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Why corporate alumni matter

Hiring isn’'t what it used to be.

Gone are the days when a job was for life, when employees stayed with
a single organization for decades.

Today’s professionals change employers every few years. Driven by Left Northridge Bank -
shifting norms, the pandemic, social media and a connected world, they May 2012

move often, learning and earning elsewhere.

At the same time, hiring the right people with the right skills has never

been harder. Rising recruitment costs, Al résumés, competitive salaries
and changing mindsets make external hires a big cost and a big risk.

Samuel Walker

Banking Advisor

The organizations getting ahead are those that have realized the value,
and opportunity, in the people who used to work for them.

Former employees know your culture, your systems and your clients.
They go on to work at the companies you want to hire from and sell to.
Many of them would come back, if you gave them a good reason.

Left Northridge Bank - Yet too many firms let ex-employees just walk out the door. They do not
November 2020 engage. They do not follow or support. They do not maintain any kind of

'”L /. connection.
+ FOLLOW

Those organizations that can effectively manage their relationship with
ex-employees and alumni are the ones who benefit.

Lily Bennett

Operations Manager

Those organizations win on talent, cost and revenue every time, which is
why a corporate alumni network will be invaluable in 2027.

The five business cases for a corporate alumni network

1. Talent - Faster hires, lower risk

2. Financial return - The numbers your CFO can run

3. Revenue and business development - New client connections
4. Brand, culture and CSR - The trust you can’t buy

5. Intelligence and capability - Expertise on call
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Why now? Shifting mindset,
changing relationships

For decades, joining a big bank, law firm or corporation meant joining for
life. You started as a junior, worked your way up and retired with a gold
watch to thank you for 25+ years of service.

Leaving early was a betrayal, a rejection by both sides of that supposedly
lifelong partnership. Coming back was almost unheard of.

But the world has changed, with jobs for life largely gone. The median US
worker aged 25 to 34 has now been with their current employer for just
three years. By their mid-thirties, many professionals have already
worked for three or four organizations.

What'’s changed?

1. Loyalties faded - Restructuring and internal changes led employees to realize loyalty to an organization
isn’t necessarily reciprocated.

2. The market opened up - Remote and hybrid work removed the need to relocate, while a digital world
presented more visible and more enticing opportunities.

3. Connection became easier - Social networks and technology made it easier to stay in touch and keep
relationships alive.

Returning to an ex-employer has slowly become more and more
acceptable. Today, boomerang employees are desirable. They bring
real value to an organization.

The boomerang generation 350/ of US new hires in March 2025
o were returning employees

Boomerangs are employees who leave an

organization for opportunities elsewhere, and 1 3 th is the average time before
then later return to work at the first business m 0 n S a boomerang returns

U t 500/ lower cost per hire when you
p O o rehire former employees
440/ higher retention over three
0 years than new hires
aluminati.com —a
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The question is no longer whether your former employees will come back
to work in your industry. It's whether they'll come back to you, or go to a
competitor who kept in touch.

- A corporate alumni network can help you maintain those relationships and
bring those valuable employees back.
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What a corporate alumni
network is and isn’t
A corporate alumni network is an organization-owned, actively managed network of former

employees that maintains relationships and creates value for both sides.

The organization gets access to a pool of proven talent, referrals, clients and advocates.
Alumni get career opportunities, connections, knowledge and a continued sense of belonging.

It's far more than the university alumni network most people know, which tends to get in touch
when it's looking for donations. A corporate network is built around careers, business and two-
way value.

What a corporate alumni network can do

Find jobs (and talent), offering a dedicated route back for former employees,
with roles matched to their skills and location

Promote events, whether that’s in-person or virtual gatherings that keep
alumni connected

Build a community, with a directory and groups that help alumni find and help
each other

Offer mentoring and training opportunities, from one-off calls to learning
programs

Build brand engagement with news, thought leadership and stories that
keep your organization part of their life

Encourage advocacy through referrals, introductions and recommendations

A corporate alumni network is not:

X A spreadsheet of leavers
X ALinkedIn group
X An annual newsletter

X Arretirees' club

Lists of former employees are not the same as a network that builds a
relationship, measures it, and turns it into business value.

aluminati.com
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Who's building corporate alumni networks?

Consultancies were first. Their up-or-out career model means people leave
by design, and many go on to become clients.

Global banks and law firms followed. Now tech, telecoms and energy
companies are close behind. Several global household names are now
focused on building and growing their alumni network, because they
recognize the inherent value of those former employees, and do not want to
lose out to competitors.

Uncovering the value of former employees

For too long, ex-employees were never considered important. Clients,
investors, employees and suppliers were all managed carefully as important
stakeholders, while alumni were simply forgotten about.

At best, an alumni network was just a social club for retirees.

But now, those organizations building their alumni network recognize how
former employees hire, buy, refer, advise and return. They're one of your
most valuable stakeholder groups.

And it's one where you can get ahead, while competitors have yet to see the
value or make the effort.

¢

aluminati.com
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The top 5 business cases for
a corporate alumni network

Your alumni are already delivering several benefits for your organization, Saving per rehire
through rehires, referrals and new business. What you need is a strategy $50-75k
to capture that value.

Cost per hire - Q3

That starts with the case for a corporate alumni network, and why it b
reaches far beyond HR. These five benefits are the reasons forward- p—
thinking organizations are investing today, and the case for why you
should act now to make sure your business doesn’t get left behind.

p3@

20% of open roles

filled by alumni - IDC, 2020

1. Talent - Faster hires, lower risk

Boomerang hires already understand your systems, your culture and your clients. They know
how you operate, and you know how they perform. You know how they handle pressure and
who they work well with.

Contrast this with an external hire that’s a best guess based on a résumé and a few interviews.

Former employees often want to come back. Nearly half of US workers who were laid off say
they would work for their former employer again. Those who leave voluntarily often want to gain
other experiences but are open to returning when the time is right.

An alumni network turns that goodwill into your most efficient hiring channel:

Boomerang hires return with new skills and need little onboarding
@ Alumni refer well-suited candidates because they already understand your culture
@ There’s faster time-to-hire, because you're not starting from a cold search

® Returners typically have significantly higher retention than new hires

An alumni network gives you a proven route for more efficient, more effective hiring,
with peace of mind on candidate quality and greater assurances they’ll stick around.

And the math quickly adds up.

aluminati.com n
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2. Financial return - The numbers your CFO can run

Rehiring a former employee can cut cost per hire by up to 50%. That figure alone should be
enough of a business case for your CFO.

Those savings show up across the hiring process, with:
© No recruiter or agency fees, which can run to a large share of first-year salary
@ Faster screening and referencing, because you have a real performance record

® Shorter onboarding, with productivity ramping up in weeks rather than months

@ Fewer early-tenure mistakes and fewer replacements, because they're already
experienced with your organization

One major financial services firm saves $50,000 to $75,000 per rehire by tapping into its alumni
network. Those returning alumni make up one tenth of its workforce - a substantial saving year on year.

Run the numbers

Annual hires x share that could be alumni x saving per rehire = your annual opportunity

For example: an organization hiring 2,000 people a year that fills 10% of those roles
with alumni, saving $20,000 on each, saves $4 million a year.

A managed alumni network makes that return visible, so you can report it with confidence.

Plus, there are financial benefits beyond rehiring.

3. Revenue and business development - New client connections

Former employees don't just go and work for When an alum is in the room, your chances of winning
someone else. They go and work for someone the business improve. An alumni network helps you:

you'd like to do business with.
® See where your former employees have landed,

They become in-house counsel at the clients your by company, role and market
law firm wants to win. They join the asset
managers, fintechs and corporates your bank
wants to serve.

® Identify which alumni are now clients, prospects or
partners

® Turn informal goodwill into introductions, referrals
and new business

Alumni become buyers, referrers and
introducers... if you have a network that can
capture those connections.

Many former employees will remain customers
themselves, taking out loans or credit cards, buying into
the services your organization offers.

They can become powerful brand advocates.

aluminati.com —ﬂ



https://aluminati.com/
https://hbr.org/2023/03/the-promise-and-risk-of-boomerang-employees

4. Brand, culture and CSR - The trust you can’t buy

The most engaged alumni will speak about your organization with an authenticity no
campaign can match. If they’re nurtured through an alumni network, they can become
credible ambassadors for your brand - promoting you to other candidates, clients and the
market.

An alumni network brings a real cultural benefit to your organization too.

How you treat the people who leave sends a clear message to the people who stay.
When returners are welcomed, leaving stops feeling like a betrayal, and departures
become positive, professional and open-ended.

That encourages rehiring, circling back to the benefits above.

An alumni network is also a natural platform to support your CSR initiatives.

It can bring former employees into volunteering, mentoring and community programs, and
show your values in action rather than just in a report.

5. Intelligence and capability - Expertise on call

Both alumni and boomerangs bring market insight and skills gained elsewhere that you
can’t develop in-house.

They engage with clients, competitors, regulators and start-ups in ways you can’t, and
they see things from an outside perspective that you won't.

An engaged network offers:

@ Market insight from people who understand your business and your sector
@ Skills gained elsewhere, brought back by boomerang hires

@ Mentors and advisors for current employees and leaders

© Flexible expertise for advisory, freelance or interim roles, from people who
need no introduction to how you work

With an effective alumni network in place, your organization can benefit

financially and culturally from the insights and skills of former employees,
whether or not they return to your workplace.

aluminati.com
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The cost of standing still

Alumni are clearly valuable stakeholders. And an alumni network
provides the opportunity to capture that value.

If you don’t make the case and build your network, your competitors will.

The value of a corporate alumni network touches talent acquisition,
finance, business development, marketing, communications and
leadership.

It’s not just an HR initiative.

That's why the most successful programs aren't run as an HR side
project. They're part of the business plan, with goals, owners and
reporting that span the organization.

Alumni and succession planning

Every succession plan has gaps. A key leader leaves, a new market opens, or a critical skill is missing
from the internal bench.

Your alumni are a ready-made pool of skilled candidates who already know your culture, and have
gained valuable leadership experience elsewhere. An alumni network can bring them back when you
need them most.

Most organizations already have former employees returning, referring
and buying. Few know it's happening, because most HR systems don't
track alumni at all. The value stays invisible, and it's left to chance.

Capturing it takes an active approach. You have to know who your
alumni are, where they've gone, what they're interested in, and when to
reach out.

To do that, you need an effective alumni program and platform. And
you need to move fast.

aluminati.com n
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The first-mover advantage

Young professionals may now work for three or four firms before
they’re 40, and each of those firms has a chance to build a
relationship with them. Those that start now and build that relationship
first are those best placed to win them back when they’re at their most
experienced and productive.

Organizations that wait will be competing for the same people against
rivals who've never lost touch and have built up a powerful
connection.

The challenge lies in planning, building and launching a successful
alumni network properly. It takes time.

It can take six months or more from strategy to launch to build the
internal case, secure a sponsor, define the value and choose a
platform that works for your business.

So the work needs to start now.
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Program + Platform - What a good
alumni network needs

A successful alumni network needs two things working together:

1

A clear program

2

The right platform

One without the other rarely delivers.

A good program needs:

A clear reason to exist
Define the purpose of your network before
you start - don’t just launch because
competitors have one.

v An executive sponsor and specific
owners

Find a senior champion who recognizes
the business benefits, plus owners across
HR, BD, marketing and communications.

' Real value for alumni, not just asks
Share opportunities, connections,
knowledge and recognition, before asking
alumni to refer, rehire or buy.

' A plan for continued engagement
Interest is high when people first leave,
then fades as they settle into new roles.
Plan for that from day one.

' Strong reporting
Measure success in hires, referrals and
revenue, not just members and email
opens.

+ Scope to evolve

Your alumni community will change every
year. Your program should too.

aluminati.com

A good platform needs:

v Relevant information for every member
Each person should see what matters to
them first, not a generic feed of everything
you've posted.

v Clear segmentation by life stage
A recent leaver, a mid-career professional,
a founder and a retiree all need different
things.

v Deep integrations
Connections to your HR systems and CRM
show which alumni are clients, prospects or
potential rehires.

v/ Meaningful measurement
Track the behavior that signals real intent,
not just clicks, and link activity to business
outcomes.

v Enterprise security and compliance
Enhanced security, GDPR compliance,
consent management, data privacy,
retention rules and ISO certification should
all be standard.

+ Configurability and flexibility
You'll want to shape the platform around
your structure, brand and goals, and keep
adapting it after launch.
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A network that launches without clear value for its members
wastes budget from the outset and loses trust. One that’s
built without the right functionality or flexibility, without the
right segmentation or reporting, will never engage alumni
the way it needs to.

A program and platform that checks every box here will
deliver on the business cases for an alumni network and
help your organization benefit in 2027.

Al in your alumni network?
Al can make your alumni program far more cost-effective by reducing admin work,
assisting content creation and moderation, surfacing more relevant opportunities

and tracking genuine engagement and business results.

For regulated organizations, how you use it matters as much as whether you use it:

1. Use Al only where it 2. Check Al output 3. Stay in control

adds value
Put rules and human Make sure you can turn

Some tasks, like mentor review around Al Al features on and off as
matching, can be done recommendations before your policies evolve.

with rules-based tools they reach members.
that are cheaper and

keep data in-house.

® Al FEATURES ‘

aluminati.com
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Getting started

Your former employees are a clear source of talent, revenue and reputation. If you’re ready to capture and .
manage that value, instead of leaving it to chance while competitors move first, it’s time to get moving.

Your next steps:

n Build the internal case by bringing together HR,
talent acquisition, business development, marketing
and leadership.

Define the value by focusing on what your
organization wants from the network, and what it will
give alumni in return.

Map benefits across departments, by setting goals
and owners for each area, so success is measured in
business outcomes from the start.

Select your platform and test it against the checklist
in this paper, and against your internal requirements.

Launch and grow, starting with a priority segment,
proving the value, then scaling.

Why Aluminati J

Build it yourself, without
building from scratch

A custom build may seem like the best
option to create a bespoke alumni network, °
but it can be costly, take years to deliver and
bring the ongoing management challenges
that could deter the strongest of business
cases.

But a platform like Aluminati’'s Community
Builder can give you the same control and

* customization, without the cost, time

and ongoing burden. Your team shapes

the platform around your structure, brand

and goals, on a secure, enterprise-grade

foundation that’s regularly maintained and
improved for you.

Aluminati powers alumni networks for some of the world's most demanding organizations,
including one of the world's three largest banks and a Global 100 law firm.

(Rl @

Built for large, regulated Enterprise security, data
organizations control and governance

il &

Clear reporting on engagement Smart matching engine for
metrics and business goals relevant connections

aluminati.com

“
Fully customizable and
brandable

@

Global support across
multiple time zones
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Build your business case with

ALUMINATI

See how a corporate alumni network could work for your
organization, and what it could be worth.

Book a private briefing

About Aluminati

Aluminati provides the corporate alumni platform built for banks,
law firms and other regulated enterprises. It enables
organizations to build and run their own branded alumni and
member networks with complete flexibility, however complex their
requirements, and with the security and compliance their
industries demand.

aluminati.com | info@aluminati.net


https://aluminati.com/book-a-private-briefing
https://aluminati.com/book-a-private-briefing
https://aluminati.com/

	The Business Case for a Corporate Alumni Network
	Why corporate alumni matter
	Today’s professionals change employers every few years. Driven by shifting norms, the pandemic, social media and a connected world, they move often, learning and earning elsewhere.
	At the same time, hiring the right people with the right skills has never been harder. Rising recruitment costs, AI résumés, competitive salaries and changing mindsets make external hires a big cost and a big risk.
	Samuel Walker
	Banking Advisor
	Left Northridge Bank - May 2012
	CONNECT
	Lily Bennett
	Operations Manager
	The organizations getting ahead are those that have realized the value, and opportunity, in the people who used to work for them.
	Former employees know your culture, your systems and your clients. They go on to work at the companies you want to hire from and sell to. Many of them would come back, if you gave them a good reason.
	Yet too many firms let ex-employees just walk out the door. They do not engage. They do not follow or support. They do not maintain any kind of connection.
	Those organizations win on talent, cost and revenue every time, which is why a corporate alumni network will be invaluable in 2027.
	Left Northridge Bank - November 2020
	+ FOLLOW
	The five business cases for a corporate alumni network

	Why now? Shifting mindset, changing relationships
	Leaving early was a betrayal, a rejection by both sides of that supposedly lifelong partnership. Coming back was almost unheard of.
	But the world has changed, with jobs for life largely gone. The median US worker aged 25 to 34 has now been with their current employer for just three years. By their mid-thirties, many professionals have already worked for three or four organizations.
	Skilled talent is scarce, and the best people are rarely on the market for long. Finance and insurance are among the sectors where boomerang hiring is highest. Law firms, which once saw alumni purely as a business development channel, are now rehiring too.
	A corporate alumni network can help you maintain those relationships and bring those valuable employees back.
	What a corporate alumni network is and isn’t
	The organization gets access to a pool of proven talent, referrals, clients and advocates. Alumni get career opportunities, connections, knowledge and a continued sense of belonging.
	It's far more than the university alumni network most people know, which tends to get in touch when it's looking for donations. A corporate network is built around careers, business and two-way value.
	What a corporate alumni network can do

	Find jobs (and talent), offering a dedicated route back for former employees, with roles matched to their skills and location
	Promote events, whether that’s in-person or virtual gatherings that keep alumni connected
	Build a community, with a directory and groups that help alumni find and help each other
	Offer mentoring and training opportunities, from one-off calls to learning programs
	Build brand engagement with news, thought leadership and stories that keep your organization part of their life
	Encourage advocacy through referrals, introductions and recommendations
	A spreadsheet of leavers
	Lists of former employees are not the same as a network that builds a relationship, measures it, and turns it into business value.
	The top 5 business cases for a corporate alumni network
	2. Financial return - The numbers your CFO can run
	3. Revenue and business development - New client connections
	4. Brand, culture and CSR - The trust you can’t buy
	5. Intelligence and capability - Expertise on call

	The cost of standing still
	Program + Platform - What a good alumni network needs
	Getting started

	Build your business case with

