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What are you doing relative to consecutive giving?

What do you want to do?

How are you treated by organizations you continually 
support?

o p i n i o n s
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“Look at the church!  They ask for a contribution EVERY time 
you walk in the door – not just a one-time 10% annual tithe.  
Reinforcing habits of giving just makes good sense.” 

– David S. Jones, University of Georgia

“Annual Funds are about annual giving – consecutive giving 
societies are a perfect way to reward annual giving.” 

– Shelly Smith, Bradley University

“Since I started here 3 years ago, Golden Lion Society 
members have contributed over $4 million dollars to the 
University. We have been holding steady at 13,000-14,000 
members each year.”  

– Amber Krieg, Penn State

o p i n i o n s
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“Schools have been slow to recognize and reward donors for 

longevity. They are quick to recognize total lifetime giving 

amounts, but slow to recognize a lifetime of giving. What's 

more, if the goal is to encourage stronger donor loyalty and 

affinity, shouldn't recognition for loyalty be as prominent as 

giving-amount-based societies?” 

– Innovations in Annual Giving, Bob Burdenski

“It's amazing, in this year of low consumer confidence and a 

scaling back in giving to most non-profit organizations, we are 

seeing a growth in this program's membership.”

– Kristie Phillips, Tennessee Tech

o p i n i o n s
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University of Georgia

Year 1: 2,809 new donors

Year 2: 1,224 retained 43.57%

Year 3: 985 retained 80.47%

Year 4: 960 retained 97.46%

Year 5: 899 retained 93.65%

University of Wisconsin-Madison

Participation among donors who have given for:

1 year: 35.00%

2 years: 62.40%

3-4 years: 71.50%

5+ years: 85.00%

“It shows that there’s a 
large drop-off in renewals 
for the second gift, but 
those who are retained 
tend to be loyal for the 
following years” 

– David S. Jones, UGA

s t a t i s t i c s
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University of Michigan

Retention rates FY99 FY00 FY01 FY02 FY03

First-time donor 43.8% 42.6% 39.5% 38.3% 35.3%

2 years 71.8% 70.5% 69.3% 64.8% 62.3%

3-4 years 79.0% 78.9% 77.6% 76.0% 71.3%

5+ years 88.6% 89.3% 87.8% 86.6% 84.1%

Retention rates 5-year averages

First-time donor 39.90%

2 years 67.74%

3-4 years 76.56%

5+ years 87.28%

s t a t i s t i c s
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University of Florida – Dollars by years of giving

s t a t i s t i c s
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The Opportunities:

1st year donors vs. Multi-year

Average of 30 schools

1st Year donor retention = 31%

Reacquired donors = 43%

2nd Year donor retention = 63%

3-4 Year donor retention = 72%

5+ Year donor retention = 88%

*Information taken from 30 schools; provided by Target Analysis Group Inc.

“Stick to three years as the threshold.  I tried five at Virginia Tech and wish I had 
done three.  We are building a program here at UofT and will focus on three.” 

– Michael Westfall, Eastern Washington University

s t a t i s t i c s
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The Opportunities:

s t a t i s t i c s
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p e e r   e x a m p l e s

Carnegie Mellon
Albert C. May Society

5+ years consecutive
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UNC – Chapel Hill
Carolina Bell Ringers

2 years consecutive

p e e r   e x a m p l e s
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Univ. of Vermont
Green Mountain Circle

5+ years consecutive

p e e r   e x a m p l e s
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Penn State
Golden Lion Society

Every year since graduation, with “buyback” of past/missed years

p e e r   e x a m p l e s
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Separate mail / phone / email appeals focusing on the CGP

Audience: current members/previous year’s donors

Additional, CGP-specific stewardship:

Honor roll identification as member

Items, based on “milestone” years of giving:

3, 5, 10, 15, etc. years

p e e r   e x a m p l e s
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Dartmouth Honor Roll example

Lists by year…

p e e r   e x a m p l e s
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Dartmouth Honor Roll example

…then by years of giving, rather than amounts.

p e e r   e x a m p l e s
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What is the ROI?

• More affinity for your institution

• Made to feel like one of the most important donors, regardless of 

dollar amounts

• Added incentive to keep giving; further developing habit of 

giving

• Educated about the importance of and need for continued 

giving

More incentive to give/education on giving = More donors 

More donors = More dollars

More dollars = More major gift prospects down the road 

More major gift prospects down the road = More dollars

w h y ?
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What are the challenges?

• Data, data, data…

• “Rules” - What is more important: 

– Sticking to your “rules” ; or,

– Recognizing support?

– How do you track anomalies? 

• How many years to recognize?

• How do you steward and acknowledge?

• Do gifts to all areas count?  Just “annual fund”?  Just 

academics?  What about public radio/TV, hospitals or other 

branches of your institution?

c h a l l e n g e s
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c o n s e c u t i v e

g i v i n g

w h y   i t   i s   k e y   t o

a n n u a l   g i v i n g

a n y 

q u e s t i o n s ?


