
Ad Hoc Analysis & Reporting Demo

Leveraging Advancement Information
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Scope of Demo

Solutions We Offer Range of Questions 1 Demo Question
Ad Hoc Analysis & Reporting: Advancement Ad Hoc Analysis & Reporting:
• With 8 weeks left in the year, where do 
we stand and where should I focus my 
efforts?

• What percentage of my appeals have 
brought in over $20,000?  What is the 

• With 8 weeks left in the year, 
where do we stand and where 
should I focus my efforts?

 Advancement
 General Management

 Staff Performance Mgnt
 Campaign Analysis

breakdown by constituent group for the 
money that came in?

• John Smith is going to Austin next week, 
which candidates should he visit?

• Which events and activities are most

 Ad Hoc Rpt & Analysis

 Leadership Giving
 Prospect Identification • Which events and activities are most 

effective?

• What are the characteristics of people 
who have responded with $500+ gifts to 
my appeals? 

p
 Prospect Management

 Annual Giving
 Appeals Targeting •What are the giving patterns over time:

- 2 year lapses. What are the drivers?    
- What are the similar factors??

•Etc.

 Appeals Targeting
 Volunteer Assignments
 Call Center Opt

 Member / Alumni Rltns
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 Member / Alumni Rltns
 Events, Trips, Clubs



Information Fragmented and Hard 
To Access . . .

Demographic

Affinity / 
Capacity

A i i iActivities

GivingGiving
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. . . Advizor Knits It Together

hiDemographicDemographic

Affinity /

Demographic

AffinityAffinity / 
CapacityAffinity / 

Capacity

A i i iActivitiesActivitiesActivities

Giving
CapacityGiving

Giving
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. . . Enabling Easy Answers to 
Key Questions.
Q: With 8 weeks left in the year, where do we 
stand and where should I focus my efforts?
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Demographic Affinity/
Capacity Activities Giving



T l k t thiTwo looks at this:
 Typical Performance Report
 Visual Discovery™ Dashboard
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Typical Performance Report 
for Managementg

Mr. Rhett Terrier
Mrs. Janet Culver
Ms. Susan Martin
Mr. John Doe
Mr. Steven Richards
Mr. Matthew Heck
Mr. Jason Mayer
Mrs. Jill Baum
Ms. Carolyn Hill
Mr. Jack  Nichols III
M  M h  G b

©2013 ADVIZOR Solutions® 7Source:  Case 1 Presentation, 3.09, “4 Tools for Data Driven Annual Fund Success”4 Tools for Data Driven Annual Fund Success”

Mrs. Martha Gerbert
Mr. Santiago Gomez
Mrs. Yvonne Chen



Performance 
Report Shortcomings

 “Snapshot” for Management

p g

 Snapshot  for Management

 Highlight What’s on Track, What’s Not

BUT D ’ A “Wh ” BUT:  Doesn’t Answer “Why”;  
Doesn’t Provide Detail For Action 
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Another Way . . .
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Visual Discovery Dashboard:

 I t ti D t Di & A l i Interactive Data Discovery & Analysis
 Quickly Uncover What Matters
 Drill In On Operational Metrics & Details

 Get Details and Take Action
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Lets take a look . . .
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Giving Trends  Shortfall in 2008 YTD with 8 
weeks to go.  Key issue is gifts are not coming in, 
NOT gift sizeNOT gift size.
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Fi t l t’ d ill i dFirst, let’s drill in and see 
if this trend is consistent 
by school.
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Click  A&S dominates, but is off substantially . . .
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Click  Business School doing much better . . .
has offset less gifts with bigger gifts.
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Click  Focus on A&S . . . 6,619 total donors . . .
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S d h k t lSecond, check out people 
who gave last year, but g y
not yet this year.
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Click  3,683 gave in 2007 (last year)
(click on line chart to select)
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Click  1,535 have not given this year (2008)
(click 2008 on the line chart to select and remove donors who DID give in 2008)( g )
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N l t’ j t l k t thNow, let’s just look at the 
“Top 20”.p
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Click to select “Top 20”.  They make up $21mm = 
64% of all donations for this group of 1,535 . . . 
let’s focus on just themlet s focus on just them. 

©2013 ADVIZOR Solutions® 21



Thi i k L t’This is a key group.  Let’s 
drill in on a few individuals 
and develop strategies.
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Click on Carley Jensen (#5 on list) // Gives at 
reunions // Approach for $25k off year gift.

©2013 ADVIZOR Solutions® 23



Click on Enrique Peterson (#10 on list) // 
Consistent giving pattern until this year (2008); (2008 excluded from graph) . . .g g p y ( );
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. . . Click on Gift Transaction page.  Enrique 
usually gives in June – drive now to close.
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Click on Laura Lemos (#15 on list) // Solid giving 
increases last 3 years . . .
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. . . Laura usually gives major gift in December –
Get gift officer with her ASAP to solicit larger 
June gift this year.June gift this year.
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N l t’ i l di ™Now let’s use visual discovery™ 
to better understand this “Top p
20” group.
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Click  return to the Top 20 – only 27 contacts 
have occurred across the entire 10 year period!!
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Click on Laura Lemos – only one phone contact 2 
years ago!!
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Click on Affiliations Page – “Top 20” tend to be late 
’60’s early ’70’s.  Assign gift officers with affinity.
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All but 3 are rated . . . who are those 3?
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. . . Click  solid donors . . .
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. . . who have been trending up recently.  Should 
be rated and staffed.
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List of Top 20 for follow-up.
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Summary:

 Interactive Data Discovery & Analysis
 Quickly Uncover What Matters
 Drill In On Operational Metrics & Details

 Trends by school
 Quickly sort out LYBUNTS
 Focus on “Top 20” (64% all donations)p ( )
 Develop individual strategies for follow-up
 Develop better process for the group (contacts, rating, etc.)

G t D t il d T k A ti
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 Get Details and Take Action



Who we are . . .
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ADVIZOR Solutions

 Bell Labs Spin-off

 Over 1,000 Customers – mid market & 
i t f i d t i hi h d fup; variety of industries; higher ed focus

 Key Strategic Partners: Alt i I f ti Key Strategic Partners:  Alterian, Information 
Builders, Intel, Intellitactics, Microsoft, Salesforce.com, 
Sungard HE, Teradata 

 Well Regarded by key Industry Analysts:  
Ab d F t G t TDWI t
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Aberdeen, Forrester, Gartner, TDWI, etc. 



Key Benefit:  Collaboration
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New Class of Software

Visual Discovery™ Softwarey

• In-Memory-Data-Management y g

• Data Visualization 

• Predictive Analytics  

Well regarded: Gartner “Cool Vendors in Business Intelligence”
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Well regarded:  Gartner Cool Vendors in Business Intelligence ,  
“The Rise of Data Discovery Tools”; TDWI “Next-Generation Analytics



Portfolio of Solutions

Solutions:
General Management:
• Staff Performance Mgmt. 
• Campaign AnalysisCore System

ADVIZOR
I M

ADVIZOR
Interactive

Visualization

p g y
• Ad Hoc Reporting
Leadership Giving:
• Prospect Identification

P t M t

Datatables
(Advance, Banner,

Raiser’s Edge, 
Datatel,  Millennium, 

etc.)

Call Center

In-Memory
Data

Management

Visualization
&

Predictive
Analytics

• Prospect Management

Annual Giving:
• Appeals Targeting
• Volunteer Assignments

Other Data

o u tee ss g e ts
• Call Center Optimization

Member / Alumni Relations:
• Events, Trips, and Clubs
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High ROI in Fundraising

 Solution Focus  Variety of Clients:
 Higher Education General Management:

 Healthcare

 Faith Based

• Staff Performance Mgmt. 
• Campaign Analysis
• Ad Hoc Reporting

 Leadership Giving:

 Philanthropic

 Social Services

 Leadership Giving:
• Prospect Identification
• Prospect Management

 Annual Giving:  Social Servicesg
• Appeals Targeting
• Volunteer Assignments
• Call Center Optimization

 M b / Al i R l ti Member / Alumni Relations
• Events, Trips, and Clubs
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Next Step:

Contact us for a free assessment.  
Your data, your key questions.Your data, your key questions.

Sales@advizorsolutions.com
630-971-5250
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Appendix
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Demo Details

 5 data tables from SunGard Advance system for 8,000 
student school (data scrambled and disguised)student school (data scrambled and disguised)

 Refreshed daily
 Types of questions being answered:

Wh i i i f lli h ? Where is my giving falling short?
 Are my efforts creating sustainable increases?
 Who should we be targeting right now to pick up performance?

 Problem with status quo before ADVIZOR: Problem with status quo before ADVIZOR:
 Advancement Services creating custom reports 
 Backlog and delays

 Current ADVIZOR deployment: Current ADVIZOR deployment:
 ~10 users in development 

 With Visual Discovery™, every item is selectable.  
The dashboard is effectively a very wide “pivot table”
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The dashboard is effectively a very wide pivot table


