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PLANNED GIVING 101-301 May 12, 2023




* The Basics of a Planned Giving Program presented by Julie Weagraff, MNO, CFRE

Metrics, Goal Setting, Prospecting, and Relationships presented by Diane Strachan, CFRE

Nuts and Bolts of Planned Giving: Agreements, Policies, and Crediting/Receipting, presented by
Amanda Steyer, JD

Stewardship, Recognition, and the “Next Gift” presented by Karen Kannenberg, CFRE
10:30-10:45 AM Break

Panel Discussion “Putting it All Together” Case Studies and Discussion presented by

* Lia Jones, JD

* Michael Walczak, JD

e John Shelley, JD

Moderator: Stacey McKinley, JD
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* Define what planned giving is
* Explain why it is important to have a planned giving program

e Be familiar with the infrastructure you need to establish a planned
giving program

* Have the foundation to find planned giving prospects

~
0
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* The process of cultivating, designing, facilitating, and stewarding gifts
to charitable organizations
* Charitable gift planning:
* uses a variety of financial tools and techniques for giving
* requires the assistance of one or more qualified specialists
* utilizes tax incentives that encourage charitable giving when
appropriate
 covers the full spectrum of generosity by individuals and
institutions
* is based on powerful traditions of giving in the United States
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e Opportunity to contribute to the long-term health of an organization

* May provide additional income during a donor’s lifetime
* May be tied to a donor’s financial and estate planning needs
* Tax advantages (income, estate, capital gain)
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* Stabilizes the organization’s future

* Further cultivates the relationship between the organization and the
donor

e Opens up additional donor opportunities
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* Giving USA Data
e Total 2021 contributions: $S484.85 billion, +4% increase
* 67% from individuals, $326.87 billion, +4.9% increase
* 19% from foundations, $90.88 billion, +3.4% increase
* 9% from bequests, $46.01 billion, -7.3% decrease
* 4% from corporations, $21.08 billion, +23.8% increase

Source: Giving USA Foundation, Giving USA 2021
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Average ROI per $1 spent on fundraising activities

Events . $3.43
Direct mail . $3.66

$0 $20 $40 $60

Source: 2013 Research Study by AskRight



e Gift Acceptance Policy
 Bequest Policy

* Recognition Policy

* Policy to count and credit

planned gifts
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Case for Giving ] stoute T

of north east ohio

Marketing materials/firm Juliette Gordon
Low Society

Capacity to accept certain types of gifts

Advisors

Website

Donor database
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* Name the group
* Establish benefits/activities

 Establish recognition

* Make sure to include deceased members/fulfilled

commitments
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General Characteristics

e Older (Ages 45-60+)
* Single (never married, divorced, or widowed)

e Without children

* Often female
 Past history of involvement with the organization

* Have capacity (stock, real estate etc.)
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 Start with your Board of Trustees
* Volunteers

» Data base scan

* Review past annual reports

» Marketing plan (response pieces and surveys)
* Lapsed Donors
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People who make planned gifts are NOT planned giving donors
Planned Giving applies to only older people
Planned Giving prospects are usually wealthy

B W

You can uncover Planned Giving prospects simply by looking at your
leadership level of Annual Giving Program

5. Small donors at the $100 and $200 level are not Planned Giving
prospects

6. Planned Giving hurts Annual Giving
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* Current planned giving donors can help engage new planned giving
donors

* Find those individuals who will be champions for planned giving and
utilize them for special events

* Give testimonials about the impact of planned giving
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Julie Weagraff, MNO, CFRE
jweagraff@gsneo.org

330-983-0399

&

girl scouts
of north east ohio
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Metrics, Goal Setting, Prospecting and Relationships

Diane M. Strachan, CFRE
Cleveland Museum of Natural History

dstrachan@cmnh.org
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* Marketing-donors will self-identify through a consistent marketing program.

 Gift Planning Strategy:

* Development and Implementation-After ID either via MGO or marketing a strategy must be developed, how
to engage, respond and assist him/her in creating a thoughtful planned gift.

» Strategy development = meetings w/non-gift planning staff of development team, program officers of the
organization (curators, professors, deans, physicians, and the donor’s financial and legal advisors)

e Strategy implementation = face to face AND concept of “closed gifts”

* Stewardship
* Planned Giving is a long-term relationship proposition
* Donor creates a gift at age 69 and dies at age 89, that’s a 20-year relationship
* Average bequest donor writes final will within 5 years of death, changes could be made
* Gift planning staff will likely turnover during that 20-year period, on-going, consistent stewardship is critical
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Gift Planning
Pipeline/Timeline

* Typical length of time to finalize a planned gift: 36 months,
maybe even 48-60 months

* Donor’s mortality
* Long-term care costs
* Dividing assets, etc.

* Gift Planning Pipeline=
. 1. Identification

* Development and Implementation-After ID
either via MGO or marketing a strategy must
be developed for how to engage, respond
and assist him/her in creating a thoughtful
planned gift.

» Strategy development = meetings w/non-gift
planning staff of development team,
rogram officers of the organization
Fcurators, professors, deans, physicians, and
the donor’s financial and legal advisors.

» Strategy implementation = face to face AND
concept of “closed gifts”

e 2. Strategy Development Stage

» 3. Strategy Implementation Stage (Veritus Donor
Engagement Plan)

* 4. Stewardship




Major Gift Call — lasts about one hour (most major gift donors are still working)

Gift Planning Call — lasts 2.5-3 hours (most planned gift donors are elderly, retired,
and have nothing but time).

The numbers just don’t work-
* MGO 120 visits/year with four calls/day = 30 days
* PGO 120 visits/year with two calls/day = 60 days
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* Leading Indicators are data that can reasonably predict the amount of
successfully completed plans. Such as:
* Number of proposals delivered
* Number of visits scheduled
 Number of new prospects from marketing program

* Trailing Indicators are data that can accurately measure accomplishments after
that fact. Such as:
 Number of face-to-face visits
* Number of gifts completed
* Number of new legacy society members
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A Gift Planner’s Metrics

* Number of proposals delivered
* Number of visits scheduled
* Number of new prospects from marketing

program
* Number of face-to-face visits

* Number of gifts completed % . 4 ""\';,"'o",“o.,‘.‘._,;{-ﬂ,ﬁ‘;h, 3
« Number of new legacy society members P=Th P ¥ L Y
* Average size of realized bequests from Legacy z g "o r

Society members vs. those received from
unknown bequest donors




1. 100 substantive meetings

2. Secure 10-15 new legacy society members from marketing efforts and diligent portfolio
performance

3. Strengthen portfolio by adding a minimum of 15 new planned giving prospects
4. Secure $3,000,000 in campaign commitments with a stretch goal of $4,000,000

*Incorporate planned giving asks into the metrics of your major gift officers, at least two legacy
asks/year
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Goal Setting

e Goal Setting for what?
Overall program performance — timeline?

Marketing campaign? What do you want to get out of AR Y ‘IMMMP “
it, what is your ROI? | — ‘ "g”'é

* Program build-out?
Marketing firm/plan
Advisory Council
Documents
Policies
Procedures
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* Deep relationships are established in this work
* Knowing when to move on

* Knowing how much time to spend in stewardship after a donor’s final
commitment is made

 Sincerity, honesty, and integrity are imperative with donors, co-workers and
advisors/attorneys
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Diane M. Strachan, CFRE
(216) 231-2060
dstrachan@cmnh.org
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Nuts and Bolts of Planned Giving:
Policies, Agreements, Receipting, & Crediting

“ OOOOOOOOOOOO
B, Cheritable Gift Plan
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Gift Acceptance Policies
* Types of planned gifts offered

* Who can accept the gifts?

Disclosure statements

State regulation issues (gift annuities)

Will your charity serve as trustee?

Recognition Policies

* Types of recognition offered for different gift vehicles

* Terms and duration of recognition (flexibility for the future)

* Morality clause
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e CGP - National Association of Charitable Gift Planners
e CASE Guidelines

* The Council for Advancement and Support of Education (advancement profession)

* Many organizations rely on guidance from the CASE Reporting Standards and Management

Guidelines (CASE Guidelines) to ensure contributions are recorded with accuracy, completeness,
clarity, and transparency.

. Guidelines are used industry-wide for campaign reporting and benchmarking
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 Crediting is institution-specific and represents the way each organization
grants recognition to its donors. It is up to each institution to set its own
standards and requirements for documenting commitments.

* For example, some organizations require written confirmation of a
bequest provision while others rely solely on a donor’s verbal
commitment.
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Various Gift Instruments
* Going beyond a verbal declaration or cocktail napkin...

* Agreements documents the mutual understanding between a donor and the charity
in relation to the donor’s charitable contribution. (Payment schedule, gift
designation, funding restriction, recognition, charity reporting, etc.)

 Letter of Intent (various gifting sources, assets)
 Memorandum of Understanding (declare intent, agreement forthcoming)
* Estate Commitment Form

* Disclaimer: GP Office does not provide legal, financial, tax compliance or other
professional advice to donors. Donors should seek the assistance of personal legal
counsel or other professional advisors in matters relating to the legal, tax and estate
planning consequences of the proposed gift.
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Tax-Exempt vs. Tax-Deductible

* Nonprofit organizations are created by incorporation through a Secretary of State’s
Office, but are not automatically tax-exempt

* U.S. Congress determines persons or organizations entitled to tax exemption

* Internal Revenue Service (IRS) only recognizes tax-exempt status upon application
(Form 1023) and issuance of “Letter of Determination”

* Benefits of tax-exempt include exemption from federal income tax, FUTA (federal
unemployment taxes) and, in some states, property and sales taxes.

" L NORTHERN OHIO

.‘ Charitable Gift Planners



y

Tax-Exempt vs. Tax-Deductible (continued)
* There are more than 20 categories of tax-exempt organizations

* |IRC Section 501(c)(3) — Donations are tax-deductible

* Organizations that are organized and operated exclusively for religious, charitable, scientific,
testing for public safety, literary, educational or other specified purposes.

* |RC Section 501(c)(?) — Donations are not tax-deductible
* 501(c)(4) — Civic Leagues and Social Welfare Organizations. i.e., AARP, National Rifle Association
* 501(c)(5) — Labor, Agricultural, and Horticultural Organizations

* 501(c)(6) — Business Leagues. i.e., chambers of commerce
* 501(c)(7) — Social and Recreational Club
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Internal Revenue Service Publications
e Publication 526 — Charitable Contributions

ePublication 561 — Determining the Value

of Donated Property

e Publication 1771 — Substantiation & Disclosure
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Department
of the
Treasury
Internal
Revenue
Service

Publication 526
Cat. No. 15050A

Charitable

Contributions

For use in preparing

2022 Returns

—)

Contents
WhatE New ....oounnnnninnnnan 1
RoMiNAOI® . .....oovovniiininiii 1
Introduaetion:: . ci e e e e e s S e SR S T Se S 6 2
Organizations That Qualify To

Receive Deductible

Contributions . . . ........... 2
Contributions You Can Deduct . ... .. 3
Contributions You Can't Deduct . . . . .. [}
Contributions of Property . . . ....... 7
WhenToDeduct . .. ........... 13
Limits on Deductions . . ......... 14
Substantiation Requirements . . . . . . 18
HoW TORSPOIL. | .o cucucvvrumrmmnnn 21
HowToGetTaxHelp ........... 22
DI i i £ S S S S R S SR SR SR 25

Future Developments

For the latest i about
related to Pub. 526 (such as legislation enacted
after we release it), go to /RS.qov/Pub526.

What's New
C for
The y ion for cash

contributions for taxpayers who do not itemize
their tax returns has expired and is no longer
available.

Sixty-percent limit on certain contributions.
The 100% carryover limit available in 2021 for
certain qualified cash contributions made in
2020 no longer applies for carryovers of those
contributions to 2022 or later years. Carryover
amounts from contributions made in 2020 or
2021 are subject to a 60% limitation if you de-
duct those amounts for 2022 or later years.
Fifteen-percent limit on food inventory. The
25% deductibility limit on food inventory has
ended. Beginning in 2022, the deductibility for

food inventory is 15%. See Food Inventory,
later.

Reminders




Which Planned Gifts Get Receipts?

e Immediate transfer of assets
* Alphabet soup: CGAs, CRTs, CLTs, RLEs
 Reminder: 5-year carry over

e Realized bequests from estates
* Watch automated generated receipts
for appropriate language to the estate/trust
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John D. Rockefeller
9500 Euclid Avenue
Cleveland, OH 44195

Dear Mr. Rockefeller,
On behalf of The Cleveland Clinic Foundation, | thank you for your very generous gift on May
11, 2023 of 150 shares of Apple stock. The proceeds from your gift will be used for heart

disease research.

Our interpretation of the amount available to you as a charitable contribution for federal income
tax purposes is $22,518.50. This amount represents the difference between the value of the
property described above and the value, calculated in accordance with IRS valuation tables, of
the annuity payable under your gift annuity contract ($27,481.50).

No other goods or services were provided in exchange for this contribution. Please consult with
your tax advisor before claiming a charitable deduction for your gift. Full details regarding your
gift appear on the enclosed gift summary sheet.

We could not be more grateful to you for your outstanding generosity to Cleveland Clinic.

Sincerely,

Amanda M. Steyer
Executive Director

Enclosure
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Which Planned Gifts Get Receipts?

Change of ownership on non-cash assets

* Real Estate, Artwork, Life Insurance, Vehicles

Substantiation for non-cash assets depends on
the value of deduction:

1. Less than $250 (receipt)

2. At least $250 but not more than S500 (ack)

3. Over $500 but not more than $5,000 (IRS Form 8283)

4. Over $5,000 (qualified written appraisal)
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¢ s there & restriction limiting the donsted property for a particular use? . . . . . . . . . . . . . .

Taxpayer (Donor) Statement—List each item included in Section B, Part | above that the appraisal identifies
as having a value of $500 or lass. Sea instructions.

| declare that the following tem(s) included in Section B, Part | above has to the best of my knowledge and belief an appraised valus

of not more than 500 {per item). Enter identifying letter from Section B, Part | and describe the specific item. Sea instructions.

Signature of
Laxpayer (donar Date
[ZXX Oeclaration of Appraiser

| geclane that | am not the danor, tha donee, 3 fio the transaction in which the: donor acquinesd the
mwuymmurﬂmmwdm@

appraisas during my tax year for other persons.

Miso, | declare that | perform appraisals on a regular basis; and that because of my qualfications as desorbed in the appraisal, | am gualified ta rrnlilapwmﬂh-:fhnw
urprnpﬂ'fybngm.udl certity that the appraisal fees were not based an a percentage of the appraissd property value. Furthermore, | understand that a false or
traisdulent cverstatement of hwﬂurudﬂ:rbldlnhqdﬁudamﬂcrh&hﬂﬂlmmwwmmhpmumnrmﬁ:"ml:“a.ﬂmgmd
abetting the understatement of tax kability). | understand that my appraisal will be usad in connection with 2 rebum ar ciaim for refund. | also understand that, if thene is a
sunstankial or gross waluation misstabenent of the vale of the property olimed on the retum or claim far refund that is based on my appraisal, | may be subjsct b a penalty
under section BS344 of the Internal Revenue Code, as well as other applcable penalties. | affirm that | have nat been at ary tme in the three-year period ending an the date
of the appraisal bamed from presenting evidence or testimony before the Department of the Treasury or the inemal Revense Service pursuant to 31 UWS.C. 330(c).

Sign | s oeaiser signature Date
Here [ anocsiser name | Tine
Business address (indluding roorm or suite na.)

property, empkayed by, of relabed to any of the foregoing persons, ar
parsons. fnd, if reguiary used by the donor, donee, or party o the transaction, | periomed the majornty of my

Idertifying numbees

City or town, state, and ZIP code

Donee Acknowledgment
This charitable organization acknowledges that it is a qualified organizetion under section 170(c) and that it received the donated property
as described in Section B, Part |, above on the following date

Furthermare, this organization affims that in the event it sells, exchanges, or otherwise disposes of the property descnbed in Section
B, Part | {or any portion thereof) within 3 years after the date of receipt, it will file Form 8282, Donee Information Retum, with the IRS
and give the donar a copy of that form. This acknowledgment does not represent agreement with the claimed fair market value.

Does the organization intend to use the property foran unmelated wse? . . . . . . . . . . L L. L L . [¥es [INo
Masrie of eharitable argasnization jdenes)

Address |rurbear, stresl, and (oom o Suile no) City o town, state, and ZIP code

Authorized signature Tithe Date

Farm B283 Rev. 11-2003)



Which Planned Gifts DON’T Get Receipts?

e Testamentary commitments

* |IRA Rollovers/QCDs (tricky to identify)

e Distributions from DAFs
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 Turn down an invitation
« Walit for them to come to you SAFIFRE'ITY

 Try to be a Lone Ranger Fundraiser

« Wait for a rainy day to spend $$ WAL K

* Give up too early

* **Forget to show appreciation % DON'T RU N y
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Amanda (Mandy) Steyer, Esq.
Cleveland Clinic Gift Planning
steyera@ccf.org

216-444-5021
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Stewardship, Recognition, and the “Next Gift”

Karen Kannenberg, CFRE
Cleveland Metroparks

kik@clevelandmetroparks.com
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e Recognition and stewardship most effective when planned and
executed together

* Connect to organizational stewardship
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e Realized Planned Gifts

* Non-Realized Planned Gifts/Commitments
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* Recognition
1. Follow donor’s wishes as documented

2. Use organizational guidelines combined with donor intent as documented
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* Recognition

3. Determine the best course of action following organizational guidelines
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e Stewardship
e Submit legal forms and documents promptly
* Contact family/executor
* Thank the attorney

* Provide updates as appropriate
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* Recognition
1. Define name for planned gift donors

2. Who do you include as planned gift donor?
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* Recognition

3. Acknowledgement at time of commitment and in the future

* Phone call, letter(s)
e Special gift?
e Listing online or in publications?
* Onsite recognition
* Irrevocable gift
e Revocable gift
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e Stewardship
* Do not assume donor will not change their mind
* Engagement events

* Check-in/updates
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When in doubt — follow the ‘Golden Rule!’
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