
suggest that you visit with
an estate planning attorney
to discuss succession of your
business. If you would like
some ideas on how to be
philanthropic, I would be
pleased to work with you and
your attorney."

"1 don't care what happens
to the farm after 1am gone. 1
just want to farm until 1die."
POMible responae. "Farming
is an admirable occupation.
However, just as you have
cultivated your land, you likely
enjoyed reaping the benefits
at harvest time. In the same
way, doing some planning
now can ensure your land can
continue to be farmed or not
as you desire. It would be a
shame to let your lifetime of
work possibly be undone in a
few months because of taxes or
lack of a successor or succession
plan."

"My accountant says that 1
can't use the deduction, 1
make too much money."
POMibLe response: "What is your
motivation for giving? If you
can't stand the thought oflosing
the deduction (but L.lJ. any given
year you likely "lose" the ability
to deduct some of your gifts
anyway due to the Alternative
Minimum Tax and other
deductions), you can wait until
nex..t year to complete your gift
is that is best for you."
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"Whatother charitable organizations do you support?

We know that our donors are likely to have multiple
charitable interests. It is important to understand which
interests they are willing to support financially, and
why. Are there other charities with which the donor
has had a relationship in the past, but where they no
longer are willing to provide support? For example, a
donor may support her graduate alma mater, but not her
undergraduate alma mater, due to additional attention,
financial support, perceived need, lasting friendships or
professional opportunities.

If you have researchers on your staff, they can
often glean giving information, particularly if the donor
has an existing private foundation or by reviewing the
published annual reports of other charities. Just because
a prospect has one or two favorite charities doesn't mean
that the prospect won't give to your organization. Often
a donor gives to an organization because he or she feels
an obligation to the organization, or to an individual
associated with the organization. If your prospect is
philanthropic, your job of convincing him or her ofthe
need to give is probably easier than with someone who
never gave to charity before. If you uncover their passions,
you are likely to secure larger transformational gifts.

There are planned giving options that enable a donor
to give to multiple charitable organizations, including:
bequests, charitable remainder trusts, charitable lead
trusts, life insurance policies and retirement plans.
Charitable gift annuities and pooled income funds are
gift options used to give to one particular organization,
but the donor could fund one of these planned gifts at
multiple organizations since the minimum amounts are
often much lower. Many prospective donors struggle with
the choice of charities, unaware that they can provide for
all of their charitable interests.

The prospect may share volunteer group participation
and other ways she spends her time. I occasionally ask
what sort of solicitations the prospect receives and gauge
the response. You could check the web sites of those
organizations for a published annual report and verify
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whether the prospect is listed as a donor and at what level
of giving.

Some cues and clues relating to the donor's support of
other charities include:

"I give to my graduate alma mater because my graduate
degree is relevant to my current field of practice."
POMibLe response. "That's great-you understand how
important it is to give. Can you tell me more about your
work/your career?"

"I give to my undergraduate institution because
it is a state school and state schools provide more
opportunities for needy students to get an education."
POMibLe responae. "State-funded schools are in need of
funds-we all read about this in the major newspapers.
But you have made a few gifts to our organization in the
past, and I would like to share how your gifts have been
used at our organization and express our appreciation,
again, for your gifts."

"I would love to create a trust with you, but the hospital
and the church want me to do the same thing for them.
1don't have the resources to satisfy everyone."
POMibLe re6pome: "It's fabulous to hear that you are so
philanthropic! You may be surprised to know that you
might be able to achieve all of your philanthropic goals.
There are several gift options you could consider. A
bequest to each organization under your will is a common
technique for giving to multiple organizations. A charitable
remainder trust enables you to designate more than one
charitable beneficiary, after you receive an income stream
for your life and a tax deduction."



Too outen donoro
and development
ouuicero oeparate the

idea 00 the 'major'

and 'planned' Siot,

when in reality one
otter: oerveo ao the
motivation and

natural comoiement
to the other.

Have you ever explored the idea ofa "planned gift?"

Too often donors and development officers separate
the idea of the "major" (i.e., current) and "planned" (i.e.,
deferred) gift, when in reality one often serves as the
motivation and natural complement to the other. The
institutional goal is to leverage the largest possible gift-a
gift that will be valuable to the institution and 'willhelp the
donor to achieve his or her personal objectives. A satisfied
donor is likely to make additional gifts.

Sophisticated programs often pursue a three-part
ask: an annual unrestricted gift to continue the donor's
pattern of giving and provide much needed unrestricted
funds; a pledge of a major gift such as an endowed
fund or campaign commitment; and a planned gift to
enhance lifetime giving. The lifetime gift offers greater

opportunities to steward the future gift. The future
gift-both its existence and its uncertainty-offers
opportunities to contact the donor and possibly pursue
another current gift. When we understand how an
individual wishes to be remembered, we are better
positioned to suggest opportunities for lifetime gifts.

When you are working on three-part gifts, it is
important to understand just how much the donor knows
about planned giving, and how he has learned what
he knows. Whether you discover that your donor is a
novice or a more experienced philanthropist, it is always
good to summarize in follow-up correspondence the gift
ideas you have discussed and the reasons that the ideas
have been rejected or are still being considered. People
absorb information in different ways. A personalized gift
illustration of the concepts can be very helpful as well. And
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it is wise to define terms that seem obvious. If an outright
gift can be pledged over a term of years, say so.

Some cues and clues relating to whether discussion of a
planned gift is appropriate include:

"Iwish I could give, but I worry I will run out of money
like my mother did."
POMibLe response. "Did you know that you could give assets
other than cash, and retain an income stream for life?"
[charitable gift annuities, charitable remainder trusts,
pooled income funds] "Did you know that you could
include a bequest in your will to [charity] so that you
don't deprive yourself of assets during your lifetime?"

"I don't trust the stock market; I prefer "safe"
investments like CDs that provide me with a fixed
income."
P066ibLe responee. "Can I tell you about a gift option that
would provide you with a fixed income, part of which is
tax-free?" [charitable gift annuities]

"[ Charity] is in my will. 'What more can I do now?"
P066ibLe re6pO'Me: "There are other options that could
provide you with an income stream and save you taxes
during your lifetime." [charitable remainder trusts,
charitable gift annuities, pooled income fund, gift of
appreciate stock]

"I should do something about this large block of stock
that I own."
P066ibLe responees. "Did you know that you could donate
stock instead of cash to make your annual gift?" "Did
you know that you could turn that stock into an income
stream?" [charitable remainder trusts, charitable gift
annuities]

"I am frustrated by the low dividends on my stock."
P066ible re6pO'Me: "Did you know that you could lock
in a good rate and receive an income stream for life?"
[charitable gift annuities, charitable remainder trusts]
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"I don't have liquid assets. My investments are mostly
in real estate."
P066ible reeponse. "Did you know that we accept gifts of
real estate?" [outright gifts, gifts to fund a charitable
remainder trust, gifts of remainder interests]

"I don't have the energy to take care of my vacation
home and none of my children want to inherit or use
it."
P066ibLe responee. "Did you know that we accept gifts of
real estate?" [outright gifts, gifts to fund a charitable
remainder trust, gifts of remainder interests]

"I need more income in my retirement as my
pension is small."
P066ibLe re6pO'Me: "Did you know that there are gift
options that would provide you with an income stream
in your retirement?" [charitable gift annuities, charitable
remainder trusts, pooled income funds]

"I don't mind paying taxes, but I think I pay more than
my share."



POMlble reeponse. "Charitable contributions are tax
deductible. You can't eliminate taxes completely, but you
could use a charitable deduction to offset up to half of
your adjusted gross income. Would you like to hear about
some possible ways to gain a tax deduction?"

Do you have a will?

Bequests are the lifeblood of any planned giving
program. According to recent surveys of charities, the
average age when a will which contains a charitable
bequest is signed is 80; the average age at the last gift
is 82; and the average age at death is 85.1 Charitable
bequests accounted for 7.6 percent ofthe total gifts in
2007, or $23.15 billion dollars." Would your organization
like to share in this largesse?

Whether or not a prospect has a will determines to
some extent his sophistication and planning efforts, as
well as his readiness to move to the next level of planned
giving discussion. The answer to this question can also
directly lead to the next question if answered in the
affirmative: "Did you include any charities-including
our organization-as a beneficiary?" Use this opportunity
to encourage the donor to share specifics on the bequest
with the charity to ensure that his purposes can be
accomplished. Be sure to provide information on your
legacy society if you have one.

\7i[ehave found that many of our major gift colleagues
avoid asking a donor or a prospect whether he or she has
a will. Some prefer to ask, "When did you last update
your will?" More frustrating are those major gift officers
that fear talking to donors who have already shared the
fact that they have included the organization in their
estate plans. We suggest that major gift officers always
ask, "Have you done your estate planning, and would you
consider including our organization as a beneficiary?"

Our colleagues should appreciate the usefulness of
this question, particularly when a prospect has responded
"no" to a major gift ask with the stated reasons of lack
of available or liquid funds, or fear about future health
care costs. Unfortunately, these prospects are often
downgraded because oflack of current gift intent, when

they may be quite amenable to a bequest or other planned
gift. And, if they have already included your organization
in their estate plans, the discussion should center on
insuring that the donor's intent can be realized. The donor
has opened the door to an in-depth discussion of passions
and interests that will make it so much easier to talk with
them about lifetime support.

If a donor responds that she has included your
organization in her will, you should consider doing any or
all of the following:

Immediately thank the donor, tell her about your
legacy society (if you have one-see below), and let
her know she will receive an invitation.

Request a copy of the relevant documentation for
your files.
Discuss the allocation of the proceeds, if any.
(Occasionally the donor cannot recall, so this
is another reason why you should request the
documentation. )
Follow-up after the meeting with a second "thanks"
for the planned gift, and then be sure the donor
receives a legacy society invitation.

Often legacy society membership 'willput the donor
in an enhanced mail/contact category, and the donor
will begin to receive more news about your organization,
and hopefully feel more connected. Remember that most
bequests are revocable; the donor's ability to change his or
her mind (and in our experience there are a few who do
this) means you now have the responsibility of keeping the
donor informed and happy.

If your organization does not yet have a legacy society,
you should lobby for one to be created for the stewardship
opportunities. Once you have a society, you need to
market it. This applies to both new and more well-
established legacy societies. Your web site should have a
special section devoted to the legacy society, membership
and qualifications for membership. Marketing your legacy
society is marketing planned gifts, and vice versa.
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Some cues and clues regarding your prospect having a will
containing a charitable bequest include:

"I have already taken care of [charity] in my own way."
POMible re6pome: "Thanks! Would you care to define this
for my benefit? Have you included our organization in
your estate plans already?"

"Is there specific language that I need to use to include
[charity] in my will?"
POMible response. "Yes, there is, thanks for asking. I will
send the information to you, and you can also access our
website for some additional information about our
legacy society."

Can we get together again to continue our discussion?

Donor cultivation is a process, not a single act-a
marathon, not a sprint. Your initial visit should be the
start of a beautiful relationship. That relationship is with
your organization, not with you. You are representing the
institution. The relationship should be deep and needs
to have many touch points. You should consider how to
involve others-president or CEO and other executive
management, board members, and colleagues in a
particular college or unit.

While it might be counter-intuitive, you probably
shouldn't try to address every possible aspect of your
organization in your first meeting, or even have a ready
answer to every question a prospect asks. You should
always end the meeting and leave them wanting more.
Some in the charitable arena go so far as to suggest never
leaving the meeting without scheduling another one! You
should always have a reason (other than thanking them
for their time) to write or call, so that you can continue the
relationship. If you have asked the necessary questions and
have listened attentively, there will generally be plenty of
opportunities for follow-up. One example is an article that
addresses a donor's interests-even an interest unrelated
to your organization. The New YOTk Times looks like Swiss
cheese in our houses on Sunday mornings, and we aren't
dipping coupons! The challenge will be finding a means to
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track these interests.
Perhaps your database lists key interests: art, travel,

sports interests, or the lack thereof As you really begin
to know your prospects, your job becomes easier, and
you will be surprised how easy conversation will come.
Always remember, however, that the objective is to
build a relationship that leads to a gift for your charity.
Set an agenda for each meeting. What do you want to
accomplish? It really has to be about more than lunch.

Develop a strategy for each prospect. Set tasks or next
steps as well as immediate and long-term goals. Listen
when the donor suggests a time frame.

Some cues and clues to determine your time frame for
solicitation include:

"I have three kids in college and can't consider a major
gift at this time."
POMible response. "I understand. I myselfhave a child
in college now and I know the expense-as well as the
worries. I hope that you can continue making an annual
contribution in whatever amount your means allow, and
I look forward to keeping in touch with you over the
coming years. Today's students continue to have needs for
additional funds, and we appreciate your support at any
level."

"I am hoping to retire by 60, and I worry about
income."
POMible re6pome: "I wish you the best in reaching your goal.
If you don't mind, how old are youjhow many years do you
have to work before turning 60? Would you be interested
in hearing about ways to combine philanthropy and
retirement planning so that you can create an additional



income stream for your retirement years?"

"I need to rewrite my will now that my
husband is gone."
POMibLe re6p011.6e: "I am so very sorry for
your loss, and I appreciate your willingness
to meet with me. Some of the people "lith
whom I meet are interested in hearing about
ways to honor and memorialize their loved
ones. Would you like to hear more about this
option?"

"I have just been diagnosed with cancer
and will begin chemotherapy soon."
POMibLe re6p011.6e: 'Wow, I can't even pretend
to understand what you are going through.
(Note: if you are a cancer survivor or share
the donor's illness and wish to share this
personal bit of information, you may find
a unique connection to the donor.) If it
won't be a burden, I would like to check in
with you from time to time to see how you
are doing. Perhaps when your therapy is
finished, we can celebrate over lunch."

LISTEN for theAnswers

Nationally recognized
speakers delivered right to

your desktopl
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The questions we have suggested are just that-
suggestions. Your personality and individual style will
dictate how these questions are asked and answered. You
won't be completing a surveyor reading from a script.
Except for noting a date of birth or updated biographical
information, you likely won't be taking notes. At the end of
your first face-to-face meeting, you should be able to make
an initial assessment. Is this someone that has the capacity
to make a gift, and the affinity to your organization that
you could cultivate toward a major and/or planned gift?
Record not only the facts that you have learned and the
information that was gathered, but also your assessment.
Don't forget to input a next step or strategy if you are going
to cultivate this prospect.

There is no ''bright line" that defines when you move
from assessment to cultivation, and in reality the donor

~Visitour webs'i1;e at
www.ncpg_.org

for more information

continuum has no end point. You begin with identification,
then assessment (usually one or two meetings, although you
might assess the prospect at different times for different
reasons), then cultivation (usually the longest stage and the
stage where you discover the most information about the
prospect), then pre-solicitation (where you determine, often
with the prospect, what the prospect is going to fund, for
how much, when, and with which assets), then solicitation
(this is "the ask"-the essence of being a fundraiser), then
stewardship (an often overlooked phase, and one that can
be synonymous with cultivation if done properly).

Listening continues to be of primary importance
in every stage. In the words of one of our colleagues:
''You have two eyes, two ears and one mouth-use them
proportionately!"

If you have assessed this prospect as having planned
giving potential, but you haven't really steered the
conversation to the topic, you will need to direct the
conversation to explore these possibilities. While still open
ended, your questions 'willbe more probing and often
leading. .
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Some additional examples ofleading questions include:

Would you like to learn of some ways that you can support
(charity) while also taking care of yourself and your family?
Are you concerned about providing for your family or heirs
after you are gone?
Would opportunities for more income or lower taxes on your
income be of interest to you?
Has it been difficult to save for retirement?
How has the stock market treated you?
Have you thought about the legacy that you want to leave?
Are you comfortable with the advice that you have been getting
from your own advisors as it relates to securing your own
future?
Has your advisor ever asked about your charitable intentions?
Have you considered including a provision for (charity) in
your will?
If you could give your home to (charity) now and receive an
income tax deduction but continue living in it, would you
consider this a viable gift option?

Finally, we encourage you to maintain your sense of humor,
and have fun! Your feelings toward your organization will become
transparent to prospects and donors as you spend more time with
them. And in the words of an unknown author, in our planned
giving cultivation calls we should, all strive to be more like the 'Wise
Old Owl" in a children's nursery rhyme:

The Wise Old Owl sat on an oak.

The more he saw, the less he spoke.

The less he spoke, the more he heard.
Why can't we all be like that wise old bird?

Endnotes
1 'Where Do We Go from Here?" Give & Take. November 2008. p. 2 www.sharpenet.
com!gt!pdfS!2008!nov08.pdf (viewed December 1, 2008)

2 "Giving by Bequest." Giving USA 2008. Giving USA Foundation.
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