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What We’ll Cover

 Why Planned Giving

 Marketing Goals

 Keys to Success

 Strategies & Tactics

 Talking with Donors

 Key Takeaways

Presentation Created & Developed by Vicki Brummond, MBA |  ©  2022



• Donors

• Charities

WHY Planned Giving?
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Non-Cash GiftsLife Income Gifts

Giving Options

Gifts via
Will, Trust, & 
Beneficiary 
Designation
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Planned “Legacy” Gifts increase current giving

Either  / Or ? 

Source:  Dr. Russell James

No
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UncoverGenerateEducate,
Inspire, Engage

Marketing Goals
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Keys to Success

HOW:
Creative

WHAT:
Message

WHO:
Audience
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WHAT - You Say Matters | Messaging
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Social Norming

Source: Dr. Russell James
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Power of Social Norming

Source: Dr. Russell James
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Storytelling
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Gathering Stories
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Messaging

“be remembered as 
a cancer fighter”
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Messaging
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HOW – You Say it Matters | Creative/Design
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WHO – You Say it to Matters | Audience
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“Ride-Along”

WHERE – You Say It| Strategies & Tactics

“Dedicated”
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“Ride-Along”

Leverage
Current Touch Points:
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Corporate Web Site
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Banner Ads
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Direct Mail Appeals
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Magazines & Newsletters
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Testimony Inserts
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“Dedicated”

 Direct Mail 

 Email

 PG Website

 Brochures

 Events

 Newsletter

 Phone Program
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Brochures
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Postcards
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Inserts
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Survey
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White Label Vendors

Examples include:

• Crescendo

• Market Smart

• Pentera

• Sharpe / Newkirk

• Stelter
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Listening for Cues & Watching for Clues

What You Hear & Observe is Very Important!
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 Why

 Desires / Goals

 Challenges

 Concerns

Listen for the donor’s . . .
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Listening for Cues & Watching for Clues
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CUES – What To Listen For

Desire to “do more” for your organization but feel they can’t

“I wish I could 

do more . . .”

GIFTS VIA WILL, TRUST, &/OR BENEFICIARY DESIGNATION
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CLUES – What To Watch for

 No Children or Widow/Widower

 Demonstrated Long-Term Giving

GIFTS VIA WILL, TRUST, &/OR BENEFICIARY DESIGNATION
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Conversation Starter

“[Donor name] you’ve been a committed and generous 
donor to [your charity] for so many years . . . THANK YOU!

You know so many of our long-supporting donors like you 
have told us that they’ve included a gift to [your charity] 
using their will, trust or beneficiary designations. Is this 
something you’ve ever considered?

GIFTS VIA WILL, TRUST, &/OR BENEFICIARY DESIGNATION

ASK
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During the Conversation

 Find out where donor’s at re: planning – “estate” & charitable
 Encourage planning & explore ways(s) to include charity

 Remind donors to keep their plans up-to-date, offer review

 You may uncover a gift they’ve already planned that you 
didn’t know about
 Thank donor, welcome into legacy society

GIFTS VIA WILL, TRUST, &/OR BENEFICIARY DESIGNATION
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Keeping Plans Up to Date is Crucial

 Change in marital status 

 Change in family structure 

 Sold/purchased major assets

 Illness or death in family

 Updating plans

What to listen for . . .

KEY LIFE EVENTS
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 Stock holdings
 Retirement assets (Age 70.5+) 

(IRA Charitable Rollover)   

 Commodities (farmers)

 Life insurance (no longer needed)

 Real estate ownership

 Business ownership

NON-CASH ASSETS

CUES – What To Listen For
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Conversation Starter

“Would you like to make a cash gift or   
would it be better to give a non-cash asset?”

Do you own stock that is worth more   
than what you paid for it?”

NON-CASH ASSETS

ASK
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“Wow, I’m really going to get hit with capital gains tax this year on 
my stock investments
(Stock gift)

“We don’t use our vacation home as much anymore and the 
upkeep is becoming a burden. . .
(Real estate)

“We’re thinking about selling our business . . . 
(Reduce taxes by funding a Donor Advised Fund (DAF) or a Charitable Trust)

CUES – What To Listen For

NON-CASH ASSETS
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Cues

 Concern over capital gains on stock or real estate sale.

 Concern over low interest rates

 Desire to do more but limited by income

 Approaching / considering / concerned about retirement

 Concerned about providing for a loved one

What to listen for:

LIFE INCOME GIFTS
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Conversation Starter

Did you know you can make a gift to [Charity] that:

 Provides you payments for life

 Gives you a current income tax deduction, and

 Enables you to make a meaningful future gift to [Charity]

LIFE INCOME GIFTS

ASK • Charitable Gift Annuity

• Charitable Trust
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Partner with Experts When Needed

“I am not an expert in this, but  . . . 

. . . with your permission I would like to introduce you to 
[someone*], who can talk with you about it. They can give you 
more details and help you to:

 Explore what giving options would be best, given your unique situation & goals.

 Determine whether that would be a good asset to use for funding your gift.

* Colleague at work, a Leave 10 partner, a community foundation partner

YOU DON’T NEED TO KNOW EVERYTHING
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Minimum Collateral

COLLATERAL – KEY TO SUCCESS

 Sample language for gifts via will & living trust

 Charity’s official name & EIN # for beneficiary designations, etc.

 Stock transfer instructions

 Gift intention form

 Legacy society collateral

 Estate administration collateral

Presentation Created & Developed by Vicki Brummond, MBA |  ©  2022



Future Webinars Will Address

BACK ENGINE – KEY TO SUCCESS

 Tracking leads

 Tracking known future gifts (Estate Expectancies)

 Documentation of future gifts

 Processing gifts of non-cash assets

 Stewardship / legacy society

 Estate Administration – upon donor death
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Integration is Key
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Planting seeds  . . .
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Consistent “watering”
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Planned Bequest = Beginning, NOT the end

 Do NOT “Count it & forget it”

 Gifts are revocable

 Plans destabilize

 Don’t ignore oldest donors

 Keep loving on your donors
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Stewardship
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Keep in Mind . . .

 WHY ? Solution

 WHAT ? Messaging

 HOW ? Design

 WHO  ? Target audiences

 WHERE ? Leveraged & Dedicated

. . . STEWARDSHIP Love your donors till death
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Just Starting Out / Relatively New

 Gift Types “Everyone” Can Do

 Target Audience(s) Deepest Engagement, Age

Childless, Widow/Widower

 Strategies Start with “Leveraged” Efforts

 Collateral Suite Minimal needs

 Legacy Society Start

You CAN do this!
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Intermediate / Advanced

 Gift Types Add More Complex Options

 Target Audience(s) Expand Segments

 Strategies Add “Dedicated” Efforts

 Collateral Suite Expand

 Legacy Society Expand

You CAN do this!
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Keep in Mind . . .

 Listen for donor’s heart, challenges, goals, etc.

 Listen for cues

 Watch for clues

 Be relational, not transactional

 You don’t have to be an expert – you have partners

You CAN do this!
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Questions
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 G r e a t e r  T a c o m a  C o m m u n i t y  F o u n d a t i o n

 T h e  B e n  B .  C h e n e y  F o u n d a t i o n

 C o m m u n i t y  F o u n d a t i o n  o f  S o u t h  P u g e t  S o u n d

 M u l t i C a r e  F o u n d a t i o n s

 C o r n e r s t o n e  F i n a n c i a l

SPECIAL THANKS
to:

Leave 10 South Sound Sustaining Partners:
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