data. Finds more obscure prospects, but may include some false 
matches. 

 E: Best for very limited searches.  Finds information only on 
prospects (not their spouses). Data is highly accurate, but may 
miss prospects. 

See also: Understanding Match Quality Ratings. 

5. To toggle back and forth between searches and results, click the list 
icon (located at top-left of Search Results, and top-right of Search):   

   

See also: Create a New Advanced Search , 
                 Appendix A: Guide to Search Ratings and Codes. 
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Export Search Results 

Export the prospect list in Excel format, so you can analyze or share your search 

results. 

1. Go to the Explore Prospects page. Search for prospects, and go to 
the Search Results. 

2. To customize the types of information to be exported in the 
spreadsheet, click the gear icon (at top right of Search Results): 

 

3. Click the download icon to export the Search Results. 

You will receive an email when the export is ready for download from 
the Search Results page.  The download link will remain visible until 
you log out of your session.   

See also: Customize Your User Preferences. 
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Explore and Update a Prospect’s Record 

Once you’ve generated a list of prospects, you can review the details for 

individual prospect records, then verify, edit, or export the information. 

Open a Prospect’s Record 

1. Go to the Explore Prospects page. Search for prospects, and go to 
the Search Results. 

2. To open a prospect’s record, click the prospect’s name in the search 
results: 

 

3. View the prospect record, which opens by default in the Wealth 
Match tab: 
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View a Prospect’s Gift Codes and Wealth Matches 

The most efficient way to evaluate a prospect is to review the prospect’s gift 

codes, and assess the Wealth Matches that are used to generate the codes.  

For each wealth category, DonorScape® searches for multiple sources at the 

Match Quality you’ve selected. In the search results, checkmarks show which 

data were used to calculate the prospect's Gift Capacity Rating. If a category 

(such as "Income") has multiple data sources, only the source with the highest 

value (at the selected Match Quality) has a checkmark, and is used for the Gift 

Capacity calculation. 

For example, you might evaluate a prospect’s matches in the “Real Estate” 

category, and select Possible as the Match Quality. DonorScape® would find 

Exact, Near, and Possible matches from various sources, and checkmark the 

largest: a Near match of $137,500 from Lexis Nexis. However, if you selected 

Exact as the Match Quality setting, DonorScape® would only list (and 

checkmark) the largest Exact match. 

Note: Acxiom data is always calculated as an Exact match. 

1. Open the prospect’s record, and go to the Wealth Match tab. 

2.  Check the gift codes (left edge of Wealth Match tab) for the types of 
giving that the prospect could potentially provide at the selected Match 
Quality:   

 

Note: Codes vary depending on your DonorScape® subscription. 
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3. Click the bullseye target (top) to change the Match Quality Rating for 
the information displayed on the tab:  

 

The ratings range from Exact (at center) to Simple (in the outer ring). 
Use only the most accurate data (E), or conduct further research to 
verify less reliable results (S). The recommended starting point is 
Exact, Near. 

4. Below the target, view the matches for the selected Match Quality 
(such as Income, Real Estate, Pension, and Securities). 

Review and Verify Wealth Matches 

You can improve the accuracy of a prospect’s ratings by using DonorScape® 

tools to conduct further research and verify information.  This is especially 

important if you are relying on search results that include data rated as Possible, 

or Simple, which will be the rating of most philanthropic information. 

Use the most accurate data (rated E) to corroborate less verified information. 

Cross-check the prospect’s financial and philanthropic information with the bio.  

Look for patterns and check for the prospect’s middle initials to identify items that 

seem false or questionable. Conduct further external research to verify data. 

1. Open the prospect’s record, and go to the Wealth Match tab. 

2. Click on the headings and subheadings to expand the details and 
review the search results for the prospect. 
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The three types of information are: Financial, Giving and 
Philanthropic Affiliation, and Biography: 

 

3. To see summary level information on the first five matches and quickly 
verify the matches, click the drop-down arrow to expand the 
information:   

 

Note that each match has a Match Quality rating (right): E, N, P, or S.  

4. If you are able to verify that an item is 100% accurate, click E to set its 
Match Quality to Exact. 

5. If you see a problem with the data: 

 Delete false data by clicking X. 

 For questionable data, click a lower level (for example, switch from 
Near to Possible). 

6. To view detailed source information, click Matches or View Details: 

 

7. Click your browser’s refresh icon to incorporate match changes into  

      the prospect’s record.  
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8.    Optional:.Click the rescreen icon  next to the prospect’s name 
(top left)  to rescreen the prospect’s record and view the results of the 
changes. 

Edit Prospect Details 

Anytime you receive news about a prospect, you can revise the basic prospect 

information (such as the prospect’s address, spouse, employer, and 

memberships). 

1. Open the prospect’s record, click the Prospect Details tab, then click 
Edit. 

 

2. Revise the prospect details as needed, then click Save. 

3.   Click your browser’s refresh icon to incorporate match changes into  

      the prospect’s record.  

4. Click the rescreen icon  next to the prospect’s name (top left)  to 
rescreen the updated prospect’s record incorporating the information 
you have changed and new information available from the outside 
data sources.   

See also:  Update Multiple Prospect Records. 

Export a Prospect-Level Report 

After reviewing the search results for a prospect, you can download the 

prospect’s profile as a Word document. The data contained in the report will be 

limited to the Match Quality you have selected. 

1. Open the prospect’s record. 

2. Click the page icon next to the prospect’s name, and then click on the 
type of report that you would like to download: 
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The prospect report is downloaded in the format of a Word document.   

Explore Additional Information About a Prospect 

In addition to providing basic functions for prospect screening, DonorScape® 

also provides tools for finding out about prospects’ connections, for collaborating 

with others and adding anecdotal information, and for estimating ratings based 

on new information. 

 

Research Social Network 

DonorScape® uses information from our data sources to identify people who 

serve on the same boards and work at the same organizations as the prospect.  

If one of the connections is currently a prospect within your organization’s 

database—based on a Simple match—then the heading “Currently a prospect?” 

will indicate Yes. Further research will be needed to confirm connections. 

1. Open the prospect’s record. 

2. Click the Social Network tab. 

3. Choose the source of information from the pulldown menu (top right): 
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4. Click the download icon to export the list of connections to an 
Excel spreadsheet. 

 

Add or View Notes 

The ability to annotate a prospect record allows researchers, gift officers and 

others within your organization to collaborate with one another. 

Additionally, if you find descriptive information on a prospect that requires free-

form text as opposed to standard DonorScape® fields, you can add notes to 

keep the information organized and available to all users.   

1. Open the prospect’s record. 

2. Click the Notes tab. 

3. Type your notes in the textbox, and click Save Note: 

 

The notes are added to the Note History (at left). Search any saved notes by 

running an Advanced Search (using the LIKE operator). Notes will appear on 

Prospect Profile reports. 

See also: Advanced Prospect Screening , 

                 Export a Prospect-Level Report. 
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Make Calculations 

Use the built-in calculator to manually change an estimate of a prospect’s Gift 

Capacity, without permanently changing the prospect’s record. For example, you 

can estimate the effect of a real estate or SEC sale on a prospect’s Gift Capacity. 

1. Open the prospect’s record. 

2. Click the Custom Ratings Calculator tab. 

3. Enter new values: 

 

 

4. Click Calculate.  

To revert to the default values (from the DonorScape® record), click 
Reset. 

5. To save the current values (only for the calculator, not the record), 
click Save as Default Values.   

Or to return to values derived from the record, click Restore Default 
Values. 
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Advanced Prospect Screening 
Most often used for constituent segmentation, communication targeting and 

event list building, the Advanced Search tab enables highly specific criteria 

across all DonorScape® fields to be used in an intuitive manner.  Searches can 

also be saved and results exported to your campaign management software. 

Create a New Advanced Search  

1. Click the navigation bar (top of screen) to go to the Explore 
Prospects page, then click the Advanced Search tab: 

 

2. For each search: Use the pulldown menus to select a Category, 
Field, and Operator. Then enter a value for the search. Or click Clear 
to start over.  

Note: DonorScape® checks that the values you enter are valid for the 
selected Category, Field, and Operator.  

Use the operator LIKE as a wildcard.  For example, choose LIKE and 
enter “ST” as the value to find Street, Start, Fast, and anything else 
containing the letters “ST” for the selected field. 

Use the operator IN to find a list of possible factors in a field.  For 
example, choose IN, then enter the values “A,B,C” (separated with 
commas and no spaces) to bring up all A, B, and C results for the 
selected field. Then click the tab key. 

The Matching Prospects button (bottom left) displays the number of 
prospects who satisfy the terms of your search, so you can adjust your 
search criteria as you go. To reset the entire search, click Clear 
Filters (bottom right).  
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Sample Search to Identify Prospects with High Capacity and a 
Specific Relationship: 

This search finds top trustees rated at $100,000 or more who live in 
Missouri.  Use the standard format (Category > Field > Operator > 
“Value”) to enter the following search criteria, none of which are case 
sensitive: 

a. Giving and Ratings > Gift Capacity Rating > in > “1,2,3,4” 

b. Constituent Information > State > equals > “GA” 

c. Constituent Information > Relationship > like > “trustee”  

See also:   
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Appendix B: Popular Advanced Searches in DONORSCAPE®. 

3. Name your search next to Search Name.  Then click Save and 
Search.  

 Shared searches may be viewed by all other DonorScape® users 
in your organization.  Only the search creator can delete her saved 
search, so you will want to be sure to share only searches that will 
be of  value to your colleagues. 

Note: Any searches that you saved in previous versions of 
DonorScape® will be available in the new version. 

 

 

 

 

 

 

Run a Saved Search 

1. Select the named search that you wish to run from the Saved Searches 
drop-down menu (top right).  The Search will execute as soon as you click 
on the name. 
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Modify a Saved Search  

1. Select the named search that you wish to run from the drop-down menu 
on the bottom right: 

 

2. Make changes, as needed, and run the search: 

 If you are the search creator, the changes will be saved directly to the 
search when you click Save and Search.  Or, you can choose to save 
the changes under a new Search Name (bottom left). 

 If you are not the original creator, you will need to create a new Search 
Name before clicking Save and Search. 

 If you have no changes to make to the saved search, just click Save 
and Search. 

Delete a Search 

 To delete a search, select search from the drop down on the bottom right 
and click Delete Search (at bottom right). 

Rescreen Prospect Records 

DonorScape® draws on information from multiple vendor databases, which are 

updated on various schedules (e.g., daily, monthly, quarterly or yearly). New 

information can also be added to a prospect through the application when you 

edit a prospect’s details or perform a batch upload of new prospect information.  

Ratings however are not automatically updated.  Instead, DonorScape® gives 

you the ability to determine if and when to rescreen a prospect using one of two 

methods: 
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 Rescreen an Individual Prospect: Open the prospect’s record. Then click 

the rescreen icon  next to the prospect’s name (top left). 

 Rescreen All Prospects:  Contact DonorScape® support at 
support@donorscape.com or (866) 378-8540. 

Note: While either method will add new information from vendor databases to a 

prospect’s record, when you rescreen the prospect, any existing data that you’ve 

previously verified or edited will NOT be overwritten. 

See also:  

Appendix C: DonorScape® Wealth Screening Data Sources 

 

 

 

 

 

Add New Prospects 

There are two ways to add new prospects. Add one prospect at a time by 

entering the information directly into a DonorScape® screen, or import a file with 

information for multiple prospects.  

Both methods are accessible from the Add New Prospects page: 
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Note: The administrator controls whether or not a user may add new prospects.  

 

 

 

 

 

 

 

 

 

 

 

Add a Prospect Directly into DonorScape® 

Use this procedure to add a new prospect by typing information directly into a 

DonorScape® screen.  
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This process randomly assigns a prospect ID number.  You cannot assign the 

prospect ID number when you create it using this procedure.  However, you can 

change the ID number later, by editing the Prospect Details.   

1.  Click the navigation bar (top of screen) to go to the Add New 
Prospects page. Stay on the default Add a New Prospect tab. 

2. Fill in the form with the required information and any other available 
data: 

 

Required information is indicated by an asterisk (*).  The more 
complete address, employment, and spouse information you can 
provide, the more likely you will be to obtain high-quality data matches 
on your prospect. 

3. Click Search (bottom right of form) to preview the results. 

The results, which are based on information currently available from 
vendor databases, will appear in the Preview section (at bottom of 
screen).  

4. Click Submit Record to add the prospect to your database. 

Or click Cancel to discard the prospect information and try again. 

See also: Edit Prospect Details. 

 

 

 

 

 

Add Multiple Prospects  

When adding multiple prospects, it’s important to identify each prospect using a 

unique prospect ID number that corresponds to the number in your donor 
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management system. If you add a new prospect using an ID number that’s 

already assigned in DonorScape®, then the new information will overwrite the old 

record. 

Note: This process allows you to add up to 5,000 new prospects at a time.  To 

upload more prospects, contact DonorScape® support at 

support@donorscape.com or (866) 378-8540. 

1.  Click the navigation bar (top of screen) to go to the Add New 
Prospects page, then click the Add Multiple Prospects tab.  

2. Download the template and instructions. Then enter the data for the 
new prospects, and save it in CSV format. 

3. Return to the Add Multiple Prospects Upload tab, choose your CSV 
file, and click Upload. 

The system checks for errors.  If any issues are reported, make 
corrections, and re-upload the file. 

Delete Prospects 

Deleting a prospect permanently removes the record from your DonorScape® 

database. 

1. Open the prospect’s record. 

2. Click the delete icon (below right of prospect name). 

 

3. Click OK to confirm that you want to delete the prospect record: 

 

 

 

Generating Insights 
An important feature of the DonorScape® platform is that it enables the 

Advancement leadership, the major gift officer managers, and other personnel to 
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gain a better understanding of the overall composition of the organization’s 

prospect pool, and also helps the team derive actionable information from the 

data.  

This functionality is accessible from the Generate Insights page: 

 

Insight Reports are pre-defined, prompted reports that guide you in the discovery 

and implementation of best practices in prospect pool management.  Each report 

contains a detailed explanation that includes recommendations on how it is to be 

used. Filters and prompts allow you to drill further into the most actionable 

insights. 
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To access and run reports: 

1. Click the navigation bar (top of screen) to go to the Generate Insights 
page. 

2.  Click a green tab to select the type of report you want to generate: 

  

 

 Note: Report menu varies, depending on your DonorScape® options. 

3. To focus on prospects with a specific relationship to your organization 
(such as alumni, ticket buyers, trustees, or parents), click the box for 
Filter by relationship and select the relationship. 

4. To include all prospects from your database, click All prospects.   

Or select prospects based on whether or not they are assigned to a 
solicitor (as indicated by the Assigned Solicitor text field). Click Only 
assigned or Only unassigned. 

5. Click Generate Report. 

The report is downloaded in PDF format. 

See also: Generate Account-Level Reports. 
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Functions for Administrators 
As a DonorScape® administrator, you can use the Admin functions to manage 

your organization’s DonorScape® users, as well as to conduct account-level 

updates and generate account-level reports. Admin privileges provide you with a 

higher level of access to information on all users and prospects. And Admin 

reporting tools provide access to in-depth information, which can help your team 

improve its fundraising efficiency and effectiveness.  

Access the Administrator Functions 

 From the main menu (top right, next to your name), choose Admin. 

Add, Edit, or Delete Users 

Administrators have three options for controlling how users work with Match 

Quality: 

 Admin Defined: Set the default Match Quality level for the user. 

 User Defined: Allow users to set their own levels. 

 Admin Approval: Allow users to set their own levels, but changes must be 
approved by the administrator. 

The administrator can also require approval for uploading and deleting prospects. 

To add, edit, or delete users: 

1.  In the Admin functions, go to the Users tab. 

2. To enter a new user, click Add, then enter the user information.  
Usernames cannot contain spaces: 
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Or to revise information, click Edit, then choose the user from the 
Username menu. 

3. Select the appropriate access privileges. 

Settings include: user type (Base, Admin, or Read Only), access to 
functions, access to all prospects or only to a set of prospects, 
active/inactive status, control of Match Quality preferences by user or 
admin, and sharing of searches. 

4. Click Save (at bottom right of screen). 

Or to delete the user, click Delete. 

Control Record Ownership 

The administrator can control which prospects are available to each user.  

Control Record Ownership Using a Template 

1.  In the Admin functions, click the Update Prospect Information tab.  

2.  Click Prospect Record Owners.  

3.  Download the template and instructions. Enter the record ownership  

 information, using prospect ID numbers to match prospects to users.  

 Save the file in CSV format.  

4.  Return to the Update Prospect Information tab, then choose your  

 CSV file, and click Upload.  
 

Control Record Ownership Using Menus 

1. In the Admin functions, click the Record Owners tab. 

2. Click Designate/Remove Record Owners: 

 

3. Select All Records  (top left) or choose a saved search from the 
pulldown menu. Or create a filter (at right) to select a range of 
prospects. 
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For example, you could create a filter to select the prospects whose 
last names start with A-M.  

4. Select a username from the menu (bottom) and click Designate. 

Or click Remove to remove the records from the user’s control.  

Copy or Move Ownership 

You can copy record ownership if you would like multiple users to work on the 

same set of prospects. Or you can move ownership if you would like to transfer 

all of a user’s prospects to a different user.  

1.  In the Admin functions, click the Record Owners tab. 

2. Click Copy/Move Record Owners. 

3. Select the “from” and “to” users, then select the records to be moved, 
and click Copy or Move: 

 

Process Approvals 

If users require administrator approval to change Match Quality settings, or to 

add or delete prospects, then the administrator must approve or reject each item. 

1.  In the Admin functions, click the Admin Approval Needed tab. 

2. Approve or reject items in each queue. 

The types of actions that may need approval include: Add Prospect, Delete 
Prospect, and Delete Prospect Match. 

Create Custom Fields 

Custom fields appear in the search criteria, as well as in the search results.  You 

can add data for custom fields when you Update Prospect Information or Add 

Multiple Prospects. 

1.  In the Admin functions, click the Custom Fields tab. 

2. Type a title for each new custom field, and click Save. 
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Update Multiple Prospect Records 

Use this process when you want to update multiple prospects with new 

information. For example, at the end of the year, you could update prospects’ 

addresses. 

1.  Collect any new information that you want to upload to DonorScape® 
(for example, export new addresses from your donor management system). 

Important: DonorScape® identifies each prospect using a unique prospect ID 
number.  To upload new information successfully, be sure to use the correct 
prospect ID number for each record. 

2. In DonorScape®, open the Admin functions, and click the Update 
Prospect Information tab. 

3. Download the template and instructions.  Enter the new data, as 
specified.  Save the file in CSV format. 

4. Return to the Update Prospect Information tab, then choose your 
CSV file, and click Upload. 

The new information is uploaded to your database. 

5. To rescreen the ratings and wealth matches for an individual prospect 
using this new information, open the prospect’s record and click the rescreen 

icon  next to the prospect’s name. 

To rescreen the entire database contact DonorScape® support at 
support@donorscape.com or (866) 378-8540. 

 

Generate Account-Level Reports 

You can export a range of customized reports: 

Client Usage: Review a report summarizing the activities of all users.  Use this 
report to determine if users are inactive. 

Match Statistics Report: Output a summary of all prospects who meet specific 
search criteria (for example, find the number of Exact matches for prospects 
living in CA who have a gift capacity rating <$2,500). 
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Export All Data: Search for a specific set of prospects and export all data, from 
each source, for every selected prospect. Use this report to do an in-depth 
search (for example, to find prospects who will be able to exercise stock options 
before the end of the year, or to find all properties in a state). 

Reports are exported to .txt files, which are emailed to you. 

1. Click the navigation bar (top of screen) to go to the Generate Insights 
page. 

Admin reports are available at the bottom of the screen: 

 

2.  Select a report and any criteria: 

Click Client Usage Report. 

Enter search criteria, then click Match Statistics Report. 

Enter search criteria, then click Export All Data. 

3. Click Process Report.   

An email will be sent when the report is complete.  A Download Report button 
will appear on the Explore Prospects page when the report is available.  The 
report is available for a single download and will remain available for three days. 
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Appendix A: Guide to Search Ratings and 
Codes  

Gift Capacity Rating 
Gift Capacity Rating is a code with a corresponding dollar value estimate defined as an 

individual's capacity to make a gift over five years to his or her favorite institution.  The rating 

changes when you change the Match Quality Rating, manually update prospect information, or 

rescreen a record for updated information from our data vendors. 

TIP:  Search for prospects with a Gift Capacity Rating 1, 2, 3, or 4 at the EN Match Quality Rating 

to find new prospects within your database.  

Gift Capacity Rating Gift Capacity Estimate 

1 More than $10 Million 

2 $1 million to $10 million 

3 $250,000 to $999,999 

4 $100,000 to $249,999 

5 $25,000 to $99,999 

6 $10,000 to $24,999 

7 $2,500 to $9,999 

8 Less than $2,500 

9 Insufficient Public Wealth Data 

10 Not Yet Rated 

 

Major Gift Code 
The Major Gift Code is a scale “A” through “E,” with “A” rated prospects the strongest prospects 

for near-term major gift support.  The Major Gift Code does not suggest any specific dollar value, 

rather a stronger or weaker propensity and financial capacity to make a major gift relative to the 

other members of your prospect pool.  Many of the households with a Major Gift rating of A will be 

known to you already as significant past givers.  The B and C-rated prospects, however, are 

excellent prospects for deeper relationship building in hopes of future major gifts. 

TIP: Search for prospects with Major Gift Codes A or B with a Gift Capacity Rating 1, 2, 3, or 4 for 

your top prospects for near-term major gifts. 

Major Gift Code 

A 0.5% Strongest 

B 1.5% 

 

C 3% 

D 10% 

E 85% Weakest 
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Annual Giving Code 
The Annual Giving Code rates prospects on an ascending numeric scale (1 through 6).  This 

rating identifies the best prospects to target for an annual giving effort.  The Annual Giving Code 

combines the largest gift made to your organization with demographic data, lifetime giving history, 

and relationship/affiliation data to create a suggested yearly giving level. 

 

Tip: Search for prospects with top Annual Giving Codes and Major Gift Codes B or C to help 

create an annual giving leadership pool to fuel your major gifts pipeline. 

Annual Giving Code Potential Gift Range 

1 $5,000+ 

2 $2,500 to $4,999 

3 $1,000 to $2,499 

4 $500 to $999 

5 $100 to $499 

6 Up to $100 

Planned Giving Code 
The Planned Giving Code, similar to the Major Gift Code, identifies those prospects with a strong 

capacity and disposition for a bequest or other deferred gift.  Prospects are coded as “P” 

(Primary), “S” (Secondary), “T” (Tertiary), or “X” (Non-Prospect), with “P” being the highest level.  

Because of their affluence and neighborhood lifestyles, in addition to their ages, individuals coded as 

“P,” “S,” or “T” represent the best targets for deferred giving solicitation. 

Tip: Search for Planned Giving Codes P or S and Major Gift Codes B or C who are not under 

management by a major gifts officer to create new planned giving prospect pools.   

Planned Giving Code 

P Primary 

S Secondary 

T Tertiary 

X Non-Prospect 

 

PRIZM® Cluster Code 
In March 2018, GG+A and DonorScape transitioned to the latest version of PRIZM® called 

PRIZM® Premier. If PRIZM® segments were added to your DonorScape account prior to March 

2018, they will be PRIZM® NE (New Edition) segments, but PRIZM® information added to your 

account after March 2018 will reflect the new PRIZM® Premier segments. 

The PRIZM® Lifestyle Segmentation is today’s most reliable and widely used consumer 

segmentation system.  By segmenting residential areas according to ZIP + 6 postal geography, 

PRIZM® enables GG+A to precisely describe the lifestyles and socioeconomics of an individual’s 

household.  There are more than 60 unique PRIZM® segments, coded 1 through 66 (PRIZM® 
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NE) or 1 through 68 (PRIZM® Premier).  Each segment represents a unique set of 

socioeconomic behaviors and characteristics.  Generally speaking, segment 1 (“Upper Crust”) is 

the most affluent, and as the segment number increases, the level of affluence decreases.  

GG+A has identified 7 segments that most strongly correlate with philanthropic giving (PRIZM® 

NE: 1, 2, 5, 6, 7, 9, and 10 or PRIZM® Premier: 1, 3, 4, 7, 8, 9, 12).    

TIP: Search for prospects with top PRIZM® codes combined with top Annual Giving codes to 

establish possible pools for testing segmented communications with messaging targeted to 

specific PRIZM® codes.   

Top Philanthropic PRIZM® NE Segments (used prior to March 2018) 

01 
Upper 
Crust 

The nation's most exclusive address, Upper Crust is the wealthiest lifestyle 
in America—a haven for empty-nesting couples over 55 years old.  No 
segment has a higher concentration of residents earning over $200,000 a 
year or possessing a postgraduate degree, and none has a more opulent 
standard of living. 

02 
Blue 

Blood 
Estates 

Blue Blood Estates is a family portrait of suburban wealth: a place of 
million-dollar homes and manicured lawns, high-end cars and exclusive 
private clubs.  The nation's second-wealthiest lifestyle, it is characterized 
by married couples with children, college degrees, a significant percentage 
of Asian Americans, and six-figure incomes earned by business 
executives, managers, and professionals. 

05 
Country 
Squires 

The wealthiest residents in exurban America live in Country Squires, an 
oasis for affluent Baby Boomers who've fled the city for the charms of 
small-town living.  In their bucolic communities noted for their recently built 
homes on sprawling properties, the families of executives live in six-figure 
comfort.  Country Squires enjoy country club sports like golf, tennis, and 
swimming as well as skiing, boating, and biking. 

06 
Winner’s 

Circle 

Among the wealthy suburban lifestyles, Winner's Circle is the youngest, a 
collection of mostly 25- to 34-year-old couples with large families in new-
money subdivisions.  Surrounding their homes are the signs of upscale 
living: recreational parks, golf courses, and upscale malls.  With a median 
income of nearly $90,000, Winner's Circle residents are big spenders who 
like to travel, ski, go out to eat, shop at clothing boutiques, and take in a 
show. 

07 
Money & 
Brains 

The residents of Money & Brains seem to have it all: high incomes, 
advanced degrees, and sophisticated tastes to match their credentials.  
Many of these city dwellers, predominantly white with a high concentration 
of Asian Americans, are married couples with few children who live in 
fashionable homes on small, manicured lots. 

09 
Big Fish, 

Small 
Pond 

Older, upper-class, college-educated professionals, the members of Big 
Fish, Small Pond are often among the leading citizens of their small-town 
communities.  These upscale, empty-nesting couples enjoy the trappings of 
success, belonging to country clubs, maintaining large investment 
portfolios, and spending freely on computer technology. 
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Top Philanthropic PRIZM® NE Segments (used prior to March 2018) 

10 
Second 

City 
Elite 

There's money to be found in the nation's smaller cities, and you're most 
likely to find it in Second City Elite.  The residents of these satellite cities 
tend to be prosperous executives who decorate their $200,000 homes with 
multiple computers, large-screen TV sets, and an impressive collection of 
wines.  With more than half holding college degrees, Second City Elite 
residents enjoy cultural activities—from reading books to attending theater 
and dance productions. 

 
 
 

Top Philanthropic PRIZM® Premier Segments (used after March 2018) 

01 
Upper 
Crust 

The nation's most exclusive address, Upper Crust is a haven for wealthy 
empty-nesting couples over the age of 65. This segment has a high 
concentration of residents earning over $100,000 a year and many 
possess a postgraduate degree. They have an opulent standard of living 
- driving expensive cars and frequently eating out and traveling. 

03 
Movers & 
Shakers 

Movers & Shakers is home to America's business class, a wealthy 
suburban world of dual-income couples who are highly educated, 
typically between the ages of 45 and 64. Given its high percentage of 
executives and white-collar professionals, there's a decided business 
bent to this segment as they enjoy reading business publications and 
visits to business oriented websites. 

04 
Young 

Digerati 

Young Digerati are tech-savvy and live in fashionable neighborhoods on 
the urban fringe. Affluent and highly educated, Young Digerati 
communities are typically filled with trendy apartments and condos, 
fitness clubs and clothing boutiques, casual restaurants and all types of 
bars, from juice to coffee to microbrew. Many have chosen to start 
families while remaining in an urban environment. 

07 
Money 

 & Brains 

The residents of Money & Brains seem to have it all - high incomes, 
advanced degrees, and sophisticated tastes to match their credentials. 
Many of these city dwellers are married couples with few children who 
live in fashionable homes on small, manicured lots with expensive cars 
in the driveway. 

08 
Gray 

Power 

Gray Power consists of upscale older couples typically living just beyond 
the nation's beltways. This segment is a haven for white-collar 
professionals drawn to comfortable homes and apartments within a 
manageable commute to downtown jobs, restaurants, and 
entertainment. They enjoy traveling and watching golf on television. 

09 
Big Fish, 

Small 
Pond 

Older, upper-class, college-educated professionals, the members of Big 
Fish, Small Pond are often among the leading citizens of their small town 
communities. These upscale, empty-nesting couples enjoy the 
trappings of success, including belonging to country clubs, maintaining 
large investment portfolios, and spending freely on computer 
technology. 

12 
Cruisin' to 
Retirement 

With their children mostly grown and out of the house, these older 
couples are Cruisin' to Retirement. They remain in the neighborhoods 
where they raised their families, enjoying the suburban lifestyle. They 
vacation often, watch golf on television, and listen to talk radio. 
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To learn more about PRIZM® segments go to http://www.claritas.com/MyBestSegments/Default.jsp  

Philanthropic Capacity Rating (PCR) Code 
The Philanthropic Capacity Rating (PCR) is an overall rating of capacity and propensity.  The 

PCR Code is derived from data such as income, age, home market value, PRIZM® segment, and 

a number of other demographic variables.  The code was specifically designed to exclude giving 

for organizations that have prospects with no giving history but is customized to account for other 

client-supplied data that shows propensity to give.  The prospects are ranked and then 

segmented into an appropriate number of PCR segments.  The number of segments varies by 

institution, but is usually between 6 and 8.  A “P1” indicates highest likelihood for inclination and 

capacity to commit to a major gift relationship.   

TIP: Search for prospects with a top PCR code but a low Major Gift code to find new top 

prospects after you have exhausted your top Major Gift codes pool or to prioritize large population 

with no relationship history, such as  new parents, ticket buyers, and patients.   

Philanthropic Capacity Rating Code 

P1 Most Likely 

P2 
 

P3 

P4 

P5 

P6 

P7 

P8 Least Likely 
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MSA Codes for Searches 
 

Metropolitan Statistical Areas are coded geographical regions with one or more counties that 

contain a city of 50,000 or more inhabitants, or contain a Census Bureau-defined urbanized area 

(UA) and have a total population of at least 100,000 (75,000 in New England).  MSA’s are not 

limited by state lines.  For example, the Philadelphia MSA includes the core and surrounding 

areas of Philadelphia, PA, Wilmington, DE, Atlantic City, NJ and areas of Maryland.   

All DonorScape® records are tagged with an MSA code for the primary address submitted, and 

all records can be queried for their primary address MSA code.   

 

Metropolitan Statistical Area Code Metropolitan Area 

0040 Abilene, TX  

0060 Aguadilla, PR 

0120 Albany, GA  

0160 Albany-Schenectady-Troy, NY  

0200 Albuquerque, NM  

0220 Alexandria, LA  

0240 Allentown-Bethlehem-Easton, PA  

0280 Altoona, PA  

0320 Amarillo, TX  

0380 Anchorage, AK  

0450 Anniston, AL  

0460 Appleton-Oshkosh-Neenah, WI  

0480 Arecibo, PR 

0500 Asheville, NC  

0520 Athens, GA  

0580 Atlanta, GA  

0600 Augusta-Aiken, GA-SC 

0640 Austin-San Marcos, TX 

0680 Bakersfield, CA  

0730, 0733 Bangor, ME  

0743 Barnstable-Yarmouth, MA  

0760 Baton Rouge, LA  

0840 Beaumont-Port Arthur, TX 

0860 Bellingham, WA  

0870 Benton Harbor, MI  

0880 Billings, MT  

0920 Biloxi-Gulfport-Pascagoula, MS  

0960 Binghamton, NY  

1000 Birmingham, AL  

1010 Bismarck, ND  

1020 Bloomington, IN  

1040 Bloomington-Normal, IL  

1080 Boise City, ID  

1122, 1123 
Boston-Worcester-Lawrence, MA-NH-
ME-CT 

1240 Brownsville-Harlingen-San Benito, TX 
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Metropolitan Statistical Area Code Metropolitan Area 

1260 Bryan-College Station, TX 

1280 Buffalo-Niagara Falls, NY  

1303 Burlington, VT  

1320 Canton-Massillon, OH  

1350 Casper, WY  

1360 Cedar Rapids, IA  

1400 Champaign-Urbana, IL  

1440 Charleston, SC  

1480 Charleston, WV  

1520 Charlotte-Gastonia-Rock Hill, NC-SC 

1540 Charlottesville, VA  

1560 Chattanooga, TN-GA 

1580 Cheyenne, WY  

1602 Chicago-Gary-Kenosha, IL-IN-WI  

1620 Chico-Paradise, CA  

1642 Cincinnati-Hamilton, OH-KY-IN 

1660 Clarksville-Hopkinsville, TN-KY 

1692 Cleveland-Akron, OH  

1720 Colorado Springs, CO  

1740 Columbia, MO  

1760 Columbia, SC  

1800 Columbus, GA-AL 

1840 Columbus, OH  

1880 Corpus Christi, TX  

1890 Corvallis, OR 

1900 Cumberland, MD-WV 

1922 Dallas-Fort Worth, TX 

1950 Danville, VA  

1960 Davenport-Moline-Rock Island, IA-IL 

2000 Dayton-Springfield, OH  

2020 Daytona Beach, FL  

2030 Decatur, AL  

2040 Decatur, IL  

2082 Denver-Boulder-Greeley, CO  

2120 Des Moines, IA  

2162 Detroit-Ann Arbor-Flint, MI 

2180 Dothan, AL  

2190 Dover, DE  

2200 Dubuque, IA  

2240 Duluth-Superior, MN-WI 

2290 Eau Claire, WI  

2320 El Paso, TX  

2330 Elkhart-Goshen, IN  

2335 Elmira, NY  

2340 Enid, OK  

2360 Erie, PA  

2400 Eugene-Springfield, OR  

2440 Evansville-Henderson, IN-KY 

2520 Fargo-Moorhead, ND-MN 
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Metropolitan Statistical Area Code Metropolitan Area 

2560 Fayetteville, NC  

2580 Fayetteville-Springdale-Rogers, AR 

2620 Flagstaff, AZ-UT 

2650 Florence, AL  

2655 Florence, SC  

2670 Fort Collins-Loveland, CO  

2700 Fort Myers-Cape Coral, FL 

2710 Fort Pierce-Port St. Lucie, FL  

2720 Fort Smith, AR-OK 

2750 Fort Walton Beach, FL  

2760 Fort Wayne, IN  

2840 Fresno, CA  

2880 Gadsden, AL  

2900 Gainesville, FL  

2975 Glens Falls, NY  

2980 Goldsboro, NC  

2985 Grand Forks, ND-MN 

2995 Grand Junction, CO  

3000 Grand Rapids-Muskegon-Holland, MI 

3040 Great Falls, MT  

3080 Green Bay, WI  

3120 
Greensboro-Winston Salem-High Point, 
NC 

3150 Greenville, NC  

3160 Greenville-Spartanburg-Anderson, SC  

3240 Harrisburg-Lebanon-Carlisle, PA  

3280, 3283 Hartford, CT  

3285 Hattiesburg, MS  

3290 Hickory-Morganton-Lenoir, NC  

3320 Honolulu, HI  

3350 Houma, LA  

3362 Houston-Galveston-Brazoria, TX  

3400 Huntington-Ashland, WV-KY-OH 

3440 Huntsville, AL  

3480 Indianapolis, IN  

3500 Iowa City, IA  

3520 Jackson, MI  

3560 Jackson, MS  

3580 Jackson, TN  

3600 Jacksonville, FL  

3605 Jacksonville, NC  

3610 Jamestown, NY  

3620 Janesville-Beloit, WI  

3660 Johnson City-Kingsport-Bristol, TN-VA 

3680 Johnstown, PA  

3700 Jonesboro, AR  

3710 Joplin, MO  

3720 Kalamazoo-Battle Creek, MI  

3760 Kansas City, MO-KS 
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Metropolitan Statistical Area Code Metropolitan Area 

3810 Killeen-Temple, TX  

3840 Knoxville, TN  

3850 Kokomo, IN  

3870 La Crosse, WI-MN 

3880 Lafayette, LA  

3920 Lafayette, IN  

3960 Lake Charles, LA  

3980 Lakeland-Winter Haven, FL 

4000 Lancaster, PA  

4040 Lansing-East Lansing, MI 

4080 Laredo, TX  

4100 Las Cruces, NM  

4120 Las Vegas, NV-AZ 

4150 Lawrence, KS  

4200 Lawton, OK  

4243 Lewiston-Auburn, ME  

4280 Lexington-Fayette, KY  

4320 Lima, OH  

4360 Lincoln, NE  

4400 Little Rock-North Little Rock, AR 

4420 Longview-Marshall, TX  

4472 
Los Angeles-Riverside-Orange County, 
CA 

4520 Louisville, KY-IN 

4600 Lubbock, TX  

4640 Lynchburg, VA  

4680 Macon, GA  

4720 Madison, WI  

4800 Mansfield, OH  

4840 Mayaguez, PR 

4880 McAllen-Edinburg-Mission, TX  

4890 Medford-Ashland, OR  

4900 Melbourne-Titusville-Palm Bay, FL  

4920 Memphis, TN-AR-MS 

4940 Merced, CA  

4992 Miami-Fort Lauderdale, FL 

5082 Milwaukee-Racine, WI  

5120 Minneapolis-St. Paul, MN-WI 

5140 Missoula, MT 

5160 Mobile, AL  

5170 Modesto, CA  

5200 Monroe, LA  

5240 Montgomery, AL  

5280 Muncie, IN  

  Muskegon, MI (Replaced by 3000) 

5330 Myrtle Beach, SC  

5345 Naples, FL  

5360 Nashville, TN  
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Metropolitan Statistical Area Code Metropolitan Area 

5483 

New 
Haven/Bridgeport/Stamford/Waterbury/D
anbury, CT 

5523 New London-Norwich, CT-RI 

5560 New Orleans, LA  

5602 
New York-Northern New Jersey-Long 
Island, NY-NJ-CT-PA 

5720 
Norfolk-Virginia Beach-Newport News, 
VA-NC 

5790 Ocala, FL  

5800 Odessa-Midland, TX  

5880 Oklahoma City, OK  

5920 Omaha, NE-IA 

5960 Orlando, FL  

5990 Owensboro, KY  

6015 Panama City, FL  

6020 Parkersburg-Marietta, WV-OH 

6080 Pensacola, FL  

6120 Peoria-Pekin, IL  

6162 
Philadelphia-Wilmington-Atlantic City, 
PA-NJ-DE-MD 

6200 Phoenix, AZ  

6240 Pine Bluff, AR  

6280 Pittsburgh, PA  

6323 Pittsfield, MA  

6340 Pocatello, ID  

6360 Ponce, PR 

6403 Portland, ME  

6442 Portland-Salem, OR-WA 

6480, 6483 Providence-Fall River-Warwick, RI-MA 

6520 Provo-Orem, UT  

6560 Pueblo, CO  

6580 Punta Gorda, FL  

6640 Raleigh-Durham-Chapel Hill, NC  

6660 Rapid City, SD  

6680 Reading, PA  

6690 Redding, CA  

6720 Reno, NV  

6740 Richland-Kennewick-Pasco, WA  

6760 Richmond-Petersburg, VA  

6800 Roanoke, VA  

6820 Rochester, MN  

6840 Rochester, NY  

6880 Rockford, IL  

6895 Rocky Mount, NC  

6922 Sacramento-Yolo, CA  

6960 Saginaw-Bay City-Midland, MI 

6980 St. Cloud, MN  

7000 St. Joseph, MO  

7040 St. Louis, MO-IL 
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Metropolitan Statistical Area Code Metropolitan Area 

7120 Salinas, CA  

7160 Salt Lake City-Ogden, UT 

7200 San Angelo, TX  

7240 San Antonio, TX  

7320 San Diego, CA  

7362 San Francisco-Oakland-San Jose, CA 

7442 San Juan-Caguas-Arecibo, PR 

7460 
San Luis Obispo-Atascadero-Paso 
Robles, CA 

7480 Santa Barbara-Santa Maria-Lompoc, CA 

7490 Santa Fe, NM  

7510 Sarasota-Bradenton, FL  

7520 Savannah, GA  

7560 Scranton--Wilkes-Barre--Hazleton, PA 

7602 Seattle-Tacoma-Bremerton, WA  

7610 Sharon, PA  

7620 Sheboygan, WI  

7640 Sherman-Denison, TX  

7680 Shreveport, LA  

7720 Sioux City, IA-NE 

7760 Sioux Falls, SD  

7800 South Bend, IN  

7840 Spokane, WA  

7880 Springfield, IL  

7920 Springfield, MO  

8000, 8003 Springfield, MA  

8050 State College, PA  

8080 Steubenville-Weirton, OH-WV 

8120 Stockton-Lodi, CA  

8140 Sumter, SC  

8160 Syracuse, NY  

8240 Tallahassee, FL  

8280 Tampa-St. Petersburg-Clearwater, FL 

8320 Terre Haute, IN  

8360 Texarkana, TX-Texarkana, AR 

8400 Toledo, OH  

8440 Topeka, KS  

8520 Tucson, AZ  

8560 Tulsa, OK  

8600 Tuscaloosa, AL  

8640 Tyler, TX  

8680 Utica-Rome, NY  

8750 Victoria, TX  

8780 Visalia-Tulare-Porterville, CA  

8800 Waco, TX  

8872 Washington-Baltimore, DC-MD-VA-WV 

8920 Waterloo-Cedar Falls, IA  

8940 Wausau, WI  

8960 West Palm Beach-Boca Raton, FL 

http://www.donorscape.com/


  DonorScape® Version 2.0         

DonorScape® Online Support Resources - www.DonorScape.com 46 

Metropolitan Statistical Area Code Metropolitan Area 

9000 Wheeling, WV-OH 

9040 Wichita, KS  

9080 Wichita Falls, TX  

9140 Williamsport, PA  

9200 Wilmington, NC  

9260 Yakima, WA  

9280 York, PA  

9320 Youngstown-Warren, OH  

9340 Yuba City, CA  

9360 Yuma, AZ  
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Appendix B: Popular Advanced Searches in 
DONORSCAPE® 

One of the most powerful tools built into  DONORSCAPE® is the ability to create a list of prospects 
using a combination of client-supplied data, GG+A appended data, and ratings.  Using drop down 
menus to define your search criteria and standard Boolean logic to link criterion, the user can 
quickly create custom lists of prospects.    

The connector “Like” serves as a wildcard.  Like + ST would bring up Street, Start, Fast, and 
anything else in the field with ST. 

The connector “In” is used for a list of possible factors in a field.  IN + A,B,C would bring up all As, 
Bs, and Cs in the field. 

Below is a list of some of our most popular searches: 

Gift Capacity Rating $100,000+ 

a. Giving and Ratings > Gift Capacity Rating > less than 5 

High Gift Capacity and Moderate Total Giving Dollars 

a. Giving and Ratings > Gift Capacity Rating > less than 5 > 
b. Giving and Ratings > Total Giving Dollars > greater than > 0 > 
c. Giving and Ratings > Total Giving Dollars > less than > 10000 

Political Contributions above $2,500 and largest gift below $10,000 

a. Giving and Ratings > Gift Capacity Rating > less than 5 > Giving and Ratings > Total 
Giving Dollars > less than > 10000  

b. FEC > FEC Contributions > greater than > 2500 

Upload date 

 For all prospects uploaded on a specific date 

a. Constituent Information > Upload Date > equal to > 01/01/2011  

For all prospects between two dates 

a. Constituent Information > Upload Date > greater than > 01/01/2011 > and 

b. Constituent Information > Upload Date > less than > 06/30/2011 

Wildcard/Unknown (%) 

The percentage sign (%) is the unknown/wildcard signifier in DONORSCAPE® searches.  It 
must be paired with the “like” connector.   To run a search for all prospects with Smith as 
part of their solicitor name: 

a. Constituent Information > Assigned Solicitor > like > %smith% 
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A search for all uploads in 2011 would be written 

a. Constituent Information > Upload Date > like > %/%/2011 

For all prospects loaded in January 2011  

a. Constituent Information > Upload Date > like > 01/%/2011 

Top Rated Major Gifts Unassigned Prospect Households (Predictive Modeling Clients 
Only) 

a. Giving and Ratings > GGA Major Gift Code > in > A,B,C > and  
b. Constituent Information > Assigned Solicitor > equals > UNASSIGNED and 
c. Constituent Information > Client Defined Field 018 (Household Gift Capacity) > less than 

5 > and 
d. Constituent Information > Client Defined Field 019 (Head of Household Flag) > in > Y,S  

Top Planned Giving Households (Predictive Modeling Clients Only) 

a. Giving and Ratings > GGA Planned Giving Code > in > P,S,T  
b. Constituent Information > Client Defined Field 018 (Household Gift Capacity) > less than 

> 5  
c. Constituent Information > Client Defined Field 019 (Head of Household Flag) > in > Y,S  

Top PRIZM® NE Clusters (used prior to March 2018 for Predictive Modeling Clients Only) 

a. Giving and Ratings > PRIZM Cluster Code > in > 01,02,05,06,07,09,10  
b. Constituent Information > Client Defined Field 019 (Head of Household Flag) > in > Y,S 

Top PRIZM® Premier Clusters (used after March 2018 for Predictive Modeling Clients Only) 

a. Giving and Ratings > PRIZM Cluster Code > in > 01,03,04,07,08,09,12  
b. Constituent Information > Client Defined Field 019 (Head of Household Flag) > in > Y,S  

Top Philanthropic Capacity Rated Households (Predictive Modeling Clients Only) 

a. Giving and Ratings > PCR Code > in > P1,P2 Constituent Information > Client Defined 
Field 016 (Household Total Gift Amount) > greater than > 0  

b. Constituent Information > Client Defined Field 019 (Head of Household Flag) > in > Y,S  
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Appendix C: DonorScape® Wealth Screening 
Data Sources 
DONORSCAPE® matches prospects against twelve publicly-available databases (listed below) to 

establish the Gift Capacity Rating.   

Financial Information 

Data Source Description Use 

Search 

Content 

Updated 

by GG+A 

 

Lexis-Nexis 

Real Property 

Records, 

distributed by 

IDM Data 

Services 

 

Lexis-Nexis is one of the 

leading national compilers 

of real property and land 

data and contains 

information on over 

70,000,000 properties 

across the United States. 

 

Identifies ownership 

of real estate, 

including multiple-

property ownership.  

Special GG+A 

match logic 

identifies homes 

and commercial 

buildings held in 

trusts. 

 

Over 

100,000,000 

properties 

 

Updated 

Quarterly 

 

Larkspur 

SEP/Keogh 

Pensions 

 

Larkspur SEP/Keogh 

provides information on 

deferred income of self-

employed individuals and 

over two and a half million 

qualified pension plans. 

 

Identifies a 

significant asset 

among self-

employed 

individuals.  

Especially valuable 

for identifying 

bequest and annuity 

prospects. 

 

2,500,000 

plans 

 

Updated 

Annually 

Market Guide 

Insider 

Profiles 

(Reuters) 

Reuters Market Guide 

collects in-depth 

information on over 

10,000 public U.S. 

companies.  It also 

provides additional 

information from proxy 

statements for SEC 

insiders and collects and 

summarizes information 

on individual sectors or 

industries of the US 

economy from regulatory 

filings and corporate 

annual reports. 

Identifies public 

company leaders, 

often including 

detailed 

biographical, 

company, and 

compensation 

information. 

300,000 

insiders 

Updated 

Monthly 
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Data 

Source Description Use 

Search 

Content 

Updated 

by GG+A 

 

EDGAR 

Online  

SEC 

Insiders 

 

The EDGAR Online database displays 

SEC insider trader transactions and 

current holdings, for stocks as well as 

for options and other derivatives as 

reported on Forms 3, 4, and 5.  

DonorScape®  also provides alerts 

regarding proposed sales reported on 

Form 144.  The information is collected 

to comply with the regulatory 

requirements of the Security and 

Exchange Commission (SEC).  

Individuals who meet one of the three 

conditions below, relating to a person's 

holdings or position within a public-

traded company, must provide 

information to the SEC whenever they 

make a stock transaction.  The 

transactions which must be reported 

relate to stock only with the qualifying 

company.                                                                                                                                                                     

• Owners of 10% or more of the voting 

shares of a publicly-traded company 

stock 

• One of the top five most highly paid 

employees earning in excess of 

$100,000 per year  

• Officer or Director of a publicly-traded 

company 

 

Identifies 

assets 

among 

public 

company 

insiders. 

 

Over 1 

million 

transactions 

 

Updated 

Daily 
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Giving and Philanthropic Affiliation 

Data Source Description Use 

Search 

Content 

Updated 

by 

GG+A 

iWave VeriGift VeriGift is the fastest 

growing and most up-to-

date database of 

individual, corporate, and 

foundation charitable gifts 

in the industry. Make 

more educated major gift 

asks, predict future giving, 

and determine prospect 

affinity, by better 

understanding prospect 

past philanthropic giving 

to nonprofit organizations. 

VeriGift upgrades its 

database by more than 

two million new records 

each month, making 

VeriGift data a leading 

source for giving 

analytics. 

Identifies donors 

to other 

organizations, 

including size 

and year of gift.   

100+ million 

records 

Updated 

Quarterly 

Federal 

Election 

Campaign 

Donors 

Actual financial disclosure 

reports filed by the 

House, Senate, 

presidential campaigns, 

political parties, and 

political action 

committees (PACs) from 

1993 to the present.  Also 

provides links to view the 

actual financial reports 

filed by campaigns and 

committees. 

Identifies political 

and business 

affiliations.  Also 

excellent for 

identifying 

leadership 

annual giving 

prospects. 

20mm 

contributions 

Updated 

Quarterly 
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Data Source Description Use 

Search 

Content 

Updated 

by 

GG+A 

GuideStar 

Nonprofit 

Boards of 

Directors, 

Public and 

Private 

databases 

GuideStar, the national 

database of U.S. 

charitable organizations, 

gathers data on more 

than 850,000 IRS-

recognized non-profit 

organizations known as 

501(c)(3) organizations.  

GuideStar accesses the 

IRS Form 990 filed by 

organizations that report 

on the operations and 

finances of charities, as 

well as form 991 filings for 

personal, family, and 

corporate foundations. 

Identifies 

individuals 

serving on 

nonprofit boards, 

as well as 

individuals acting 

as trustees of 

charitable 

foundations. 

Over 

1,800,000 non-

profit 

organizations 

and private 

and family 

foundations 

Updated 

Annually 

 

Biography 

Data Source Description Use 

Search 

Content 

Updated 

by GG+A 

 

Acxiom 

Individual 

Household 

Profile 

 

Acxiom data is 

compiled from 

census data, 

statistical 

modeling, self-

reported sources 

such as survey and 

warranty 

information, and 

government 

sources such as 

assessment 

records and motor 

vehicle registries.   

 

Identifies key 

demographic 

characteristics such as 

presence and age of 

children, and wealth 

indicators such as 

estimated income and 

home value.  Excellent 

for identifying potential 

among prospects less 

likely to appear in 

business-oriented 

sources. 

 

105,000,000 

households 

 

Not 

Applicable 

CorpTech 

Business 

Profiles 

CorpTech provides 

detailed 

information on 

private technology 

company 

executives. 

Identifies business 

ownership, equity, and 

leadership positions 

within the technology 

segment of privately 

owned businesses. 

600,000 

executives at 

over 95,000 

technology 

companies 

Updated 

Quarterly 
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Data Source Description Use 

Search 

Content 

Updated 

by GG+A 

D&B (Dun & 

Bradstreet) 

Business & 

Executive 

Information 

D&B (Dun & 

Bradstreet) 

Business & 

Executive 

Information 

includes full Dun 

Marketing Identifier 

(DMI) file of 

business records 

with contact names 

and titles, D&B 

Executive at Home 

address records, 

and D&B 

Biographical 

Records. 

D&B makes over 

100,000,000 

telephone calls 

annually in order to 

verify and update 

data on privately 

and publicly owned 

businesses. 

Information is also 

gathered via 

government 

registries, courts & 

legal Filings, 

corporate financial 

statements, 

payment data, 

news and media 

sources, and 

yellow page 

directories. 

Identifies business 

ownership, equity, and 

leadership positions in 

public and private 

companies. Also often 

includes personal 

biographical 

information, such as 

educational 

background and prior 

corporate experience. 

Over 

13,000,000 

D&B business 

records with 

contact names 

and titles, 

8,000,000+ 

D&B Executive 

at Home 

address 

records, and 

1,000,000+ 

D&B 

biographical 

records 

Updated 

Quarterly 
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Data Source Description Use 

Search 

Content 

Updated 

by GG+A 

Marquis 

Who’s Who 

Biographies 

The Marquis Who’s 

Who family of more 

than 15 directories, 

including Who’s 

Who in America®, 

provides concise 

biographies of over 

900,000 leaders 

and achievers from 

around the world 

and from every 

significant field of 

endeavor. 

Provides extensive 

biographical details. 

1,400,000 

profiles 

Updated 

Quarterly 

 

PRIZM® 

Lifestyle 

Segments 

from Claritas 

 

Claritas PRIZM® 

Lifestyle Segments 

are today’s most 

reliable and widely 

used marketing 

segmentation 

codes. PRIZM® 

segments 

residential areas 

according to ZIP + 

6 postal geography 

and precisely 

describes an 

individual’s 

household. 

 

PRIZM® Lifestyle 

Segments combine 

demographic and 

consumer behavior 

data to help you 

identify, understand, 

and target your 

prospects. Defining 

every household in 

terms of 60+ 

demographically and 

behaviorally distinct 

types, or "segments," 

PRIZM® helps you 

learn about their likes, 

dislikes, lifestyles, and 

consumer behavior, so 

that you can better 

understand and target 

your prospects. 

 

Nearly every 

U.S. address 

 

PRIZM® 

NE (New 

Edition) 

clusters 

were used 

prior to 

March 

2018.  

 

PRIZM® 

Premier 

clusters 

are used 

after March 

2018. 
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