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Idea/activity 

The Advancement staff relies on information recorded in the alumni/donor database to plan fundraising strategies, set goals, develop stewardship activities, keep up with alumni, and cultivate new donors.  The Advancement database is populated with 62,863 records. As of January 17, 2003, a giving history is associated with 21,936 of those records. This means that the college has never received a gift from 40,927 individuals.

Currently our fundraising strategies are limited by the information we have on alumni, parents, and friends who give, or have given a charitable contribution, to the foundation, and those alumni who proactively keep in touch with the alumni relations director. 

Fundraising plans and goal setting rely partly on knowing how much financial support is available from those inclined to give it. Each year we are confronted with approaching the same group of major gift donors to increase their giving in order to meet goals and satisfy plans. 

In order to approach new prospective donors, staff needs to understand the individual’s capacity and willingness to make a charitable contribution. The ability to learn this information about each individual prospective donor’s financial capabilities – not just those who are current donors - will enhance the Advancement staff’s ability to increase its fundraising goals, thereby generating more revenue for the college. 

Access to this type of information is available by performing a Market Assessment. There are several vendors who routinely conduct asset assessments by running a client’s pre-selected database records through several large asset indicator databases to find those records that match.

The results are then analyzed by Advancement staff to qualify the matches and then determine which should be further researched or assigned to a gift officer for cultivation, and solicitation.  At the same time, data entry is performed to update those database records with any new information collected by the market assessment.

Impacts 

College Advancement, specifically the prospect manager, gift officers, vice president, and the operations director will be directly impacted. To some extent, the President’s office and the TESC Foundation Board of Governors will be directly affected through their participation in reviewing prospect lists and participating in solicitation visits when appropriate.

Network Computing staff could be indirectly affected with regards to assisting in any trouble shooting strategy associated with the database.

Members of the faculty, deans, and vice presidents will be consulted and invited to participate in solicitation visits.

How this idea/activity fits with core values

The Market Assessment fits neatly within Evergreen’s core values by delivering the possibility of expanding the Foundation’s ability to fully explore its most vital funding sources – alumni.  Throughout their educational career at Evergreen, alumni were expected to participate in their academic experience through personal engagement

collaboration and sharing and by playing multiple, reciprocal and reinforcing roles in their community. Engaging alumni in philanthropic activity is simply an extension of this value.

Additionally the Market Assessment results will deliver the opportunity to explore a more diverse community of funders.  The Market Assessment implementation which will include the cultivation, solicitation and stewardship of new funding sources will strengthen Evergreen’s core values of maintaining a diverse community of students, staff and faculty; innovation; fostering life-long learning opportunities; representing underserved students; and sustaining a thriving safe and healthy campus life by increasing the financial resources that the Foundation provides the College.

How this idea/activity contributes to Evergreen’s long term mission

Evergreen is committed to providing an education to its students by “clearing away the obstacles of learning” (TESC Social Contract).  One major obstacle for both the institution (i.e. faculty and staff) and the student is money.  Diversifying Evergreen’s funding base in the face of restricted state support has been identified as a key issue for the college.  The Market Assessment will help to ease this obstacle to learning while fortifying the private funding resource provided by the Foundation which translates into scholarships for students, and program funds for faculty. 

Through the implementation of the Market Assessment results, new funding resources will be realized. These resources will offer the potential to enhance and expand Evergreen’s long-term mission by establishing relationships with alumni who have the capacity to give and other individuals who have the propensity to make significant gifts to the College through the Foundation.  

Process required to implement – be specific and identify potential barriers

The process required to implement the Market Assessment involves allowing the Foundation’s Prospect Manager and Operations Director to select an outside vendor to perform the Market Assessment after first determining the best time to have the service completed. The prospect manager will determine which records should not be included in the market assessment based on criteria determined by Advancement staff.  She will also prepare a policy and procedures document to address pre-screening work as well as post-screening work. The process also will involve qualifying (making sure the individual returned is the same individual in our database) each “hit” realized by the vendor. This qualifying task will produce a list of those prospects worthy of further research or if no research is needed, assigning to a gift officer, the vice president or the president for cultivation and solicitation work.

A possible obstacle is time. Allowing the prospect manager the ability to re-adjust her workload in order to focus on the assessment results, will ease this obstacle. 

Resources required to implement – include:

Human resources 

Prospect Manager

Student workers (two)

Gift Officers (at least two)

Vice President for Advancement

President

Financial resources

Described below

Facilities/space resources

Prospect manager’s office 

Prospect manager’s computer

At least one additional work station for a student worker, which we currently have.

Vice president’s office for strategy meetings

Time required to implement 

10 – 12 months

Actual screening will take six weeks

Prep time: six to eight weeks

Post screening work:  - 6 to 12 months

     Qualifying Results

     Data entry

     Researching first group of qualified prospects 

     Assigning qualified prospects to solicitors.

Cost to implement – identify one-time vs. on-going costs

One-time cost
$45,000

On-going costs (for a period of up to 12 months)

Pre Screening

$1,500 (Prospect Manager working quarter time on pre-screening work for up to eight weeks).

$760 (student working half time for up to eight weeks)

Post Screening

$12,000 (Prospect Manager’s salary working two thirds time for up to six months)

$4,560 (Temporary worker or student: 19 hours a week @ $10 hour for up to six months)

Total cost  

$63,820*

*The total cost includes the actual cost to the vendor for performing the market assessment, the cost in people hours to qualify the results, perform data entry, prepare hard files, and conduct preliminary research on top qualified prospects.

The total cost does not include those expenses related to cultivation and stewardship of new prospects, which will be performed by the gift officers, vice president for advancement and president.

Financial plan highlighting net revenue projections for 2003-05

It is difficult to determine the net revenue projections for 2003-2005, because all revenue will be at the mercy of an individual’s inclination to make a charitable donation to Evergreen.  Most institutions report the average rate of return is 10 percent. For example if we submit 45,000 records, we should realize 4,500 prospects to be qualified and then 10 percent of those 4,500 to be solicited for major gifts. 

Hypothetically then, if 450 individuals give a gift of $500 in a one-year period, the Market Assessment will have delivered $225,000. However, individual gifts will vary so this should be considered as the lowest estimated dollar return. The potential will exist to bring in gifts from those individuals who have never made a major gift and to upgrade those who currently give, to higher levels of giving.

Net revenue projections for beyond 2005

The Market Assessment will provide the information needed to build relationships for continued future major gifts as well as planned giving opportunities.

