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Introduction to the University of Alberta

* 5 campuses
* ~31,000 Undergraduate students
e ~7,500 Graduate students
e 15,000 Employees
 Over 275,000 Alumni
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U of A Advancement

* Fundraisers both centrally and in faculties/units

e ~70 full-time frontline fundraisers, including Senior Staff/Leadership
* The Office of Advancement raises ~$130M a year

* Over 400k entities

* Over 15k active prospects
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Early rating systems
SHOW METHE MONEY

* Historical ratings heavily focused on
financial capacity

 Sometimes based entirely on real estate

* Individuals only, nothing for
corporations, foundations, or other

organizations

O
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Corporate and Foundation Relations (CFR) - Overview

* CFR developed as a unitin 2011 to provide a single
point of contact for organizations

* Fundraise all across the University

* Collaborate with faculties and units

ERENCE
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e Basic affinity included in initial
CFR rating.

 Weighted averages on the
factors in the rating help
prioritize the prospects.
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CFR ratings

OPERATING REVENUE
[Weightage: 25%]

[OR = Total Gross Profit — Total Operating Expenses]

[Weightage: 40%]

[level and depth of UofA linkages / connections with the corporation]

Operating Revenue Range Number
>51B 5
S500M to <5 1B L
$100M to <S500M 3
$50M to < $100M 2
S$1M to < S50M 1
<S$1M a
AFFINITY FIT

[Weightage: 35%]

[Giving Fit — corporation’s giving pattern fits well with the UofA

Level Number

Current funding to UofA 5
Funding to UofA in the last 5 years 4
Known to UofA Faculty/President and/or 3
funding to the UofA in the last 6-10 years

Funding to UofA in the last 11 to 20 years 2
Known alumni [employees] 1
No connections at all 0

interests]

Giving Pattern Number
Frequent giving in Alberta and demonstrated giving to 5
post-secondary institutions
Frequent giving in Canada - some in Alberta and a4
demonstrated giving to post-secondary institutions
Located in Canada and willingness to give to post- 3
secondary, but little to no giving in Alberta
Unknown if post-secondaries are eligible 2
Limited granting history to institutes in Canada 1
Albertans and/or universities are not eligible for giving 0

under corporate giving guidelines




Pros and Cons of the CFR Rating Formula

Pros

* Quick and easy

* Good starting point to get us
beyond a money focus

Cons

* Very shallow examination of our
relationship with an org

e Affinity currently not quantifiable
- just a ranking
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Opportunities in the future

* Expanded affinity score to capture
more of the depth of the
relationship

* Make affinity more quantifiable and
less subjective

* Determine if there’s value in
creating a separate capacity element

CANADA CONFERENCE
OCTOBER 17-19, 2018 8



Picking “Low Hanging Fruit”

* Pressure for large prospect portfolios
within a short period of time

* Tendency to go for the “low hanging
fruit” — prospects with high financial
capacity and apparent direct
correlation with fundraising initiatives

* Possibly missing quality prospects that
have strong institutional affinity but
minor or no apparent direct
correlation with fundraising initiatives
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Climbing the Tree

 Datamining with a broader
institutional focus often is a
piecemeal process that can be
time consuming and unfocused

O
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“A Database Ladder” — The Affinity Dashboard

A dashboard is an interactive graphical
representation of current and historical data.
The Affinity Dashboard utilizes various data
elements to create an affinity score quantifying
the University alumni’s institutional affinity and
engagement.

O

P
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Affinity Scoring — The Engagement Pathway Steps

Advancement Resources:

Ignorance » Awareness » Interest » Experience » Participation » Ownership

Alumni
Engagement
Funnel:

Knowledge &
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Affinity Score:
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Affinity Scoring — The Affinity Values

* Connect = how they connect to the institution (for example, awards,
publication subscriptions, student participation, institutional employment)

e @Give = giving history (recency and frequency of giving, and cumulative giving)

* Help = volunteerism and committee participation (for example, Board of
Governors, Alumni Council, Senate)

* Go = activity / event participation and attendance

Add all four values above to get the total Affinity Score

QVOIO
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Dashboard Filters
UNIVERSITY OF

P ALBERTA

Thiz shest aliows you to choose filters which will 381 ,955 entities

n'.:-w applied by defaul to all dashboards.

Gave Last FY Has Good Email Informati... Faculty - Faculty Association Rating Description Entity Life Stage Record Status
(Al v Al v A v Al v AN v AN -
Gave Current FY Invitable via Email Faculty Association Ty -~ Prospect Manager Name Entity I1d Geo Description
(All) > | A v v | A v | | g -
Lifetime FRA Solicitable Athletic Alumni Indicator AUCICLC Entity
(AN * | (Al v (Al b (Al -
CONFIDENTIAL

# The information housed within this report was collected under authority of Section 33(c) of the FOIPP act and must be used specifically for the purposes in which it was
collected.

entity record statuses as well as contact preferences not taken into account.

» The data contained in this report is for aggregate reports and drill down analyses only. This data is not to be used to produce mailing lists or for solicitation purposes as

Last updated on 9 September 2018.
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| Connect |

| Awsard Recipient

| | MNumber of Degrees |

[ 2=]
Yes | 2157

IT3.4T2

Featured in New Trail |

[ 2=] 374204

Yes 1.425

| Mew Trail Recipient |

Mo 236,503

Yes 138,120

|Thougl'rt Box R.ecipientl

No 272,702
Yes 102 82T

Alumni Insider

Recipient
Mo 266,550
Yes 108,070
| Contactable |
Mo Te.512
Wes

[ student Activity |

= -
g s)a
c.;? 4 | eaz
= 2 | esa02
E 2 [ 51.312 -
Faculty hMas Recipient |
Mo 190,710
Yes 175,819

Motable Alum |

Mo 374,378
Yes 1.253

Has Honarary Degres |

Not an Adurm o, 020
No 305,382
Tes 247

Sports Participation |

Mo

I - o0
2,820

Tes

288, 117 |

Parent Count |

o =51 922 -

Affinity Dashboard

| currentFr Q@vHs | | Past QVHS |
Mo 374,751 No 375,485
Teas fir=1 Tes 144
| Current FY TPS | | Past TPS |
Mo 2T4 255 Mo =82 377
es T3 Tes 7,252

| Current FY Crowed

| |F'a5t Crowwnd Fundin-|;|

Fumnding
Mo ATE 542 Mo IT3.00D4
Tes a7 Tes 2825
[ cumentFy psv | | Past FY PSV |
Mo IT4.513 Mo IT2.886
es 1.118 Tes 2. T43
| Solicitable | | Last Gift ¥r |
Ho 52,8845 2018 2,552 a
oo 315, 783 2017 11,891
2016 2058
2015 5. 704
| Consecl._lti_ve rs of 2014 T.204
e ng 2013 T.045
362,882 2012 5. a82
1 8218 2011 2,184

Help |

Adum Council | | Bo Participation |

Mo ITE.234 Mo 378,37V
Yes a5 Yes 252
|Alum Council F-becErlcy| | BoG Recency |
1966 3 - 1541 1 -

1967 4 197T& 1
1968 3 15992 1
1969 2 1994 1
18970 4 1599 -3
1971 2 - 2003 1 -
| Aldum Council Freq. | | BoG Fredq. |
[1] 375,234 & [1] 375,377
1 154 1 222
2 ] 2 24
3 20 3 4
4 24 A 1
5 20 5 1
[ 17
-

d

REUNW Participation | | Senate Parlicipa‘tionl

Ho ITS 105

434

No IATEH 629

Tes

== o z Crther Vol
| Activity Participation | | Participation
No 200 437 Nao 250 TG0
Yes a5 1e2 Yes 5. Bea

| Activity Recency ||

Vol. Recency

Mo Dat_. B545 a 18997 25 a

Mewer __ 200 43T 1508 50

2019 8775 1599 B2

2018 1| 103 2000 o

2017 12302 2001 232

2016 F.rsn 2002 144

2015 4. 507 2003 o

2014 Zaza v 2004 85 T
| Activity Frequency | | Vol. Frequency

[1] 2080 437 - 1] 358780 -

1 45 252 1 3. 754

2 18723 2 1.029

3 T.3T 3 419

4 4 5650 4 210

5 286683 5 121

[ 1853 [ 74

r 1213 i az=2

2 B0z - ] 3 -

| Trawel Participation | |

Trawvel Recency

REUNW Recency || Senate Recency |

Mo 373,008

2005

17

15
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381,955 entities

()

Scoring Frequency Distribution

UNIVERSITY OF
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Changing the System

* (Current stats:

over 15,000 active
prospects, of which
9000+ are located in
Edmonton and Calgary
(our key geographic
markets)

|\
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Prospect Summary - BY PM

Prospect Record Counts By Prospect Type

[l Individual Government  [Jl] Family Found._.
B Group B Foundation [l Family
3
Prospect Record Rating
Not Rated 1,171
$5,000,000+ 158

A (Corp/Found)
B (Corp/Found)
C (Corp/Found)
D (Corp/Found)
E (Corp/Found)
$1,000,000-$4,999,999

ECn nAn #an nnn

Gave Current Year

No 13,956
Yes 1,365
PSV - Current Year

No 14,303
Yes 1,018

94
381
383
329

168
211
T 10T
Gave Last Year
No 11,754
Yes 3,567

PSV - Last Year

No 13,101
Yes 2,220

Prospect Record Counts By Solicitation Priority

No Priority Assigned 14 464
High 14
Next 25 361

Top 25 482 -

Prospect Record's Active Proposal Stage Counts

Propo
Donor  sal Co
Count unt =
Under development 326 345
Proposal stewardship 281 303
Active Solicitation 265 278
Confirmed Planned Gift 219 246
Withdrawn 134 137
Declined 43 50
Realized Planned Gift 2 2

Prospect Counts By Primary Prospect Stage

Cultivation :| 2,026

Deceased 15

Inactive T

Inactive-Permanent | 1

Negotiation 4

Planned Giving Only [| 205

Qualification 11,535
Solicitation 435

Stewardship 1,093

15,321

Prospects

PM Name

Primary Prospect’s Location

Canada

United States

Hong Kong

Country Info. Unavailable
China

United Kingdom
Australia

Singapore

o .

2 OpenStreetMap contributors

Edmonton and Area

Calgary and Area

Vancouver and Area

Toronto and Area

Victoria and Area

Kelowna and Area

Camrose and Area

1,246
153
72

40

38

33

21

13,636

6,130
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e Assigned vs Pool: Approx.
60% of our active
prospects are assigned to
Development staff, the
remaining 40% are held
for future assignment/
qualification in what we
call our prospect pool

OCTOBER 17-19, 2018

8,922

Prospects

Changing the System

PM Name < -

(Muliiple values) v

Primary Prospect's Location

Canada
United States
Hong Kong

Counfry Info. Unavailable

United Kingdom
China
Singapore

Australia

.' =

8,326
410

51

48

19

14

10

) OpenStreetMap contributors

Edmonton and Area

Calgary and Area

Toronto and Area

Vancouver and Area

Camrose and Area

Victoria and Area

Ottawa and Area

4285

480

155

143

137 -

6,399

Prospects

PM Name

Ph Rena Liviniuk

Primary Prospect's Location

Canada
United States
Hong Kong
Australia
China

Country Info. Unavailable

United Kingdom

Singapore

Edmonton and Area

Calgary and Area

Vancouver and Area

Toronto and Area

Kelowna and Area

Victoria and Area

Prospect Region USA -

West

102

2%

26
24
1%

5,310

1,845
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Changing the System

Lifetime FRA

e As aresult of initial ALBERTA  Scoring Frequency Distribution . " 7,680 entities
portfolio-building
approaches (based on
largely on financial capacity),
we now have a sizeable
prospect pool to support

e But, are they the right =
prospects?

|C0|1|1ect Score | |Give Score

& 9 10 M 12 13 14 15 16

C
-
(]
[
Y
(2]
@
]

mmmmm
mmmmm

mmmmmmm

CANADA CONFERENCE M 12 13 14 15 16 20 M 22 23 24 25 26 27 28 23 30 M 32 3 M 35 I IT 3B
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Changing the System

Mewly Identified Prospects Overview

* Concerns _ IOW afflnlty/ (Individual + Organization)
lack of engagement; FY 2017 FY 2018 FY 2019

. . . . Mewly Rated Q1 785 585 583

limited donation hlstory; Prospects 2 333 326 217
A 03 34 1,157

majority of the pool o — =2

skews to our lower = 2,070 3,431 900

ratl ng Categorles MNewly Rated Prospects in Past 3 Fiscal Year MNew Prospects &1 M % A.Nivéﬁﬁrﬁi

Fy2017 FY2018 FY 2019 Grand To.

2500

= 1 55,000,000+ 5 5 1 11
z- 2 $1,000,000-%4,955,559 10 8 1 15
000 3 $500,000-5595,9595 4 & 1 11
o 4 $100,000-5455,955 126 261 40 427
5 $50,000-%55,559 698 1,391 422 2,511
1500 o =] Major Gift Exploration 312 160 1,020
—
= :‘ 7 Planned Gift Exploration 254 157 81 452
o

= 8 Annual Gift
= r:r . i ‘ 1110 103 1,212
= 1000 A A {Corp/Found) 24 & 1 31
’ ‘ B B (Corp/Found) 114 54 13 181
=~ & C C (Corp/Found) 152 54 15 225

500 = R S
d ‘ . D D . B/ uun:l._ 51 43 27 161
- N8 & E E (Corp/Found) 44 24 31 95
~ — o —l =i L2231
0 =2 = = ag Grand Total 2,070 3,431 500 6,401
i 2 2 4 5 & 7 8 A B C D E

CANADA CONFERENCE
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Moving Forward — Create Pool Standards

* Goal has been to focus on identification
with the assumption that all identified will
be assighed

e But, is it realistic to assume that a
prospect identified three years ago is
relevant today?

Cainpwght © 2000
Cawe, 04 2

24 ’ ‘ I “YOU'RE WAITING To o8& THE FUNDRAISER
V WHAT'® YOUR SHELF LIFEP..."
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Moving Forward — Create Pool Standards

e Step 1 - Systematically remove lowest value
prospects —for us, affinity <5 and no contact info
e Step 2 — Devise a plan to maintain the prospect

pool
* Review all unassigned pool prospects identified
more than 3 years ago ERRR... CAN'T STOP.
: Too Busy!!
* Focus on Edmonton and Calgary first to support S
fundraiser demand il
* Step 3 — Develop additional tableau tools to Ti‘
support future prospecting efforts i L
[/
4 ' l ’ r( J TOO BUSY TO IMPROVE!?
d g
WorkCegmpass
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irst expected outcome —
ess manual review

* In current approach, analyst
often will manually review a
large list of potential
prospects prior to
recommending assignment

A
|\
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Entity Description

Alumni
Alumni & Donor
Donor
Friend

Stage Description

Qualification
Cultivation
Stewardship

Solicitation

Is Spouse Alumni
No 4026
Yes 3678

PSV - Current Year
No 7661
Yes 43

TPS - Current Year

Gave Current Year

No 7.328

QVHS - Current Year

No 7.680

Yes |24
Travel Participated
No 750

Yes 173

Travel Registered

No 7,701
Yes |3

7.027
553
58
39
Planned Giving Only | 26
Inactive 1

Is Parent Alumni

No 6.950
Yes 754

PSV - Last Year

No 7.489
Yes 215

TPS - Last Year

No 7.039
Yes 655

Gave Last Year

No 6733
Yes o

QVHS - Last Year

No 7.701
Yes 3

IYuvel Particip. Count

7 3
8 3
B 12
k] 7
3 21
2 23
1 9

753

Prospect Rating

Not Rated
$5,000,000+
$1,000,000-$4,999,999
$50,000-$99,999
$100,000-$499,999
$500,000.$999,999
Annual Gt

Major Gift Exploration

Planned Gift Explorati,

$0.30.99

$1.%49

$50 - $59

$100 - $249

$250 - $499

$500 - $999

$1,000 - $4,999
$5,000 - $24,999
$25,000 - $49,999
$50,000 - $99,999
$100,000 - $439,999
$500,000 - $999,999
> $1,000,000

PM Assigned

[ e s

Country Geo Code
Canada 6620 « [Edmontonand
Area
United States 846 Calgary and Area
Hong Kong m Vancouver and
Arca
Location Info. 2
Unavailable Kelowna and Arca
Australia 28
Victoria and Area
China 25
Toronto and Area
Singepore n Location Info
v Unavadlable
Iinitnd Kinadom 10
All v
8.
»e
®
Contactable Proposal Stage
Yes 7.609  No Proposal 7.459
No |95 Active Solicitation 13
Confirmed Planned Gift | 27
Solicitable Cultivation 2
Declined 49
No 470
Proposal stewardship 86
Yes 7204
Realized Planned Gift 1
Under development 15
Award Recipient Withdrawn 97
No 7.261
Yeu [[443 Degree
Faculty of Science 1548 =

Faculty of Arts
Facuity of Engineering

Alberta School of Business

Faculty of Medicine and
Dentstry

Faculty of Law

Faculty of Education

Not an Alumni
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Case Study — Faculty of Medicine & Dentistry

 Situation —major faculty; significant staff turnover including
their fundraising team lead; ambitious financial goal for
current fiscal year

* Challenge —almost 1500 assigned prospects plus 600 in the
prospect pool and only 7 fundraisers to support these
relationships

* Approach —engagement with remaining fundraising team
to flag their top prospects; systematic review of remaining \&e secn
prospects :

CANADA CONFERENCE
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Second expected outcome — More time spent on finding
top rated prospects

* Use systematic
Scr.eenlng tOOIS tc? ] Mewly Rated Prospects in Past 3 Fiscal Year Mew Prospects | A - AN]'_JV]_E?.RESIIFEI[?A&
quickly flag promising Ty —

£C nOn 000 5 = 1 11
prospects; re-focus 61,000,000-64 999,955 oo - 19}
55 595 4 & 1 11

greater time and ‘ S L7
. - 6 s Exploratic 548 312 160 1,020
e n e rgy O n u n Cove rI n g - S‘ 7 Planned Gift Exploration 254 157 21 A52
. =3 : 8 Annual Gift 103 1,213
wealth in our upper = A # & 1 n
] . B B (Corp/Found) 114 54 13 181
rating categories 3 | E ; ] = v o=
- o D (Corp/Found 91 43 27 16l
3 N o E E (Corp/Found) 44 24 31 99
0 2 4 ™ - Grand Total 2,070 3,431 500 6,401

1 4 6 g A
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Moving Forward — Greater focus on top rated prospects

e Step 1 - Identify flags for potential high wealth indicators
* ExX.
AGREEMENT

b o b

o~ -
- -
e e o —— .
- ._-_,..-N
e S—

e Step 2 — Expand rating formula to better capture wealth potential
* Only to be used if entity has flags of high wealth capacity

CANADA CONFERENCE
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Institutionalizing the Change

4.2 Prospect Manager 4.8 Last Give Date

* Prospect Management Policy = = ———
updated to support prospect
movement

e “Portfolio Health” tracking to
encourage prospect managers
to qualify assigned prospects
which, in turn, will allow for 46 ortiollo Praspect Staae 4.3 Portfolio Overall Staga Count

Praspact Managaer Nama % of Total Count of Prospect
g re a t e r m Ove m e n t fro m p O O I Prospaect Stage Mame Month Group Kennath Crocker Muneat Nagpal Sarah Kowalavsicy Frospact Stage Mama Count of Prospact I 1D along Prospect Stage Na..
Qualification 3 Moath =] 5 Qualificaticn 11,733 54 .9E%
3.6 Mloeth 1 34 & Cultiwation 2133 10 27%
. &% Moath F 3 5| Solicitation 454 2.13%
to porthI IO 12 Math 21 17 4 Stawardship 1,114 e
12+ Moath 24 ak 5 Decsase d 14 0.07%
Culthation 03 Mot 2 a3 Flanned Ghwing Z1E 1.01%:
2 Otha Frp—
= = 4.4 portfaolio Month Stage
Solicitaticn 2.6 Mot 1
' &5 Moath 1 2 MonthGroup
12 Mantt 3 2 3 Frospect Stage Name 0-3 Mo.. 3-6Mo.. &3Mo. 512 M. 12+Mo..
12+ Mot 5 7 1 Qualification 1,055 1,154 1,495 1356 GE7S
V Stawarcs hip 3 Mot 3 Cultwvation 15 2e0 a1 182 152
3-E Motk | Solicitation 20 43 ] 48 310
‘ ‘ 12 Mt : 1 5| Stowardship T2 107 ac TS BZ1
12+ Moath 13 1z 1|  Decmased z 1 11
Planined Gitving 3k Mottt 1 Fia: d Gitwing Z5 T 11 & 165 1
Othar 12+ Moarth 1 Ot b 1 11
Grand Total 120 202 11z
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In Summary

* The use of a quantifiable affinity score and data visualization has improved our
portfolio building and pool management

* We will continue to seek opportunities for growth, such as developing a more
detailed breakdown of affinity for organizational prospects

 We hope to use tools like data visualization to reduce time spent on manual

review of entry level prospects and focus greater time and energy on top rated
prospects

QVOIO
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Thank you for coming to our session!

You can reach us at:

Rena Liviniuk: liviniuk@ualberta.ca; 780-492-9965

Stacey Bissell: stacey@ualberta.ca; 780-492-7761

Steven Sorensen: ssorense@ualberta.ca; 780-492-7542

CANADA CONFERENCE
OCTOBER 17-19, 2018

UNIVERSITY OF

Eefs ALBERTA

30



