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2. HFEE

Tomohisa Koyama
(JUNBA Board Chair,
Technology Partnership of Nagoya University, Inc.)

We welcome our speakers, Peter Smits, Vice President for University Advancement of San Jose
State University, and Ms. Lori Redfearn, Assistant Vice Chancellor System Wide Advancement of
the California State University system, and Ms. Amy Ambrose, Senior Development Director, of the
Stevenson Institute at UC Berkeley. We are all anticipating a productive discussion among all of the
participants, especially for Japanese participants from Japanese universities. We look forward to
hearing your practical, useful information throughout this summit through the introduction to
advancement and development activities.

JUNBA has been working for Japanese universities for more than 10 years. And we will keep
working for you. So please support us with assistance. I really appreciate the continued support of
the chairman so that we can keep working for you. Finally, again welcome to the JUNBA members
and thank you for participating. I am looking forward to the discussions with you, again thank you

so much.

2. 1 EE1 MrPeterSmits BE D7V LAV T ERMICELITIE? ]

Mr. Peter Smits

(Vice President for University Advancement, San Jose State University)
Ms. Lori Redfearn

(Assistant Vice Chancellor, System Wide Advancement,

California State University System)

BV 7 HN=T PSR 23 ROPTRGELS, ZRbUREVWEENLY 7 BHSLKRIC
F T Interim Vice President for University Advancement D&% %2 L TH 5415 Peter Smits [
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M T, BV 7 NV=TISEREBEDO T 7o KL A VU ZIZfbo>TZ bz Lori

Redfearn Ik (Assistant Vice Chancellor, Systemwide Advancement, California State University)
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- Introduction of Session Moderator by Mr. Toru Tamiya:
Thank you so much, Koyama-san. Now we’re going into the first session. Our former JUNBA
President, Masato Matsuo, will moderate this session. He is also the President of Kyushu University

California Office, Inc. I will pass the microphone to Mr. Matsuo, please.

- Introduction of Session Presenter by Mr. Masato Matsuo:

Good morning. Thank you, Professor Tamiya, for the introduction. We’ve been having a cold winter
this year, but today it is so beautiful day. I really appreciate that you brought beautiful sunshine,
which is what California should be. Thank you very much.

JUNBA has been working since 2006 and we, members, have been exchanging information with
each other and holding this kind of Symposium over the past 14 years. This is the 11th Symposium.
We learned a lot of things in this country through these Symposia, in which what we learned was
different from what we knew in Japan. So, we wanted to continue this dialogue with US universities
so that both sides can learn a lot. Especially, we wish to learn something that is much more advanced
in this country. Thus, we came up with the theme of this Symposium.

This year we decided “Fundraising” as the topic of the Symposium. For a long time, probably in
the past 100 years, Japanese universities, especially national and public universities, have never
raised funds from the public, except for specific purposes. From 2004, however, Japanese National
Universities were converted into National University Corporations. Since then, government subsidies
have decreased year by year. Naturally, we are having more and more difficult time financially to
operate the universities. Now we are facing very necessary but difficult time to conduct fundraising
activities. This is why this symposium was planned. We would like to learn what American
universities are doing, because they are far ahead of us.

So, today, the first session is a strategic session. We invited, as the first speaker, Dr. Peter Smits
who is the interim Vice President of University Advancement of San Jose State University. In
California, two university systems exist. One is the University of California (UC) system with 10
schools and the other is California State University (CSU) system with 23 schools. Today’s first
speaker, Dr. Peter Smits, is from San Jose State University which is one of the CSU’s.

Dr. Smits will talk about “Ingredients for Successful Fundraising”. (Slide 2.1-1) We are very
fortunate to have Lori Redfern with him who is overseeing the fundraising of whole CSU system.

She volunteered to help augment Peter’s speech and answer questions from the audience for any



question as to which CSU is involved. Actually CSU, as a total, raised 500 million dollars last year.
By combining these two experts’ experiences, we are lucky to hear a combined total of 75 years of
experiences today.

Now, we would like to start with Dr. Peter Smits on the “Ingredients for a Successful Fundraising”.

Please begin, Dr. Smits.

- Presentation by Dr. Peter Smits begins:

Good morning. While my colleague Lori Redfern and I are thrilled to be here today, this is a unique
opportunity for you and for me to talk about something that is important for our universities. It is
something I have been doing for 45 years. Actually, I told Marty last night that I started when I was
10 years old.

I would like to begin this morning with a discussion about fundraising on university campuses. Now
fundraising is not new to American universities. It first started mostly with private schools because
fundraising for them allows them to keep their doors open. But public universities have been involved
in fundraising in America for many, many, many years, even decades.

I would like to start with two ideas to help us understand a little bit more about fundraising.

The first idea relates to patience and persistence. (Slide 2.1-2)

First of all, I would like you to know, you have in front of you a bag of pistachios. (Slide 2.1-3) You
can eat these later if you like. Now you may be wondering, “why is he talking about pistachios and
fundraising?” I want to show you that, when you grow pistachio trees and harvest the nuts, it takes
years to do this. When the farmer plants a pistachio tree, nothing happens for four or five years. It’s
a stick in the ground. And it doesn’t do anything, it doesn’t bear fruit. This is what it looks like when
it starts. This is the beginning of a pistachio tree. They grow these. For the first several years, it just
doesn’t do anything. And after 7 years, it starts to bear fruits. Seven years. And it really doesn’t
become economically viable. It doesn’t make any money for the farmer for 10 years. But during the
course of those years, what does the farmer do? If he goes out to see the trees in the third year, they’re
not doing anything. Does he cut them down? No. He waters them, fertilizes them, he grooms them,
nurtures them, he takes care of the trees. Because he knows, that after 10 years he is going to make
a lot of money by growing pistachios. He is patient and he is persistent. He doesn’t give up. And that
is the first idea I want to introduce to you. Fundraising takes patience and it takes persistence. It takes
time to raise money. We can’t do it tomorrow. We can’t do it next week. We have to work at it. Be
patient. That is the first idea - that raising money is like growing pistachios.

The second idea is that fundraising is a combination of art and science. (Slide 2.1-4) Art is creative,
but art is messy. Science is very predictable, lots of formulas in science. It is the combination of the
two. (Slide 2.1-5) Here’s how I would like to show you that. First of all, this is the art. We all know



this is the Mona Lisa. Have any of you seen the Mona Lisa in Paris? Few of you have. This is the
Mona Lisa, and this is art. This is the first drawing of a helicopter. We have helicopters today. But
500 years ago, they did not have helicopters. This is science. And this is the fellow who did both.
This is Leonardo Da Vinci. What we see from him, is art and science together.

Fundraising is both an art and a science. It's not terribly predictable. It takes patience and persistence.
It’s a combination of art and science. And that is what I would like to talk to you about today.

Several years ago, I had an opportunity to do a research project-a study about what are the things
that happen at a college campus to make fundraising better and possible. And we came up with four
pillars or four important parts of fundraising. (Slide 2.1-6)

You have a hand out you can take back with you. I won’t spend a lot of time about each one. You
can read those later. Let me talk about these four important pillars or parts to fundraising.

The first one is what I call collaborative leadership. (Slide 2.1-7) When you go back to your campus,
you can’t be the only one who talks about fundraising. You have to get everyone on your campus to
talk about fundraising. You can’t do it alone. You need to collaborate with your colleagues. The
people who are at the top of your universities have to be committed to fundraising. Everybody has
to commit to it.

You need to know what to raise the money for. You can’t raise money for everything. You have to
pick important things to raise money for: scholarships or a new building or a program you would like
to fund. You’ve got to understand what your mission is.

As a president of a university, you are the one who has the vision for where your campus needs to
g0. You are the one that set the vision. You need to raise money in a way that is consistent with your
vision. You don’t raise money for things you are not trying to do. Otherwise, it is a disaster. You have
to be able to demonstrate to other people why you need the money. So, if | ask Marty for a million-
dollar gift for the Geology Program, he’s going to ask “why?” Why do you need this money? If |
gave you the money, what will you be able to do with the money that you couldn’t do without it?
What difference will it make if someone gives you this gift?

Probably this is the most important thing to me about fundraising. After Marty gives me the gift, |
have to thank him. I have to show him what difference it made when he gave me the money. What
did we do with the money? Because the person who is the most likely to give you the gift is someone
who already has given you a gift, the second gift, the third gift, and the fourth gift. If you thank them
appropriately and show them what difference it made, they will give you another gift.

So, the first thing that is important is effective collaborative leadership. It starts at the top. It doesn’t
start in the middle. It starts with the President or the Chancellor.

Second concept is the whole idea that the institution represents quality. (Slide 2.1-8) If I asked
Marty for a gift for the History Program, and Marty believes that the History Program isn’t really



good, he won’t give me the gift.

You have to raise money for things that people will believe in. And what sets this reputation? Is it
the quality of your faculty? It is the quality of your students. It is your ability to communicate with
other people. The things you were doing on your campus that are good. People like to support
programs that are good.

The other thing is, when your students graduate and become alumni, what do they do? Where do
they work? What impact are your former students having in Japan and around the world? The quality
of your graduates is an important part of your reputation. You need to establish a reputation for quality.

The third ingredient is to have a whole host of programs that go on in your campus every year to
raise money. (Slide 2.1-9) One program is called Annual Giving where people give gifts to you every
year, this year, next year, the year after. And you must ask them for this gift. Every year is an annual
program. How many of you at your university ask parents to make a gift to the School Parent Giving
Program?

How many of you, just a few of you? Why do parents play an important part in giving programs?
Parents are probably already paying tuition but many parents will go above and beyond the tuition
to make a gift.

Student Giving, we're going to talk about later. It is not uncommon in America for students who are
enrolled in school to give back to the school while they're in school, in order to get them to understand
the importance and the value of giving while they're in school. So that when they're out of school,
they continue to give.

And then the fourth pillar or the fourth important part here is to have alumni and volunteers. (Slide
2.1-10) Your graduates and volunteers are the people who live in your community and who volunteer
to help you. You need to have engaged volunteers and donors, and it's important that if you use
volunteers for fundraising, they're able to make a gift before they ask someone else for a gift. What's
also important here is that it's important for your students to have a good experience while they're in
school so that when they're out of school, they say nice things about you. It's important for your
students to have a good experience in your college - very, very, very important. So, these are the four
what 1 call the four pillars or the four important parts to fundraising: Engaged and effective
leadership; a good institutional reputation; different forms of giving available to people; and engaged
donors and volunteers. These are very, very basic.

If you take all of these elements that we showed you in the four pillars and you put them all together,
what you see is that they all relate to each other. (Slide 2.1-11) This is your collaborative leadership.
This is your reputation for quality, your various giving programs, and you're engaged donors and
volunteers. This all works together. It looks terribly complicated here, but it's not. These things are

all important ingredients in the successful fundraising program. We can talk more about this during



the question and answer period, if you like.

The second part of our topic today is about engaging your alumni in the life of the campus. (Slide
2.1-12) How many of you in the room have a student body enrollment of more than 10,000? Several.
Well, someday they're going to graduate. They are going to leave you. They are going to go off and
work. They are getting married and have families, and will be a part of your community. You want
to make sure that they don't forget you when they graduate. You want to keep them engaged in the
life of your school after they graduate. And in America, alumni programs are very, very important to
keep them connected to your school. You assume, of course, they had a good experience. They had
fun while they were there. They learned a lot. They had good relationships with your faculty. And
when they leave, they're happy. They have a degree. They have developed skills. You want to keep
them connected to your school. That's when they're connected. Well, they can become donors to your
school.

So, let's talk a little bit about why it's important to keep your alumni connected to your school.
(Slide 2.1-13) (Slide 2.1-14) I'm not going to read through these. You can do that. There are several
different things that make it possible for you to keep your alumni connected.

I would say that one of the most important things is there to be a commitment to alumni engagement
from the President. The President needs to set the tone and say to the rest of the campus, “Keeping
our alumni, our former students, connected to us is something that I believe in and we all need to
believe in this.” It starts at the top.

You need to develop programs or activities that keep them connected. Sometimes that's an athletic
event so they'll come back to your campus for an athletic event. Sometimes you'll have an event on
campus where you invite them back to campus, so they come back to campus. I've had many
experiences in my career where alumni have come back to campus twenty-five years after they
graduate and they say this place is really different from when they were here. It changed. And you
want to keep bringing them back. Year after year to keep them connected to your campus. All these
different things are important. Sometimes it's important to ask the alumni, “What do you think of the
place?” “When you were in school, who was your favorite faculty member?”

I won't tell you that in the 40 years that ['ve done this, I have never gone to an alumni event when
some alumnus didn't say to me, “Is Dr. so-and-so still here?” They never forget their faculty because
those are the people who had the most impact on them while they were in school. So always ask your
alumni, “What do you think about the school today?” “Can you come back and help us?”

It's very important to get them back to campus. Some alumni don't come back for years and years
and years. But it's important for you to listen to your alumni. They will tell you what they think.

Sometimes you don't like what they say. But you need to know what they think about your school. If



they talk to you about things that are unpleasant or not nice to hear, you need to do something about
them.

Listen to your alumni. Give them an opportunity to talk to you and listen to what they say. There's
a reason why we have one mouth and two ears. Ears are for listening. Listen, listen, listen.

OK. So here are some practical tips you need to know to keep your alumni engaged. (Slide 2.1-15)
Number one, I think, is to know who they are. Do you have an address for them? Do you have a
telephone number for them? Do you know where they work? What information do you know about
your alumni?

In the California State University system, we have almost four million alumni. Most of our
campuses know a lot about them. They know where they live. They know where they work. They
know who they're married to. They know how many children they have. Gathering and collecting
that information about your alumni is very, very important.

There are lots of social media tools that you can use to stay connected to your alumni: Twitter,
LinkedIn, Facebook, Instagram. All of the different social media tools allow you to keep connected
to your alumni. Many of our schools have an office for social media. All they do is Twitter all day
long or post on Facebook. And that's how they stay connected to alumni. It's a full-time job to do this
and it's very important.

Some of the best stories about alumni come from alumni. So, if one of your alums becomes the
Director of an important Science Program in Japan, you want to know that. You want to give your
alumni a chance to tell you what they're doing. So, I want to ask “what?”” So as an alumnus of your
school, what are you doing today? Tell me your story.

A lot of what you have in an alumni engagement activity is the opportunity for alumni to hear what
other alumni are doing, because they are proud of that, so stay connected to them.

I think it's important for schools to be candid with their alumni. (Slide 2.1-16) If there are issues or
problems at your school, don't try to cover them up because if there are unpleasant stories about your
school and they get out in the wrong way, that's even worse. Be candid with them about what's going
on at the school that relates to fundraising. If fundraising is important to your school, tell them. Tell
your own story so that they understand that “It's important that you invest in our schools.” It's
important for you to develop a meaningful relationship with your alumni. Invite them back to campus,
talk about their accomplishments, and then ask them to give you stories about what they do.

The second part of my presentation was about how to keep your alumni engaged in news and talk
about it, too. Are there any questions at this point about either the four pillars of fundraising, these

ingredients, or about alumni engagement at this point?

OK, so the third thing that Marty asked me to talk about was how do you get students involved with



fundraising or philanthropy? (Slide 2.1-17) This is going to be a difficult topic.

During the course of my career, I've had hundreds of alumni say to me, “The only time I hear from
you is when you want money.” They spend four, five or six years on our campuses. They get their
degrees. They go to graduation ceremonies and they're gone. And maybe five years later, we call
them on the telephone and we ask them for money. And they say, “What? Why didn't you talk to me
about money before I graduated?” So, the concept of a student donating to his or her school is best
if the request starts small while they are in school, not once they graduate.

The whole concept of student philanthropy or students involved in fundraising works best if it starts
the first day they come on campus, not the first day they're gone. Start it when they’re freshman. It’s
probably easiest for me to explain this concept by giving you a couple of examples. Here's one: at
San Jose State and in many American colleges today, there are students who don't have enough to
eat. They're hungry. It's amazing that in America we can have students who don't get enough to eat.
But it's true. So here at San Jose State, the students have created what they call a food pantry. It's a
place on campus where if I'm hungry, I can go to this place and get food for free because I'm hungry.
And students raised money to buy the food that goes in the food pantry. It's students helping other
students. That's the concept. I give money to the food pantry because I know that some of my fellow
students are hungry and I can help them. That's the concept of student philanthropy. It's not a concept
I give you ten dollars and you give me a T-shirt. That's not a gift. That's buying a T-shirt.

I'll give you another example. When I was at Fresno State, there was a young woman who was
going into her last year, senior year. She was on scholarship. Her sister, who lived in Bakersfield,
wanted to go to college. She was going to be a freshman. So, the older sister gave her scholarship to
her younger sister and dropped out of school so her sister could go to school. We found out about
this. There is a student scholarship fund where students give money to provide a scholarship to
another student. It's students helping students. And when students help other students, it becomes
real. It becomes very, very important. It's very emotional. It's very satisfying for students. It helps
students. And that's what student philanthropy really is all about.

They understand the value of making a donation before they even graduate. They already know
what it's like to help somebody else. I don't know if this is a concept that's unique in America. I don't
know if it happens in Japan or not. Many students feel they're paying money to go to school. Why
should they pay more? Because they help somebody else. That's the concept.

In America, for the last maybe 10 years, not more than that, universities have come to understand
the value of getting students involved and helping other students early. They're very young and
they're in their freshman year. There are lots of different ways that this happens on our campuses.

Lori is going to talk to you a little bit later about an organization that we belong to called C-A-S-E.
(Slide 2.1-18) It stands for the Council for Advancement and Support of Education. It's a worldwide



organization. It started in America decades ago. There are probably 4,000 universities across the
world who belong to CASE and probably are a little less than 50,000 individuals like Lori who are
members. And it's a very good organization.

It's well worth becoming affiliated with CASE because they do several things that helped us. They
train us for one thing. I don't know a single person in the 45 years that I've been doing this, who,
when they were a child, said, I want to be a fundraiser when I grow up. People don't do that. They
come into this profession from all different places and we need to learn how to be fundraisers. CASE
teaches us how to do that.

Several years ago, CASE did a survey. They surveyed 250 universities around the world and they
asked them about student philanthropy. Are you doing it? How are you doing it? Is it effective? I
want to show you some of the results of the survey.

If you want to start a student philanthropy program in your school, how to do that? Well, the best
way for a program to be effective is for students to do it. We cannot go to our students and tell them
to start raising money to help other students. They have to want to do it. It's important that you give
them the right kind of environment in which to start a philanthropy program. We're going to talk a
little bit about this. (Slide 2.1-19)

Let me show you what this means. Of the schools that were surveyed, 63 percent of them are
actually using college money to help fund a student group. Sometimes it's a club of students. Fifty
students in a club organized programs to raise money to help other students and the university helped
support the student group. They pay money from your budget to support the student group. Sixty
three percent of the schools surveyed said they give student groups some money to help them get
organized.

This little section here represents about 5 percent of universities who were surveyed who said we
approve of what they do, but we don't fund their efforts. We give them status. We let them exist on
campus. But we don't give them any money. They're on their own. That's okay.

This group here represents 24 percent of those who were surveyed said we don't do anything to help
them. They're really on their own. I don't necessarily approve of that. If you want them to be
successful, you got to help them. This group up here, there's just no activity.

The question here is, did you spend money on your campus to help students to help other students?
It's an important concept. It's even new in America to actually give the money to get them going. The
question here is how are these groups funded?

When students help other students from their undergraduate years, when these students graduate
and leave your school, are they still donors? Do they still contribute money after they get out of
school? The survey asked schools. How successful are you in getting former students who were

donors while they were on campus to become lifelong donors to keep giving after they graduate?



(Slide 2.1-20)

Thirteen percent of the schools who responded said that when students are involved in fundraising
as undergraduates, when they graduate, they still give and they keep giving after they graduate. That's
a good number. Forty three percent of the schools said, “well, we have some success in turning
student donors into alumni donors.” Some success. Well, that's good. Then 37 percent of schools here
said they have sort of minor success. Eight percent said that when students graduate, they stop giving.

So obviously, when you start a student giving program, you don't want them to stop giving. Once
they graduate, you want them to continue to be donors to your school. And it's been proven that when
students are engaged in fundraising while they're in school, they keep giving while they're out of
school. That's very important.

Another question on the survey was “how much do you spend on student group?” If a school
approves of students getting organized to raise money to help each other, how much money out of
the school's budget is given to a student group every year to let them raise money for the school?
(Slide 2.1-21)

This shows you that about one out of every three campuses or 30 percent gave $5,000 a year or
more to a student group and said, “go out and raise money.” That's a big number.

Another 23 percent will give a student group between $2,500 to $5,000 a year as a budget to go out
and help them raise money for students. The point here is that if you want to have a successful student
fundraising program, you need to invest in it. You need to help them get started. You need to
encourage them. You need to provide them with support. You need to recognize the importance of
what they do. And in some cases, you need to help pay for their office.

How many of you have a program on your campus where students help other students by raising
money? (Slide 2.1-22) I don't see any. It's pretty new in America. This whole idea of student
philanthropy is relatively new. There are some schools who do it extremely well. University of
California, Davis does it very well. University of California at San Diego does a great job. Their
students raise a lot of money to help with this. Penn State University does a really good job with this,
as you might expect. Duke University in North Carolina does a great job on this, but it's relatively
new. We're learning more about this all the time.

I encourage you when you go back to your campuses to think about how to do this. If you get
students involved in raising money to help their fellow students, they will become connected to you
in ways that you can't imagine. They often will stay as donors for the rest of their life. And that's
fundraising.

So, when there are groups of students on campus who are raising money to help their fellow students,
who on the campus helps them? (Slide 2.1-23) Who are the staff members like me and like Lori, who

will help them? Most of the help comes from those people on campus who are from the fundraising



office because those of us in fundraising understand the value of what they're doing. They also get a
lot of help from the alumni office. And there are many schools who said that some of the most
important help to these student groups came from the president. The president recognizes what
they're doing.

There are places on campus that can be good partners to students. Don't expect them to be able to
do this all by themselves. They need help. If you want them to start raising money to help other
students, you need to help them. Encourage them. The best help that they get is from fellow students.
At San Jose State, students raise money to help other students who are hungry. It's very effective.
They really believe in what they're doing when they form the student fundraising organization.

I'm sure all of you have a student government. Student leaders on campus become involved in
fundraising. It's very, very effective. They don't need to be told what to do. They know what to do.
Other offices, the people who do housing and food service, student affairs, people counseling office,
the alumni office, the president's office, all of these offices on campus can provide good
encouragement to students. They need to be encouraged to do.

I think some donors in general will ask the question, “why? Why should I give the class glory for a
gift for a scholarship program?” (Slide 2.1-24) Well, what you want to be able to do is to show the
donor, the person who gave you the money, what difference the donation makes to San Jose State.

I'll use the food pantry as an example. When students understand what goes on in the food pantry,
students can go there if they're hungry and get food for free. They really understand the value of
giving. That's terribly important. Students need to understand “why” if they're going to raise money
to help other students.

What are the needs? If I was a student and I wear glasses. If I break these glasses and I have no
money to fix them, how do I get new glasses? Well, there are students who raise money for an
emergency fund. So, I bring my glasses and having no way to replace them, I go to an office and they
give me money to buy new pair of glasses. How much how is this cost? Not very much. But what
difference does it make to me that ['ve got a new pair of glasses? Well, I can't do my homework if I
can't read it. So, the students understand the value of giving. I make a difference when I make a gift.

So, if you were to start program in student philanthropy, how would you know that it's successful?
What are the different ways that you can demonstrate that if you've had success? (Slide 2.1-25)

Let's just take a student population number of 10,000 students and 3,000 of them make a gift every
year. Thirty percent of your students make gifts. That's a way to test your success. How much do they
raise? I can tell you in San Jose State that the students raised more than $20,000 dollars a year and
put it into the food pantry. That's a lot of money and they give it willingly.

There are lots of different ways that you can measure success. How many students volunteer to

help? If you have a student club that has 200 members and they do several events during the year to



raise money, that's very successful. There are different ways that you can determine if it's successful

or not.

I want to wrap this up with one final ingredient, and that is if you want to measure the success of
your hundreds of programs. (Slide 2.1-26)

Here are some of the things that you need to look at. (Slide 2.1-27) We've done work to determine
what we would consider to be a high performing fundraiser. What you want to do is to be able to
look at fundraising on your campus, at your school and determine if you're successful in fundraising
or not.

So here are some of the things that you can look at. That is, how much did you raise last year? How
much did you raise this year? How much have you raised over the last five years? Are you consistent?
My president used to tell me, I want you to raise 10 percent more every year. So, if I raised a million
dollars last year, it's a $1,100,000 this year. I can remember once when I was in Fresno, we raised 40
million dollars in one year. And the president said, “that's terrific. What are you going to do next
year?”

You need to be consistently good. It's a measure of a successful program. Remember, too, that the
one person who decides the success of your program is the donor. So how do I describe this? It is
like measuring a fundraising program. It's like riding a roller coaster. Some years that's up, some
years down. We look at the three-year average and take the last three years of fundraising and divide
by three. And that's your average per year because it's the donor who decides when and how much
to give, not us. How much money do you raise from your alumni? That's the measure.

Another way to measure a successful program is what percentage you grow alumni giving? I would
say, in the US, if you have a 4 percent participation rate, that's pretty good. For the CSU, if we have
4 million alumni, 4 percent is, I don’t know, what is that - about 160,000? Measure what percentage
of alumni is actually giving back to your school. That's a measure of your success.

I am a big believer in what we call stewardship after care, after they give a gift. You thank them.
Do you show them what difference that is making? One way to measure your successful program is
do you have a good stewardship program? Do you thank your donors for their gifts? And I think
another thing that's really important, and the President can set the tone on this, is that fundraising on
a campus is not just the fundraiser’s responsibility. Fundraising is everybody's responsibility—the
faculty, the students, the alumni.

One of the most important people to me in fundraising is the person who is the Vice President for
business. He had all the money and if I needed to hire another person, he was the one that was going
to give me the money to hire another person. So, it's important that the President and his or her

leadership understand that fundraising is everybody's responsibility. (Slide 2.1-28)



In most of our campuses, the vast majority of money that's raised goes to academic programs. It
goes to the colleges and the departments, the academic programs. So, the person who is in charge of
academic programs, we typically call that the Provost or the Vice President for Academic Affairs.
Most of what the fundraisers raise goes to the Provost. In the last campaign that [ had, we raised over
two hundred million dollars and 80 percent of that went to academic because that's what we do. We
teach so we raise money for academic programs. I need to understand, as the fundraiser. What does
the Provost need? What did the Deans need? But did the Department Chairs need to raise money for?
So, we have to effectively partner with academic affairs. Many of our schools have foundations,
separate organizations that raise money and manage the money that we raise. Those foundations are
run by volunteers. And one way to measure success is if your volunteers are very engaged. It's
important to recruit volunteers to help you who can help you raise money so they don't just come to
meetings. They actually ask other people for money on your behalf.

It's important for the President to do to tell the rest of the campus what are the important fundraising
goals. What do we want to raise money for? You can't raise money for everything. You have to pick
things that you're good at, to raise money. I think being able to communicate to other people the
needs that you have and the importance of your programs is important. You have to be able to tell
your story. Most of the things that we do in communicating about fundraising tell the story of how a
gift helped a person or a program. So be able to tell effective stories as well. (Slide 2.1-29)

So, to kind of wrap it up, we started out with two ideas. (Slide 2.1-30) One is the farmer who was
out planting pistachio trees, as you can see. This is pretty early on. They're not doing very much.
They're just sticks in the ground but also leaves on. But in 10 years or so, this farmer is going to have
very lucrative pistachio trees that make him a rich man because he is patient and persistent and he
goes out to look at these trees. He's not going to cut them down just because they're not making
money. He waits until he can sell them to you.

The second thing is we have the genius. (Slide 2.1-31) We have them. The blending of art and
science is what fundraising is all about. Some of it is very artistic. Some of it is. I use the word
serendipitous. Some things just happen. I've had several cases in my career where someone has come
to me and said, I'd like to make a donation to the cameras. I never ask them for money. They just said
they wanted to give. It's very spontaneous. If you have this blend here now of patience and persistence
and art and science, and that's fundraising.

So just a couple of ending thoughts. (Slide 2.1-32) Number one, it's important for you to have an
all-in commitment for fundraising. It will not be successful on your campus unless the President
wants it to be. It starts at the top. Sometimes, Lori and I have worked with Presidents who don't like
to waste money. But it's the President's job to set the tone for fundraising. On the other hand, Lori

and I have worked with Presidents who love to raise money. They're very good at it. They can



articulate a case for support. They develop long lasting relationships with people who become donors.
So, but it does have to happen at the top. You need to understand the four pillars or the four parts of
philanthropy. All of those things work together to make for a successful program. You need to work
hard to keep your alumni engaged. After all, they're the ones that you educated. They have a degree
from your school. Keep them engaged. And then to the extent that you can do it, get students involved
in fundraising at a very early age, the day they show up on campus. Get them involved for the entire
time I was there with.

And then I have in the back of the presentation just some ideas you can take back to your campus.
Just go back to campus and ask your senior leaders these questions. (Slide 2.1-33) Are we
collaborating in fundraising? Should we start student philanthropy program? Are we connected to
our alumni? Are we listening to them? Are they listening to us? What are the different things that you
can make? What are the best programs that you have on campus that you could raise money for. Ask
yourself these questions. (Slide 2.1-34)

Do you have the right volunteers engaged with your campus? Do you have volunteers at all? Do
you have people who live in your community who understand the value of your school? Are they
helping you? I don't know. Ask yourselves the question. (Slide 2.1-35)

Do people understand why you're raising money? Why would I ask people for money? Do they
understand the reason why?

Take these questions back to your campus and think about them. Read them on the plane on the
way home and ask yourself this question, “How can I take what I have learned here today back to
my campus to have an effective fundraising program?”

I'm sure that in Japan, like in America, fundraising is becoming more and more important as our
government subsidies go down. We still have to pay the bills. We still have salaries. We still have to
keep the school running. Fundraising is becoming far more important than it ever was before.

I've given you somethings that you can read. (Slide 2.1-36) (Slide 2.1-37) (Slide 2.1-38) Some of
these are articles you'll find online. Some of these are from universities. This is from Niagara
University. There one here is from Penn State. These are mostly student programs to look at. So that's
it for me, Marty. Do you want Lori to come up here and talk a little bit about what's going on with
the CSUs?

- Matsuo: Yes, Thank you. Ms. Lori Redfearn, Assistant Vice Chancellor, Systemwide Advancement,
California State University, will share some helpful resources.

- Redfearn: Good morning. I did want to share two of the handouts that we've provided to you. (Slide
2.1-39)

Like many of your universities, the California State University as a public university is a state



subsidized university. And when I was a student at California State University Fullerton, we did a
little bit of fundraising in the 80s. I was a student caller. I would call alumni and asked them to give
to the scholarship programs, but we didn't have any real professional staff for fundraising. So, when
I came to the Cal State University system headquarters, as a professional, I helped them with building
their fundraising programs across the system and helped presidents determine what they needed to
invest in these programs to become successful.

When your mission is to be a teaching university and to spend your funds on academics, then to
carve out the funds necessary to run a fundraising program is hard. So, I did research for our
Presidents to help them determine what they needed to invest in their programs to make them
successful. We're currently spending about 6 percent of our operational budgets on what we call
advancement. Advancement is both our fundraising operations as well as communications and
alumni relations, because we believe those are all interrelated in being successful in our fundraising
programs. About half of all we spend in advancement is specifically spent on fundraising. When we
are working with our Vice Presidents for Business and our colleagues in academics and trying to
make the case for building investment in our fundraising programs, we share with them that for every
dollar they invest in fundraising, we return seven dollars back to the university. So, we feel that that's
a very compelling case for why it's important to carve out that funding for our operations. That's part
of what you have received here in this dashboard that I've provided.

The California State University has 23 universities across the entire state from San Diego State in
the south to Humboldt State in the north. Our campuses have very different sizes and student
populations. Some of them are raising two million dollars a year. Some of them are raising 120
million dollars a year. My role is to help each of them continue to advance in their successes and
grow their programs. When Peter and I started at CSU 20 years ago, maybe more than 20 years ago,
for Peter, most of our universities maybe had one or two fundraisers.

We now have universities that have 25 fundraisers or more. We really find that the more fundraisers
that you have asking your alumni what was important about their experience at the university and
how would they like to pay it forward—the more people you have, the more money you raise. It's
pretty simple concept.

On the other handout that I've provided to you is information about the Council for Advancement
Support of Education (CASE). This is a global organization of fundraisers, alumni relations and
communications professionals. They provide wonderful professional development opportunities for
your staff. There is a CASE group in Asia, which is based out of Singapore, that helps with
developing fundraising in the region. They do webinars. They do research. They have libraries of
information. They help with our professional ethics and help with the development of our

professionals. I encourage you to look at CASE as an opportunity for helping to build your programs



at your universities. Peter and I are available to answer any questions you might have more. You

might have some questions for us.

Question and Answer Session

- Matsuo: Okay. Thank you very much for both of you.

- Smits: I have on occasion used an expression to describe what we just did today. This was one hour
on a topic that I've been involved with for 45 years. This is kind of like taking a drink of water from
a firehose. There is a lot of information. It came at you quite fast. So, I had my information up here
on the chart. It's in your hand outs. If you would like to continue these discussions with me later,
some other time or some other place where there's less people in the room, I'm happy to do that.
Either send me an email or call me and I'd be happy to work with you some more.

- Matsuo: Thank you very much. I have some questions before throwing questions to the audience.
You mentioned about student philanthropy. Mostly, you talked about students helping students. On
the other hand, I understand, at San Jose State University, students are hired to do phone calls asking
alumni to donate money. Are most of universities all doing this for students in the student program?
Students philanthropy is very rare in Japan. We don't do that very much, but I think, you are doing it
quite extensively. So, can you explain more about that?

- Smits: Well, most of our schools are doing this all over the country. They are called the “Student
Call Centers.” It would be a room with 15 to 20 paid students and telephone numbers for alumni.
They call you and they say, "hi, my name is Lori. I'm calling from San Jose State. I see that you are
a geography major. How would you like to make a donation to the geography program or to the
university?” They called from Student Call Centers. The students are paid to do this, they’re trained,
and they probably call 50 weeks a year. They're calling almost every week of the year except for
holidays. This is very common.

- Matsuo: Thank you. So those are different from students helping other students? And is the money
for different purposes?

- Smits: Yes, it could be for a scholarship or it could be just a designated gift for the university not
for the other students.

- Matsuo: Ok, now they are paid just a minimum payment or they are paid higher than the minimum?
- Smits: Oh, in San Jose State they make twelve dollars an hour.

- Matsuo: $12.00? It is over the minimum.

- Smits: Yes, it’s a good job.

- Matsuo: Audience, please raise a question if you have them.

- Audience Member: Thank you very much, Peter, for the excellent presentation. Lots of ideas,

methods and theories!! I learned a lot from you. Just have one question which is about what kind of



mistakes we often make in the process of fundraising, if you have any?

- Smits: I'm going to give you an example of a university that [ worked with in Southern California.
It was a private school. The President was a woman who'd been there for about five years. She's a
wonderful fundraiser. She loves to ask for money. So, one day, she was meeting with a member of
her trustee board and she asked him for 10 million dollars to name the School of Education. He asked
her, “If I'd give you the 10 million, how will you spend my money?”” She didn't have an answer.
She called me up the next day and said, “I think I really made a terrible mistake here. My trustee
asked me how I would spend his 10 million dollars. I did not have an answer for him.” So, I said,
“Well, you asked too soon. He wasn't ready and you weren't ready either for the gift.” I suggested
this. “You write up on a piece of paper about how you would spend the money. Two million dollars
to endow the Dean's Chair, a million dollars for this program, and 2 million for that, etc. Write it
down. And then take him out to dinner again.”

So, she did. And about halfway through the dinner, he looked at her again and said, “So, do you have
the answer to my question? How would you spend my money?”” She said, “Yes, I do.” And she told
him, “This is how I would spend the 10 million dollars” and what difference it will make if you do
this. He looked at her and said, “So, when are you going to ask me for the money again?”” And she
said, “How about right now?” And he said, “OK.” And one week later, a check arrived in a FedEx
envelope for 10 million dollars. A check for 10 million dollars! So, the mistakes that we make
sometimes is that we're not ready to ask. We can't answer the donor’s questions. We're not prepared.
We ask too soon or we don't ask for enough money.

I remember once I had a President who came back from a donor visit and said, “Can I just ask Mr.
So-and-so for $50,000?” Yes, I said. He said, “Well, that's terrific”. But next week, we decided to
collect 5 billion dollars. But he already committed for $50,000. He's already given. We didn't ask for
enough. Most times donors are flattered that you think they have that much money. They'll tell you
if they don't. But sometimes we just don't ask for enough.

- Lori: So, I'd also say that sometimes we don't listen to the donor as to what's important to them. We
make assumptions about what will be important to them. One example, one donor’s mother was a
librarian at the university when he went to that school. The university assumed that he would want
to name the library after her. But he didn't have any interest in doing that. He was the Chairman of
an aerospace company and received an engineering degree from the university. So, they thought,
well, he'll want to fund the Engineering School. Then they made a big pitch to him to fund the
Engineering School. And he wasn't interested in that. Finally, at a dinner one night, they listened to
him talk about how he learned leadership skills being on the golf team and how important that was
to him. He ended up endowing the golf team for 15 million dollars.

So, it is important to listen to stories about their experiences on campus and how they shape their



lives and what's important to them, and not just make assumptions that because they work in a
particular industry or had a particular family relationship that's what they would be interested in
giving.

- Matsuo: Thank you. Thank you very much. We have five more minutes to go. Please go ahead.

- Audience Member: Thank you for your nice talk about fundraising. Peter you said in the initial
phase of your talk that building the system needs time, maybe 10 years or more. But now, we are
asked to build out some fundraising systems very soon and a short-term return is a must. And here,
today, we heard that we are not able to do that. But, my supervisor or other people may say, why not?
You’ve set up and built up a fundraising system, but you do not raise any funds for 10 years. We can
not wait for 10 years. We were wondering when we found a very clear possibility of the good
donation in the first year, maybe we can collect enough for the budget, a large volume of the money.
But next year, this money may go down. This kind of continuous donation is basically very, very,
very difficult. So, my question is, “Why are American people so patient about building an initial
fundraising system, I mean, a starting system. How to build all of fundraising system to get a
continuous money coming in. How to build those system. This is my question.

- Smits: Well, first of all, I don't want to leave you with the impression that it takes 10 years to start.
It does take 10 years for a pistachio tree. The concept, though, is that it takes patience and persistence.
It doesn't happen overnight, but it doesn't take ten years either. I think the longest I ever worked with
a donor for a multi-million-dollar gift was six years. It was a long six years. But for the most part it
takes, I think, between five and seven specific visits with a donor to get a gift. So, two or three years
at most. There are also ways to explain to people who ask you why you haven't raised any money?
There are answers to the question. Part of it is that you must be doing the right things. And if you do
enough the right things, you'll get a gift. You need to be able to explain to people who are impatient
what you're doing to get gifts and that it will come sooner or later. We could talk some more about
that later, individually, if you like. It doesn't take ten years, but it does take an understanding that it
doesn't happen overnight.

- Audience Member: The development and the building of this system takes maybe a long time, but
we need some kind of short incentive, short term return even if we are building the whole system.

- Smits: Part of the answer is finding those people who are potential donors and who are ready. Like
the example I gave you. You need to talk to those potential donors who are ready to be asked now as
opposed to those who are going to take two or three years to get them to the point.

So being able to identify those who are ready to make a gift now is really important, because it shows
up right away.

- Lori: Also, I'd add how important it is to consistently be telling your story and talking about what

makes your universities unique and how your universities are contributing to your communities.



Many of your universities have very good websites that talk about giving and how individuals can
participate. I get as many individuals as that are not alumni and learned what the university is doing,
walk in off the street and offer millions of dollars. It's a very brand-new relationship and long term
relationships that we need to build.

- Matsuo: Well, thank you, are there more questions?

- Smits: We will be here for the rest of the day.

- Matsuo: You will be staying for lunch and if you have a question. Please.

- Audience Member: For a university of the size of maybe 10,000 students, how many staff in the
advancement office on average would serve a university? I mean, is there an average number of staff?
And what is the average length of time that staff person is in the advancement team?

- Smits: Well, that's a big issue. And I would say I've been involved with universities of about 10000
students. And there were several people in the development staff; one person for alumni, three
fundraisers, one or two people in communications, etc. So small staff. The average tenure of a
development officer is about three to four years. They move on to other jobs. And that's a problem
when they're developing relationships with donors and, all of a sudden, they're gone and the donor
has to develop a new relationship with a new person. So, keeping and retaining development staff is
a challenge. It may not be so in Japan, but it is in the States.

- Matsuo: OK. Final question. I'd like to ask you while I'm talking to you, many times, I have found
that in this country, people use word “advancement or advancement fundraiser”. Fundraising is under
the advancement system. I don't think Japanese have that kind of concept. What is the advancement
concept versus development and fundraising—can you explain those words?

- Smits: I would say that advancement is like a house with many rooms. You have development
fundraisers in one room, and you have people who work with alumni in another room. We have
people who are public relations or marketing or communications in another. And then in another
room, you might have people who manage money. So, the whole house is called the advancement
but the individual rooms are called development or fundraising, alumni relations, communications
and marketing and public relations.

- Matsuo: So, what is the whole purpose of advancement or the whole objective?

- Smits: Well, most of their work in advancement is facing out to the community (external), as
opposed to internal. We work mostly with people off campus, that’s what I would say.

- Matsuo: It’s more like an expanded public relation.

- Smits: Yes.

- Matsuo: Thank you. Well, thank you very much for both of you.

-Smits: EHHHVNE S TINELE,

- Matsuo: So, we will take our rest until at 10:40. Please come back at that time. Thank you.
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+ Senior administrative leadership
* Clear and concise mission and vision
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+ Fundraising goals aligned with vision
* Demonstrated need
* Commitment to stewarding gifts

* Quality and reputation of the faculty

* Quality of academic programs

* Quality of research programs

* Persuasive and effective communications
+ Institutional reputation

* Career success of graduates

« Tradition of philanthropy
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* Student giving
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+ Alumni giving
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Eight Elements for Successful
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1. Good alumni engagement starts at the top

2. Develop programs that empower your alumni to serve the
institution

3. Ask and measure what they think about your  institution
4. Create programs that serve your alumni

Eight Elements for Successful
Alumni Engagement

FREERDAGTHOBRAY

5. Foster participation with your p

6. Open channels for two-way communication
7. Be candid and open with your alumni

8. Create a sustained and focused effort
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+ Collect useful information about your alumni

+ Develop communication plan for alumni groups
* Use social media tools to monitor your strategies
+ Use LinkedIn to promote networking

* Use Twitter to give alumni brief campus updates
* Use Instagram to “romance” your alumni

* Give your alumni reasons to share content
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CASE Survey Findings
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A program that has sufficient resources, engages key campus
partners, uses strategic messages, and is fine-tuned with
feedback from stakeholders will help students develop a
sense of philanthropic engagement that endures.

A BRR, EEG/ - —-e0EH,

MR AvE— UDER. 21— FIeDIC LRI,
BERFSSTIOTILIE.
FHEICEEFHEFHNERTSENERICHDTES LI XS

Slide 2.1-17

Slide 2.1-18



Funding Student Groups Students as Lifelong Donors
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Annual Investment in Student Philanthropy Where Student Philanthropy Programs
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FEFHFHORBEEHSHTISD
+ Develoy or fundraising office 74%
+ Alumni office 38%
+ Foundations 11%
+ Outside private resources 4%
+ Independent alumni associations 3%
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Partners to Help You
FronAOHELEDEE LN Messages that Inspire Giving

The top 8 campus partners who assist in engaging FHERTOOA v -7

students in philanthropy:

* Students and their peers + Show that a gift of any size makes a difference
* Student leadership groups + Demonstrate the impact of gifts across campus
* Alumni * Educate students about the needs on campus
* Marketing and communications + Philanthropy s a tradition on campus
* Development office + Connections to the campus will be enh d through giving
+ Alumni relations office
* President’s Office
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Best Ways to Measure Success in

Student Philanthropy
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* Number of students who contribute gifts
+ Attendance at events

* Number of student volunteers

* Retention rate of alumni donors

* Web site or social media activity

+ Feedback from the administration

* Return on investment
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+ Consistent year-by-year performance and improvement

+ Aggressive and successful efforts to secure gifts to
endowment

+ Robust focus on corporate/foundation relations

+ Substantial involvement by alumni in dollars given and
rate of participation

+ Well-honed stewardship program
+ Belief that fundraising is everybody’s responsibility,
especially the Cabinet

0
.
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High-Performing Characteristics
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+ A full spectrum of giving opportunities: annual, leadership,
major, legacy and bequests

+ |dentifiable sweet spots of program excellence
+ A strategic and persuasive communications program

+ Sufficient investment in Advancement that can yield a
positive return on investment

* A long-term view that Development is a process that takes
both patience and persistence
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High-Performing Characteristics
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* Effective collaboration between Provost and Vice
President for Advancement

+ Clear annual goals with appropriate metrics and
accountability

+ Volunteers who effectively help with fundraising

+ A data management system with powerful search
tools and sufficient number of people to run it
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A Compass for Change
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+ All-in commitment from the very top. Change will not
happen unless you lead it.

+ The Four Pillars of Philanthropy
* An active alumni engagement program

+ A successful student philanthropy program
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Reflections and Recommendations
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=+ Share this with your senior leadership. How might these

apply to your campus? + Do you have a viable and growing student philanthropy program?
* What specific characteristics of high performers might you * Do you offer a full range of giving opportunities?

accomplish? * Do you have a successful program of alumni engagement?
+ Do you really have collaborative leadership? * Are your volunteers engaged in ways that are useful to you? What
* What critical functions in the Four Pillars are you missing? are the risks and rewards of shaking things up?

* What affordable changes can you make to better engage your
deans in fundraising?

* What are your best programs on which to focus fundraising?
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- Introduction by Mr. Toru Tamiya:
Now we're going into the second session, JUNBA’s present President Tomohisa Koyama will
moderate this session. He is also the president of the Technology Partnership of Nagoya University

Incorporation and has the credentials of advisor of Nagoya University. Koyama-san, please.

- Introduction by Mr. Tomohisa Koyama:

Hi. I would like to quickly introduce Amy, next, because Amy is a senior development director at
Stevenson Institute at UC Berkeley. Amy is truly experienced advancement professional who has
worked at the university level at Oxford University and UC Berkeley now. In addition to that, she

completely understands Japanese culture and she speaks Japanese. Please join me to welcome Amy.

- Presentation by Amy Ambrose begins:

Does this sound okay? Can everybody hear me? Yes. OK, great. So, I do have some notes because
I have quite a bit of material to go through and I want to make sure that this is a useful session for
you. (Slide 2.3-1) Dr. Smits covered a lot of information, so some of this will be repeated. I will try
to go as quickly as I can over the things that are repeated. I can only say one thing: what Dr. Smits
has included in his presentation and has told you to memorize all of those points those tips that he's
given you because they're all brilliant. And there are things that we know as fundraisers are true over
many, many years of doing this work. Let me begin by saying thank you to JUNBA and thank you

to JSPS for inviting me to speak. I'm very honored to do this.



I have basically two goals for this talk today. (Slide 2.3-2) I would like to tell you exactly based on
my experience in international fundraising - primarily international fundraising and alumni relations
- and my knowledge of Japanese universities and exploring your websites and what you are doing
now. I saw a big spectrum of activities, which is very good. There's already something very
interesting in each of your universities that's happening. Hopefully, this gives you sort of a general
framework to evaluate what you're doing and also gives you an understanding of the cycle of
fundraising, which is a cycle. As Dr. Smith said, it is an art and a science. | would say for you, and
for your leadership, to really emphasize the fact that there's more science to the fundraising than just
art.

You know, lots of people that don't know what we do think we throw parties, send invitations, have
nice conversations with people, but never see you again. It's much more systematic than that. And I
know that our job sort of shares in Japanese sensibility. If anything, the Japanese are terrific at
systems and processes. | mean, the Japanese came up with kaizen. And so that's something that you
want to remember over and over that there's a system for doing this. As Dr. Smit said, it's predictable.
It takes persistence. It takes patience. But if your system is together, is working well, then you can
only raise money. You can only do well. So, I'll just go on.

I'll just tell you super quick about my background. (Slide 2.3-3) I spent four years working for the
Hauser, which is the Swiss Federal Institute of Technology in Zurich. It's a lot like the UC system.
They manage the national labs. They have two universities. Switzerland is also a lot like the U.S., a
bit like Japan. In the U.S. in California, we have a California master plan for education. I'm sure
you're aware of it. What we have enables everyone to get an education. That's the principle of it. We
have our junior colleges which are typically two-year colleges. Then we also have our University of
California and our CSU systems. The difference between the two is that the CSUs are much more
applied. While there's a lot of research that goes on, you have very, very good teachers. One of my
favorite CSU ideas is their motto "Day One Ready". That means when your child graduates, they're
going to be able to get a job right away because they've learned practical skills and intellectual skills.
The UCs, on the other hand, in many cases, are preparing people to go into academia. While they
both prepare people for academia, I just want to clarify, the real big difference is the CSUs have very
brilliant teachers and teaching is a huge goal. Whereas the UCs are a bit more focused really on
research and teaching comes along with.

I'm on the UC side and my colleagues from the CSU side. But we are one big system. [ was at
Berkeley. I was the director of international relations. I took care of all of our international alumni
clubs all over the world. And I also did what we called principal gift fundraising, primarily with the
chancellor and with some of our top distinguished faculty who are also very good fundraisers. I spent

quite a bit of time in Asia. Because when [ was doing this work, we had quite a bit of support from



Asia, Hong Kong, China, Indonesia, etc. Then I went to University of Oxford and I was there at the
business school for four years. I did exactly the same job I did at Berkeley. I was in charge of our
advancement but just for the business school and most of my alumni were overseas. We had almost
no donors. And so, it was basically building a program from the bottom up. And now I'm back at
Berkeley. I first landed at the law school. I was the assistant dean for advancement. And I did that
for two years. I had three deans come through in two years and I built up the team as well as I could.
I decided I really wanted to look for something new. Now I am at the Simons Institute for the Theory
of Computing. It's a research institute within the UC Berkeley campus, within the office of the Vice
Chancellor for Research. We're very different. We mostly rely on corporate and foundation
partnerships. So, I like the fact that as a fundraiser, I get more skilled in corporate partnerships.

And I just have to say, one of the most recent partnerships we've just concluded is with NTT because
they have a new research facility here in Menlo Park. Brand new. And so they reached out to the
Simons Institute to be an industry partner. So very, very interesting work. A fundraiser can do many
of these things.

And I'll explain to you the functions of an advancement office so that you understand there are many
roles and many jobs that people can find themselves doing. (Slide 2.3-4) I call these advancements
secrets. Dr. Smits actually covered all of them, I believe. They're not really secrets.

They're simple things that if you just remember them, put them on the wall and remember them,
especially when your boss is saying, where's my money?

Then you just go back to this, take your boss for a cup of coffee or take a second and say, “let's talk
through these principles.” “Let's look at them for a minute.” Fundraising: it's a system of well-
coordinated activities and processes. Don't forget about that. It's not random. It's carried out by a
team of professionals. We are professionals. It's very important to remember that because you, too,
want to develop people within your organization because everyone is a fundraiser, including faculty
to some degree.

Some are better fundraisers than others are. There's a range. But everybody wants to think and
accept the fact that you are raising money for this university. And it's a good thing. There's no reason
to be ever embarrassed about fundraising. I'm very proud of what I do. I am a partner to both the
donor and the institution. It's a good role to have. There's something else, as we said, it's more science
than art. Data. Data. Dr. Smits talked about this to some extent.

We will talk a bit more about what data can do for you and when you don't have it and you don't
keep it. You don't collect it and you don't know how to understand it. It's hard to get started and to
raise money.

Dr. Smits also talked about identifying the fundraising priorities that support your mission and the

things that won't support your mission. That's important as the leadership of the university does that,



not the fundraiser and not the donor. You choose your priorities and you figure out how much it will
cost for you to do those things. But it's an iterative process and I'll explain that in a moment. Invest
in strategic communications and I'll explain to you later what strategic communications means. And
finally, as you've heard, expect things to take time. It's OK. It's normal.

OK. Next, what is affinity? (Slide 2.3-5) We'll use that word a lot. This is just to give you part of
your framework: affinities, a positive feeling and connection of belonging and self-recognition. In
Japan, many people ask you for money or you are aware socially of all of the places where you could
give money as an individual. The places that you tend to give money to are places that resonate with
you in your heart. You feel like a better person giving the money. You feel it's your obligation. You
feel that the money that you're giving will do much more than you as an individual could do. That's
how we think of especially large gifts from large philanthropists. These are people who have big
visions. They want to give you the money. They're investing in you and your organization to do
something that they could not do on their own. They couldn't even create an organization to do it. So,
think of it as an investment and think that because they're doing this, they identify with something
that you're doing.

Lifelong engagement in the life of the university: This starts before a student even comes to
university. They start the relationship. If you know anything about marketing in general, you first
have to build an awareness and then you do your recognition and then you do your purchasing and
then you come back. It's a bit like that. But remember, the journey of your alumni starts from before
they come to university when they're first looking and thinking, how am I going to go there. That's
when their sort of journey to become an alum starts. This is, as Dr. Smits said, lifelong engagement
is fostered during their student experience. There are many ways to do this, and it continues into
adulthood or post-graduation through relevant communications. Targeted and personalized
communications, outreach and engagement, things that they're going to be interested in.

Your alumni communities (Slide 2.3-6): I'm only talking about this right now because I know from
doing quite a bit of fundraising and alumni relations in Japan, Korea and to some extent in Indonesia,
alumni communities are very common in Japan.

Sometimes you wonder what is the use of an alumni community, especially when the alumni
community is sort of separate from your university. It's a bit of a challenging relationship. And that's
just from my little tiny experience of managing this for many years.

So, here's some things to think about. You have many associations, many boards. You have a hiking
club, you have the computer science group, you have the alumni from whatever. What do you do
with all of these people? Just think of them as your partners. They're going to be your partners. That's,
at the end of the day, the simplest way to think. You might want to get rid of some of them. Some of
them might be very challenging. Think first, how do I make this a partnership?



You as an institution need to establish friendly guidelines for engagement. You set your own
boundaries. You decide what you will do and what you cannot do. That's very important. You use the
same guidelines no matter which alumni community you're working with. You always want to
highlight how great they are and how important they are. You don't have to give them anything.
Recognizing and thanking actually doesn't cost and money. It doesn't change the game, actually. They
like to feel that they're wanted. They'd like to feel that they're needed. You need to actively manage
your communities if they're going to exist. And I can talk about that more off line through these
alumni communities. You will find the people that will be doing things for you and happy to do things.
You will find the people who can be good volunteer fundraisers. You can also find, once in a while,
that alumni communities reveal to you donors that you can cultivate and other supporters. So that's
just a little bit on alumni communities because they know that weighs heavy on many people's minds.
How do we deal with all these alumni? They've set up all these things. They won't give us their data
and we have to constantly battle with them. Just some things to think about.

Strategic communications and events (Slide 2.3-7): You have many, many alumni. And we'll get to
that pyramid in a moment. But most of your universities have many alumni whom you don't know at
all. And you'll never see them. They'll never come back to the university. So why would they care
about you and how do you reach them?

You reach them through having a basic strategic communications platform. It's primarily digital.
However, we do use more print these days. You base this communications system on a calendar of
predicted communications, predicted outreach. Every year you send the same things at the same time.
You have professionals developing very professionalized information. Japanese are excellent readers.
Eighty eight percent literacy rate or something in Japan? People are constantly reading - you of all
communities I can think of - would benefit from really professionalizing your communications with
alumni and constituents. You have a core message which is important: Welcome. Stay with us. You're
part of our community. You can measure your ROI. It won't be money. It'll be things like [social
media] open rates. It'll be things like response to events that you can put metrics around
communications. As you know, you can track responses.

Kaizen always think whatever you set up, especially with communications, you're always going to
be improving it, adjusting it. Yesterday, our friends from Kyushu University came and they met with
one of the people at the university at UC Berkeley who is in our team called Strategic Database
Marketing. These are the people who look at our 400,000 alumni as they segment them and they
figure out messaging for them. And it's a regular service that we as fundraisers have to use very, very
clever people. And it's a very complex system. I mean, there are analytics people and they're looking
at data real time and always adjusting the communications. We put a lot of money into this. As U.S.

universities, we spend a lot of money in this area. You want it to be consistent and regular, consistent



quality, good timing and good messaging.

You may already know this so I apologize if it feels repeated, but I, too, have to remind myself often
of the cycle of fundraising and discuss this as well. (Slide 2.3-8)

First identified that we make a connection, then we cultivate, we deepen the connection, the
relationship we solicit and we steward, we thank. These are the steps that you apply in fundraising.
It's very difficult to skip a step.

I will give you a small, tiny example somebody asked about mistakes. I've worked with many
faculty who are known around the world and are wonderful people. They want to go right to that
solicitation because they want to go back and tell their dean or tell whomever that they've been able
to ask the founder of Google for 10 million dollars via email because they know the person personally.

Typically, that doesn't work. We need to talk about identification. Identification is when you do your
research, you collect data, you research the individual you wish to solicit. You do a whole lot of
homework first inside before you even get to cultivation. And then once you're doing cultivation, this
may take, as Dr. Smits said, 18 months, two years then you're ready. Sometimes you've started these
solicitations within this time period. But the solicitation itself is a formal thing in most cases for
major gifts. Stewardship is thanking and keeping the donor engaged.

So, let me move on to identification. (Slide 2.3-9) What is this? You collect data and this is basic
data on the individual. I should mention that you should have a database. There are inexpensive
databases and there are very expensive ones like the ones we have within our UC and CSU systems.
You can get something to start with that's much less expensive but tailored to the size of your
organization.

But you collect data on individuals, things like where they live, what stage in life they are in — mid-
career or are they just starting now? Have they retired? What their interests and preferences are? How
contactable are they? Do you have their email address? Do you know have their mailing address? Do
you know that kind of thing? This is just data. You haven't spoken to them yet. You're collecting your
data. Then you can identify with your lists.

Sometimes working with volunteers can be very helpful. What that person might be interested in,
what they're inclined to do. So, we have some terms. We have capacity, which means how much
money they might be able to give based on their personal resources over a five-year period. So, me,
my capacity as an alum of UC Berkeley is very low. I mean, Berkeley knows this. I'm one of the
alums at the bottom of the pyramid because I work on campus. They know my salary. They know I
have twins in college. You know, the whole thing.

But my capacity will tell them at least how much they might be able to ask me for my inclinations.
Do I give to other organizations? Do I give to UC Berkeley? Am I somebody who joins clubs? Do I

come to events? Inclination tells you. How are they likely? How will they maybe give to you here in



the university and then what their interests are? Again, this is just data. We've just collected it through
different things like push, pull communications. Maybe they came to an event, maybe they're part of
an alumni community or are on one of your boards, but you're collecting this information in your
database. Then you make a pyramid.

So now, how do you know you considered your constituency? (Slide 2.3-10) It takes time. It's an
ongoing process. You're always updating what you know about people, you rely on volunteers.
Sometimes you rely on internal information. Were they in a student club? Did a faculty know them?
You look at external information. Are they in the press? Hong Kong is a very easy place to figure out
what people are doing. There's something called the Hong Kong Tatler and you can find pretty much
everybody that graduated from your university. Anyone who has even ten dollars to their name will
be in the Hong Kong Tatler. So, they're different depending on which market you're looking at. This
is the kind of information that you can find out about people.

Next, you're looking at what their capacity information and interests are. (Slide 2.3-11) We are lucky
in the United States because we have access to more data than you do in Japan. We can see what
someone’s income tax is. A lot of times we can see what their salary might be. We can gage it based
on what we know. We can look at their zip code and figure out if they're in a rich zip code.

We can actually purchase data on individuals. You can actually do the same in Japan. It's just not as
robust as the data that we can get in the United States. But there are ways to do this. Again, there are
just different ways to collect information in order to figure out how much money they have. If they
might have money, they might be even somebody who gives money away and what their interests
might be.

Next, you make your pyramid. (Slide 2.3-12) I believe you're very familiar with this. But I will go
through this again. For example, I don't have very many donors, sadly, in this organization that I'm
going to look at. I mean, usually this number is something in the thousands, tens of thousands. In
Berkeley, I think it's probably 300,000, to be honest with you, of living alumni that we can contact.

So, I put them all down here and maybe I said two thousand dollars over five years. That means
each year they're giving me 400 dollars. Then I move up my pyramid and I get to finally the top of
the pyramid. Alumni relations primarily works at this level to begin with.

One gentleman asked me, how can you actually show immediate return on your fundraising efforts?
I would say annual fund and regular giving you invest in that. And that does show some return. It
will be a modest return. But what you're doing is you're also identifying donors whom you can move
up the pyramid and who you're not. I shouldn't say you're moving them up. They want to move up -
many of them. But they want to try you out first. They want to see how well you are going to take
care of their money, etc. So, cultivation, again, this is deepening the relationship. (Slide 2.3-13) It's

getting to know people.



If I'm talking about 300,000 alumni, my cultivation is primarily going to be through
communications. It's going to be digital for the most part and through letters, seeing what they
respond to, see what they give to. As I move up my pyramid, it becomes much more one on one, very
interactive. This is the point where you really understand what their interests are. All of the principal
gift fundraising I've done where we're talking to huge, high net worth individuals, interests and
connections are also an opportunity to have some sort of really “fall in love” with the university
engagement. Like really, it's your chance for you.

You, as the fundraiser, need to really get the dean or faculty members excited about all of the great
things that are going on at your university. (Slide 2.3-14) I say this is probably the most fun part, but
I'm somebody who really likes to talk to people. So, you know, everybody's different with regard to
solicitation, as Dr. Smits said. The one thing he had to explain to his great fundraiser, president, is
you need to prepare a lot. It is a lot of hard work and you need to write down exactly what you want
the money for and how you're going to use the money. This is an investment in your organization. It
has to be super clear. Think of it as a business agreement. The potential donors will think they have
an emotional sort of response to this solicitation. But at the end of the day, everybody wants to know
where the money's going. It's like their baby. They worked hard for any amount of money. The best
thing you can do is give them a clear idea of how you are going to take care of their very precious
resource. And the message is usually the same. The investment makes a meaningful impact.

So, here's the little I know. I want to step out of this kind of big picture, fun stuff and really focus
for a minute on that question. (Slide 2.3-15) And that's your homework for today. I want everybody
to go back and try to make a gift to your organization in order to make giving easy.

I'm somebody who looks at the bottom. I look at the details and I ask myself: What would it take
for me to make it just that much easier for someone to make this gift? It's really easy if you've ever
used Venmo. If you are familiar with Venmo or any of these online payment systems where you just
click a button, you put a person's name and the money goes from your bank to the charity’s bank.
And then, super easy. If I go into my bank account to transfer funds, I put an end to do all this. That
takes far too long. I always use Venmo now. Some people use PayPal. Actually, they are the same
company.

I'm asking you to look at your first of all, look at your websites and see, is it simple? Does somebody
have a click here? Click here. Bam, there's your money.

If they don't have that, then you're already losing money. Provide the necessary information. Don't
provide anything more. No long wordy texts, nothing. Tell them you don't want them to get lost while
they’re reading and then distracted. You want them to give you a gift.

Finally, make sure that your fundraising priorities are front and center. They should reflect your

strategic plan. You don't have to include everything. This depends on your website and what you're



using it for. Here, I'm just talking about web sites. There are many ways to give. Some people want
to do a bank transfer. Put that information right on your Website. Make it as easy as possible.

OK. This last bit is on stewardship. (Slide 2.3-16) Dr. Smits talked about this. I thank right away.
Do it right away. Don't wait. Do it as personally as you possibly can, but do it as soon as possible.
Make sure that you are explaining once again how the money will be used and how their participation
matters to your community. If you can, show the impact of their gift and then over time re-engage
the donor.

First, you have personalized updates, reports and letters. If it's a large gift, even if it's a small gift,
it's twenty-five dollars to the scholarship fund for students from Fukushima. Then you have a student.
If you include student testimonials, you talk about how the money has helped so many students. It is
this impact that makes people want to give again. They feel like, “I did this.”

OK, finally, this is another technical bit. What is an advancement team? (Slide 2.3-17) What kinds
of things do people on the advancement team do? I understand that your teams are probably still
relatively small. So what do you need to be focusing on and what are the skills you need? You need
to collect data and analyze it. That I may have talked about too much.

You need to have someone who's a good communicator and planning events, maybe even not so
much. But communication is extremely important, particularly a good writer. So, one has to think
about the different segments of alumni or donors who are absolutely obsessed with quality and
correctness. You don't want to have a typo. I have said that I worked at Oxford, so I can say that at
Oxford there were plenty of communications that went out that weren't read. You lose a donor right
there. These are important details.

You need some people who can do relationship management - whether it's with individuals or at
alumni events. You need people who are good at relationship management. You need people who are
frontline fundraisers that know about this cycle, the four steps and can ask for money or can help you
ask for money. And finally, you need people that will administer the gifts. That means receive the
money, make sure it gets processed on time. Then thank the donor by telling the donor that their
money was received and then stewards who create reports which are usually the people in
communications. The stewardship person can often be the same person.

The resources our colleagues talked about, CASE, other professional organizations, internal
working and development groups at your university as well as wonderful online resources. (Slide
2.3-18) Bob Johnson - I've never met him but I absolutely love his blog. I absolutely love it. And I
am happy to share with you the actual URL for it. This fellow lives somewhere in the U.S. but every
week he finds a really great Web site of a university, whether it's good for admissions or good for
fundraising. But if it is, it's one of those things. I can't go a week without seeing what he's doing. It's

so educational for me.



Lots of books.

And then there are terrific consultants who can help you be interim vice presidents or set up your
communications platform. Really, we are blessed with so many great consultants with lots and lots
of experience who can help you for the short term or for the long term.

So that's the thank you part. Next, I just want to give you four quick, very short cases of when things
worked. (Slide 2.3-19) Two cases where they didn't hurt and two cases where things did not work.
You can ignore them. That's fine. But these are experiences I've had. I hope that they help you.

First, I'm going to tell you to think of two times where things just completely didn't work in their
alumni relations and fundraising.

This one I call the magical one million dollars. (Slide 2.3-20) In two different instances at the same
institution, the same job, I had two different alumni wishing to donate money. Within about two or
three months, a faculty member announced that an alum was going to give the dean a million dollars.
That sounds pretty good. And we really needed the money. So, my dean, of course, was excited about
this. When I asked for more information, what I heard the donor wanted the money to do would have
not even covered a small portion of the project. The program that the alum wanted to set up would
be quite a bit of money. So, I explained this to the dean. I explained this to the faculty member. The
proposed activity in both cases was not a priority. In fact, in one case, we wouldn't be able to do it as
an institution.

However, instead of doing our homework and preparing and gathering much more information,
many faculty and staff were talking to these donors because the donors really, really liked the
attention they were getting. It's a common thing. OK, so the donors were not good communicators
and were not clear on their roles. The donors changed their mind a couple of times. They liked the
attention.

One donor wanted to manage the money himself. He didn't want to give it to us. He wanted to create
his own fund, his own personal. You know it's not going to work. In the other case, which is more
often, the donor said, “I'll give you a million.” This is a challenge—you have to raise the rest of the
money—and the rest of the money was ten million dollars. This donor’s project wasn't a priority for
the university. So obviously, we weren't going to be able to do this. But this one comes up a lot. In
this case, it wasn't going to work. Sometimes, these challenge grants can be transformational.
Sometimes they're excellent. In this case, it wasn't going to work.

The lessons we learned. Document the proposed activity and the donor’s stipulations first and then
figure out whether this is a priority and what it would cost over time in a practical sense of what the
donor is suggesting. Limit discussions with the donor as much as possible so that the donor talks to
a small group, a faculty member or the dean. I always include fundraising staff, even if they're sitting

in the corner saying nothing. You do need them there to take notes, to repeat back what the notetaker



heard is what the donor is going to hear better. Be clear on what you can and cannot accept as an
institution. You don't want to say yes to the gift just because it is money. You want to say yes to
something that will actually improve your situation and always thank the donor no matter what. Just
thank them and thank them. It'll make them a lot happier. They may give you something in the end.

Here's the one that said “make them give.” (Slide 2.3-21) I'll make this one really quick. There was
a building that was being built for students. There are two types of students—regular students and
the executive students. For about three years, this building took up all of the spaces for students who
had to walk over plywood.

The dean was a wonderful dean. He kept talking to the students about how this new building was
going to improve the student experience for students in the future. So, it was a really good thing. The
students put together a student alumni fundraising campaign. This was awesome. It only raised, you
know, maybe ten thousand dollars. This was nothing compared to the cost of the building, which was
something like 20 million dollars. But the students were doing something right. This was awesome.

The second year of this sort of alumni fundraising, the school said, “we're going to take this over.
We'll run the campaign. This will be great.” The students and the alumni said, “Thank you. We need
this fund, this support. Thank you.”

But then all of a sudden, midstream, all the money that was raised, suddenly the dean and the head
of fund-raising, decided, and told the students and alums that whatever you gave money for, which
was supposed to be student scholarships, but everybody had a different priority, it's all going to just
go to this building. Students were very disappointed and they felt like somebody was being dishonest
with them. And then the real problem was news got out that the new building was not going to be for
the students at all. It was going to be for the executive students. So, the students were not even going
to have access to the building. This ruined four years of an alumni cohort. They didn't want to give
any money to the school. It was very sad. That's when they hired me. But they didn't tell me this had
happened.

So anyway, lessons were learned. Your donors, your fundraising priorities are very important. But
if you're doing your research, your communication needs to fit your own constituents’ capacity and
inclination. If you have 20,000 alumni that primarily went into public service and you're thinking
that these alumni are going to help you build this big building, you probably haven't done your
homework correctly. You need to raise 20 million dollars and you have 20,000 alumni that make
modest wages. That's when you're not in line with your data. Your constituency doesn't match your
fundraising priorities. You may still decide to keep this as a fundraising priority. But these are not the
people who are going to fund this for you. Maybe you'll find one or two in there, but it's not going to
be overnight. You're going to have to look for other ways to cover the cost of this building.

Oh, this is one of my favorites. This is a beloved faculty campaign—the background, the lessons I



just combined. (Slide 2.3-22) I just love this one so much. This is something I just did this past year.
I'm really happy that I could work with an excellent and active faculty member. He cultivated
friendships, a mentor of 50 years of teaching and research, a very distinguished person. In fact, one
year he was awarded the Kyoto Prize in Japan which was maybe 10 years ago. The students in his
constituency, theoretical computing, is a community that's well known around the world to itself. It's
a small community, but they are very, very closely tied to each other. They're respectful. They're
active there. It's not hierarchical. It's a really lovely community. People love this gentleman. His
name is Dick Clark. Really wonderful. I had no constituent data in one place. So I alone had to figure
out “how do I get in touch with the community? How do I identify who these people are?” I used
many, many ways. I looked at LinkedIn. I looked at university data. I asked the faculty member for
data. I looked online. There's something called the math genealogy project. And if you look there,
you can see famous mathematicians and who their descendants are. I did everything.

We had three, well-known alumni that stepped up and said they wanted to make leadership gifts to
this fundraising campaign. Then they signed the letters that I wrote for them, which was terrific. They
also asked each other in a peer to peer fundraising effort. I simplified the communications as much
as possible to reach this constituency. I didn't do anything fancy. It looked very, very plain, but it was
kind of the right tone. These are theoretical computing scientists, so they're used to looking at lots of
text on the screen, but they're not big readers usually. So, I had to make it something that they would
digest and take-action. We set a limit for the campaign, starting at a set date and ending it on a set
date, that was it. That's sometimes very important for a faculty member. You don't want the campaign
to go on forever and ever. I made the portal for giving super easy. Click here, please. If you want to
send me stocks, here's how you do it. If you're sending money from overseas, this is how you do it.
Made it super easy on the campus.

I was able to organize a small campus match. It was a great incentive for a lot of people to give. |
thanked people immediately. Then we did something that made everyone feel happy. We created an
installation in my building of this gentleman, Dick Clark, and we put everybody's name who gave to
the campaign inside that installation. They love to think that their name is on a wall at UC Berkeley.
We did a little reception. It was just absolutely lovely. And later, I can show you the actual letter and
the postcard that we used. And it worked out. We raised four hundred and twenty-six thousand dollars
in about five weeks or six weeks or so. It was really fun.

Another one that worked: Black tie gala. (Slide 2.3-23) Everybody wants to throw a big party, right?
Everybody says this is the way you raise money. Usually it's not the way you raise money whatsoever.
But this is one time it worked well. I'm going to break it down for you and tell you why.

I 'used to be in charge of all of our alumni communities around the world for UC Berkeley. We have

a very, very strong community. One group created this really great Berkeley Club of Hong Kong.



They decided that I was the one to do a black tie gala. Oh... I didn't like the idea, but there were some
great ingredients. And this is why it worked.

This was an old overseas alumni group, had a very strong leader, very engaged alumni. Their leader
was a businessman. He serves on lots of boards. He created a very, very sensible club infrastructure.
I was attached to them. They were just terrific. I'm only one person and I had something like 17
groups around the world. But I devoted a lot of my time to this in Hong Kong.

We have many high net worth Hong Kong donors who are engaged with the campus and happened
to be connected to some of those alumni, especially the alumni leader.

Hong Kong is that kind of a city where black tie galas happen. People are used to them. You're not
creating something new. And then the city. The geography of the city. There are venues to do this. It
all works, right? We had a clear, simple fundraising goal for the gala: scholarships for students from
Greater China. That was it. That was all we did. The club would award the scholarships, but we as a
university, would promote the scholarships. And finally, how did we raise the money?

This was absolutely crazy. But it was so much fun. We created a live auction, so we choreographed
it with actors.

I already knew who was going to be making the yes to three of our largest donors in Hong Kong
who agreed to common sort of almost play acting. It was fabulous. And I had other people planted.
So, it was basically a stage play. And we raised in the first year, four hundred thousand dollars in that
gala. Again, this is so rare. But I had to tell you this one example.

See those elements? I mean, these didn't happen overnight. There are years of cultivating people in
Hong Kong, whether they're Alumni parents, huge philanthropist. You know, a lot of work went into
doing just this one little activity. After that, this ball continued for I think five times. And I believe
the Hong Kong Club still tries to do something every year. Things have changed. Alumni
communities change, people, you know, move on. But that's another example of something that
worked.

That's all that I have to share with you today. I would also like to thank you.

Question and Answer Session

<Question 1>: How do you collect data and how do you manage this? Do you use a special database
or something? And if we can get it.

Ambrose: So within Berkeley, within these large universities that have been doing fundraising for a
long time, there are a couple of systems that are used at UC Berkeley. We use something that was
originally called Sun Guard. It's now called Advance. The actual system has been customized for our
needs. It allows us to collect and store information on individuals to a great extent. And as you know,

we have 400,000 living alumni so this database is just full of things. It also includes corporate



relations. It also includes foundations, private family foundation information. We are on top of that
right now. It has a SalesForce sort of skin so our fundraisers can use it. They could use on their
smartphone. They can input their contact reports, right then. When they're going into a meeting, they
can check what all the contacts were with this particular individual or foundation. Then, they will
know when the person says, “yes, I just talked to your colleague in chemistry” and you can say, “oh,
yes, of course, Dean So-and-so. He's wonderful. They're doing some great things in chemistry.” So
that's what we use. I'm aware that your university might not have a database that is that usable. Start
somewhere, even start with, I don't know, Microsoft Excel or Microsoft Access could work. One of
the database tools that I know a lot of organizations use on a smaller scale is called the Razor's Edge.
But I will say one of the bits of information beyond the personal things that you can find out about
someone— their address, whether they're married, do they have kids, where they are in their career,
what their title is—you can pull a lot of information from, for example, LinkedIn. A lot of people use
it. It's not 100 percent. You have to constantly be updating that information because people change
jobs, just as in Japan. Just like in the U.S., about 20 percent of your database is always churning.
You're always trying to keep that current. You can buy data. You can buy e-mail addresses depending
on what your privacy laws are. People don't in Japan, they communicate a lot by texts and smart
phone or LINE so you can create a LINE community. You can do a whole lot of things to reach your
alumni.

But I will say something that we covered yesterday in our meeting with the Kyushu University
people: contact reports are very important when you meet with someone, when you have a
conversation, and when they respond to an email. When you send an e-mail, when you send an invite,
all of that needs to go into the record as a contact with that person. If you don't have that, they have
that. You're one person. But when you go see them, it's a one on-one-relationship. So, you want to
know who else they’ve been speaking with. It's something that, you know, sales people have to do.
They have to enter their conversations with individuals. You do this if you've worked in the industry
and you have conversations with partners. You have to document what your conversations are so
contact reports are the most important things that you can spend the time on.

Your faculty. Sometimes I sit with faculty. ‘Oh, no. Oh, wait a minute. You're right. No, he just sold
his company. What did he tell me now?’ You know, you get this and you're writing it down furiously
and then you're helping the faculty follow up with the individual. Does that help?

Koyama: OK, thank you.

<Question 2:> So, the contact reports should be shared so fundraisers know who contacted when and

what they discussed?

Ambrose: Absolutely. Absolutely. And I will say a little thing. Another example. We were criticized



at UC Berkeley. We had a group of consultants in to help us build our capital campaign that we're
about to go into the public phase of. It’s a very ambitious capital campaign. All big universities do
this. Students and our consultants said, one of their early criticisms was, UC Berkeley fundraisers
are too collegial. We are too helpful to one another. We think we pride ourselves on being collegial
that we do share lots of information. If that fundraiser is going to have a better chance of getting a
donor to respond, I will say, “you go do it. You try because I've tried everything.” Same with the
faculty. Sometimes the donor doesn’t want to talk to faculty. They want to talk to me. I have to take
it away from the faculty and I have to take things forward. We're very collegial. I've worked in other
places where it's not the case and there's a lot of siloed fundraising with the donors. Typically, it
doesn't work. It typically doesn't. You've got to work together.

Koyama: Thank you. Any questions? Yes?

<Question 3>: Thank you very much. What would be the ideal faculty movement at the university?
So one question is faculty. Faculty try to agree on everything, you know, including the fundraising
stuff. So what's the platform you often use? Is it the faculty senate or maybe visual approach to each
faculty? Any particular way to do so?

Ambrose: Are you saying faculty will go and sit with their donor and they'll say, ‘Hey, let's start a
new program.’ The faculty will say, ‘Yes, that's a yes for me.” OK. So, that's a bit of a problem. We
usually say, you know, universities are great places to work if it weren’t for the faculty. I'm just
kidding, a lot of you are faculty.

But for fundraisers what we typically do—and we're a large university that has professionalized
fundraising platforms. Believe it or not, I'll go back to my Oxford example. I love Oxford. I love it.
But when I was there, things were less professionalized. When I took my job, there had been a lot of
promises made by faculty. The new dean and I were looking at these and wondering what they did,
who said yes to what. So, there was quite a bit of that.

What 1 would say works best if you're in a large university and your faculty are very new at
fundraising and you're running into these problems where other faculty are promising things is to
figure out what they are thinking about. It's very important to start from the top and make sure that
they are well trained and that they understand the principles of fundraising. And two, that their dean,
their faculty leader explains this to them.

Clearly, these are our priorities. [ mean, over time, you don't want to tell people, “No, don't have a
conversation with the donor about possible money.” You want them to have that. You do want to
prepare them. So as a fundraiser, when I was at Oxford, one or two faculty did this often. And the
dean would say, “You need to help me with this. How do we stop them from saying yes to everything?”

I made myself very present with these faculty. They were great, great connections. They looked



amazing. They could really fundraise because they had relationships but they were promising
everything. So, I spent quite a bit of time explaining to them this process, talking to them about what
I thought. I did my homework. What I thought the donor was going to ask for, what they would do
and how to manage, almost roleplaying a bit.

At some point you will have in your universities some professors who are excellent fundraisers. They
just are. And you'll know who they are. They're always bringing in money through lots of connections.
They're your partner. But you need to educate them. You don't want them to look bad. You don't want
the university to look bad. And you don't want the donor to be disappointed. So, you go to them with
that intention. But a lot of it is just training. They want to learn because they're learners, right? They're
people that know intellectually, bring it to them and then explain: these are our priorities, these are
problems we've had in the past. We want to avoid those saying yes to these kinds of things. And they
usually want to work. They want to do well. They really want to do well. So everybody wants,
everybody in the world, and this includes maybe even God, loves to have a big whiteboard with their
name and a number next to it. Think about that. Everybody wants to say, “I did that.” Whether it's a
dollar or three thousand-five million dollars, they want to say, “I was a part of that.” So that's what
you do with your faculty, really partner with them. But don't let them go into a meeting without a

staff member. Tape their mouth.

Q Follow-up

<Question 4>: Hello Amy-san, I thought you'd like to speak Japanese because you speak Japanese,
right?

Ambrose: 9 A, WWTT L,
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Ambrose: A —. 4370 £ L7z, So this is good question.

Q Follow-up : HAGE TV L £,

Ambrose: So, I'll tell my colleagues what the question was. You send out sort of a fundraising appeal
and you get an answer back. You get something back. How much conversation do you have to have
to actually get to solicitation? What kind of conversation is that conversation? Right.
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Ambrose: Oh wow, let's pretend. Oh, do you want to do a role play? We can do anything, about how
do you have that conversation? That's the question. How do you take, ‘OK. Thank you for this e-
mail. I'm very interested in this program. Can you tell me more about it’ or, ‘I'm interested in this
program. Sure. [ might send you some money.” What do you do that? Oh, I would like to, £ <&
W D44, How much money could this person possibly give you? You're talking about one hundred
dollars. That's a phone call. If they live close by, invite them to the campus for a cup of coffee.
Sometimes, for one hundred dollars, it's like one hundred e-mails. You want to avoid that. You want
to talk to them.
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<Question 3>: Thank you. First of all, my question is about the last part of the session. You mentioned
sending reports in. I'm just curious how detailed you would be in showing them how their money
was used. Do you ever get really difficult questions? Like they wanted more detail?

Ambrose: Oh, yeah, some. Yeah, absolutely. And that's something that I should have noted. You just
reminded me that sometimes the money will go to general discretionary or dean's discretionary funds.
It's very important that you always have a caveat that when you're explaining to the donor what the
money is going to be used for, some phrase in there says that any additional money, et cetera, will be
at the dean's discretion.

Well, before you are able to show in general ways how money is used and you're not, a lot of times
it's just offsetting your costs. So you can actually like what we do. We do where I am now. All of the
money we raise, especially corporate partnerships, come from these big companies. We show them,
we said this is proportionally speaking, this is where the money goes: we spend so much on senior
scientists, so much on engineering fellows, so much on administrative overhead. And people are
generally okay with that. Once in a while you'll get donors, and sometimes it's low level donors who
say, “I don't want a penny of this going to the development office.”

Well, we usually do this in our California system. We have what's called a philanthropic allocation
fee. It's really a gift fee. And we have to explain to donors upfront that 5 percent of the gift is this fee
of which 2.5 percent will go to the chancellor and 2.5 percent will go to fundraising activities. You
say it up front, though, and some donors say, “I don't want to pay that fee.” And so, you're negotiating
with them depending on the level of the gift. But in terms of reporting back, the best annual reports
I've seen, generally speaking, they do proportionality rather than dollar amount. I don't appreciate a
dollar amount because I don't have a reference point. I can understand a pie, though, if that helps.
But to be as honest as possible, where the money is going without giving them your bank account,

you know, you can show them proportionally what's happening.
<Question 4>: Thank you very much for your time. This is a follow up question I asked Peter earlier.

I'm looking at your advancement team slide. How many people are involved in this group? And I

guess this is a leading question because many of these universities gathered here, I believe, might



have very small advancement teams.

Ambrose: Absolutely. Yes. Actually, many universities here have very tiny ones. I was talking to my
friend at Menlo College. Were you aware of Menlo Colleges here in Palo Alto? Because he was
asking me, hey, this was some time ago. And he was like, oh, you want to come and run fundraising?
I said, just. Can you tell me how many people are on the team? And he said, well, you're talking to
one of them. He said, and I think they're about two and a half others. And that's a pretty good college
with the big you know, they were great alumni base and whatnot. So it kind of depends on, it kind of
depends on the university. It depends on the number of people and constituency. I mean, if [ were to
go in and see that there were two people and it was a top research university in Japan, there were just
two people sort of focused on fundraising. What I would initially do and I believe Peter would
probably agree with me is you kind of look where across the university are other resources that you
can draw on to augment the initial power of the seed. You know, that's there planted. But I've set up
a bunch of teams in other places and I'm somebody who likes to run things very slimly (efficient) to
make sure people are always busy. They feel really good about what they did that day. They thought
they accomplished something. These really are essential functions. Sometimes you've had to work
through the essential functions. Sometimes you can give some of them to admin (administrative staff),
sometimes they can be your finance office. Really, stewardship can be the person who's doing
communications, data collection and analysis. You can get students are great at this. They're great at
helping you clean up data looking on LinkedIn. So there are ways you can augment a team. But for
a whole university, I would think a university of the size of, you know, you know, a principal
university that has absolutely no fundraising platform.

I'm going to say you need at least, you know, 10 to 15 people to really do something to start something.
What you're going to want to focus on, I think, is you're going to focus really on building out your
alumni relations platform, meaning your annual giving you sort of regular giving, annual giving the
low level. And you need to have a one or two specialist focusing on those leadership gifts or the
principal gifts. You'll get the major gifts and there will be plenty of those. But a lot of these people
can be double duty and they can move people up the chain if they're good fundraisers. But these, 1
would say, are the primary functions.

Koyama: Thank you very much.

Ambrose: Yeah, I hope that's helpful. And someone as someone mentioned, where do you get the
money if your alumni can't give it to you? You know, we do raise funds beyond alumni. You have
philanthropists. We have a world full of Bill Gates and some people we don't know. And they're there
because we work with them all of the time. You'll never hear their names anywhere. And they've got
loads. There's so much money in this world. You've got private philanthropists, family foundations.

You've got corporate. [ say be careful about corporate relations because I'm able to raise that through



what my research institute does. But it's not as straightforward working with corporate funding. There
is some corporate money out there. If people are giving major gifts, you have government grants,
you have private foundations and public foundations, and foundations connected to companies. You
have lots of individuals. You have lots of friends. You have parents. You have people that have never
come to your university. But they're so darn excited about what you're doing in this one thing. So,
you've got a lot of money in this world. That's probably the only thing I can tell you for sure. There's
so much money. I would like to continue, but the time is up.

Koyama: Thank you, Amy.
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Technical detail: How easy bs it to gve to your institution?

Slide 2.3-14




MAKING GIVING
EASY

FHELELC

STEWARDSHIP
THANKING AND RE-ENGAGING

FHEEE: FHECBEHL. REHFTL~
+ Thanking: There are ways to say and show

sl

= p”

* Methed of contact depends on pyramid ter
+ Message is the same:
Your participation via giving matters to our community.
via ups reports, letters

Slide 2.3-15 Slide 2.3-16
[¥ Daa Collection and Anstysis 8. CASEand otherp
“ ‘Communications and Events 25 Interral working and development groups
ADVANCEMENT oy
TEAM L i Resiu;ces {5 Yo e Emris i e
REDLHOF—LT
<y 2 Frontine fundraising lilf  Books
U Gt Administration and Stewardship 55 Consultnes
Slide 2.3-17 Slide 2.3-18
SHORT CASE STUDIES ON ALUMNI GIVING Tr?sleqﬂl\gﬂ.ﬁ';'fh'
Bacieground
T
* Didn't work... + Propaed setiiey not & prioicy
* What worked! : P Tt et
Lassans
E 8 iy i whal L wirdkd G041 dver e
Slide 2.3-19 Slide 2.3-20
DIDN'T WORK...
& & WORKED!
T e | BulLDING BELOVED FACULTY CAMPAIGN
Machgroiund wed Ledsons

Background

o tundis — 38 of the rassed money will g2 50 tha i bukiing”

 Baabers and scove hﬁ**ﬂ-—d friancuhips ower 0 yeary of

* Coninsent da - mary sireses bus svhble

© oo pear buntrasing
= Listen so your donors ‘f-b-im
. + Eaty ging porl
omattumncys capstty and inchrason * Campon mach
* immadase mesarithp
Slide 2.3-21 Slide 2.3-22



WORKED!
BLACK-TIE GALA***

Mackground and Lessoem
= Overseas alumni group, with strong leader and energetc alumni
* Well-established chub infrastructure

* Closely connected to campus staff

« HMWY Donors engaged with campus and connected to alumni
* Black-tie gala society (HK): city, geography. venues

+ Clear, simple fundraising goal for gala

* Fun, chereographed format (Jive auction)

* Result: $400K in first year

Slide 2.3-23
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2. 4. 2 AmyAmbrose KOFEREDHE
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FREoM, FKIZBEOREND 9 £ <o 72 Fundraise {EEIC D < W\ hno 720k
BFEHEr—ARAZT 0 L LTCEEE LTS, ZOMINER, RWERZFIZD X fifilz
1T T FE o7z, THUHITATEER BTV T, KE D Fundraise {HFEIDO T A 7 4 7 &2 HL Y
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“Private support is the difference between a good university and a great university.”
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Access Tax Credit Program” D73 2817 B 15, Z4UE, B0 74/ =7 B QL7 T
& % Cal Grants ~DOEHEKAZ B & L THMAZ L7 ASCEIESITXK LT tax credit, 772
HRIAEPERR (FEPRK : 2014 4213 60%, 2015 £E(3 55%, LAREIE 50%) 2522707 F A
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The California Educational Facilities Authority “College Access Tax Credit Fund” (&[4
H :2020 42 H 29 H)
https://www.treasurer.ca.gov/cefa/catc/index.asp

2. Edsource “Los Angeles voters decisively reject parcel tax that would have raised $500 million
annually for schools”  (Ff&B%E A : 202042 H 29 H)
https://edsource.org/2019/voters-in-la-soundly-reject-parcel-tax-for-schools/613344

3. Inside Higher ED “2019 Survey of College and University Presidents”
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® State educational appropriations

= Medical centers : ?—E?:ﬁ,’:‘:i?ﬁg:lons s EEEL {2
" St”de"“‘g“"" and fees = Bonds and Notes Proceeds = HERER
- sr.ar;:s ar“ft contracts m Gifts, Grants, and Contracts u B
= Private gifts m Salesand Services ) ;
= Educational activities e —— nAEmESE
m Auxiliary enterprises
u Other m Net Transfers | Edolich
Source: University of California, Information Source: The California State University, Source: BN EAFOFRHRIOEFTE
Center Financial Transparency Portal SREICDNT(ERRIEEE)
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Private Institutions in US

m Federal, state and local appropriations, grants and contracts
= Hospitals
= Student tuition and fees
m Private gifts, grants, and contracts
= Educational activities
= Auxiliary enterprises
W Investment return
m Other
Source: National Center for Education Statistics, Digest of
Education Statistics (2016-17)
“Private institutions” mean private nonprofit degree-granting
postsecondary institutions (4-year)
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BEROXEAFFEICLINIE Fundraiser2FBBICRLEEF/EHONWTWIER A>TV,
Uses of Time: Top Five Areas That Occupy College Presidents’ Time

2016

0% 20% 40% 60%

@ BuagevFinancial [ L g

2016

BudgetFinancial Management: 65%
Fundraising: 58%

Managing a Senior-Level Team: 42%
Governing Board Relations: 33%
[Enroliment Management: 32%

&8 Managing a Senior-Level Team @ Governing Board Relations

@ Enroliment Management

Source: American College President Study, American Council on Education
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FROMS Commitment by President

BEOXEAFFRICEINE, FRMABICEDEZR AT/ & LT, Fundrise SkillA3&EH IC
ZroEhtTs,

Figure 3. The skills needed most when

presidents assume office

Respondents were asked to rate “the importance
of the following knowiledge skills and behavior
required to be a president when you assumed
your current role.” (n=165)

#1: Strategist

#2: Communicator and
storyteller

#3: Fundraiser

#i

£

: Collaborator

: Financial and
operational acumen

v

00000

mic an:
iﬁ:ﬁ:ctucalalegder Source: Pathway to the university presidency,
Deloitte University Press, 2017
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£ROBMES Commitment by President

EEOXERFERED20%H. Fundraise " EHEELTFEEEIATWS,

Figure 5. Most important responsibilities of presid according to respondents

Federal and state s
government relations 2% Student life/
L student engagement

1% Athletics

Community/civic relations
Academic affairs

Fundraising/alumni/donor relations

650/0 believe that fundraising/alumni/donor relations
ranks among the top three most important
and responsibilities in their current role

Budgeting

509/, believe that fundraising has increased in
importance since they assumed their role

of total
responses

Trustee
relations

Strategic planning (goal-setting, visioning)
Enroliment management

Source: Pathway to the university presidency,
Deloitte University Press, 2017
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IR,

EfEE Responsible Person

Vice Chancellorfor University Development
and Alumni Relations

Assistant Vice Chancellor, Philanthropy and
Strategic Partnerships, External Relations

Vice President, Division of University
Advancement

Vice President, University Advancement
Vice President for Development

Vice Chancellorfor Development

Vice Chancellorfor University Advancement

Senior Vice President for University
Advancement

Vice President for Office of Development

HHEETH*ELTIREED S bRLSMAEHD,
(JUNBALEREI S & L= Ak )

(o]

BE - gIRR (HaEE - BREE
HiEY)

BE . gI2R (HaE#ney)
Development Office =K (8L FEZE)
HiR=HEIEE EFHE - BHER
FAERFI R

TPERBREBRE

EFELESR

SEBLEHESE

STELES

EEBYES

Source: HEAZIT W TEEAZDA — A~ PRSI S, BEOIET N THSAFISOEEI LS,
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0% gy ’ 1.0%

US Average

= Alumini

u Alumni
« Parents

u Nonalumni Individuals » Facuy

= Staff

u Foundations » Other Individuzls

= Foundations

m Corporations » FoundationsEst

by Alumni
« Othar Nenprofits

m Other Organizations = Corporations

; » Campusrelated Organizations
Advancement and
Support of Education,
Voluntary Support of
Education (2017-18)

Annual Report on
University Private
Support (2018-19)

Source: University of California, Source: The California State

CSU Total

= Alumni

uEEE
® Parents
u Other Individuals " HEE
= Foundations S
u Corporations
m Other Organizations nEAESE

Source: FLEL AT E BB
University, Annual = 2018

Donor Report (2017-18)
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BHFTHEDOMER (FA31) Gift Source (Private)
US Average Yale Univ. FELE

11 3%
Mmq!k
18 3%

5.2%
= Alumni ! m Alumni u Parents nEEYE n F

o)

=

e

= Nonalumni Individuals

= Foundations ! m Other Individuals = Foundations n HES n {TXRE
u Corporations H
| W Corporations m Other Organizations nEA n BER, fib
u Other Organizations !
Source: Council for Advancement and Source: Yale University, Annual Report of  Source: SOPHIAIEELSEEBERE (2018
Support of Education, Voluntary Giving 1o Yale 2018-2019 £E)

Support of Education (2017-18)
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Growth in Total Giving and Alumni Giving, 1988-2018
(1988=100)

600
500
= Alumni Giving

300

200

100
1988 1991 1994 1997 2000 2003 2006 2009 2012 2015 2018

Source: Council for Advancement and Support of Education, Voluntary Support of Education: Trends in Alumni Giving
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BEED, L OFFOEE

80%
70%
X
60%
50%
40% *® b3
*
30% (x) x US Average
20% %X
x
10% x
x x
o x X
Yale Univ. Obirin Univ. Tohoku Waseda Nara CSUTotal Sophia OsakaUniv. Kyushu UC Total TokyoUniv. Nagoya
Univ. Univ. Instituteof == =~ Univ. ~ 7777 Uniy, —==== ==77° Univ.
- Science and - -t
Technology
US Private P Private
_____ US Public = = — - JPPublic

Source: REIAF (DU TIIEARFOI — L=, BEORZ (OO TESAENOOEECLS.
* FlFEsHEnITTEST,
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FtOEE Gift Purpose

UC Total Er =

4.7% '

4.3% 2.6%
4.3%

13.6%

7.7%

® Research ® Instruction " 8E - PREE/ SHEE - SHFREH
= Department Support = Student Support = HZPES
n F v S RREER
m Campus Improvement m Other Purposes
[Eaoli!
m Unrestricted  EEREL VSR
Source: University of California, Annual Report on University Source: The University of Tokyo Foundation Annual Report 2018

Private Support (2018-19)
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80%

70%

60%

50%

40% *
30%

20% x
10%

X
0% = x X x

Nara Institute of Nagoya Univ. Yale Univ. Obirin Univ.  Kyushu Univ. 0Osaka Univ. CSU Total Tokyo Univ. UC Total
Scienceand T T T T 7 E— S
Technology

US Private JP Private
_____ US Public - - — —- JPPublic

Source: FEIAF (LU TIIERFOM — L=, AROAFC D TIIERFo0EE LD,
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B AEESH LA~ DETE—20HTIEELD
(BBOEARI Y E1—2H% (ATHES) CEELASHERLTVLS, )

Rark Institutlon Gift walue Rark Institution Giftvalue
1 [lohns Hopkins L. 18R 17 [Mew York L. Langone Health 575 M
2 |Massachusatts Institute of Tachnology 5350 M 17 |U. of Torento {Ontaric) 575 M
3 |Harvard Medical School H200 M 19 |U. of Virginia, Darden School of Business 568 M
3 |Mayo Clinic 5200 M 20 |Princaton U, 565 M
5  |U. of Oxford (England] 5188 M 21 |[Amherst College 550 M
6 [falePeabody Museurn of Natural History 5160 M 1 |Arizona Statell. 550 M
7 _MoGillU. (Quebec) F15L1M 21 |California PolytechnicState U. at San Luls Oblspo 850 M
8 Harvard L., Wiyss Institute for Biologically Inspired %131 M

Engineering 21 [Carleton College 550 M
8  |U. of Cambridge 5131 M 21 [Carnegie Mallon L. 550 M
10 |W. of Colorade, Anschutz Medical Campus 5120 M 21 |George Mason L. 550 M
10 | of Virginia 5120 M 21 |Northeastern L. 550 M
12 |Baylor L. 5100 M f5r. John's College (Annapolis, Md., and Santa Fe,
1 550 M
12_|Harvard U, 5100 M MM}
12 |Harvardu, K100 M 21 [BaintLouls . 550 M
12 L. of Californiaat Los Angeles, SamualiSchool of %100 M 21 |U. of Californiaat San Diego S50 M
Engineering 21 |U. of Pannsylvania College of Arts and Sciences 550 M
16 [Wastern State Colorado U, SE0 M 21 | of Pennsylvania, Wharton School 550 M

Source: The Chrenicle of Higher Education, Largest Private Gifts fo Higher Education, FY 2018
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Tax System for Giving

FREIKL, 7 (5%) T8 D10%% R
A8 D30%X EELTAS
1£50% BA

Source : XRHIFE, HIH 7+ — 7 L2018
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$3008
$2508
52008
© &8coeL
51508
51008
5&28 $1.18
508 —
UsA UK KOR JPN

Source: BE 77 FL1U 78, TITEE2017
$1=£0.78, W1,150, ¥110
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UC Board of Regents =
Chair......Assembly (2020524 K )
Vice Chair......Consulting firm
President......Politician
Regents......Consulting firm 2 Alumni 3

Corporation 4 Student 1
Non-profit 1 Assembly 2
Union 1 Government 4
Finance 1 Superintendent 1

Investment managementl Community College 1
University administrator 1

SR AROLOTIREL,
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[Peter Smits (San Jose State University)] My experience has been, along that usually have strongest
affinity to the school from which they've got degree, so they may spend time with you when they go
back to the states and they get the degree at San Jose or University of Washington or Barkley, that's

where the real affinities going to be.
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It's very very hard to get them to be to have affinity from more than one school. That even happens,
when you have students who did undergraduate degree in one place, one somewhere else from
graduate degree. It's the graduate school always trying to get them contribute but they never to. But
they always give to their undergraduate institutions very hard.

[Amy Ambrose (University of California, Berkeley)] I'll make a tiny comment on that. So, I've
worked for a month. I'm going to speak English. I had a really interesting experience at Oxford and
I had a similar interesting experience at Barkley working quite a bit with overseas along that. This
just, trust me, it's not a personal feeling, it's the feeling that I came across. It's many along that came
not along that but associate along that they came from one year, they came from two years, especially
at Oxford there are 200 one-year master courses that people there to come to.

They have very very strong affinity because they feel that university has validated life known as a
person worth their home university is good university. This is a very elite university. And I've seen
when ['ve done my work with Barkley along that around the world, people that seem to have strongest
affinity among them, don't surprise donors in my along that communities. Many of them went to
Barkley just for 2 years, they did a first 2 years at junior college and transfer or they did 1 year as a
visiting scholar to Barkley or 1 year as an exchange student. And they somehow similar to what as
endowment set of judge, they sort of compare home their university with university in the U.S.

It's still Peter is exactly right most of the time affinity is still frank that place for you became an adult,
you were there for 4 years should became grown up, you see yourself, so that's your opportunity to
make that student experience the best thing they could hope for. But when you are looking at
exchange students that you'll find better that trend I've just had a lot of international fundraising along
that relations and that if only incurred to me when I got to Oxford that Oxford international along
time that there are many graduate school level are very very proud of their degree and their parents
are proud of their degree. So, Oxford uses that opportunity to fundraise. So, I just want to put that in
there. It's not common but it doesn't hurt. So ask yourself who are you accepting in your school, who
is coming as Ryugakusei, which university is your partner with, and ask yourself that. When most
students are with you, make the best year in their life. Make them to say I loved who I was when I
was in your university. That's going to help you a little bit. Hope that what you wanted to hear.

[Richard Dasher (Stanford University)] ¥ % — F #—3 ¢ L L £ 9, flZxf L T affinity
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Fundraising Best Practices

Fostering Effective Leadership and
Building Alumni Relationships

Masato MIYAKE (Ed.)"

This content was compiled during an international workshop sponsored by the
Japanese University Network in the Bay Area (JUNBA). JUNBA is a consortium that
currently includes 13 Japanese universities that have offices in the U.S. and serve as regular
members; six organizations that do not have office in the U.S. are associate members; and
34 individual members. The Consul General of Japan in San Francisco serves as an
honorary advisor and the head of the San Francisco office of the Japan External Trade
Organization (JETRO) and the director of Stanford University’s US-Asia Technology
Management Center serve as JUNBA’s advisors.

JUNBA'’s activities are aimed at sharing networks and know-how among Japanese
sites overseas. JUNBA has held a number of international symposia thus far. The
international symposium of January 2020 investigated actual cases of fundraising,
including the strategies and positioning employed by U.S. universities and their fundraising
departments. The second part of the symposium was a forum, with participation by
Japanese university administrators and other officials, analyzing actual cases and current
conditions in the U.S. and discussing such topics as how to use and apply these methods in
Japan. Previous international symposia did not offer many detailed examples of efforts or
current conditions in advanced nations of fundraising; therefore, we want to widely
disseminate information and contribute to the development of fundraising activities by
Japanese educational and research institutions by publishing this part of the higher
education and research series.

We hope that this publication will be of assistance in expanding efforts and improving
frameworks for fundraising during this time of declining public funding for higher

education and research institutions.

* Director of International Collaboration, Associate Professor, Institute for Research Initiatives,
Nara Institute of Science and Technology
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