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INTRODUCTION
• It Is Important To Know What

To Do
• It Can Be Just As Important to 

Know What NOT to Do
• Successful Strategies Are Often

Unique To Organization
• Stumbling Blocks Tend To

Be More Universal

STEP 1
• Fail To Understand Essential

Nature of “Planned Gifts”
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IS PLANNED GIVING
A “PROFIT CENTER?”

• Is Goal To Produce Income?
– Bequests
– Gift Annuity Residuum
– Remainders of Charitable 

Trusts
– Life Estate Terminations
– Other

OR IS PLANNED GIVING
A “COST CENTER?”

• Is It A Program Funded To Help 
Others?

– Facilitating Stock and Property Gifts
– Structuring Bargain Sales
– Working On Gifts Of Life Insurance

or Retirement Plan Gifts
– Supporting Creation of Lead Trusts

• These Gifts Are Often “Reported”
Elsewhere
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ARE PLANNED GIVING
“PROGRAMS” BOTH 

• Planned Giving Is Essentially  
A Process
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ARE PLANNED GIVING
“PROGRAMS” BOTH 

• Planned Giving Is Essentially  
A Process

• Which Comes First?
– The Gift?
– The Plan?

• Which Comes First?
– The Charity?
– The Advisor?

HOW TO SUCCEED 

• Approach Planned Giving As
The Process it Is

• Sometimes You Begin With
A Gift

• Sometimes You Begin With 
A Plan
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ANATOMY OF A GIFT

 WHO Makes It?

 WHY Do They Make It?

 WHAT Will Be Given?

 WHEN Is It Given?

 HOW Is The Gift Structured?

WHO?

WHY?

WHAT?WHEN?

HOW?
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STEP 2
• Fail To Understand Donor

Motivations

BEGIN WITH BEQUESTS
• Greatest Source of Traditional

Planned Gift Income
• Consider The Tangible Benefits

– No Income Tax Deduction
– No Additional Income For Donor
– No Estate Tax Savings for Over 99%
– No Recognition For 80% Or More

• What Is There To Sell?
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AVOID OVEREMPHASIS
ON RECOGNITION

• The Most Successful Programs
Know About 25% of Bequests
In Advance

• Some As Few As 10%
• Be Careful Not To Over-Market

Recognition Societies
– Not Enough “Quid” for the “Quo”

AVOID ASKING FOR
“TMI”

• Be Careful in Asking For Proof
• Can Be A Major Mistake
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AVOID ASKING FOR
“TMI”

• Be Careful in Asking For Proof
• Can Be A Major Mistake
• Campaign Setting Can Be

An Exception
– Some Gifts Are Transactions
– Some Gifts Are Not
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AVOID OVEREMPHASIS
ON INCOME RECEIVED

• Commercial Annuity Rates Are
Much Higher

• Income Tax Savings Don’t 
Close the Gap

• Emphasize That There is a Gift
With RETAINED Income, Not A
Gift IN EXCHANGE FOR Income
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COMPARISON OF CHARITABLE GIFT 
ANNUITY RATES TO COMMERCIAL GIFT 
ANNUITY WITH INSTALLMENT REFUND

Age ACGA AARP Rate Percent
2011 Rates Standard Annuity Difference DIfferent

65 5.3 6.6 1.3 19.7%
75 6.5 8 1.5 18.8%
85 8.4 10.2 1.8 17.6%
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COMPARISON OF RATES
AFTER TAX SAVINGS COMPUTED

Donor Annuity ACGA Payment Tax Donor Tax After-Tax After Tax AARP Percent
Age Amount Rate Amount Deduction Tax Rate Savings Cost Yield Payment Difference

85 10,000$     8.40% 840$     5,446$   28% 1,525$      8,475$    9.9% 10.2% 2.9%
75 10,000$     6.50% 650$     4,162$   28% 1,165$      8,835$    7.4% 8% 8.7%
65 10,000$     5.30% 530$     3,063$   28% 858$         9,142$    5.8% 6.6% 13.8%

COMPARISON OF CHARITABLE GIFT 
ANNUITY RATES TO COMMERCIAL GIFT 
ANNUITY WITH INSTALLMENT REFUND

Age ACGA AARP Rate Percent After-Tax
2011 Rates Standard Annuity Difference DIfferent Difference

65 5.3 6.6 1.3 19.7% 13.8%
75 6.5 8 1.5 18.8% 8.7%
85 8.4 10.2 1.8 17.6% 2.9%
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AVOID OVEREMPHASIS
ON TAX BENEFITS

• Tax Deductions Only Reduce The
Cost of Gifts

• There is No “Free Lunch”
• Many Donors Can’t Use Income

Tax Benefits
– The Wealthiest, Most Generous

Donors
– The Oldest Donors

FACTS ABOUT
CARRYFORWARDS

• Over 439,000 Taxpayers Used
Carryforwards in 2008

• Total Amounted To Over $26 Billion
• More Than Bequests in 2008
• Interesting To Consider Age

Distribution of Those Affected 
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Source:  Internal Revenue Service

                  Age Of Taxpayers Who Carry Forward
                             Charitable Deductions

   18 under 26 6,775 $21,029 0%
   26 under 35 38,443 $208,947 1%
   35 under 45 75,887 $633,759 2%
   45 under 55 98,208 $2,365,688 9%
   55 under 65 98,751 $2,613,334 10%
   65 and over 121,162 $20,523,693 78%

All returns 439,233 $26,366,506,000 100%

TAX BENEFITS MAY
BE REDUCED IN FUTURE
• Proposals To Limit Deductions

To Benefits of 28% Bracket
– Amounts To Excise Tax On Gifts
– Would Increase Cost of Giving

• Scheduled Return of “Pease  
Amendment”

– Reduces Benefits of All Deductions
– Increases Cost of Giving For 

Higher Income (Over About $170K)
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HOW TO SUCCEED 

• Understand The What, When
and How

• But Don’t Ignore The Who
The Why

HOW TO SUCCEED 
• Learn Why The Donor Wants

To Make A Gift
• Then Discover What is Stopping

The Donor
• Help Find The Right Solution
• Not The Same As Overcoming  

Objections
• The Goal is Not To “Sell,” It 

Is To Facilitate Desires
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HOW TO SUCCEED 

• Understand Different Types
of Fundraising

SPECULATIVE 
• Annual Funds
• Direct Mail
• Membership
• Some Events
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TRANSACTIONAL
• Capital Campaigns Targeting

Non Donors
• Events (Dinner With Warren)
• Other Gifts That Feature Benefits

Such As Parking, Seating, Etc.

RELATIONSHIP BASED
• Donor Focused
• Institutionally Based
• Can Encompass Annual, Capital,

and Planned Gifts
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HOW TO SUCCEED
• Treat Donors Like Family
• Help Them Accomplish Goals
• Use Tax Incentives and Other

Financial Benefits To
Maximize Gifts

• Avoid “Transactional” Planned
Gifts Where Possible

STEP 3
• Don’t Know Your Market
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DON’T HAVE BASIC DATA
• Don’t Know Ages
• Don’t Have Sufficient Gift History
• Don’t Know Income And

Wealth Level

A B C
DONORS 

UNDER THE
AGE OF 45

DONORS
AGE
45-65

DONORS
OVER THE
AGE OF 65

© The Sharpe Group
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SEGMENTATION BY WEALTH

1

HIGHEST WEALTH AND
INCOME RANGES

2

AVERAGE WEALTH AND
INCOME LEVELS

3

BELOW AVERAGE MEANS

© The Sharpe Group

A1 B1 C1

A2 B2 C2

A3 B3 C3

YOUNGER MIDDLE-AGED OLDER

WEALTHY

MODERATE
MEANS

LIMITED
MEANS

© The Sharpe Group
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DON’T UNDERSTAND
INTERPLAY OF AGE 

AND WEALTH

• Age More Important For 
Some Gifts

• Wealth More Important For Others
• Some Involve Both

– IRA Rollover
– Testamentary CRT

A1 B1 C1

A2 B2 C2

A3 B3 C3

YOUNGER MIDDLE-AGED OLDER

WEALTHY

MODERATE
MEANS

LIMITED
MEANS

© The Sharpe Group
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AGE-BASED GIFTS

• Bequests and Other Testamentary
Gifts

• Gift Annuities
• Other

WEALTH-BASED GIFTS

• Gifts of Securities And Other
Non-Cash Property

• Charitable Remainder Trusts
• Charitable Lead Trusts
• Life Estate Gifts
• Interest Free Loans
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MISMATCH MARKETING

• Common Cause of Failure
• Time is Wasted
• Resources Are Wasted
• Inappropriate Gifts Can Result

IGNORE OLDEST DONORS

• Their Minds Are Made Up
• Once You Are In The Will You

Will Stay There
• Some Donors Are Just “Too Old”
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           Age of Top 50 Donors in 2009

100+ 1 2% 2% 
90-99 9 17% 19% 
80-89 7 13% 32% 
70-79 12 23% 55% 
60-69 14 26% 81% 
50-59 5 9% 91% 
40-49 5 9% 100%

Source: Chronicle of Philanthropy 2-7-2010

Average Age of Living Donors = 76
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Average Age of Bequest Donors At Death  = 92

 Age of Bequest Donors At Death

Donor 1 100
Donor 2 99
Donor 3 97
Donor 4 97
Donor 5 97
Donor 6 95
Donor 7 94
Donor 8 93
Donor 9 92
Donor 10 85
Donor 11 62
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BEQUESTS AND AGE

• Most Bequests Come From
Persons Who Die Over The
Age of 80

• National Average Approximately
84 Years of Age
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BEQUESTS AND AGE

• Most Bequests Come From
Persons Who Die Over The
Age of 80

• Age At Time of Last Will Is
Typically Mid-70s to Mid-80s

• National Average Approximately
Age 79
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Type of Age At Age At Age At Average
Organization Will Last Gift Death Lag

1 Animal Rights 75 76 79 4
2 Children's Relief 78 81 83 5
3 Children's Relief 80 85 87 7
4 Children's Services 82 85 90 8
5 Educational 77 81 83 6
6 Educational 77 81 86 9
7 Educational 76 79 82 6
8 Educational 79 80 83 4
9 Educational 81 82 85 4

10 Environmental 79 77 81 2
11 Environmental 78 81 83 5
12 Environmental 77 80 82 5
13 Health 80 82 86 6
14 Health 79 81 85 6
15 Health 80 81 83 3
16 Health 79 76 84 5
17 Health 82 83 87 5
18 Health 81 82 85 4
19 Health/Advocacy 78 81 83 5
20 Int'l Relief 81 83 84 3
21 Int'l Relief 78 79 83 5
22 Int'l Relief 81 84 86 5
23 Int'l Relief 80 85 87 7
24 Political Action 77 79 82 5
25 Political Action 86 87 89 3

Average 79 81 84 5

Deviation 2 3 3 2

Median 79 81 84 5

© The Sharpe Group
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BEQUESTS AND AGE

• Are The Bequests in Final 
Wills Simply “Echoes” of 
Earlier Decisions?

• A Number of Studies Provide
Answers
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American Heart
Association

BEQUESTS AND AGE

• May Not Be Surprising That
Age At First Gift For Some
Organizations is Older

• But What About An Educational
Institution With Life Long 
Relationship With Alumni
Bequest Donors?
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Major University 
With $30 Million
Average Bequests
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BEQUESTS AND AGE

• Would It Be Different For
Animal Rights Organization
With Donors Of All Ages?

• An Organization With Most
Donors In Their 50s?
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National Animal 
Rights Agency

Age Distribution of 
All Donors On File  
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BEQUESTS AND AGE

• Same Trend Apparent With
Protestant Denominational
Foundation
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BEQUESTS AND AGE
• Marketing and Influencing

Bequests May Be More Of
A “Short Cycle” Activity Than
Previously Believed

• First Gift, Will, Last Gift, and Death
May All Occur in Relatively
Short Time Frame

HOW TO SUCCEED

• Do Your Research

• Study Who Says They Will
Include You In Their Estate

• Then Study Who Actually 
DOES It

• Match Opportunities Based
On Age and Wealth
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A1 B1 C1

A2 B2 C2

A3 B3 C3

YOUNGER MIDDLE-AGED OLDER

WEALTHY

MODERATE
MEANS

LIMITED
MEANS

© The Sharpe Group
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STEP 4
• Don’t Integrate Your Efforts

With Other Fundraising Initiatives

INTEGRATE EFFORTS WITH
• Current Giving Efforts

– Annual
– Direct Mail
– Sponsorship

• Cooperative Efforts To Manage
Final Years Of Giving Is Critical

• Recall Relationship Between First
Gift, Will, Last Gift, Death
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INTEGRATE EFFORTS WITH
• Major Gifts

– Regular Gifts
– Campaign
– Other

• Gifts of Appreciated Stocks Total
More Than Bequests
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          Age of Securities Donors

Number Cumulative Amount Cumulative
of Gifts Number of Gifts Amount

65+ 63% 63% 59% 59%
55-64 25% 88% 21% 80%
45-55 10% 98% 14% 94%
<45 2% 100% 6% 100%

A1 B1 C1

A2 B2 C2

A3 B3 C3

YOUNGER MIDDLE-AGED OLDER

WEALTHY

MODERATE
MEANS

LIMITED
MEANS

© The Sharpe Group
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AGE OF SECURITIES
DONORS

• Many Donors Are Not Aware of
Benefits of Giving Securities
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INTEGRATE EFFORTS WITH
• Major Gifts

– Regular Gifts
– Campaign
– Other

• Campaign Gifts More Likely
To Be In Form Of “Structured
Pledges”

– Lead Trusts
– Term of Years
– Life Income for Other

MISUSE PLANNED GIFTS
IN CAMPAIGNS

• Temptation With Baby Boomers
• What Will You Do For An Encore?
• Valuation and “Proof” Can Raise

Issues
• Know When The Gift Is Relational
• Know When the Gift Is Transactional
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HOW TO SUCCEED

• Understand The Gift
Planning Matrix

• Know Your Role in Each Box

• Integrate With Others

• Use Age-Appropriate Marketing
Channels

• Use Wealth-Appropriate Strategies
– Tea and Cookies

– Wine and Cheese

  

A1 B1 C1

A2 B2 C2

A3 B3 C3

YOUNGER MIDDLE-AGED OLDER

WEALTHY

MODERATE
MEANS

LIMITED
MEANS

Gen X & Y Boomers Silents & WW II

Personal
Contact

Mass
Approaches

Major/Planned

Online, Social 
Media & Other

Estate 
Gifts
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STEP 5
• Ignore Economics of Gift Planning

DON’T BELIEVE YOU
CAN BE EVALUATED

• Don’t Believe Results Can
Be Measured

– Dangerous Position

– Leads To Weakness
• Afraid Not To Have It

• Always Trying to Reduce Cost



5/18/2011

54

MEASURE THE WRONG
THINGS IN WRONG WAY
• Over Emphasis on Expectancies

• Under Emphasis on Dollars

HOW TO SUCCEED

• Believe You Can Have An Impact

• Believe It Can Happen Soon

• Believe Success Can Be Measured

• Be Prepared To Show Causation

• Be Realistic About Potential
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HOW TO SUCCEED

• Be Realistic About Timing
– Largely Function of Age

– Can Be Accelerated Through
Careful Planning

– Focus On Near Term Gifts

HOW TO SUCCEED

• Match Costs and Benefits

• Don’t “Over Match” Current
Expenses With Future Results

• Beware of Strangers Bearing
Budget Dollars

– To Pad A Campaign

– To Pad A Resume
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HOW TO SUCCEED
• Control Expectations Where

Possible To Do So

• Better To Exceed Lesser
Expectations Than Vice Versa

• Be Wary Of “Benchmarking”
– By Staff

– By Volunteers

– By Consultants

• Insist On Apples to Apples

Conclusion


