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Successful Reunions

 $13.3 M

 $4.25M – Annual Giving (+16.4%)

 3,283 donors (+7.7%)

 32% participation rate 

 1979, 1964 & 1959  50%+ participation



Year-To-Date Cashflow 

(through 10/31/09)



Annual Giving

(through 10/31/09)



The College of William & Mary 

Increasing Alumni Participation



Increasing Alumni Participation

 Tapping What Inspires/Motivates

 Expanding the Volunteer Network

 Broadening “Annual Giving” & Services

 Investing in Consistent Solicitation

 Creating a Culture of Philanthropy



Tapping What Inspires/Motivates

Market Research Recommendations

There is Only One William & Mary

• Liberal Arts Education for the 21st Century

• Exceptional Quality

• A Source of Leadership

Options to Designate

• Fund for William & Mary

• Financial Aid

• Faculty Support

• Undergraduate Research



Tapping What Inspires/Motivates

 Challenge Opportunities

 Case for Smaller Gifts

 Monthly Payment Option

 Advertisements



Football Ad



Alumni Magazine Ad



Expanded Volunteer Network

 Continuous Reunion Cycle

 Expanded Reunion Timeline

 Spring “Sprint”

 Larger Committees, Broad Representation



Broadening “Annual Giving”

 Services:  Strategy/Planning, Implementation,  Analysis

 FY10:  Swem Library, Education, Business

 Early Successes – 10.31.09

• School of Education – Donors +410% (+324)

• Swem Library – Donors +206% (+220)

• Mason School of Business – Donors +74% (+186)



Consistent Solicitation Plan

 Increasing Alumni Participation a Long-Term Endeavor

 Requires Consistency Across Time

 Must be Committed to Stewarding Donors, Investing in 

New Donor Acquisition, and Not Under-Soliciting

 Up to 4-5 Mail and Email Appeals; 1 - 2 Phone Touches

 Added Phone Hours to Ensure Completion of Pools



Current Students

 Lifelong Engagement Begins Day One

 Creating Expectation of Giving Back

 Senior Class Gift…and Beyond



Increasing Alumni Participation

• Long-Term Endeavor

• Sometimes Increased Donors ≠ Increased Participation

• Goal:  Achieve Smart Growth That is Sustainable

• Impact: 

• Broad Base for Annual Giving

• Pipeline for Future Support

• Success Breeds Success:  High Participation Will Foster 

Culture of Giving Back

Maintain Participation Rate = 1.9% Increase in Donors

Increase Participation Rate to 25% = 13.7% Increase in Donors


