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What is the Viking Decade and Viking Gift Committee?

The Viking Decadeis a peer communication program focused on fogieziomni relations and
philanthropy among alumni of the most recent de¢&dizsses of 2000-2009).

The Viking Gift Committee (VGC) is a division of the Viking Decade Program. laipeer
solicitation committee that communicates the imgace of alumni donor participation and solicitsfigial
supportl] at any levell for The Lawrence Fund.

Why is the Viking Gift Committee Important?

Communicates the importance of alumni donor partigpation

For many years, Lawrence has prided itself on amai donor participation rate hovering
around the 50 percent mark, placing the collegerantioe top 25 schools in the nation on this
measure. In addition to the direct impact annluahai gifts have on Lawrence’s educational quality
(by providing the money to buy library books, sugigaculty salaries, stock the labs, heat the
buildings, cover scholarships and grants, etsjyang alumni donor participation rate is also a
source of pride for the college and an index ofraduloyalty.

Moreover, publications such 8BS News & World Repotdompare alumni donor participation
rates to rank colleges in terms of alumni satigbact Because corporation and foundation donors use
alumni donor participation to assess alumni loyaltyen determining philanthropic support, the
faithfulness of alumni donors does impact the gale ability to gain support from these granting
institutions.

Increases young alumni donor participation

While our overall alumni donor participation rate 2008-09 was 43.2 percent, the rate among
young alumni (Classes of '00-'08) was 25.7 per¢arglight decrease from fiscal 2009).
Comparatively, during the mid 80s young alumni giving ranked close to 50 percentlt is of
particular concern that members of the nine masinegraduating classes are less likely to support
Lawrence financially than were their counterpants tlecades agoThis decline is of concern both
because of its immediate impact and because fftiise implications. Today’s donors provide the
foundation for tomorrow’s support, so lessenedi@@gtion from younger alumni now may mean
less participation from those classes in the fuagrevelld thus placing Lawrence’s future quality at
risk.

Peer solicitation = Increased donor participation

In an attempto understand the reasons for the decline in alyrarticipation and to
communicate the importance of alumni contributiahall gift levels, the development office started
a peer solicitation project in 1997. Volunteestrthree young alumni classes contacted their
classmates to communicate the importance of alaimmor participation and to solicit financial
support of the college at any levéh the program’s first year, young alumni participation rose
over four percentage points.



The program’s success is still growing. For exantiiose in the Viking Decade solicited by
members on the Viking Gift Committee in fiscal 20@8] a 36.2 percent participation rate, compared
to those not solicited by their peers having a 2B&ent participation ratdt is evident, then, that
the Viking Gift Committee 00 and your participation as a peer educator and solicitofl has the
potential to maintain and improve Lawrence’s donorparticipation.

Overall Committee Goals

1) Increase awareness of The Lawrence Fund and pegeirand the importance of alumni
contributiond] at any levell to the college.

2) Solicit contributions and boost donor participatamong young alumni.
3) Facilitate communication between classmatesakiddle fondness for Lawrence.

4) Gather updated information for Lawrence’s alumuorels (address, phone numbers, e-mail,
occupation, graduate program/business, marriagereh, etc.)

Detailed Objectives

1) Communicate these messages to classmates:

» All gifts count equally in our donor participation rate, which is both a source of pride
for the college and a means of securing grants frorporations and foundations.

» Every bit helps. Even small gifts make a difference at Lawren€er example, it takes
$25 or less to provide: basic lab equipment fegrsme courses, a few hours of student
tutoring, multi-media instruction materials for k@rs courses, various supplies for theater
productions, and much more.

* Many small gifts add up to a very significant amouh Last year LU received over
$116,000 in gifts of $50 or less. Each gift, naterathe amount, makes a positive impact
in two ways: first it adds to total dollars raismud second it boosts participation.

» Each gift is important not only because of the direct support it provides also because
of the symbolic message it seridsno matter what the amount, your gift shows yow car
about Lawrence.

2) Get feedback from peers regarding their feelingt.&wrence, their reasons for giving or not
giving, etc.

Viking Leadership Council

The Viking Leadership Council was a new additiotht® Viking Gift Committee in 2007-08. It will
consist of a representative from each class ivtkiag Decade. This year, the Leadership Coundil ave
representation of VGC members from the Classe9©@1,22002, 2003, 2004, 2005, 2006, 2007 and 2009.
Members of the Viking Leadership Council will be @hditional point of contact between the college an
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other Viking Gift Committee members. It is our ledhat each council member will communicate with th
VGC members from their class throughout the figealr about important information regarding The
Lawrence Fund and help bolster competition betvesah class in the decade.

Member Responsibilities

Gift Committee Chair

Make a gift or pledge to The Lawrence Fund earlghanfiscal year.

Lead the Viking Gift Committee effort; serve as tiagson between the development staff and the
committee. Work with the development office inadgishing program goals, messages, and
methods.

Refer problems to the development staff and profeddback and suggestions for improving the
program.

Draft and sign letters on behalf of the committee.

Viking Leadership Council

Make a gift or pledge to The Lawrence Fund earlthanfiscal year.
Serve as an additional point of contact betweerdéwelopment office and committee members.

Review committee members’ progress as reportetidygevelopment office and contact committee
members regularly to review their progress andlan

Ensure that each committee member is making canganct informing the development office and
chair of progress.

Participate in committee meeting(s) via confererales and relay important information to
committee members from their class.

Assist the chair and development office as necgssadentifying and recruiting other committee
members.

Gift Committee Members (including chair and councilmembers)

Make a gift or pledge to The Lawrence Fund earlghenfiscal year.

Review Viking Gift Committee materials; if approgie, give council member and/or development
staff feedback on program goals, messages, andageth

Each committee member will select 10-15 classmatesn they are willing to solicit personally over
the course of the fiscal year as it fits into thsgihedule. With overlap among committee members’
selections and early gifts by classmates, each ¢tteenmember will end up soliciting about 10
classmates.

Personally solicit about 10 alumni for gifts to Tlkeavrence Fund early in the fiscal year.

Keep track of each contact using the forms providedd these forms to the development office or e-
mail contact results to kate.e.hatlak@lawrence.drieport regularly to the appropriate council
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member or development staff about the resultsesdlsolicitations as well as any concerns and
feedback from alumni that may affect the succesheprogram.

After securing a pledge, promptly inform the deyahent office so staff can record the pledge and
send the appropriate pledge materials to the donor.

Cultivate enthusiasm for the Viking Gift programamy fellow alumni.

Development Staff

Assist committee members with personal calls ahdittions.

Send monthly updates to committee members — reypniw gifts/pledges.

Communicate regularly with chair, council membears] committee members throughout the year.
Schedule and assist in conference calls with @rarcouncil members (every 6-8 weeks).

Assist in drafting direct mail solicitations withair.



Viking Gift Committee Timeline

Date/Month Who Action
* Mails/e-mails class lists needed to chose salicih
August Lawrence )
assignment.
Auqust VGC » Submit solicitation list and any updated contact
9 Members information (address or employment) to Lawrence
» Mails/e-mails handbook, solicitation contact fetrand
other materials needed to begin calling classmates.
September Lawrence | * First direct mail solicitation (class agent leltgent to
young alumni (2001- 2009) who have not made a
gift/pledge
» Contact 10 alumni for their support of The Lawrence
Fund.
October-March vicie _
Members * Report all new gifts/pledges and updated contact
information to the development office.
» Second direct mail solicitation sent to all yowigmni who
have not made a gift/pledge.
November Lawrence ) ) )
« All unassignedoung alumni begin to be called by stude
phonathon.
« Holiday e-mail solicitation sent to all alumni ehave not
December Lawrence .
made a gift/pledge.
« Third direct mail solicitation sent to young alnimvho
February Lawrence .
have not made a gift/pledge.
« All assigned young alumni begin to be called by student
March Lawrence phonathonunless requested otherwise by a committee
member.
« Fourth direct mail solicitation (class agentéde}tsent to all
May Lawrence : .
young alumni who have not made a gift/pledge.
» End of year e-mail solicitation sent to all yousilgmni who
June Lawrence .
have not made a gift/pledge.
June 30 Lawrence | Fiscal year ends! All gifts must be in to Lawrene.




Simple Step-By-Step Instructions for Making Your Cdls

Review the information you have received.

» This handbook will help you in making your call$eetively.
* If you have questions, caflate Hatlak '08 (800-283-8320, Ext. 6552 or 920-838552).

Psych yourself up!
* You are doing a good and worthwhile thing for Lawrenxce— helping your college give a first-
class education to 1,400 deserving students each Yeeep that in mind as you call.

* Plant the seed.Maybe they won't give right when you call them, bhey may respond to the next
mail appeal.

MAKE YOUR CALLS 0 EARLY, EARLY, EARLY!

 Don’'t wait! Get on the phone and call your frieMiSW. The longer you wait, the harder it is to
make the calls and the less time you give them toake it more affordable (giving early = more
installments).

* Once a gift is made to Lawrencé] that individual will not be contacted by Lawrence(solicited
via letter, e-mail, or phone call) until the following fiscal year!

» Think about making your calls all at once rathamtlone at a time, or put yourself on a schedule to
make your calls.

* Use humor. You can quickly deflate awkwardnesmbaying a gentle joke.

» Anecdotal evidence shows that one of the top reasdry LU grads give money back to their alma
mater is the thought that their gifts will help uscholarships for studentEmphasize this point

» Let your friends know the purpose of your call up font, then spend some time catching up before
asking for their gift.

» Ask for a specific amountBegin with the suggested ask amount and work y@yrdown from
there.

* Mention the Viking Gift Committee go&l 50 percent participation! (Last year the comreitte
reached 36.2 percent, this year we're confidentavereach and even surpass 50 percent!)

» If a classmate is resistant to your initial so&tibn, persist and explain that even small gifthdee a
symbolic importance and do make a difference atreaoe. Offer to call again in a few weeks.

Notify Kate of any pledges by returning the Forms.

» As soon as you secure a pledge, contact Kate Haakia phone or e-maivith the news so the
pledge can be recorded and your classmate caveeeiacknowledgement from the college.

Celebrate your success and say THANK YOU!

» Don't forget to thank them for giving to The LawoenFund. Once you notify Lawrence if their gift,
the development office mails a thank-you lettethiem.



Tips on How to Solicit

The following suggestions are for bgiarsonal visitsandtelephone conversations There are no big
secrets, but those who enjoy and believe in wregt éine doing are most successful!

Here are some suggestions:

Find common ground A visit or call to a classmate can bring backmoees of class activities and
accomplishments. Finding something to talk abboufd be easy.

Listen. Pick up cues from your classmates. Try to ustded their interests, dreams, values, and
concerns.

Discuss common concernsDiscuss the educational and social experiencesdrasgrhas made
possiblel] the lasting friendships and successful careetstgan at Lawrence. Show that broad
participation involving gifts of all sizes will maksimilar experiences available for present anaréut
generations. No student ever pays the full coki®br her education. We have all been helped by
our college education to succeed, and we owedtiteelves and to future Lawrentians to give
something back.

Discuss participation goal. This is the most important part of your messagd,the theme of the
Viking Gift Committee. Roughly 50 percent of alhrence alumni give to the college every year,
but only 26.9 percent of young alumni contributest year. Thus, in soliciting contributiorfiecus
on the need for participation, especially in youwtgmni classes

Tell your classmates about the Gift Committee anditroduce the focus of the gift Turn the
conversation to the Viking Gift Committee projesmphasizing the importance of giving and the
need to increase class participation.

Talk about your own commitment. Why are you involved? Why are you investing yoomet and
money? What did the education you received fromreace mean to you? How is it helping you
achieve your goals, and how is it contributing doiysuccess?

Introduce a starting figure for consideration. Requests for a specific dal@ount more often
result in a commitment than “Can you give sometfing

Keep on bargaining for a pledge amountwhen you secure a pledge, thank them

Ask for any updated information (address, alternate phone number, e-mail; progfastudy or
occupation, title, spouse, children, or other news)

Inform Lawrence of the pledge immediately so the dwor receives a pledge card(You can also
choose to send pledge cards yourself. Ask Katddtails.)

Always remember to:

Cover essential information but be flexible in yagproach.

SMILE while you talk on the phone! Classmates can Betusiasm in your voice.

Use your best judgment you know your classmates and Lawrence!

Remember it may take several contacts before yowrsea pledge. Be patient and persistent!



Useful Information

Development Office

The development office oversees all Lawrence fuaishrg activities, including those involving pargnt
alumni, corporations, foundations, and friendshef ¢ollege. Kate Hatlak '08, assistant directoammiual
giving, who works with Viking Gift Committee voluegrs.

Expenses

If you have personal expenses, such as phone s@tgnery, or additional postage, the developroéitde
will be happy to reimburse you or credit for aniéddal gift. Please make certain that you senétemized
list of expenses so that you may be properly rensdmlior sent a receipt for tax purposes.

Fiscal year

Lawrence University’s fiscal year begins July 1 amds June 30. We encourage donors to send tireinh
gifts for fiscal 2010 by May 31, 2010; however, all gifts reoved by June 30, 2010 will count for the
fiscal year.

The Lawrence Fund

The Lawrence Fund consists of all gifts receivedrdpa given fiscal year from alumni, parents,rids,
corporations, and foundations in support of Lawesncurrent expenses for educational programs and
operations. This fund helps bridge the gap betwe®at it costs to operate Lawrence and the funcksived
from tuition, endowment income, and grants. Sihlse Lawrence Fund supports the basic necessities of
operating the college, it is the foundation of tiolege’s entire fund-raising efforThink of The Lawrence
Fund as the college’s checkbook that is used to péye monthly bills and the endowment is its 401(k).

Personal touches

Since the solicitation comes from you instead efdevelopment office, there is a personal appeadim
approach unique to your style and personality. Ampunt of extra personal attention you can adato
approach will make your efforts even more succésafd your classmates’ response even greater. axou
encouraged to discuss any aspects of the VikingReifigram with the chair, council members, or Katée
are here to help you be successful. Creativityaiginality are the keys; use your imagination!

Pledges & Payment Plans

For each pledge, try to secure an amount and nuugh People are more likely to pay a pledge for a
specific amount, and the sooner LU receives plgdgenents, the betteEmphasize that their gift can be
paid with a credit card at monthly, quarterly, semiannual, or annual intervals. These payment plans
are popular and convenient for alumni. Anyonerggted in these payment plans should indicateothisis
or her pledge envelope or call the developmenteffi

Volunteer Assignment Report Codes
On the volunteer assignment report, the specialagigcolumn shows codes representing specificitsmian
exclusions requested by the alum. These codes are:
P He/She has requested to not be solicited via phgh@awrence (employees, phonathon students).
M He/She has requested to not be solicited via nydiblwrence.
R He/She has requested to not be contacted at hwyence.
These requests only limit Lawrence developmenteff and phonathon callers from soliciting thens. aA

volunteer, you have personal connections with yaumtacts and are not bound by these requests. \idowe
you may want to adjust your approach and be seaditi the fact they have made such a request.
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2009-10 LAWRENCE FACTS

Goals: Last year The Lawrence Fund received $3.6 millioare than $2.81 million of which came
from generous alumni like you. Last year's alugoal was $3.06 million, so our overall efforts warlittle
short. The official goals for The Lawrence Fun@009-10 are to receive $4 million overall, inclugli
$3.04 million from alumni. Of course what we wouddlly like is for the alumni to enthusiastically zoom
past this year’s official goal!

Enroliment: Approximately 1,500 students. Lawrence consisydmb the strongest student
academic profile of any college or university indabnsin, and ranks among the best colleges natignwi
Students come to Lawrence from 46 states, thei€listr Columbia, the Virgin Islands and 51 other
countries.

Need-Blind Admissions: Consistently rated as a “Best Value” liberal adBege inU.S. News &
World ReportLawrence adheres to a need-blind admissionsyp@ldmitting students on the basis of their
ability and accomplishments rather than their faialhcircumstances.

Financial aid: More than 90 percent of Lawrence students rece?eel#based and/or merit-based
financial aid each year. In 2008-09, Lawrencerittisted $18.9 million to provide financial assistarto
students. The average need-based aid packagedtotake than $26,400.

Endowment: Approximately $214 million. Each year 5 percentted endowment’s interest
earnings are allocated to help cover the collegefenses.

2008-09 contributionsfrom alumni to The Lawrence Fund: $2.8 million
2008-09 average gift to The Lawrence Fund from alumi: $458

Donor participation rate: 43.2 percent, which puts Lawrence among the topoliBges and
universities in this country on this important imde alumni loyalty.

2009-10 tuition: $34,326
2009-10 room & board: $7,053 (full board)

Bjorklunden: A 425-acre estate bequeathed to Lawrence Universit963 by Donald and Winifred
Boynton, located in Door County, Wisconsin. Bjdanktlen hosts weekend retreats for classes and sttldba
throughout the school year, as well as adult edtucaeminars in the summer. During the 2008-09,y&£845
student participants (obviously some students care than once!) attended 127 different weekendrpros
at Bjorklunden.

Annual operating support for Bjorklunden is provdde part by members of The Boynton Society, a
giving club honoring the generous and dedicatesddowho contribute $250 or more annually. Recently
Bjorklunden underwent a major expansion —doublhggize of the lodge. The expansion has increhsed
number of summer adult education seminars to tuneewill allow more student groups and classes to
utilize the lodge during the school year.
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SAMPLE

Viking Gift Committee Contact Form

Name Home Work
Largest Gift Most Recent Gift Other Notes
CALL DATE
OUTCOME
Suggested codes: Y =yes N =no Con = considering CB 11/5 = calldkaNov. 5

NA = not available

PLEDGE AMOUNT :
Try asking for: « $99-$107 (class year)e largest past gift « $19.99-$20.07 (class year¥ $10, $5

DUE to Lawrence by: U December U January U February UWOther
Encourage gifts ASAP! Lawrence’s fiscal year ehdse 30, 2007

COMMENTS: Include feelings towards Lawrence, reasons fomgjinot giving, updated information
(address, phone, e-mail, business, marriage, oilyr

NOTE: This is a SAMPLE of the contact form. Thisnseasy way for you to run through
your calls with just one form for each person, pdavg basic background information and allowing
you to document the essentials of the call. Rdgssdbf whether you find these sheets useful, they
are essential to the development office, so plbasgire to complete and return each form. Make
sure you have them handy when you make your caltsjment dials, pledges, due dates, and other
comments as necessatry.

Pleaseinform the development office of gifts and pledge&@mounts and dates due) as soon as possible
so we can mail a pledge card right away.
Mail to: Lawrence University, Office of Annual Giving, P.Box 2697, Appleton, Wl 54912-2697
Fax to: 920-832-6784
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E-mail Solicitation Procedure

What an exciting new adventure

With the prevalence of e-mail in our working andiablives, a common method of communication (and
often times, the most efficient) has become e-malith this in mind, the Viking Gift Committee is
encouraged to use this form of communication agan® of peer solicitation. If you feel more cortdbte,
or perhaps more effective, utilizing e-mail ratiiean the telephone when contacting alumni, theallby
means, e-mail is the way to go!

And it's so easy

Instead of documenting all of your correspondemzkdealing with the expense and delay of the UoStdP
Service, simply forward the “e-mail reply” from yofellow Lawrentian to the development office. Tde
mail serves as the pledge confirmation.

What do | say?

A few members of the Viking Gift Committee havetéekthis method with some success. See page 14 for
an example. Keep in mind that in a telephone caation an initial refusal can easily be retortetha
request for a miniscule $5. Therefore, if you hreee “no” in an e-mail response, a follow up megssuch

as “oh — c¢’mon, you could at least give $5” woulill e appropriate!

What procedure do | follow?

Since this is still a relatively new thing for Laawrce, it would be great to have sample e-mail isalions

for future Viking Gift Committee volunteers. Youveanot required to save and forward all of your
correspondence with your assigned alumni, but illdigertainly be helpful if you would forward megsa
that seem well received. Howevplease forward all affirmative e-mail responses, so that the development
office may send out a pledge card withiro daysof when your classmate told you yes.

Make sure you have your facts right. Putting a $¢atistics in your e-mail can have a great impacyour
reader, but please be sure they are accurate. Wititamg your e-mail, also keep in mind that wdl steed
the same information that you would record duringlephone conversation. Verify their current magil
address and telephone number. Secure a spe@tigpbmount if possible, adLL pledges must have a
month due (aim for as early as possible and rememball gifts must be received by JUNE 30, 2008 If
you'd like Lawrence to proof your e-mail (or leg&rand send it back to you, we’d be glad to!

Online giving growing in popularity!
Please include the link to our online giving forrmemwe your classmates can immediately make a gitih@in
credit card: www.lawrence.edu/alumni/giving
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Sample E-mail Solicitation

Hello John:

This is an “official” e-mail. Remember last yeaten | called you and hit you up for money for The
Lawrence Fund? I've been recruited again, buttthis it's a lot easier (and cheaper) because¥na#ing
you instead.

I’'m serving on the Viking Gift Committee. This comittee was established because the number of young
alumni that give to Lawrence is pretty darn lowe(fharticipation rate of young alumni was only 26e2cent
last year compared to the overall alumni donorigiggtion rate of 45.8 percent). This is the ddadwrence
is asking you to donate. The size of your donasamot nearly as important as your participatidvhen LU
appeals to corporations, wealthy people, etc. fantg or big chunks of $3$, they report how manyradu
contribute to Lawrence. The reason being, if alugire to Lawrence that is evidence it is a worthevh
institution with satisfied alumni. | know all th&guff because of my years at LU working in theelegment
office calling alumni for phonathon.

So, will you please give $25? If you can't/don‘ant to give, | am just the messenger and certainly't
take it personally.

Could you e-mail me back? Please tell me:
1. Yes or No.
2. If “Yes” then how much $$ you can pledge andolwimonth will you give in?
3. Any changes in your address in the past year?

Then I'll forward that information on to Lawrenaedathey will send you an envelope.

I know this e-mail is all business, but | didn’tmtdo be deceptively chatty and then write, “Ohtligy way,
the reason I'm sending this e-mail to you is toybi up for some of your hard-earned cash, etc.”

I hope life is treating you well.
Whether or not you plan to give, please resporttitomessage and let me know.
Thank you very much,

Emily
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Sample Snail Mail Solicitation

Date

Name
Address
City, State Zip

Dear Name,

It is difficult to believe that we graduated fromllege two and half years ago. For the first time
year, when | visit Lawrentian.com many of the namgsear unfamiliar even as the articles have, in
general, remained constant.

After graduation, we remain part of the Lawrenceaswnity with a special role as stewards and
keepers of the light, so to speak. Our alma netists as a school that continues to provide tisé be
opportunities to its students, and counts on oppett to do so. | feel we were lucky to have
graduated while Lawrence was still enjoying thedsits of the bull market, and am glad to be able to
give back as a young alum.

The best way that you can help is to make a domgtiba level that is personally meaningful, tqhel
ensure that future generations of Lawrentians tia@@pportunities we had. Major donors and
foundations often base their grants to Lawrengeain on the alumni participation rate, so even a
modest donation like $10 has a vastly magnifiedaotp As you proceed through the holiday season,
please think about Lawrence and the ways you catintee to make a difference.

Sincerely,

Sam Solicitor
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Contacting the Development Office

Please remember that we're here to help.
If any questions or problems arise, feel free totact us

Annual Giving Staff

Kate Hatlak '08 Dolores Howse

Assistant Director of Annual Giving Annual Giving Coordinator

Direct Phone: 920-832-6552 Direct Phone:920-832-6897

E-mail: kate.e.hatlak@lawrence.edu E-mail: dolores.m.howse@lawrence.edu

Address: Office of Annual Giving

Lawrence University

PO Box 2697

Appleton, WI 54912-2697
Toll-Free Phone: 800-283-8320
Fax: 920-832-6784

Your efforts on behalf of the college and The LameeFund are a vital part of the continuing lifetis
college. We deeply appreciate your interest ipingl Lawrence maintain its tradition of excellence

THANK YOU!
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