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Question

What’s the most important
thing you wish to learn today
about your clients and
charitable planning?

How might including charitable planning in your work change
how clients see you or how they interact with you?

______________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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1 in 3 households say
“yes” to interest and

willingness to include
charity in estate plans

Source: Center on Philanthropy at Indiana University: March, 2007

Additional Research on Bequests:

!8% already include charity.

! Another 14% are considering without being asked.

! Another 30% would if asked.

Current giving by will is 14% based on IRS statistics according to Paul
Schervish, Boston College.

Information collected by the National Committee on Planned Giving
(2001) indicates that the average age when most donors made a will
was found to be 44, while the age of the first charitable bequest is 49.

The study found that 31 percent of individuals never revised their wills,
and that 75% were found never to have revised their charitable
bequests. Among those who had, most had increased the amount of
the bequest. Fewer than one in 10 were found to have decreased the
amount, and this was most common in the lowest income groups
examined ($35,000 or less).
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All Corporate Gifts

compared to bequests:

Source: Giving USA

Did you know that last year the total amount of dollars
received by nonprofits from planned gifts were 180% of the
total of all of the corporate gifts to nonprofits? (total planned
gifts $22.91 billion; corporate gifts, $12.72 billion.)

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________
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True View of Donor

Development

Prospects

First Time or Sporadic Donors

Loyal Donors
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- Loyal donors make gifts, now, tomorrow, and leave legacy
gifts.

-What causes and groups have your clients supported over
the years? Include those they have only given $25 a year to
them?

-Ask your client how they first came to make the gift or how
they got involved. There’s a story here.

_______________________________________________________

______________________________________________________

______________________________________________________

This research is based on more than 28,000 planned gifts over the last 10 years.
Thanks to Lawrence Henze, Blackbaud Analytics. Used with permission.
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Are donors asking for more than
just the latest planning

techniques?

Donors want charitable
assistance -- advisors say they
provide it but donors are not all

satisfied.

Advisors say they ask the
“charitable question” (but may

not get the answers)

Sources: Philanthropy Now survey; Trusts & Estates advisor and
client survey report.

Who do donors/your clients ask about charitable planning questions:

41.2%  Fundraisers and Nonprofit Staff

35.9% Peers or per networks

26.6% Accountants

16.6% Financial/Wealth Advisor

16.4% Attorney
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Most common:   

Bequests
" Non-cash assets (like real estate)

" Appreciated assets

" Gift Annuities

" Charitable trusts of all types

" Bargain sales, life estates

" Closely held stock, and more…

What is a bequest?   A gift to charity at death. This is the simplest type
of planned gift and one of the easiest to implement. Many people desire
to benefit charity but are unable to donate property to charity while they
are alive. For example, a donor may have property that is needed
during life to cover living expenses or rising health care costs.  A donor
can retain ownership and use of property during life and still benefit
charity by leaving the property to charity at death.

Benefits Gift to charity: charity receives cash or property.  Estate Tax
deduction: amount given to charity is not subject to federal estate tax.
Preserves lifetime flexibility - donor is able to use and control property
while alive.

Target Donor: Everyone!

The Details:  A donor can leave property to charity by including a
bequest in his or her will or trust or in the case of property that passes
by beneficiary designation (such as individual retirement accounts) by
designating charity as a beneficiary.
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Primary Indicators

• “Help others,”

• “Giving back to society” and

• Religious beliefs.

• Income not a predictor of charitable
interest

(Center on Philanthropy at Indiana University, 2007)

Giving Types

- Community Core (40-60 age; $50-$75K): doing good, doing what is
expected. Highly Likely to give.

- Climber (30-45; married; $75K-$100K): helping others, giving back.
Not likely to give.

- Retiree (over 65, retired, not employed): 1 in 4 likelihood.

(Source: Center on Philanthropy at Indiana University, 2007)

______________________________________

______________________________________

______________________________________

______________________________________
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Key Clues

• Selling appreciated property

• Taking a closely held business public

• Selling appreciated stock

• Wish to make a gift to housekeeper

• Receiving a large bonus this year

• Low yielding securities but grumbling
about capital gains taxes

More Clues:

•  A single person or childless couple want to make estate plans

•  Large IRA or retirement accounts

•  Desire to transfer the business to heirs

•  Unmarried family or partners wish to financially benefit others in their
estate planning.

Resources

Questions and Talking Points for Legal and Financial Advisors. The
Philanthropic Initiative (www.tpi.org)

“Best Practices: Asking the Philanthropic Question at:
(http://www.tpi.org/downloads/pdfs/article-bst_practices_phil_qus.pdf)

______________________________________

______________________________________

______________________________________
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From: The Seven Faces of Philanthropy by Russ
Alan Prince and Karen Maru File

Communitarians: Because It Makes Good Sense.

The Devout: Doing Good is God’s will.

The Investor: Doing Good is Good Business.

The Altruist: Doing Good Feels Right.

The Socialite: Doing Good is Fun.

The Repayer: Doing Good in Return.

The Dynast: Doing Good is a Family Tradition.

What Counts?  “Older consumers (age 62+) more often focus on the

customer experience than on the product.”   - Ageless Marketing by

David Wolfe and Robert Synder

______________________________________

______________________________________

______________________________________

______________________________________



11

What Counts?

“Older consumers (age
62+) more often focus on
the customer experience

than on the product.”

(Ageless Marketing by David Wolfe and Robert Synder)
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Listen
for clues.

ASK
Questions.

More clues:

I’d like to give back something.

I want to honor my daughter’s memory.

I’m grateful for what I (or family) received there and I want to show my thanks.

I’d like to honor Dr. Smith.

I want to perpetuate my ideals.

All I have is my retirement fund.

I need to provide for my children and grandchildren

All my money is in the business

I’d like to make a gift, but …

My assets do not produce much income.

I am invested in real estate.

“I don’t know the answer and yet I care.”

- Kenny Moore

There is power in simple questions.
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Discovery

• How does your client view his or
her current circumstances?

Note: You don’t have to have

all the answers.

• The usual questions -- do they get
useful answers?

“Life is an unanswered question, but let’s still believe in

the dignity and importance of the question.” Tennessee

Williams

______________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Valuable Questions

• “What is the most exciting outcome you can
imagine?”

• “If you had unlimited resources, what would
you do?” (to help, etc.)

• “What actions do you need to take but are
avoiding?”

• “Which difficult conversation has to happen?”

• “What is the most potent first step?”

- In which traits and characteristics do you take most pride?

- What excites you most about the future?

- For what do you want to be known?

- Where have you achieved your greatest successes?

What do your clients/customers/_______ most value about you?

What have been your greatest successes? Your clients’ successes?

When you are at your best, what are you doing?

References: Unleashed: Expecting Greatness and other Secrets of
Coaching   by Gregg Thompson

 _____________________________________

______________________________________

______________________________________
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Silence

is the

mother of truth.
Benjamin Disraeli

“I don’t know the answer

and yet I care.” Kenny Moore

There is power in

simple questions.
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What did YOU do?

Tell your own story and
open up the conversation.

“I spent a lot of time thinking about  where my gift
would make the most difference. A bequest isn’t
something  you do on impulse. You’ve got to be sure
[the nonprofit] will get it right.”

 _____________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Story Telling Tips

- Stories are about people

- People have to want something

- Fixed in time and place

- Use to show (not tell)

- There’s a moment of truth

- Have clear meaning

See: www.agoodmanonline.com

______________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Story Telling: Show not Tell

“When the nurse visited the
family at home she was met

with hostility.”

“When they all sat down for the
first time in the living room, the
family members wouldn’t look

her in the eye.”

______________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Due Diligence:

Is It the Right Charity?

• Interest match?

• Who is on the board and
who runs it?

• What are long term goals?

• What’s the balance sheet
look like?

Due Diligence & Practicalities

• 11% or 24% (what do you count?)

• Size, stage, age of group count (ratios vary a lot just like with
businesses).

• Restricted Giving - what’s most effective?

• Is the gift big enough to accomplish the goal?

• Social entrepreneurship - is it working?

• Fads: Micro-lending (not so effective?)

 _____________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Donor Confidence

=
Completed Gifts

Confidence = completed gifts and bequests.  If donor/clients have confidence in advice and in the nonprofit

groups, they complete bequests and other planned gifts.

Building Confidence:

A Donor’s Due Diligence Checklist and Resources:

• Rank your priorities. Zero in on what you are most passionate about. Make a list. Your philanthropic plan has to
start somewhere. What gifts have you made before that were fulfilling?

•  Do your homework on the issues and areas that interest you. Find out what the local, regional, national and
international groups are doing in these areas. Where are your interests?

• What are the obstacles that might get in the way of an organization’s success? Ask.  Does the organization
have the ability to move through setbacks and change?

• How does the organization quantify their work? How do they know what they do is working?

• What are their near term, long term goals?

• Does it have a reserve fund? In business this same fund might be called working capital. Do they have the
financial wherewithal to actually accomplish their work today and into the future?

• How will your gift be used?

Nuts and Bolts Questions for Nonprofits (Excerpt from Robin Hood was Right)

1. How long has the group been in existence?

2. What is its track record?

3. How does it evaluate its work?

4. Does it have a fundraising plan?

5. How, and from what sources does it raise its budget?

6. How is the group’s financial health?

7. Does it produce and monitor a budget each year?
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What Did Warren Buffett Do?

Bill or Melinda Gates must be actively
involved in the institution or else his
money will not keep flowing there.

•  Does the charity have the right people?

•  Who is managing the charity?

What Warren Buffet Got In Writing:

It’s Not Only the Money, It is WHO is Involved

In drafting his giving plan to donate billions to the Bill and Melinda
Gates Foundation, Mr. Buffett emphasized that he cares as much about
who is in charge of giving his money away as the causes that he
focuses on.

He insisted in his agreement to sign over his money to the foundation
that Bill or Melinda Gates must be actively involved in the institution or
else his money will not keep flowing there.

Does your favorite organization have the right people in place?

Do you tell your supporters about them?

Do you know who is managing your favorite charity?
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Tips on
Working with

Charitable
Organizations

- It’s a team (define roles and expectations early)

- Be clear about expectations (charitable groups vary widely in
expertise and interests)

- Gently advocate for your donor

- Don’t be afraid to give constructive feedback to the nonprofit
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Questions for Later

• What do your clients most value about
you?

• What have been your greatest
successes? Your clients’ successes?

• When you are at your best, what are
you doing?

______________________________________

______________________________________

______________________________________

______________________________________

______________________________________
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Thank You!

For more information:

Kevin Johnson

Retriever Development Counsel, LLC

www.RetrieverDevelopment.com

Kevin@RetrieverDevelopment.com

503 736 1102

Handouts:

- “Due Diligence” Fact Sheet

- Article

Resources:

Questions and Talking Points for Legal and Financial
Advisors. The Philanthropic Initiative (www.tpi.org)

“Best Practices: Asking the Philanthropic Question at:
(http://www.tpi.org/downloads/pdfs/article-
bst_practices_phil_qus.pdf)


