MEMO

To: Chuck Wright

From: Bill Bole

Re: Telefund Automation (February 14, 2001)
Automating our telefund with “SmartCall,” or another system, would improve our efficiency and overall effectiveness in contacting prospects for the Annual Fund.

· With more time spent on contacts and less time documenting “call backs,” we can expect marked increases in the annual fund numbers (pledges and dollar amounts). Currently, we spend between 40-60% of our time calling and documenting non-contacts.

In addition, automation of our telefund will allow us to improve the quality of our calls. 

· Easily programmable and accessible information will allow student callers to update prospects on current events on campus. Files in SmartCall can be updated with stats from the “big win over Georgetown”, groundbreaking of a new building, admissions stats,etc.

· Address changes can be made directly into the system, but verified by a supervisor before being placed into the central database, Banner. 

· Pledge letters can be immediately generated with a personalized salutation and a reminder of the specific dollar amount of the pledge. These letters are stored in a file until the supervisor can check them for quality purposes (ie. Mistakes like a student spelling the prospect’s name in all caps, etc…) These letters look much more professional than the pledge cards we currently use. 

SmartCall, or another automated telefund system, will allow us to generate reports that can be used to track trends in our calls – making our calling MUCH more efficient. 

· As an example, some time ago, “X University” realized that their gifts from graduates of the Business School from the classes in the 1950s and into the 1960s were down. They tracked these numbers in SmartCall. Upon investigation they found that many classes in that era did not receive diplomas, but merely certificates of course completion. Consequently, many graduates had difficulty finding jobs right out of school. “X University”  was able to restructure their call-schedule to deal with that situation.

· While this type of tracking can be currently done using Banner, the report generator in SmartCall runs in realtime, is easily accessed, and can lead to an immediate change in our calling strategy. Supervisors can change a caller’s prospect pool immediately. We would not have to wait for the generation and printing of thousands of new pledge cards.  

Automation will also allow us to more closely monitor student-callers’ quality of work. 

· The report generator available with SmartCall also allows the supervisor to easily graph an individual caller’s results, including contacts, pledges, no answers, rejections, unspecified pledges, etc, allowing supervisors to more easily ferret out who is struggling and give them the appropriate attention. 

· If the student is struggling with a certain segment of prospects, the supervisor can easily manipulate the system to have the student begin calling a different prospect segment – change the caller’s list from “Reunion Non-Donors” to “3 Year Renewals,” for instance. This can, literally, happen with a few clicks of a mouse.

In general, there is also something to be said for updating our outreach technology before we “miss the boat.” 

· Outreach technology, such as SmartCall and other systems, seems to be at a point where it has already proven its effectiveness over time, but innovations in the technology are surely still to come. The sooner we can enter the mix, the more progressive we can become in the immediate future. 

· As our alumni, parent, and university friend base continues to grow, we will reach a point where we will have no choice but to automate our telefund. 

If it is financially possible, it would be wise to do it while we still have time to acclimate ourselves to the system with a manageable prospect base.
