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History of Kathryn’s Matrix Thought Process
• In 2003 at the CASE Alumni Relations Institute I saw Sherri Schmidt’s North 

Dakota State University Alumni Association’s event matrix. It covered event 
and audience 

• Over the years I have expanded the variables. 

• A colleague at Central Advancement helped me add more variables

• Still evolving – will take your ideas and discussions for a better process off-
line. 
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Evaluating
• About five years ago we started to partner with Central Advancement 

to deep dive on who was coming to our five flagship events?
Demographics

Age/Gender
Geographic Locations
Predominant Majors
Entity type (alumni, student, friend, staff, etc.)
Giving History
How often participants attend an event
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Analytics – How did we do this?

• Obtain list of entity ID’s that attended event from CANR Alumni Relations
• Remove duplicates ID numbers from list
• Load remaining list into PL/SQL to pass through Data Mart

Run code: 
Select * from dm_watson where id_number in (select id_number from id_list)

• Data Mart containing 77 variables is generated on list of unique ID’s
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Analytics

• Data Mart results used and loaded into Watson to generate event insights
• 77 different variables in Data Mart for analysis



Age Range
18-24 25-44 45-64 65+

STEM STEM
Farm Lane Farm Lane

Golf Golf Golf
Innovation Innovation Innovation

AutumnFest AutumnFest
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Major Event
Ag Communications STEM Innovation AutumnFest
Animal Sciences STEM Farm Lane Golf Innovation AutumnFest
Fisheries and Wildlife STEM Farm Lane Golf
Packaging STEM Golf
Zoology STEM
Food Science Farm Lane 
Horticulture Farm Lane 
Packaging Farm Lane 
Ag Business Golf Innovation AutumnFest
Crop and Soil Science Golf Innovation
Agri-science Innovation AututmnFest

Gender
Male Female

AutumnFest < male
Ag Innovation < male
Golf <male
Farm Lane Society <male
STEM <women
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EXAMPLE: Demographic – Ag Innovation Day

This is a field day event – over 400 attended we were 
able to match 107 to our alumni and donor database.  
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EXAMPLE: Demographic – Ag Innovation
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EXAMPLE: Giving – Ag Innovation
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EXAMPLE: Giving – Ag Innovation
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EXAMPLE: Prospect – Ag Innovation
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EXAMPLE: Event – Ag Innovation



What Do We do With This Information?

• We compare
Women in STEM Conference                                        Ag Innovation Day

These two events are attracting similar age sets – but of different genders.
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AutumnFest Farm Lane Society
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The Questions We Are Asking Ourselves
• What needs to be the message at these events based on those 

attending?

• What populations do we need to engage to Keep these events vital?

• What do we need to do to engage those not being engaged?

• What are we overdoing?
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Questions?



College of Agriculture and Life Sciences

College of Agriculture and Life Sciences

Young Alumni Engagement

www.cals.iastate.edu/curtissleagu
e



College of Agriculture and Life Sciences

College of Agriculture and Life Sciences

Discoverer of Awesomeness
Andy Zehr, Director, Marketing and Recruiting 

Teller of Awesomeness
Melea Reicks Licht, Director, Alumni Relations 

Coordinator of All Things Awesome
Haley Cook, Assistant Director, Alumni Relations 
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How to 
Curtiss League

• Current information
• Telling your story
• Taking action
• Being awesome
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Recruitment:



College of Agriculture and Life Sciences

They can say what we can’t:



College of Agriculture and Life Sciences

Connect. Engage. Share. -
Alumni Relations Initiatives



College of Agriculture and Life Sciences

Reporting Action:

• Keep it simple:
• Online form
• E-mail/Phone Call
• Event Attendance
• Social media (Tag 

CALS, #ISUCALS, 
#CALSproud, 
#CurtissLeague)
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Appreciating Action:



College of Agriculture and Life Sciences

2019 Curtiss League:
• 288 members 

• 85% retention from 2018
• 15% new members

• 212 in-state
• 73 out-of-state
• 3 international 
• 21 majors represented
• 38% male
• 62% female 



College of Agriculture and Life Sciences

5th Year of Curtiss League:

• 230% growth since 2014
• Four social media 

campaigns
• Approximately 3,500 

tweets/posts 
• Participated in more than 

40 CALS-affiliated events
• Approximately 4,000 e-

mails 
• Countless acts of 

awesomeness
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Strategic Plan



Age
• Age 20-30 = 14.8%
• Age 30-40 = 17.3%
• Age 40-50 = 15.9%
• Age 50-60 = 16.4%
• Age 60+ = 34.7%

Who are our alumni?



Age
• Age 20-30 = 14.8%

Who are our alumni?

• The focus is on “me,” getting access to and 
building business networks. 

• Alumni in this group are trying to get 
established and assembling their career 
development building blocks. 

• Those interested in volunteering and 
serving will often offer time rather than 
money as they’re still getting established 
and face a number of adult milestones. 



Age
• Age 30-40 = 17.3%

Who are our alumni?

• The focus changes to “we.” 
• They are getting ahead and serving in 

key management roles. 
• These alumni are often change makers, 

setting trends that can affect their 
industry sectors. 

• They are also preparing for the arrival of 
the next generation of employees, 
managers, and consumers/clients. 

• From a serving perspective, they are 
often giving back through service and 
financial support. 

Touches: career fair, speaking to classes, 
mentoring, sporting events/reunions, 
family-friendly events. 



Age
• Age 40-50 = 15.9%
• Age 50-60 = 16.4%

Who are our alumni?

• The focus on their service and 
leadership in their industry starts to 
emerge in this group.

• They see an opportunity to share their 
perspectives on service, leadership, 
facing challenges, and lessons learned 
with younger leaders and managers. 

• They have more giving options and 
often choose some combination of time, 
talent, and treasure. Touches: speaking to classes, mentoring, 

sporting events/reunions, distinguished 
alumni activities, leadership seminars



Age
• Age 60+ = 34.7%

Who are our alumni?

• Giving back and reconnecting are the themes 
that drive actions of these alumni.

• Having completed their careers, they are 
eager and willing to share experiences and 
lessons learned. 

• They often pose hard questions to students 
and faculty knowing that searching for the 
answers lead to greater understanding and 
deeper knowledge. 

• These alums often want to reconnect 
physically and virtually with fellow alumni 
whose relationships waned during their 
careers. 

• They have a new reservoir of time and may 
be interested in giving back through service 
as well as money. 

Touches: traditional and institutional 
events, reunions, campus tours, 
distinguished alumni/recognition 
celebrations, nostalgic events.



Bringing them together
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