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Stats to guide our way

• Planned giving discussions should happen early and often.

• First Will Average Age = 44 

• First Charitable Bequest Average Age = 49

• Nearly 75% of donors don’t revise their charitable 
bequests, so it’s important to be in the first estate plan.

• Only 5-6% of older Americans have made a charitable 
bequest, but 33% are willing to consider such a gift. 



Stats to guide our way

• 70% of donors who made planned gifts did so because they 
were asked. Don’t be afraid to ask.

• Once a donor includes a charity in their estate plan, lifetime 
giving usually goes up – average of $3,000+ annually

• Women outlive men by seven years, so be sure to cultivate 
spouses and stay in touch with widows.

• New research showing last estate plan usually signed within 
last five years of life, so it’s important to stay in touch.



Donor Centered Gift Discussions
• Starts with the impact the donor wants to make at your 

organization (and in the world).

• If you could…becomes an opportunity to discuss when 
and how to make gifts for the desired impact.

• Requires a deeper type of relationship with the donor 
to result in ultimate gifts with careful listening.

• Can take multiple years from initial contact with 
solicitation made at the right time by the right people.



Donor Centered Gift Discussions

Involves understanding of 
• The donor’s personal and family priorities and goals and 

estate plans, and desired philanthropic impact

• The type of assets owned by the donor and related business 
entities – focus on the best use of assets to make charitable 
gifts

• Likely liquidity events – sale of property or business



Blended Gifts
• When the donor is inspired to think beyond a checkbook gift, 

a blended gift discussion is the chance to discuss both near 
and long-term gifts simultaneously.

• Combining a major gift now to see the impact during their 
lifetime, while also building to an ultimate gift through their 
estate and/or charitable trusts. 

• A blended gift could be the answer when a donor isn’t ready, 
isn’t comfortable, or can’t make a large outright gift or a large 
multi-year pledge.



Let’s Talk about Assets

Mineral 
Interests

Stock and 
securities

Artwork and 
collectibles

Business 
Interests

Real estate 
and land

Charitable 
annuities 
and trusts

Intellectual 
Property 

and 
Royalties



IRA Charitable Rollover is Here to Stay



• A prime group of donors – Baby Boomers – starting turning 
70 in 2016, and must take an annual, required minimum 
distribution from their Individual Retirement Accounts 
(IRAs).

• During the next 18 years, about 80 million Boomers will hit 
this milestone, and most Boomers have 30-40% of their 
assets in retirement accounts. 

• The Boomer generation will own and transfer most of the 
$88 trillion in U.S. household net worth. More than $1 
trillion is potentially available for charitable organizations.

Baby Boomers + IRA gifts = Huge Opportunity



BLENDED ENDOWMENT GIFT
Problem:

Donor wants to 
establish a $500,000 
endowment, but can 
only give $250,000 
now.

Solution:
• $250,000 outright gift 

• PLUS annual gift of $10,000*

• PLUS a future gift of at least 
$250,000 through either:

• A bequest or trust provision 
or beneficiary designation

• A charitable gift annuity or 
remainder trust funded 
now at more than $250,000 

*Why 10K? Represents the approx. 4% annual 
distribution of a $250K endowment.



ILLIQUID ASSET TO INCOME
Problem:

Donor wants to 
establish a $100,000 
scholarship, but 
doesn’t have the 
cash and is worried 
about funding for 
retirement.

Solution:
• $100,000 gift  of property 

• $100,000 bequest “backup” provision

• INITIATES 

• Charitable Remainder Trust  (Flip, 
5%)

• Donor tax deduction

• PROPERTY SOLD BY UT when the time 
is right

• DONOR RECEIVES 

• 5% of value of trust every year for 
rest of life (payments start on 
“flip” trigger such as sale or 
estimated year of retirement)



NAMING GIFT

Problem:

Donor wants to 
name a program 
but does not have 
$2M in liquid assets

Solution:

• $1.5M in outright 
gift

• $500K bequest



Goal:  Additional Retirement Income  
• Don and Simone, age 53 and 55

• Funding Charitable Remainder Unitrust (CRUT) 

• Initial contribution of $50,000 cash, then additional gifts 
of $10,000 for next 15 years

• Build-Up CRUT with 5% payout rate

– $2,500 in first year, then varying after that

– Charitable Deduction of $55,755 at 2.2% FMR

– Lifetime benefit of $336,214 before tax

– Projected benefit to charity $267,243



Goal: Son Wants to Make a Gift and 
Supplement His Mother’s Lifetime Income
• Son age 40 gives $ to his 75 year old mother periodically

• He wants to make a gift after his mother’s death

• Mother will receive a 5.8% payout rate for the rest of her life

• For each $10,000 Son contributes (at 2.2% FMR) for a one-life 
CGA for Mom:
– $4,500 charitable value for Son’s income tax charitable deduction

– $443 of the $580 annuity will be tax-free for the next 12.4 years; 
thereafter all taxed at Mom’s highest income tax bracket

•   Son designates how the remaining gift will be used after 

Mom’s life.



Goal: Avoid all Long-Term Gain on Sale of Principal 
Residence and Receive Lifetime Income
• John and Joan’s home is valued at $900,000 with 

$700,000 long-term capital gain.

• As a married couple, they can avoid $500,000 of the gain when 
they sell their home but what about the extra $200,000 of gain

• They contribute 30% undivided interest in their home to a CRUT 
(flip) worth $270,000 and keep the other 70% worth $630,000). 
They can’t live in the home after the 30% is deeded to the CRUT.



Marketing Blended Gifts

Fall 2017 issue of Texas 
Leader salutes alumni and 
friends whose philanthropy 
benefits both UT’s current 
and future initiatives 
through “blended gifts”—
giving now and leaving a 
legacy gift through estate 
planning. 
• Mailed to 18,000 

households
• E-mailed to 250,000 

prospects



Annual outright gifts to 

equal endowment 

equivalent to name 

Lang Stuttering Institute 

now. Endowment will 

come at the end of a 

ten-year term on a $4M 

CRT.

texasleadermagazine.utexas.edu



Quarterly E-mails

• Age-segmented messages to 
encourage estate planning
• Educating (Ages 30-40)
• Recruiting (Ages 40-49)
• Transitioning (Ages 50-69)
• Motivating (Ages 70+)

• UT impact story + planning 
content tailored to life stage

• Sent to ~250,000 prospects to 
generate leads for officers 

• Almost 200 alumni and friends 
downloaded estate planning kit



New Advertising Campaign

• Full-page ads running in every issue 
of The Alcalde – bi-monthly 
magazine mailed to 106,000 
members of Texas Exes Association 

• Median household income of 
$96,990 and 31 percent have a net 
worth of $1 million or more 








