CRM Skype Chat – Summary
Prospect Management – 10/27/14

Attendees:

Cindy Bond – University of Georgia
Reane Travis – UNC – Chapel Hill
Sam Lufi – American Bible Society
Shellie Jeske – University of Illinois Foundation
Brett Wawrzynek - University of Illinois Foundation
Tanya Crowe – University of Georgia
Clare Cooley – University of Georgia
Kelly Dvorak – The Salvation Army Eastern Territory
Nancy Green – Junior Achievement
Kami Ward – The Nature Conservancy
Leon Harrell - University of Illinois Foundation
Becky Fullmer –Ohio State University

1.  Sam: How do others manage prospect stages (interactions, plans, prospect status)?
a. Nancy: They designed their stages around the moves management series of steps
2. Reane: How do others use stages on plans?  How do others coordinate plan stages with opportunity/prospect status?
a. Kami – they’re not going to use the Prospect status field.  They left a “No interest” value there, but their disqualification process depends on other things
b. Kami – the stage updates according to the next “Pending” step, that’s going to be their main indicator
c. Kami – they have a few different plan types, but their main plan is a specific type – one per prospect, required by anyone with a prospect manager
d. Kami – anyone with a prospect manager is out of the “membership pool” and in the “development pool”
e. Kelly – they look at the prospect and opportunity status together, but there is nothing linking them together.
f. Kelly – the plan status is dependent on the steps within the plan.  Each step has a stage and the plan looks at the latest step to determine the plan stage.
g. Cindy – they met with the central development office and several officers to get direction on setting up plans.  They have several types and each has a number of different stages.
h. Becky: 
i. Prospect status = overall status of prospect (assigned to manager or not, etc.)
ii. Opportunity status = response to the solicitation
iii. Plan stages = where they are in development of that specific gift conversation
3. Sam: Do the built-in solicitor reports have enough information for management meetings?
a. Kelly – the reports don’t provide everything in one place.  They use query to build reports to the fundraisers on their activity.
b. Becky – mostly, yes.  They have custom reports to allow for “movement” of a prospect to happen outside of the plan stages.
4. Sam: How do others indicate when a lead is identified by research and is waiting for an initial visit?  Is that constituent immediately assigned to an officer?
a. Reane: they track ratings by the research department with the prospect status field.  
b. Reane: They have a template for a qualification plan that includes 6 steps: 
i. Contact prospect
ii. Visit prospect
iii. Follow up/thank you/acknowledgement
iv. Request research
v. Asses inclination
vi. Create giving plan
c. Becky: They use a prospect status of “Suspect” for qualified leads.  They have an open pool of suspects without assigning them to a specific officer.  They’re discussing how to handle assignment of suspects.  
d. Nancy: They use a constituency of “Suspect” and add a prospect plan once the relationship is started.  When the plan is added, the Suspect constituency is end-dated.  Maybe once discovery is finished they can put a plan on the record.  
e. Kami: They have a plan type for “Suspects” because they wanted fundraisers to be able to plan and record steps taken.
i. Sam: They use a plan for suspects but it doesn’t seem to be helping move prospects along
f. Becky: A suspect can be qualified via an in-person visit from a fundraiser.  Once that’s documented, the fundraiser can request the assignment.  Prospect management approves the assignment.  (She can share this with Sam via email)
5. Kami: Has anyone found the prospect templates useful?
a. Sam: He finds the templates cumbersome and tends to manually enter each next step as it makes sense.
b. Kelly – they use them for standardization across multiple sites.  Users have to customize (add/delete steps).  It’s good because templates require certain steps to be completed, regardless of location or fundraiser
6. Reane: Do others allows fundraisers to add prospects and assign plans or is it centralized?
a. Nancy: Fundraisers can add and manage their own plans
b. Kelly: Fundraisers  can add and manage their own plans.  They have a central process for adding new prospects to a caseload.  
c. Sam: They manage prospects and plans centrally, but mostly because the field staff tends to eschew technology
7. Kami: Do others use the in-system research request functionality?
a. Reane: Yes, it seems to work well.  Her researchers did not like the option to add multiple constituents to one request, so they’ve asked users to do one request per constituent until they can build a customization that prevents multiples.
i. Kelly: In 2.94 there’s an Individual requests tab that separates each request
ii. Sam: He’s on 3.0 and still has trouble with this – if he’s completed one individual request from a group and the others aren’t going to be completed, he has to enter each one individually and then cancel it.  There’s no bulk status change.
b. Sam: He likes the functionality – it makes tracking and reporting easy.
c. Cindy: Users seems to have no problem with the request functionality
8. Kelly: Has anyone created any custom reports or queries to give fundraisers information that has helped them in their process
a. Reane: They have several custom reports so they can see the total pipeline across campus as well as specifics for fundraisers’ departments and themselves.  However, it doesn’t show the assignment on the main request.  The reports are generated in CRM and exported to a SharePoint site for fundraisers.  Some are emailed to fundraisers daily or weekly.
b. Tanya: They’ve customized the Prospects and Plans tab to add additional fields.  They’ve also auto-created groups so they can see all revenue, communications, and interactions for their group of prospects.  The groups are all of the prospects for a given fundraiser where the fundraiser is either the prospect manager, plan primary manager, plan secondary manager, or secondary solicitor.
c. Becky: They have some summary tabs: asks with all opportunities and their responses/dates/amounts
d. Becky: They built a customization to their request form that allows fundraisers to add a solicitation plan at the time of the assignment request (they can add plan managers, opportunity data, and pending steps) – that way, when the assignment request is approved, the plan gets written to the record all in one step.
i. Kami/Sam – could the group share this customization information in the community?  Screenshots/process documentation/etc?  
e. Sam: They added a tab that shows recent gifts from the DO’s caseload.
9. Becky: Are there any major changes coming for Prospects in 4.0?  They’re very interested in what’s happening with Mobile functionality for prospect management.
a. Caroline: I don’t think so, but will follow up and confirm.
10. Kami: Do others manage plans only from individual records, or are households managed too?  How does that work?
a. Kelly: They are new to the concept of households and have struggled to adopt.  Some fundraisers add the plan to the primary contact, and some add it to the household.
b. Reane: They use households, but only for combined revenue/recognition information for a couple.  Interactions, etc. go on individual records.  If a fundraiser is working on a plan for an individual who has a household, they recommend adding the spouse/partner as a plan participant so it shows up on that person’s record too.
c. Sam: They manage at the individual level
d. Becky: They use grouping for businesses, multi-generational family members, family foundations, etc.  It’s helpful to comprehensively view and manage documentation when cultivation and strategy involves a group of people/entities
e. [bookmark: _GoBack]Reane: Households are only spouse/partner relationship – no kids, grandparents, etc.  
11. Topics for the future:
a. Research functionality
b. Opportunities
c. Planned Gifts
d. Prospect plans
e. Prospect tracking and analysis
f. Households vs. individuals vs. groups – how/when do you use them?  
12. Caroline: We have a 4.0 Feature Preview webinar coming up Wednesday 10/29 at 2-3pm Eastern.
a. Registration Link: https://blackbaud.webex.com/blackbaud/onstage/g.php?PRID=947d619d09fb24076250a7b273e214b9 
b. We’ll be discussing this session in our chat on 10/30


