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. . . Enabling Easy Answers to Key Questions.

Q: Where do we stand in our annual plan and for p
the year?

Total Proposals

Proposals in Annual Plan

Annual Plan



QuestionsQuestions



Demo:
C i D hb dCampaign Dashboard

(disguised data)



Top level view to highlight progress within Campaign.



Next level detail.



Graduate Programs are generally behind.



Law School is way off.



Next pages shows details for Law School . . . FY 2010 way off.



Select July – Jan YTD, and compare with other years.



Law School Alumni in trouble in FY 2010.



Corporations also in trouble in FY 2010.



Law School Faculty & Staff OK.



Let’s Drill in on Annual Plans for 
the Law School



Filter to just FY 2010.  
Note:  a lot of small solicitations outside of plan



Law School has a lot of proposals out . . .



One development officer looks particularly strong.



However, only 3 large proposals, and 67 small ones – looks 
more like an annual fund plan!!



As of February, only made 15 in person visits in past 4 years,
and not with top targets.



Example of recent visit with moderate target.



Excellent discussion emanated 
from using this information infrom using this information in 

team review meeting.



By the end of FY 2010.  
Note:  Solicitation Goals were met, mainly because of solicitations outside of 
annual plans. Our Annual Planning process needed to be revised.annual plans.  Our Annual Planning process needed to be revised.



Example of Campaign Cash Flow Summary shared at User 
Group by Dartmouth (disguised data)



. . . by Proposal Stage (disguised data)


