
ABOUT KIPP

The Knowledge is Power Program is a 
national network of open-enrollment, 
college-prep public charter schools that 
educates nearly 80,000 students across 
hundreds of schools in underserved 
communities in 20 states and D.C. Its 
alumni college graduation rate exceeds 
the national average—and is four times 
higher than students from similar 
economic backgrounds.
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KIPP unifies student, alumni data 
and simplifies donor management
TRACKING METRICS NATIONALLY

Through more than 30 standalone charter 
management organizations (CMOs) that 
focus on high expectations, empowered 
teachers, and a nurturing environment, KIPP 
helps students develop the knowledge,  
skills, and character to succeed throughout 
their education—and in the world beyond. 

The KIPP Foundation provides these 
CMOs with technical, funding, and 
programmatic support and also manages 
growth and expansion. It has goals for each 
student, such as completing applications to 
at least nine colleges and the FAFSA, and 
getting admitted to competitive schools—
activities they’ve discovered increase the 
likelihood a student will graduate from 
college. To better correlate these activities 
with college completion, KIPP also tracks 
information about colleges, where students 
matriculate to, and alumni graduation rates.

But prior to Salesforce, KIPP lacked a 
unifying database to easily track if its 
student body was meeting these targets—

and how its model of teaching and learning 
was impacting college graduation.

“We had metrics we wanted to measure 
success against, but we didn’t have a single 
place and a single way of understanding the 
progression of our alumni,” says Michelle 
Bruce, KIPP’s Senior Director of Technology 
& Technology Innovation.

MOVING TO A SINGLE SYSTEM

In 2009, KIPP used the Salesforce platform—
Force.com specifically—to power its unified 
KIPP Through College (KTC) alumni tracking 
system. With KTC, KIPP can determine the 
performance indicators that are the key 
predictors of college success. The result? 
Continuous improvement of instructional 
practices and counseling approaches. 

Force.com simplifies the development and 
deployment of cloud-based applications. 
The initial KTC build took just three months 
with the help of Exponent Partners, and 
the Foundation itself continued to develop 
features long after that—made easier by the 
flexibility of the Salesforce platform. 

Notes Bruce: “One of the great things about 
Salesforce is you get what you need right 
away, and then eight years later, you’ve still 
got something that’s working for you rather 
than having an old system that you have to 
completely gut and replace.”

Now, KIPP has the data it needs to measure 
its student and alumni success, allowing 
it to tweak instruction as necessary—and 
to continue with the programs that are 
proven to succeed. KTC tracks individual 
and cohort student and alumni information. 
Salesforce makes it easy to extrapolate the 
data in many useful ways. 

TURNING DATA INTO STRATEGIES

These insights have been invaluable to 
KIPP. It mines this data to codify and 
drive college counseling and persistence 
strategies across schools nationally.

“Each year we get more refined about 
what the best practices are to support 
students through college,” says Christina 
Hamner, Senior Product Manager for KTC. 

“We can make sure each school is using best 
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CHALLENGES

KIPP had no unified system 
for tracking student actions 
or alumni academic paths 
nationwide, so it wasn’t sure  
how effective specific counseling 
efforts were in impacting alumni 
college graduation rates.

Its donor management system 
was outdated and only allowed 
three users concurrently.

SOLUTIONS

In 2009, KIPP created the KIPP 
Through College alumni tracking 
system, which unified student 
and alumni data from dozens  
of CMOs across the country. 

In 2016, it created a new donor 
management program that 
tracks contact details, how 
relationships are managed,  
and grants received.

RESULTS

As of 2010, 33% of KIPP 
alumni graduated with a four-
year degree, with another 5% 
earning a two-year degree.  In 
2015, those percentages had 
grown to 44% and 6%, 
respectively.

KIPP has used data to codify 
national counseling and 
student persistence 
strategies for each school.

The donor development team 
spends significantly less time 
entering data.

SALESFORCE CUSTOMER SUCCESS STORY: KIPP

practices and pull-out strategies that 
are innovative.”

Bruce adds: “This data has helped us 
provide better services. We’ve used the 
information to do analysis on where we  
see success—and then to decide on 
initiatives for the next set of students.”

FROM STUDENT TRACKING TO 
TEACHER RECRUITMENT 

The KIPP Foundation was so happy with 
its Salesforce experience that it returned 
to the platform in 2012 to build a new, 
single-application portal where prospective 
teachers and other staff can apply for jobs 
with any school from anywhere, including 
on their mobile devices. 

Says Bruce of the outcome: “We’ve gotten 
feedback that this has helped source  
better candidates.” 

A BETTER WAY TO MANAGE DONORS

Late in 2016, KIPP turned to Salesforce 
as the foundation for its new donor 
management strategy—tracking information 
such as contact details, manual and 
automated communications, how 
relationships are being cultivated, and 
grants received. Its old system for doing 
so was badly dated and not very usable. 
Eight staff members used to painstakingly 
enter individual data, and only three people 
could be in the system at the same time.

With Salesforce, concurrent log-ins aren’t 
an issue, data can be updated en masse, 
and the time required to pull reports is cut 
significantly, according to Bruce. 

All of this means that staff can focus on 
what matters most. 

“We don’t have a lot of entry-level 
people, so being able to cut out all those 

administrative tasks and just do a weekly 
upload saves a lot of time,” Bruce notes. 

“Our team can spend more time working 
with our donors.”

THE SALESFORCE ADVANTAGE FOR K-12

KIPP greatly values that Salesforce.org—
itself a nonprofit social enterprise—makes 
its solutions and trainings affordable for 
nonprofits and education institutions, 
working to support schools—and kids—
across the country.

Bruce summarizes the value they’ve  
gotten from the technology: “With 
Salesforce, the basics are already there, so 
you’re starting off with a lot of the data 
structures that you need. Then it is very 
easy to extend, customize, even to get 
a little bit more fancy with features and 
integrations. It’s easy for all end-users to get 
at the data they need. They don’t have to 
be super technical.”

“One of the great things about Salesforce is you 
get what you need right away.” 

Michelle Bruce, KIPP’s Senior Director  
of Technology and Technology Innovation


