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For Planned Giving.

800.858.9154
CrescendoInteractive.com

Keep the future bright for your organization by subscribing to 
the only fully integrated planned gifts marketing system. 

You need a fully integrated marketing strategy to build more 
relationships, generate more leads and close more gifts.
Crescendo’s GiftLegacy Integrated Marketing System is 
a proven planned gifts system with advanced analytics, 
websites, mobile sites, social media, video, email, direct mail 
and advisor resources. With Crescendo, your planned gifts 
marketing is easy, user-friendly and turnkey. 

Contact an Integrated Marketing Specialist to learn how to 
increase your presence and keep your future bright.

The Future is Bright
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The 31st American Council on Gift Annuities Conference
A Conference on Planned Giving

The American Council on Gift Annuities thanks...

Principal Conference Sponsor of the 
31st Conference on Planned Giving

To Our Participants:

Please refer to the conference program for a complete agenda, including room assignments. The 
program also includes a diagram of the exhibit hall and a list of exhibitors. 

The views expressed in the papers presented in this publication are those of the authors and do 
not necessarily reflect the opinions of ACGA, its staff, or its board members. ACGA does not 
guarantee the accuracy of the authors’ comments, and none of the material in these 
proceedings should be construed as legal advice. Readers are urged to consult their own legal 
counsel regarding any information found herein. Permission to reprint an individual paper must 
be secured from the author of the paper. 

Neither ACGA nor the Baltimore Marriott Waterfront Hotel are responsible for lost or stolen 
conference proceedings.  Replacement cost for the conference proceedings is $60.00.
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Welcome from the ACGA Chairman
Welcome to Baltimore and the 31st Conference of the American Council on Gift Annuities.  
You join a long line of outstanding individuals who have been attending ACGA Conferences 
since they began under the flag of the Committee on Gift Annuities in 1927. The “HMS 
ACGA” has docked alongside the USS Constellation in the beautiful Baltimore Inner Harbor.  
It is my privilege to welcome you to Baltimore on behalf of the ACGA Board of Directors.

Our three days together will bring new insight and understanding to the influences and 
uniqueness of the times in which we live.  As we have recovered from the fear and anxiety of 
Y2K, 911, and 2008 we are faced with the “aging of the world” and all the opportunities and 
challenges that come with this cultural reality that will last for the next 50 years.

“Charting a Course for the Future” has been designed to bring you a mix of the old and 
proven techniques along with new and fascinating methodologies to challenge status quo. Open yourself to the 
opportunities that present themselves during our time together!  Learn and absorb all that you can!  It is our hope that 
you will return to your home port invigorated and willing to sail into the future with a new compass and “chart” for your 
future.

Good Sailing,

ACGA President & Chairman of the Board
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Model Standards of Practice
for the Charitable Gift Planner

Preamble
The purpose of this statement is to encourage responsible gift planning by urging the adoption of the following Standards of 
Practice by all individuals who work in the charitable gift planning process, gift planning officers, fund raising consultants, 
attorneys, accountants, financial planners, life insurance agents and other financial services professionals (collectively referred 
to hereafter as “Gift Planners”), and by the institutions that these persons represent.

This statement recognizes that the solicitation, planning and administration of a charitable gift is a complex process involving 
philanthropic, personal, financial, and tax considerations, and often involves professionals from various disciplines whose goals 
should include working together to structure a gift that achieves a fair and proper balance between the interests of the donor 
and the purposes of the charitable institution.

I. Primacy of Philanthropic Motivation
The principal basis for making a charitable gift  should be a desire on the part of the donor to support the work of 
charitable institutions.

II. Explanation of Tax Implications
Congress has provided tax incentives for charitable giving, and the emphasis in this statement on philanthropic 
motivation in no way minimizes the necessity and appropriateness of a full and accurate explanation by the Gift Planner 
of those incentives and their implications.

III. Full Disclosure
It is essential to the gift  planning process that the role and relationships of all parties involved, including how and by 
whom each is compensated, be fully disclosed to the donor. A Gift Planner shall not act or purport to act as a 
representative of any charity without the express knowledge and approval of the charity, and shall not, while employed 
by the charity, act or purport to act as a representative of the donor, without the express consent of both the charity 
and the donor.

IV. Compensation
Compensation paid to Gift Planners shall be reasonable and proportionate to the services provided. Payment of finder’s 
fees, commissions or other fees by a donee organization  to an independent Gift Planner as a condition for the delivery 
of a gift is never appropriate. Such payments lead to abusive practices and may violate certain state and federal 
regulations. Likewise, commission-based compensation for Gift Planners who are employed by a charitable institution is 
never appropriate.

V. Competence and Professionalism
The Gift Planner should strive to achieve and maintain a high degree of competence in his or her chosen area, and shall 
advise donors only in areas in  which he or she is professionally qualified. It is a hallmark of professionalism for Gift 
Planners that they realize when they have reached the limits of their knowledge and expertise, and as a result, should 
include other professionals in the process. Such relationships should be characterized by courtesy, tact and mutual 
respect.

VI. Consultation with Independent Advisers
A Gift Planner acting on behalf of a charity shall in  all cases strongly encourage the donor to discuss the proposed gift 
with competent independent legal and tax advisers of the donor’s choice.

VII. Consultation with Charities
Although Gift Planners frequently and properly counsel donors concerning specific charitable gifts without the prior 
knowledge or approval of the donee organization, the Gift Planner, in order to insure that the gift will accomplish the 
donor’s objectives, should encourage the donor early in the gift planning process, to discuss the proposed gift with the 
charity to whom the gift is to be made. In cases where the donor desires anonymity, the Gift Planner shall endeavor, on 
behalf of the undisclosed donor, to obtain the charity’s input in the gift planning process.

VIII.Description and Representation of Gift
The Gift Planner shall make every effort to assure that the donor receives a full description and an accurate 
representation of all aspects of any proposed charitable gift plan. The consequences for the charity, the donor and, where 
applicable, the donor’s family, should be apparent, and the assumptions underlying any financial illustrations should be 
realistic.

IX. Full Compliance
A Gift Planner shall fully comply with and shall encourage other parties in the gift planning process to fully comply with 
both the letter and spirit of all applicable federal and state laws and regulations.

X. Public Trust
Gift Planners shall, in all dealings with donors, institutions and other professionals, act with  fairness, honesty, integrity and 
openness. Except for compensation received for services, the terms of which have been disclosed to the donor, they 
shall have no vested interest that could result in personal gain.

Adopted and subscribed to by the National Committee on Planned Giving and the American Council on Gift Annuities, May 7, 1991
Revised April 1999.

The 31st American Council on Gift Annuities Conference
A Conference on Planned Giving
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• TECHNOLOGY:  Internet access to paperless bequest files

• INCREASE REVENUE:  Accelerate distributions,  
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litigation services

www.hklaw.com
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Conference Schedule
Wednesday,  April 9Wednesday,  April 9

10:00am - 8:30pm Registration Open
1:30pm - 3:00pm Symposium 1: Trends in Planned Giving

Robert F. Sharpe, Jr.,  Sharpe Group
Harbor A & B

3:30pm - 5:00pm Symposium 2:  Is Traditional Planned Giving Like Cursive Writing?
Frank Minton, Frank Minton Consulting, LLC

Harbor A & B

5:30pm - 6:30pm Grand Opening Reception
Exhibit Hall

Exhibit Hall: Harborside Ballroom C, D, & E
Sponsored by: PNC Bank N.A.

6:30pm - 9:00pm Opening Dinner & Keynote Address: Selling with Noble Purpose: How to 
Drive Revenue and Do Work That Makes You Proud

Lisa Earle McLeod, McLeod & More, Inc.
Grand Ballroom V & VI

Thursday,  April 10Thursday,  April 10
7:30am - 4:30pm Registration Open
7:30am - 8:30am Continental Breakfast

Exhibit Hall: Harborside Ballroom C, D, & E

8:30am - 9:45am Morning Breakout Sessions
See session list

9:45am - 10:15am Refreshment Break
Exhibit Hall: Harborside Ballroom C, D, & E

10:15am - 11:30am Morning Breakout Sessions Repeated
See session list

11:45am - 1:15pm Rates Luncheon & Chair’s Address
David A. Libengood, ACGA Rates Committee Chair & Lindsay Lapole, ACGA Chairman

Grand Ballroom V & VI
Sponsored by: Kaspick & Company, LLC

1:30pm - 2:45pm Afternoon Breakout Sessions
See session list

2:45pm - 3:15pm Refreshment Break
Exhibit Hall: Harborside Ballroom C, D, & E

3:15pm - 4:30pm Afternoon Breakout Sessions Repeated
See session list 

4:30pm - 5:45pm Waterfront Reception
Harborside Ballroom C, D, & E

Sponsored by: Chesapeake Planned Giving Council & National Capital Gift Planning Council
5:45pm Enjoy Baltimore on your own!

Friday,  April 11Friday,  April 11
7:30am - 12:00pm Registration Open
7:30am - 8:30am Continental Breakfast

Exhibit Hall: Harborside Ballroom C, D, & E

8:30am - 9:45am Morning Breakout Sessions
See session list

9:45am - 10:15am Refreshment Break
Exhibit Hall: Harborside Ballroom C, D, & E

10:15am - 11:30am Morning Breakout Sessions Repeated
See session list

11:45pm - 1:15pm Closing Luncheon: Robin Good and His Merry Remaindermen
Conrad Teitell, Cummings & Lockwood

Grand Ballroom V & VI
Sponsored by: The Sharpe Group

Conference AdjournedConference Adjourned

! 13



General Session Listing
See program brochure for room assignments

Thursday,  April 10  Morning Sessions (8:30am - 9:45am & 10:15am  - 11:30am)
See program brochure for room assignments

Thursday,  April 10  Morning Sessions (8:30am - 9:45am & 10:15am  - 11:30am)
Session Track
State Regulations - Panel Discussion
Kristen Schultz Jaarda, J.D., LL.M.  - Crescendo Interactive, Inc. (moderator)

Track III

Advanced Planning with Gift Annuities
Frank Minton - Frank Minton Consulting, LLC

Track II, III

Introduction to Gift Annuities: Using Best Practices
Laurie W.  Valentine - Kentucky Baptist Foundation

Track 1

Encouraging Generosity: The Demographics of Charitable Estate Planning
Russell James, J.D., Ph.D., CFP® - Texas Tech University

Track I, II, III

Donor Centered Gift Development - Ten Steps to Success
Lindsay Lapole - Lindsay Lapole & Associates, Inc.

Track 1, II

Investing CGA and CRT Assets in a Litigious Society - Managing the Process
Fran M. Coopersmith, Esq. - Asset Strategy Consultants

Track III

Charitable Gifts Using IRAs
Jeremiah “Jere” W. Doyle, IV, Esq. - BNY Mellon Wealth Management

Track II

Integrating Gift Planning with Major Gifts
Pamela Jones Davidson, J.D. - Davidson Gift Design & Thompson & Associates

Track 1I, III

Thursday,  April 10  Afternoon Sessions (1:30pm - 2:45pm & 3:15pm - 4:30pm)Thursday,  April 10  Afternoon Sessions (1:30pm - 2:45pm & 3:15pm - 4:30pm)
Session Track
Innovative Charitable Lead Trust Structures: Bringing Economic Efficiencies to a Wealth Transfer Workhorse
Paul S. Lee, J.D. , LL.M. - Bernstein Global Wealth Management

Track II

Gift Annuity Administration
Susan Gutchess - Consultant & Nev Major - The Nature Conservancy

Track 1,II, III

Monitoring Outside Managed Trusts
Sean W. Mullaney, Esq. - Trust Analytics Group

Track III

Creative Charitable Planning with Non-Cash Assets
Bryan K. Clontz, CFP®, CLU, ChFC, CAP, AEP - Charitable Solutions, LLC

Track II, III

UPMIFA
Phil M. Purcell, J.D. - Ball State University Foundation

Track III

Donor Stewardship:  The Care and Feeding of Donors
Dan T. Garrett - ACU Foundation

Track I, II

Capitalizing on a Strategic Process for Hiring Development Staff
Susan Boggs - Carr Assessments & Paula Felchner - Carr Assessments

Track II

Impact of ATRA 2012 on Estate Planning
Heather J. Rhoades - Cummings & Lockwood, LLC

Track II, III

Friday,  April 11  Morning Sessions (8:30am - 9:45am & 10:15am  - 11:30am)Friday,  April 11  Morning Sessions (8:30am - 9:45am & 10:15am  - 11:30am)
Session Track
Prospect Identification and Marketing
Maribett Varner - BKV Advertising

Track I, II

Gift Planning with Real Estate
Emil J. Kallina, II, J.D., LL.M. - Kallina & Associates, LLC

Track II

Data-Driven Marketing of Gift Annuities: Results You Can Use from the 2013 Survey - Panel Discussion
Ron Brown - Fordham University (moderator)

Track I, II

The Ethics of Advising Elderly Donors and Clients
Leon C. Boghossian, III - Hinckley Allen

Track I, II

Propel Campaign Success with Planned Giving
Michelle L. Glennon, Esq. - Johns Hopkins Office of Gift Planning & Scott Lumpkin - University of Denver

Track II

Planning and Drafting Charitable Remainder Trusts
David Wheeler Newman - Mitchell Silberberg & Knupp LLP

Track I

Optimizing Your Realized Bequests - Panel Discussion
Timothy Prosser, J.D. - Kaspick & Company (moderator)

Track II, III

Gift Annuity Marketing Ideas that Generate Inquiries & Gifts -  Panel Discussion
Karen Gallardo, CFRE - AARP Foundation (moderator)

Track I

Track Key:	

 Track 1 - Fundamentals
	

 	

 Track II - Intermediate & Advanced Planned Giving
	

 	

 Track III - Financial, Investment & Administrative Issues
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Conference Faculty & Session Descriptions

Wednesday,  April 9th  Symposia & Keynote Address
(1:30pm - 3:00pm, 3:30pm - 5:00pm, & 6:30pm - 9:00pm)

Symposium #1: Trends in Planned Giving
Robert F. Sharpe, Jr. - Sharpe Group

We are now in the sixth year of fundraising in a time of unprecedented change in the funding environment.  It is now becoming 
increasingly clear that it may be years, if ever, before we are back to business as usual.  The combination of a rapidly aging donor 
population, budget deficits, low interest rates, stock market fluctuations, proposed new taxes on amounts given to charity and the 
elimination of the federal estate tax for 99.9 percent of all Americans will mean inevitable changes in how donors will make planned 
gifts, especially larger ones, in coming months and years.  When working with the emerging Baby Boomer generation how can we 
encourage gifts that will produce the most funds in the shortest period of time?  Learn why counterintuitive approaches may be 
more productive in an increasingly competitive environment.

About the Speaker:

Robert F. Sharpe, Jr.
Robert F. Sharpe, Jr., President, Sharpe Group, is a leader in planned and major giving, noted author and speaker. 
With more than 30 years of fund development and consulting experience, Mr. Sharpe has helped many of the 
nation’s leading nonprofits plan and implement successful major gift planning and endowment development 
programs. He is the author of many articles on a variety of gift planning topics and has been published in The 
Wall Street Journal, The New York Times, Newsweek, Forbes, Smart Money, Market Watch, The Chronicle of Philanthropy, 
Trusts & Estates, Kiplinger’s  and others. He is a frequent speaker at gatherings across the country. He serves on 
the editorial board of Trusts & Estates magazine and writes a column on philanthropic matters. He is co-author of 
Model Standards for Gift Valuation adopted by the Partnership for Philanthropic Planning. Mr. Sharpe is a cum 
laude graduate of Vanderbilt University and Cornell Law School.

Symposium #2: Is Traditional Planned Giving Like Cursive Writing?
Frank Minton - Frank Minton Consulting, LLC

Typing is in and cursive is out as ever more young people read and write on a laptop, tablet, or cell phone.  Some see this as a 
necessary and inevitable transition to the digital age, while others lament the loss of motor skills and thought processes associated 
with forming letters.  Is planned giving, like writing, going through a transition where traditional practices will be superseded by new 
ways of giving, marketing, and interaction with donors?  And during this transition, are there certain elements of traditional planned 
giving that have enduring value and can and should be preserved?

About the Speaker:

Frank Minton
Frank Minton founded Planned Giving Services, a national consulting firm that was acquired by PG Calc in 2005.  
Before entering consulting in 1991, he spent over ten years with the University of Washington, where he served 
as Director of Planned Giving and Executive Director of Development.  He has served both as conference chair 
and board chair of the National Committee on Planned Giving (now the Partnership for Philanthropic Planning) 
and received its distinguished service award. He is a recognized expert on gift annuities and has served as chair 
of  the American Council on Gift Annuities from which he also received a distinguished service award.  He is the 
principal author of Charitable Gift Annuities: the Complete Resource Manual, the co-author of Planned Giving 
for Canadians, and has made many presentations and published numerous articles on gift planning.  A number of 
his presentations have been to Canadian audiences, and his writing and consultation also deal with cross-border 
charitable gifts.  He is on the advisory board of Planned Giving Today, and is a member of the Seattle Estate 

Planning Council, and the Washington Planned Giving Council.
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Keynote Address: Selling with Noble Purpose: How to Drive Revenue and Do Work That Makes You 
Proud
Lisa Earle McLeod - McLeod & More, Inc.

How to bring a great sense of purpose to your donors, staff, and even yourself.

About the Speaker:

Lisa Earle McLeod
Lisa Earle McLeod is a sales leadership expert and the bestselling author of Selling with Noble Purpose. 

A sought after keynote speaker, McLeod’s clients include Apple, Google, Kimberly-Clark and Pfizer.   She also 
works with numerous franchise organizations, non-profits, and trade associations. 
  
McLeod is the Sales Leadership expert for Forbes.com and has been featured in major news outlets such as 
Fortune, The New York Times, and The Wall Street Journal. She has appeared on the Today Show, the NBC Nightly 
News and Good Morning America. 

McLeod began her career with Procter & Gamble.  She later became the Vice President of Business Development 
at Vital Learning (formerly McGraw-Hill Training Systems). She established her own firm, McLeod & More, Inc.  in 1993. 

Her book, The Triangle of Truth, was named by the Washington Post as a Top Five Book For leaders.  Her first book, Forget Perfect was 
featured on Good Morning America and Oprah.com.
 
McLeod’s work centers on how organizations and leaders can drive better results by instilling a greater sense of purpose. A greater 
sense of purpose enables people to close more business, become more effective leaders and lead happier lives.

Thursday,  April 10th  Morning Sessions
(8:30am - 9:45am & 10:15am  - 11:30am)

State Regulations - Panel Discussion (Track III)
Kristen Schultz Jaarda, J.D., LL.M. - Crescendo Interactive, Inc. (moderator)

This year’s state regulations session is aimed at educating charities on the ongoing compliance requirements relating to state gift 
annuity regulations. Representatives from state agencies will speak on a panel regarding regulatory issues relevant to their states. The 
goal is to educate charities on ways to comply with state law in issuing and administering gift annuities, with emphasis on meeting 
both initial and  annual reporting requirements. The panel will be moderated and there will be time for Q & A from the audience. 

About the Moderator:
Kristen Schultz Jaarda, J.D., LL.M.
As Crescendo's Senior Vice President, Kristen specializes in online marketing and social media for planned gifts. 
She is responsible for client education, and consultation for Crescendo's web services. She is a nationally 
recognized speaker, conducts seminars nationwide and is a principal faculty member of GiftCollege. 

Kristen serves as a board member for the American Council on Gift Annuities (ACGA) and as a member of the 
ACGA Rates and State Regulations Committees, Editorial Advisory Board member for Planned Giving Today, 
Committee Member for the ABA Charitable Planning and Organization’s Group, Legislative Chair and a board 
member for the Partnership for Philanthropic Planning of Greater Los Angeles (PPP-LA), a member of the 
Ventura County Planned Giving Council and a committee member and volunteer for several local charities.  She 
writes daily for CrescendoTweet and her planned giving blog http://www.kristenschultz.blogspot.com. 

Previously, Kristen served as Counsel to the Assistant Secretary of Education in Washington, D.C. and was Oversight Counsel to the 
U.S. House Committee on the Judiciary. Prior to that, she worked in a public affairs law practice. Kristen graduated from UCLA 
School of Law where she was Law Review Editor. She completed her Tax LL.M. with honors at Loyola School of Law. Kristen is a 
member of the California State Bar, D.C. Bar and the Maryland State Bar. 

Panelists:

Susan Baker
Washington State

Office of the Insurance Commissioner 

Edith “Edie” Matulka
PG Calc

Brenda Wilson, FLMI
Maryland Insurance Administration
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Advanced Planning with Gift Annuities (Track II, III)
Frank Minton - Frank Minton Consulting, LLC

Most gift annuities are funded with cash or publicly-traded securities by an individual or couple to whom payments are made.  This 
session discusses nine other types of assets that could be contributed for a gift annuity and eight other donor situations for which a 
gift annuity would be applicable.  By venturing beyond “vanilla” gift annuities and broadening its marketing efforts in this manner, a 
charity can increase its volume of gift annuities.

About the Speaker:

Frank Minton
Frank Minton founded Planned Giving Services, a national consulting firm that was acquired by PG Calc in 2005.  
Before entering consulting in 1991, he spent over ten years with the University of Washington, where he served 
as Director of Planned Giving and Executive Director of Development.  He has served both as conference chair 
and board chair of the National Committee on Planned Giving (now the Partnership for Philanthropic Planning) 
and received its distinguished service award. He is a recognized expert on gift annuities and has served as chair 
of  the American Council on Gift Annuities from which he also received a distinguished service award.  He is the 
principal author of Charitable Gift Annuities: the Complete Resource Manual, the co-author of Planned Giving 
for Canadians, and has made many presentations and published numerous articles on gift planning.  A number of 
his presentations have been to Canadian audiences, and his writing and consultation also deal with cross-border 

charitable gifts.  He is on the advisory board of Planned Giving Today, and is a member of the Seattle Estate 
Planning Council, and the Washington Planned Giving Council.

Introduction to Gift Annuities: Using Best Practices (Track 1)
Laurie W. Valentine - Kentucky Baptist Foundation

To chart the best course for the future of your organization’s gift annuity program you must have knowledge of both gift annuity 
basics and best practices.  This session will review the basics of current and deferred charitable gift annuities to assure you have the 
knowledge you need to be your organization’s in-house resource for this popular giving option.  And, we’ll also explore the ACGA’s 
recommended best practices for gift annuity programs which can provide risk management to your organization and protection to 
your donors.

About the Speaker:

Laurie W. Valentine
Laurie W. Valentine is Trust Counsel and Chief Operating Officer of  the Kentucky Baptist Foundation.  She is 
admitted to the practice of law in Florida (1982) and Kentucky (1995).  Prior to beginning her work with the 
Foundation in 1994, she was in private practice in Florida for 12 years, specializing in estate planning, probate and 
guardianship law.

Mrs. Valentine has spoken on a variety of estate planning, charitable gift planning and incapacity planning topics at 
seminars sponsored by The Florida Bar, Louisville Bar Association, Crescendo Interactive and National Catholic 
Development Conference.  She has also written articles and chapters on estate planning, estate administration, 
estate and gift taxes and legal ethics for a variety of legal publications.

Mrs. Valentine has been involved in various professional and community activities including service on the Board of the Suncoast 
Ronald McDonald House and the Planned Giving Committee of St. Anthony’s Healthcare Foundation in St. Petersburg, Florida, and as 
president of the Kentuckiana Planned Giving Council (1997-1999), Louisville, Kentucky.  Mrs. Valentine has been a member of the 
ACGA Board since 2000, serving as chair of the 2006 Conference, on the executive committee and, since 2012, as VP-Business.
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Encouraging Generosity: The Demographics of Charitable Estate Planning (Track I, II, III)
Russell James, J.D., Ph.D., CFP® - Texas Tech University

This presentation shares results from a 20+ year national longitudinal study tracking the additions and deletions of charitable estate 
plans for adults over the age of 50.  Additionally, it presents results from the post-mortem transfers of more than 10,000 survey 
respondents who have died during the course of the study.  This allows for a unique connection of lifetime charitable planning activity 
and ultimate post-mortem distributions.

About the Speaker:

Russell James, J.D., Ph.D., CFP®
Russell James, J.D., Ph.D., CFP® is a professor in the Department of Personal Financial Planning at Texas Tech 
University.   He holds the CH Foundation Chair in Personal Financial Planning and directs the on-campus and 
online graduate program in Charitable Financial Planning.   Additionally, he is an adjunct professor at the Texas 
Tech University School of Law where he teaches Charitable Gift Planning.   He graduated, cum laude, from the 
University of Missouri School of Law where he was a member of the Missouri Law Review. While in law school 
he received the United Missouri Bank Award for Most Outstanding Work in Gift and Estate Taxation and 
Planning. He also holds a Ph.D. in consumer economics from the University of Missouri, where his dissertation 
was on the topic of charitable giving.

Dr. James has over 100 publications in academic journals, conference proceedings, and books. These 
predominantly focus on statistical analysis related to gifts, estates, and property.   He has been quoted in a variety of news sources 
including The New York Times, The Wall Street Journal, CNN, MSNBC, CNBC, ABC News, U.S. News & World Report, USA Today, the 
Associated Press, Bloomberg News and the Chronicle of Philanthropy.

Donor Centered Gift Development - Ten Steps to Success (Track 1, II)
Lindsay Lapole - Lindsay Lapole & Associates, Inc.

From prospect identification to gift closure, these "10 Steps to Success" have proven themselves successful when used by hundreds 
of  planned giving professionals closing thousands of gifts.  Developed over 35 years and tested in the lives of real people and their 
families, these steps move the development process off the institutional balance sheet and become the tools for changing the lives of 
our prospects and their families.

About the Speaker:

Lindsay Lapole
Mr. Lapole is a native of West Virginia and a graduate of Marshall University.  Lindsay began his career in fund 
raising and volunteer management with the Boy Scouts of America in 1969 in Louisville, KY.  

In 1979, Mr. Lapole began his 35 year career with The Salvation Army, serving as the Planned Giving Director in 
Louisville, KY and Tampa, FL.  Beginning in August 1986, Mr. Lapole became the Territorial Planned Giving 
Director of The Salvation Army, USA Southern Territory, a position he held for 27 years until his retirement in 
July 2013.  He was responsible for recruiting, training, and technical consultation for the professional staff of 34 
in the 15 Southeastern states as well as the administration, marketing, and quality control for the program across 
the territory.

Mr. Lapole has served on the Board of Directors of the Georgia Chapter of the Association of Fund Raising Professionals and 
received his Certified Fund Raising Executive credential in 1985. He is a past board member and President of the Georgia Planned 
Giving Council. He also served for fifteen years as Chairman of the National Planned Giving Consultants Committee of The Salvation 
Army.  

Lindsay was elected to the Board of Directors for the American Council on Gift Annuities in 1999.  He served as the Conference 
Chair of the 2004 Conference on Gift Annuities, Chair of the State Regulation Committee and Secretary to the Board.  Since 2008, 
Mr. Lapole has served as President and Chair of the Board of Directors of the American Council on Gift Annuities.  

Mr. Lapole has been a frequent speaker on topics related to planned giving, and fund raising management throughout the country.  In 
2012, he was invited by the Republic of Korea to speak at the 2nd International Conference on Sharing in Seoul, South Korea.

Since retirement, Lindsay continues to serve the charitable community as a consultant through his own firm of Lindsay Lapole & 
Associates, Inc.
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Investing CGA and CRT Assets in a Litigious Society - Managing the Process (Track III)
Fran M. Coopersmith, Esq. - Asset Strategy Consultants

Identifying the players, the fiduciary responsibilities, and managing the process for a superior investment program for CGA and CRT 
assets.

About the Speaker:

Fran M. Coopersmith, Esq.
Fran M. Coopersmith is Senior Consultant and head of the West Palm Beach office of Asset Strategy 
Consultants. She provides her Endowment, Foundation, Retirement Plan, and High Net Worth clients with a 
unique consulting perspective of the investment arena.

In addition to her Juris Doctor, MBA, and BS in Engineering from Washington University in St. Louis, Fran has 
over 25 years of Financial, Administrative, and Consulting experience, in both the for and not-for-profit sectors.

Fran has hands-on experience in two key areas -- Investment Management and Endowments/Foundations. 
She was a portfolio manager for Brandywine Asset Management, responsible for research and client service in 

their large cap value product, and a portfolio manager for Rorer Asset Management, providing industry research 
and client services to high net worth individuals for their large cap relative value product. At Rorer she was also responsible for AIMR 
performance calculations and reconciliation, and proxy voting.

In addition, Fran has served as Chief Financial Officer for two non-profit Foundations, William Penn Foundation, in Philadelphia, and 
Quantum Foundation in West Palm Beach. As CFO, Fran was responsible for investments, accounting and budgets, data processing, 
and human resources, and the pension plan. She worked closely with the Board of Directors and Finance Committee.

Fran is also a recognized authority in Social Investment issues, also known as Mission-based Investment. 

She helped found the Delaware Valley Chapter of the Social Investment Forum while CFO at the William Penn Foundation. At the 
time, William Penn Foundation was the largest private foundation to implement Social Investment guidelines, with both positive and 
negative screens. Her industry experience has proven to be an exceptional resource for her consulting clients across the entire 
consulting relationship – asset allocations; investment policy statements; manager structure, manager evaluation and monitoring; and 
on-going communication about research, reporting, investment and financial issues.

Fran came to Asset Strategy Consultants from Shields Associates, where she was a Senior Partner, after ShieldsAssociates was 
acquired by a Private Equity funded firm.

Charitable Gifts Using IRAs (Track II)
Jeremiah “Jere” W. Doyle, IV, Esq. - BNY Mellon Wealth Management

Structuring Charitable Gifts of  IRAs – discusses the income and estate tax implications of leaving an IRA to charity, both at death and 
during life, with a discussion of the interaction of the minimum required distribution rules, the $100,000 exclusion for direct gift 
under Pension Protection Act of 2006 and how to structure the gift to minimize adverse tax consequences.

About the Speaker:

Jeremiah “Jere” W. Doyle, IV
Jere Doyle is an estate planning strategist for BNY Mellon's Private Wealth Management group and a Senior Vice 
President of Bank of New York Mellon. He has been with the firm since 1981.  Jere provides high net worth 
individuals and families throughout the country with integrated wealth management advice on how to hold, 
manage and transfer their wealth in a tax efficient manner. Jere is admitted to practice law in the 
Commonwealth of Massachusetts and before the United States District Court, United States Court of Appeals 
(First Circuit) and the United States Tax Court. He formerly served as a member of  the Massachusetts Joint Bar 
Committee on Judicial Appointments. He is the editor and co-author of Preparing Fiduciary Income Tax Returns, 
a contributing author of  Preparing Estate Tax Returns, a contributing author of Understanding and Using Trusts, a 
contributing author of Drafting Irrevocable Trusts in Massachusetts all published by Massachusetts Continuing 
Legal Education, a reviewing editor of the 1041 Deskbook published by Practitioner’s Publishing Company  and a 

contributing columnist for Estate Planning Review – The Journal published by Commerce Clearing House.  Jere is 
a lecturer in law in the Graduate Tax Program at Boston University School of Law.  Jere received a LL.M. in banking law from Boston 
University Law School, a LL.M. in taxation from Boston University Law School, a Juris Doctor from Hamline University Law School 
and a BS in accounting from Providence College. He is a member of the American Bar Association, Massachusetts Bar Association, 
Boston Estate Planning Council and the Essex County Bar Association.  He served as president of the Boston Estate Planning Council 
and currently serves as a member of its Executive Committee and was a 20-year member of the Executive Committee of  the Essex 
County Bar Association. He is also a member of the steering committee for the American Institute of Certified Public Accountants 
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Advanced Estate Planning Program. He was named as the “Estate Planner of the Year” in 2009 by the Boston Estate Planning Council. 
In 2011 he was elected to the National Association of Estate Planners & Councils (NAEPC) Estate Planning Hall of Fame as an 
Accredited Estate Planner® (Distinguished). He has spoken at numerous professional education programs throughout the country on 
various topics, been quoted in numerous business publications and has appeared on CNBC, MSNBC and CNN. 

Integrating Gift Planning with Major Gifts (Track 1I, III)
Pamela Jones Davidson, J.D. - Davidson Gift Design & Thompson & Associates

Gift planning is now part of major gift fundraising in most nonprofit development shops, due to the prospect pool and their asset 
holdings.   Major gift officers have many opportunities to listen for what prospects state as their impediment to giving, reasons  they 
cannot afford to part with income.   These “cues and clues” will be addressed and what MGO’s can suggest, such as outright gifts like 
the IRA Charitable Rollover.  Also covered will be certain activities in non-profits that can lead to ongoing gift planning conversations 
at life stages by major gift officers.

About the Speaker:

Pamela Jones Davidson, J.D.
Pamela Jones Davidson, J.D., is President of Davidson Gift Design, in Bloomington, Indiana, a consulting firm 
specializing in all aspects of gift planning and training.  She is also a Senior Vice President for Thompson & 
Associates, offering estate planning services to nonprofits.  She was with Indiana University Foundation for 11 
½ years, most as its Executive Director of Planned Giving and Associate Counsel.  

Ms. Davidson has a B.A. from Indiana University and graduated magna cum laude from the Indiana University 
School of Law at Indianapolis in 1979.  She has been an examiner in the Estate and Gift Tax Division of the 
Internal Revenue Service, and practiced law.

Ms. Davidson was the 1999 President (now, Chair) of the National Committee on Planned Giving (now, 
Partnership for Philanthropic Planning, “PPP”), and on its board for six years.  She serves on the Editorial Board of the Planned Giving 
Design Center and on the Boards of several charities in her community.  

Thursday,  April 10th  Rates Luncheon

Rates Luncheon & Chair’s Address: Gift Annuity Rates Presentation
David A. Libengood, ACGA Rates Committee Chair - Kaspick & Company, LLC
Lindsay Lapole, ACGA Chairman - Lindsay Lapole & Associates, Inc.
Sponsored by: Kaspick & Company, LLC

Join us as the ACGA Rates Committee Chair discusses developments regarding ACGA’s suggested gift annuity rates. 

About the Speakers:

David A. Libengood
Mr. Libengood leads the team of relationship managers/consultants at Kaspick & Company.   He has over 25 
years of experience in the planning, administration, and investment of planned gifts.   He is also the Chair of the 
Rates Committee of the Board of Directors of the American Council on Gift Annuities (ACGA) and is a Past 
President of the Planned Giving Group of New England.   Prior to joining Kaspick & Company in 2001, he was 
responsible for gift planning, trust and bequest administration, and the investment of life income gifts at The First 
Church of Christ, Scientist in Boston, Massachusetts.   Mr. Libengood graduated with high honors from the 
American Bankers Association’s National Graduate Trust School and is a Certified Trust and Financial Advisor 
(CTFA).  He holds a Bachelors of Music Performance degree and an MBA with distinction from The University 
of Michigan.

Lindsay Lapole, ACGA Chairman - Lindsay Lapole & Associates, Inc.
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Thursday,  April 10th  Afternoon Sessions
(1:30pm - 2:45pm & 3:15pm - 4:30pm)

Innovative Charitable Lead Trust Structures: Bringing Economic Efficiencies to a Wealth Transfer 
Workhorse (Track II)
Paul S. Lee, J.D., LL.M. - Bernstein Global Wealth Management

An IRS ruling, combined with a low 7520 rate has injected new life into a rarely used estate planning vehicle: the CLAT; particularly if 
the CLAT is structured with back-loaded annuity payments. This presentation discusses:

• How a properly structured CLAT can transfer more wealth than a GRAT and a sale to an IDGT
• Non-grantor and “intentionally defective” grantor CLATs
• Lifetime vs. testamentary CLATs
• How to structure transactions that avoid violation of the private foundation rules
• The investment implications of back-loaded annuity CLATs
• Specific applications pertaining to contributions of FLP interests, private equity investments, preferred investment FLP 

interests, highly-appreciated single stock positions and life insurance

About the Speaker:

Paul S. Lee, J.D., LL.M.
Paul S. Lee is a National Managing Director of Bernstein Global Wealth Management, a position he assumed in 
2006; he is also a member of the firm’s Wealth Management Group, which he rejoined in 2008. Previously, he had 
been a managing director in the London and New York offices. Prior to joining the firm in 2000 as a Wealth 
Management Group director, he was a partner in the Atlanta-based law firm of Smith, Gambrell & Russell, LLP. 
Lee received a BA, cum laude, in English and a BA in chemistry from Cornell University, and a J.D., with honors, 
from Emory University School of Law, where he was notes and comments editor of the Emory Law Journal; he 
also received an LLM in taxation from Emory University. Lee was the recipient of the Georgia Federal Tax 
Conference Award for Outstanding Tax Student and the Ernst & Young Award for Tax and Accounting. A frequent 
lecturer and panelist on investment planning and tax and estate planning, Lee has spoken at the Heckerling 

Institute on Estate Planning, the ACTEC National Meeting, the ABA Tax-RPTE Joint National CLE Conference, the 
Southern Federal Tax Institute, the USC Institute on Federal Taxation and the Notre Dame Tax and Estate Planning Institute. His 
articles have been published by The ACTEC Law Journal; BNA Tax Management Estates, Gifts and Trusts Journal; BNA Tax 
Management Memorandum; The Practical Tax Lawyer; Major Tax Planning; Trusts & Estates; and the Emory Law Journal.

Gift Annuity Administration (Track 1, II, III)
Susan Gutchess - Consultant & Nev Major - The Nature Conservancy

The behind the scenes requirements of a gift planning department are as important as the out-the-door fundraising efforts.  A solid 
gift administration program ensures that your organization will realize the maximum eventual proceeds from deferred gifts.  This 
session will cover best practices in gift planning administration that need to be implemented to keep your organization functioning 
effectively.  Key issues will include:  gift acceptance policies, gift annuity registration, investment policies, acceptance of non-cash gifts, 
and estate administration.  

About the Speakers:

Susan Gutchess
Susan Gutchess is a consultant to non-profit organizations on projects relating to Gift Planning and Gift Planning 
Administration.  She serves on the Boards of  the American Council on Gift Annuities as Treasurer; Planned 
Parenthood of Metropolitan Washington as Chair of the Governance Committee; and the Foundation for the 
Preservation of Historic Georgetown.  Her previous professional experience includes the positions of Director 
of  Gift Planning at The Nature Conservancy and at The National Trust for Historic Preservation.  She has a BA 
from Smith College and a Master’s of  Public and Private Management from Yale University’s School of 
Management.

! 21



Nev Major
Nev Major has worked at The Nature Conservancy for over 17 years in a variety of roles.  As the Director of 
Gift Administration he oversees The Nature Conservancy’s planned gift asset management, donor advised fund 
program, estate distributions and gifts of securities.  He graduated from James Madison University with a degree 
in history and anthropology.  A native Virginian, he enjoys camping and hiking around the Shenandoah Valley and 
currently lives in Warrenton, VA with his wife and two children.

Monitoring Outside Managed Trusts (Track III)
Sean W. Mullaney, Esq. - Trust Analytics Group

This presentation will cover key issues involving the investment and administration of outside managed trusts which benefit your 
organization.  Questions we will address will include:
 

• How did the trustee determine the investment objective for the trust and how is it monitored?
• How has the trust’s investment portfolio performed relative to an appropriate benchmark over the past one, three, five and 

ten year periods?
• Is the trustee using proprietary mutual funds or common trust funds?
• What is the trustee’s security and/or mutual fund selection process and how is it implemented at the trust level?
• For trusts which currently pay income to your organization, how was the distribution rate determined and how often is the 

distribution rate reviewed?
• How are the trustee fees determined and how do they relate to fees being charged by other corporate fiduciaries?
• Is the trust paying taxes and, if so, how can we minimize or avoid such taxes?
• What does it mean if the trust is a “private foundation” versus a “supporting organization”?
• When does a small trust become “non-economic” and how can it be terminated?
• Has the Uniform Trust Code been adopted in the state in which the trust is being administered and how does that affect the 

administration of the trust?
 
Understanding the answers to these questions is necessary for ensuring that your outside managed trusts are being invested and 
administered in a manner that will provide an appropriate level of financial support to your organization. 

About the Speaker:

Sean W. Mullaney, Esq.
Sean W. Mullaney is the founding principal of Trust Analytics Group (TAG).  TAG provides cross-disciplinary 
advisory services to nonprofit institutions and trustees on a broad range of issues relating to the investment and 
administration of charitable trusts.  Since its founding in 2003, TAG has advised a broad array of nonprofit 
institutions, including some of the country’s largest nonprofits as well as leading colleges, universities and 
hospitals.  Prior to TAG, Sean held a variety of executive positions with both public and privately held consulting 
firms.  Sean began his legal career with Ropes & Gray in Boston, MA, practicing in the area of corporate finance.  
Sean graduated with high honors from Boston College and with honors from Boston College Law School.  Sean 
is also the founder of Shelter Legal Services Foundation, a nonprofit organization which has provided free legal 
services to more than 5,000 homeless and poor people since 1991.  

Creative Charitable Planning with Non-Cash Assets (Track II, III)
Bryan K. Clontz, CFP®, CLU, ChFC, CAP, AEP - Charitable Solutions, LLC

Having a thorough understanding of charitable planning techniques is critical when assisting affluent donors with charitable giving and 
tax planning. How would you help a client who wants to donate a painting, horse or beach house to charity? Non-cash assets such as 
real estate, closely held stock, collectibles, etc., are estimated to be a $40-60 trillion market.  Yet non-cash assets represent less than 
5% of all charitable gifts.  Bryan will cover how to potentially maximize donations through untapped assets such as real estate, 
privately held C corporations, S corporations, LLCs, limited partnerships and other unique assets. This highly interactive session will 
employ case studies to illuminate the key points.
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About the Speaker:

Bryan K. Clontz, CFP®, CLU, ChFC, CAP, AEP
Bryan is the founder and President of Charitable Solutions, LLC, specializing in non-cash asset receipt and 
liquidation, gift annuity reinsurance brokerage, gift annuity risk management audits, emergency assistance funds 
and life insurance appraisals/audits.  

Bryan currently serves as the Leon L. Levy Fellow in Philanthropy at The American College of Financial Services.  
He also serves as a Senior Consultant to Ekstrom & Associates – a community foundation consulting firm in 
New Haven, CT.  Bryan is the founder of the Dechomai Foundation, Inc. and the Dechomai Asset Trust - two 
national donor advised funds focusing on non-cash assets generally and S-corp transactions respectively.  He is 
also the founder and President of  The Emergency Assistance Foundation, Inc. – a national fund allowing employers 

to create emergency assistance and disaster relief funds for their employees. 

In the decade prior to founding Charitable Solutions, LLC in 2003, he served as the director of planned giving for the United Way of 
Metropolitan Atlanta, national director of planned giving for Boys & Girls Clubs of America and then as vice president of 
advancement at The Community Foundation for Greater Atlanta. He received a bachelor’s of science in business administration from 
the College of Charleston in Charleston, SC; a master’s degree in risk management and insurance from Georgia State University in 
Atlanta, GA; and a master’s degree in financial services from the American College in Bryn Mawr, PA. 

From 2000-2005, he served as a graduate adjunct professor for both personal financial planning and life insurance in the Department 
of  Risk Management and Insurance at Georgia State University. He serves on the Editorial Board of the Planned Giving Design 
Center (2000-current), the Advisory Board for the American College’s Chartered Advisor in Philanthropy designation (2001-
current), the American Council on Gift Annuities’ Rate Recommendation and Research Committee (2003-2010) and the National 
Committee on Planned Giving Board (2007-2009). 

He has given more than 2,000 presentations on charitable gift planning; been published in an international insurance textbook; and 
written more than two dozen articles in financial services and planned giving journals, including a planned giving manual entitled Just 
Add Water, which has sold more than 2,000 copies.  Bryan chaired the inaugural statewide Leave a Legacy Georgia! campaign.  He is 
the co-inventor of a proprietary CGA risk management process (LIRMAS- Life Income Risk Management Analytic Suite) based on an 
actuarial study he co-authored for the Society of Actuaries on CGA Mortality.

UPMIFA (Track III)
Philip M. Purcell, J.D. - Ball State University Foundation

This session will explain the most important aspects of the law governing charitable endowments, the Uniform Prudent Management 
of  Institutional Funds Act (UPMIFA).  We will review the legislative history of this law, highlighting differences from prior law, the 
Uniform Management of Institutional Funds Act (UMIFA).  How UPMIFA governs the prudent management of charitable endowments 
will be explored in depth, including the role of the board of directors and staff in implementing investment and spending policies.  
Implications for fundraising, including endowment gift agreements to comply with UPMIFA, will be emphasized.  Unique aspects such 
as financial accounting for endowments, amendments to endowments over time and definition of quasi-endowment will be analyzed 
as well.

About the Speaker:

Philip M. Purcell, J.D.
Phil Purcell currently serves as Vice-President for Planned Giving and Endowment Stewardship at the Ball State 
University Foundation assisting with a $200 million campaign toward which $65 million in planned gifts were 
raised.  He is a certified fundraising executive (CFRE).  Phil is an attorney and member of the American and 
Indiana State Bar Associations.

Phil currently serves as a volunteer on the Tax Exempt Organization Advisory Council for the Internal Revenue 
Service (Great Lakes States region).  He teaches courses on Law and Philanthropy, Nonprofit Organization Law 
and Planned Giving as adjunct faculty for the Indiana University Maurer School of Law and Indiana University 
Lilly School of Philanthropy and Fundraising School.  Phil served on the board of directors for the Partnership 
for Philanthropic Planning (secretary), Association of Fundraising Professionals Indiana Chapter (president) and 

Planned Giving Group of Indiana (president).  He serves on the Editorial Advisory Board for Planned Giving Today.

He has consulted on behalf of all types of charitable organizations.  He serves as senior of counsel to the Indianapolis law firm, 
Fleming Stage, senior consultant for Heaton Smith Group, providing legacy and charitable estate planning and on the Technical 
Advisory Board for The Stelter Company.  Phil received his B.A. degree from Wabash College in 1981 (magna cum laude) and his J.D. 
and M.P.A. degrees (with honors) from Indiana University in 1985. 
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Donor Stewardship: The Care and Feeding of Donors (Track I, II)
Dan T. Garrett - ACU Foundation

Our donors are the lifeblood of our organizations and institutions. How can we maximize our time, energy and resources to keep life 
(funding) flowing to grow our outreach to those we are privileged to serve? How will we cultivate and engage donors in maximizing 
their gifts while uncovering future donors after we have moved on? What role should we play? What role are we willing to play? Let’s 
discover the answers to these and other questions together as we discuss the stewardship of our stakeholders.

About the Speaker:

Dan T. Garrett
For the past forty years Mr. Garrett has worked in the arena of fund development for not-for-profit 
organizations. He spent eleven years on the Development staff of Abilene Christian University, where he 
personally directed major campaign efforts in both Annual Giving and Estate Planning. In 1984, Mr. Garrett joined 
the Baylor University Medical Center Foundation where he served as Vice President until October 1,1994 when 
he formed the Garrett Group, a Development and Planned Giving Consulting firm.

In addition to serving as President of the Garrett Group, Mr. Garrett was appointed Vice - Chancellor of Abilene 
Christian University on June 1, of 1995. In June 1998 he was named the first ever President of The ACU 
Foundation.

His professional experience has included regular face-to-face work with donors, as well as extensive contact and consultation with 
financial planning and allied professionals. He has consulted with professionals and individuals on estate plans of  all sizes, securing 
avenues for more efficient transfer of assets and personal possessions. From 1990 through the summer of 1994 he served as a 
regular featured lecturer for planned giving training seminars with a national association.

Mr. Garrett holds the Bachelors of Science Degree in Business from Abilene Christian University. In 1985 he received the Certified 
Fund Raising Executive (CFRE) and became licensed as a Certified Financial Planner (CFPTM) designee. He has also received 
professional certification from the Association for Healthcare Philanthropy (CAHP), is an Accredited Estate Planner (AEP), and a 
Certified Wealth Consultant (CWC).

Mr. Garrett's work in the not-for-profit arena extends beyond the professional realm. He regularly serves in volunteer and official 
Board capacity for a number of  charitable organizations. He has served as a member of the Board of Directors of the Dallas/Ft. 
Worth Chapter of the International Association of  Financial Planners (IAFP), and on the Board of the North Texas Chapter of the 
Partnership for Philanthropic Planning (PPP) formerly NCPG.

He and his wife Donna, reside in Abilene, Texas and attend the Southern Hills Church of  Christ where he serves as an elder. He has 
three sons who graduated from ACU and are Eagle Scouts.

Capitalizing on a Strategic Process for Hiring Development Staff (Track II)
Susan Boggs - Carr Assessments & Paula Felchner - Carr Assessments

Staffing for non-profit fund development is a monumental challenge.  The difficulty is three-fold --- finding people who can and will do 
the difficult work of securing donations, bringing them on board when the resources to support and reward them are limited, and 
then retaining them long-enough so that they become fully trained and productive.   Our not-for-profit contacts suggested that they 
could train on the technical aspects of the job but identifying the soft-skills and personality characteristics that would lead to success 
was much more difficult.  They asked us to complete a study to delineate the traits and qualities that would help an individual to be 
successful in fundraising.   We used pre-hire assessment and a variety of performance criteria in research aimed at developing 
performance predictors that could be used in selection.   We put the model for success together with a strategic search approach 
that identified and qualified a pool of applicants and provided a road-map for developing the skills new hires would need.   The 
resulting process has helped organizations to get the “right person” in the “right job” with the “right tools” which led to increased 
revenue production and reduced turnover.   This presentation will share what our research has taught us about the people who tend 
to be both successful and satisfied over the long run in not-for-profit fund development.
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About the Speakers:

Susan Boggs
Susan has 30+ years human resource experience.  Her scope of responsibility includes: employee relations, 
developing performance management systems, developing and conducting management and workforce training, 
handling legally-charged employee performance and termination issues, handling outplacement from a corporate 
perspective, policy development, and talent management at all levels of an organization.

Susan began her professional career at Saks Fifth Avenue, Kansas City as Assistant Personnel Director where she 
was responsible for conducting training for new employees, recruiting, employee relations, payroll, seasonal 
staffing, and performance management.

She joined Blue Cross and Blue Shield of Kansas City where she spent seven of her ten years as Manager of 
Human Resource Operations.  In that capacity, she was responsible for corporate recruitment, employee relations, EEOC, affirmative 
action, employee development, administration and development of policies and procedures, corporate re-engineering, rightsizing, 
outplacement, and performance management. 

Susan has spent the last 18 years working as a talent management professional providing nationwide consulting to client companies 
with outstanding new hires (from managers to CEOs) that have become excellent employees with longevity in the organizations they 
joined. 

Paula Felchner
Paula Felchner is a business consultant with over 25 years of experience providing services to for-profit, non-
profit, and governmental organizations.  For the past 18 years, she has focused on talent acquisition and talent 
management through her association with Carr & Associates, a firm focused on utilizing individual assessment to 
identify and develop individuals for their clients.  She has had primary responsibility for test validation, research, 
and product development and is currently filling the position of V.P. of Operations.   

Her work for Carr has included an extensive research program which has helped a number of organizations to 
identify, measure, and utilize characteristics which have been proven to be valid predictors of future 
performance.  She helped to develop an economical online training program for non-profit leadership 

development with Centerpoint for Leaders, a D.C. based Points of Light organization.  She has coordinated with 
the Executive Service Corp to provide mentors for not-for-profit leaders seeking coaching to help them to move their organizations 
forward. 

Prior to joining Carr & Associates, Ms. Felchner worked with the Industrial Relations Affiliates in Omaha and the Center for Applied 
Psychological Services at the University of Nebraska, where she conducted extensive program and management practice reviews and 
provided change recommendations to senior management in regards to policy/management practices.  She also served as an 
instructor at the University of Nebraska, Omaha and Bellevue University in Bellevue, Nebraska where she conducted classes in 
general psychology, statistics and research methods.
 
Ms. Felchner holds a B.S. in Economics from Illinois State University and an M.A. in Psychology from the University of Nebraska, 
Omaha.  She has completed all but dissertation in Industrial – Organizational Psychology with the University of Nebraska. 
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Impact of ATRA 2012 on Estate Planning (Track II, III)
Heather J. Rhoades - Cummings & Lockwood, LLC

“The Impact of ATRA on Estate Planning” will review the relevant transfer tax provisions of the American Taxpayer Relief Act of 
2012, including the various exemptions and rates, portability and the net investment income tax, and the impact of the Act on estate 
and charitable planning.

About the Speaker:

Heather J. Rhoades
Heather J. Rhoades practices in the areas of estate planning, estate settlement, trust administration and 
charitable planning. She is resident in the West Hartford office of Cummings & Lockwood LLC where she is a 
Principal in the Private Clients Group. She is a member of the firm’s National Charitable Planning Group.

Heather is a frequent speaker on estate and tax planning issues and has authored a number of articles focusing 
on various estate planning subjects. She has been selected for inclusion in The Best Lawyers in America, a 
publication that lists lawyers considered by their peers to be outstanding in their field. Since 2009, Heather has 
been named annually by Connecticut Magazine as one of the top young lawyers in Connecticut. Heather is a 
Fellow of The American College of Trust and Estate Counsel.

Heather is a member of the Executive Committee of the Estates and Probate Section of the Connecticut Bar Association. She is also 
a member of the Hartford Foundation for Public Giving Professional Advisory Committee and the UCONN Foundation Planned 
Giving Professional Advisory Council. In addition, Heather is the Treasurer of the Estate and Business Planning Council of Hartford.

Heather received her B.A., summa cum laude, from the University of Connecticut and her J.D., with high honors, from the University 
of Connecticut School of Law.

Friday,  April 11th  Morning Sessions
(8:30am - 9:45am & 10:15am  - 11:30am)

Prospect Identification and Marketing (Track I, II)
Maribett Varner - BKV Advertising

An in-depth look at prospect best practices as well as some tips on trying new techniques and new media  to get donors engaged in 
a significant way.

About the Speaker:

Maribett Varner
Maribett is one of the original founders and President of the BKV Advertising which started in 1981 with 
Christian Children’s Fund as their first client.  BKV’s specialty is Direct and Digital Advertising where 
“accountability” in driving measurable results is the foundation of everyone’s thinking.  While BKV works with a 
variety of major national brands such as AT&T and Mercedes Benz, they’ve always had a number of national non-
profits on their client roster.  Current clients include:  American Red Cross, March of Dimes, Prison Foundation 
Ministries, Children International and Crohn’s and Colitis Foundation.  In the Planned Giving arena, BKV has 
worked across a variety of media:  direct mail, email, print, radio, television and digital.

Gift Planning with Real Estate (Track II)
Emanuel “Emil” J. Kallina, II, J.D., LL.M. - Kallina & Associates, LLC

In general, charities are willing to receive real estate gifts, if  they can liquidate the property quickly and do so without liability. Ideally, 
the charity would like to receive a gift of a piece of real estate, with a reliable 3rd party buyer already lined up, obligated under a 
contract of sale to purchase the property to be given. However, existing laws do not permit this arrangement, not without taxing the 
donor on the sale and treating the donor as if he or she sold the property, and then gifted cash to the charity.  The answer to this 
dilemma lies in a technique known as the “Charitable Put,” and other tricks of the trade designed to lessen financial exposure and 
legal liability.
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About the Speaker:

Emanuel “Emil” J. Kallina, II, J.D., LL.M.
Mr. Kallina was educated at Bowdoin College (BA), the University of Maryland School of Law (J.D.), and New 
York University School of Law (LL.M. in Taxation). He is licensed to practice law in Maryland and the District of 
Columbia, and is admitted to practice before the U.S. Fourth Circuit Court of Appeals, the U.S. Circuit Court of 
Appeals for the District of Columbia, the U.S. District Court of Maryland, the U.S. District Court for the District 
of Columbia, and the U.S. Tax Court.

While Mr. Kallina currently focuses his practice on estate and charitable planning for high net worth individuals, 
he has practiced extensively over the years in the related fields of business law, corporate tax law, partnerships, 
and real estate.

Mr. Kallina is the founder of CharitablePlanning.com, a website dedicated to professionals who need the tools to complete planned 
and major gifts. He is also a co-founder of the Planned Giving Design Center (www.pgdc.com), a former member of the Board of 
Directors of PPP (formerly NCPG), former Chairman (5 years) of the Government Relations Committee of the NCPG, a co- 
founder of the Chesapeake Planned Giving Council, Chairman of the Board and President of The James Foundation, a member of the 
Board of Directors of Search Ministries, Inc., a former and current member of the boards of trustees or directors of a number of 
other non-profits, and an expert witness on estate planning and charitable matters.

Mr. Kallina has testified on a number of occasions before the IRS on pending matters and has worked extensively with the staff  of  the 
various Congressional committees regarding charitable legislation.

Mr. Kallina is a nationally recognized speaker on estate planning and charitable giving and a frequent author on these topics.

Data-Driven Marketing of Gift Annuities: Results You Can Use from the 2013 Survey - Panel Discussion 
(Track I, II)
Ron Brown - Fordham University (moderator)

Hot off  the press: highlights from the most recent national survey by the American Council on Gift Annuities.  Learn how to target 
your marketing based on the best available data.  For example: how old are typical annuity donors?  Are deferred annuities becoming 
more popular?  How much remains after an annuitant's life for use by charities?  Have charities changed their practices following the 
Great Recession of 2008?  And how are charities using gift annuities to encourage Annual Giving and bequests?

About the Moderator:

Ron Brown
Ron Brown has served as Director of Gift Planning at four leading charities: Princeton University, the National 
Wildlife Federation, United Way of America, and from January 2012 to the present, Fordham University. He 
serves as a Board member, a member of the Rates Committee, and chair of the Research Committee for the 
American Council on Gift Annuities (ACGA). He is a board member of the Philanthropic Planning Group of 
Greater New York and a member of the CANARAS Gift Planning Council. Ron’s new website Gift Planning 
History.org was launched in September 2013.

Previously Ron served as a board member of the National Committee on Planned Giving (now the Partnership 
for Philanthropic Planning), President of the Gift Planning Council of New Jersey, founding chair of LEAVE A 

LEGACY® New Jersey, and the board of the ALS Association of SE Pennsylvania. He is a Certified Financial 
Planner (CFP) as well as a decorated Navy historian, a graduate of Princeton University and the University of Chicago.

About the Panelists:

Catherine K. Gletherow, CPA
Oberlin College
Catherine Klima Gletherow is a CPA and holds a BS in accounting and an MBA from Cleveland State University. 
Her early career was spent as a tax accountant for regional public accounting firms where she worked with 
closely held business owners on personal and business accounting and tax issues. She switched to the nonprofit 
sector when she moved to Boulder, Colorado and worked as the development director for a disability rights 
agency. Catherine has been with Oberlin College’s development and alumni affairs office since 1998 and serves 
on its senior management team. She has been Director of Gift Planning since 2005 and Senior Philanthropic 
Advisor since 2013. Her specialty is deferred giving via estate planning, charitable trusts and charitable gift 
annuities, and she also advises donors in complex gift arrangements, both outright and deferred.  

! 27

http://www.pgdc.com
http://www.pgdc.com


Cam Morin Kelly
Duke University
Cam Kelly joined the University Development Office at Duke as assistant vice president for principal gifts 
programs in October 2008. She held advancement positions at her alma mater, Smith College, for seventeen 
years before coming to Duke. Her positions at Smith included director of campaign & gift planning; special 
assistant to the president for strategic plan implementation (2007 and 2008); and director of  planned gifts & 
bequests. Prior to joining Smith’s advancement office she was an investment advisor and portfolio manager with 
an investment management firm in Boston.

Cam oversees the principal gifts program within University Development, working collaboratively across the 
university on strategic planning that will secure gifts at the $5 million level and higher. She is the primary development liaison for the 
Energy Initiative at Duke, is the co-liaison to the Leadership Gifts Committee and has been closely involved in campaign planning and 
implementation. She also co-manages Duke’s Family Philanthropy effort and works with colleagues to lead the emerging Women in 
Leadership and Philanthropy effort. Cam earned an A.B. in mathematics from Smith College, and she is a Chartered Financial Analyst 
(CFA).

Edith “Edie” Matulka
PG Calc
As Senior Consultant at PG Calc, Edith (Edie) Matulka has primary responsibility for assisting charities in 
complying with state regulations for issuance of gift annuities. She is also an author of certain chapters of 
Charitable Gift Annuities: The Complete Resource Manual and worked on the development of the gift annuity 
agreement forms integrated in PG Calc’s software. In addition to the practice of law, Edie’s background includes 
work in government, public, and nonprofit settings.

A member of the Washington State Bar Association, Edie graduated from Northwestern School of Law at Lewis 
and Clark College in Portland, Oregon and earned a B.A. in Political Science from the University of Washington.

Edie is a prominent speaker on gift annuities and state regulation, and has spoken at American Council on Gift Annuities (ACGA) 
conferences as well as to local planned giving councils.  She currently serves on the Board of ACGA and is a member of its Research 
and State Regulations Committees. 

Edie joined Planned Giving Services, a Seattle-based consulting firm started and led by Frank Minton, in 1997. PG Calc acquired 
Planned Giving Services in August, 2005.

John Pierce
Concordia College
John S. Pierce, with a BS in Agricultural Economics from North Dakota State University, Fargo, ND, in his 44th 
year in advancement at Concordia College, Moorhead, MN, is its Senior Director of Planned Giving; he began at 
Concordia as Assistant Alumni Director; then he was Executive Secretary of the college’s legendary major gifts 
group, the C-400 Club, for which he secured dozens of internationally-known political, economic and 
entertainment legends, including Charles Schulz “Peanuts;” Walter Cronkite; Col. Harland Sanders (Kentucky 
Fried Chicken); opera star Beverly Sills; race car driver Bobby Unser; commentator Paul Harvey; and, this April, 
Bill Gates, Co-Chair of the Bill and Melinda Gates Foundation.  John has played a role in securing tens of millions 
of  dollars of contributions, current and/or deferred, working with hundreds of  major gift donors and their 
professional advisors, as those donors have established planned gift arrangements, revocable and irrevocable, 

which, in their entirety or in part, have benefited and/or will benefit Concordia College. 
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The Ethics of Advising Elderly Donors and Clients (Track I, II)
Leon C. Boghossian, III - Hinckley Allen

Charities, and those who work for them, seeking gifts must be extremely careful when soliciting donors.  They must not be overly 
zealous in pursuing donations to the point of treading on impropriety.  During our country’s financial meltdown this past decade, 
many charities experienced increased pressure to raise funds in light of decreasing endowments and fewer gifts.  This pressure passed 
down to their development personnel.  We have now seen an increase in instances where these employees may have “crossed the 
line” in obtaining charitable donations. You will learn from this talk the rules of what is proper and what is not proper when seeking 
charitable gifts and pledges.  You will learn how not to cross that line. 

About the Speaker:

Leon C. Boghossian, III
Leon’s practice is focused primarily in assisting clients of various degrees of wealth in planning for the orderly 
and efficient distribution of their estates upon their deaths, with minimal tax costs. Towards that end, Leon also 
focuses on administering clients’ estates upon their passing, with efficiency and tax minimization. Leon is 
especially adept at mediating possible inheritance issues, including family disputes. He also represents clients in 
planning for disability, including powers of attorney, guardianships, conservatorships, and living trusts. Leon is an 
authority on trust and estate litigation, with particular emphasis on obtaining court approvals for trust 
accountings, trust modifications, and trust terminations. Leon is also well versed in the area of minimizing the 
use of one’s own assets to pay for long-term care costs, including Medicaid planning.

Propel Campaign Success with Planned Giving (Track II)
Michelle L. Glennon, Esq. - Johns Hopkins & Scott Lumpkin - University of Denver

• Why campaign success depends on planned giving
• Simple strategies for including planned giving in a campaign
• Why you don’t have to be a planned giving expert
• Why planned giving is the key to closing the largest campaign gifts
• Using a campaign to expand the role of planned giving in your organization
• Counting planned gifts in a campaign
• Securing support from senior leaders for including planned giving in a campaign

About the Speakers:

Michelle L. Glennon, Esq.
Ms. Glennon is the Senior Director of Gift Planning and Senior Philanthropic Advisor for Johns Hopkins.   She 
joined Johns Hopkins in 2001 and in 2007 was appointed to lead the gift planning program for both Johns 
Hopkins University and Medicine.  Ms. Glennon leads a team of 17 professionals who integrate gift planning, 
marketing and fiduciary services with the principal and major gift programs at each of Johns Hopkins’ schools 
and divisions.   The gift planning program helped raise over $680 million for Johns Hopkins’ $3.7 billion 
Knowledge for the World campaign and is anticipated to play a vital role – 20% –  in the recently launched $4.5 
billion campaign, Rising to the Challenge: The Campaign for Johns Hopkins.   Michelle received her J.D. magna 
cum laude from the University of Baltimore School of Law, and practiced law with Ober|Kaler, a national law 
firm based in the D.C.-Baltimore area.  She came to Johns Hopkins from the advancement team at Loyola 
University, Baltimore, her undergraduate alma mater.  Michelle, husband and two daughters live in Towson, MD; 

she is a member of PPP and CASE, and holds leadership, volunteer roles at her church and her daughters’ school.

Scott Lumpkin
Scott Lumpkin leads the University of Denver’s comprehensive advancement efforts including overseeing DU’s 
current $450 million campaign.  He became vice chancellor in 2011, after spending 27 years directing DU’s 
planned giving program.  Recognized nationwide for his expertise in gift planning, Scott’s experience directing 
planned giving programs and campaigns gives him unique insights into the powerful role of planned giving in 
campaigns.
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Planning and Drafting Charitable Remainder Trusts (Track I)
David Wheeler Newman - Mitchell Silberberg & Knupp LLP

The CRT is the most versatile tool available to gift planners, which can be used to balance the donors' philanthropic objectives with a 
variety of financial planning objectives.  To understand CRT planning dynamics, we will review the various types of CRT, the planning 
objectives each is best suited to achieve, and typical language that would be used in trust documents to make sure these goals are 
met.

About the Speaker:

David Wheeler Newman
David Newman chairs the Charitable Sector Practice Group at the Los Angeles law firm of Mitchell Silberberg & 
Knupp LLP.  For what seems to him like forever he has advised families and individuals concerning their 
foundations and other philanthropy, as well as charitable organizations and their donors on the legal and tax 
aspects of planned giving.  David is a former member of the Board of the National Committee on Planned 
Giving, where he served as an officer and member of its executive committee, and is currently on the Board of 
Directors of the American Council on Gift Annuities.  He is a founder and President Emeritus of New Roads 
School in Santa Monica and a member of the Professional Advisors Council of the Los Angeles Chamber 
Orchestra.

Optimizing Your Realized Bequests - Panel Discussion (Track II, III)
Timothy Prosser, J.D. - Kaspick & Company (moderator)

Gift planning programs justifiably place great emphasis on the marketing of bequest gifts, identification of bequest expectancies and 
stewardship of bequest donors.  This panel discussion focuses on what comes next:  effective monitoring and oversight of post-death 
bequest administration.   A charity’s failure to become engaged in the bequest administration process can “leave money on the table” 
in the form of delayed or inaccurate distributions, payment of excessive fees or unjustified creditors’ claims, and incorrect 
apportionment of  estate taxes.   The panelists represent diverse charitable organizations with very active bequest realization 
programs.   Our discussion will address each charity’s bequest monitoring procedures, its aggressiveness in pursuing bequest 
realizations, and its efforts to make the case for resources to support this vital function.

About the Moderator:

Timothy Prosser, J.D.
Mr. Prosser joined KASPICK & COMPANY in 2009 with nearly 20 years’ experience in legal practice and 
financial services.  Prior to joining TIAA-CREF Trust Company in 2000, Mr. Prosser practiced law in the areas of 
estate planning, estate and trust administration, charitable giving, and business succession planning with the firms 
of  Sonnenschein Nath & Rosenthal and Armstrong Teasdale Schlafly & Davis in St. Louis, MO.  Mr. Prosser has 
served on the board of the Partnership for Philanthropic Planning and as Chair of its National Conference.  He 
is a board member and past president of  the Saint Louis Planned Giving Council and is a recipient of the 
Council’s “Founders Award.”  Mr. Prosser received his J.D. degree and MA degree in Public Administration from 
St. Louis University in December 1990 and his BA in Russian Area Studies in 1987 from Loyola University, New 
Orleans.

Panelists:

Melissa Copher
American Red Cross
Melissa M. Copher has been with the American Red Cross Gift Planning Department since 1999.  She is a Director, overseeing the life 
income gift program at the Red Cross.  She previously worked at the Indiana University Foundation as an Assistant Director of Gift 
Planning.  She graduated from Miami University, Oxford, OH in 1991 and Indiana University School of Law, Indianapolis, in 1994.  She 
lives in Indianapolis, IN with her husband and three sons.

Stephen P. Link
Georgetown University
Executive Director of Gift Planning for Georgetown University, Stephen Link has served in the field of  gift planning since 1992, 
beginning at Lehigh University, where he was later appointed Assistant Treasurer.  After 12 years at Lehigh, Link was named Vice 
President of Advancement for St. Luke’s Hospital & Health Network, a not-for-profit hospital network serving eastern, PA and 
western, NJ.

Link joined the Gift Planning team at Georgetown University in 2006.  Over the past two decades, Link served on the boards of the 
Lehigh Valley Community Foundation, Historic Bethlehem Partnership and Lehigh Valley Chamber Orchestra.   In addition, Link has 
cycled from San Francisco to Los Angeles, and Montreal to Portland, ME to raise funds for AIDS research and prevention; and in 2013 
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climbed Mt. Kilimanjaro to benefit the MIRA Foundation, a group that provides guide dogs to visually impaired students age 11-17.  
Link has spoken on aspects of gift planning and endowment management for a variety of organizations including the Opal Group, the 
Institute for International Research and Fulton Financial Advisors.  Link holds a B.S. in Accounting & Finance, and an M.B.A. from 
Lehigh University; and a M.A. in European Civilization from Katholieke Universiteit, Leuven, Belgium. 

Beth Ridout
The Nature Conservancy
Beth Ridout has been in estate planning for 16 years, working previously as a Trust Officer with Merrill Lynch in Newport Beach, 
California, and as a Planned Giving Officer with National Wildlife Federation.  She joined The Nature Conservancy 9 years ago and is 
the Director of Estate Administration at the Worldwide Headquarters in Arlington, Virginia.  She has her JD from the University of 
Pittsburgh and a BA in accounting from King’s College in Wilkes-Barre, Pennsylvania.  She lives in Marin County, California with her 
husband where she trail runs and appreciates daily all the amazing conservation work The Nature Conservancy has accomplished.

Gift Annuity Marketing Ideas that Generate Inquiries & Gifts - Panel Discussion (Track I)
Karen Gallardo, CFRE - AARP Foundation (moderator)

This lively panel discussion will allow you to hear from representatives of small to large organizations marketing gift annuities.  You’ll 
learn what’s working and how to market to multiple audience segments to drive inquiries and new gifts.  Sample audience segments 
include new prospects; repeat donors; and campaign prospects.  We’ll explore marketing through the mail; newsletters; one-to-one 
and online channels.

About the Moderator:

Karen Gallardo, CFRE
Karen brings 20 years of fundraising experience to her role as Director of Gift Planning and Major Gifts for the 
AARP Foundation.  In this position she is helping AARP Foundation build a bequest and major gifts program to 
generate current and future revenue to serve low-income seniors in America.  

Prior to joining AARP Foundation in 2008, Karen worked at The Aspen Institute. She also spent more than 14 
years at The Nature Conservancy working in Gift Planning, Corporate Fundraising, Cause-Related Marketing, 
Membership and South American conservation. 

Karen serves on the national board of the American Council on Gift Annuities, Vice President of the Board of 
the Association of Fundraising Professionals Washington DC, and the Cacapon and Lost Rivers Land Trust. She is 

past president of the National Capital Gift Planning Council. She is also actively involved in the Partnership for Philanthropic Planning, 
the Executive Women’s Golf Association, and the Juvenile Diabetes Research Foundation.  

She earned a Bachelor of Arts in English and Communications from the University of New Mexico and a Masters of Business 
Administration from The George Washington University.

Panelists:

Anna Maria Eades
Johns Hopkins University
Anna Maria Eades is the Senior Associate Director of Gift Planning Administration and has worked in Gift 
Planning at Johns Hopkins for over 14 years.  As a member of the Fiduciary Services Team she works closely with 
repeat gift annuity donors and oversees the administration of all life income gifts.

Prior to Johns Hopkins she spent 9 years in the banking industry.  She graduated from Goucher College with a 
Bachelor of Arts degree in Communications. A native Baltimorean she enjoys rooting for the Orioles and Ravens 
but can be found in Blacksburg, VA on weekends in the fall cheering for the Virginia Tech Hokies.  She currently 
lives in Timonium, MD with her Hokie husband.

Christopher McGurn
PNC Institutional Investments
Mr. McGurn is currently a Senior Vice President with PNC’s Institutional Investment Group in Baltimore, 
Maryland.  He is responsible for the management and marketing of PNC’s Planned Giving Services Department.  
In addition, he also serves as the primary relationship officer for local and national planned giving programs.

McGurn currently serves on the board of the Chesapeake Planned Giving Council  (CPGC) where he holds the 
office of Treasurer.  From 2006 to 2012 he served as a board member for the National Capital Gift Planning 
Council (NCGPC) in DC, also serving as Treasurer.  Prior to his service to NCGPC, he served on the CPGC 
board where he held the office of Program Chairman, Treasurer and President (2001).
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Prior to rejoining Mercantile Bank & Trust in 2003, (Mercantile Planned Giving Services from 1992 to 2000), he served as the 
Director of Gift Planning at Catholic Charities of Baltimore for three years.  While at Catholic Charities, McGurn was responsible for 
securing a significant number of gift annuities and memberships in the planned gift recognition society.

Since 2004 McGurn has presented to organizations such as the Chesapeake Planned Giving Council, the Delmarva Planned Giving 
Council, the National Capital Gift Planning Council AHP Mid-Atlantic regional conference and the Emerging Philanthropy  
Conference.  Presentation titles included; ‘Blueprint for a successful Gift Annuity program’; ‘How to set up a Gift Annuity program-A 
recipe for success’; ‘CGA’s-Balancing risk and reward’; ‘A look at Trusteeship issues in planned giving’.

McGurn holds a B.S. degree in Business Administration with concentrations in Management, Finance and Marketing from Towson 
University.

Rebecca Rothey, CFRE
Baltimore Community Foundation
Rebecca Rothey has more than a decade of experience in planned giving. Most recently she served for eight 
years at Catholic Charities, as director of planned and principal gifts and earlier as director of gift planning. 
Before joining Catholic Charities, Rothey served as manager of major and planned gifts and major gifts officer at 
the American Red Cross of Central Maryland. She holds an undergraduate degree in philosophy from the 
College of Notre Dame of Maryland and certification as a fundraising specialist from Goucher College. Rothey is 
a member of the board of the Baltimore Estate Planning Council and of the Editorial Advisory Board of Planned 
Giving Today, a past member and president of the board of Chesapeake Planned Giving Council and a past board 
member of the Association of Fundraising Professionals.

Friday,  April 11th  Closing Luncheon
(11:45am  - 1:15pm)

Closing Luncheon: Robin Good and His Merry Remaindermen
Conrad Teitell - Cummings & Lockwood
Sponsored by: Sharpe Group

Conrad Teitell does his best to assure that no one runs aground in their creative approaches to gift development.  Conrad will bring 
us the very latest from “the Hill”, and other venues.

April will certainly put us in the “eye of the hurricane” swirling around charities and you will not want to miss this perspective on the 
course we should follow.

About the Speaker:

Conrad Teitell
Conrad Teitell is a partner in the Connecticut and Florida law firm of Cummings & Lockwood, based in the 
Stamford, Conn. office and is chairman of the firm's National Charitable Planning Group. He is an adjunct 
professor at the University of Miami Law School and is also director of the Philanthropy Tax Institute, where he 
lectures on taxes, philanthropy, estate planning and public speaking. Teitell writes the monthly newsletter, Taxwise 
Giving and is the author of the five-volume treatise, Philanthropy and Taxation. His column, Estate Planning and 
Philanthropy appears in the New York Law Journal. He is a contributing editor of Trusts & Estates magazine and is 
listed in The Best Lawyers in America. He is the recipient of the American Council on Gift Annuities's Lifetime 
Achievement Award and the American Law Institute/American Bar Association's Harrison Tweed Award for 
Special Merit in Continuing Legal Education. As a volunteer, on behalf of charities nationwide, he has testified at 
hearings held by the Treasury, the Internal Revenue Service, the Senate Finance Committee, the House Ways and 

Means Committee and the House Judiciary Committee.

! 32



Session Handouts
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Wednesday, April 9th - Keynote & Symposia

! 35



! 36



317-875-0910, ext. 251     www.pentera.com     info@pentera.com

Think Traditional Planned Giving  
Marketing Doesn’t Work? 

You’re Right.

Find out about 
Pentera’s unique 
modern planned 
giving marketing.

Cornell did.
Cornell University 

Response

 Traditional    Modern
0

45

800+
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Symposium #1: Trends in Planned Giving

Presented By

Robert F. Sharpe, Jr.
President

The Sharpe Group
(901) 680-5300

info@sharpenet.com

There are no handouts for this session.

The 31st American Council on Gift Annuities Conference

! 39



! 40



! 41

The PNC Financial Services Group, Inc. (“PNC”) uses the name PNC Institutional Investments® to provide investment management and fi duciary services, FDIC-insured banking 
products and services and lending of funds through its subsidiary, PNC Bank, National Association, which is a Member FDIC. PNC does not provide legal, tax or accounting advice.

“PNC Institutional Investments” is a registered trademark of The PNC Financial Services Group, Inc. 

Investments: Not FDIC Insured. No Bank Guarantee. May Lose Value.    INV PNCII PDF 0314-058-176828

Charitable organizations look to PNC Bank for comprehensive planned giving solutions. 
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Is Traditional Planned Giving Like Cursive 

Writing?
Digest of Presentation

INTRODUCTION

A. Definition of Planned Giving

 Planned giving, also known as gift planning, is the designing of charitable gifts so that  donors realize 
philanthropic objectives while maximizing tax and other financial benefits,   A planned gift is a sizeable 
contribution made with forethought about the benefit to the  charity and the financial implications for the donor 
and the donor’s family.

B. Definition of Cursive Writing

Cursive writing, also known as “joined-up” writing is any style of penmanship where the letters are 
written in a conjoined manner.  It is different from blocked or printed letters which are not joined.

C. Parallels of Planned Giving and Cursive Writing

This paper considers the evolution and future of planned giving first by showing certain parallels with 
cursive writing and then discussing changes in planned giving that we may expect.

PART I – PARALLELS

A. Origins of Cursive Writing and Planned Giving

Origins of Cursive Writing

A written script for transactions and correspondence was developed by the ancient Romans.  Following 
the fall of the Roman Empire, penmanship was primarily practiced in the monasteries, but there was no 
standardization.  During the Italian Renaissance a form of script called “italics” was invented.  Although 
the letters were not joined, they could be formed more quickly, and this script became the precursor of 
modern cursive.

Origins of Planned Giving

Like cursive writing, bequests have a long history.  For example, when William of Durham died in 1249, 
he bequeathed money to Oxford University to support 10 or more masters of arts students, who were 
studying theology.  Around 1257, Robert de Sorbon endowed a college for theological studies at the 
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University of Paris that came to be known as the Sorbonne.  From an early time, bequests also supported 
Jewish charities.  Gift annuities date back to Medieval England.  At that time they were known as 
“corrodies” and entailed transferring one’s property in exchange for food and lodging for life.

B. Emergence of Cursive Writing and Planned Giving as Distinctive Disciplines

Practice and Teaching of Cursive Writing

Elegant handwriting emerged as a status symbol, and by the 1700s schools educated master scribes.  In 
the early days of the United States, professional penmen copied official documents such as the 
Declaration of Independence and the Constitution. In the mid-1800s a man named Platt Rogers Spencer 
formulated a cursive writing system known as the Spencerian method and taught it by textbook.  
Gradually, it was replaced in primary schools with the simpler, less feminine Palmer method created by 
Austin Norman Palmer.  That method, in turn, was supplanted by the Zaner-Bloser method, which was 
considered to be still simpler.  The great advantage of all of the cursive styles over printing separate 
letters was that words could be written very quickly.

Practice and Profession of Securing Future Gifts

Bequests were left to American charities as early as the Colonial days, the first gift annuities date to the 
1830s, and charitable remainder trusts were being established in the mid-20th century.  The 1969 Tax 
Reform Act stimulated life income gifts by setting the rules of charitable remainder trusts and 
introducing pooled income funds and lead trusts.  Those gifts could be established with more assurance 
because Treasury provided tables for calculating the deduction for various types of split-interest gifts 
and gift annuities.

The practice of promoting these various forms of mostly-future gifts was known both as “deferred 
giving” and “planned giving” though the latter became normative.  With the formation of the National 
Committee on Planned Giving (“NCPG”), a national professional organization, and the adoption of 
ethical standards, a new discipline had fully emerged.  It was fully expected that it would be only a 
matter of time until most medium and large-sized charities would have one or more planned giving 
specialists on staff.

C. Accommodation of Cursive Writing and Planned Giving to Technological Developments

Effect of Typewriters and Computers on Cursive Writing

As typewriters swept the country, cursive writing ceased being used for legal documents,  business 
letters, and reports.  However, it continued to be used for personal correspondence, check writing, and 
signatures on legal documents.  Then e-mail drastically reduced letter writing, and online payment of 
bills began to replace check writing.  Consequently, schools started eliminating penmanship classes, and 
handwriting abilities deteriorated.

Effect of Computers and Other Technology on Planned Giving

By the time planned giving became a distinct profession, the typewriter was well established, and word 
processors had recently been developed.  Personal computers were still in their infancy, but they would 
soon become common.  While such technology replaced cursive writing, it contributed mightily to the 
growth of planned giving.  Gift agreements could be generated quickly, and the hours that had been 
spent on tedious, manual calculations of charitable deductions could now be devoted to interaction with 
prospects and donors.  Also, planned gifts could now be marketed through attractive newsletters and 
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target mailers, blast e-mails, websites, and then social media.  The problem was that every other 
commercial and charity entity had access to the same marketing techniques with the consequence that it 
became increasingly challenging to penetrate the avalanche of information and generate responses.

D. Continuation of Cursive Writing as a Skill and Planned Giving as a Profession

Continuation of Cursive Writing

Penmanship classes were dropped as a requirement from the recent Common Core educational 
standards, and 41 states now do not require public schools to teach cursive writing or reading.  The 
majority of educators believe that cursive will not survive in an age when most communication is done 
on the keyboard and when keyboarding skills are necessary for students to succeed in their careers.  A 
minority of educators contend that cursive writing should still be taught in schools because its helps 
children develop motor skills, activates different parts of the brain, and encourages deeper thinking.  
Although cursive will probably continue to be taught in certain schools for a few more years, it is likely 
to become just a specialty for people doing historical research on manuscripts, and for those who value it  
as an art form.

Continuation of Planned Giving as a Separate Profession

In the past, planned giving operated relatively independently of other fundraising specialties, and it was 
expected that ever more charities would establish planned giving programs staffed by technical experts.  
However, instead of separate planned giving departments there has been a trend towards integration of 
planned and major gifts.  This has resulted from three factors:  an emphasis on short-term financial 
needs caused by the recessions of the first decade of this century; budgetary restraints necessitating 
development officers assuming multiple responsibilities; and recognition that many donors arrange a 
combination of present and future gifts, sometimes called “blended gifts.”

A consequence of the integration of major and planned gifts has been a decline in the number of 
technical experts on the staffs of charities.   There is a general consensus about this, and it is reflected at 
the smaller attendance at national conferences on planned gifts, and by the fact that the National 
Committee on Planned Giving chose to change its name to the Partnership for Philanthropic Planning.  
The tendency has been to hire generalists and to retain professional advisors and consultants to help with 
complex gifts.  The generalists, who do not have in-depth knowledge of the instruments of giving, are 
more comfortable promoting bequests.  This fact, plus the reluctance of donors to make irrevocable gifts 
in an uncertain economy, partially explains why planned giving, which once emphasized life-income 
gifts, has now, at many institutions essentially morphed into a bequest program.

In the future, planned giving is likely to remain a separate department at larger charities, and these 
charities will continue to have on staff experts who can handle a full menu of planned gifts.  These 
planned giving departments, though continuing to be separate, will closely collaborate with the major 
and annual giving departments.  At most medium- and small-sized charities, the prevailing practice will 
be to hire generalists and outsource the technical aspects of gifts.  The challenge of professional 
organizations like ACGA and PPP will be to serve the growing number of generalists and the 
diminishing number of specialists, and also connect with the professional advisors to whom donors and 
charities will increasingly turn for technical assistance with gift planning.

PART II – THE FUTURE OF PLANNED GIVING
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Unlike cursive writing, planned giving will continue to be practiced and taught.  However, changes may be 
expected in donor relations, technology, marketing, gift instruments, and skills of gift planners.  Below is a 
summary of the anticipated changes in each of these areas and what might possibly slow those changes.

A. How Donor Relations May Change

Traditional Planned Giving

The traditional modus operandi of planned giving was to telephone prospects, request appointments, and 
meet face-to-face with those who consented.  Through the initial and subsequent meetings a relationship 
of trust was established, information about the donor’s philanthropic interests and financial situation was 
obtained, gift illustrations were presented, the prospect’s professional advisors were consulted, and gift 
agreements were executed, often at a closing ceremony scheduled for that purpose.  All of the steps 
leading to closure of the gift, as well as subsequent stewardship, entailed lots of personal interaction 
with the donor and sometimes with the donor’s professional advisors as well.  Even when the advisor 
initiated the gift, the planned giving officer was likely to be involved in personal meetings regarding the 
purpose of the gift and any services provided by the charity.

Possible Future

It appears that in the future development officers will have fewer face-to-face meetings with donors.  
Increasingly, people bank online without seeing a teller, purchase products online without seeing a clerk, 
buy insurance online without seeing an agent, and with monitoring devices receive diagnoses online 
without seeing a doctor.  Correspondingly, they may be expected to arrange gifts online without seeing 
or talking to a development officer.   That is already happening with outright gifts of cash, and 
procedures will soon be in place to make online transfers of stock.

At the present time, many gift annuities are completed without face-to-face contact with the donor, 
though almost always pursuant to some form of personal communication and arrangements for signing a 
document and transferring assets.  Once a methodology for electronic contract approval is developed, 
many gift annuities will be completed entirely online without the donor ever meeting with, or possibly 
even talking to, a development officer.  Charitable remainder trusts will be more challenging to establish 
online, for there are so many variables and estate planning implications.  Nevertheless, a significant 
amount of information can be made available electronically and personal contact minimized.

Many gift planners report that they are finding it increasingly difficult to set personal appointments.  
One reason is caller identification which enables individuals to avoid responding to callers they believe 
to have a fundraising objective.  Another is a cultural shift where people are more wary about inviting 
relative strangers into their home.  Also, the new generation of millennials who will join development 
staffs within the next decade are accustomed to communicating by texting and social media, and they 
may lack the interpersonal skills of their forebears.  They will be more comfortable communicating 
electronically.

Even when development officers are able and willing to make personal visits, shrinking budgets may 
limit the types of calls that are not judged to be cost effective.  The instructions from development 
executives will be to close small gifts remotely and avoid purely exploratory visits, or what used to be 
called “fishing expeditions” unless the prospects to be visited have been carefully screened.

Reasons Why This Future May Be Modified
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Ebenezer Scrooge asked the Ghost of Christmas future, “Are these the shadows of things that must be, 
or are they shadows of things that might be?”  We may similarly ask, “Is it inevitable that planned giving 
in the future will entail less personal contact with donors?”

Personal contact with prospects and donors will continue for four reasons:

1) Larger, transformative gifts almost always result from relationships developed through personal 
contact, and complex gifts for restricted purposes require extensive discussions and sometimes 
delicate negotiations.  Thus, highly personalized gift planning will continue to be essential for 
these types of gift.

2) It is theoretically possible to go online enroll in one of the healthcare plans under the Affordable 
Care Act and calculate one’s premium and subsidy.  However, people are often confused and 
require the assistance of an agent who can walk them through the process and answer their 
questions.  Likewise, many people will continue to require personal assistance with any size of 
planned gift. 

3) Despite greater difficulty, it is still possible to secure personal visits with strangers, particularly if 
the caller represents a charity, such as an alma mater, with which the prospect has a strong 
relationship.  Affiliation with that charity gives the caller credibility.   Even when there is not a 
strong connection with the charity, a caller may be successful when preceding a telephone call 
with electronic messaging.  

4) Reports of hackers penetrating security walls of companies and obtaining financial information 
about customers may make some donors hesitant to complete major gift arrangements online, so 
they may prefer transactions in person.

Even though personal contact with donors will continue to be an important part of planned giving for all 
of these reasons, it is likely that annual gifts and smaller planned gifts will increasingly be completed 
online, and that there will be fewer and more selective visits with prospects and donors.   Thus, charities 
must put in place the mechanisms for online planned giving.  Otherwise, they will be left behind.  
Online planned giving will come naturally to the new generation of planned giving officers who are 
digital natives, but older planned giving officers will struggle to keep abreast of the rapidly-evolving 
computer technology. 

However, it would be a mistake to suppose that being tech-savvy can be a substitute for having 
interpersonal skills.  These skills will continue to be important, and computer sophisticates who have 
them will be the most prized recruits of charities in the future.

B. How Technology May Change

Existing Software

With existing software the user enters the gift type(s), and the program calculates the charitable 
deduction, projects cash flows, generates financial illustrations and proposals, and provides certain 
documents, such as gift annuity agreements.  The software may even prompt the user to consider a 
certain plan, and it will warn the user if a plan proposed by the user fails to meet IRS qualifications.

Possible Future Software

The next generation of software may determine for the user the gift type based on the information 
provided.  The program would select and illustrate the most appropriate plan, which is based on greater 
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technical knowledge than the average user probably possesses.  In other words, the next generation of 
software will do more of the thinking for the development officer.  Considering that charities are 
employing more generalists and fewer technical experts, the software could, in some sense, compensate 
for the lack of expertise.

Since our judgment about the appropriate gift for a particular donor is based on many non-quantifiable 
factors such as family dynamics and the donor’s emotions, it would seem that a software program could 
never replace human judgment.  While that is true now, it may become possible to input subjective 
information about a donor’s personality type and feelings along with the standard tax and financial 
information.  In the movie Her, Samantha, the artificial intelligence programmed into the smart phone of 
the future can carry on a dialogue with the owner.  It is conceivable that as artificial intelligence 
develops, it may become possible to discuss with your program what might be the best gift arrangement 
for a given situation.  Then you would have a consultant in your pocket wherever you go.

The Role of the Human in New Technology

These musings about future programs may seem purely fanciful, but not too long ago today’s smart 
phones were unimaginable.  At present, we are nowhere close to a program that can combine human 
intuition and rationality, and perhaps there never will be a program that can match human judgment.  
However, it is reasonable to expect that the successive generations of software will provide ever more 
tools and more guidelines and suggestions about gift plans for particular situations.

When gift planners did all of the calculations manually, they necessarily learned the underlying concepts 
of each gift type.  Just as the cessation of cursive writing may have led to the loss of certain motor and 
language skills, so has planned giving software caused many people to crank out computer illustrations 
without comprehending how the numbers were derived.  The software has been a blessing in liberating 
us from tedious calculations and freeing us for productive endeavors.  It has also made gift planning 
accessible to a larger number of people.  However, the cost is a loss of in-depth understanding except for 
the minority who bother to probe behind the numbers.

C. How Marketing May Change

 Past Practice

Printed material, particularly the planned giving newsletter, has been a major source of prospects for 
several decades.  However, newsletters have been undergoing a transformation.   The earlier newsletters 
discussed in considerable depth estate and gift planning ideas and offered responders a booklet 
addressing a subject in still more detail.  Contemporary newsletters are less technical, and they contain 
more donor stories and news.  At many institutions the newsletter serves both a marketing and 
stewardship purpose.  Response rates to newsletters have also declined, no doubt due to people being 
inundated with an ever larger volume of mailings and electronic messages.  Printed material was always 
supplemented by other marketing techniques such as seminars and referrals from allied professionals 
and colleagues in the development office.  Within the past two decades websites and electronic 
marketing have become increasingly important.

Future Marketing Practice

Across the country, many newspapers have folded or consolidated with previous competitors.  Book 
stores like Borders have closed their doors, digitalized books are growing, and libraries are transitioning 
from paper to digitalized collections.  National conferences – excepting the ACGA – provide 
participants with instructions for downloading papers rather than publishing them in a printed manual.  
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Thus, we may reasonably conclude that printed planned giving newsletters and brochures have a limited 
future.  Some expect that within the next 10 to 20 years planned giving programs will have entirely 
replaced print marketing with electronic marketing.

Future marketing will undoubtedly take advantage of the increasing amount of personal information 
available about our donors.  Companies are already capturing this information so that they can target 
their marketing.   For example, if you are planning a vacation to Thailand and search for information 
about that country on Google, you may expect not long afterwards a pop-up ad on your screen about a 
tour company that offers Thailand vacation packages.  Charities already segment their constituencies 
based on age, wealth rating, giving history, and the types of charities supported.  In the future, with 
information about an individual’s purchases, trips, affiliations, and memberships available, it will be 
possible to send messages particular to that individual.   For example, if a planned giving office does a 
mailing to 3,000 people, each letter may be personalized for the recipient based on that person’s life 
experiences, preferences, and contacts with the charity.  A computer would perform this task based on 
the vast amount of data that are acquired, stored, and constantly updated.  

We may also expect charities, like companies, to create personalized pop-up ads when a person visits a 
charity’s website or does general searches related to the charity’s mission.  All of this is possible in an 
era when daily travel is revealed by the GPS in our phone, our purchases by credit and debit cards, our 
likes and dislikes by postings on social media, and our searches on Google, Bing, and other sites.  As 
Dave Eggers visualizes in his satirical novel, The Circle, we are moving to an age when everything that 
can be known will be known.   Charities will be collectors of information and transmitters of 
information through e-mail, social media, and other forms of electronic communication that may evolve. 

Why Traditional Marketing May Linger for a While

A major advantage of a printed newsletter is its staying power.  An electronic publication is usually read 
immediately or not at all, and it is seldom preserved.  A printed newsletter, on the other hand can be set 
aside and read later in one’s chair, and it is often retained as a reference.  Despite the growth of 
electronic communication, many larger charities report that the printed newsletter continues to be their 
primary source of prospects.  Thus, printed newsletters and brochures will continue to be important in 
marketing for a number of years.  They probably will not have an indefinite future, but for the 
foreseeable future – at least for the lifetime of the Boomer generation – they are likely to be used along 
with various forms of electronic communication.

Electronic marketing is appealing because it is cheaper, but precisely because it is cheaper, it is easy for 
companies and charities to annoy and overwhelm people with messaging and fail to get their attention.  
The challenge of future marketing is expressed in the title of Gary Vaynerchuk’s new book, How to Tell 
Your Story in a Noisy Social World.

Whether social media will be effective at identifying planned giving prospects or a time-consuming 
distraction remains to be seen.  One planned giving officer who was associated with a large university 
commented that he had yet to see a successful social media marketing plan.  A major source of prospects 
at universities and other large charities is referrals from development officers, especially those 
responsible for major gifts.  Cross-training them so that they are able to open discussions about planned 
gifts will be very important.  Volunteers can be invaluable in getting access to prospects who do not 
answer telephone calls or respond to e-mails, and programs like LinkedIn can help ferret out the 
connections volunteers may have to the elusive prospect.
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In summary, print marketing will diminish over time, but it will continue to be part of the marketing mix 
for a number of years, and even in the more distant future  traditional practices like encouraging referrals 
will continue to be a necessary supplement to electronic marketing.

D. How Planned Gift Instruments May Change

Past Experience

The 1980s and 1990s saw a huge growth in gift annuities and charitable remainder trusts, but during the 
first dozen years of this century charitable remainder trusts slowed considerably.  In fact, there were 
fewer returns for unitrusts in 2012 than in 2002, which means that the number of unitrusts terminated 
has exceeded the number created.  The decrease in returns for annuity trusts has been even more 
dramatic – 35 percent decline since 2000.  Pooled income funds flourished in the 1970s and early 1980s 
because it was possible in that high-interest environment to start a new fund and generate a deduction 
based on a six-percent discount rate while paying a return double that amount.  During the past two 
decades pooled funds have been largely moribund, and many have been terminated.  Although gift 
annuities, like all charitable gifts, were negatively affected by the recession beginning in 2008, they have 
held up better than charitable remainder trusts, and, next to the bequest, the gift annuity is the most 
popular planned gift.  Bequest revenue has climbed steadily with some fluctuations, but the total volume 
is well behind Paul Schervish’s wealth-transfer projection.  The low IRC Sec. 7520 rate has prompted 
some increased in large charitable lead annuity trusts, but most of these trusts are initiated by 
professional advisors and financial institutions rather than by charities.

Possible Future

Three factors led to the rapid growth in charitable remainder trusts in the late 1980s and the 1990s:  The 
first was a prolonged bull market resulting in many people owning highly-appreciated assets.  The 
second was strong tax incentives due to higher ordinary income and capital gain tax rates and to a much 
smaller exemption from the federal estate tax.  The third was a large number of financial planners who 
were actively promoting these trusts.  The financial planners, due to changes in tax incentives and the 
marketplace, found more productive ways to invest their time. Although financial planners have not 
resumed their activity, two of the former positives have reappeared, at least to some degree.  Stock 
values have recently reached historic highs, and the tax savings from contributing appreciated property 
to a charitable remainder trust have increased for higher-income individuals.  Consequently, there is now 
an uptick in interest in charitable remainder trusts.  It is unlikely that the volume will reach what it was 
in the 1990s, but in the foreseeable future more charitable remainder trusts will be established.  
Demographics also portend a better future for charitable remainder trusts.  Nearly two thirds of these 
trusts are established by people are 60-80, and within the next decade, because of the aging of the Baby 
Boomers, that cohort will be the largest it has ever been.

Gift annuities should also increase because of the larger number of people over age 70.  Some people 
have been hesitant to fund gift annuities, especially deferred gift annuities, because they would be 
locking in historically-low rates at the very time when they expect interest rates to begin rising.  If 
interest rates, in fact, do rise and gift annuity rates rise accordingly, we may expect a sharper rise in the 
number of gift annuities than would result from the larger demographic alone.

Many are predicting the total demise of pooled income funds like that of cursive writing, but if we could 
give voice to a pooled income fund, it might repeat the words of Mark Twain, “The reports of my death 
are premature.”  If a person contributes to a brand new pooled income fund, or to one that has been 
paying a low rate of interest for several years, the charitable deduction can be 70 to 80 percent of the 
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amount contributed.  This means a person can save almost as much in income tax as from an outright 
gift and have the possibility of increasing income as interest rates rise.  Some pooled income funds may 
be invested in stocks paying good dividends rather than in bonds and cash equivalents.  Donors could 
transfer appreciated stock paying minimal dividends and increase cash flow as well as reap large tax 
savings.  It is strange that charities are leaving pooled income funds to die and avoiding birthing new 
ones when this instrument could have an important place in the menu of planned gifts.

It is probably only a matter of time before someone designs and seeks legislative approval of a pooled 
income fund that functions somewhat like a unitrust in that each unit holder receives his or her pro rata 
share of trust assets.  This would be appealing to those who don’t like gift annuities because of the lack 
of inflation protection and can’t contribute the minimum required for a separately-managed charitable 
remainder trust.

There have been relatively few innovative, non-abusive, planned giving instruments in recent years.  The 
latest was the increasing-payment charitable lead annuity trust.  Before it, the “flip” unitrust and the 
flexible deferred gift annuity appeared and have now gained wide usage.  Totally new planned giving 
instruments do not appear to be on the horizon, but there are opportunities for innovative modifications 
to existing ones.  Further, we may expect more instances of blending the instruments – a charitable 
remainder trust, charitable lead trust combination – to achieve multiple donor objectives.  Blending 
present and future gifts will also become more common.

A truly major change has been removing from the table, except for less than one percent of the 
population, any discussion of estate tax savings resulting from planned gifts.  When the exemption was 
$1,000,000 and the top federal estate tax rate was 55 percent, reduction of estate tax could be a 
motivation for establishing a charitable remainder trust as well as leaving a charitable bequest.  Now, 
saving gift and estate tax is no longer a factor except for the very wealthy who are establishing 
charitable lead trusts or making large current or testamentary gifts.   Leaving a legacy and making a 
positive difference in the world has always been the primary reason people made testamentary gifts.  
Now, for nearly all donors, this must be the only reason.  Don’t expect any change in the future, for it is 
highly unlikely that an exemption, indexed for inflation, would be rolled back.   

People will continue to leave charitable bequests, even with no tax incentive to do so, and bequests will 
continue to constitute the lion’s share of planned giving revenue.  However, the total amount given 
through bequests will be less than it would have been with tax incentives.

E. How the Qualifications of Planned Giving Officers May Change

 Previous Qualifications of Planned Giving Officers

In the past, the ideal planned giving officer had two skill sets, which might be associated with the left 
brain and the right brain.  On the one hand, the officer should have an aptitude for mathematics and the 
ability to understand and explain estate planning principles and charitable gift instruments as described 
in the Internal Revenue Code, Regulations, and Rulings.  On the other hand, the officer should be very 
comfortable interacting with people whether one-on-one or in a social situation.  An ideal hire would be 
an attorney or other estate or financial professional who already had an understanding of the law and 
would have credibility with colleagues and who had the requisite people skills.  Another good hire could 
be the liberal arts graduate, who was excellent with people and who had the intellectual capacity and 
inclination to master a technical body of knowledge.

Future Qualifications of Planned Giving Officers

! 53



As noted, there appear to be fewer planned giving officers with a high degree of technical expertise 
practicing today.   That has resulted from the merger of major and planned gifts at many institutions, an 
increasing focus on bequests, and advancing computer programs.  Just as penmanship deteriorated with 
the advent of the typewriter, so has a comprehension of the concepts underlying planned gifts 
diminished with programs that do calculations, produce proposals, and which in the future may do more 
thinking for us.

Most planned giving officers in the field today have excellent interpersonal skills, which is a major 
reason they were selected.  However, the next generation of planned giving officers, who communicate 
largely by texting and social media, who are, in one sense, more connected than ever, but often isolated 
at the deepest level, may not have developed the same degree of interpersonal skills and may be far 
more comfortable interacting with donors remotely.  In the cursive era, people took the time to pen 
thoughtfully-crafted, heartfelt letters and thank-you notes to friends, but only survivors of a bygone era 
still write them.  There are now a hundred hastily written text messages for every handwritten letter, but 
even with emoticons they don’t connect people at the same level.

The ability to use all of the tools of the digital age to market planned gifts, interact with donors, operate 
software programs, and administer an office will become increasingly important, and the new generation 
of gift planners will have a decided advantage.  Indeed, many current planned giving officers would not 
meet the requirements stated in the future job descriptions of planned giving officers, no more than a 
person with beautiful penmanship could compete with the typewriter.

In the future, interpersonal skills will continue to be important, though the pool of applicants with such 
skills may be smaller.  A high degree of technical knowledge will be required for positions at certain 
large charities with separate planned giving departments, but most of the planned giving jobs will not 
require the degree of technical expertise that once was expected.  Absolutely essential will be versatility 
and the ability to adapt  planned giving to the digital age.

Whether Planned Giving Will Cease or Fundamentally Change

When Spencer and Palmer were writing their textbooks on cursive writing, they never anticipated that the 
invention of the typewriter would mortally wound penmanship, and that the later invention of the computers, 
tablets, and smart phones would be its death knell.  Planned Giving, like penmanship, has evolved.  The artistic, 
skillful formulation of letters deteriorated into barely legible scribbling and then was replaced by keyboarding 
that required a new set of skills.  Likewise, the increasingly capability of computer technology is rendering 
some skills less important and elevating others.  

Unlike the teaching of cursive writing, the practice of planned giving is not threatened with extinction.  Planned 
giving has succeeded in embracing and using the tools of technology rather than being replaced by them.  Yet, 
like illegible penmanship, it could deteriorate unless it preserves its intellectual and humanistic dimensions.  
Even with all of the technological tools available, it is important to comprehend and communicate clearly the 
technical aspects of gift planning and to develop interpersonal skills.

Some external factors beyond our control could have a profound effect on the profession.  Tax reform could 
sharply curtail the charitable deduction.  Already, certain types of gifts in Canada produce greater tax savings 
than in the United States, and we must be eternally vigilant to preserve what we have.  Also, there is the ever 
present threat of more stringent regulation of charities.  On the other hand, a more favorable tax climate for 
planned giving might be created – for instance with passage of the Public Good Charitable IRA Rollover bill 
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championed by Conrad Teitell.  Just as tablets revitalized Apple, so might such legislation and innovative 
adaptations of gift plans unleash the potential of planned giving.

Fortunately, even adverse developments, though altering our profession, will not eliminate it, for it taps into the 
deepest impulses of human nature.
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State Regulations Panel

I.  Introduction to the Session

The goal of this session is to educate charities on ways to comply with state law in issuing and administering 
gift annuities, with emphasis placed on meeting annual reporting requirements. The panelists are Brenda Wilson 
Associate Commissioner for the Maryland Insurance Administration, Susan Baker a licensing specialist with the 
Washington State Office of the Insurance Commissioner and Edie Matulka, Senior Consultant of PG Calc.  Ms. 
Wilson and Ms. Baker will answer questions regarding regulation of gift annuities in their respective states and 
Ms. Matulka will answer questions as they apply to other applicable state regulations.  The panel will be 
moderated by Kristen Schultz Jaarda, Executive Vice President of Crescendo Interactive, Inc. 

II.   Panel Questions

The moderator will begin the discussion with general questions regarding the state registration process, annual 
filings, reserve requirements, penalties and changes in future law.  Time will be allotted for specific questions 
directed to the state regulators.  This handout has been designed with space for attendees to take notes after each 
question below. 

A.  General Questions:

1. Registration:  
a. What level or type of activity subjects a charity to your state’s regulations?
b. What are your state reviewers specifically looking for when reviewing a charity’s application to 

issue gift annuities in your state?  What issues prompt the most concern?   What steps can a charity 
take to ensure a successful review process?

2. Annual Filing:  
a. What information are you looking for in the annual report and for what purpose is it requested? 
b. How can charities improve their annual filings?  What advice do you have for making the annual 

filing process less burdensome for charities? 
c. How do you handle late filings or a charity neglecting to submit a filing?

3. Reserves:  
a. What are the reserve requirements in your state?  
b. What happens if a charity is non-compliant with the reserve requirement?

4. Marketing: What requirements does your state have with respect to gift annuity marketing materials? 

5. Penalties: 
a. What are the penalties for issuance of gift annuities in your state without a license?  How are 

these enforced?
b. Does it make a difference if the charity voluntarily admits to issuance prior to obtaining a license 

as opposed to a separate discovery of noncompliance?
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6. Winding Down:  If an organization wishes to no longer issue gift annuities in your state and to turn back 
its permit/certificate, what are the formal steps, if any, the organization needs to take with the State?

7.  Legal Changes:  Do you anticipate any changes in the near future that will impact gift annuity 
registrations and compliance?

B.  State Specific Questions:

Washington

Washington is moving to an online filing system for gift annuity documents.  Can you explain the change and 
its impact on charities issuing gift annuities in Washington? 

Maryland

Maryland has changed its annual filing requirement.  Can you explain the change?  What must organizations 
submit to fulfill the “CPA attesting to reserve adequacy” requirement?   

Wisconsin

Edie, Wisconsin has new legislation on charitable gift annuities.  What is the impact on charities issuing in this 
state?

 
III. Audience Questions

If you wish to ask a question of one or more of the panelists, please fill out the Panel Question Form available at 
your seat and pass it to the aisle during the session.  Following the panelists’ responses to the prepared 
questions, the moderator will read questions from the audience as time permits.  

IV.  Conclusion 

We hope this panel discussion provides you with an opportunity to learn more about the gift annuity state 
regulatory process and ask the questions you may have regarding compliance.  If you have further questions, the 
ACGA web site contains detailed information on the regulatory requirements of each state.  Please consult the 
gift annuity state regulation pages at www.acga-web.org.  

V.   Notes
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Are you a fundraiser who 
wants to know more about 
planned gifts—bequests, 
gift annuities, trusts, etc.?  

The National Capital Gift Planning Council (NCGPC) offers monthly educational  
programs on a wide variety of topics, from September through June. 

We encourage you to join NCGPC to ENHANCE your knowledge, NETWORK with  
your peers, and LEARN from the very best professionals in our area.

NCGPC is affiliated with the Partnership for Philanthropic Planning, the preeminent  
national planned giving organization.

Let us help you put all the pieces together. Visit us at www.NCGPC.org today.

ncgpc.org
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INTRODUCTION

Most gift annuities issued by charities:

• Are established by a single donor or a couple during life,

• Make payments to the donor(s) starting immediately or at a specified future date, and

• Are funded with cash and/or publicly traded securities.

These could be called “vanilla” gift annuities.  A charity that offers only this flavor can close a significant 
number of gift annuities.  However, it will close more if it allows gift annuities to be funded with other types of 
assets and shows how gift annuities apply to a variety of donor situations.

This paper assumes that the reader is already familiar with vanilla gift annuities, so it does not discuss them.  
Neither does it deal with operational issues, such as risk management, state regulations, and administration.  It 
rather is intended to show experienced gift planners how to raise more money through gift annuities by 
venturing beyond the vanilla type. 

ASSETS WITH WHICH A GIFT ANNUITY MIGHT BE FUNDED

Some charities will accept only cash and publicly-traded securities for a gift annuity.  This is unfortunate, for 
such a restriction forecloses many gifts from individuals who are not able to give these traditional assets.  With 
proper safeguards, all of the following types of property, discussed in this section, could fund a gift annuity.

• Real estate

• Closely-held C stock

• Closely-held S stock

• LLC shares

• Tangible personal property

• Precious metals

• Life insurance policy with cash value

• Commercial variable deferred annuity

• Commodities

Gift Annuity Funded with Real Estate

The preferred instrument when a person wants to contribute real estate and receive income is a net-income 
charitable remainder unitrust, with or without a make-up provision, that contains a “flip” provision allowing it 
to convert to a standard unitrust upon the sale of the property.  However, some donors may insist on a gift 
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annuity because they want fixed payments, preferably beginning soon.  Also, a gift annuity may be the only 
practical alternative if the property is subject to a mortgage, or if the value of the property is below the 
minimum amount required for a charitable remainder trust.

A charity is understandably concerned about the risk of accepting real estate for a gift annuity, for it commits to 
fixed payments, not knowing when the property will sell or for how much. The risk can be minimized by 
adopting one of the following strategies:

• Offer a lower-than-normal gift annuity rate, based on a conservative estimate of net sales proceeds and 
the time period the charity would be making payments prior to the sale of the property.  For example, if 
the normal gift annuity rate is 5%, the charity would offer a rate of 4%.  If the charity operates in a 
regulated state to which it has submitted the schedule of rates it offers, it cannot vary from those rates 
except by the donor’s knowledge and written consent. 

• Ask the donor to defer payments for a year or two.  This does not eliminate risk, but at least the charity 
is less likely to have to advance its own funds prior to the sale.

• Identify a buyer prior to the date the property is transferred.  The charity would enter into a purchase-
and-sale agreement with the interested buyer after receipt of the property.  The risk is that for various 
reasons the sale to the interested buyer may not close.

• The charity secures a pledge from the donor and then seeks a purchaser.  In the pledge agreement, the 
donor commits to transferring the property for a gift annuity per x terms at whatever time the charity 
consents to accept the property.  Before notifying the donor that it is prepared to accept the property, the 
charity, acting on its own with no involvement of the donor, will have entered into a purchase-and-sale 
agreement with a buyer contingent on the charity’s receiving the property by gift.  If the charity is 
unable to find a buyer, it simply would never consent to accept the property.

• Exercise a “put” agreement with a prospective buyer in advance of accepting the property.  This is 
conceptually similar to the approach immediately above.  The difference is that upon receipt of the 
property, the charity can, in its own discretion compel the buyer to purchase the property for the agreed 
price.

Sometimes the rental income from the real property may approximate the annuity payments the charity agrees 
to pay.  That eliminates advancing any of the charity’s own money and significantly diminishes the risk.  

In other cases, the charity may want to use the property for its exempt purposes.  A gift annuity is an excellent 
way to acquire the property, for effectively the charity is purchasing it at a discounted price.  It would be like an 
installment bargain sale, which in some instances might be preferable to a gift annuity.

In summary, charities should consider accepting real estate for a gift annuity and adopt one or more of the above 
strategies to keep risk at an acceptable level.

Charitable Reverse Mortgage.  Many older individuals, who own their home free and clear, would like to 
continue living in it and also receive income to supplement what they are receiving from Social Security and 
their retirement plan.  One possibility is a reverse mortgage arranged through a bank, though the fees can be 
high, and the payments to them will not necessarily continue for life. If they are charitably inclined, and the 
charity is willing to assume some risk and has some available funds, they might arrange a charitable reverse 
mortgage with the charity.  They would transfer title to the charity, receiving in return a life estate (right to live 
in the home for life) and life payments in exchange for the remainder interest in the residence.  The charity must 
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determine an annuity amount so that the value of the property at the end of the life estate is expected to be well 
above the future value of all payments advanced.

Gift Annuity Funded with Closely-Held C Stock

A person who owns stock in a closely-held C corporation could contribute some of that stock to a net-income or 
net-income-with-make-up provision unitrust that converts to a regular unitrust upon the sale of the stock.  
Provided certain procedures are followed, the corporation could purchase the shares from the trust using some 
of its accumulated cash.   The shares could also be sold to other shareholders, provided they are not disqualified 
persons.  A non-shareholder, unrelated party, who wants to acquire the company, could also purchase the shares 
held by the trust, though that person is more likely to be interested in purchasing corporate assets.  The donor 
may opt for a gift annuity rather than a unitrust if (1) the expected purchasers are disqualified persons, such as 
children of the donor, (2) the donor prefers the certainty of fixed income, (3) or the gift is too small to be 
practical for a charitable remainder trust.

Example:  Lewis, age 69, the principal shareholder of ABC Company, a C corporation, contributes shares 
appraised for $1,000,000 to a charity in exchange for a gift annuity that will pay him $50,000 per year.  The cost 
basis of the shares is only $60,000.  His two sons are minority owners, and Lewis would like for their 
percentage of ownership to increase as he prepares to hand over management to them and to retire.  Each of 
them has recently inherited a substantial sum from their maternal grandmother, and they would like to purchase 
the stock from the charity.  Under an existing agreement, if any shareholder wants to sell his or her stock, other  
shareholders first, and then, if no shareholder is interested, the corporation, must be given a right to purchase the 
stock for the appraised value.  Subsequent to receipt of the stock, the charity notifies the other shareholders that 
it wants to sell its shares for the recently-appraised value.  The sons accept the offer.  The charity then invests 
the $1,000,000 cash in its gift annuity reserve fund.  Lewis received an immediate income-tax charitable 
deduction for $398,760, and his annual payments of $50,000 will be taxed $14,000, as ordinary income, 
$33,840 as capital gain, and $2,160 as tax-free return of capital for the duration of his life expectancy.  The sons 
wind up with a higher percentage of ownership of the company.

A charitable remainder trust would not have been possible in this case because the sons are disqualified persons 
and could not purchase the stock.  Although existing shareholders have a right of first refusal, the charity is 
under no obligation to sell the shares, so the donor should not be taxed on the gain in the stock.  An appraisal of 
closely-held stock can be costly.  If an appraisal is being done for other purposes, the appraiser could be asked 
also to appraise the shares that are being contributed. 

Gift Annuity Funded with Closely-Held S Stock

The 1996 tax legislation added IRC Sec. 501(c)(3) organizations to the list of eligible shareholders of  S stock, 
but did not add charitable remainder trusts, which are described in    Sec. 664.  Thus, a contribution of S stock to 
a charitable remainder trust would disqualify the S election.

It is possible to fund a gift annuity with S stock because the donee (and resulting shareholder) would be the 
charity, a Sec. 501(c)(3) organization.  A charity might be willing to accept S stock for a gift annuity if it is 
reasonably certain that (1) it can sell the stock to other shareholders in the near term or (2) the corporation will 
make regular distributions of income to shareholders.

If the charity retains the stock, any income earned by the corporation will be taxed as unrelated business taxable 
income.  Even income deriving from interest, dividends, and rents – the type of passive income normally not 
taxable to a charity – will be taxed.  If the charity sells the stock, it will be taxed on the gain (which will be the 
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difference between the sales price and the present value of the annuity as of the date of the gift and, hence, its 
cost basis).  Note that when a charity receives and sells S stock, it will pay less tax if the stock is contributed for 
a gift annuity than if it is contributed outright, in which case the charity’s cost basis is whatever the donor’s was.  

Example: On March 15, 2014 Marguerite, age 72, contributed S stock to a charity in exchange for a gift 
annuity.  The stock was appraised at $400,000, and Marguerite’s adjusted cost basis was only $10,000.  Shortly 
after the contribution, the charity sold the stock to another shareholder for $400,000.  While the charity would 
ordinarily pay the 5.4-percent ACGA rate, it reduced the rate to 5.0 percent in this instance to compensate for 
the tax it will pay. 

  Benefits to Marguerite

Value of S stock $400,000
Adjusted cost basis    10,000
Present value of annuity 

(charity’s acquisition cost)   213,352
Charitable deduction   186,648
Annual payment

    taxed as follows during each full 

    year of life expectancy:
                     Ordinary income   $5,280
                     Capital gain   14,352
                     Tax-free        368     
            $20,000

 

  Implications for Charity

Capital gain taxed to charity

($400,000 – 213,352) $186,648
Tax on gain 

(assuming the charity is a corporation 
and a 34% rate applies)

$63,460

After-tax proceeds $336,540
Annual annuity as a percentage of after-
tax proceeds

5.9%*

*The charity could offer an annuity rate lower than 5.0 percent so that the annuity rate as a percentage of after-
tax proceeds would be closer to the ACGA rate.  
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Gift Annuity Funded with LLC Shares

A limited liability company (LLC) is a hybrid between a corporation and a partnership.  For tax purposes it is 
normally treated as a partnership, but like a corporation, it insulates owners (called “members”) from personal 
liability for obligations of the entity.  Income, capital gain, deductions, credits, etc. all pass through to the 
members.  A charity can own an LLC interest if permitted by the operating agreement.  If the operating 
agreement has a provision that does not allow the transfer of any LLC interest to a charitable entity, it may be 
possible to amend the operating agreement to permit such an interest to be owned by a charity.

If the LLC has only passive income, the charity would not be taxed on that income.  If the LLC operates an 
active business, the income from that business allocated to the charity would be taxed as unrelated business 
taxable income.  In the case of an S corporation, the income allocated to the charity would be taxed to the 
charity whether it is passive or derives from an active business.  Thus, from a charity’s standpoint an LLC 
interest is generally better than S stock.  When the charity sells its LLC interest, it is not taxed on the capital 
gain, whereas the gain would be taxed on the sale of S stock.  This is another advantage of charitable gifts of 
LLC interests over S stock.

A charity could accept an LLC interest for a gift annuity.  However, the charity probably would not want to 
accept such an asset for a gift annuity unless it was either reasonably certain that it could sell the interest in the 
near term of that its share of income would equal the annuity payments.

Example:  Suppose that Marguerite in the above example contributed an LLC interest appraised at $400,000 for 
a gift annuity, and suppose further that all of the income of the LLC is rental income from an apartment 
building.  The charity would not be taxed on its share of rental income so long as it holds the interest, and if it 
sells its interest to another member, it would not incur tax on the capital gain.  Because the entire net sales 
proceeds, rather than the proceeds reduced by tax on the gain, could be invested in the gift annuity reserve fund, 
it might not be necessary for the charity to discount the gift annuity rate very much, if at all.

Gift Annuity Funded with Tangible Personal Property (Artworks, Collectibles, etc.)

Tangible personal property refers to a physical item, other than real estate, that can be touched and that is 
generally movable.  Examples include a painting, stamp collection, an automobile, a boat, and fine china.

The person making the gift executes a deed of gift conveying ownership and delivers the object to the charity.  
The gift is complete when both of these events have occurred.

According to IRC Sec. 170(e)(1)(B)(i), a donor of tangible personal property can deduct the full present market 
value if the object is related to the exempt purpose of the charity.  Examples would be a painting given to an art 
gallery and a wooden boat for display at a nautical museum.  If the object is unrelated to the charity’s exempt 
purpose, a donor’s deduction will be the lesser of present fair market value and the cost basis.  If the object is 
given for a related use, it is recommended that the donor secure from the charity a letter stating that fact.  
Should changed circumstances necessitate the charity’s selling the object sometime in the future, the donor’s 
related-use deduction will not be disallowed, if the donor at the time of the contribution could reasonably expect 
the donated object to be used for a related purpose.  See Reg. 1-170A-4(b)(3)(ii). 

If the charity is reasonably sure that the object can be sold soon after the contribution, it might be willing to 
issue a gift annuity.  Since the charity will sell the object, the object will be for an unrelated use, so the 
deduction will be based on the cost basis.  
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Example: George age 75 funds a gift annuity with a painting by an artist whose reputation has been rising.  He 
purchased the painting for $20,000 several years ago, and it was recently appraised for $100,000.  The charity 
sells the painting to a gallery as soon as practical for the full appraised value.  George’s income tax charitable 
deduction is $9,154.  The charitable gift value is 45.772% of the appraised value, but since the gift is for an 
unrelated use, the deduction is 45.772% of the cost basis rather than 45.772% of the appraised value.  His 
annual payment is $5,800 of which, for the duration of his life expectancy, $1,426.80 is ordinary income, 
$3,498.56 is capital gain, and $874.64 is tax-free. 

Suppose that George had contributed the painting to the gallery, which is a Sec. 501(c)(3) institution, and the 
gallery added the painting to its collection and made annuity payments from its general assets.  In that case, 
George’s deduction would have been $45,772.  An art museum might be eager to acquire a painting by a well-
known artist for its collection, but the owner is unwilling to part with it unless she receives payments in return.  
The museum could offer a gift annuity in exchange for the painting.  Since the gift would be for a related use, 
the donor’s deduction would be based on the appraised fair market value.  

However, even if the object is for an unrelated use (the charity sells it) and the deduction is small, the gift could 
be appealing to the donor, for the donor is able to convert the object to a stream of income, avoid tax on some of 
the gain, and report the taxable gain ratably over life expectancy.  Even though the deduction may not be large, 
it is immediate.  If tangible personal property were transferred to a charitable remainder trust, no deduction 
would be allowed until the object is sold.  

Gift Annuity Funded with Precious Metals

People invest in gold and silver by purchasing coins (American Eagle, Canadian Maple Leaf, Krugerrand, etc.), 
purchasing bullion, or purchasing Exchange Traded Funds (ETFs).  The latter is more common.  Each share of 
the ETF represents a certain amount of gold or silver, which is typically stored at a bank.

An individual might also purchase shares in mining companies.  The individual does not own the metal but has 
ownership in a company that is in the business of extracting the metal.  These shares are treated like the shares 
in any company. 

If precious metals are tangible personal property, the charitable deduction resulting from a gift of them would be 
the lesser of market value and cost basis because the gift would be for an unrelated use, except in the unlikely 
case the coins would be retained and used for the charity’s exempt purposes – for example, display of coins in a 
museum.

Clearly, coins that are old and rare and that have value beyond the value of the metal itself are tangible personal 
property.  The answer is less clear regarding coins where the value is simply that of the metal.

Inasmuch as the gain in all of these items is taxed at the rate applicable to tangible personal property, it would 
be consistent for the IRS to regard them as tangible personal property when they are contributed.  However, in 
PLR 9225036, dealing with a proposed gift of Krugerrand gold coins to a charitable remainder unitrust, the IRS 
took a different position. Here is the pertinent paragraph:

South African Krugerrand coins are more akin to money than to coins that have value as collector’s items. 
South African Krugerrand gold coins are one of the best known types of gold bullion coins. They have no 
numismatic value. Moreover, in the case at hand, the trustee is authorized to dispose of the coins. Therefore, 
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pursuant to the rationale of Rev, Rul. 69-63, we conclude that South African gold coins are not tangible 
personal property within the meaning of section 170(a)(3) of the Code.

The IRS apparently was taking a different position in a later PLR that was withdrawn when the applicant died 
before issuance.

Thus, we must conclude that there is uncertainty as to whether coins, bullion, and ETFs would be treated as 
tangible personal property when contributed.  In support of the position that they would not be tangible personal 
property, we have Rev. Rule 69-63 and PLR 9225036.  However, doubt is raised by the fact that the IRS was 
apparently ready to reverse its position in the withdrawn PLR, and particularly by the fact that when these items 
are sold the gain in them is taxed as if they are tangible personal property.  If they are, indeed, tangible personal 
property (as we believe) the income tax charitable deduction for an unrelated-purpose gift, would be the lesser 
of current fair market role and cost basis.

Gold and silver prices are very volatile.  For example, gold reached $1,800 per ounce two years ago but has 
now fallen back considerably.  Still, it remains well above its price in the late 1990s.  Donors with gold and 
silver investments, concerned about a decline in values, might be interested in locking in their gains, but they 
are hesitant to incur the significant tax (federal rate as high as 31.8%) on the gain.  They might be willing to 
make an outright gift of some portion of their investment, and they could, of course, leave their gold and silver 
to charity by bequest.  If they want to reduce their holdings without current taxation of gain and convert the 
current value to predictable life payments, they could contribute their gold or silver for a gift annuity.

Example:  John, now age 72, purchased 300 ounces of gold in 1999, when it was selling for $279 per ounce. In 
early March of 2014 it was selling for about $1,300 per ounce. Knowing that gold prices are subject to 
significant fluctuations and wanting to lock in his gain, John had been thinking of selling the gold and simply 
paying the tax on the gain, which could be as much as $97,403 ($306,300 gain x 31.8%). The maximum tax rate 
of gain in tangible property is 28%, and assuming the 3.8% surtax applies, the total rate would be 31.8%.

Instead of doing that, John contributed the gold for a gift annuity, realizing these results:

Income tax charitable deduction $ 36,485 (1)

Annual annuity $ 21,060

 Payments taxed as follows during each full
 year of life expectancy:
 Ordinary income $5,559.84
 Capital gain 12,173.59 (2)

 Tax-free return of capital                               3,326.57    
                                                                     $21,060.00

(1)  The deduction assumes the gold is tangible personal property. If it is not
 so regarded, the deduction would be $166,340.

(2)    The top tax rate on gain in tangible personal property is 28%, or 31.8% if the  surtax applies.  
On the Form 1099-R a charity should differentiate the type of  gain. 
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Even if, as we believe, the gold is tangible personal property, the gift annuity is appealing. Some of the gain will 
not be taxed and the taxable portion can be reported over life expectancy. Most important, John will have 
predictable payments for life and doesn’t have to worry about changed economic conditions that could cause 
gold prices to tumble.

Gift Annuity Funded with a Life Insurance Policy

Some individuals have life insurance policies that are either paid up or, at least, have been owned long enough 
to have accumulated considerable cash value.  In some cases, the policy is no longer needed for family 
protection or liquidity to cover estate expenses, and it is just sitting in the safe deposit box.  To derive some 
current benefit from the policy, the owner might be willing to transfer ownership to a charity for a gift annuity.

In many cases, the current value of the policy will exceed the policy holder’s adjusted cost basis.  The gain, if 
the policy were surrendered, would be taxed as ordinary income, not as capital gain.  If the policy is contributed 
for a gift annuity, the income tax charitable deduction must be reduced by the amount of gain allocated to the 
gift value.  The reduction is computed the same way as when “unrelated use” tangible personal property is 
contributed for a gift annuity.

It is not clear whether taxable gain in a life insurance policy, or other ordinary income property, that is 
contributed for a gift annuity can be reported ratably over the donor’s life expectancy.  Reg. §1.1011-2(a)(4)(11) 
simply refers to “gain” in providing for ratable reporting.  However, the example to which reference is made – 
1.1011-2(c)(8) – concerns a gift of long-term capital gain property.  Arguably, the example merely cites the most 
common type of gifted property and is not meant to be limiting.

Example:  Mildred, age 76, owns a paid-up life insurance policy which she would like to contribute for a gift 
annuity.  The face value is $100,000, the replacement value is $40,000, and the adjusted cost basis is $22,000.

She could either transfer ownership of the policy or surrender the policy and then contribute the cash proceeds.  
In both cases, her annual payments for the rest of her life will be $2,400.

However, the tax consequences will be different, depending on whether she transfers the policy or gives the 
proceeds. 

If she transfers the policy:

Income tax deduction       $10,218

     Taxation of payments during life expectancy:

 Taxable            1,402               

             Tax-free               998

             

If she surrenders the policy and contributes the proceeds:

Income tax deduction                   $18,578

        Taxation of payments during life expectancy:
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Taxable                             585

Tax-free                           1,814

    Taxable ordinary gain in year of gift                                     $18,000

The advantage of transferring ownership of the policy is that none of the gain in the policy will be taxed in the 
year of transfer.  However, a smaller portion of each payment will be tax-free.  Surrendering the policy and then 
contributing the proceeds causes the gain to be taxed in the year the policy is surrendered.  However, the 
charitable deduction will offset most of the taxable gain, resulting in little tax. 

The advantage of this second alternative is that more of the payments will be tax-free.  In deciding which 
alternative is preferable, the donor must weigh the larger up-front savings from transferring the policy against 
the more favorable taxation of payments from giving the proceeds following the policy surrender.

Gift Annuity Funded with a Deferred Variable Annuity (Issued by an
Insurance Company. 

Many people have purchased deferred variable annuities from insurance companies, and in the years since the 
purchase considerable gain has accrued.  That gain will be taxed as ordinary income – over time if the owner 
elects to receive life payments, or all at once if the contract is surrendered.  If the contract is given to 
beneficiaries (other than charities) when the donor dies, the gain will be taxed as ordinary income to them.  
Owners of these contracts can transfer them for a gift annuity and thereby reduce the tax on the gain, receive 
life payments, and have the satisfaction of making a charitable gift.  The tax savings do not result from 
avoidance of tax on the gain but from an income tax charitable deduction that totally or partially offsets the 
taxable gain.  

Example:  Katherine, age 79, transfers a commercial deferred variable annuity for which she paid $25,000 and 
which at the time of transfer had a cash value of $48,000.  

Annual payment  $3,168

Taxed as follows:

     Taxation of payments during each full year of life expectancy:

        Ordinary income 700

        Tax-free return of capital                                                                 2,468                                                                         
  

Income tax charitable deduction 23,579

Taxable gain 23,000

Excess of deduction over gain 579
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Katherine was able to convert her commercial annuity to a stream of payments, a substantial portion of which 
will be tax-free.  Had she elected to receive life payments from the commercial annuity, her payments would 
have been higher, but a higher percentage of them would have been taxable because of the accrued gain.

IRC Sec.1035 permits a tax-free exchange of one annuity contract for another.  It is not certain whether this 
applies only to annuities issued by insurance companies, or whether it would also include an exchange of a 
commercial annuity for a gift annuity.

Gift Annuity Funded with Commodities

Crops might be wheat, corn, soybeans, cotton, oranges, or any other commodity.   
Un-harvested crops could be sold with the land, but reference here is to harvested crops.

The farmer would prepare a conveyance document describing the commodity and the quantity being 
contributed, and in an accompanying letter the farmer should ask the charity where it wants the grain delivered.  
The charity would typically designate a grain elevator or other receiving station and would provide a receipt 
upon delivery.  In the case of equipment there would be a deed of gift describing the items.

Harvested crops are tangible personal property, and the donor will be entitled to a deduction only for any costs 
of production that have not already been deducted as an expense.  This means that in many cases there will be 
no deduction.  However, the farmer-donor will not be subject to income or self-employment tax on the value of 
the donated crops.  Equipment is also tangible personal property, so the charitable deduction will be limited to 
cost, which will likely be zero because the farmer probably had already deducted the cost on his income tax 
return.

Individuals who are retiring from farming might be interested in contributing farm equipment since the entire 
proceeds probably would be taxed as ordinary income, especially if they might receive income in return.  Those 
still engaged in farming and who are facing a large taxes because of the increases in grain prices, might be 
willing to make a gift or a portion of their crops.  Again, this would be more appealing if they could receive life 
income in return.

 
These items could, of course, be given outright, but crops, such as grain, could be  contributed  for a gift annuity.  
The annuity would be low risk in the case of grain because the charity would know at the time of the 
contribution the approximate amount for which the grain could be sold.  

Example: Roger and Thelma contribute corn valued at $400,000 to a gift annuity.  At the time, they had already 
deducted most of the production costs, so the charitable deduction was very small.  They would have incurred 
income tax plus self-employment tax of 13.3% on the profit.  With the gift annuity they avoid these taxes and, 
he and his wife receive payments for life.  The real benefit, other than the satisfaction of making a gift, is 
receiving income from the entire proceeds from sale of the corn and spreading the taxable income over time, 
which will likely result in a lower tax bracket.

Acceptable Assets for Gift Annuity Reserves

If a charity is registered to offer gift annuities in Florida or California, it may not be able to use the above assets 
to meet reserve requirements.  California specifically prohibits real estate, and Florida allows it only up to 5% 
of the reserve fund.  Both states disallow any assets not approved for reserve investments.
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States (NY, NJ, WA, MD, AR, HI, TN) that follow the prudent investor standard might take issue with certain 
types in investment, though it is likely that they would object only if the “non-traditional” assets constitute a 
significant portion of the reserve fund.  Another issue is whether the asset is actually in the reserve fund.  For 
example, if a painting were given in exchange for a gift annuity, and the reserve fund is not a separate trust to 
which the painting is transferred, the painting would be owned by the charity and not in the reserve fund.

In many instances, the reserve fund may have a surplus of reserves, in which case no additional assets are 
needed to meet the increased reserve requirement due to the addition of an annuity funded with a non-traditional 
asset.  However, in California, no matter how large the existing reserve fund, the charity must place the required 
reserve amount for each gift in the California trust account.  Thus, in California, the charity must be prepared to 
use some of its cash to meet reserve requirements when it accepts an asset that is not allowable for the reserve 
fund.  Of course, once the charity sells the object, it can replace the general funds it temporarily transferred.  

In any state, even in California, any of the above assets can be accepted for a gift annuity. The issue is not the 
acceptability of the asset for funding a gift annuity, but rather whether the asset can be used to satisfy reserve 
requirements.

Marketing Suggestions

If a charity believes it can increase the number of gift annuities by accepting a greater variety of assets for them, 
it may be necessary, as a first step, for the charity to revise its Gift Acceptance Policies.  While expanding the 
list of acceptable assets, the Policies would provide a process for screening gifts that would potentially entail 
greater risk.

In its marketing material, the charity will also want to include examples of gift annuities funded with different 
kinds of assets.  If all of the examples are of gift annuities funded with cash and appreciated, publicly-traded 
securities, prospective donors will conclude that these are the only possible funding assets.

Next, the charity will want to segment its prospect base so that in its mailings it can direct information about a 
particular funding asset to the right audience.

Then it will want to prompt people to think of the particular assets they are holding, and which might be put to 
more productive use.   It might, for instance, talk about putting an idle asset to work, or it might picture a 
variety of assets, and then pose the question, “Did you know that you could convert any of these assets to a 
steam of payments for life?”

APPLICATIONS OF GIFT ANNUITIES TO VARIOUS
 DONOR SITUATIONS

According to the national surveys of gift annuities conducted by the ACGA over the past two decades, the 
average age of annuitants at the time an immediate gift annuity was established has fluctuated between 77 and 
79.  In most cases the donor was also the annuitant.  Based on the surveys as well as conversations with 
charities, charities are marketing immediate gift annuities to older donors, who want the security of fixed 
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payments during their remaining retirement years.  Charities also issue deferred gift annuities, though they 
constitute less than 10% of total annuities, and these are primarily funded by people 50 and older who want to 
supplement retirement income from other sources.

Just as a charity may close more gift annuities if it accepts a greater variety of assets, it may also close more if it 
describes the versatility of gift annuities in meeting various donor objectives.  This section discusses the 
following applications of gift annuities:

• Immediate gift annuity with payments to a person other than the donor
• Commuted payment gift annuity
• Flexible deferred gift annuity
• Super-flexible deferred gift annuity
• Inflation-adjusted gift annuity
• Testamentary gift annuity
• Gift annuity funded with remaining retirement funds
• Gift annuity as a virtual endowment

Immediate Gift Annuity with Payments to a Person
Other than the Donor

Sometimes it makes sense for a donor to establish a gift annuity for someone else.  This means that younger 
individuals – for example, those who must help support an aged parent and those who want to assist a friend or 
provide for a retiring domestic worker – could be prospects.  Often, such assistance is paid with after-tax 
dollars, which can be quite costly for the donor.  For example, a couple subject to a 35-percent tax rate must 
earn $769 in order to provide a $500 monthly check to one of their parents.  It could be advantageous to transfer 
capital for a gift annuity and name as the annuitant the person whom the donor desires to help.  The donor 
receives an income tax deduction, and the tax paid by the annuitant will probably be minimal because a portion 
of the annuity payments will likely be tax-free for a number of years, and the taxable portion of the payments 
will be taxed at a low rate.

Example: Forrest contributes stock having a fair market value of $100,000 and a cost basis of $40,000 for a gift  
annuity and names his mother as annuitant, reserving no power to revoke her interest.  His mother, age 82, will 
receive $7,200 per year ($1,800 per quarter) based on the ACGA rate of 7.2 percent.

Forrest in the example will recognize the capital gain allocated to the present value of the annuity, which is 
$28,443.  However, his charitable deduction of $52,595 will offset the taxable gain and reduce taxes on other 
income somewhat, assuming he is able to use the deduction.

Since Forrest will already have recognized the taxable gain, no part of his mother’s payments will consist of 
capital gain.  For the balance of her life expectancy, $5,710 will be tax-free, and only $1,490 will be ordinary 
income.  The payments to her will be taxed the same as they would have been if Forrest had contributed 
$100,000 cash.

Forrest made a gift to his mother of $47,405 (the present value of her annuity payments).  As a present-interest 
gift, it qualified for the gift tax annual exclusion of $14,000.  Thus, assuming he made no other gifts to her in 
the year he established the gift annuity, the taxable gift to his mother was $33,405 ($47,405 – 14,000).  He 
could have avoided making any taxable gift by retaining in the gift annuity agreement the right, during his life 
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or upon his death, to revoke his mother’s annuity interest.  Then he will make no completed gifts to his mother 
until she actually receives the annuity payments, and since each year’s payments are under $14,000, they will be 
covered by the gift tax annual exclusion.

Note:  In some instances, a company or a nonprofit organization might choose to establish an annuity for an 
employee, perhaps one for which no adequate retirement plan had been provided.  This can be done, though the 
employee would be taxed on the present value of the payments unless the organization has retained a right to 
revoke payments.

Commuted-Payment Gift Annuity

According to IRC Sec. 514(c)(5), a gift annuity cannot be for a term of years or guarantee a minimum or 
maximum number of payments.  However, the IRS in certain private letter rulings (e.g. 9042043, 9108021, 
9527033, and 200233023) has approved gift annuity agreements that permit an exchange of life payments for a 
lump sum or for installments to be received during a limited period of time.  The actuarial value of the 
installments must be the same as the actuarial value of the life payments.

In most instances, the commuted payment gift annuity has been used to provide educational expenses for a 
student attending a college or university, which is why it is often called “the college annuity.”  A grandparent 
might establish a gift annuity when a grandchild is young, stipulating that life payments begin when the 
grandchild reaches 18. Then an authorized person exchanges (“commutes”) the life payments for eight semi-
annual installments that can be paid at the beginning of each semester the grandchild is in college.  The 
payments could be over a longer period to allow the grandchild more time to complete his or her degree(s).  The 
installments will, of course, be much larger than life payments would have been, and the charity would not have 
consented to an annuity for a person of such a young age unless the payment period was limited.

The college annuity has the advantage of predictable payments for educational expenses, an income tax 
charitable deduction for the donor, and, of course, a charitable gift.  However, it has these disadvantages:

• Payments will be subject to a 10% penalty  tax per IRC Sec., 72(q) because term payments start 
before age 59½.

• If the annuity is funded with appreciated property, the donor is taxed on part of the capital gain.

A charitable alternative that would avoid these two disadvantages is a term-of-years net-income unitrust that 
converts to a regular unitrust when the student reaches age 18.  Because this alternative is often preferable and 
because certain non-charitable plans may be a better way to fund a college education, it  is probably  not a good 
idea to promote the college annuity.

However, the commuted annuity  could be very useful in other circumstances when a person wants income for a 
certain period of time and it is not practical to establish a term-certain CRT.  The contributed amount might be 
below the minimum required for a CRT, or perhaps the beneficiary likes the simplicity and assurance of a gift 
annuity.
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Example:  Maria, age 60, plans to start withdrawals from a well-funded retirement plan when she reaches 70, 
and she expects her income from that plan and other sources to be quite adequate.  However, she would like to 
increase her income somewhat between age 62, when she plans to reduce her working hours, and age 70.  She 
would like to divest herself of some highly-appreciated stock that she thinks may not perform so well in the 
future.  She purchased the stock for $40,000, and it is now worth $200,000.  Maria contributes the stock for a 
deferred gift annuity with life payments starting at age 62 and then commutes those payments to quarterly 
installments for an eight-year period starting at age 62.

Starting at age 62, she will receive $24,974 ($6,243.50 per quarter) for eight years.  She will receive an 
immediate income tax charitable deduction of $90,890, and the taxable gain can be reported ratably over the 
payment period.  From the charity’s standpoint, it is much better to be able to use the residuum after only 10 
years rather than waiting until the end of a 60-year-old’s life.

Flexible Deferred Gift Annuity

Most gift planners by  now are probably familiar with the flexible deferred gift annuity.  Three Private Letter 
Ruling pertaining to it have been issued (9743054, 200449033, and 200742010).  It appeals to donors because 
they can decide later when to start payments, knowing that the longer they wait the larger the payments will be.  

The price is this flexibility  is a somewhat smaller charitable deduction because the deduction will be the lowest 
that would result from any possible start state.  This disadvantage is offset by the fact that a smaller deduction 
results in more of the payments being tax-free

Example:  David, whose date of birth is February  28, 1960 wanted to supplement his income when he retired, 
but he did not know when he would be ready to retire.  On April 1, 2014, he contributed stock having a fair 
market value of $100,000 and a cost  basis of $60,000 for a gift annuity, and he reserved the option to start 
quarterly payments on June 30 of any year during the period 2024-2034. 

The income tax charitable deduction (the lowest deduction resulting from any of the possible payment start 
dates) was $27,414.  The following table shows taxation of payments for full years during life expectancy.  

Elective
Start Date

Age at
Start Date

Capital

Gain

Tax-free

Portion

Ordinary

Income

Total
Annuity
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6/30/2024

6/30/2025

6/30/2026

6/30/2027

6/30/2028

6/30/2029

6/30/2030

6/30/2031

6/30/2032

6/30/2033

6/30/2034

60

61

62

63

64

65

66

67

68

69

70

$1,205.36

$1,252.44

$1,296,24

$1,349.12

$1,402.56

$1,459.20

$1,520.00

$1,586.96

$1,659.96

$1,736.96

$1,827.48

$1,808,04

$1,878.66

$1,944.36

$2,023.68

$2,103.84

$2,188.80

$2,280.00

$2,380.44

$2,489.94

$2,605.44

$2,741.22

3,086.60

$3,168.90

$3,359.4

$3,427.20

$3,693.60

$3,952.00

$4,200.00

$4,332.60

$4,550.10

$4,857.60

$5,131.30

$6,100.00

$6,300.00

$6,600.00

$6,800.00

$7,200.00

$7,600.00

$8,000.00

$8,300.00

$8,700.00

$9,200.00

$9,700.00

Super-Flexible Deferred Gift Annuity

The disadvantage for David is that once he makes the election, he must start receiving the entire amount. To 
maximize flexibility, he could simultaneously  establish 10 flexible deferred gift  annuities, each funded with 
$10,000. Then he could elect payments as needed.  In the event he becomes disabled or ill, he could elect 
payments from all 10 annuities at the same time.

Example: Suppose that David in the previous example created 10 flexible deferred gift annuities, each funded 
with $10,000, rather than a single flexible deferred gift annuity  funded with $100,000.  At age 62, David 
decides to reduce his work hours to allow more time for travel.  Then, at age 65 he retires but continues to do 
some consulting.  He elects to activate two of the annuities at  age 62, three more at age 65, and one each year 
beginning at age 66.  His payments would be:

       Beginning at Age       Annual Payment

    62   $1,320

    65   $3,600

    66   $4,400

    67   $5,230 

    68   $6,100

    69   $7,020

  70               $7,990 

The 10 flexible deferred gift annuity agreements would be identical, so it would not be much work to produce 
them, and the donor, to maximize flexibility, would sign his name 10 times.  The payments from all of the 
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annuities could be combined into a single check or direct deposit, and the charity could send a single Form 
1099-R.

Inflation-Adjusted Gift Annuity

The advantage of a gift annuity is that payments never go down.  The disadvantage is that they never go up and 
thus offer no inflation protection.  It is possible to combine the advantages of a gift annuity and a unitrust by 
designing the annuity so that it has set payments that increase each year by the historical average of the 
Consumer Price Index. This inflation-adjusted gift annuity is also known as the “step annuity” because payment 
automatically step-up in amount each year.  It is actually an immediate gift annuity combined with a bundle of 
deferred gift annuities.

Example:  Sylvia, age 70, wants her gift annuity payments to increase at the rate of 3.5% per year, which is 
close to the historical inflation rate, though higher than the Consumer Price Index rate of increase in recent 
years.  The following chart shows how much she would contribute if she wanted these adjustments annually for 
10 years:

  Type of               Contribution  Payment      Payment         Total

  Annuity       Amount              Beginning Date     Increment      Payment

  Immediate       $100,000           4/30/2014           -0-             $5,100

  Deferred           $3,236           4/30/2015          $185      $5,485

  Deferred           $3,131           4/30/2016          $192      $5,677

  Deferred           $3,046           4/30/2017          $199      $5,876

  Deferred           $3,015           4/30/2018          $206      $6,082 

  Deferred           $2,890            4/30/2019          $213      $6,295 

  Deferred           $2,808            4/30/2020          $220      $6,515

  Deferred           $2,735           4/30/2021          $228      $6,743

  Deferred           $2,776           4/30/2022          $236      $6,979

Sylvia’s total contribution is $123,637, and her payments will retain their purchasing power for the next eight 
years (or for whatever period she chose).  Assuming the future rate of inflation approximates the historical 
average.

A charity might hesitate to agree to this plan because the amount contributed for each deferred gift annuity is 
less than the stated minimum in the Gift Acceptance Policies.  However, the charity may be willing to make an 
exception because the total amount contributed is well above the minimum, the bundled annuities are identical 
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except for the payment beginning date and the annuity amount, and they can be consolidated for the purpose of 
making payments and tax filing.  A single agreement that incorporates the payment adjustments might be 
possible, but it would be prudent to secure a ruling.

Testamentary Gift Annuity

A gift annuity, like a charitable remainder trust, can be established at the end of one’s life to provide payments 
to survivors. In the case of a gift annuity, the number of beneficiaries (annuitants) would be limited to two. In a 
will or living trust, a person would designate a specific sum or all or a portion of the residual estate to fund the 
gift annuity. The size of the payments will depend on the amount transferred to the charity and the annuity rate 
then in effect for persons the nearest age(s) of the annuitant(s) as of the time of the donor’s death.

Here is possible language that could be used in the case of one annuitant:

I give, devise, and bequeath ($[amount]or “the residue of my estate”) to [Charity] provided that if [annuitant] 
survives me,  [Charity] shall pay  [him/her], in quarterly  installments at  the end of each calendar quarter, a life 
annuity, the annual payments of which shall be equal to the value of the property transferred to [Charity] 
multiplied by the charitable gift annuity rate suggested as of the date of my death by the American Council on 
Gift Annuities for a person then [his/her] nearest age.

If a donor wants his or her survivor to receive a specific amount, the following language could be used:

I give, devise, and bequeath to [Charity] the amount [Charity] requires as a contribution to provide a life annuity 
of $[Amount] to [annuitant] based on the charitable gift annuity  rate suggested as of the date of my death by the 
American Council on Gift Annuities for a person then [his/her] nearest age, and I direct that the annuity  be paid 
in quarterly installments at the end of each calendar quarter.

The language could be modified if the testator wants payments to the annuitant to be deferred for a certain 
number of years following his or her death.

Gift Annuity for a Survivor Funded with Remaining Retirement Funds

It is possible to fund a testamentary gift annuity with assets in an IRA or defined-contribution retirement plan 
such as a 401(k) or 403(b).  (See Private Letter Ruling 200230018.)  The donor would take two actions.  The 
first is completion of a beneficiary  designation form designating to the charity all or some portion of assets 
remaining in the retirement plan.  Second, is execution of a gift annuity  agreement according to which the 
charity agrees to pay a life annuity to one or two named annuitants, which shall be equal to the value of the 
retirement plan assets transferred to the charity multiplied by the gift annuity rate then paid by the charity  for a 
person (or persons) of the annuitant’s(ts’) age(s) at the time of the donor’s death.

It is possible that Congress might enact legislation forcing retirement funds of a decedent to be distributed 
within five years to beneficiaries other than a surviving spouse.  If that should happen a gift annuity might be 
the only way  of stretching out the payments to non-spousal beneficiaries.  Even if such legislation is not 
enacted, a gift annuity is an attractive option for those who want to use retirement funds to provide for survivors 
for these reasons:

• The donor can assure fixed payments to a survivor for life and make a charitable gift.  If the 
survivor is beneficiary of a retirement plan with payments over life expectancy, the mandatory 
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payments will increase with age, and the fund conceivably  could be exhausted.  By contrast, the 
gift annuity payments would continue for life.

 

• Market risk and management responsibility are eliminated. 

Gift Annuity as a Virtual Endowment

Some individuals would like to create an endowment now and have the satisfaction of seeing the endowment 
income put to use, but they hesitate for fear that they might need all of the income from their capital in the 
future. A charity  might suggest to those persons that they establish a virtual endowment with a gift  annuity.  The 
following example demonstrates how it would work.

Example:  Lois, age 75, has good cash flow and rather significant investments.  At present, her after-tax income 
exceeds her expenditures, so she is growing her investments.  While she expects this to continue, she cannot be 
absolutely certain.  She would very much like to fund scholarships now while she is living.  She could, of 
course, simply retain her assets and make an outright contribution of $20,000 each year for scholarships so long 
as she is able

Alternatively, she could contribute $450,000 for a gift annuity, but authorize the university to retain the annuity 
payments for scholarships until whatever time that she directs the payments to made to her.  The payments will 
be reported on a Form 1099-R as if she were receiving them, and she will receive a charitable deduction for the 
amount of the payments, for she is, in fact, contributing them.  The withholding arrangement merely avoids 
having to make a decision and write a check each time she receives a payment.

Suppose she contributed stock valued at $450,000 with a cost basis of $300,000.

Amount available for annual scholarships   $26,100

Initial deduction      205,974

Taxation of payments

 Tax-free  $13,119

 Capital gain      6,560

 Ordinary income     6,421

    $26,100

Since the annual deduction exceeds taxable income, she will save some taxes each year.  At the end of her life, 
the residuum from the annuity will be used for an endowed scholarship fund in her name.

This alternative, which could be called a “Virtual Endowment” provides more for scholarships in the near term.  
In the event that her circumstances ever change, she can suspend the scholarships and receive the $26,100 
annuity payment.

Marketing Suggestions
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The most important thing a charity can do to increase the volume of gift annuities is to expand the demographic.  
Although the key demographic for gift annuity marketing remains those age 70 and older, it can actually include 
people from mid-forties and older.  People in these younger ages may be interested in establishing gift annuities 
for older individuals, such as parents, and for using them as supplemental retirement plans. 

Charities are not realizing the potential of testamentary gift annuities because they rarely mention an annuity 
established by a donor at the end of life.  Yet, many individuals prefer to leave a survivor fixed payments rather 
than a lump sum or a trust that could decline in value.  Provision in a will or living trust for a testamentary gift 
annuity could be incorporated as part of general bequest marketing.

Another omission is a gift annuity funded with remaining retirement funds.  Charities will certainly promote the 
Charitable IRA Rollover if it is renewed, and they regularly propose naming the charity as a beneficiary of some 
percentage of whatever may remain in an IRA or other retirement fund, but they do not very often suggest a 
testamentary gift annuity as an alternative to a stretch IRA.  This option would appeal to people who want to 
assure payments for the lifetime of a survivor and make a charitable gift, and it would become particularly 
attractive if Congress limits the distribution period for non-spousal beneficiaries.  

In marketing, a charity could also think of the reasons why people hesitate to estate a gift annuity and then show 
how to overcome them.  Perhaps something like this:  “You may have considered a gift annuity but hesitated 
because …”  The flexible deferred gift annuity, the inflation-adjusted gift annuity, the commuted gift annuity 
are all ways  overcome reasons a person might be reluctant to create a gift annuity.

In its marketing to same-sex couples, the charity should be mindful that gift annuities are now more appealing 
to them.  When they establish an annuity funded with jointly-owned or community property, taxable gain can 
now be reported over joint life expectancy, and an annuity established by one for the other now qualifies for the 
federal gift tax marital deduction. 

Finally, consider the research on proven methods for marketing gift annuities, and then develop modifications 
for the donor situations mentioned in this section.

Concluding Word

The gift annuity will continue to be the most common planned gift after the bequest. That has been true for a 
long time, and there is no reason to believe that it will change.  It can become an even greater source of 
philanthropic funds if marketing initiatives show its amazing versatility. 
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R O B U S T

Calculations
CRTs | CLTs | GIFT ANNUITIES | PIF | QPRT | GRTs | AND MORE

A collection of expertly developed, highly-accurate,
industry-specific calculations that help you quickly get

down to the dollars and cents.

V A L U A B L E

Handbook
ALL SKILL LEVELS | FULL GLOSSARY SUPPORT | BOOKMARK & SAVE

A definitive guide to the world of charitable planning
for the novice and the expert alike, the Handbook

contains up-to-date information on industry-related
 law and resources.

A Better Way to Research:
EVERYTHING YOU NEED IN ONE PLACE.  Get  the Pro  Package o f  a l l  four  products  or  cus tomize  your  subscr ip t ion .

D A I LY

Commentary
ARTILES | CASE STUDIES | CURRENT EVENTS | SPEECHES

A daily digest of news and information, expertly
focused to provide you with a razor-sharp view of the

impact on the industry, the law, and most importantly, the
context surrounding the information.

E X T E N S I V E

Online Library
CASES | CODE & REGS | LEGISLATION | IRS PRONOUNCEMENTS

A comprehensive and ever-growing collection of
full-text, public-domain documents from an extensive
array of governmental and other public sources, kept

current daily by our proprietary technology.

CharitablePlanning.com is an online tool for planning professionals seeking to manage their research,
save time and make educated decisions. In addition to a fully searchable library, useful calculations and

personal file management, subscriptions include daily commentary from our team of experts on important
events, as well as access to the definitive Handbook on the field of Charitable Planning.

What is CharitablePlanning.com?
FREE 7-day trial

F C S E DUOE P E R T L Y X

C O P H V E M R EE N S I C O TNEN T
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ACGA Waterfront Reception
Co-Sponsor

The Chesapeake Planned Giving Council exists to unite the planned giving community in best serving 
the charitable planning needs of donors and clients. Our goal is to facilitate, coordinate, and encourage 
the education and training of the planned giving community, and to promote a collaborative effort 
among members of the legal, financial, and development communities in serving the charitable, 
financial, and estate planning needs of donors and clients.

Founded in 1991, CPGC is one of more than 100 local councils of Partnership for Philanthropic 
Planning (formerly the National Committee on Planned Giving), which includes more than 8,000 
members.

The need for expertise in charitable gift planning has become an important consideration for financial 
and estate planners nationwide. The onset of the largest intergenerational transfer of wealth in history 
combined with the changing array of tax considerations and financial opportunities have led to 
phenomenal growth and interest in the field of charitable gift planning.

Attorneys, accountants, development officers, financial advisors and insurance executives can all 
benefit from CPGC’s range of services. We invite you to become involved in the community of gift 
planners, representing a range of professions in and around the State of Maryland.

Visit our website at www.cpgc.org
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GETTING	
  STARTED:

FIVE	
  QUESTIONS	
  FOR	
  CONSIDERATION!

What	
  mo9vates	
  a	
  person	
  to	
  finally	
  respond	
  to	
  one	
  of	
  your	
  promo1onal	
  efforts	
  when	
  they	
  do	
  respond?

Do	
  you	
  now	
  or	
  have	
  you	
  ever	
  had	
  any	
  unclosed	
  giDs?

How	
  long	
  does	
  it	
  take	
  your	
  prospects	
  to	
  “have	
  peace”,	
  “accept”,	
  “be	
  okay	
  with”	
  one	
  of	
  your	
  proposals?	
  	
  (Days,	
  weeks,	
  
months,	
  years,	
  never?)	
  	
  What	
  are	
  you	
  doing	
  during	
  that	
  1me	
  with	
  the	
  prospect?

Is	
  your	
  planned	
  giving	
  program	
  primarily	
  targeted	
  at	
  mee1ng	
  the	
  needs	
  of	
  your	
  donors	
  and	
  their	
  families	
  OR	
  at	
  
balancing	
  the	
  ins1tu1onal	
  budget?

Does	
  your	
  up	
  line	
  management	
  view	
  planned	
  giving	
  as	
  a	
  line	
  item	
  expense	
  OR	
  as	
  an	
  investment	
  in	
  the	
  financial	
  stability	
  
of	
  the	
  ins1tu1on?

For	
  answers	
  to	
  these	
  and	
  other	
  vexing	
  ques9ons,	
  you	
  have	
  come	
  to	
  the	
  right	
  place.

INTRODUCTION:

Donor	
  Centered	
  Gi,	
  Development	
  is	
  built	
  on	
  a	
  plaDorm	
  that	
  follows	
  a	
  counseling	
  philosophy	
  of	
  how	
  individuals	
  make	
  
decisions	
  that	
  I	
  was	
  introduced	
  to	
  in	
  1968.	
  	
  In	
  his	
  book,	
  Protestant	
  Pastoral	
  Counseling,	
  Dr.	
  Wayne	
  Oates	
  describes	
  the	
  
func1on	
  of	
  the	
  counselor	
  in	
  four	
  steps	
  that	
  are	
  modified	
  here	
  to	
  beMer	
  fit	
  the	
  development	
  seNng.

First,	
  there	
  must	
  be	
  the	
  building	
  of	
  trust	
  and	
  credibility.	
  	
  Most	
  individuals	
  have	
  certain	
  expecta1ons	
  of	
  an	
  interac1on,	
  be	
  
it	
  with	
  their	
  doctor	
  or	
  their	
  friendly	
  development	
  professional.	
  	
  There	
  are	
  situa1ons	
  in	
  their	
  life	
  that	
  they	
  would	
  like	
  to	
  
fix,	
  avoid	
  or	
  accomplish	
  if	
  they	
  knew	
  how	
  to	
  do	
  so.	
  Before	
  they	
  will	
  share	
  the	
  details	
  of	
  their	
  lives	
  with	
  us,	
  that	
  will	
  allow	
  
us	
  to	
  assist	
  them	
  in	
  mee1ng	
  their	
  expecta1ons,	
  they	
  must	
  trust	
  us	
  with	
  the	
  informa1on	
  and	
  details	
  of	
  their	
  lives.	
  Thirty	
  
six	
  years	
  of	
  visi1ng	
  in	
  the	
  homes	
  of	
  individuals	
  indicates	
  that	
  people	
  do	
  not	
  neglect	
  preparing	
  their	
  estate	
  plan	
  because	
  
they	
  are	
  afraid	
  of	
  dying.	
  	
  They	
  fail	
  to	
  prepare	
  because	
  they	
  are	
  overwhelmed	
  by	
  the	
  decision	
  making	
  involved	
  in	
  the	
  
process.	
  	
  We	
  can	
  bring	
  order	
  from	
  the	
  chaos	
  when	
  we	
  earn	
  their	
  trust.

Secondly,	
  the	
  individual	
  must	
  define,	
  visualize,	
  taste	
  and	
  feel	
  what	
  it	
  is	
  that	
  they	
  want	
  to	
  accomplish.	
  	
  And	
  the	
  
development	
  professional	
  must	
  take	
  the	
  1me	
  to	
  understand	
  and	
  assist	
  them	
  in	
  visualizing	
  that	
  goal.	
  	
  “I	
  want	
  to	
  leave	
  
everything	
  I	
  have	
  to	
  my	
  family”	
  may	
  well	
  be	
  the	
  stated	
  goal.	
  	
  	
  	
  That	
  statement	
  should	
  set	
  in	
  mo1on	
  a	
  myriad	
  of	
  ques1ons	
  
about	
  the	
  family,	
  family	
  dynamics,	
  family	
  needs,	
  educa1onal	
  level,	
  and	
  professional	
  accomplishments.	
  	
  	
  Most	
  prospects,	
  
knowing	
  how	
  to	
  accomplish	
  their	
  goal,	
  would	
  have	
  already	
  done	
  so.	
  	
  Many	
  1mes	
  they	
  will	
  have	
  made	
  the	
  valiant	
  effort,	
  
but	
  are	
  not	
  pleased	
  with	
  the	
  result.	
  	
  We	
  should	
  not	
  lead	
  them	
  down	
  a	
  different	
  branch	
  of	
  the	
  same	
  path	
  to	
  an	
  unfulfilled	
  
goal.	
  	
  	
  	
  

The	
  third	
  step	
  is	
  to	
  assist	
  the	
  individual	
  in	
  iden1fying	
  valid	
  alterna1ves	
  for	
  mee1ng	
  their	
  expecta1ons.	
  	
  This	
  process	
  is	
  
not	
  as	
  simple	
  as	
  it	
  sounds.	
  	
  In	
  most	
  situa1ons	
  this	
  involves	
  others,	
  with	
  their	
  needs,	
  alterna1ve	
  solu1ons	
  and	
  
perspec1ves.	
  	
  It	
  may	
  involve	
  drama1c	
  shiXs	
  in	
  priori1es	
  or	
  lifestyle.	
  	
  In	
  the	
  development	
  situa1on,	
  one	
  or	
  more	
  
possibili1es	
  usually	
  do	
  NOT	
  involve	
  making	
  a	
  giX	
  and	
  several	
  possible	
  solu1ons	
  may	
  disappoint	
  their	
  aMorney,	
  financial	
  
advisor	
  or	
  family	
  members.

Finally,	
  we	
  guide	
  them	
  through	
  the	
  process	
  of	
  selec1ng	
  the	
  best	
  possible	
  solu1on	
  FOR	
  THEM	
  and	
  mo1vate	
  them	
  to	
  take	
  
ac1on	
  on	
  the	
  decision.	
  This	
  step	
  must	
  give	
  the	
  individual	
  a	
  sense	
  of	
  comfort	
  and	
  peace	
  about	
  the	
  decision	
  that	
  allows	
  
them	
  to	
  sleep	
  at	
  night	
  and	
  defend	
  their	
  decision	
  to	
  those	
  who	
  have	
  alterna1ve	
  solu1ons.	
  	
  In	
  some	
  instances,	
  this	
  step	
  
may	
  also	
  involve	
  “trying	
  on	
  a	
  solu1on”	
  for	
  a	
  few	
  days	
  or	
  weeks	
  before	
  seMling	
  on	
  it	
  as	
  the	
  best	
  and	
  final	
  choice.	
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The	
  prospect	
  must	
  take	
  ac1on	
  to	
  implement	
  their	
  decision.	
  	
  Most	
  oXen	
  this	
  step	
  includes	
  the	
  prepara1on	
  and	
  execu1on	
  
of	
  documents.	
  	
  It	
  may	
  also	
  include	
  the	
  transfer	
  of	
  assets	
  and	
  changes	
  in	
  beneficiary	
  designa1ons.	
  	
  Our	
  giXing	
  job	
  is	
  not	
  
complete	
  un1l	
  all	
  of	
  those	
  func1ons	
  are	
  complete.

In	
  1987	
  these	
  principals	
  were	
  further	
  expanded	
  in	
  the	
  sales	
  seNng	
  in	
  the	
  book	
  Conceptual	
  Selling	
  by	
  Robert	
  B.	
  Miller	
  
and	
  Stephen	
  E.	
  Heiman.	
  	
  	
  Over	
  the	
  last	
  27	
  years	
  these	
  principals	
  have	
  been	
  the	
  basis	
  of	
  the	
  planned	
  giving	
  program	
  of	
  
The	
  Salva1on	
  Army	
  USA	
  Southern	
  Territory.	
  	
  There	
  they	
  were	
  tested	
  by	
  over	
  180	
  field	
  staff	
  in	
  the	
  living	
  rooms,	
  kitchens	
  
and	
  front	
  porches	
  of	
  prospects	
  and	
  donors.	
  	
  And	
  they	
  were	
  incorporated	
  into	
  a	
  16	
  hour	
  two	
  day	
  professional	
  training	
  
workshop	
  en1tled	
  “Conceptual	
  Selling:	
  Donor	
  Centered	
  Interac1ons”	
  edited	
  by	
  Lindsay	
  Lapole	
  and	
  Dan	
  Ball	
  and	
  
published	
  by	
  and	
  available	
  from	
  Miller	
  Heiman,	
  Inc.	
  Reno,	
  NV.

FOUR	
  FOUNDATIONAL	
  PILLARS:

Donor	
  Centered	
  Gi,	
  Development	
  stands	
  on	
  four	
  founda1onal	
  pillars.

	
   1.	
  	
  Win-­‐win	
  giDing	
  interac9ons	
  for	
  both	
  the	
  donor	
  and	
  the	
  ins1tu1on.

	
   2.	
  	
  Build	
  long	
  term	
  rela9onships	
  between	
  donor	
  and	
  the	
  ins1tu1on

	
   3.	
  	
  Repeat	
  giDs	
  from	
  the	
  donor

	
   4.	
  	
  Referrals	
  from	
  the	
  donor

FOUR	
  SEASONS	
  OF	
  PLANNED	
  GIVING:

Donor	
  Centered	
  Gi,	
  Development	
  func1ons	
  throughout	
  the	
  four	
  seasons	
  of	
  planned	
  giving	
  development.

	
   Spring-­‐Prospect	
  Iden1fica1on

	
   Summer-­‐GiX	
  Development

	
   Fall-­‐Long-­‐term	
  Stewardship

	
   Winter-­‐	
  Maturity	
  and	
  Alloca1on

SPRING-­‐Prospect	
  Iden9fica9on

Donor	
  Centered	
  Gi,	
  Development	
  begins	
  with	
  a	
  prospect	
  focused	
  direct	
  response	
  prospect	
  iden1fica1on	
  program.	
  	
  One	
  
of	
  the	
  most	
  expensive	
  and	
  frustra1ng	
  undertakings	
  in	
  development	
  is	
  the	
  tug-­‐of-­‐war	
  between	
  Prospect	
  Iden1fica1on	
  vs	
  
Brand	
  Management.	
  	
  Your	
  planned	
  giving	
  program,	
  to	
  be	
  successful,	
  should	
  consider	
  the	
  following	
  as	
  a	
  basis	
  for	
  the	
  
prospect	
  iden1fica1on	
  func1ons	
  you	
  want	
  to	
  perform.
	
   	
  
	
   A.	
  	
  Driven	
  by	
  prospect	
  centered	
  themes

”You	
  can	
  create	
  an	
  enduring	
  impact	
  on…while	
  maximizing	
  the	
  value	
  of	
  your	
  estate	
  for	
  your	
  family!”

What	
  impact	
  will	
  your	
  values	
  and	
  beliefs	
  have	
  on	
  planning	
  your	
  estate?

Does	
  your	
  planned	
  giX	
  to	
  …	
  provide	
  as	
  much	
  benefit	
  to	
  your	
  family	
  as	
  it	
  could?
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Are	
  you	
  struggling	
  with	
  the	
  compe1ng	
  demands	
  of	
  family	
  and	
  others	
  as	
  you	
  consider	
  your	
  estate	
  plan?

Does	
  your	
  estate	
  plan	
  meet	
  the	
  long	
  term	
  life	
  style	
  needs	
  of	
  your	
  family?

B.	
  Generates	
  a	
  direct	
  response	
  not	
  brand	
  iden1fica1on

Is	
  the	
  Development	
  Director	
  thrilled	
  by	
  your	
  “marke1ng	
  plan”	
  but	
  you	
  have	
  no	
  prospects	
  to	
  visit?

Change	
  the	
  response	
  by	
  changing	
  the	
  message.

If	
  you	
  want	
  a	
  direct	
  response,	
  ask	
  for	
  it	
  and	
  keep	
  changing	
  your	
  material	
  un1l	
  it	
  generates	
  responses!

C.	
  	
  Evalua1ng	
  success	
  of	
  your	
  Prospect	
  Evalua1on	
  efforts

Number	
  of	
  responses	
  
	
   Number	
  of	
  responses	
  converted	
  to	
  appointments	
  (suspects)
	
   Number	
  of	
  prospects	
  iden1fied	
  from	
  personal	
  appointments
	
   Number	
  of	
  completed	
  giXs

Dollar	
  value	
  of	
  completed	
  giXs

1983	
  Seminar=1	
  giD	
  FMV	
  $4.2million	
  dollars
WAS	
  the	
  seminar	
  successful?

SUMMER—GiD	
  Development

Donor	
  Centered	
  Gi,	
  Development	
  is	
  driven	
  by	
  the	
  prospec1ve	
  donor	
  and	
  their	
  passion-­‐without	
  passion	
  you	
  have	
  no	
  
prospect-­‐bless	
  and	
  release	
  them—you	
  will	
  need	
  the	
  1me!

	
   A.	
   Build	
  trust	
  and	
  credibility
	
   	
   	
   Transferred	
  credibility-­‐friend,	
  associate,	
  donor
	
   	
   	
   Ins1tu1onal	
  credibility-­‐works	
  to	
  get	
  you	
  in	
  the	
  door
	
   	
   	
   Personal	
  credibility-­‐best	
  and	
  most	
  permanent
	
   	
   	
   Bank	
  credibility	
  at	
  every	
  interact

	
   B.	
  	
   Iden1fy	
  the	
  prospects	
  passion	
  to
	
   	
   	
   Fix
	
   	
   	
   Avoid
	
   	
   	
   Or	
  accomplish	
  something	
  for	
  someone.	
  	
  ASK	
  THEM!
	
   	
   	
   What	
  are	
  their	
  personal	
  needs,	
  goals	
  and	
  objec1ves?
	
   	
   	
   Iden1fy	
  a	
  passion	
  for	
  something	
  your	
  ins1tu1on	
  does.	
  	
  ASK!

	
   C.	
   The	
  prospects	
  passion	
  is	
  iden1fied	
  through	
  a	
  ques1on	
  based	
  interac1on	
  with	
  the	
  prospect
	
   	
  
	
   	
   Properly	
  worded	
  and	
  sequenced	
  ques1ons	
  gain	
  you	
  trust,	
  credibility	
  and	
  the	
  informa1on	
  you	
  need	
  to	
  

assist	
  them.

	
   	
   Sequencing	
  ques1ons	
  properly	
  earns	
  you	
  the	
  right	
  to	
  ask	
  the	
  next	
  ques1on	
  and	
  tells	
  you	
  immediately	
  
when	
  you	
  need	
  to	
  slow	
  down	
  and	
  explain	
  the	
  need	
  for	
  the	
  informa1on	
  you	
  are	
  seeking.

	
   	
   Ques1ons	
  focus	
  on	
  the:	
  	
  	
  	
  	
  	
  People
	
   	
   	
   	
   	
   	
   	
  	
  	
  Property
	
   	
   	
   	
   	
   	
   	
  	
  	
  Plans
	
   	
   	
   	
   	
   	
   	
  	
  	
  Planners
	
   	
   	
   	
   	
   	
   	
  	
  	
  and	
  Priori1es	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  in	
  their	
  life!

! 143



	
   D.	
  	
  	
   Ques1oning	
  allows	
  you	
  to	
  iden1fy	
  your	
  Valid	
  Prospects	
  quickly!!

	
   	
   Spend	
  the	
  necessary	
  1me	
  with	
  the	
  valid	
  ones	
  by	
  not	
  was1ng	
  1me	
  on	
  those	
  who	
  are	
  “not	
  ready	
  yet”.	
  	
  
Your	
  ins1tu1on	
  does	
  not	
  have	
  the	
  resources	
  to	
  chase	
  the	
  research	
  vendors	
  “pipe	
  dreams”	
  and	
  “ought	
  to	
  
have”.	
  	
  (“Well	
  our	
  research	
  says	
  they	
  ought	
  to	
  be	
  able	
  to	
  donate	
  $500,000!”	
  	
  Yes,	
  however	
  it	
  is	
  their	
  
money	
  and	
  without	
  a	
  passion	
  they	
  probably	
  will	
  not	
  donate	
  even	
  if	
  they	
  ought	
  to!)

	
   E.	
   Iden1fy	
  and	
  engage	
  all	
  those	
  who	
  will	
  have	
  an	
  impact	
  on	
  the	
  giXing	
  decision.	
  	
  (Family,	
  children,	
  
aMorney,	
  financial	
  planner,	
  trust	
  officer,	
  next	
  door	
  neighbor,	
  hair	
  dresser	
  or	
  plumber	
  to	
  name	
  but	
  a	
  
few.)

	
   	
   Each	
  person	
  has	
  a	
  set	
  of	
  needs,	
  goals	
  and	
  objec1ves	
  to	
  be	
  met	
  through	
  this	
  giXing	
  discussion.

	
   	
   All	
  of	
  them	
  must	
  be	
  taken	
  into	
  considera1on	
  for	
  your	
  proposal	
  to	
  be	
  successful	
  when	
  presented.	
  	
  This	
  is	
  
the	
  reason	
  you	
  may	
  have	
  experienced	
  “unclosed	
  giXs”.	
  	
  Somebody	
  killed	
  the	
  proposal	
  at	
  the	
  11th	
  hour,	
  
right?????

	
   F.	
   Engage	
  your	
  prospects	
  in	
  the	
  process.	
  	
  Have	
  them	
  actually	
  involved	
  by	
  carrying	
  out	
  meaningful	
  and	
  
necessary	
  func1ons	
  to	
  move	
  the	
  process	
  forward.	
  	
  Don’t	
  run	
  ahead	
  and	
  finish	
  without	
  them	
  beside	
  you.	
  	
  
This	
  also	
  leads	
  to	
  “unclosed	
  giXs”.

	
   G.	
   Confirm,	
  Confirm,	
  Confirm

	
   H.	
  	
  	
  	
   Build	
  trust	
  and	
  credibility,	
  confirm,	
  find	
  their	
  passion,	
  confirm,	
  gather	
  all	
  the	
  per1nent	
  informa1on,	
  
confirm,	
  check	
  aNtudes,	
  confirm,	
  balance	
  the	
  compe1ng	
  needs	
  of	
  giXing	
  influencers,	
  confirm,	
  build	
  on	
  
the	
  specific	
  strengths	
  of	
  your	
  proposal	
  that	
  meets	
  their	
  needs,	
  confirm,	
  make	
  your	
  proposal,	
  confirm

	
  

	
   I.	
   Manage	
  Commitment

	
   	
   Calendar	
  all	
  ac1vi1es	
  regardless	
  of	
  who	
  will	
  perform	
  the	
  func1on.

	
   J.	
   Mo1vate	
  the	
  commitment	
  by	
  the	
  prospects	
  desire	
  (need)	
  to	
  fix,	
  avoid	
  or	
  accomplish	
  something.	
  	
  Your	
  
understanding	
  and	
  clarifica1on	
  of	
  the	
  passion	
  of	
  the	
  prospect	
  in	
  the	
  beginning	
  of	
  the	
  process	
  becomes	
  
the	
  mo1va1ng	
  factor	
  to	
  get	
  the	
  commitment	
  implemented	
  at	
  the	
  end	
  of	
  the	
  process.

AUTUMN-­‐Long-­‐term	
  Stewardship/Administra9on

In	
  Donor	
  Centered	
  Gi,	
  Development	
  stewardship	
  and	
  administra1on	
  follow	
  the	
  same	
  principals.	
  	
  Stewardship	
  and	
  
administra1on	
  are	
  donor	
  centered	
  and	
  not	
  mechanical	
  processes.
	
  
	
   A.	
   What	
  is	
  a	
  meaningful	
  interac1on-­‐from	
  the	
  donor’s	
  perspec1ve—ask	
  them!

	
   B.	
   Take	
  the	
  birthday	
  card-­‐take	
  the	
  holiday	
  remembrance=2	
  personal	
  face-­‐to-­‐face	
  interac1ons	
  each	
  year!

	
   C.	
   Use	
  “change	
  of	
  address”	
  no1fica1ons	
  as	
  a	
  signal	
  of	
  a	
  change	
  in	
  life	
  situa1on/lifestyle=personal	
  visit!

	
   D.	
   Watch	
  out	
  for	
  the	
  comfort	
  “rut”-­‐	
  calling	
  on	
  the	
  same	
  5-­‐8	
  donors	
  who	
  become	
  comfortable	
  to	
  visit.

	
   E.	
   Use	
  the	
  correct	
  saluta1on-­‐ask,	
  don’t	
  have	
  somebody	
  guess!

	
   F.	
   Spell	
  names	
  correctly-­‐the	
  first	
  1me-­‐you	
  are	
  wri1ng	
  and	
  sending	
  checks	
  to	
  your	
  “grandparents”.	
  	
  Close	
  is	
  
not	
  near	
  good	
  enough.
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   G.	
   Make	
  payments	
  on	
  a	
  specified	
  schedule	
  that	
  is	
  stated	
  in	
  wri1ng!	
  	
  Remember	
  that	
  two	
  usual	
  payment	
  
dates	
  are	
  on	
  na1onal	
  holidays.

	
   H.	
   Be	
  easy	
  for	
  donors,	
  beneficiaries	
  and	
  their	
  families	
  to	
  contact	
  you	
  by	
  phone.	
  	
  Get	
  a	
  dedicated	
  800	
  #	
  that	
  
is	
  used	
  only	
  for	
  incoming	
  calls	
  from	
  these	
  folks.	
  	
  Promote	
  the	
  number	
  only	
  on	
  check	
  stubs,	
  advices,	
  and	
  
donor	
  correspondence.

WINTER-­‐Matured	
  GiDs,	
  Dead	
  files	
  and	
  Alloca9on

	
   A.	
  	
  	
   If	
  you	
  have	
  not	
  dealt	
  with	
  the	
  family	
  previously,	
  you	
  will	
  now!	
  	
  Hopefully	
  you	
  know	
  them	
  by	
  first	
  name!

	
   B.	
   Follow	
  the	
  donors’	
  giX	
  designa1on.	
  	
  Someone	
  will	
  know	
  if	
  you	
  do	
  not.	
  	
  If	
  there	
  was	
  an	
  issue	
  it	
  should	
  
have	
  been	
  discussed	
  with	
  the	
  donor	
  while	
  they	
  s1ll	
  had	
  “capacity”	
  and	
  could	
  make	
  an	
  alternate	
  
decision.

	
   C.	
   All	
  people	
  deal	
  with	
  grief	
  differently.	
  	
  You	
  are	
  dealing	
  with	
  a	
  grieving	
  family.	
  	
  They	
  do	
  not	
  care	
  about	
  
your	
  needs,	
  deadlines	
  or	
  how	
  badly	
  the	
  “dean”	
  needs	
  the	
  money.	
  	
  The	
  “dean”	
  will	
  have	
  to	
  wait.

	
   D.	
  	
  Therefore,	
  be	
  sensi1ve	
  to	
  the	
  family	
  in	
  reques1ng	
  needed	
  documents.	
  	
  Pa1ence	
  is	
  the	
  best	
  prac1ce.	
  	
  How	
  
would	
  you	
  want	
  your	
  family	
  treated	
  aXer	
  the	
  loss	
  of	
  a	
  parent	
  or	
  grandparent?	
  	
  Give	
  them	
  3-­‐6	
  months	
  
before	
  you	
  begin	
  asking.	
  	
  (If	
  you	
  need	
  the	
  money	
  for	
  next	
  week’s	
  payroll,	
  your	
  leadership	
  has	
  really	
  
serious	
  issues	
  to	
  consider!)

	
   E.	
   Apply	
  what	
  you	
  learn	
  in	
  this	
  season	
  to	
  the	
  three	
  previous	
  seasons	
  as	
  needed.	
  	
  What	
  do	
  you	
  learn	
  about	
  
prospect	
  iden1fica1on,	
  giX	
  development,	
  and	
  stewardship	
  that	
  will	
  improve	
  your	
  program?

	
   	
   1.	
  Documenta1on	
  to	
  defend	
  the	
  desires	
  of	
  the	
  donor
	
   	
   2.	
  Involve	
  the	
  family	
  at	
  the	
  giX	
  development	
  stage	
  if	
  at	
  all	
  possible.

	
   	
   3.	
  	
  The	
  children	
  are	
  perfect,	
  but	
  the	
  “in-­‐laws”	
  will	
  make	
  your	
  life	
  miserable!
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Investing CGA and CRT Assets in a Litigious Society - Managing the Process 
(Track III)

Presented By

Fran M. Coopersmith, Esq.
Senior Consultant

Asset Strategy Consultants
(561) 253-7500

coopersmith@assetstrategyconsultants.com

The 31st American Council on Gift Annuities Conference
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Be noticed

EDS can help you step up your planned gift 
marketing through innovative print, website 
and e-marketing products designed to meet 
your specific needs. Get thought-provoking, 
motivating messages to your donors, with:
Q unmistakable branding and
Q instant recognition of your 

organization and your mission.

Be focused
We know you are focused on developing 
relationships and spending time with donors 
and supporters. That’s why we focus on 
making it as easy as possible for you to 
promote your mission and gift planning 
options.

For information, give us a call, email, or visit 
us at endowdevelop.com. It would be our 
pleasure to help you implement cost-effective 
marketing ideas that get you noticed and 
make the best use of your time.

921 East 86th Street | Suite 100
| Indianapolis, IN 46240
317-542-9829 |   
| eds@endowdevelop.com 
| www.endowdevelop.com

921 East 86th Street | Suite 100
| Indianapolis, IN 46240
317-542-9829 |   
| eds@endowdevelop.com 
| www.endowdevelop.com

EDSEDS
endowment 
development services
endowment 
development services
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Charitable Gifts Using IRAs (Track II)

Presented By

Jeremiah “Jere” W. Doyle, IV, Esq.
Senior Vice President

BNY Mellon Wealth Management
(617) 722-7420(617) 722-7420

jere.doyle@bnymellon.com

The 31st American Council on Gift Annuities Conference
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GABRIEL GROUP is your single source for 
planned giving lead generation and direct mail  
fundraising…from organizational strategy and 
creative visioning to production, delivery and 
campaign analysis, we can help you consolidate 
from three or four (or more!) vendors to one 
trusted partner. Services include:

• Onsite Consulting

• Creative Writing and Design

• Offset and Digital Printing

• Database Analytics and Reporting

• Mailing and Multi-Channel Services

Why should you talk to Gabriel Group about 
planned giving lead generation? 

Superior, quantifiable RESULTS!

INTERNATIONAL RELIEF ORGANIZATION
25,000 pieces mailed
RESULTS: 1,278 Qualified Planned Giving Leads—
5.03% response rate 
Uncovered 176 existing planned gifts

RENOWNED DC UNIVERSITY 
14,000 pieces mailed 
RESULTS: 775 Qualified Planned Giving Leads—
5.41% response rate 
Uncovered 136 existing planned gifts

To find out how Gabriel Group can help you produce 
similar results, please stop by our booth #209.  
We promise it won’t be a waste of your time.

3190 Rider Trail South     l     Earth City, Missouri 63045     l     www.gabrielgroup.com     l     888.576.6145

YO U R  M E S S A G E  I S  O U R  M I S S I O N
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Integrating Gift Planning with Major Gifts (Track 1I, III)

Presented By

Pamela Jones Davidson, J.D.
Consultant & Charitable Gift Planner

Davidson Gift Design & Thompson & Associates
(812) 876-8646

pjdavidson@giftplanners.com

The 31st American Council on Gift Annuities Conference
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INTEGRATING GIFT PLANNING WITH MAJOR GIFTS –
THE UNIVERSAL LANGUAGE OF ASSETS AND

PERSONAL PLANNING GOALS, PLUS OUR PROACTIVITY

MOTIVATING GIFT PLANNING, 
TALKING ABOUT IT WITH REAL PEOPLE 

SIMPLER PLANNED GIFT OPTIONS 
THAT ALL CHARITIES

CAN UNDERSTAND AND SUCCESSFULLY PROMOTE, WITH MANY –
WE CAN DO PLANS PRE-TAX, TOTALLY UNIQUE!!

BENEFICIAL DESIGNATIONS OF RETIREMENT
PLAN ASSETS – A REVOCABLE AND TAXWISE OPTION 

WE NEED TO SUGGEST TO EVERYONE

“I DON’T KNOW ANYTHING ABOUT YOU, BUT . . . “
Suggesting Planned Gifts into a Donor Conversation

SHORT SUMMARY OF MOST LIKELY GIFT PLANNING OPTIONS

PAMELA JONES DAVIDSON, J.D. 
 DAVIDSON GIFT DESIGN

Charitable Gift Planning and Consulting
THOMPSON & ASSOCIATES

3940 Walcott Lane
Bloomington, Indiana   47404-9339

      812/876-8646 voice        812/876-2470 fax
  pjdavidson@giftplanners.com         www.giftplanners.com

Pamela@ceplan.com  www.ceplan.com

AMERICAN COUNCIL ON GIFT ANNUITIES
31ST ANNUAL CONFERENCE

April 10, 2014
Baltimore, Maryland
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WHAT MOTIVATES THE LARGE GIFTS
Talking with Real People and All Prospects about Beneficial Gift Ideas-

We Must be Proactive and Idea Churners

By, Pamela J. Davidson       
pjdavidson@giftplanners.com         812/876-8646

1. MISSION worthy of support - meritorious cause - how charity articulates its need for the large or planned gift, in 
a way that the donor will care about that need.

 
2. CHARITY’S RELATIONSHIP with donor - past, present and future.  Personal relationship works best - direct 

mail won’t often do (except to educate).

3. A practice of donor cultivation, ongoing education about charity’s purpose and mission, stewardship when donor 
has made other gifts to your charity, including telling the donor how his/her gifts have been used, their value that 
is so appreciated, supporting the critical work the charity does (always tie to mission).

4. Marketing and education, about fundraising and particularly planned giving - stress CONCEPTS (not a technical 
recitation) of how planned gifts have been, can be successfully used to achieve donor’s planning objectives, part 
of diversified portfolio - goal is to be ENABLING to this donor and others (a “can do” approach and tone).  
Stories need to be compelling, to trigger an emotional response even.

 
5. Donor identification - who is most likely IN TERMS OF BOTH LINKAGE AND CAPACITY to consider 

planned gift options.  Who are the identifiers?

6. Charity ASKS certain identified donor(s) to consider planned gift options, how they ensure the charity’s future 
and why, how to consider these attractive planning options - greatly enhanced if development officer is a good 
listener, and responds then to “cues and clues;” response might be referral to expert.

7. Is the right individual at the charity the point person for this donor, with an individualized (written) plan for 
cultivating and soliciting each prospect? Can that individual really articulate, discuss planned gift options, at least 
in concept terms?

8. Are peers such as Board members involved, at least as door openers or as participatory volunteers in the 
solicitation? Would this be important to this donor?  Is there a Board member or other influential individual who 
has made a planned gift, who would be helpful on the call, has passion to articulate need?

9. Responsiveness to donor objectives, considerations, and intent as to how gift will be used - charity can usually 
assume will be restricted, if a large gift.  This raises issues of how to negotiate, document, who can bind the 
charity to any arrangement - and if the charity understands how to negotiate these arrangements, how it’s affected 
by the gift’s terms (maxim: not all proposed gifts are good gifts). 

10.  Follow-up with each prospect - how can we be of further help and service? 

11. Administrative responsibilities well executed, if charity has any - use those as a stewardship or cultivation 
opportunity.  Written record of business matters.

12. ACCOUNTABILITY on part of charity - keeps donor in loop about what charity is doing, how well it uses and 
safeguards its precious, finite resources.  Charity contacts the donor other than when asking for the gift, tells the 
donor how his/her gifts (and those of others) have been used, their importance.  Pitch might be how to endow 
donor’s annual support on which charity has come to rely.

13. Ethics, integrity, confidentiality - all critical to process, perhaps more true in planned giving than in any other area 
of development (because hear sensitive, private information, some cannot, should not share nor perhaps even 
document)

14. Donor recognition, if donor wants any - ask him/her - appropriately handled, with sensitivity, e.g. don’t need to 
reveal details, specifics - ask to use their story as a testimonial, to encourage others to consider these wonderful 
options
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15. The non-greedy, non-grasping approach - be realistic that the donor will have other charitable inclinations besides 
supporting the one you represent.  Pitch should be that the donor can take care of all charitable desires in one 
well-crafted planned gift arrangement.

16. Great planning opportunities a genuine, meaningful benefit to entire process, very appealing to prospects

NOTE: You will not find a requirement for your own technical expertise on this list, which expertise is readily available, 
from your Community Foundation, from other charities or colleagues, from an advisor well experienced in gift planning 
matters, or a consultant.  Services from your Community Foundation are available and often free so use them, even before 
you call on a good prospect or key volunteer who you know might have assets or planning concerns.

Your role is to tell your charity’s story, and to listen to and then share concepts with a likely prospect or donor – THIS 
YOU CAN DO, should do with just about everyone, will go far in promoting gift planning, a proactive concept, and 
endowment ideas.  

Message to all prospects, clients (from Harvey DeVries): “Would you consider making a gift if we could show you 
how?”
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SIMPLER TYPES OF PLANNED GIFTS, FOR ENDOWMENT,
MOST WITH LITTLE ADMINISTRATIVE RESPONSIBILITY BY CHARITY

Pamela J. Davidson, J.D.      pjdavidson@giftplanners.com       812-876-8646

1. Bequests  - donor includes “magic language” in valid will or testamentary trust

2. Beneficial Designations, by percentage, of (Part or All) of (One or More) Retirement Plan Assets – revocable, 
flexible, using expensive assets for family to inherit, all ages can do, one of the best assets to direct to charity after 
life use

3. Gifts of Life Insurance Policies, by Gifting Ownership of Policies That Are No Longer Needed, or Beneficial 
Designation of (Part or All) or (One or More) Life Insurance Policies – revocable, flexible, all ages can do

4. Gifts Using Appreciated Stock or Real Estate (often low yield) as Funding Asset

5. Gifts of Real Property Subject to Life Estate (for donor, couple, partners, siblings) – personal residence, vacation 
home or farm only

6. Testamentary Disposition, by Bequest, of Government Savings Bonds, OR redeem for outright gift, OR redeem, 
fund CGA if older for self and another

7. Promoting Gifts Other than Cash, and Lifetime Options as well as Testamentary - vary message, use testimonials 
to illustrate

REMEMBER:
A. Most planned gifts are restricted, now and forever, by a donor.

B. Ongoing education and awareness, repeatedly repeating gift planning options is essential.

C. Your board has a key role in planned giving success, as donors, overseers of the program, volunteers, lead 
gatherers, as promoters of the charity, its mission.

D. Planned gifts often have deferred impact to the charity - cost to raise them now, but can be years before the charity 
sees spendable dollars from planned gifts, so perfect for endowment fundraising.

E. Planned giving programs more likely to succeed if have staff and financial resources DEDICATED to proactive 
planned giving promotion and activity.

F. Can encourage some planned gift activity without much responsibility - but, will have to gear up, technically and 
administratively, to handle life income arrangements like charitable gift annuities and charitable remainder trusts, 
OR, can outsource, e.g. to your local community foundation or for-profit provider.

G. Even the longest journey begins with but a single step . . . so START NOW and continue to promote and market 
in every publication and way you can.
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BENEFICIAL DESIGNATION GIFTS –
SMART AND REVOCABLE, TAX-WISE GIFT OPTION

By, Pamela J. Davidson
pjdavidson@giftplanners.com        812/876-8646

1. Many individuals have the majority of their portfolios today in (more than one) retirement plan assets – may 
well be that individual’s largest asset holding

2. Retirement plan assets are among the most expensive for family to inherit due to potentially heavy taxation, 
which can be deferred but will still be incurred at some future time

3. Retirement plan assets can be subject to income and estate and/or inheritance taxes, both state and federal, so 
possibly four (or more) potential taxes

4. Most of a retirement plan is usually taxable, especially if funded solely by employer contributions and with 
significant tax-deferred market growth 

5. Income tax on retirement plans is simply deferred, most often for the lives of the owner and spouse.  There is 
no marital deduction for income tax purposes, so will be taxed, just later and not now

6. Income tax on retirement plan assets can be deferred now to a next generation like children – called “stretch 
out” IRA’s – which most children may NOT choosing, wanting a lump sum after paying all taxes on the plan 
balance(s) 

7. Combined estate, inheritance and income taxes, both state and federal, can erode a majority of the plan’s 
value, in some cases as much as 80% gone in these multiple taxes

8. In past, there was even a fifth possible tax on retirement plan assets, an excise tax, now repealed – impossible 
to say if ever will be reinstated

9. Consider using for charitable purposes the most expensive assets family can inherit, which includes 
retirement plans and deferred compensation plans

10. Can designate a percentage (NEVER an amount) of one or more of one or more retirement plan assets to 
individuals and/or various charities – designation revocable during life

11. Retirement plan assets DO NOT pass via a will or trust, by rather by who is listed on the beneficial 
designation form – becomes irrevocable when the plan owner dies.  This is why in some states, a former 
spouse can take a retirement plan over a current spouse if that former is listed on the beneficial designation 
form

12. Gift simple to complete, by completing a change of beneficiary form with the company holding the plan or 
provided by your employer’s benefit office, with a percentage designation to one or more favored charities.  
Can “mix-and-match,” and include a designation to family too, e.g. “5% to five (5) specifically designated 
charities, remaining 75% to my spouse”

13. Can change the beneficiary designation form anytime by simply completing a new form and sending it back 
to the company holding the plan, a revocable choice that the donor can do on own 

14. Can even designate a (lifetime or testamentary, in a will or trust) charitable remainder trust as beneficiary of a 
qualified retirement plan, and provide income to spouse or to other family members for life or a term period, 
remainder eventually to one or more charities.  Heirs may actually receive more under this method, receiving 
a percentage from the invested gross that with a unitrust could go up over 20 years, than if inherited after-
taxes amount of the plan(s)

15. Even a twenty-one year old can choose this option, e.g “1% to my favorite charity, 99% to my parents/
spouse”
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16. Can use one plan, if have multiple plans, as the source of all testamentary charitable giving to multiple 
charities, “One-Stop Shop,” and give remaining plan(s) to family members - who inherit after-tax, net value

17. Some individuals use their mandatory retirement plan withdrawals, which must commence by age 70 ½ for 
retired individuals and which are subject to income tax, to fund charitable gift annuities for self and spouse, or 
to make outright charitable gifts.  This offsets the income inclusion of the mandatory withdrawal, which must 
be taken whether or not the individual needs or wants it.  Can defer the CGA for even greater immediate tax 
effect and a higher eventual rate of return

18. Beneficial designation gifts are easy to promote and understand, and an extremely viable option for most of 
your prospects  

19. Provide prospects with the exact name of your charity, for beneficiary designation and bequest purposes – 
don’t let them guess, provide it for them

20. Repeat the message of this can-do gift option repeatedly, in publications and with prospects, a viable option 
for many donors, could even use in conjunction with a current, outright gift 
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I Don’t Know Anything about You, But . . . 
How to Suggest Planned Gifts in a Client Conversation

Proprietary Material, 2014, of
Pamela J. Davidson, Davidson Gift Design

 pjdavidson@giftplanners.com       812/876-8646 voice 

SCRIPTED SENTENCES to elicit interest in planned gifts, to introduce one or more gift planning ideas or concepts with 
donors and prospects, about whom you most likely do not know specifics asset holdings, capacity or personal planning 
goals:

1. I don’t know anything about you, but if you have one or more qualified retirement plans, I have some really 
important (tax and inheritance) information for you about these expensive assets for family to inherit . . .

2. I don’t know anything about you, but if you’re like most people I know, you have highly appreciated stock 
that may be low yield, that you may want to convert to more income or diversify, have we got ideas for 
you . . .

3. I don’t know anything about you, but if you’re helping to support an older generation like parents, 
grandparents or in-laws, (older) siblings even, have I got some ideas for you . . .

4. I don’t know anything about you, but if you are concerned about how to save for retirement now, have I got 
some planning ideas for you . . .

5. I don’t know anything about you, but if you like most Americans hold a lot of CD’s (or money market or 
savings accounts), have I got some great information for you about charitable plans that can most likely give 
you or others you love more income . . . 

6. I don’t know anything about you, but if you have children with financial management, or substance abuse 
issues, or potential in-law concerns, have I got some ideas for you . . .

7. I don’t know anything about you, but if you’re concerned about your family’s management of assets after 
you’re gone and want your spouse or partner or companion to enjoy income from diversified sources after 
you’re gone, have I got some ideas for you . . .

8. I don’t know anything about you, but if you have favorite charities, or a capital campaign pledge to our 
charity that you’re looking to satisfy, and want to see the effect during life of your giving, have I got some 
ideas for you . . .

9. I don’t know anything about you, but if you own a farm, personal residence or vacation home in another state, 
you might not know about ancillary estates (opening a small estate in the state of realty ownership to transfer 
that real estate), and how a charitable arrangement could simplify even obviate that process . . .

10. I don’t know anything about you, but if you own too much of a stock or real estate holding that you’d like to 
diversify with optimal tax implications, even enjoy income from, have I got some ideas for you . . .

11. I don’t know anything about you, but if you have recently received a retirement or severance package or 
lottery winnings or an inheritance, have I got some cool planning ideas for you . . .

12. I don’t know anything about you, but if you’re young with young children, and if you (or your parents) would 
like to save now for your future retirement and your children’s future college educations, have I got some 
planning ideas for you . . .

13. I don’t know anything about you, but if your personal situation won’t be protected by current marital 
deduction laws and privileges, have I got some planning ideas for you, to provide for a surviving partner, 
companion, sibling or loved one . . .
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14. I don’t know anything about you, but if you’re a rental landlord with fully depreciated or zero basis real 
estate, and you need that rental income replaced, you have capital gains and other tax issues for which we 
have some great planning ideas . . . 

15. I don’t know anything about you, but if you are looking to reduce the size and complexity of your estate and 
enjoy income tax savings now because you won’t need charitable estate tax deductions, have I got ideas for 
you . . . 

16. I don’t know anything about you, but if you intend eventually for your home or farm or vacation home to go 
to a favorite charity, and you’re older and could use an income tax deduction, have I got some options for 
you . . . 

17. I don’t know anything about you, but if you’re planning to engage in tax, financial, retirement or estate 
planning, I’ve got some great ideas for you . . .

18. I don’t know anything about you, but if you own a lot of life insurance, you may not know that beneficiaries 
receive life insurance free of income tax but the policy value can be included at face value in your estate, have 
I got ways to avoid that effect . . .

19. I don’t know anything about you, but if you own a lot of savings bonds, even some that no longer pay income, 
I have both lifetime and testamentary  planning ideas for those, with tax advantages and that can even produce 
income to you and another . . .

20. I don’t know anything about you, but if you’ve been reluctant to make a charitable gift because it means 
irrevocably “cashing out” of the market on that gifted asset, have I got some valuable information for you . . . 

21. I don’t know anything about you, but if you’ve been involved in the estate of another person and have 
experienced first-hand the complications of handling an estate, have I got some simplification ideas for 
you . . . 

22. I don’t know anything about you, but if you love one of more charities, if you want to endow your annual 
giving to a favored charity and leave a legacy to your caring, I have many great planning ideas for you, during 
life and also in your estate, tax, financial and retirement planning!!!

“Sometimes you can be better off giving something away than keeping it” - applies particularly to well-planned charitable 
giving arrangements, and to family too!  Also,
“Everyone likes a good idea, flexible and revocable options are nice too.”

Charitable options can change, to the better, the form of what is left, e.g. income to same- aged beneficiaries, instead of 
the asset itself (to avoid ownership which means taxation)

Harvey DeVries:  “Would you (prospect) consider making a gift if WE could show you how?”  The whole point - and 
our role!!

! 188



SUPPORTING MATERIALS – What to Suggest for Each of These “What Ifs”
(numbers correspond to same numbered statement and related advice)
By: Pamela J. Davidson, Davidson Gift Design, Thompson & Associates

(At some point, both charity and donor will need professional advice from an experienced and knowledgeable 
advisor, practitioner or technical consultant)

Note:  Pooled income funds (“PIF) are not included as options, but could be in some of these circumstances, IF your 
charity has an already-existing PIF (most charities are unlikely to create one today).

Additionally, bequests would work in some of these circumstances, but are only occasionally noted since they are 
solely testamentary, and this summary emphasizes lifetime (inter vivos) gift arrangements.  An individual can create 
charitable remainder trust and charitable gift annuity arrangements by bequests in a will or trust, or more likely during 
life.  

1. a) percentage or all (generally not a dollar amount) beneficiary designation, of (one of more) retirement plan 
assets, revocable, any age can do, can include %’s for numerous charities;
b) beneficial designation on (part or all) of (one of more) retirement plan assets  (if sufficient amount) to a 
charitable remainder unitrust (“CRUT”), for surviving spouse for life or term, or to a CRUT for a term (up to 20 
years) for children or grandchildren – 5% payout matters (payout choice irrevocable once trust funded) and should 
always be discussed
                                                                                           

2. a) outright gift of a portion of the appreciated stock, if donor does not need its modest yield and an income tax 
deduction is desirable – deduction is fair market value only if stock held long term; if held short term, deduction is 
donor’s basis; 
b) use stock to fund a life income arrangement such as a CRT or charitable gift annuity (“CGA”) for self and 
spouse or for others, avoids capital gains recognition on funding so income paid to individuals from a larger 
amount

3. a) CGA (funded at one or more charities) for that older generation, probably immediate, but can be deferred or 
flexible, depending on age and needs; 
b) if have younger age beneficiaries or certain older ages of other clustered income beneficiaries, a CRT for a term 
and not for life; unitrust options for younger beneficiaries, annuity trust option for one or clusters of older 
individuals

4. a) Net income charitable remainder unitrust (“CRUT”) with (or without) make-up provision (can include flip 
provision for future flexibility if choose to exercise); 
b) deferred CGA, commencing at a future retirement age;
c) flexible CGA, possibly commencing at a future (retirement or even older) age
 

5. a) CGA, for self and surviving spouse or partner or sibling as income beneficiaries, or for others, if older, 
immediate or the deferred or flexible types;
b) CRT, annuity and unitrust options both considered, depending on age(s) and risk tolerance
Both of these options can create more income for a donor or others and also an income tax deduction, which just 
about everyone can use 

6. a) CRT for term, or for life if child is old enough, probably the unitrust option, even net income only variation 
depending on circumstances; 
b) could do some CGA’s, depends on the child’s age, deferred if possible, perhaps immediate but only if a much 
older child

7. a) CRT for maximum diversification and donor tailoring, control even, depending on overall portfolio value and 
risk tolerance;
b) CGA’s, alone or in addition to a CRT 

8. a) Outright gifts, from a portion of appreciated stock, real estate, maturing CD’s, matured savings bonds, or even 
from retirement plan distributions, if can afford to do so; 
b) Charitable lead trust (“CLT”) for certain donors, who want to pass a certain asset or value to a subsequent 
generation at reduced estate and gift tax consequences now, depends on donor holdings
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9. a) Gift of real property subject to life estate (a retained life estate gift), yields a valuable income tax deduction;
 b) Bequest of property in a will or trust (charity can disclaim if wishes, pursuant  to its own state law 
rules on disclaimers) 

10. a) CRT for self and spouse or partner or others, life or term depending on ages, most often the unitrust option 
since it can pay income off an annually revalued portfolio and therefore can grow over life or term; 
b) CGA’s for self and spouse or partner or companion or sibling, or for others

11. a) Outright gifts to one or more charities with part of that income; 
b) CRT for self and spouse, or for others, term or life, can be net income only;  
c) CGA’s, immediate, deferred or flexible
d) CLT, asset(s) returned to donor or family in future

12. Net income only CRUT with (or without) make-up provision, probably a 20 year term since younger beneficiaries

13. CRT or CGA, various types, for surviving partner or loved one, funded both during life and additionally in a 
testamentary will or trust, by bequest, or by beneficiary designation on one or more qualified retirement plan

14. a) CGA’s funded by deed of property to charity, immediate, deferred or flexible; 
b) CRUT for self and spouse, or others, term or life depending on ages and number of income beneficiaries, the 
net income option since real estate is funding asset

15. a) Outright gifts to one or more favored charities, can do by deed or portion of appreciated stock or other asset; 
b) CGA’s if older, even CRT’s for self, spouse, partner or a separate one for family, depending on portfolio value; 
c) look at all assets, retirement plans, life insurance, home, vacation home, etc., for which can utilize certain 
planned gift options – both revocable and irrevocable - during life, accomplish over time and as needs and wishes 
allow

 
16. Gift of real property subject to life estate (a retained life estate gift), works well for an (older) individual and for 

a(n) (older) couple or siblings 

17. a) All planned gift options, especially a bequest; 
b) beneficiary designations by percentage (part or all), on retirement plan assets, also beneficiary designation on 
life insurance if not needed by family
c) Lifetime options, depending on age and income needs, to convert low or non-income producing assets and 
diversify portfolio, further other planning goals 

18. a) Beneficiary designation of (all or part) of (one or more) life insurance policies; 
b) Gift of ownership of certain types of life insurance policies to a charity during life, depends on policy type and 
if donor will continue to make any required premium payments – not an issue with a gift of a paid-up policy;
c) beneficiary designations on life insurance a great inheritance for family, even %’s designated to surviving 
children on first death and rest to spouse or partner

19. a) Testamentary bequest of U.S. government obligations, in percentages to various, favored charities, include in 
valid will or testamentary trust
b) Outright gifts, from proceeds of redeemed bonds – deduction will more than offset ordinary income recognition 
from cashing in the bonds

 c) CGA’s, for (older) self and another, funded with proceeds of redeemed bonds,  if older annuitants, 
partial charitable income tax deduction should offset ordinary  income recognition
 
20. Charitable remainder unitrust (“CRUT”), either straight or net-income, with or without make-up provision, and 

depending on needs and risk tolerance, donor can  be trustee if s/he has a very good accountant.

21. All planned gift options, including bequests

22. All planned gift options, including bequests
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GIFT PLANNING OPTIONS – SHORT SUMMARY OF MOST LIKELY

Bequests – no effect until death, “magic language” that must be included in a valid will or testamentary trust.  Can express 
as a certain asset, or a certain amount, percentage, or part or all of the residue of an estate.

Beneficial Designations of (part or all) of (one or more) Qualified Retirement Plan Assets – accomplished by a donor 
completing a beneficial designation on a qualified retirement plan and sending back to the company holding the plan.  Gift 
often expressed by a percentage.  Revocable, no effect until death, can take care of many charities from these assets that 
are expensive (due to many possible income and other taxes that are only deferred) for a family to inherit.

Gift of Ownership, or Beneficial Designation of (part or all) of (one or more) Life Insurance Policies – if give ownership 
of a life insurance policy to charity during life, may get an income tax deduction.  If designate charity as a beneficiary, 
usually a percentage, no income tax deduction since revocable, gift happens at insured’s death, possible estate tax savings 
then.

Gift of Real Property Subject to Life Estate – gift of a primary residence, vacation home or farm, older individual(s) deed 
real estate to charity, retain on the face of the deed the right to occupy the property for the rest of their life/lives.  Life 
tenants responsible for taxes, insurance, care of property during their occupancy, entitled to an income tax deduction for 
charitable remainder value, simplifies their estate.

Charitable Gift Annuities – life income plans, usually for older individuals, only one or two annuitants on any contract, 
maximum rates “suggested” by American Council on Gift Annuities and based on age(s), generally higher than market 
rates of return, takes modest amounts to fund.  Can defer when income is paid to annuitant(s), e.g. to save for retirement 
and receive income tax deductions as fund over time.  Negotiate these with prospects, they might take a lesser payout %.

Charitable Remainder Trusts – irrevocable when funded, trusts must follow statutory terms even in payout (5% is 
minimum, and best choice for most) and be in the form of an annuity trust (pays fixed amount, cannot be added to) or a 
unitrust (variable payout based on market performance, can add to).  Require a trustee.  Can pay income for one or more 
lives, such as to a donor and spouse, or for a term up to 20 years, such as for younger beneficiaries like children, can even 
fund with retirement plan assets on death of second spouse if sufficient, 20 years income to kids.  Net income variation of 
the unitrust pays trust payout rate or amount of income earned by the trust, whichever is less, for younger donors to save 
for retirement and if real estate used to fund.

U.S. government savings obligations – U.S. savings bonds a good testamentary gift to charity and other charities since 
donor would pay income tax if gave bonds during life, can designate in will or trust all government obligations to various 
charities in various percentages.  Older individuals can cash in bonds no longer paying income during lifetime and use 
proceeds to fund charitable gift annuities, or make outright gift to charities, offsetting income tax deduction.

Gifts Other Than Cash – Use appreciated (often low yield) real estate or stock to give outright to charity or to fund a 
charitable income arrangement, if give appreciated asset or part thereof, can enjoy significant tax and income advantages 
such as avoiding capital gain recognition and receiving income from the full amount not reduced for taxes, plus charitable 
income tax deduction.   A planned gift can be, maybe should be, part of a diversified portfolio.
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www.kaspick.com • inquiries@kaspick.com • (650) 585-4100
Redwood Shores, California • St. Louis, Missouri • Boston, Massachusetts

 Copyright © 2010 by Kaspick & Company, LLC, a member of the TIAA-CREF group of companies.  C47217

Our comprehensive services are 
designed to address the full range 
of challenges encountered by gift 
planning programs.  We provide 
sophisticated asset management, 
high quality gift administration, 
expert program and policy 
consulting, and informative client 
and beneficiary reporting.  Please 
contact us to learn more about how 
our services can make a difference.

Your focus:
Securing support 
for your mission

Our focus:
Providing high quality
planned giving services

Together:
Achieving your program goals
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Rates Luncheon & Chair’s Address: Gift Annuity Rates Presentation

Presented By

David A. Libengood
ACGA Rates Committee Chair

Director, Relationship Management
Kaspick & Company, LLC

(617) 788-5875
dlibengood@kaspick.com

Lindsay Lapole
ACGA President & Chairman of the Board

Senior Consultant
Lindsay Lapole & Associates, Inc.

(678) 727-6684
llapole@msn.com
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Thursday, April 10th - Afternoon Sessions
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Over 20 Years Experience in Planned Giving
Planned Giving Consulting

Trust Services
Gift Administration

Charitable Gift Annuity
Charitable Remainder Trust

Asset Management

Securities are offered through Mid-Atlantic Capital Corporation ("MACC"), 
a registered broker dealer, Member FINRA/SIPC.

Financial advice is offered through Mid Atlantic Financial Management, Inc. ("MAFM"), 
a SEC Registered Investment Advisor.

Trust services offered through Mid Atlantic Trust Company, a non-depository trust company. 
Green Oak Consulting Group is not a subsidiary or control affiliate of MACC or MAFM.

Bill Altavilla
916.918.0300  .  800.832.2890  .  Fax 916.749.1242

waltavilla@greenoakconsulting.com

Bill McMorran
323.462.2823  .  866.221.7643  .  Fax 323.957.9483

wmcmorran@greenoakconsulting.com
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Innovative Charitable Lead Trust Structures: Bringing Economic Efficiencies to a 
Wealth Transfer Workhorse (Track II)

Presented By

Paul S. Lee, J.D., LL.M.
National Managing Director

Bernstein Global Wealth Management
(212) 756-4352

paul.lee@bernstein.com

The 31st American Council on Gift Annuities Conference
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>  Want to spend less time worrying about the risks 

and costs associated with your Charitable Gift Annuity 

program and more time raising new donor gifts?

FIND OUT HOW 
“REINSURING” 
YOUR GIFT ANNUITY 
PORTFOLIO 
MAY BE THE 
ANSWER. Lift art from Peanuts Char. Portfolio 2002 MI_8A

VISIT THE METLIFE BOOTH  
IN THE EXHIBIT HALL FOR  
MORE INFORMATION ON  
OUR CHARITABLE GIFT  
ANNUITY SOLUTIONS.

Chuck Burke, CFP®, CEBS
Sales Director
617-239-4717
cburke@metlife.com

1402-0539 
© 2014 METLIFE, INC.    L0214363337[exp0215][All States][DC] 
PEANUTS © 2014 Peanuts Worldwide LLC

! 263



! 264



Gift Annuity Administration (Track 1, II, III)

Presented By

Susan Gutchess
Consultant

(202) 337-4423
sgutchess@gmail.com

Nev Major
Director, Gift Planning Administration

The Nature Conservancy
(703) 841-4859
jmajor@tnc.org

The 31st American Council on Gift Annuities Conference
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Let our Outsourced CIO program take the burden off your staff so they can concentrate on what really matters: your 
mission. Northern Trust’s Foundation & Institutional Advisors is a dedicated practice working with a wide variety of 
nonprofit organizations. Our experts offer a range of customized investment solutions as well as perspectives on donor 
trends, attitudes and behaviors. To learn more or to schedule a meeting, contact James W. Tucker at 404-279-5207  
or JWT3@ntrs.com or visit northerntrust.com/FIA.

Northern Trust is proud to partner with the American Council on Gift Annuities at this year’s conference.

Wealth Management | Asset Management | Asset Servicing

© Northern Trust Corporation. There are risks involved in investing, including possible loss of principal. There is no guarantee that the investment objectives of any fund or strategy will be met.  
Risk controls and asset allocation models do not promise any level of performance or guarantee against loss of principal.

Whatever your
mission, ours is 
to help you 
thrive.

ntNA1401_ACGA_7.5x10.indd   1 3/6/14   3:08 PM
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Monitoring Outside Managed Trusts (Track III)

Presented By

Sean W. Mullaney, Esq.
Principal

Trust Analytics Group
(781) 749-3939

sean.mullaney@trustanalytics.com

The 31st American Council on Gift Annuities Conference
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#2014NCPP

2014 National Conference
on Philanthropic Planning

Anaheim, October 14-16

Planned Giving Specialists

Experienced Gift Planners
Major & Principal Gift Officers

Development Directors

save big when you register before

AUGUST 18
more info at pppnet.org

NCPP2014

Financial Advisors

Education Sessions for:
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Creative Charitable Planning with Non-Cash Assets (Track II, III)

Presented By

Bryan K. Clontz, CFP®, CLU, ChFC, CAP, AEP
President

Charitable Solutions, LLC
(404) 375-5495

bryan@charitablesolutionsllc.com

The 31st American Council on Gift Annuities Conference
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for all your planned gift 
marketing, training and 

tax reference needs!

r&r newkirk

800-342-2375 • www.rrnewkirk.com

Charitable Giving
Tax Service

Seminars

Web 
Content

Mailing 
Programs

More 
Donors

r&r newkirk offers total planned gift marketing and support!
• Planned gift mailing programs and targeted brochures

for prospects, donors, doctors and professional advisers

• Donor and Adviser Web Content  • Electronic Publications

• Five-Day and Three-Day Training Seminars  

• Web-Based Charitable Giving Tax Service

• Federal Tax Pocket Guides

• On-Site Seminars for Advisers or Donors
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UPMIFA (Track III)

Presented By

Philip M. Purcell, J.D.
VP for Planned Giving and Endowment Stewardship

Ball State University Foundation
(765) 730-4321

ppurcell@bsu.edu

The 31st American Council on Gift Annuities Conference
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We understand the importance of developing lifelong relationships with alumni. 
RuffaloCODY provides one solution — a partner with the capabilities to manage all 
stages of alumni outreach, providing greater value with more efficiency.

RuffaloCODY is about smart, practical 
solutions for higher education institutions.

Visit our website, ruffalocody.com, to learn more.

65 Kirkwood North Road SW | Cedar Rapids, Iowa 52404 USA | 800.756.7483 

EMAIL TELEPHONEDIRECT MAIL VOICEMAIL MOBILE
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Donor Stewardship: The Care and Feeding of Donors (Track I, II)

Presented By

Dan T. Garrett
President, The ACU Foundation

The ACU Foundation
(325) 674-2508

garrettd@acu.edu

The 31st American Council on Gift Annuities Conference
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Stelter is the strategic  
partner nonprofits 
depend on most.

Let’s Talk!

800-331-6881   www.stelter.com     

Industry Insight  /  Customer Focus  /  Creative Services

Nathan Stelter
Vice President of Business Development
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Capitalizing on a Strategic Process for Hiring Development Staff (Track II)

Presented By

Susan Boggs
Search Manager

Carr Assessments
(913) 451-9220

sbboggs@everestkc.net

Paula Felchner
VP Operations

Carr Assessments
(913) 451-9220

Paula@carrassessments.com

The 31st American Council on Gift Annuities Conference
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Established in Cleveland, Ohio in 1995, CTAC offers constructive, expert  
administration services of gift annuities and other charitable vehicles 

 to assist you and your donors in managing your philanthropic endeavors. 
 

 
Our back-office charitable administration services include:  

- Private-labeled services (customized checks, reports, and other correspondence) 
- Tax reporting (Forms 5227, 990, 1099, 1096, etc.) 
- State registrations, notifications, and filing for Charitable Gift Annuity programs 
- Online access to donor contracts, reports, tax returns, and other documents 
- Access to knowledgeable staff for even the most complex gift situations  
- Proprietary software utilized for Unitized Accounting 
- Distributions processed via check or electronic transfer 
- Flexibility  in  working  with  any  and  all  Custodian  and  Investment  Manager’s 

 
 

The vehicles we serve include: 

 
 

 
 

 
We treasure the relationships we have established with non-profits, philanthropic 

individuals, and professional advisors nationwide as we serve as a valuable extension of 
their team. If you have any questions, please feel free to contact Kristen Schmidt via 

email at kschmidt@ctacadmin.com or via telephone at (800) 562-2045. 
 

WWW.CTACADMIN.COM 

- Charitable Gift Annuities  - Endowments 
- Charitable Remainder Trusts - Pooled Income Funds 
- Charitable Lead Trusts - Private Foundations 
- Donor Advised Funds - Supporting Organizations 
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Impact of ATRA 2012 on Estate Planning (Track II, III)

Presented By

Heather J. Rhoades
Principal

Cummings & Lockwood, LLC
(860) 313-4933

hrhoades@cl-law.com
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Friday, April 11th - Morning Sessions
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Lindsay Lapole & 
Associates, Inc.

“Donor Centered Gift Development”©!
Quality Gifts…Lifelong Relationships

WE ARE PLEASED TO SUPPORT 
!

“The 31st ACGA Conference” 

Phone:  678-727-6648 . Email: llapole@msn.com

LLA

“Our focus leads to your Success”

Full service consulting in Planned Giving


Gift Administration/Prospect Identification

Organizational Focused Technical Training


Donor Centered Gift Development
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Prospect Identification and Marketing (Track I, II)

Presented By

Maribett Varner
President,  Atlanta
BKV Advertising
(404) 233-0332

maribett.varner@bkv.com

The 31st American Council on Gift Annuities Conference
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Gift Planning with Real Estate (Track II)

Presented By

Emanuel “Emil” J. Kallina, II, J.D., LL.M.
Managing Member

Kallina & Associates, LLC
(410) 377-2170

ejk@kallinalaw.com

The 31st American Council on Gift Annuities Conference
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Our Planned Giving group offers comprehensive 
administrative and investment management services 
to planned giving programs across the country. 

We are proud to support the American Council on 
Gift Annuities.

Investing in a 
better tomorrow.

©2014 The Bank of New York Mellon Corporation.

bnymellonwealthmanagement.com

For more information, please contact:
George Rio  (310) 551-7632
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Data-Driven Marketing of Gift Annuities: Results You Can Use from the 2013 
Survey - Panel Discussion (Track I, II)

Moderated By

Ron Brown
Senior Director of Gift Planning

Fordham University
(212) 636-7244

rbrown55@fordham.edu

Panelists
Catherine K. Gletherow, CPA

Director of Gift Planning
Oberlin College
(440) 775-8599

catherine@gletherow.com

Cam Morin Kelly
Assistant VP, Principal Gifts Programs

Duke University
(919) 613-6296

cam.kelly@dev.duke.edu

Edith “Edie” Matulka
Senior Consultant

PG Calc
(206) 329-8144

ematulka@pgcalc.com

John Pierce
Senior Planned Giving Officer

Concordia College
(218) 299-3733

pierce@cord.edu

The 31st American Council on Gift Annuities Conference
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Please see your conference bag for a copy of the
2013 Charitable Gift Annuity Survey.
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The Ethics of Advising Elderly Donors and Clients (Track I, II)

Presented By

Leon C. Boghossian, III
Partner

Hinckley Allen
(401) 274-2000

lboghossian@hinckleyallen.com

The 31st American Council on Gift Annuities Conference
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Propel Campaign Success with Planned Giving (Track II)

Presented By

Michelle L. Glennon, Esq.
Senior Director of Gift Planning and Senior Philanthropic Advisor

Johns Hopkins Office of Gift Planning
(410) 516-7954

mglennon@jhu.edu

Scott Lumpkin
Vice Chancellor, University Advancement

University of Denver
(303) 871-2741

slumpkin@du.edu

The 31st American Council on Gift Annuities Conference
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Planning and Drafting Charitable Remainder Trusts (Track I)

Presented By

David Wheeler Newman
Chair, Charitable Sector Practice Group

Mitchell Silberberg & Knupp LLP
(310) 312-3171
dwn@msk.com

The 31st American Council on Gift Annuities Conference
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Optimizing Your Realized Bequests - Panel Discussion (Track II, III)

Moderated By

Tim Prosser, J.D.
Kaspick & Company

(314) 244-5028
tprosser@kaspick.com

Panelists
Melissa Copher

Gift Planning Manager
American Red Cross

(317) 344-2205
melissa.copher@redcross.org

Stephen P. Link
Executive Director, Gift Planning

Georgetown University
(202) 687-1747

spl8@georgetown.edu

Beth Ridout
Director of Estate Administration

The Nature Conservancy
(415) 281-0405

bridout@tnc.org

The 31st American Council on Gift Annuities Conference
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Gift Annuity Marketing Ideas that Generate Inquiries & Gifts - Panel Discussion 
(Track I)

Moderated By

Karen Gallardo, CFRE
Director Of Gift Planning & Major Gifts

AARP Foundation
(202) 434-6225

kgallardo@aarp.org

Panelists
Anna Maria Eades

Sr. Assoc. Director of Gift Planning Administration
Johns Hopkins University

(410) 516-7954
ameades@jhu.edu

Christopher McGurn
Sr. Vice President, Planned Giving Group

PNC Institutional Investments
(410) 237-5938

christopher.mcgurn@pnc.com

Rebecca Rothey, CFRE
Director of Major and Planned Giving

Baltimore Community Foundation
(410 332-4172

rrothey@bcf.org

The 31st American Council on Gift Annuities Conference
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Seminarş_̧Consultinģ_̧Donor Communications

Helping America’s 
0QPRTQƓVU  
Build Long-term  
Financial Stability  
Since 1963

901.680.5300
LQIR#6+$53(QHW�FRP̧_̧ZZZ�6+$53(QHW�FRP

2NCPPGF�IKXKPI�CPF�OCLQT�IKHV�RNCPPKPI�CTG�EQPXGTIKPI�� 
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Closing Luncheon: Robin Good and His Merry Remaindermen

Presented By

Conrad Teitell
Partner

Cummings & Lockwood
(203) 351-4164

cteitell@cl-law.com

There are no handouts for this session.

The 31st American Council on Gift Annuities Conference
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American Council on Gift Annuities
1260 Winchester Parkway SE

Suite 205
Smyrna, Georgia 30080

Phone: (770) 874-3355 . Fax (770) 433-2907
e-mail: acga@acga-web.org . Web: www.acga-web.org

mailto:acga@acga-web.org
mailto:acga@acga-web.org

