Initiating & Reacting to
Planned Giving Situations
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What you might say and definitely should
not say when the opportunity arises.




Power of Planned Giving

What is Planned
Giving?

. of Donor’s

* Business Goals

* Financial Goals

* Estate Planning Goals
* Charitable Goals

* Creates an opportunity for
giving when otherwise not
possible.

* Bridges the gap between
inspiration & application




Power of Planned Giving

Ask for gifts from Wealth

Giftsto a Average person’s
Donors Give Nonprofit Wealth
More When

They Feel
Wealthy

Tax Burdened

Assets

» Capital Gains

» Depreciation
Recapture

» Income Tax

» Estate Tax

» Net Investment
Income Tax

~ IRD Tax (Income in

Respect to Decedent)

* Most People
Feel Cash Poor
and Asset Rich *

Why ask for cash gifts when most donors feel cash poor?



Who is the Right Major Gift Donor?

= While shortcuts exist, they often don’t yield the best results. Effective
conversations (with engaging questions), yield information.

= Many focus on net-worth or giving capacity, but that’s not the most telling factor
" The most important trait: PROPENSITY!

- Would rather have someone with a propensity to give than someone who has the ability to do so

- If you can find both a propensity & an ability to give, so much the better!

= Research can reveal someone’s financial capacity to give, but only conversations
uncover a donor’s true intent to support your organization


Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


Effective Pre-Visit Planning Elements

CUETLCRLTCI NI “To what degree or at what stage of interest is prospect?”

e Tarnside Score and Donor Motivation/Type
e Donor’s Concept: “What is it they wish to fix, accomplish, and or avoid?”
e Who are their “Gifting Influences” and their Most Trusted Advisor?

TRIRVERIGTERIRCNE® “What do we both expect from this meeting?”

e My individual Trust Equation score (read The Trusted Advisor™)
e Valid Business Reason: succinct enough that | could leave it as a voice message

¢ Best Action Commitment?

S EINOUISS o1 N “\\/hat questions will help move us forward or save me time and effort?”

e Confirmation, New Information, Attitudinal, or Basic Issues (read Conceptual Selling™)
e My personal favorite conversational model


Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


The Tarnside Curve of Involvement: Measuring Propensity to Give
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Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


Power of Planned Giving

3 Types of Donors

HABITUAL

e 70% give out of habit

EMOTIONAL

Emo e 23% give based on
Strategic emOtion

W Habitual

STRATEGIC

e 7% are strategic
donors




CONCEPT: What does my prospect want to...”

e

Fix? Accomplish? Avoid?


Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


Power of Planned Giving

The E.L.F.E.C. Conversation Model: Major Gift

VBR: “As | mentioned on the phone the other day, | wanted to revisit our
last conversation about ways you might help us get the XYZ Project

underway next year, and of course, hear your thoughts or ideas along
those lines. Sound good?”

“Actually, you'd be surprised how few advisors know you can do that. Even
our dean of the business school didn’'t know...
5. Commit: Can | arrange an exploratory conversation in the coming

week before you next chat with your advisors, just to hear some options you
might then share with them?”


Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


Power of Planned Giving

The E.L.F.E.C. Conversation Model: Estate

y I—
Commit
I Envision

y
y I—
y Frame
I Listen
I Engage

5. Commit: “I'd like to suggest having an exploratory conversation along
those lines with myself and one of my colleagues, because | know enough to
be dangerous, to see how this can be done. Would that be agreeable if |
circled back with you later next week”?”

“Well, we already have a great estate attorney.”


Presenter Notes
Presentation Notes
For decades, many American fundraising shops have run under the Donor Pyramid model.  This is what I’d call an effective, but not optimal paradigm of fundraising.  In her groundbreaking book “Donor Cultivation & the Donor Lifecycle Map”, author Rebecca Polivy shares what I will agree is a superior modeling for how a fundraising operation should work, as you can see on the right.  Now for many, these two graphics look like just 2 different ways to say the same thing.  Seemingly, each has a process that leads to some great gift in the end, but do they both actually work?  (Explain how the Pyramid works)

The idea with the pyramid model is that we have the smallest gifts represented at the bottom, and the largest-sized gifts at the tippy top.  The theory is that as we ascend the pyramid, fewer and fewer donors appear at each level. [NEXT]


“I (love the place so much that |) have
included you in my will.”

You know what? I'm
hungry. Let’s get

Celia, |

love you something to eat.



Presenter Notes
Presentation Notes
You might title this slide, “Ignoring the Statement”


B Other ways to confound a donor:

» “Just how do you figure that?”

» “That’s great! Mind if | post what you
said on Facebook?”

» “Would you please say that in writing
so | have some tangible proof?”

» “Sounds like you should meet with a
mental health professional, George. |
know a good one you could talk to.”

» “How much money do you make
again?”

“Do you know for what purpose?”

“That’s great! Would you like to be in our
legacy society?”

“Have you documented it with us yet?”

“Can | arrange a visit with our PG team?
They’re tops in helping you plan your will?”

“How much is the gift?”



Slam Dunk!

* “Wow, Regina, you just made my day telling
me that!

* I'm so pleased and excited to learn you hold
our work in such regard as to effectively make
us one of your heirs!

* Please, as | don’t get to meet enough people
like you, tell me how that came about? Was
it your decision before you went to your
attorney to do so, or their idea?

* Did you know that less than 11% of people
with a will have done what you and George
have done and for people like you with
children, the numbers plummet to less than
2%. This is so special to hear!”




Exploratory
Conversation

Questions to ask at
that future meeting,
after they’'ve agreed to
“explore” possibilities
with you.



Presenter Notes
Presentation Notes
We may perhaps have time to dig into the 7 stages of planned giving I developed, but I do want to pause for now and hone on rapport building questions, what I describe as “Stage 3” of the 7 stages.  


[NEXT]


Family & Priorities

Goal: What matters?

e “Who are the people in your life who
have influenced you to make you the
person you are today?”

e “What charitable organizations or
causes do you support that reflect
those values?”




The “Smile/Frown”
Question

Goal: Gauge their philanthropic
identity and motivation

e “Thinking back over the last decade or
so, what particular charitable gift has
given you the most satisfaction?”

e “ ..the least, such that it was
disappointing?”



The “What’s Right”
Question

Goal: Establish a foundation of what
works and shouldn’t change.

e “What gives you the most satisfaction about
your existing plan (or the estate gifts you've
already planned to charities)?”

e “What makes it ‘right’ or ‘good’ for you?”



The “Snow Tire” Question

Goal: Expose a Gap in paradigm about purpose
of an estate plan and/or existing planned gift.

“Tell me, what excites you the most...”
 “about your existing estate plan’s outcomes?”

 “about those charitable bequests you’ve already
planned; say, to the YMCA for instance?”



The “Missing Piece”
Question

Goal: Widen the exposed gap to identify
what differentiates a good from an ideal
plan.

e “Tell me, how was the topic of giving
philanthropically as opposed to giving charitably
discussed when you visited with your attorney — or

was it?
e “Was it a Driving factor, or more of a Day-Two
topic?”



The “Jimmy Stewart”
Question

Goal: Envision “Amazing”

“Imagine, like from that famous Christmas movie
It’s a Wonderful Life, that we were in an
alternative universe. You had no children or
other extended family, so your only option was
to plan an estate to entirely benefit others
philanthropically. If all you had... what would
you want to see fixed, changed, enhanced,
preserved, cured, etc.?”




The “Focusing” Question

Goal: Gain a Commitment to integrate
you/us next time.

“If a way could be found to (per #6 & 7), without
compromising a penny for your heirs, would you
agree to meet with me before you next revisit your
estate plans?”



Putting It
Together

“You and your colleague Dave have
been focusing the last six months
“Tarnsiding” Bob & Mary. You know
Bob plans to sell his company soon
and Dave, perhaps prematurely, has
suggested a charitable trust. What
should you do/ask?




Next Steps with Bob and Mary Smith

Internal: Pre-Planning Possible Questions

* Review with Dave what their * “If you sold the company
“Concept” for selling the without having to pay taxes...
business might be (and why he how would you divide the
suggested a solution so soon). profits?”

e Guage their propensity (Tarnside < “If a way could be found to sell
Rating) and capacity. the company effectively tax-free

* Review your trust/credibility and do those things, would you

with them — Joint Venture? be interested in learning how?"



Bob and Mary’s Answer: Scenario “A”

We'd divide things as follows: Charitable Solution
* 65% invest for retirement Unitrust and Sale Tt e e
-
* 10% we’d give to the kids Cash Received
] ] (" Property ) > $3,406,263
* 10% give to charity vawe  $10,000,000 \
s $800,000
* 15% spend on ourselves (oo $9.200,000) B> | 5o Unitrust
$6,593,737 >
U of MISS
Two Lives $8,152,271
\ 4

Income

$329,687

Tax Deduction

Remainder to Charity



Bob and Mary’s Answer: Scenario “B”

We'd divide things as follows: Charitable Solution
® 30% We’d gift to family Glft/Sale Of ASSEt Prepared For Bob and Mary Smith

4 )

* 40% we’d spend on ourselves
Sale Portion
* Long trip around the world ™ property §6.282.260 Benefit to Donor

[ N eW h O m e i n F I O r‘i d a Value $10,000.,000 b \_ ) Cash Sale $6,282,260
/f 't ok $8001000 Tax on Gain $1?3T5.,564
w/turniture |~LGain $9?200-’00{5 [ Taxessaved  $1.375.564
U of MISS
Y " H etto Donor 50,282,260
* 30% we’d give to charity 5 77D SRS W,
Bypass Part of Gain Gain on Sale Cash Plus Net Taxes

Income Tax Deduction Offset by Gift



Running the Bases with
Legacy Soclety Donors

Marc C. Littlecott, CAP®, CGPP

University of Mississippi Development



Presenter Notes
Presentation Notes
[20 MIN Lecture; 20 MIN Breakouts; 10 MIN Wrap-Up]

What should we be spending most of our time doing as PGO’s, especially during this pandemic?  Having a hard time landing conversations with new prospects these days?  I sure am!

Whether you’re new in your position, or been there a long time, it might pay to dedicate a lot more effort than you’re used to or thought of to pursuing planned gifts from existing PG donors.  Why? Odds are, most of the people in the legacy society did not utilize you or your predecessors at the optimum level when they last updated their estate plan.  Indeed, most probably didn’t utilize your office whatsoever in their planning.
 
Ask any experienced gift planner and they’ll tell you planned gifts that are actually “planned” with the input, if not facilitation of a PGO, are much more likely to stay, if not grow, through all the future iterations of an estate plan. 
 
Starting with the legacy society membership, a PGO can both learn about how people planned their gifts as well as perhaps position themselves as a go-to resource when they next update their plans, something everyone should do periodically anyway.  In our shop, we call this conversation with our legacy donors “Running the Bases” [NEXT]


Why Concentrate on Your
Legacy Society Donors?

* Until they reach “philanthropic maturity”, they should be treated
as PG Prospects

* [t’s harder to find new prospects than to grow the size/scope of
PG’s from prior ones

* Neglecting cultivation of “logged” or “documented” PG Donors
risks unwinding all previous efforts

* “Normative” estate, planned-gifts are the most likely to be revoked
> ¢ Just good to know how/why the bequest was made
y” * Position PGO as key resource in the next will revision



Presenter Notes
Presentation Notes
What do you know about the bulk of the donors in your legacy society?  Unless you’ve been in your position for a double-digit number of years, its doubtful you know much about even half of the group.  Why did they make your charity an heir of their estate?  Did they REALLY indeed make you an heir, or are you a contingent beneficiary if only an extreme tragedy befalls all the other heirs first?

Considering the average person revises their will 9 times before they die, does the donor desire to communicate with you about their plans before they next do so themselves?  Don’t you think that would be important?  




Setting-Up the Visit — The Batter’s Box

“Hi Bob, this is Dave Kern with the hospital
foundation. I'm just starting here and my
supervisor suggested that before | begin
engaging potential donors about making an
estate gift, | should talk to folks like you and
Joyce to learn how their own plans came
together. This would help me get a better feel
for this kind of work and hopefully make me
more successful raising funds to sustain the
cause. I'd like to meet with you...”



Presenter Notes
Presentation Notes
So, let’s see about getting things started, using a mythical character named Dave, who’s a new PGO with a hospital foundation.  We won’t do this in our role play in a few minutes, but its important to cover here before we get into the gist of the actual donor interview.  For the workshop, we’ll just assume a successful call occurred.  

	[Read the script]

Dave is asking for a discovery conversation.  He likely will introduce Bob & Joyce to a new level of thinking when it comes to their own estate gift and estate plan. This might lead to the couple wanting to explore gift planning at a much deeper level (with Dave) than they ever imagined.  At worst, Dave will at least learn more about their donor motivations.  

Please keep in mind the reason for the baseball analogy is that each conversation marker builds upon the previous one.  If things stall or aren’t progressing, in other words you’re not connecting, don’t push things. The PGO doesn’t want to get thrown-out, so to speak.
[NEXT]



First Base

* D: “Was philanthropy a driving

factor in the planning, or day-
5 two subject?”

Driving

Factor?



Presenter Notes
Presentation Notes
Getting on Base
When they get together, Dave might reiterate the point of the meeting as wanting to explore how the couple’s plans came together, most especially the charitable element.  Dave might congratulate them for what they’ve already done when he opens saying, “You know, according to a recent study (by Dr. Russell James), less than 11% of people with a will actually make a non-contingent (Dave may need to explain what that means) estate gift to a charity, and for people like the two of you who have children, it’s less than 2%!  That’s why I’d like to chat with you about how that all came together, to help me learn so that I can be a better fundraiser for the foundation, so I thank you for taking the time to help me today.”

Bob and Joyce know this won’t be a fundraising pitch, so they can relax and enjoy sharing their story to help the new person be successful for the cause they so admire.  To get rolling towards first base, Dave might ask them, “Could you tell me a little bit about your decision to make the hospital a beneficiary of your plans?” As they begin to tell him, and Dave begins to explore their answers with them, he’s purposeful in asking the First Base Question: “ Tell me, was philanthropy a driving, primary factor in your estate conversation with your advisor(s), or was it more of a day-two, secondary topic after the family needs were first addressed?”

In perhaps 90% of cases, we already know the answer to that question.  For most people, the idea that philanthropy could be a driving factor in an estate plan will be an unusual concept.  In a good way, the First Base Question begins to sow a little doubt as to whether their very good estate plan may actually be an optimal estate plan, a doubt which will begin to expand as Dave runs the bases.  Likely they’ll give a benign answer like, “Well, we thought it important to make one final gift to our favorite charities as we exit this world,” but that’s not what Dave was asking.



Rounding Second, Headed to Third...

°D:

* E: “What excites you the most about

those/that planned gift you just
mentioned?



Presenter Notes
Presentation Notes
As Dave gazes at second base in his questioning, he might ask them to tell about the other charities they’re also supporting in their plans, seeking to discern if these estate gifts have a purpose to them, or if they are as they usually tend to be, unrestricted bequests.  The clincher to this line of questions is when Dave asks the Second Base Question: “Tell me, what excites you the most about each of those gifts you just described, for instance, the one you mentioned to your church?”  Likely, another benign answer will result, such as “Well, we’re glad to help X, Y, and Z, as we think it’s the right thing to do.”
 
The concept that an estate plan, if not estate gift, might be “exciting” is not a normal one for most folks, but shouldn’t it be?  If the conversation is going well, Dave might further ask “Joyce/Bob, I’m just curious, because I wonder about this a lot when I read over old wills, were the purposes for these charitable gifts determined before or after you first talked to each charity?”  I caution using this question in every case, because it can backfire or cause an uncomfortable moment.  It’s kind of like stealing a base in baseball - a runner should do so judiciously.

As is sadly, but normally the case, most people plan an estate gift with little to no thought about whether the value or asset will ultimately achieve a purposeful outcome.  It is indeed because so few estate gifts are designed with input from the intended charities, being mere percentages or amounts, that these gifts don’t “excite” the donors.  When you think about it, it is amazing how someone will talk to a charity extensively about setting up a major gift of $25,000 while they’re alive, yet when they gift perhaps ten times as much through their estate, there is little or no communication between donor and charity! [NEXT]



Third Base

* D: “Was philanthropy a driving

factor in the planning, or day-
two subject?”

* E: “What excites you the most about
those/that planned gift you just

Driving

Factor? mentioned?

* A: “Does your plan prioritize gifting from
& taxable (bad) assets to the various
charities?”


Presenter Notes
Presentation Notes
By the time Dave is reaching his Third Base Question, the couple is possibly wondering if they thoroughly explored the charitable component of their estate plans as well as they did the family side of things.  Dave then says, “We’re certainly seeing more people take advantage of tax laws by giving ‘Bad Assets’ as we call them in our industry – meaning taxable assets like most IRA’s, savings bonds, and annuities – to charities.  Is that what you’ve done with your planned gifts?”
 
For most, this is probably the case, but I’m still surprised how often I hear that no thought or discussion about “what” to give to charity occurred, beyond a mere percentage. This can result in a side discussion about why charitable giving should start with “bad” assets, since charities are not taxed on them, which can increase the PGO’s credibility with the donors. These days, this question often sparks a productive dialogue about the new Secure Act and its impact on IRA inheritance planning. 

A year and half ago I was visiting with a retired Mayo Clinic doctor who had us in his will for $50,000 – a nice gift, but not something that was going to alter the gist of the $5m estate going to his two daughters.  When I hit the third base question, it got us talking about gifting from his IRA to charity while he’s still alive.  He knew about the law, but had calculated that it wouldn’t matter if he gave cash to charity (this was before the CARES Act, btw) if he could deduct the gifts, which he and his wife did.  I then introduced the idea of saving taxes on Soc. Sec. and Medicare and it was like a switch got flipped.  Suddenly, this guy from a charity told this brilliant, somewhat smug fellow something he had casually overlooked, and which was costing him thousands!  From that point on, I was IN.  Two weeks ago, we closed the documentation on an estate revision that looks like this… [NEXT]
[NEXT]


* D: “Was philanthropy a driving

factor in the planning, or day-two
subject?”

* E: “What excites you the most

about those/that planned gift you
just mentioned?

Driving
ractor? * A: “Does your plan prioritize
gifting from taxable (bad) assets to

the various charities?”

* |: “Before you revise your will

again or get too far down the road...
might we first link-up...”?



Presenter Notes
Presentation Notes
As he rounds third and sprints towards home plate, Dave asks “I’m curious to learn, when you were deciding how to structure these charitable gifts, did you elect to go with a (mere) percentage/amount, or are you doing one of those nifty ‘Give-it-Twice’ arrangements that so many people are doing these days so the charitable gifts don’t compete with the family ones, particularly with the ‘Bad Assets’?” Now I have to admit, our recent Secure Act conversations generally take care of this question itself, but I usually purpose to ask it in some way if I’m dealing with a person or couple with children.  
 
Almost all donors will say they picked a percentage. In any event, they’re almost sure to ask Dave “What is this ‘give-it-twice’ arrangement you just mentioned?” This is when Dave knows he’s got their attention about possibly using him as a resource next time they do their planning.

So, what is the "D.E.A.L" we want to reach?  Yes, a follow-up, exploratory conversation about the role you might play in the next revision of their will.  It may happen soon, it more likely may be a seed to nurture and water over the comings mos. and years to harvest later.

Keep a few tips in mind: 
1. Bases do not change 
2. What you do between bases is according to your style and favorite questions (even in the upcoming exercise, if you’re very experienced and have a different question or two, please insert it so your partner can see a different style.)
3. Channel your inner Detective Columbo – BE Sincerely CURIOUS
4. And if you’re sincerely curious, you’ll avoid the POSITIONAL conversation and hopefully have the TRANSFORMATIVE one, the one that connects at a sincere and genuine level

So now we’re going to go into our two-person exercises. You’ve somehow been partnered with someone, though if we have an odd number, there may be 3 people in your breakout group.  What I’d like you to do is to have the more experienced person play the role of the donor, while the less experienced play the role of gift planner.  If it’s a tie, flip a coin or something.  For the sake of time, skip most of the usual small talk we would normally engage in and just start with the questions.

There are four scenarios to pick from.  Pick one from the list and go to town.  If you don’t get all the way around the bases in that short amount of time, that’s okay.  We’ll reconvene in 15 minutes.
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