Reunion Volunteer Handbook

Preface

This Class Agent Handbook has been prepared by the Office for University Advancement of La Salle University as a guide for Class Agents to follow on the road to being successful fundraisers.  

For information not covered herein, please write the Office for University Advancement, 1900 W. Olney Ave. Box 809, Philadelphia. PA 19141-1199, or call (215) 951-1539 or send an email messageto ulrich@lasalle.edu.  The Office for University Advancement is on the 4th floor of the Administration Building, which is located at 1900 W. Olney Ave. (next to College Hall).  The Annual Giving Staff is ready to assist you in every way possible in the important job that you are doing for La Salle and your class.

Letter from Brian or about Volunteer Mgmt. 

Highlights of the letter could identify the following messages for volunteers:  

· Communicate the campaign goals, themes, and objectives to alumni, parents, friends, corporations, and foundations.  

· Assist the Annual Giving staff and chair in identifying and enlisting others to serve as members of the campaign committee, admission recruiting, and Alumni on Campus initiative.

· Make significant gift commitments to inspire others to give.

· Assist University leadership and staff in soliciting prospects.

· Solicit classmates for personal and corporate matching gifts

· Attend volunteer committee meetings

· Work with and assist members of the Advancement staff with key campaign initiatives.

Our Fundraising Case for Support

In your role as a volunteer fundraiser for La Salle, you will need up-to-date, pertinent information about the University.  This information will help you to shape your message and field questions from your prospects effectively.  Please refer to Appendix A:  Fast Facts Sheet.

Every year, La Salle and other major universities face a budget-balancing act.  While the University is committed to holding down the rate of tuition increases, it is the support of loyal La Salle alumni, parents, and friends that help the University meet its ongoing need for flexible, unrestricted income to support the institution’s academic mission.  Tuition and endowment are the University’s main sources of operating revenue, but these cover only a portion of the expense of operating revenue, but these cover only a part of the expense of operating La Salle University.  This is why your volunteer efforts to seek unrestricted gifts are so important.

La Salle University provides an environment of academic excellence and an opportunity for students to receive a Lasallian education:  a values-based education with the influence of the Christian Brothers coupled by a catholic education.  In order for the University to succeed, we must accomplish the following goals:

· Encouraging greater alumni participation in the Annual Fund.  

The number of La Salle’s alumni who give each year represents our participation, which is a significant indicator of alumni satisfaction with the University.  La Salle University must continue to rise in its position among the national rankings of colleges and universities.  We are currently ranked 17th of the 146 schools in our category and have been in the Top 20 for the past eight years.  La Salle University must strive to attain a level that accurately reflects the strengths of our university and educational program.  The current leader among our rival institutions has attained a 34% response.

Maintaining a high level of alumni participation is important for other reasons as well.  Corporations and foundations consider participation rates when awarding grants to private universities.  Alumni participation is often a key variable in recruiting faculty to the university.  And, the level of our alumni plays an important role in the recruitment and retention of students.

· Increasing unrestricted giving will allow the university the flexibility to funnel gifts to the areas of greatest need and to the priorities for the upcoming year.  

Faculty salaries, student financial aid, laboratory equipment, state of the art technology, and the preservation of buildings and grounds are some of the core expenses that must be met through unrestricted funds on an annual basis.  A donor who gives an unrestricted gift says to the University:  “Here is my contribution.  Please use it where it is needed most.”  

· Preparing students for successful careers and rewarding lives. 

A university is only as good as its students and faculty.  To ensure that 

La Salle enrolls the best students, the University must offer financial aid packages that are competitive with those offered by 

La Salle’s peer institutions.  Tuition only covers 80% of the cost of educating a La Salle student.  Unrestricted gifts help bridge the gap between tuition and the cost of educating a La Salle student.  

Please talk to your prospects about the importance of alumni participation, unrestricted giving, and La Salle’s efforts to prepare students for successful careers and rewarding lives.  Establishing a competitive edge in the higher education market is critical to the future of La Salle University.  The Annual Fund provides the necessary support to address such things as advancing technology, attracting and recruiting stellar faculty and students, and curriculum development.  Remember:  gifts of all sizes add up in terms of dollars but also they represent a vote of confidence by the alumni in your alma mater. 
Annual Giving Messages

Theme:  “We continue to look forward to preparing students for the challenges of contemporary American society.”

1.
La Salle University provides an environment of academic excellence and gives students the opportunity to receive a Lasallian education:  a values-based education with the influence of the Christian brothers coupled by a catholic education.

2. Increasing unrestricted giving will allow the University the flexibility to funnel gifts to the areas of greatest need and to the priorities for the upcoming year as established by leadership.  In five years, the University’s Annual Fund should double.

3. La Salle University must continue to rise in its position among the national rankings among Colleges and Universities.  We are currently ranked 17th of 146 schools in our category and have been within the top 20 for the past eight years.  

4. Encourage greater alumni participation in the Annual Fund. La Salle University should become a leader in the percentage of alumni who participate in the annual giving program.  The current leader among our rival institutions has attained a 34% response.

5. Increase donor retention and continue to build our participation rates.  Thanking people for their past support and recognize well their participation. 

6. Convince donors of the importance of increasing their gift to the Annual Fund.  Increasing unrestricted giving allows the University the opportunity to provide more – to increase the quality of what we do and how we do it.. 

7. Extend an invitation to visit the campus and to participate in the events and activities sponsored at the University.  The greater one’s level of involvement and understanding, the more likely one will be to participate financially in securing the future of the institution.   

8. Establishing a competitive edge in the higher education market is critical to the future of La Salle University.  The Annual Fund provides the necessary support to address such things as advancing technology, attracting and recruiting stellar faculty and students, and curriculum development. 

Reunion Giving Program

Overview

Each year, when Annual Giving campaign results are tabulated, the Reunion Class Giving Program accounts for approximately ___ of the total alumni funds raised annually.  Members of reunion classes are asked to make a "stretch" gift, a gift that is larger than they normally would consider, in honor of their Reunion.  It is the task of the class leadership to organize and inspire a team of volunteers that work to contact each member of the class and to make the Reunion appeal.  There are many willing donors in every Reunion class who only need to be asked.

Leadership

The energy and determination of a core group of class leaders and volunteers is essential to a successful campaign.  You and other members of the core group will have a key role in determining the goal, building and motivating an effective committee, and developing and carrying out a campaign plan.  

Class Chair

The Class Chair must provide leadership at all times to the class campaign to ensure that La Salle reaches its annual giving goals.  The role of the Class Chair is critical to the success of the campaign:

1. Make your commitment to leadership gift before soliciting committee members.

2. Edit and sign class gift appeals throughout the year.

3. Identify and personally invite potential committee members to be a Class Agent, chosen from a list of top prospects.

4. Ask each committee member for a "stretch" gift to their class gift program.

5. Review class lists and work with the Annual Giving staff to assign 5-8 top class prospects to each committee member to solicit personally for a class gift.

6. Preside at reunion committee meetings and solicitor training.

7. Participate in a solicitor training program.

8. Motivate the committee members and monitor their progress.

9. Assist the Annual Giving staff in identifying new prospects.

10. Attend Reunion, celebrate with your class, and present La Salle University with a significant class gift.

Reunion Committee Member Outline

1.  Attend the initial reunion committee meeting.

2. Make your leadership gift before soliciting your assigned prospects.

3. Participate in a solicitor training program.

4. Review the class list and make solicitation assignments.

5.  Complete assigned solicitations in person or by phone and report progress to the staff coordinator.

6.  Meet to design a “Reunion Gift Status Report” to be sent to all non-respondents.  The Reunion Committee will also brainstorm suggestions for reaching non-respondents:

· Reunion Committee and Class Volunteer Phonathon.

· April Alumni Newsletter highlights reunion giving program with statistical comparisons between classes.

· Targeted letter to non-respondents with response envelope

6.  Attend reunion, celebrate with your class, and present La Salle University with a significant class gift.

Annual Giving Staff

A member of the Annual Giving staff will work closely with your class leaders from the beginning to the end of your campaign.  They will assist you in all phases of planning, explain strategies used by other successful classes in the past, and provide logistical support for mailings and reports you will need.  

In addition, the fundraising staff at La Salle may also, from time to time, seek your advice about particular projects or individuals they are working with.  Close and continuous mutual support by Annual Giving and Development Volunteers and staff is essential for bringing about the maximum long range benefit to La Salle.

Some of the qualities that are necessary to succeed include:

· Motivation of donors and volunteers.  You must find out why people give to La Salle (See Appendix B for a Top Ten List).  Rally your classmates around the reasons for giving to La Salle so that they consider making a "stretch" gift.  A “stretch” gift is a gift that is larger than one would normally consider.  Also, volunteers must be motivated and convey a sense of high purpose and enthusiasm about the objectives of the Annual Fund.  

· Information Resource.  Through appeal letters, notes and personal contacts with classmates, you will be an important source of information on campus issues and the Annual Fund.

· Forthrightness.  In making the case for financial support of the University, be direct and forthright.  You need make no apologies for requesting the funds necessary for advancing the mission of La Salle.  

· Persistence.  Remember that part of your class will readily respond to your efforts, part of your class will procrastinate and require more pursuit and persuasion, and another part of the class will be virtually unresponsive to your thoughtful and articulate appeals.  Do not be discouraged or deterred you from continuing to present the case for support of La Salle.  Do not take your classmates responses personally. 

· Creativity.  We urge you to inject your own personal touch into your class's fundraising effort; the more you can do that, the more effective you will be.

· Attention to detail.  Please promptly communicate your progress in securing  donations to the committee and Annual Giving staff so that donors can be thanked for their support.

· Listening.  Aim to maximize the opportunities for personal, two-way communication, for learning people's motivations, for responding to their concerns, and for reinforcing their individual importance as a member of your class.

As you consider the specific steps involved in implementing a successful campaign, always keep in mind the surmounting importance of leadership, of setting high standards, and encouraging the ideals of those who care about 

La Salle.

Reunion Plan

A. Select and Recruit a Class Chair that is both comfortable asking for large gifts and effectively managing a group of peer solicitors.

1. Solicit a leadership gift from the chair.

2. Obtain Chair's signature for recruitment and appeal letters

B. Select and Recruit a Committee.

1.   Contact volunteers who were active in previous reunions.

2.   Contact current lead donors and invite them to participate.

C. Meet with Class Leadership to discuss strategy, solicitor training, and a campaign timetable.

1.   Review class lists and screen for potential prospects.

2.   Select 5-8 classmates that committee members would like to solicit.

3.   Secure pledges from the volunteers before the meeting or at the meeting.

4.   Review Reunion Volunteer Handbook and Timetable.

5.   Set a goal for having prospect solicitation complete and outline reporting process.

6.   Identify ask levels for prospects based on their past giving history.

D. Send out initial Phonathon Pre-Call pieces to both Leadership prospects and Non-Leadership prospects.

E. Leadership Solicitation and Student Phonathon should begin.

F. First Progress Report is distributed and the Class Committees meet to discuss the next course of action.

1. Reports will be distributed via the Alumni Newsletter and La Salle

Magazine.

G. Direct Mail appeals are sent to all Leadership and Non-Leadership prospects that were not reached in the first round of calls.

H. Direct Mail piece is sent out to find "Lost Alumni."

I. In April, do one another direct mail "Last Chance" to get on board mailing.

Helpful Tips for Volunteer Solicitors

1. Make your gift or pledge before asking anyone else for a commitment.

2. Do your homework in advance of the call.  Know in advance your class goal(s), members of the reunion giving committee, last reunion's statistics, etc. 

3. If at all possible, make your solicitations "face to face".  It is so much more effective to meet personally, especially when discussing a personal financial commitment.

4. Recognize and emphasize the importance of reunion giving and the impact it will make on the Annual Fund as a whole.

5. Use language to help make the ask more comfortable for both you and the donor. Phases like "would you consider " making a gift and "would a gift within a range of " work for you? - are examples of language that helps to navigate the gift along.  Also share the level of gift others are making - help your classmate "raise the bar".
6. Never argue with a classmate or possible donor. Refer all situations and questions that cannot be easily answered to the Annual Fund Office at 215-951-1540.
7. Remember that solicitation is a process that may take more than one conversation to conclude. Involve other members of the reunion committee, or University representatives, if needed.  Try to be patient and allow the donor the time he/she needs to make the gift.  Often this will result in a gift larger than either you or the donor would have expected!

8. Stay on schedule with your solicitations, and keep the class chair up to date.  We will be interested in hearing about all of the interactions with classmates!

9. Take notes on areas of interest, significant events in the person’s life, key faculty, staff, or Christian Brothers who influenced them.

Reunion Giving Program

Leadership Solicitation Outline

A. Introductory Phase

This is a warm up time.  Reacquaint yourself with your classmate.  Share some family and personal anecdotes.  By way of conversation, introduce other members of the reunion committee and key players at La Salle University.  

B. The Case for Support - About La Salle University

Share and discuss highlights of La Salle University and the upcoming reunion; help your classmates understand the need for unrestricted annual support; share with them the opportunities afforded our students through annual gifts; discuss the US News and World Report rankings - how important alumni participation is in keeping our rankings high.

C. The ask (if appropriate)

An ask amount should be determined prior to the call being made.  This amount is based on previous giving and other information known about the donor.  Be sure to ask for a specific amount, "Could you consider making a commitment of $_______?".  

D. Closing

Be sure to thank your classmate for his/her time.  Do not try to force a decision on a gift if it has not been forthcoming.  Talk about what you have gained from the conversation and how you hope the classmate will respond in the near future.

F.
Follow-up

If your classmate makes a gift, explain that he/she will receive a letter by mail thanking him/her for participating in the reunion giving program and including a response envelope for convenience.  If a solicitation was made but no gift promised, a letter and pledge card will be sent by mail.  If a response is received by  November  8, then the classmember will not receive additional solicitations.  If we do not hear from them, they will be contacted through our student phonathon.

E. Documentation

Take some time to verify information on each call.  Be sure to contact the Reunion Giving Committee Chair as soon after the solicitation is complete so that follow up procedures can begin immediately.  Write a personal note of thanks and send within ten days.
Ways of Giving to La Salle University

There are various ways of giving to La Salle.  Most gifts of the University have taken the form of cash, clearly the most convenient way of giving.  Credit card gifts (Visa or Mastercard) are also acceptable.  Such gifts are fully tax-deductible and are vital to the support of La Salle’s annual, endowment, and capital needs.  You may also wish to consider one of the following mutually beneficial ways of supporting La Salle University.

1. Securities—If you own securities that have appreciated in value, you are subject to taxation rules when they are sold.  By making a gift of these appreciated securities to La Salle, you avoid capital gains taxes and receive a charitable deduction.  Thus, the actual cost to you is often far less than the value of your gift.

2. Real Estate—You may make a gift of your residence or other real estate to the University.  As with gifts of appreciated securities, you avoid capital gains taxes and receive a charitable deduction.

3. Life Insurance—If you own a fully-paid life insurance policy that has outlived its original purpose, you may wish to donate it to La Salle.  You will receive a charitable deduction based on the present value of the policy (an amount close to the cash value).  You may also name La Salle to be the beneficiary of any life insurance policy that you own.  Although you will not receive a charitable deduction, you will have the satisfaction of knowing that future students will benefit from your gift.

4. Bequests—A bequest to La Salle is a gift that involves no immediate loss of capital or income.  Both large and small bequests enable the University to provide a Lasallian education to tomorrow’s leaders.  There are several different types of bequests, and we would be happy to discuss various options with you and your attorney.   Your estate will receive a charitable deduction, and the tax savings can reduce the ultimate cost to your heirs.

5. Trusts—Many people believe that trusts are for the wealthy.  While trusts can be very beneficial to the wealthy, often those with limited assets establish trusts to preserve their capital and increase the earnings derived from it.  You may establish a trust that will permit you to make a gift to La Salle (and receive a charitable deduction), while increasing your income.  We would be happy to discuss with you and your attorney the various types of trusts that you can establish to benefit La Salle.

As you can see, there are many ways of giving.  Rest assured that no matter which method you select, you will have the personal satisfaction of knowing that you are strengthening La Salle and benefiting young men and women for generations to come.

For further information regarding any of the above giving opportunities, please contact the Director of Planned Giving in the Office for University Advancement at (215) 951-1881.  All inquiries are held in strictest confidence.

Donor Recognition

Gift Club Levels

The De La Salle Society

The De La Salle Society is composed of those individuals who have made cumulative gifts of $100,000 or more.  The society’s name honors St. John Baptist de La Salle (1651-1719), the founder of the Christian Brothers and the patron of our University.

The Charter Club

The Charter Club, founded in 1988, pays tribute to individuals who offer extraordinary support to La Salle University of $25,000 or more annually.  La Salle College was originally located at St. Michael’s Parish, 1419 North Broad Street, at the time it received its charter from the Commonwealth of Pennsylvania.

University Club

The University Club, founded in 1985, includes individuals who make annual gifts of $10,000 or more, but less than $25,000.  On May 14, 1984, the Commonwealth of Pennsylvania conferred University status on La Salle College, and, in 1985, the new University acquired the historic Charles Wilson Peale House on the Belfield Estate.

Dr. Flubacher Club

The Dr. Flubacher Club is composed of donors who contribute annual gifts of $5,000 or more, but less than $10,000.  Dr. Joseph Flubacher was a very instrumental Economics professor at La Salle College.

The San Miguel Club

The San Miguel Club is composed of donors who contribute annual gifts of $2,500 or more, but less than $5,000.  St Miguel Febres Cordero (1854-1910), an Ecuadorian Christian Brother who was canonized in 1984, was a man of letters, author, poet, and a recognized authority on the Spanish language.

The Chairman’s Club

The Chairman’s Club, established in 2001, is composed of donors who contribute annually $1,000 or more, but less than $2,500.

The Founder’s Club

The Founder’s Club, begun in 1974, is composed of those individuals who make annual gifts of $500 or more, but less than $1,000.  Brother Teliow, F.S.C. (1828-1900) was the founding president of La Salle College.

The Ugo Donini Club

The Ugo Donini Club acknowledges those of the La Salle family who contribute $250 to $499 annually.  Named after Professor Ugo Donini (1901-1980), this club started in 1982.

The Anniversary Club

Anniversary club membership is accorded to those donors contributing $125 to $249 each year.  The club, established in 1988, recalls the founding of the University in 1863.

Young Alumni Society

The Young Alumni Society recognizes those individuals that have graduated within the last 10 years and have made a gift of $62.50.

****A new initiative has been announced by the Annual Giving Staff—the President’s Circle.  The President’s Circle membership requires a personal Annual Fund Unrestricted gift of $1,000. ****

La Salle Fast Facts

Admission:  Rolling Admission starting November 1.  Students will hear within 4-6 weeks of applying.

Athletics:  Division I, Atlantic 10 Conference.  (Football is Division I AA non-scholarship)

Catholic:  Christian Brothers University.  Over 70% of student body is Catholic.

Class Size:  Average is 20, largest class does not exceed 40.

Class Profile:  Solid B/B+ average, most from top 20-40% of high school class, SAT Average is between 1050-1150.

Cost: (From 2000-2001 schedule) Full tuition with room and board is approximately $26,000.  Tuition = $18,020   Room and Board = $6,500 (depending on meal plan chosen).

Deadlines: 

Early Action= November 15 (if student applies to the University by 11/15, they will receive a decision in the mail by December 15.  This is a NON-BINDING decision).  

Scholarships = January 15 (student must apply to the University and all application materials must be received by this date).  

Financial Aid Deadline = February 15 (FAFSA Form required)

Confirmation Deadline = May 1

Enrollment:  3,000 Full- time undergraduates.  5,500 with graduate, part-time and evening students.

Faculty:  Student/Faculty Ratio = 15:1.  90% of faculty have Ph.D. or highest degree in their field.

Female:  Female/Male percentages = 54%/46%

Financial Aid:  Need-based aid on basis of FAFSA profile.  Must be mailed by February 15 (La Salle requires no other Financial Aid form besides the FAFSA.)  Students will be notified of financial aid packages by first week of April, if filed on time.  **Any detailed financial aid questions asked by parents, please refer them to their proper Admission Counselor.  

Graduate Assistants: Do not teach at La Salle.

Graduates:  Four-year graduation rate is 53% and five-year graduation rate is 60%

Greek:  20-25% of student body is involved in fraternities or sororities.

Location:  100-Acre campus, 6 miles from Center City Philadelphia.  An urban campus, with a rural feel.

Medical School:  Over 96% of students with University recommendation are placed.

Minority:  80% White, 13% African-American, 4% Hispanic, 3% Asian.

Residence Halls:  1,650 to 1,700 on-campus in 12 residence halls, apartments and townhouses.

Scholarships:  Partial Tuition (Founder’s Scholarship)  ranging from $4,000-$12,000.  Half-Tuition Scholarship (Community Service Scholarship),  Full-Tuition Scholarships (Christian Brothers Scholarship) and Athletic Scholarships determined by athletic department.

Telephoning for the Appointment

The most effective solicitations are usually conducted face-to-face and the best way to arrange for a personal visit is through a telephone call.  

Before making the call:

1. Review solicitation materials and case statements if available.

2. Review and have readily available the prospect profile.

3. Visualize the telephone conversation before you have it.  If you are uneasy about your approach, practice.

When making the call:

1. Introduce yourself immediately and describe your association with La Salle University.

2. Call at a time when you can give the telephone call your complete attention.

3. Smile- it can be felt through the phone.

4. Keep your call brief (2-3 minutes).  You do not want to slip into the discussion you are planning to have face-to-face.

5. Keep your calendar handy and have at least two dates in mind.  Be flexible - you need to meet the prospect's schedule.

Troubleshooting the Telephone Call:

1. A visit is simply not necessary.  Explain why you feel you can better communicate the exciting initiatives of La Salle University in person.

2. He/she is too important to the school to talk by phone.  You are better able to describe the scope of programs and projects at The University in person rather than by phone.  

3. He/she tried to make a gift over the phone.  In general, responses given over the telephone are 50-75% less than those solicited face to face.

4. He/she is too busy to meet.  Reiterate the importance of the meeting and that you intend to use his/her time wisely; have your calendar ready and be prepared to select a date, even if it is months away.

Conducting a visit and asking for support

F. Introductory Phase

This is a warm up time.  Introduce yourself and find out more about the donor.  By way of conversation, introduce other key players at La Salle.  

G. The Case for Support - About La Salle University

Share and discuss institutional messages and highlights; begin to explore the donor's areas of interest; in cases where a major gift will be solicited, build a case for support in that particular area.

H. The ask (if appropriate)

Examine the donor's giving record before the visit and determine the gift amount you will solicit.  This may turn out to be his/her annual gift.  Be sure to ask for a specific amount, "Could you consider making a commitment of $_______?".  

I. Summarize

It is helpful to reiterate some of the major points of the discussion, especially if a gift is being considered.  It also gives you an opportunity to address questions.

J. Closing

End at a logical stopping point.  Do not pressure a donor into making a decision on the spot.  Talk about what you have gained from the meeting.

F.
Followup

If the donor makes a gift, thank him/her and explain the gift process so that the donor knows what to expect.  If a solicitation was made but no gift promised, be clear about how you will follow up with the donor. (I will call you by phone in ten days to discuss…)

If this is a newer contact being brought into the cultivation stage, use this time to establish your next contact with this donor.

K. Documentation

Be sure to write a call report that outlines your visit; when appropriate, discuss the visit at a major gifts meeting to gain insight from other officers; write a thank you to the donor for the visit.

Sample Committee Recruitment Letter

September 2000

XXXXX

XXXXX

XXXXX

Dear ______________, 

I have been asked by Brother Michael McGinniss to serve as the reunion class gift chair for our upcoming  __ th reunion scheduled to be held on May 19-20, 2001.  My first duty as chair is to recruit a committee of classmates to work with me on behalf of the reunion gift program.  That is why I am contacting you.

Our goal for this year is simple:  to encourage as many of our classmembers to give as much as possible, increasing our Class Gift to the institution this year and the percentage of classmembers who participate in the Reunion Giving Program.  Lofty goals?  You bet, but I know the Class of ____ will rise to the challenge.

As a member of the class reunion giving committee you will be asked to solicit 3-5 classmates by phone or by letter, appear with other members of the committee on letterhead relating to our reunion, and, of course, participate in the annual fund campaign with a gift that reflects the special occasion of this reunion and your continuing  commitment to La Salle University.

The University's priority is unrestricted money that can be directed to the areas of greatest need.  Over a 5 year period, the University is hoping to double the amount of unrestricted funds collected each year.  We can significantly impact that process by encouraging unrestricted giving in our class appeals and through our own giving.  

Enclosed is an annual fund brochure and an outline of your responsibilities should you agree to serve.  Please review the information and I, or a member of the Reunion Giving staff, will contact you within the week.  We have tentatively scheduled two planning sessions hoping that each member of the reunion committee will attend one.  The dates are _______________________.

In the meantime, if you have any questions or need additional information, please reach me at (phone number).

Thank you for your dedicated support of our alma mater!  I believe we can help our class to make an impact on the Annual Fund program during our reunion year and I know we will have fun doing it!  I look forward to talking with you.

Sincerely,

Sample Pre-Call Letter

November 8, 2000

Dear Fellow Member of the Class of 1996:

Can you believe that is has been five years since we graduated from La Salle?  I can still remember the fun and exciting times that I had at Belfield Happy Hours, bus parties, eating Peach’s famous Intermission wings, and going to an Explorer basketball game.  

With our five-year reunion quickly approaching on May 19-20, it is time to start rekindling some of these fond memories of La Salle and to give back to our alma mater.  

At this time, I wanted to let you know that La Salle needs our help with this year’s Reunion Class Giving Program.  The Class of 1996 has aggressive goals to accomplish for the Reunion Class Giving Program.  We need to increase both our participation in the annual giving program and our ability to commit unrestricted funds to La Salle.  Together, these efforts will bode well for La Salle in the national rankings of colleges and universities.

Shortly, you will receive a phone call from a current La Salle student to enlist your support of the Reunion Class Giving Program.  Please help our Class Giving Committee by pledging a special Reunion Class gift.  What do I mean by special reunion gift?  I mean a “stretch” gift, a gift larger than you would otherwise consider to commemorate our class reunion.  By making such a gift, alumni can help the university provide the necessary resources, technology, and financial assistance to ensure a great La Salle experience for students.

Many thanks for your continuing support of our alma mater!  I hope to see you at Reunion 2001 in May.

Sincerely,
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Bill Jones ’96

Reunion Giving Chair 

Sample Pre-Call Letter

November 28, 2000

Name

Address 

City, State Zip

Dear 




I have been asked by Brother Michael McGinniss, President of the University, to serve as the chair of the Class of 1961 Reunion Gift Committee for our upcoming 40th reunion scheduled for May 19-20, 2001. 

I have had the privilege of serving on La Salle University’s Board of Trustees for almost ten years.  During that time I’ve seen first hand, the great job our alma mater does in providing middle income students the opportunity to develop their skills to become successful in their jobs and in their lives.  

I have also seen how much La Salle, like all strong and vibrant universities, relies on its alumni to help it compete successfully.  Alumni giving provides the funding necessary to attract and retain an excellent faculty and upgrade the facilities and technology needed to compliment a strong, progressive career-focused curriculum.  Alumni giving also provides the financial assistance needed to assist good students of modest means in achieving a college and in our case, a Lasallian education.

It has been 40 years since we graduated from La Salle.  Let’s see if we can’t do something special - give something back - from the class of 1961 for the next generation of La Salle students.  

Please join me and the Reunion Gift Committee in making a special gift to this year’s Annual Fund.  What do I mean by a special gift?  I mean a true “stretch”, a gift larger than you may otherwise consider, but one that is truly indicative of the momentous occasion of our 40th Reunion.

Our goal this year is simple: to encourage as many of our classmates to give as much as possible, increasing our Class Gift to La Salle this year and also to increase the percentage of our class who participate in support of our alma mater.  Won’t you join us?

I hope to see you all at Reunion 2001 when we will have the honor and privilege of presenting our class gift in a check to Brother Michael at the Reunion banquet.  Many thanks for you consideration of my request and for your continued support of La Salle.

Sincerely,

Your Name

PS
Enclosed is an Annual Fund brochure which explains the importance of your support for La Salle University and the students it serves.  Please use the tear-off portion and return envelope to make your gift or pledge today!

Sample Pledge Letter

«Date»
«Full_Name»
«Address_1»
«Address_2»
«City_State_Zip»
Dear «First_Name»:

This is an exciting time for our class!  Our «Reunion_Year»th year reunion is quickly approaching! Plans are underway for a wonderful weekend on May 19 and 20, 2001, and our reunion giving program is now in full swing. Thank you for allowing me the opportunity to speak with you about the importance of the Reunion Class Giving Program.

The University's funding priority is unrestricted money that can be directed to the areas of greatest need.  Over a 5 year period, the University is hoping to double the amount of unrestricted funds collected annually.  We can significantly impact that process by encouraging unrestricted giving in our class appeals and through our own giving.  Our reunion provides the perfect opportunity for us to show our loyalty and commitment to the University through a special gift this year.  

Many thanks for your pledge of $«Dollar_Amount» toward our class gift.  With every pledge, our class comes closer to reaching our goal for our reunion gift this year. As alums, we are valued for our continued dedication to and support of our University.  Without you and the other members of our class who give so generously, La Salle could not continue to provide our students the with  the best education possible.  

Again, thanks for all you have done and continue to do for our alma mater!  I look forward to seeing you once again during Reunion Weekend, scheduled for May 19 –20, 2001.  

Gratefully,

Class Chair

PS:  A response envelope is enclosed for your convenience.  I look forward to hearing from you.

Sample Unspecified Letter

Date

Name

Address

City, State Zip

Dear ____________:

This is an exciting time for our class!  Our ___th year reunion is fast approaching!  I wanted to write and thank you once again for taking time to learn about La Salle’s Reunion Giving Program. 

The University's funding priority is unrestricted money that can be directed to the areas of greatest need.  Over a 5 year period, the University is hoping to double the amount of unrestricted funds collected each year.  We can significantly impact that process by encouraging unrestricted giving in our class appeals and through our own giving.  

Many thanks for considering a pledge towards our class gift.  If it is possible, I hope you take this opportunity to support the Reunion Giving Program before the May 31, 2001 closing date.  

As a private university, La Salle truly appreciates the dedication and support of its alumni.  Without you, we could not continue to provide our students the best La Salle education possible.  

Again, thanks for all you do and continue to do for your alma mater!  I look forward to seeing you once again during Reunion Weekend, scheduled for May 19 –20, 2001.  

Gratefully,

Class Chair

PS:  A response envelope is enclosed for your convenience.  I look forward to hearing from you.

Sample Refusal Letter

Date

Name

Address

City, State Zip

Dear ____________:

This is an exciting time for our class!  Our ___th year reunion is fast approaching!  I wanted to write and thank you once again for taking time to learn about La Salle’s Reunion Giving Program. 

The University's funding priority is unrestricted money that can be directed to the areas of greatest need.  Over a 5 year period, the University is hoping to double the amount of unrestricted funds collected each year.  We can significantly impact that process by encouraging unrestricted giving in our class appeals and through our own giving.  

I am sorry you are unable to participate in our class gift at this time.  Should circumstances change, I have enclosed a response envelope for your convenience.  As a private university,      La Salle truly appreciates the dedication and support of its alumni.  Without you, we could not continue to provide our students the best La Salle education possible.  

Again, thanks for all you do and continue to do for your alma mater!  I look forward to seeing you once again during Reunion Weekend, scheduled for May 19 –20, 2001.  

Gratefully,

Class Chair

PS:  Please remember La Salle’s fiscal year ends on May 31, 2001.  Thank you.
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