 [01/15/2015 2:00:49 PM] Caroline Barnes: Hi everyone! It's 2pm, so let's go ahead and get started!  Today we're discussing opportunities in CRM.
[01/15/2015 2:00:59 PM] Caroline Barnes: Let's kick off by having everyone share your name, organization and role with the group:
[01/15/2015 2:01:12 PM] Kelly Dvorak: Kelly Dvorak, the Salvation Army Eastern Territory
[01/15/2015 2:01:35 PM] Mary Ann Wrana: Mary Ann Wrana, BA, Simon Fraser University
[01/15/2015 2:02:05 PM] Caroline Barnes: Hi Kelly and Mary Ann!  Good to see you both here.
[01/15/2015 2:02:17 PM] Caroline Barnes: We've got a few people working on getting in - just a moment :)
[01/15/2015 2:02:36 PM] Kami Ward: Kami Ward, Associate Director - Information Systems, The Nature Conservancy
 [01/15/2015 2:02:51 PM] Ivana Plesnivy: Ivana Plesnivy, Simon Fraser University
[01/15/2015 2:03:14 PM] Caroline Barnes: @ivana - hi!
[01/15/2015 2:03:18 PM] Caroline Barnes: @kami - hi!
[01/15/2015 2:03:22 PM] Bryan Mullin: Bryan Mullin, Lead Training UC San Diego
 [01/15/2015 2:05:38 PM] Rebecca Fullmer: Becky Fullmer, Assistant Director of Prospect Management, The Ohio State University
[01/15/2015 2:06:02 PM] Caroline Barnes: ok everyone!  before we start - one ground rule.  if you're responding to someone's specific question or comment, just start with the @ symbol and their name.
[01/15/2015 2:06:12 PM] Caroline Barnes: so if you're responding to me, just say @caroline first - that way, we can keep track
[01/15/2015 2:07:02 PM] Caroline Barnes: let's get started!
[01/15/2015 2:07:10 PM] Caroline Barnes: does anyone have any questions that you'd like to start out with?
 [01/15/2015 2:07:34 PM] Kelly Dvorak: @all - anyone have any best practices for opportunities they want to share?
 [01/15/2015 2:08:01 PM] Ellen Morrissey: Ellen Morrissey, Business Analyst & Database Specialist at Davidson College -- just now working on CRM implementation.
[01/15/2015 2:08:13 PM] Caroline Barnes: @ellen - welcome :)
[01/15/2015 2:08:15 PM] Kami Ward: @all - just curious if anyone uses the opportunities as is? or if you made modifications?
[01/15/2015 2:08:20 PM] Cindy Bond: Cindy Bond, Univ of GA
[01/15/2015 2:08:40 PM] Kelly Dvorak: @all - at the Salvation Army Eastern Territory we use the opportunities as is... no customizations
[01/15/2015 2:09:17 PM] Leon Harrell: Leon Harrell - University of Illinois Foundation
[01/15/2015 2:09:31 PM] Mary Ann Wrana: Yes, we use opportunities to track when an ask is going to be made and at what stage it is at. We don't have any customizations although we've had users wanted us to change the order of the status.
[01/15/2015 2:09:41 PM] Kami Ward: @all - for example, coming out of Team Approach, our fundraising team was disappointed about not having an expected amount field (rather than the percentage). Expected ask amount is not the same thing.
[01/15/2015 2:09:50 PM] Rebecca Fullmer: @all we use them as-is ... though we would really like to be able to change the options for opportunity status.
[01/15/2015 2:10:15 PM] Rebecca Fullmer: @all we'd also love to see an expected close date field in there!
 [01/15/2015 2:11:23 PM] Mary Ann Wrana: @ Rebecca - we've also had requests from users for the options to change or at least the wording. We've started using status unqualified to mean that we're iffy about the ask amount and qualified to mean we know what the ask amount is going to be.
[01/15/2015 2:12:11 PM] Nancy Roe LaDuke Green: Hello anyone in here
[01/15/2015 2:12:21 PM] Kami Ward: @all - do you go through and change the status each time - not sure we'll get that level of data entry (i.e. to ever use response pending?).  How else do you define the statuses?
[01/15/2015 2:12:35 PM] Rebecca Fullmer: @Mary Ann ... yes ... we use it similarly in theory ... but I think sometimes DOs accidentally choose it because it is the first one listed. So we don't always trust unqualified!
[01/15/2015 2:12:37 PM] Barbara Laane: Hi this is Barb Laane, Technology Programs Manager, Feeding America.
 [01/15/2015 2:13:10 PM] Kelly Dvorak: We use unqualified to mean we need to do more work to ensure we are going to ask; we use qualified to mean we are going to ask them.  Due to workload, we enter very few “unqualified”.  We generally don’t add them until the opportunity is qualified.
 [01/15/2015 2:13:33 PM] Mary Ann Wrana: @ Rebecca - yes, we don't always trust it a 100% either because of the order
[01/15/2015 2:13:45 PM] Kristen Tuttle: Kristen Tuttle, Davidson College
[01/15/2015 2:14:11 PM] Rebecca Fullmer: @kami we train DOs to enter response pending when they think the donor may take some time before responding, or if there is expected to be a negotiation on gift terms. They are motivated to do this because part of their metrics are asks made ... and a status of response pending will give them that credit.
[01/15/2015 2:14:16 PM] Kami Ward: @Kelly - I was thinking too it would be rare we get unqualified in there too, i think we are defining it as a "i think we might ask thing" which i doubt they put in until they have to (which implies qualified)
[01/15/2015 2:14:35 PM] Susan Arrington: Susan Arrington from JA USA is here
[01/15/2015 2:14:49 PM] Kelly Dvorak: @Kami  agreed... and people are too busy to enter the data
[01/15/2015 2:15:06 PM] Mary Ann Wrana: @ Kami We do hope that our fundraisers change the status as this gets reported to our VP and helps us know where we're at with our fundraising. It's hard in practice though.
[01/15/2015 2:15:10 PM] Nancy Roe LaDuke Green: Nancy Green JA USA
[01/15/2015 2:15:26 PM] Kelly Dvorak: We have custom reports that report out goals/revenue received.  We then also use queries extensively to report out activity on the opportunity records including; expected/ask/accepted/received.  This encourages fundraisers to enter the correct status because we don’t include “unqualified”…
[01/15/2015 2:15:35 PM] Leon Harrell: @caroline, this may be off topic, but is there any way someone from BB can send me an example copy of a bb crm "email alert" so i can preview one? We are still setting up our system and I can't generate one yet but will need to complete a project soon about how they work.
[01/15/2015 2:16:24 PM] Shellie Jeske: Shellie Jeske - University of Illinois Foundation
[01/15/2015 2:16:34 PM] Rebecca Fullmer: @caroline @leon I'd also be interested in seeing something like that
[01/15/2015 2:16:39 PM] David Castillo: David Castillo - Weill Cornell Medical College.
[01/15/2015 2:17:59 PM] Kami Ward: @Kelly, Mary Ann - yeah, we're still working through some report design, so we'll see how it shakes out and the importance of status, I imagine we would lump response pending in with qualified as a projection. Do you have to change it to accepted or do you just let the revenue do the talking then?  I wonder if they would go change that, I figured at that point we just assume presence of revenue = accepted
[01/15/2015 2:18:01 PM] Kelly Dvorak: @all - how is everyone using opportunity type... purpose of gift, type of gift, level of prospect in caseload?
[01/15/2015 2:18:05 PM] Caroline Barnes: @leon - for email alerts - are you looking for more of a visual, what they look like?  or information about how to set them up?
[01/15/2015 2:18:39 PM] Kelly Dvorak: @Kami - I'm not sure... it may change to accepted when the revenue is associated...
[01/15/2015 2:18:50 PM] Leon Harrell: @caroline, yes just a simple visual example. I have read all about them but just can't make then yet.
[01/15/2015 2:19:10 PM] Kami Ward: @Kelly - yeah, I have to look again, my very fuzzy memory was thinking it didn't  :)
[01/15/2015 2:19:14 PM] Ivana Plesnivy: @all - I'd be interested to know if you link the revenue record back to the opportunity
[01/15/2015 2:19:18 PM] Rebecca Fullmer: @all do you typically have multiple opportunities allowed per plan, or try to limit one opportunity per plan? I know 4.0 will allow solicitor credit at the opportunity level rather than just at the plan level, so we are thinking about the implications there. We currently try to limit to one opportunity per plan.
[01/15/2015 2:19:21 PM] David Castillo: @Leon - You'll need to configure Database mail in SQL before testing CRM email alerts.
[01/15/2015 2:19:41 PM] Kami Ward: @Kelly - right now (we aren't live yet) but we have configured for opportunity type for fundraising: annual, major, planned gift, principal.
[01/15/2015 2:19:54 PM] Kami Ward: plus some stuff our cause marketing team is doing
[01/15/2015 2:20:01 PM] Leon Harrell: @david.castillo.weill - Thanks, i will have to get my IT dept to do that part.
[01/15/2015 2:20:05 PM] Rebecca Fullmer: @kami @kelly ... we don't currently link revenue to opportunity but might soon start that. Who does this in your shops? Does gift processing handle that linkage?
[01/15/2015 2:20:10 PM] Kelly Dvorak: @Kami - for reporting you may also want to incorporate prospect status into your opportunity reporting... if you use prospect status to differentiate between caseload types
[01/15/2015 2:20:21 PM] Lindsay Thompson: Lindsay Thompson-- University of Illinois Foundation
[01/15/2015 2:20:25 PM] Caroline Barnes: @leon @becky - yep, I'll see what I can come up with and get back to you on that!
[01/15/2015 2:20:29 PM] Kelly Dvorak: @rebecca - linkage is done by the fundraising admin staff
[01/15/2015 2:20:40 PM] Leon Harrell: @caroline - thanks so much
[01/15/2015 2:21:01 PM] Nancy Roe LaDuke Green: @rebecca..at JA the linking is almost always done by the revenue data entry staff
[01/15/2015 2:21:02 PM] Kami Ward: @Rebecca - yes, during gift entry we will require them to associate the opporunity to award the solicitor credit - are you saying you don't do that? use the opportunity to let the system default the solicitor credit?
[01/15/2015 2:21:15 PM] Mary Ann Wrana: @ Kami - yes, revenue received = accepted and I know we try to generate reports on how the revenue links back to the opportunity. Mostly the way opportunities are used is to help the fundraiser keep track of what they plan to do.
[01/15/2015 2:21:38 PM] Kelly Dvorak: @rebecca - one limitation of the software is you can only have one qualified opportunity per plan... not sure how 4.0 is, but it does cause challenges.  We require fundraisers to either create a new plan OR keep an opportunity in the unqualified status (which they then won't get credit for until the gift comes in)
[01/15/2015 2:22:17 PM] Kami Ward: @Kelly - we didn't find a good use for prospect status, so right now it just has one entry (no interest in TNC)
[01/15/2015 2:22:50 PM] Mary Ann Wrana: @ Rebecca - our donation processes link the opportunity through a designation once a donation is received
[01/15/2015 2:23:03 PM] Kelly Dvorak: @rebecca - let me clarify... if the revenue entry staff know the gift is associated iwith an opportunity they will do it.  95% of the time, they don't know and then its the fundraising admin staff's responsibility keep the opportunities up to date (including association of revenue)
[01/15/2015 2:23:49 PM] Rebecca Fullmer: @kami ... we haven't historically linked revenue at all and have metrics reporting based on what gift officers self-report via opportunity status. So we train them on the standards for that but at the end of the day it's a bit of an honor system. We are now looking into making the linkages though.
[01/15/2015 2:24:20 PM] Rebecca Fullmer: @kelly - yeah I think 4.0 will allow more than one qualified opportunity, which changes the game a bit
[01/15/2015 2:24:22 PM] Kami Ward: @Kelly - we will be concentrating on the stage of the main plan (we are only allowing one open relationship managed plan) for reporting which is generated from the steps.
[01/15/2015 2:24:38 PM] Caroline Barnes: @kelly @becky - checking 4.0 now!
[01/15/2015 2:24:59 PM] Kami Ward: @Rebecca - interesting. Our field offices do their own major gift entry, so they will always know :)
[01/15/2015 2:25:13 PM] David Castillo: @all how does one track the following scenario with opportunities?: 

1.       We plan to ask the donor for $10 million (“expected ask amount”)
2.       We actually ask the donor for $10 million (“ask amount”)
3.       In December:  the donor says “I’m not going to give you $10 million, that’s too much for me.  I will give you something less.”
4.       In April, the donor decides and says he will give us $2 million (“accepted amount”)
5.       In June, he signs his pledge agreement (revenue booked)
[01/15/2015 2:25:26 PM] Kami Ward: @Caroline - i think 4.0 does... I think I remember being happy about that :)
[01/15/2015 2:26:09 PM] Kelly Dvorak: @David - thats how we would track that scenario as well
[01/15/2015 2:26:29 PM] Caroline Barnes: @kami - you're right! thank you! @becky @kelly - double checked, we can definitely have multiple opportunities :)
[01/15/2015 2:26:46 PM] David Castillo: @Kelly do you track "expected amount"?
[01/15/2015 2:27:12 PM] Kami Ward: @becky, kelly, caroline - yes,multiple qualified opportunities - as we wanted to have in the same plan both the major ask and their standard annual ask
[01/15/2015 2:27:18 PM] Kami Ward: so we were glad
[01/15/2015 2:27:18 PM] Kelly Dvorak: @David, we track expected date/amount, actual ask amount/date, response date/amount
[01/15/2015 2:28:12 PM] Nancy Roe LaDuke Green: @David..once the pledge agreement is signed a pledge goes into BCRM and is attached to the opportunity by the revenue data entry person
[01/15/2015 2:28:15 PM] Kami Ward: @David, Kelly - we ended up adding attributes and displaying them on the form to get to expected amount/date
[01/15/2015 2:28:28 PM] David Castillo: @Kelly, in other words: We're not expecting $10mill, but $2mil.  You do it by attaching the opportunity to the revenue?
[01/15/2015 2:29:23 PM] David Castillo: @Kami, I see. So you attach the opportunity to the revenue transaction.  Correct?
[01/15/2015 2:29:33 PM] Kelly Dvorak: @all - it would be great if there was another tab on the plan for outright gifts that were not expected.  They don't fit on as an opportunity (no ask), they aren't planned gifts, but they are received as result of the plan.We find fundraisers constantly retro-entering opportuntiy records after the gift comes in in order to associaate a gift to the plan..... anyone else have a need for something like this?
[01/15/2015 2:29:55 PM] Kelly Dvorak: @Kami - what version are you on?
[01/15/2015 2:30:02 PM] David Castillo: @Kami and you added an attribute?  What kind of attribute?
[01/15/2015 2:30:10 PM] Kami Ward: @David, yes - during revenue entry, you can search for the opportunity and add it, it becomes the "source" for the revenue then and will add the solicitor credit based on the primary manager of the plan the opp is on
[01/15/2015 2:30:15 PM] David Castillo: @Kami rather, what type of attribute?
[01/15/2015 2:30:16 PM] Mary Ann Wrana: @ David I think we'd do the following for tracking the activity you described in your opportunity
[01/15/2015 2:30:19 PM] Kelly Dvorak: @David,what version are you on?
[01/15/2015 2:30:23 PM] Mary Ann Wrana: @ David
[01/15/2015 2:30:35 PM] Mary Ann Wrana: @ David   1. 10 million is entered as the expected ask amount and status=unqualified
2. 10 million is entered as the expected ask amount and status=qualified 
3. In Dec. we would add a comment about the $10 million being too much
4. In April, we would add $2 million as the Accepted amount
5. In June, Donations would fill in the details of the pledge and link it through the designation to the opportunity.
[01/15/2015 2:30:37 PM] Kami Ward: @David - an opportunity attribute
[01/15/2015 2:30:43 PM] David Castillo: @all . We're on 3.0 SP 9
[01/15/2015 2:31:17 PM] Kami Ward: @Kelly, David - we are now testing on 4.0 to go live around Aug/Sep
[01/15/2015 2:31:37 PM] Kelly Dvorak: @Kami, David...We're on 2.94 and testing 4.0 right now
[01/15/2015 2:32:00 PM] David Castillo: @ Thanks all - wonderful that you're testing.  ;)
[01/15/2015 2:32:56 PM] David Castillo: @all do share details on your testing and upgrades to 4.0 - I'm in the process of building an instance.
[01/15/2015 2:33:59 PM] Kelly Dvorak: @all - how do you associate gifts to a plan that don't come through an opportunity or a planned giving record.  Does anyone associate these gifts?
[01/15/2015 2:34:16 PM] Kami Ward: @all - we are then just allowing that one solicitor credit from the opportunity for our "main" credit assignment. We credit other stuff via recog credits.  Does anyone use multiple solicitor credits? We needed a way to "tell them apart" - thus enforcing there can be only one of these and other types of credit are under recognition heading (though will be trickier for assocation of business units - but another story)
[01/15/2015 2:34:39 PM] Mary Ann Wrana: @ all I like Kelly's idea of having another place to record gifts that are not opportunities but are the results of fundraising activities. Is anyone recording this information now? And how?
[01/15/2015 2:35:03 PM] Kami Ward: @Kelly - we are going to have a global change running that will award solicitor credit to those gifts "outside" the plan/opportunity
[01/15/2015 2:35:04 PM] Caroline Barnes: @david - I just added a session on the schedule for discussion about upgrading to 4.0 so that those working on it can share - that'll be Feb 5th :)
[01/15/2015 2:35:11 PM] Kami Ward: as we have major donors that give on the web for example
[01/15/2015 2:35:23 PM] David Castillo: @caroline - thank you!
[01/15/2015 2:35:46 PM] Rebecca Fullmer: @kami since we use the plan/opportunity to drive metrics, we use secondary solicitors to get secondary credit for the gifts as well. So our activity reports show them both dollars raised as primary, and dollars raised as secondary
[01/15/2015 2:35:50 PM] Kelly Dvorak: @Kami - We actuallt don't use solicitor credit fields often (one way only).  What we do is..on the plan, we use the primary manger field to give "hard credit" and the secondary mananger field to give "soft credit"
[01/15/2015 2:36:00 PM] Kami Ward: @Kelly - at the end of the day, our reporting will rely on these solictior credits
[01/15/2015 2:36:49 PM] Kelly Dvorak: @Kami - We run a script to feed the revenue solicitor credit field for gifts that come in but didn't get assocated to an opportunity.  Not sure if this is helpful or not, but I can share it with you
[01/15/2015 2:37:58 PM] Kelly Dvorak: @Kami - our reporting basically looks at "gifts that come through a plan OR have the revenue solicitor credit field populated" (the revenue solicitor credit field though is never data entered, its only entered by the script we run
[01/15/2015 2:38:15 PM] Rebecca Fullmer: @kelly I would love to see this as well (the script to feed solicitor credit). What is the process for gift officers ... do they have to "request" this credit?
[01/15/2015 2:38:23 PM] Kami Ward: @Kelly - thanks, believe we are just writing something ot assign the solicitor credit based on the prospect manager, but would love to see what you have!
[01/15/2015 2:38:57 PM] Kelly Dvorak: @Rebecca - the CRM team runs it once a month for all fundraisers 1 day before they pull their production credit reports.  Send me your email and I'll send the script
[01/15/2015 2:39:10 PM] Rebecca Fullmer: @kelly - great. Thanks!!
[01/15/2015 2:39:12 PM] Kelly Dvorak: @Kami - send me your email
[01/15/2015 2:39:17 PM] Kami Ward: @Kelly - I see, I think we'll be heavily dependent on that solictor credit being there so will be monitoring it closely to ensure it is working
[01/15/2015 2:39:29 PM] Kami Ward: @Kelly - kami_ward@tnc.org
[01/15/2015 2:39:49 PM] Rebecca Fullmer: @kelly ... fullmer.11@osu.edu
[01/15/2015 2:40:32 PM] Kami Ward: @Caroline - sounds like there are others interested in this "expected amount" concept - is that in the idea bank? :)
[01/15/2015 2:40:41 PM] Caroline Barnes: @kami - checking!
[01/15/2015 2:41:52 PM] Kami Ward: @Caroline - guessing it was the intention of the "likelihood" (like ask amount of $1mil plus likelihood 75% = expected amount of 750K) but they like to enter in an amount.
[01/15/2015 2:42:30 PM] Kami Ward: and see likelihood as a slightly different concept
[01/15/2015 2:42:41 PM] Kelly Dvorak: There is an expected amount field on the opportunity
[01/15/2015 2:43:06 PM] David Castillo: @Kamy my peeps agree.
[01/15/2015 2:43:33 PM] Kami Ward: @Kelly - it is an expected ask amount as in my expected ask amount is $1mil, my expect amount is $500,000
[01/15/2015 2:43:43 PM] Kami Ward: it is the latter they want :)
[01/15/2015 2:43:55 PM] Caroline Barnes: @kami - that makes sense.  I don't see anything in IdeaBank around a specific expected amount.  checking "likelihood" now too
[01/15/2015 2:43:56 PM] Kami Ward: @Kelly is that what you meant?
[01/15/2015 2:44:57 PM] Kelly Dvorak: @Kami - we use the expected ask amount as "we expect to ask this amount"... we use ask amount to document what we did ask for and then the response amount is what we got.... I haven't heard of anyone asking for another date field from here
[01/15/2015 2:45:31 PM] Kami Ward: @Kelly - sure, i think b/c they have it that way in TA, it is important to keep it like that...
[01/15/2015 2:46:42 PM] Caroline Barnes: @kelly @kami - so the difference is really between what you expect to ask for, versus what you actually expect to get
[01/15/2015 2:47:12 PM] Caroline Barnes: @kelly @kami - and it would be nice to have "what you actually expect to get" as a dollar amount, not a percentage - right?
[01/15/2015 2:48:04 PM] Kelly Dvorak: @all - I gotcha now...I understand the distinction.  The missing field helps to forecast
[01/15/2015 2:48:05 PM] David Castillo: @caroline my folks are dying over a place to store this info.
[01/15/2015 2:48:15 PM] Kami Ward: @Caroline - yes that is what they wanted and we put in an attribute for as they see it as slightly different from likelihood
[01/15/2015 2:48:36 PM] Caroline Barnes: @david @kami @kelly - ok - who wants to add it to IdeaBank?  Once it's in, I can add it to my summary and follow up email so we can promote it to others :)
[01/15/2015 2:48:48 PM] Rebecca Fullmer: @all I agree and expected amount would be nice to have. Also, since there is no field for expected close date we are exploring ways to get at this in other ways for forecasting purposes ... potentially by looking at our historical data to see if we can make reasonable predicitions. Has anyone tried anything like this?
[01/15/2015 2:48:48 PM] Kami Ward: like I expect to ask for $1 million, I expect to get $750,000, I am 90% sure this will happen
[01/15/2015 2:49:37 PM] Kami Ward: @Caroline - I can try, I've never put an entry in (and get the wording right with the fundraisers) :)
[01/15/2015 2:50:23 PM] Caroline Barnes: @kami - ok - give it a shot.  Just add as much detail and context as you can - the more the product managers understand the story behind the request/need, the better.
[01/15/2015 2:50:42 PM] David Castillo: @kami - (clap)
[01/15/2015 2:50:55 PM] Kami Ward: @Rebecca - I think our team did some adhoc analysis on this, I can ask my colleague and have her forward any insights if I'm remembering correctly...
[01/15/2015 2:50:55 PM] Caroline Barnes: @kami - if you have any trouble, message me and I can help out.
[01/15/2015 2:51:05 PM] Rebecca Fullmer: @kami, thanks!
[01/15/2015 2:51:18 PM] Kami Ward: @Caroline - ok! will do!
[01/15/2015 2:52:17 PM] Caroline Barnes: @becky - worth adding expected close date as a suggestion to IdeaBank as well.  I can share it if you post it!
[01/15/2015 2:52:46 PM] Rebecca Fullmer: @caroline - OK. Will do! I might also sneak in there the ability to customize opportunity status :)
[01/15/2015 2:53:52 PM] Caroline Barnes: @becky - it seems like there are a lot of little things like that that you guys would like tweaked.  definitely add them and pass the links to me so I can share them.
[01/15/2015 2:54:17 PM] Rebecca Fullmer: @caroline Thanks!
[01/15/2015 2:55:38 PM] Caroline Barnes: @becky - of course!
[01/15/2015 2:55:55 PM] Caroline Barnes: @all - ok, we've got 5 minutes left.  any other questions that you guys want to bring up?
[bookmark: _GoBack][01/15/2015 2:56:36 PM] David Castillo: Thanks for the feedback everybody! Looking forward to the transcript!
[01/15/2015 2:56:52 PM] Nancy Roe LaDuke Green: Does anyone on this call have trouble getting DO to use prospects/plans and opportunities
[01/15/2015 2:56:59 PM] Caroline Barnes: @david - thanks for joining!
[01/15/2015 2:57:03 PM] Nancy Roe LaDuke Green: we seem to be struggling
[01/15/2015 2:57:18 PM] Vicki Goodwin: I have a quick question to the group if there is time- If an opportunity is entered for $10,000
Payment comes in from a third party that is for $25,000 and includes other payments as well.
How do you pay off that Opportunity?
[01/15/2015 2:57:55 PM] Nancy Roe LaDuke Green: @Vicki..you can show an additional donation in the commitment window...
[01/15/2015 2:58:26 PM] Caroline Barnes: @nancy - I seem to remember people mentioning that it's tough because DOs are on-the-go so much of the time
[01/15/2015 2:58:36 PM] Barbara Laane: @All, sorry I came in late and had some other items that just came up.  We split the gift; $1000 would go for the opportunity and the remainder goes to non restricted funds as a sepaate gift.
[01/15/2015 2:59:26 PM] Vicki Goodwin: Thank you.  That will work assuming the remainder isn't for another opportunity.  In that case I guess we'd just have to enter 2 transactions.
[01/15/2015 2:59:37 PM] Nancy Roe LaDuke Green: @Caroline..that is part of it..i also think that a lot of FR aren't used to structured processes
[01/15/2015 3:00:16 PM] Barbara Laane: @all.  Thanks.  I need to run to another meeting.
[01/15/2015 3:00:28 PM] Nancy Roe LaDuke Green: @vicki..well if the original opportunites went in as pledges..you can associate one payment to multiple commitments
[01/15/2015 3:00:30 PM] Caroline Barnes: @barb - thanks for joining!
[01/15/2015 3:00:45 PM] Nancy Roe LaDuke Green: @all Thanks so much have a great day
[01/15/2015 3:01:48 PM] Caroline Barnes: @nancy - that makes sense.
[01/15/2015 3:02:23 PM] Caroline Barnes: @all - ok - have a great afternoon!  Thank you all for joining.  Next week - I'm going to do a walkthrough of configuring Exchange Integration - see you there!!
[01/15/2015 3:03:18 PM] Kami Ward: @all - expected amount is in the idea bank!
[01/15/2015 3:03:26 PM] Kami Ward: (i think)
[01/15/2015 3:03:56 PM] Caroline Barnes: @kami - did I totally miss it?  what's the link?
[01/15/2015 3:04:44 PM] Caroline Barnes: @kami - haha oh - it's in there because you just added it!  thank you for doing that :)
[01/15/2015 3:04:47 PM] Caroline Barnes: @all - here's the link:
[01/15/2015 3:05:03 PM] Caroline Barnes: http://bbecfeedback.uservoice.com/forums/23106-crm-feedback/suggestions/6968673-add-an-expected-amount-field-to-opportunities
[01/15/2015 3:05:24 PM] Caroline Barnes: @kami - that describes it really well, I think. I'll add it to my summary and follow up email!
[01/15/2015 3:05:50 PM] Kami Ward: @Vicki - you should be able to pay two separate opportunities with one transaction when you split the application...
[01/15/2015 3:07:47 PM] Vicki Goodwin: @kami - Thanks - we are just starting to use opportunities for grants so I was asked to bring up that question.

