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GIFT PLANNING

HiStOI'y Of Glft Planning $’ DEVELOPMENT

mln The Beginning
-Deferred Giving Programs
mAsked loyal supporters to provide for charity
through their will
mSome offered chantable gift annuities

mFocus was gifts in support of chanty at death of
hifetime donor




GIFT PLANNING

History of Gift Planning $ DEVELOPMENT

mAfter the 1969 Tax Act
-Planned Giving Programs
m1969 Tax Act made additional deferred giving

options, such as the chartable remainder trust
available

mFocus moved to the selection of the right
chantable giving vehicle or tool

GIFT PLANNING

HiStOI'y Of Glft Planning $’ DEVELOPMENT

+ m'T'oday

-Gift Planning Programs
mFocus shifts to using charitable gifts to integrate donors’
philanthropic goals with their overall tax, estate and

financial planning needs
mDonor-centered, rather than gift timing or gift vehicle
centered approach

mRelationships

mMission

mImpact

mOutcomes



GIFT PLANNING

History of Gift Planning $ DEVELOPMENT

m'Today

-“Charitable gift planning 1s the PROCESS of cultivating,

designing, facilitating, and stewarding gifts to charitable

organizations.” -NCPG

-Charitable gift planning:
muses a varlety of financial tools and techniques for giving,
mrequires the assistance of one or more qualified specialists,
mutilizes tax incentives that encourage charitable giving, when
appropriate, and
mcovers the full spectrum of generosity by individuals and
mstitutions, and 1s based on powerful traditions of giving in the
United States.

L. GIFT PLANNING
Break the MOld $’ DEVELOPMENT

mPromote a donor-centered gift planning process
-Stop sending out materials selling gift vehicles
-Stop selling tax benefits
-Redefine your pool of prospects based on affinity,
rather than wealth or age, using the NEW  aift
planning pyramid

mCreate a sub-brand within your charity’s brand
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The Gift Planning Pyramid $ DEVELOPMENT

Principal anershi Gifts

s1million+
Family/legacyiPlanning

Major: Gifits)
$100,000-$999,999

Gifts that Mature'in the Future
$10,000~599,999
Estate Intentions, Retirement Plan Designations,
urance, Charitable Gift Annuities; Pooled Income Funds
And Tangible Personal Property

Marketlng Wlth i DOI]OI‘- ~ GIFT PLANNING
Centered Appr()ach $’ DEVELOPMENT

mBuild your marketing program using moves-
management steps

-Identify

-Educate

-Cultivate

-Solicit

-Negotiate/Close

-Steward
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+

Question and Answer Session 1

L, GIFT PLANNING

Identlfy PI'OSpCCtS $’ DEVELOPMENT
+ How do I find gift planning prospects?
mls there such a thing-doesn’t this just create a
silo mentality?
mYou already know them well

-Consistent annual fund donors

-Engaged board members and volunteers

-Those closest to your organization




GIFT PLANNING
Idenufy PI’OSpCCtS $’ DEVELOPMENT
+ Clarnfying Conventional Wisdom
-Shouldn’t I be talking to OLD people?
-Shouldn’t I be talking to WEALTHY people?
-What about people who attend our events?

-Are electronic screenings effective?

~ GIFT PLANNING
Educate Prospects $’ DEVELOPMENT

ake Donor-Centered Info Broadly Available
Existing Publications
Existing e-publications—consider a gift planning “tp
of the month” in e-newsletters
Existing pledge cards
Website
E-brochures
Receipt Stuffer
Educational Seminars

Radio Spots
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+

Use Donor-Centered Messaging

m  Crafting Your Legacy

m  Unlocking Value in Your Existing Assets

m  Using Your Real Estate Creatively
Increasing Your Retirement Income
Providing Income to Your Elderly Parents
Paying for College for Your Children or
Grandchildren
Maximizing Your Children or Grandchildren’s
Inheritance

Creating a Family Vision and Multi-Generational Plan

Culavate Identified E—
Pr ospects $’ DEVELOPMENT

+

Prospect Visits

Still the best way to cultivate prospects

Should be your top priority

Set ambitious visit goals and then exceed them
Mailings and marketing do not drive legacy gifts
Use wisits to get to know prospects’ personal
planning and philanthropic objectives so you can
match them to your mission and create donor-
centered gift plans




Cultivate Identified
Prospects

a

L. GIFT PLANNING
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Brochure Program

Use print materials or e-brochures as a first contact or
when you cannot meet with an interested prospect
General Brochure -- Stand alone piece to deliver a
comprehensive but generalized description of personal
planning opportunities

Specific Brochures -- Series of brochures to provide
more detailed information on the personal planning
objectives. Include both charitable and non-charitable
solutions, or references on where to find non-
charitable information

Packaging - delivery mechanism

Cultvate Identified
PI' OSpeCtS-Gen BrOChU.I'e ‘$’ DEVELOPMENT

+

GIFT PLANNING

HELPING You
MAKE A DIFFERENCE

~ tntegecticn, collaborczio, mreice,banefit ~

MAKING > HISTORY

THE CAMBAIN FOR FENN

s of Gift Plassing

e
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GIFT PLANNING
Begandlen af why you choose tojgive, the
Office of GUf: Plauning prorvides plalanthropic
sersices to al benefactaes for whoe
philnhiropy is an tmpartant part of b, Our
gl 0 belp you integrate your charitable
Intestins with yorur averall tax, extate wd
fnancial plans While you den't give just to sne
on taxes, 1t a welcome benefit. We cllibarate
velth pou ace yerur afrisens o ensure tha: your-
‘philanthropy ot caly mustmises the bendft of
vl tax incrertives, bt o ercitesa laving
legacy, hetping you to make a difference o weas
ienportant both todey and o fotare generatiors
We loak Brwar to worktng with you md yaur
aehisers to schiere poar loag-tern goals.

CHARITABLE GIVING means different
things to different people. For some, t1s
an annual donation or & pledgs to support
& particular goal or campaign. To others It
5. thoughtiul way of sharing the benefits
of your Hfe's work with the onganlzations

that you care sbout, of sharing  piecs of
yourself rew and creating a lasting legaey
for futurs generations,
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Prospects-Gen. Brochure

GIFT PLANNING
SOLUTIONS

TO COMMON FINANCIAL
PLANNING CHALLENGES

As charitable gift plarners, e often hear Fom
generean Fierads and alum of he Wniversity
that they woull e o make ¢ git, but cmnet
o 50 due o personal crumatnce, Civer
the yeirs we have developsd chantable piving
technkques o help sabve the mest caromon of
these chullenzes, and have to-depth materials
e can share with you andl your siser b
allw you o meet both your parscoal plnnmg
and charable giving godi

T PLANTITG, HELFIAG YOU WAKE § GFFISENGE 1 8

Cultivate Identified

HOW CAN L

Increase M\ Income
In Retirement?”
This 1 a commvan question from fenn's riends
10 alumn. I pomes from ncvidinals i
their 40 sl 30w are“maving cut helr
qualfied retirement plan and 1R contribitions
10l wish 0 save mece i 8 toxtrantaged sy
It corres from thise who have already retied
a0l whc eply wan e ncrease moame from
their existiog steck portiobbos, Many scluticns
exiat, From. & charttable it sousty paytng
Fuanaed fncamie tn 4.special o advantaged
clarfiahie trust o yranger dences

Fay for Callege for My
Children or Grandchildren?”

With callnge coses cantmung to tncrease,
planning to-pay fer cducatien & an fmpecknt
pare of any finanstal plan. We can peovide you
with ifetailed infermatices an both charitable
anet non-chariable wuys 6 belp meet this need]
e e e
Sestion 229 Education Sarlngs Flan

Prospects-Spec. Brochure $

INCREASING
RETIREMENT INCOME

THE PLANNING NEED:

INCREASING

RETIREMENT
INCOME
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+

m E-brochures

m Reply/Pledge Cards

-Consistent language across charity
-Use on all reply/pledge cards
PLY/T 8
-Use same donor-centered titles that you use for

your nserts

m Donor-centered web content

TFT PLANNING, UNIVER!

4BC incresse BBE Decrease "=V Print 2] Share

Office of Gift Planning =~ 3 e e
Ty T Discover the Benefits of Giving Wisely
Planned gifts provide the resources that create

extraordinary opportunities and preserve Penn's
future.

| The programs of the University of Pennsylvania
depend upon your goodwill. To that end, there Make a t’fﬁ
are a myriad of easy giving options from which ; et
you can choose - from naming Penn as a 5 “”.!r"”""
beneficiary in your will to a more complex trust Income
arrangement. for life.
We've created this easy-to-understand website to tell you about
: Ei > : [tead more)
creative giving strategies - strategies that enhance you and your
family's well being, as well as Penn's.
1f you re already considering certain giving options, simply click on pepe
£ Legislative
and choose the gifts you want to learn more
Update
about. i
I Today's Tip! -~ =)
_Terete ] LEGACY

M If \,-'ou re not sure on how to proceed, try our

P . This planner helps you
f de5|gn Wour own glft plan - it's interactive
= and fun to use!
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+

mProfessional Advisors Network
-Attorneys, accountants, financial planners, estate and
mvestment professionals, philanthropic advisors, family
offices, trust officers, and life insurance agents
-National or local depending upon your charity
-Reasons to create a network:
mReferral network for prospects who need advisors
mResource to draw upon for state specific questions
mConduit to pass gift planning information to advisors

mPotential supporters of your charity

Culavate Identified E—
Pr ospects $’ DEVELOPMENT

+

mProfessional Advisors Network

-Create a Resource Binder (print or electronic) including:
mgeneral information about your charity and its mission
mdonor profiles
mdescriptions of personal planning objectives and tools
available to help meet them
msample bequest language
mtechnical information on gift and estate tax implications
of gift types

mcontact information

-E-mail distribution list for providing updates
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+

m Visits
In-person conversations are the best way to
sohcit gifts
Visits are required at the top and nuddle levels
of the pyramid;
Mailed and e-mailed solicitations are designed
to close gifts at the bottom of the pyramid or get
prospects to self-identify from the middle and
top of the pyramid

B Telephone Calling Program

~ GIFT PLANNING
SOllCltlng Pr()spects $’ DEVELOPMENT

+

m  Postcard Mailings

- 5-6 postcard messages throughout the year

- Start with the entire 1dentified list

- Highhght mission and impact
m  Different versions for different units of your charity
Emphasis on personal planning needs
Do not sell or market gift vehicles
Drive traffic to your toll-free number, website, or
via response card
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+l Postcard Mailings

Time messaging to donor-centered planning

opportunities

m  Sept. 15 - Increasing Retirement Income (Treasury bonds
mature in October)
November 1 - Unlocking Value in Your Existing Assets
(Year-End)
January 1 - Estate Intentions/Retirement Plan
Designations (New Year’s resolutions)
March 1 - Increasing Retirement Income (April 15 tax
planning 1s underway)
May 1 - Estate Intentions/Retirement Plan Designations
(most wills are drafted prior to summer travel and
beneficiary designations are reviewed at fiscal year end)

~ GIFT PLANNING
SOllCltlng Prospects ' | DEVELOPMENT

Looking for ways to increase
your retirement income?

Non-Profit Organization
U, Tostage
PAID

Where your legacy will endure

WHERE SCIENCE LEADS THE CAMPAIGN FOR PENN NURSING
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+

The retirement gift annuity
may be the right answer fo

Retirement Gift Annuity
Here are some of the benefits:
* Supplement retirement income and support a cause you love
* Guaranteed annuity income for life
= Highly attractive annuity rates
 Part of your annuity income will be tax-free
= Capital gains tax savings on appreciated property you donate
+ A tax deduction now for your gift
* The remaining principal goes to the area you support
when the contract ends
Not yet retired? Consider a Penn Deferred Payment Gift Annuity.
You choose the date you want to begin payments and benefit

from tax-free accumulation and guaranteed supplemental
retirement income.

Annuitant Age at Gift | Age 65 | Age70 | Age75 | Age 80
Annuity Rate Z 6.5% | 7.1% | 8.0%
Charitable Deduction® 328 | $11,068 | $12,021 | §12,982
Annual Payment $1,500 | $1,625 | §1

*Dicduection will vary slightly with changes in the IRS Discount Rate. Assumed rate 6.2%.

Ms. Wylie Thomas

Assistant Dean for Development & Alumni Relations
215.898.5089

wthomas@nursing.upenn.edu

PLEASE NOTE: Charitable Gifr Annuities are not investments or insurance and are not
regulared by the insurance department of any state,

www.alumni.upenn.edu/giftplanning

~ GIFT PLANNING
SOllCltlng Prospects ' DEVELOPMENT

Looking for ways to increase
your retirement income?

Penn Graduate School of Education
3700 Walnut Street
Philadelphia, PA 19104-6216

Non-Profit Organization.
U5, Postage

PAID
Conshehocken, PA
Permit No. 84

Where your legacy will endure

1 P Graduate School of Education
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As program evolves, subdivide the list based
upon particular charactenstics and opportunities
Women

Same gendered couples

Singles

Married no kids

Generational cohorts

Life transitions

Reunions or other cycles within your charity

Tax law changes

L, GIFT PLANNING
" DEVELOPMENT

Soliciting Prospects

Creating futwres.
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The Pension Protection Act of 2006 created a brand new tax-
incentive to make gifts of up to $100,000 per year to Wharton
from your Individual Retirement Account (IRA).

You should consider an IRA Charitable Rollover if:

* You do not itemize deductions but make charitable gifts, OR

* You are required to take a distribution from your IRA that you
just don’t need, OR

* Your charitable gifts already equal 50% of your adjusted gross
income,

* You are subject to the 2% rule that reduces your
itemized deductions.

2 To qualify, you must be at least age 701/2 and have assets in an
e - IRA or a qualified plan (401(k), 403(b), etc.) that can be
A 5 = transferred to an IRA.
For more information contact
To learn more, contact the Wharton Office of Gift Planning
or visit www.wharton.upenn.edu/giftplanning and click on
Legislative Update-New Tax Incentives for IRA Giving.

Greg Wolcott
The Wharton School, Office of Gift Planning
800.400.2948 or 215.808.1638

wolcottg@wharton.upenn.edu Don't miss out! This special tax incentive expires 12/31/2007.
P
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Question and Answ
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Must be consistent and comprehensive
Allows for continuing relationship and
engagement after the gift closes

Starts cultivation for next gift

L, GIFT PLANNING
I " DEVELOPMENT

Stewardship

+

m  Legacy Society - A special recognition
soclety to celebrate meaningful gifts that
create enduring legacies.

Society should have its own brand, a special
keepsake and brochure describing its history and
purpose.

The lList of members should be published
whenever possible and n all donor recognition
vehicles.
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+l Events

Annual event at a location where you can
provide real hife examples of the benefits
matured gifts have produced

Special tent or gathering spot for members at
other existing events (1.e. alumni or homecoming
weekends at higher education institutions or
galas for hospitals)

Special treatment at events (1.e. wear a special
medallion or pin, preferential seating or parking)

GIFT PLANNING
Stewar dShip $' DEVELOPMENT

+

m  Newsletter

For stewardship, NOT solicitation

No detailed descriptions of CRTs, CLTs, etc.
Include donor profiles
m  Show motivation for and impact of gift

Include articles that are genuinely helpful to the
donors, such as “important documents in your
estate plan” or “how to arrange your affairs
before you travel overseas”
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Stewardship ‘ " DEVELOPMENT

_|_

m  Newsletter

Give donors a chance to write in and share their views
Provide tax updates on both non-charitable and
charitable changes to the law

Foster the relationship with your gift planning staff, but
don’t get too personal

Send it to all Society members, plus anyone who has
mquired about a Society qualifying gift in the last 3-5
years. It keeps you front of mind n a service-oriented
way

OO AT

Q

FROM THE UNIVERSITY OF PENNSYLVANIA HARRISON SOCIETY ~ AUTUMN 2006

HIN A A
Letter from the Executive Director [THINK AHEAD |

WELCOME ro the first edition of The Used Key Is Always Bright, the official newslerter of the Chatles
Custis Harrison Society of the University of Pennsylvania. Two years in the making, this newslec-
ter replaces che retired Partners in Penn's Future, which many of you have received in the past.

Aside from the obvious alrerations in ritle, size, colors and layour, Key is designed o provide

Harrison Society members and those who have expressed an interest in glft planning at Penn

with helpful financial planning informartion from experts in the field, tax law updares, informa- UPCOMING
ton on past and furare Harrison events, and stories of how other members have used gift plan-

ning, This is a fundamental shift from the focus of Partners, which sought w provide detailed EVENTS
information abour specific gift planning vehicles. With the incroduction of our new, updared Save the Date!
website, wwwalumni.upenn.edu/gifiplanning, which provides detailed gift planning vehicle Harrison Society Annual
information in a formar that is conseantly available, searchable and interactive, Partners was no Luncheon

April 18th, 2007
12:00 p.m. to 2:00 p.m.
Penn Law’s Levy Hall
Alumni Weekend 2007
May 11th—14th

longer needed.
This change follows a shift in the purpose of the Ofhce of Gift Planning ar Penn, In the
past, our role has been ro provide informarion about specific gift planning vehicles and assist gener-

ous donors in creating gift planning arrangerments such as charitable gift annuities, charitable remain-
1 1l e L c 1 Do Cl DI L e s ey
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Birthday Card Program

National Philanthropy Day/Thanksgiving
Day/Hohday Card program

Check Stuffer - similar to the receipt stuffer,
to encourage donors to consider adding to
their legacy gift when they get each payment
from a life-income gift

L, GIFT PLANNING
I " DEVELOPMENT

Gift planning is a process of creating more and better
charitable gifts

Gift planners need to use donor-centered marketing and
stewardship efforts to encourage these gifts
Donor-centered gift planning puts the needs of the donor
first and focuses on relationships, mission, impact and
outcomes, rather than tax advantages and gift vehicles
The best gifts, at the top of the new gift planning pyramid,
result from visits and personal attention to donors, not
marketing materials

Stewardship of your best donors 1s vital to a healthy gift
planning effort.
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Question and Answer Session 111
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