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From Annual Gift Giver to
Planned Gift Donor

Mark Goldstein, CFRE

Introductions

• A bit about me
• In 30 seconds…your name, organization

and a reason you chose to attend

Agenda

• Importance of planned giving
• Brief 101 to help beginners and get us on the

same page
• Planning an approach to planned giving
• Did you know…?
• Identifying those who will give planned gifts
• The “Secret Givers”

Agenda

• Cultivating planned gifts -- what to do,
how to have the conversation, why
people give

• What to do over time after receiving
a gift

• Evaluating success
• Hallmarks of successful programs

Defining Terms

• Planned Giving—The integration of
sound personal, financial and estate
planning concepts with the donor’s
plan for lifetime or testamentary giving

• Annual Giving—Primary fundraising
method used to broaden and upgrade
support, and to provide ongoing
operating support (not just a letter)

Planned Giving Basics
• Most planned gifts are bequests and most are

deferred.
• “Deferred” gifts, other than bequests,

include charitable gift annuities, charitable
remainder trusts, life estate contracts,
charitable lead trusts, life insurance policies
and pooled income funds

• “Current” gifts include cash or assets that
impact the donor’s estate
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Why Planned Giving Is
So Exciting!

• Americans will transfer as much as $41
trillion between 1998-2052, with at least $6
trillion going to charity (Social Welfare
Research Institute)

• 82% of all US giving is from individuals
(Giving USA 2008)

• 7.3% of all giving is from bequests ($22.7
billion)

• 55% of Americans do not have wills (The
Harris Poll -- other sources say 42-64%)

More Excitement!
• 7% of those with wills provide for charity

(Stelter Co. 2008 research — other sources
give similar estimates)

• 5% of Americans with wills say they will
definitely or probably make a bequest to a
charity (Stelter, Planned Giving Today).

• 5% of Americans without wills (“Secret
Givers”) say they will definitely or probably
make a bequest to charity once they have
wills (Stelter, Planned Giving Today).

Common Campaign Elements
• Board-approved policies for gift acceptance,

fund management and fund spending
• Case Statement
• Management Plan (who is responsible?)
• Identification and description of prospects
• Cultivation and solicitation planning
• Goal setting
• Marketing Plan (“Case Expressions”)
• Stewardship

How Do You Identify
Planned Gift Givers?

Opinions differ, but experts and conventional
wisdom tend to agree:
•Focus on your most loyal supporters ages 40
and older
•Concentrate on those who can give the most,
but don’t exclude other donors who fit the
profile
•People who have given for 10 years or more
are prime candidates for planned gifts

How Do You Identify
Planned Givers?

•Most planned gifts are from women
•80/20 or 90/10 rule applies—most of the gifts

will be from a small group of donors
•Look for consistency in annual giving—givers

who give every year, perhaps even at the
same time of year

•Births or deaths in the family, particularly
deaths of children or spouses, or births of
grandchildren, may trigger will creation

About the Secret Givers
Distinctly different than existing bequest
givers and typical prospects.
•Younger (65% are age 40 to 54, compared to
37% of the population overall)
•Not well educated (45% did not attend any
college, compared to 35% in US)
•Single (26%, compared to 11% overall)
•Have children under age 18 (29%, compared
to 19% in US)
•70% earn $99,999 or less, compared to 48% of
people with bequests in wills
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Other Stelter / Selzer &
Co. Study Findings

“A focus on older Americans may be at least
somewhat outdated.”

• Older Americans (over 64) with wills in place
are the least likely of any age group to
consider adding a nonprofit in the future.

• Only 6% of those over 69 say they will
definitely or probably add a nonprofit to
their wills, compared to 12% among ages
40-49.

Other Stelter / Selzer &
Co. Study Findings

• U.S. residents are making wills at an
increasingly younger age.

• Most Americans with wills have them
before reaching age 50.

• 84% of the affluent members of the
study created wills before age 50.

Other Wisdom
• No “one size fits all” approach
• Relationships are key—focus on those above

details such as gift types and tax benefits
• “Contrary to conventional wisdom, most

major gift donors have made their big
donation to the organization—and, in my
experience, are unlikely to make a second
large gift.”

—Lawrence Henze, Blackbaud Analytics, who has reviewed the
giving histories of more than 30,000 US planned givers

Cultivation of Prospects
•Integration with your other fundraising is key.
Planned giving should always be “on the
menu.”

– Web site
– General envelopes and stationery
– Events (tent cards, testimonies, etc.)
– Newsletter

•Written materials, one-on-one meetings with
closest constituents, group presentations

Cultivation of Prospects
The recent Stelter / Selzer study also revealed some
interesting information about how and why people
support nonprofits.
•To learn about bequests, 42% of Americans want to
first get information by mail.
•Most (67%) without a will want mailed info.
•3% want a personal meeting
•8% want a personal call
•6% prefer email

Motivations for Planned Gifts
• 97% say they care about the charity
• 82% want to do something special
• 35% use gifts as a financial strategy
• 21% know someone at an organization

—PPP survey (Partnership for Philanthropic Giving, formerly
NCPG)

• Many other reasons—some people have had gifts
recommended by financial planners or want to pay
tribute to someone.
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“We Got a Planned Gift!
…Ummm, Now What?”

• Planned gift donors can set the bar
high

• Stewardship involves informing donors
about their investment and keeping
them in the loop on results and
outcomes

Evaluating Your
Program

Different from evaluating other types of
fundraising, because
•Most gifts (70% or more) are unknown to
charities until after the donor’s death
•Historical lack of meaningful research
•Revenue takes time to materialize,
though expectations may be easier to set
over time

Top Measures Used by
Successful Programs

Based on Kathryn W. Miree’s informal study
1. Number of known gift commitments
2. Number of solicitation calls
3. Number of Legacy Society members
4. Annual revenue
5. Number of major gift donors
6. Number of 5+ year donors endowing gift
7. % of board members who made a gift
8. Number of qualified referrals

Hallmarks of Successful
Planned Giving Programs

From “Planned Giving Messages Every CEO Needs to
Hear,” an informal poll of 13 successful planned
giving CEOs/senior staff member by Kathryn W.
Miree

1. Successful planned giving managers
understand the role of planned giving in
the life of the nonprofit — a long-range
“retirement plan.”

2. Successful managers are actively
involved in donor calls and program
managers.

Hallmarks of Success

3. Successful planned giving managers
place great value on donors —
partners, not ATMs.

4. Success is defined by the growing
gift commitment pipeline, not
revenue.

5. It is never too late to start, succeed
with or retool a program.

Hallmarks of Success
6. Successful agencies select and track

metrics that underpin program success.
7. Success with planned giving requires an

investment—85% of charities interviewed
saw increases in realized planned gifts,
92% saw increases in deferred gifts, among
many other positive trends.
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Hallmarks of Success
8. Teamwork is essential—between planned

giving staff, all development staff, finance,
accounting, program, executive
management and board.

9. Successful planned giving managers know
the factors that drive success:

• Integration with other donor visits
• Clear, articulate internal and external case
• Use of metrics that encourage or force

planned gift calls and discussions

Mark Goldstein, CFRE
www.communicationmark.com

Thank You for Coming!


