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Helpful hints for identifying planned giving 
prospects and turning “NO” into “YES”

Looking for Gifts in All the 
Right Places:
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A Planned Giving Myth
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Who makes planned gifts?

 Most people who make planned gifts 
are wealthy.
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Reality

The very wealthy tend to give more 
through outright lifetime gifts and less in 
deferred gifts at death.

 People who are concerned about 
personal and family needs tend to 
make the largest gifts at death.
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What stops people from making 
lifetime gifts?

Common Concerns (fears)

 Dying too soon

 Living too long

 Illness or other economic emergency

 Physical or mental disability
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The Case of the Sad Supporter

Sheila, a retired educator, tells you that she can’t 
make her usual annual gift this year because she 
depends on the assets remaining in her retirement 
account to generate income, and both the account 
itself and the amount of income she receives from it 
are declining.  

She feels badly that she can’t support her favorite 
charities any longer.

• How do you respond?
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Wall Street 
Journal/Money
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Another Planned Giving Myth
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 U.S. residents are making wills at an 
increasingly younger age (under 50).

 Once a nonprofit is included in a will, it is 
rarely dropped.

Emphasize communication with 
younger people about bequests because:
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Reality – Part 1

 People make wills at different ages.

 Most people make several wills 
during their lifetimes.

 Most people make their final 
(operative) wills within 5 years of their 
death.
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Reality – Part 2

 On average, 50% of wills with 
charitable bequests are completed 
within 4 years of death.

 According to Dr. Russell James, half of 
next-to-last wills contain NO charitable 
gifts.

 Bequests are often made by the 
second spouse to die.
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Reality – Part 3

 The longer the life expectancy 
the longer you have to wait for 
the gift.

 A lot can happen in 40 years.
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Who are the best planned gift 
prospects?

Pay attention to donor demographics

 Age

 Family status
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The age factor

 The average age of gift annuitants is 79.

 More than 80 percent are over 75.
(see http://www.acga-web.org/about-gift-annuities-top/gift-
annuity-best-practices)

 According to Dr. Russell James, 80 
percent of bequest donors are over age 75 
when they execute a will that includes a 
bequest. 
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Common Concerns (fears)

 Dying too soon

 Living too long

 Illness or other economic emergency

 Physical or mental disability

Review:
What stops people from making 
lifetime gifts?
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The category of a donor’s concerns 
usually correlates to age.
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What planned giving is about

 A way to make a gift and meet a personal 
need

 A gift that makes sense given the donor’s 
stage of life, wealth level and personal 
situation
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Beneficiary Designation Gifts 

• Retirement plans

• Life insurance products

• Pay on death (POD) accounts

Life Income Gifts 

The perfect toolkit
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What does “NO” sound like?

• “I’ve given enough.”

• “I’m not interested.”

• “I have other priorities.”

• “I can’t because…”
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When does “NO” mean “Help me 
give”?

• “I can’t because…”

• “I’d like to, but…”

• [“I have other priorities.”]

• “I wish it could be more…”
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Finding a hidden “YES”

• Ask questions

“Tell me more…”

• Practice recognizing “clues”

“I have a problem…”

• Offer a possibility:

“What if there were a way you 
could do both?”

10 (+) Clues That You’re Talking to 
a Planned Giving Prospect
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I’d like to give, but…
I wish it could be more, but…

1. “I just don’t have the money.”
“I need to conserve assets for my retirement.”

2. “I’m receiving so little interest on my savings, and I 
rely on that to live on.”

3. “I’m helping my children (or grandchildren) pay for 
their education.”
“I have to help a parent (financially).”

28

4. “My company is being bought out (or going public) 
and I’ll make a gift afterwards.”  

5. “I don’t want to deprive my children/grandchildren 
of an inheritance.”

6. “We are planning to move into a retirement 
community soon and will need the money from  
selling our home for those expenses.” 
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In the course of conversation a donor 
says…

7. “I am concerned about leaving too much to my 
heirs.” 

8. “I’m taking good care of my heirs. They will 
receive a lot of money from my retirement plan.”

9. “We no longer want to build a retirement home on 
the lot we purchased years ago.”  

10. “I want to do something for my sister, but I don’t 
want her husband to inherit my money if he 
survives her.”
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The Case of the Erring Heir

Ozzie and Harriet tell you they would love to leave 
a legacy to their favorite organization but cannot 
because they have to provide for their son, Wally, 
who seems unable to support himself.  

They are not comfortable giving Wally access to a 
large sum of money, and are investigating various 
ways of providing for him. So far they are not happy 
with any of the alternatives.

• How do you respond?
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The Case of the Dutiful Daughter

Ali tells you she is unable to make a gift because 
she is providing financial assistance to her parents.  

She adds that her parents are very uncomfortable 
about the situation. Ali is also worried about how they 
would manage if something happened to her.

• How do you respond?
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The Case of the Reluctant Landlord

Nina tells you that she is planning to leave the duplex 
she purchased about 50 years ago to your organization.  

She has been renting the duplex for a long time, and 
she confides that at age 81 she is very tired of tenants and 
plumbers and mowing the lawn herself. Nina would love to 
get rid of this headache, but is reluctant to sell because 
she does not want to pay capital gains tax on the very 
substantial appreciation.

She is also concerned about a reduction in the income 
she receives from rent.  

• What do you suggest?
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A word about stewardship

‼ Steward/cultivate long-term donors

• Lapsed donors

 Keep the Gifts You Get

• Record-keeping

• Legacy Societies

Summing up

Finding planned giving prospects:

 What or how much someone owns is not as 

important as how much they care about an 

organization or cause.

 Demographics affect the realization of 

planned gifts.

 Sometimes “NO” means “help me give.”
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Turning “NO” into “YES”:

 Ask questions

 Understand planned giving options and 

opportunities

 Offer ideas

 Don’t worry about the details!

Summing up
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