The Matures 60-70’s

They worked hard to earn their degrees and have never taken them for granted. The significance of a degree is very important to them.

Implication for the call: treat them with the respect they deserve. Yes ma’am and No Sir. Be dignified and don’t use slang.

They respond well to graphic summaries and personal experience.

Implication for the call: relate their experience to things you see happening on campus today. Try and help them imagine CSUN as it is today.

They turn to established institutions and authority figures for influence.

Implication for the call: Include the President and other “authority” figures when talking about priorities. Be sure to establish your own credibility up front.

They believe in doing something on behalf of others (especially family).

Implication for the call: Stress that their gifts make a difference in the lives of today’s students. Talk about the personal impact of private giving on financial aid. 

They believe accomplishing a goal through teamwork.

Implication for the call: Talk about the importance of everyone making a gift and how it impacts what we do-not only in the dollars we raise but in the participation we have. 

Money is of concern. However, they are not big credit buyers.

Implication for the call:  Stress the importance of participation at any level. Every gift is important!

The Boomers 40-50’s

They grew up being told they were special and were given the advantages of education and training so they could be. Going to college was something they expected, not a goal to be achieved. 

Implication for the call: They may take you for granted. College was an expectation, not a privilege. Therefore “giving back” because someone gave to help them may not work very well.

They were distrustful of administration and skeptical of authority. This is the “protest generation”. They believed the establishment tried to sell them a bill of goods and didn’t deal in reality.

Implication for the call: Don’t use the President or authority figures to persuade them to give. Give concrete examples of how contributions made to the university go directly to help students.

They respond well to nostalgia.

Implication for the call: Don’t try to relate to their college experience to today. Let them “relive” some of the best times in their lives. (Their best moments were yesterday.)

They respond well to information and well-organized data.

Implication for the call:  Give them facts and a well-organized case for support.

This generation is one that grew up with rock ‘n roll as well as four major revolutions in American Society: the civil rights movement, the anti-war movement, the environmental rights movement, and the women’s movement. It is a generation for whom peace and justice was a personal value.

Implication for the call:  Stress how contributions to scholarship support makes going to college more affordable for deserving students of all backgrounds. Talk about your own experience of working your way through school by being a caller. (Many of them also worked their way through school.)

They want to know what’s in it for them. They remained focused on themselves and have very little affinity for fraternal type of organizations. They see no value in self-sacrifice for a common goal but focus on individuality and self-reward.

Implication for the call: Don’t talk about giving clubs with these people; they abhor such organizations. Focus on how they can make a difference and how good it will feel knowing they have helped students realize their own dreams. (This was the “feel good, groovy” generation.)

They have a different understanding of “buy now, pay later.” This was one of the first generations to grow up understanding and regularly using the ease of the credit card. They frequent Nordstrom’s. LL Bean, Barnes and Noble, Starbucks, etc.

Implication for the call: Always make sure you ask for the credit card gift. They are quite used to completing transactions this way.

Gen X 
 30-40’s

These live solidly in the present.  They are at the stage in life where they are beginning to feel established in their careers and life. Many will have family and mortgage obligations.

Implication for the call: Stress the ease of paying pledges through credit card giving that allows them to conveniently manage their own schedule of payments. 

They believe they put themselves through college. Nobody has helped them with anything. 

Implication for the call: Explain that even while they were getting their degree at CSUN, alumni support was an important part of providing the quality education they received here. The silent tradition of helping by giving goes to the very founding of the university. Now, as alumni, it is their time to step forward and contribute. Make it convenient for them to do so!

They are willing to pay for value.

Implication for the call: Explain how having a degree adds value to ones life; not only through increased earnings but also through greater appreciation for the arts and humanities.

They dislike hype, overstatement, self-importance, and hypocrisy.

Implication for the call: Don’t try to market these people – shoot it to them straight!

These people when given unlimited choices tend to make none. 

Implication for the call: Don’t overwhelm them with options. Tell them you want $X on their credit card. Don’t talk about payment options, designations, etc.

They tend to buy to fill a need not for reasons of status or to make a statement.

Implication for the call: Explain to them about the needs of students at CSUN: the need for faculty who are current and knowledgeable in their field of expertise, the need for upgrading technology, and the ever present need for financial support to help deserving students realize their dreams. Tell them how they can make a difference.

They don’t accept information at face value. They are skeptical!

Implication for the call: Be prepared to make a well-stated case for support.

They tend to respond to peers best; although they do respect authority. 

Implication for the call: Look for similarities. Talk about how other young alumni, even current students, are contributing to support the need for scholarship support.

Generation D 
20’s

This is truly the digital generation. They are the first generation that has never known anything but computers, instant access, and quick results.

Implication for the call: Keep it simple and to the point. Be clear and concise. Make it easy and fast for them to complete their contribution by using a credit card. (It is their predominant method of payment.)

The primary method of communication for these people is by cell phone or e-mail.

Implication for the call: When gathering demographic data on these people always ask for their cell phone and email address. 

This group expects quick results and wants to know that their gift was put to immediate use to achieve a specific objective. 

Implication for the call: Stress how a contribution by credit card makes sure their gift immediately goes to help the university improve the quality of education for our students. Within 24 hours, their donation can be generating funds for the university to improve the quality of education at CSUN.

