CRM Proposal (January 10)
The bad news: Our database needs an upgrade, our staff needs more time to focus on fundraising and our donor and constituent data is not serving our organization as well as it could.  The good news: there is a solution. I propose we invest in adopting a CRM strategy for our organization.  This document details the recommended proposal.

Current Key Challenges
As our organization has grown, we’ve accumulated a lot of valuable data; however, our data is not centralized and therefore difficult to use strategically.  Additionally, our staff is spending an inordinate amount of time trying to compare spreadsheets, disconnected databases and other sources to understand our constituent relationships which is a distractions from our fundraising efforts.  Below is a brief inventory of our current data sources:
	Source
 / File name
	Description / Use
	Record Count
	Owner

	[donor database product]
	All annual fund donors, members, etc.
	#####
	Dept or Person(s)

	[volunteer list]
	All volunteers, their availability, skills and history
	#####
	Dept or Person(s)

	[event lists]
	Attendees from past events
	#####
	Dept or Person(s)

	[major donor list]
	All major donors and current prospects
	#####
	Dept or Person(s)

	[board contact lists]
	Personal address book(s) from board members
	#####
	Dept or Person(s)

	[executive contact lists]
	Personal address book(s) from executives and others
	#####
	Dept or Person(s)

	[email newsletter list]
	List of subscribers to our email newsletters
	#####
	Dept or Person(s)

	[other lists]
	List all data sources, separated by row
	#####
	Dept or Person(s)


With our data siloed in so many ways, we are experiencing the following:

1. Lack of 360° view of our constituents.  For example: we’re not able to consistently view which donors are also volunteers and have also subscribed to our email newsletter. 

2. Incomplete prospecting.  We are not maximizing our various lists to increase our fundraising, major gifts, events and other opportunities.

3. Inefficient use of staff.  We spend a lot of time comparing files, importing and exporting and attempting to dedupe these various data sources.  This is time we could be spending on our fundraising strategies.

4. Vulnerable data integrity.  With decentralized data sources we have a difficult time capturing reliable backups and securing our data against accidental or malicious loss.
Research

For the past [X] [weeks|months] I’ve been researching potential options.  Below are the systems I’ve considered and the primary reason 
for not recommending them as a proposed solution.

1. Status quo – as we continue to grow and seek more innovative strategies to increase our fundraising we simply cannot continue operating as we have done.
2. Option 2
3. Option 3
Recommendation
I propose we purchase and implement the Common Ground CRM™ solution from Convio.  Common Ground is built on the Force.com platform from Salesforce.com which means that we’ll receive all of the benefits, features and enterprise platform capabilities from Salesforce while using an application suite designed specifically for nonprofits that is supported by a reputable company which has been working exclusively with nonprofits for more than 10 years.
Common Ground will serve as our donor database system and much more, replacing [insert existing DDB product], as well as, the [insert #] data sources listed above.

To help us implement this system I propose we work with [insert implementation partner name] whom I’ve met with to discuss our project and have evaluated as a partner to help us meet our goals.  They will work with our team to fully document our needs, design an implementation plan that works within our budget and timeline, then migrate our old data and configure Common Ground as needed to follow our rules and unique needs.
Common Ground is used by organizations of all shapes and sizes, including some well know groups like: Avon Foundation, National Multiple Sclerosis Society, Susan G. Komen for the Cure, the Union Rescue Mission and the V Foundation for Cancer Research.

Solution Benefits

Implementing Common Ground will not only solve some immediate and obvious challenges, but position us for growth and new future fundraising strategies.  Here are some benefit highlights to consider:
· Accessible from anywhere, on any internet device.  This includes any browser, any computer plus iPhones, Blackberries and more. This means our staff can be more effective when working at home or on the road. They have all the data at their fingertips, no matter where they are.
· There’s no technology to maintain.  No hardware to purchase, no backups to worry about, and no software to install. This means no surprise database expenses down the road. 
· A full 360° view of every contact.  Whether a donor contact, a board member contact, a volunteer, event attendee, you name it, we’ll finally have a single source for all information. This will improve or relationship management, allowing us to build stronger ties and raise more funds. It’s also going to improve our operational efficiency by having one place to look. We can easily send the right ask, to the right person, at the right time.
· Configured for our needs.  Common Ground will follow our rules and be configured to notify us with important updates and present only the information that’s important. We can easily have the database automate a lot of things that we do manually today.  For example, we can have a rule that says when any donor's donations equals to a certain dollar amount of giving, we want the database to automatically update their donor level from "Basic" to "Major", as an example, and then automatically email internal folks with the details.
Costs

Licensing: Unlike some of the other systems evaluated, the pricing for Common Ground is very simple.  They charge based solely on the number of staff using the system.  For 1-10 staff users the price is $100/month or $1,200/year, paid annual in advance.  This includes everything: all future upgrades, unlimited support, all features.  If we need more than 10 users the price goes down, and they will provide a quote based on our needs.
Implementation: [implementation partner] has provided a quote for our project at [$ X,XXX].  The detailed proposal is available.  Here is a synopsis of their work:

· Pre-migration discovery and project management: X hrs, $Y
· Data migration: X hrs, $Y
· System configuration: X hrs, $Y
· Post implementation training and documentation: X hrs, $Y

References

As part of my due diligence I’ve spoken with the following references for both Common Ground and [implementation partner].

· Reference org, reference name: brief note

· Reference org, reference name: brief note

· Reference org, reference name: brief note
Conclusion

As we seek to grow as an organization, our database becomes one of our most important assets.  We all recognize that the status quo is untenable and should make the right investment to prepare us for the future and allow our team to focus on our mission and the work required to sustain the programs we run.  An investment in Common Ground, with the guidance and consulting from [implementation partner] will position us for success and deliver a solution that can not only meet our current needs, but will meet our needs in the future.
�Use this table to itemize all data from your inventory.  The goal is to illustrate that your organization has many sources of data which are not consolidated.


�Your decision makers will want to see that you’ve done your diligence, but probably don’t want to hear every reason you’ve disqualified the other options, so stick with brief explanations and focus on the primary reason.  Examples:


Cost prohibitive


Closed system incapable of integrating with other applications


Too much work and money required to implement


Lack of support, documentation and training


Lacks specific “must have” features


�Including some well known orgs will demonstrate that CG is capable of serving very large groups, yet also appropriate for small and medium sized nonprofits.  This shows your decision makers that you’re not going to “grow out” of this solution in a few years.


�Modify as appropriate per the conversations you’ve had with the recommended implementation partner.


�Listing the references you’ve conducted demonstrates you’ve done your homework. 





