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The Opportunity



Why Are Conversations So 
Important?

! Your foundation has the opportunity to put 
permanent resources in place that change the 
face of the community for generations

! You must have a vision
! You must engage the community in that vision



The Opportunity
! Increase funds for the community - a growing 

community endowment
! Higher level of interest in and discussion of 

charitable solutions
! Engagement of the community - and donor 

assets
! Increasing number of gifts to other charities 

directly and through the foundation
! Increasing stability of charitable community 

and charitable services



Understanding the Donor’s 
Environment



The Economy Has Surprised 
Investors

Date 
High

High 9/19/14 Change

Dow 
Jones

10/9/07 14,164 17,279.74 22.00%

S&P 10/9/07 1,565 2,010.40 28.46%

NASDAQ 3/10/00 5,049 4,579.79 -9.29%



Historical Prime Rate, Quarterly
March June September December

2000 8.75 9.5 9.5 9.5

2001 8.5 7 6.5 5

2002 4.75 4.75 4.75 4.25

2003 4.25 4.25 4 4

2004 4 4 4.5 5

2005 5.5 6 6.5 7

2006 7.5 8 8.25 8.25

2007 8.25 8.25 8.25 7.5

2008 6 5 5 4

2009 3.25 3.25 3.25 3.25

2010 3.25 3.25 3.25 3.25



Personal Circumstances
! The Madoff Chill:
◦ Numerous reports of investment manager 

misfeasance and malfeasance have affected both 
charities and individuals.
◦ Madoff ran off with $50 billion
◦ Statements were manufactured
◦ Sophisticated people were caught in the web



Personal Circumstances
! Retirement Needs
◦ An increasing number of people are retiring - 

making them dependent on their current assets.
● Millions ready for retirement
● Uncertain about the future
◦ Millions are unemployed or underemployed



! What this means to donors:
◦ We’re about to experience a wave of retirements – 

those in retirement are especially hard hit.
◦ Donors do not know what’s next – and are holding 

onto cash.
◦ The country is officially in (or out?) of recession – 

unemployment, business losses, and real estate 
markets are creating a negative impact.
◦ The federal debt is at an historical high.

Personal Circumstances



High Net Worth Study - 
Why Give?
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Other Factors Impacting Their 
Ability to Give
! The need to take care of parents
! Children in private college prep school, 

college, or graduate school
! Loss of job - or family member experiences 

loss of job
! Active involvement with another charity - or 

capital campaign for another charity
! Digging out from financial crisis
! Medical crisis
! Similar personal factors



! Common barriers to charitable planning:
◦ Assumption One:  The individual wants to leave his 

or her entire estate to family.
!
◦ Assumption Two:  The individual is driven by tax 

avoidance.
!
◦ Assumption Three:  The individual has fully thought 

through the issues that impact estate planning.

A Perspective on the Planning 
Process



! A checklist for goal setting
◦ Providing for spouse
◦ Provide for children, grandchildren
◦ Parents and grandparents
◦ Extended family
◦ Special educational, rehabilitation, medical, or 

remedial issues
◦ Creating a way to control after death
◦ Establishing family and philanthropic values
◦ Support charitable organizations important during 

life
◦ Provide for the government?

A Perspective on the Planning 
Process



The Age Perspective
Age Goals

25-40 Generate enough income to survive!

40-55 Build assets - long-term investment 
horizon

55-65 Position for retirement - shorten 
horizon

65+ Income!



The Internal Essentials



The Role of he Foundation in 
Maximizing the Donor’s 
Philanthropy
! Before you can begin a conversation with a 

donor, you must clearly understand how the 
foundation adds value.

! Why should a donor use a community 
foundation?

! How can the foundation be distinguished from 
other entities?

! Why not make gifts directly to the charities the 
donor supports?



The Role of the Foundation in 
maximizing the Donor’s 
Philanthropy
! Every member of the foundation family must 

understand the foundation’s unique features:
! Community knowledge to enhance the 

donor’s giving
! Flexibility in gift structure to reflect the 

donor’s goals
! Oversight and accountability to ensure the 

donor’s intent is honored
! Ability to adopt to a changing environment to 

ensure ongoing gift impact



It’s About Educating and 
Engaging the Donor
! Donors do not give because you give them the 

“opportunity” - there are roughly 1.5 million 
charities that offer the same opportunity

! Donors give for impact
! Donors give because they have a passion
! Donors tend to give where they are connected



It’s About Educating and 
Engaging the Donor
! Show the community how the foundation 

makes decisions
! Example:  CFGB Giving together
! Leveraged foundation’s grant making
! Built stronger relationships with its donors
! Opened the door to future conversations and 

investment
! Created a partnership with the foundation



Have a Vision for the 
Community
! The foundation must have a vision for the 

future that defines the foundation’s role
! What are the key community issues (crime, 

economic development, early childhood 
education…)?

! How are those issues positioned with donors 
and the community?

! What are the solutions to these issues?
! Who do they involve?
! How can the donor get involved?



The Role of Endowment and 
Estate Gifts
! “Endowment” or “permanent funds” are the hot 

terms for foundations
! The case for donor support should be urgent, 

compelling, and pull the donor into the 
solution.

! Consider the statement by Ray Lyman Wilbur, 
President of Stanford University at the outset 
of Stanford’s 1922 Campaign.



The Role of Endowment and 
Estate Gifts
! “Stanford University is making a new decision 

which will determine its future for all time.  
The University has reached the limit made 
possible by the Stanford fortune.  If it is to go 
forward and upward it can only do so through 
the support of every member of the Stanford 
family and of the public in general. Stanford 
now takes its place among the great national 
universities of this country....”
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More Difficult for Community 
Foundations
! The community foundation offers a permanent 

philanthropic platform with professional 
management and ongoing oversight

! The community foundation expands the 
capacity of your philanthropic investment

! The foundation can continue to provide 
guidance to your children, grandchildren, and 
generations beyond



Conversations with 
Donors: To Whom Do 

You Talk?



The Importance of the 
Knowledge Base (Data Base)
! Without good data, you will never be able to 

prospect, track, or steward donors
! Key data:
◦ Do they have a fund?  When was it established?  How 

do they interact with the foundation?
◦ Do other family members have a fund?
◦ Have they been involved in community initiatives?
◦ What type of stewardship do they receive?
◦ Have they attended any of the foundation’s events?
◦ Are they actively involved in charities funded by the 

foundation?
◦ Have they served on your board?  Committees?



The Importance of the 
Knowledge Base (Data Base)
! Other Key data:
◦ Do they have a fund?  When was it established?  How 

do they interact with the foundation?
◦ Do other family members have a fund?
◦ Have they been involved in community initiatives?

Personal information (including date of birth) and 
family connections
◦ Contact information (including e-mail)
◦ Volunteer and board information
◦ Giving information
◦ Membership information
◦ Events attendance



The Role of Engagement
! Donors give where they are involved
! Opportunities for engagement:
! Board or committee service
! Professional advisory council
! Spokesperson for giving in the newsletter
! Participant in survey
! Speaker on specific topic (where they are 

connected in the field)
! On the board of organizations tied to the 

foundation



The Role of Stewardship
! Form letters acknowledging gifts are not 

stewardship
! The higher the giving/relationship, the more 

personal contact
! Use print and electronic contacts
! CF newsletter
! Monthly electronic e-mail
! Listing in annual report

! Also personal contacts
! Visit
! Call or note from board member
! impact report



The Donor Conversation



! Stewardship calls to follow up with 
donors

! Invitations to participate in the 
foundation’s initiatives

! Lunch and learn educational events
! Conversations before or after board 

meetings
! Conversations before or after 

committee meetings

General Opportunities to Have 
a Conversation



! Chasing the individuals with high net 
worth

! Focusing all of your attention on 
donors who have made the “big gifts” 
to your charity

! Assuming donors who make small gifts 
are not capable of making larger or 
estate gifts

Pick the Right People:  
Avoiding the Pitfalls



! Long-term donor advised fund donors
! Volunteers (current or former)
! Individuals who have generational 

involvement with the foundation
! Participants in specific initiatives
! Those who are actively involved in the 

community outside the foundation

Identify Those Who Are Most 
Engaged
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Make a Worksheet 
Point of 
contact 

1

Point of 
contact 

2

Point of 
contact 3

Point of 
contact 4

Point of 
contact 5

Total

Donor A

Donor B

Donor C

Donor D



! While your goal may be to raise permanent 
funds, you need to be strategic - an patient.

! Make a list of the top 50 prospects - rank 
them in order of connectivity - select the 
individual who is most engaged and likely to 
response positively

! At the donor level:
! Why are you calling
! What do you know about the donor?

Know the Goals in the Call/
Conversation



! At the donor level:
! What is the specific goal of the 

conversation?
! Open the door
! Start the conversation
! Begin stewardship
! Learn what motivates them
! Build partnership

! Who will accompany you on the call?

Know the Goals in the Call/
Conversation



Other Critical Steps
! Set up the call right!
! Confirm and show up on time



The Conversation Itself
! Always begin with a “thank you”
! The magic questions:
! What was the first charitable organization you 

funded in the community?  When did that 
happen?

! What are your greatest charitable priorities 
now in the community?  What makes that 
area a priority for you?



The Conversation Itself
! The magic questions:
! What are our community’s greatest 

challenges over the next five to ten years?
! Would you consider partnering with us to 

address those priorities?



! Once the donor has expressed an interest in a 
specific area, or barriers to success, you have 
an opportunity to share specific projects or 
initiatives that fit those goals

! Once you know the donor’s interests, you have 
a stronger platform for discussion

! If you have projects that align, there is an 
opportunity for a partnership that will show 
the donor how the foundation leverages their 
dollars

Identifying Interests and 
Objectives



! These are not strangers - they are partners
! These are philanthropic investors - you have 

much in common
! Even if you have never talked with the donor 

before, your interests align

The Most Important Things to 
Remember



Overcoming the Biggest 
Objectives



! My CD income has been cut dramatically….I’d 
like to make a gift but don’t have the resources.

! I’ve got three children in college. I can’t afford a 
gift right now.

! I’m holding cash waiting to get back into the 
investment market.

The Donor is Tight on Cash



! I don’t itemize my deductions, so I can’t 
deduct the gift.

! I have stock I’ve owned for over 30 years – it’s 
doubled many times.

! I have highly appreciated stock - I hate to pay 
the capital gains.

The Benefits of Gifts of 
Appreciated Assets



! I’d like to make a gift but….
!  I’m worried about taking care of my parents
!  I’ve got to put children through college.
! Our assets were eroded in the stock market – 

I’m worried about retirement.

I’d Like to Make a Gift, But 
Need Income



! My retirement plan will pass to my children.  
!

! My largest asset is my retirement plan – of 
course, that passes to my wife at death.
!

! It doesn’t look like I’ll pay any estate taxes at 
death.  I’ll leave something for xyz charity, but 
my family comes first.

A Gift of Retirement Assets



! Identify and nurture the donor’s vision – but 
“today” may not be the right time to execute the 
plan.
!

! Look for opportunities such as:
◦ Selling a business
◦ Reducing concentrations in a stock portfolio
◦ Selling a home
◦ Retiring and converting assets
◦ Receiving an inheritance 

Other Opportunities: Major 
Financial Events



! The economy is so uncertain right now – I’m 
not making any decisions or distributions 
until things stabilize.
!

! Response:
◦ This is an extremely difficult time for many 

families at all income levels – we’ve seen a 
significant increase in the demand for services.  
Your gift could not have any greater impact 
than this year when the need is so great.

Push Back From the Economy



! I’m worried about my parents – I can’t really 
make any major financial distributions until I’m 
sure they are alright.
!

! Response:
◦ It is great that life expectancy is increasing, but 

it does mean our parents may outlive their 
resources.
◦ Rather than reverse estate planning, consider a 

charitable gift annuity for their benefit. 

Push Back From the Economy



! My children are my primary beneficiaries – 
we’ve left everything to them.
!

! Your responses:
◦ Most individuals prioritize family in their will and 

have specific goals for family.  
◦ Some individuals leave a percentage of their 

estates to charity.  For example, 5%, with three 
children, reduces each child’s share by only 
1.66%.

Deferred Gift Push Back



! I’ve included my church and (favorite charity) 
under my will, but I didn’t know you needed a 
bequest
!

! Responses:
◦ I’m glad I raised the question.  You have been 

such an important donor to us and have already 
impacted many, many lives.
◦ A gift through your estate will fund future 

programs and projects that will improve lives.

Deferred Gift Push Back



Steps Following the Call
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How Many Calls Should it 
Take?
! While annual call takes one call, the deferred 

gift call make take 3,4, or more calls.
! To keep the conversation going, keep looking 

toward the next step.



! Before you leave the visit, think about next 
steps:
◦ You may have discussed estate planning and 

offered to send the donor some worksheets or 
tools.
◦ The donor may have asked that you provide him 

with two or three names of recommended 
attorneys.  Be sure to follow up.

Before You Leave the Call, 
Look Ahead



! Record the details of the visit in the donor data 
system.

! If you planted an idea for a deferred or other 
planned gift, note that as well.

! Identify a reason to follow up, and make that 
note. (Then, follow through!)

After the Visit - Immediate 
Follow Up



! Long-term commitments have short-term 
benefits to your charity.

! The key is building a relationship with a long-
term donor and asking him/her to consider a 
planned gift.

! The donor conversation allows you better 
insight and understanding of the donor’s 
giving goals and philosophy.

Final Thoughts



! Your role is more personal than technical.  Ask 
the questions, learn the priorities, raise the 
issues, and bring in the experts.

! If you don’t know the answer, say so.  Then, get 
back with the information.

! Work as a team with others in your 
organization.  You’ll build stronger connections 
and have greater strength.

Final Thoughts



Final Thoughts


