Automated Electronic Outreach System

Business Plan

Submitted by:  Debbie Garrington, Annual Fund Manager



College Advancement

Install automated electronic outreach system, which would include 12 phone lines and 12 computer stations and an automatic dialer.  The Evergreen Annual Fund is the only unrestricted source of funds for the college.   Phonathon, the student-calling program, provides almost half of these unrestricted funds each year.  

The 2002-03 unrestricted goal for the Annual Fund is $300,000.  Installing this system would allow the capability of making twice the number of calls within the same time period that we are currently calling.  (With dedicated space we could also increase our calling period from 6 months to 12 months.)

The outreach system would allow us to increase the annual goal by $50,000 each year over the next 6 years which would increase scholarship and student activity support plus discretionary support for each division of the College.   For example:

	Year
	Goal

	2002-03
	$ 300,000

	2003-04
	$ 350,000

	2004-05
	$ 400,000

	2005-06
	$ 450,000

	2006-07
	$ 500,000

	2007-08
	$ 550,000

	2008-09
	$ 600,000


Evidence seems to suggest that (from consulting with other colleges and universities) the number of contacts we would be able to make and the dollars raised could actually double in the first year.

We are currently developing the RFP with Purchasing Department for bid process after consulting with Computer Services, EME and other colleges and universities who currently own such systems.

The need for additional staff or human resources will primarily impact College Advancement, but also will require some technical support from EME and Computer Services, the level of which will be identified through the RFP.

College Advancement’s Operations Manager and myself are currently meeting with technical work group (Computing, EME, College Advancement and Banner representative) to identify any technical needs or concerns.  We are also working with the Campus Space Committee to identify a dedicated space.  

The outreach system will allow the Foundation and more precisely the phonathon program the ability to fully explore major funding sources with primary emphasis on our alumni and Evergreen parents.  It also allows the opportunity to explore and pursue making direct asks for other restricted purposes such as funds for the library, recreational, faculty research opportunities, academic support, etc.

Time required to implement involves the development of the RFP with anticipation of a go-live date of September 2003 and using the first few months to work out the “bugs”.  

Purchase price of approximately $84,000, which includes purchasing the system, implementation, license and fees and training.  On-going costs associated with the outreach system would include annual license and maintenance fees projected to be approximately $10,000-$11,000 which will be absorbed by College Advancement.

The system will require a dedicated space of approximately 1,000 square feet for calling room.  As previously mentioned, Campus Space Committee is trying to find the space required for this program.

Net revenue projections for 2003- 2005 are to increase the unrestricted funds by $50,000 each year over the next six years.  I have contacted several institutions and the majority of them report that they have doubled their contacts and in most cases their dollars, as well within the first 2 years.  (See testimonials attached.)

Summary

While we have had limited success in contacting approximately 20,000 households, we are currently tracking to exceed the 2002-03 goal of $300,000. As of February 2003, the program has achieved $243,229 of the $300,000 goal representing 81% of the goal achieved. At this point the program is projected to exceed the goal by 15%. If this pace continues we expect to achieve $345,000 this year – with manually calling!

If an automated outreach system were currently in place we may have been able to double the number of contacts and achieve more than $400,000-$450,000 during 2002-03. This is a staggering difference in what we are currently able to achieve and what could be provided to students and the college. 

Institution Testimonials regarding Automation
University of Iowa



System:  Ruffalo Cody Campus Call
Time of automation:  2002 










(I year ago)

Contact:  Ali Sieren, Assistant Director of Annual Giving

“We just automated this fall and use the Ruffalo Cody CampusCall system-we love it! From last year at this time, both our dollars and donors have almost doubled. We have much greater reporting capabilities, which helps us in our mailings and other projects. We are able to segment our calling so that we can send appropriate messages to different groups, making them feel better about the university.”

North Carolina State University

System:  BSR – Smart Call


Time of Automation:  1996

John McBurney, Assistant Director

Additional contact name:  Lenora Kraft, Assoc. Director 

Spoke with John today – they automated about 4 years ago and have been doing Annual Fund for the last 10 years.  They have been able to increase dollars, number of contacts and reduce the calling staff as they can attempt more numbers with fewer paid callers.  (Went from 45 callers to 20 callers, result = salary savings)  They have seen an increase each year in dollars raised through their calling effort.  Calling also sends the message to constituents that the University wants to stay in touch with them and wants to continue to have contact with them.   This message is hard to convey without an automated system because you can’t even begin to attempt to reach everyone in the database.    

BSR has been a wonderful productive tool for fundraising and reporting. 

West Virginia University Foundation

System:  BSR – Smart Call


Time of automation: 2002

Contact:  Andrea Shirey

Because the record keeping and tracking is so difficult in a manual system and because her predecessor didn’t leave any real data for comparison, she can only tell us what she has seen from semester to semester.  Number of contacts have increased, as well as dollars raised.  Last fall semester $350,000 pledged on manual system – this semester with automated system, $700,000 pledged.  Major portion of this increase is due to the automation.  

Reporting and tracking capabilities allow her to see where problems are or where she needs to focus the calling energy and effort in regard to groups, or scripts, etc. 

The Dominion Fund – Old Dominion University

System – BSR – Smart Call


Time of automation:  1996

Contact:  Ashley Privott
Ashley had only good things to say about BSR – she can only speak of BSR because all three of her employments have been at institutions that have BSR – Smart call system.  One of the greatest assets that a automated system can provide is the attempts that can be made of each number.  They have 30 calling stations, originally had 15 stations but recently added 15 more.  Each stations does 200 attempts per hour per station.  Because of new and ongoing technology (Tel-a-zapper, cell phones etc.) contact rates are harder to achieve, and the only way to combat that is to make as many attempts as possible.  A manual system like the one here at Evergreen cannot even begin to compare to the rate of attempts.  Another asset that Ashley spoke high of with an automated system – any system – is the ability to manipulate your lists for calling.   The system allows her the flexibility to manipulate data in five minutes and as much as she desires.  Better results can be achieved with your dollars raised with the flexibly to change data lists, change callers; add preferred lists or numbers to a calling shift at a moment’s notice.  This manipulating can work in both emergency or disaster situations as well as great wonderful times.  For instance, during 911 times, the system merely took out anyone living in New York or any given zip code range in that 5 minutes time.  A manual system relies on their database query to eliminate the zip code range, but cannot be assured that a duplicate record or spouse’s record won’t slip through.  If numbers (forms) have already been generated, then the only way to remove them from the group without scrapping the whole group is to manually go through the forms and pull them out.  Example:  When the University’s basketball team made the finals, they were able to call alumni living in the zip code range that the final game was being played to share the news and invite them to attend the game.  

Brigham Young University

System:   Moonfire – Dial Vision
Time of Automation:  1995

Contact:  Heidi Brady


Automated in the summer of 1995 with 24 calling stations.  The institution recovered the cost of the system within the first year.  The productivity of the floor increased greatly, and they saw both positive results in the number of contacts and dollars raised. 

University of Dayton

System:  Tel-Achena



Time of Automation:  98-99

Contact: Deborah Schroeder, Telefund Manager

First year was spent learning the systems, working out the bugs, and dealing with technical issues.  Second year of calling began to see increases (almost doubled) in both dollars and number of contacts, or completed calls.    Telefund Manager would not recommend this system – does recommend automation, but this is an old system and there are much better products on the market now. 

Central Washington University

System:  Moonfire – Dial Vision
Time of Automation:  1997

Contact:  Mike Smith

Automated in 1997 to Moonfire.  The first year doubled their donors and their dollars.  Totally recommends it and has only good things to say about the system.  He says he recommends it even more now that they have a web version that is really useful.

University of Montana


System:  Ruffalo Cody Campus Call
Time of Automation:   Fall 99

Contact:  Kathy Schaub, Director Annual Fund

Automated in Fall of 99 with Moonfire, Dial Vision, but switched to Ruffalo Cody Campus Call in Dec. 1999, and were up and running by Jan. 2000.

The productivity increased, as did their number of contacts and dollars.  They were able to reach folks they hadn’t been able to reach in years due to the automatic dialer. 

