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Agenda

• Setting goals, developing timelines, and counting totals

• Recruiting, training, and motivating volunteers

• Creating strong appeals and soliciting leadership prospects

• Evaluating results and stewarding donors and volunteers
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SETTING GOALS, DEVELOPING 
TIMELINES, AND COUNTING TOTALS
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Define reunion priorities for your institution

• Engagement

• Alumni participation

• Dollars raised
– Unrestricted
– Endowments (like class 

scholarships)
– Planned gifts  
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Identify key partners

• Gift officers

• Alumni relations colleagues

• Campus partners

• Event planners

• Volunteers 
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Create timelines with key milestones

• Know your reunion counting cycle from 
which to build your timeline

• Start your work on the next reunion before 
the current one has happened 

• Milestones:
– Goal-setting completion
– Volunteer recruitment
– First mass communication
– Registration live
– Other key events to utilize  

Example: University 
of Virginia
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Know your counting guidelines

• Recognize that every institution counts differently for reunion

• Set clearly defined guidelines for you and your team, colleagues, and 
volunteers to follow

Types of Gifts Gift Allocations/Areas Timing of Gifts

Outright gifts
Multi-year pledges
Pledge payments
Planned gifts

All gifts
Unrestricted only
Class-specific only

12-month window
18-month window
Since last reunion
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Example: Virginia Military Institute 
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Begin goal-setting process

● Request/pull your historical data

● Identify assigned/leadership 
prospects in reunion years

● Set meetings with gift officers to 
discuss - OR - set aside time to 
make projections yourself if you are 
the gift officer
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Collaborate with colleagues on goals

• Share why reunion matters and its 
potential benefits to your gift officer 
colleagues

– Opportunities for visits with 
prospects who may otherwise 
decline

– Multi-year pledges 

– Challenge gift opportunities 

– Extra incentives to help with 
closing gifts
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Collaborate with colleagues on goals (cont.)

• Review assigned prospects with gift 
officers

• Ask for projections of total giving 
during the reunion counting cycle 

• Identify potential volunteers 
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Review historical data 

• Analyze previous reunion cycle outcomes
– Consider both the class (1978) and the reunion year (45th) for 

patterns and opportunities

– Review major gifts from previous reunions and compare with gift 
officer projections 

• Consider non-reunion year participation and annual giving from classes

• Identify records for past reunion giving and consider opportunities to 
create challenges 
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Examples: Lehigh University & Francis W. Parker School 
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Bring it all together 

• Consider if volunteers or leadership 
need to be involved in goal-setting

• Identify additional goals to include 
like participation and attendance 

• Create a grid that shows class goals 
and totals; use it to track progress 
and report out

• Be creative with goals: 25% for 25th 
reunion, $45K for the 45th 

Reunion 
Year

Class 
of

Giving 
Part Goal

Dollar 
Goal

Volunteer 
Goal

Attendance 
Goal

50th 1973 50% $500,000 50 175

45th 1978 45% $450,000 45 125

40th 1983 50% $300,000 45 150

35th 1988 40% $198,800 40 200

Totals: 45% $1,500,000 400 1,500
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Don’t forget your overall program goals 

• Enhanced engagement
– Through personal visits 
– Via volunteer opportunities
– By attendance on campus

• Increased planned giving

– Class-specific goals: 50 by 50 example 

• Additional major/leadership gifts

• Specific fundraising campaigns 
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Share your goals and plans

• Get your entire advancement/ 
development team or the entire school 
involved as appropriate

• Communicate goals and timelines 

• Plan to provide regular updates to keep 
everyone informed

• Share point of contact for any questions



RECRUITING, TRAINING, AND 
MOTIVATING VOLUNTEERS
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Identify opportunities for volunteers 

• What can volunteers do?

– Encourage attendance

– Ask for participation gifts

– Ask for leadership gifts

– Promote on social media 

– Plan events

• What can you share with them?

– Attendance information

– Simplified giving history

– Detailed giving history 
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Make a plan

• Outline overall objective: “We will 
use volunteers to do X.”

• Identify your partners and get their 
buy-in

• Request/pull your data

• Create a recruitment and activation 
timeline 
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Example: Recruitment data list 
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Devise your recruitment strategy

• Determine your volunteer goals: 
class-specific and overall

• Identify populations for volunteer 
outreach to determine who you will 
need to recruit 

• Review past volunteer involvement 
and identify gaps

– Mix previous volunteers with 
new ones

– Pay particular attention to 
diversity in your volunteers 

Example: Lehigh University
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Collaborate on recruitment

• Decide who will ask potential volunteers
– Reunion staff
– Gift officer
– Leadership
– Other volunteers

• Prepare your recruiters with role 
descriptions and appropriate info

• Have plans for reporting back, what to do 
with a “no,” and what to do with a “yes”
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Define volunteer roles

• Clearly outline what volunteer role will be

• Create written versions of volunteer opportunities that can be shared 

– Use during recruitment process 

– Share with any colleagues who might be talking to potential volunteers

• Secure agreement from volunteers on their understanding and 
commitment to the role 

• Be prepared to remind them of expectations and to adjust course 
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Example: U. Chicago Booth School
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Examples: Fairfield University & UVA 
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Think creatively about how volunteers can help

• Peer-to-peer outreach

• Amplifying other asks/appeals 

• Augmenting specialty campaigns

Example: Columbia University 
College of Dental Medicine
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Motivate your volunteers

• Create regular communications 
schedules

• Track key outcomes to share progress 
towards goals

• Set milestones and celebrate 
successes along the way

• Get competitive where appropriate 

• Utilize volunteer leaders to encourage 
other volunteers Example: Yale University 
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Have fun!

• Remember that volunteers are VOLUNTEERING

• Be especially grateful and gracious in your 
communications

• Steward volunteers in big ways

– Celebrate and recognize during reunion 
– Consider institutional publications for additional 

recognition
– Include volunteers in other events and 

opportunities during their service 
– Thank, thank, thank—from the reunion team, from 

leadership, from other volunteer leaders, etc. 



CREATING STRONG APPEALS AND 
SOLICITING LEADERSHIP PROSPECTS
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Create overall solicitation plan for reunion cycle

• Know your counting guidelines and 
timeline as basis for plan

• Determine when you will start soliciting 
for reunion 

• Segment, segment, segment 

• Identify when to include reunion alumni 
in non-reunion solicitations and when to 
remove them 



Not for Duplication | Copyright Annual Giving Network LLC 2023 Page 34

Segment your reunion audience

• Identify leadership gift prospects 
and volunteers
– Create targeted plans for these 

audiences

• Divide remaining alumni into further 
segments 
– Lybunts
– Lapsed
– Rybunts (reunion-year donors)
– Nevers 
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Collaborate on leadership gift strategy

• Identify key partners to assist with 
leadership gifts

• Schedule time to discuss prospects 
(may have occurred during goal-setting)

• Focus on multi-year commitments

• Discuss challenge gift opportunities
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Examples: The Pennington School & Princeton 
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Leverage challenge gifts
• Ask a leadership donor to consider a 

larger gift as a challenge to their class. 
For example:

– If class achieves 25% participation, 
Sue and Bob Smith will donate $25K 
for the 25th reunion

– If class raises $50K for a class 
scholarship, an anonymous 
classmate will match that $50K

• Promote challenges to class but also 
share with all volunteers to potentially 
inspire other classes

Example: Francis W. Parker School 
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Identify unique opportunities 

• Work with gift officers on potential restricted fund opportunities for classes such 
as class scholarships, memorial and honor funds, etc. 

• Keep in touch as potential milestones approach and leverage them. For example:

– Class of 1973 is $48K from their goal, and Joe’s donor is considering a $50K 
gift, which would put them over the top

– Class of 2008 is $15K from the highest dollar total ever by a 15th reunion 
class. Would that motivate Sarah’s donor to make the commitment and secure 
the new record? 
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Remember that reunion is YOUR priority

• Most gift officers (and other key partners) will not 
be thinking about reunion in the same way you do

• Schedule regular check-ins on leadership donors

• Provide routine general updates widely to your 
colleagues to promote follow-up

• Be persistent but polite in requesting status 
updates on leadership gifts—they can make or 
break a class goal!  
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Create an engaging participation campaign

• Have a unique visual identity for reunion for all of your materials 

• Establish a reunion website as a one-stop location for all information 
regarding the event, giving, points of contact, etc. 

– Ensure giving opportunities and impact of gifts are prominently featured 

• Remember reunion is not a reason alone to give

– Convey sense of urgency around timing
– Utilize class goals to drive sense of community and investment
– Share impact of giving—past, present, and future
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Example: Whitman College
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Embrace the multi-year commitment ask

• Reunion is a unique 
opportunity for pledges 

• Promote pledge options and 
why a multi-year commitment 
makes a difference 

• Share recurring giving 
opportunities as another option 
to increase class giving totals 
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Include reunion wherever possible 

• Create targeted reunion appeals
– Use volunteers as signers
– Share class goals and progress
– Promote attendance

• Utilize variable data where possible on 
more general appeals

– Example: P.S. lines → “Your gift to the Engineering School will also 
count for your reunion class total.” 

• Include in specialty campaigns like giving days 

Example: Smith College
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Examples: Furman University & Carroll University
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Example: U. Penn reunion letter from volunteers
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Examples: The Westover School & Loyola University Chicago 
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Don’t forget the event itself!

• Encourage giving throughout reunion

• Include giving options via online 
registration

• Have a giving station in a centralized 
location at the event 

• Recognize donors via nametags 

• Host special events for donors and 
volunteers during the event 



EVALUATING RESULTS AND STEWARDING 
DONORS AND VOLUNTEERS
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Revisit your goals

• What were the priorities you 
identified for reunion?

• Engagement

– Increased attendance both 
year-over-year and reunion 
cycle over reunion cycle 

– More volunteers
– Enhanced volunteer activity 
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Revisit your goals (cont.)

• Alumni participation

– Increased totals in key 
audiences (particularly reunion 
over reunion cycle) 

– Pandemic effect

• Dollars raised

– Overall total achieved? 
Increase over previous year 
or previous reunion cycle?

– Class performance: goals 
achieved, records broken, etc. 

– Leadership gifts secured 
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Celebrate reunion

• Go big!

• Consider recognition during event itself
– Check presentation 
– Class awards
– Volunteer awards

• Utilize existing publications to celebrate and 
take advantage of your great event photography

• Create specialized acknowledgements in donor 
reports, online donor rolls, etc. 
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Personalize your reunion stewardship

• Carry reunion visual identity into 
acknowledgements

• Write reunion-specific messages of 
thanks 

• Consider using volunteers as signers 

• Acknowledge volunteer roles and 
event attendance where possible 
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Keep detailed records

• Every reunion cycle is unique with 
specific wins and challenges

• Note the leadership gift donors and 
commitments from each class

• Document strong volunteers and 
potential future roles for them 

• Admit the misses and the lessons learned

• Celebrate and document the wins 
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Key Takeaways

• Set clear goals, timelines, and counting criteria

• Recruit, train, and motivate a core group of volunteers

• Create strong appeals and engage top leadership prospects

• Evaluate results and steward donors/volunteers in meaningful ways
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