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About Leave 10



Leave 10 aims to build better communities and transform as many 

people as possible into philanthropists by educating, inspiring and 

encouraging individuals to aspire to leave at least 10% of their estate to 

charity.



Leave 10 Vision
• A regional and collaborative marketing resource to change the 
conversation around planned giving and encourage everyone to 
leave at least 10 percent of their estate to charity.

• A resource for nonprofits and professional advisers to learn about 
planned giving and how it can help their donors and clients. 

• A resource for donors to find professional advisers who are skilled 
in charitable estate planning and able to help them Leave10.



https://www.leave10.org/south-sound/



Change the Conversation
Estate Plan is a reflection of your values, the last message to your heirs.

Your estate is likely the largest single transfer of wealth that you have control 
over. Do you want to have a say in where your assets go, where they are 
invested and what opportunities they can bring for your heirs and the causes 
you care about?

As investors and advisers we spend our life accumulating wealth and 
avoiding taxes, but what about your estate? Do you fully understand your 
estate plan?

“Planning for this transfer can be profoundly liberating and positive when it 
breathes life and possibilities into the future.” Eddie Thompson

By sharing your values with your heirs, having a charitable plan that is well 
organized and reflects your wishes, your family can get beyond the grief and 
begin to honor and celebrate your life and legacy.



Instead of Death and Taxes 
Focus On
Gift

◦ Instead of Bequest, “Consider a gift in your will or trust to support the causes that were 
important in your lifetime.” Russell James

◦ Focus on the gift and not the giving tool or technique

◦ Instead of planned giving use gift planning or legacy planning

Your Cause

◦ Give examples of how a transformational gift could help your cause

◦ What would you do with $100K, $500K, $1M

◦ How could you endow their important annual gift

Your Donor’s Legacy

◦ Stories of tribute to a loved one

◦ Stories of how others have made legacy gifts and their impact

◦ Family and heirs can be proud to see transformational gifts and their legacy

◦ 90% is enough for your heirs

◦ Share your values, celebrate your legacy through charitable estate planning



Planned Giving 101



What is Planned Giving?

Any gift that requires a 
higher level of planning 
and thought.



Laying the Foundation
Fundamentals of Planned Giving:

1) Planned Gifts are gifts to your 
organization. The giving vehicle 
doesn’t drive the donation.

2) Just like in annual giving, 
having a relationship with your 
donors and engaging them in 
your organization is critical to 
securing and keeping the gift.

3) Strong planned giving programs 
require an organization-wide 
commitment to good practices.



Why is planned giving important?

• 60-70% of Americans die with no will

• About 8% of Americans with wills make charitable 

bequests

• Only 1 in 4-5 bequest donors tell charity in advance

• 46% of people first learn about charitable bequests from 

charity information or personal visits

• 90% of people’s net worth is in property, yet only 2% 

goes to charity

American Council of Gift Annuities, Survey of Charitable Gift Annuities, 2009 

The Sharpe Group - http://sharpenet.com

National Association of Charitable Gift Planners, formerly the Partnership for Philanthropic Planning



Why is planned giving important?
• More than 80% of all Planned Gifts are bequests

• Bequests generate significant revenue

• Fred Hutch receives approximately $10 million annually and the average 

bequest is $120,000

• American Red Cross receives approximately $100 million annually and the 

average bequest is $60,000

• Bequests enhance other fundraising efforts

• Well stewarded planned giving donors do more

American Council of Gift Annuities, Survey of Charitable Gift Annuities, 2009 

The Sharpe Group - http://sharpenet.com

National Association of Charitable Gift Planners, formerly the Partnership for Philanthropic Planning



A Planned Giving Program 
Can Help You

• Ensure long-term viability

• Build an endowment

• Expand the giving options for your donors

• Raise more money for a lower cost-per-dollar



How an Endowment Works

Gift
An establishing gift is made 

and forms the principal. 

Invest
The principal is protected 

and invested and grows. 

Use
A portion of the fund’s value 

is distributed annually 

forever.



What is an Estate?

An “estate” is everything an 

individual owns:

• Home

• Other real estate

• Bank Accounts

• Investments

• Retirement benefits

• IRAs

• Insurance policies

• Personal effects



Two Estates



Planned Giving Vehicles
Today we’ll give you a working understanding of the planned giving 
vehicles – focusing on how they differ and what vehicle makes 
sense in different scenarios

We’ll be discussing each of these according to this scale: from 
simple to complex

SIMPLE COMPLEX



Planned Giving Vehicles

Bequest Intention:

An indication of a donor’s intent to leave a future gift.  

It is neither a legal nor a binding commitment.

SIMPLE COMPLEX



Planned Giving Vehicles

Bequest Intention:

SIMPLE COMPLEX

Hi charity, we want 
you to know that 
you’re included in 

our will.



Planned Giving Vehicles

Bequest Intention: Benefits:
• Donors have highest level of flexibility
• Donors able to fulfill their charitable intent

Drawback:
• Charity can’t count on the bequest to come 

in 

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Bequest / Simple Bequest:

A provision in a will that designates a gift to a named 
charity.

Most often cash, securities, real estate, or personal 
property.

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Bequest / Simple Bequest:

Benefits:
• Donors able to fulfill their charitable 

intent
• Charity has either a very good or 

some idea of the gift value
Drawback:
• Gifts received by charity after 

completion of probate

SIMPLE COMPLEX



Planned Giving Vehicles

Non-Probate Transfer:

Donor makes the charity the beneficiary of their 
savings/checking accounts, money market, investment 
funds, IRAs, and life insurance.

Contract Assets controlled outside of will

SIMPLE COMPLEX



Planned Giving Vehicles

Non-Probate Transfer:

Hi charity, I am making 
you the contingent 

beneficiary of my IRA 
plan if my spouse 
predeceases me…

…the balance will 
come to you. 

SIMPLE COMPLEX



Planned Giving Vehicles

Non-Probate Transfer:

Benefits:
• Donors able to fulfill their charitable 

intent
• Can provide tax advantages for the 

donor’s estate/heirs
Drawback:
• (In the case of IRA/Account Gifts) Final 

amount of gift depends on what’s 
used by the donor

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Gift Annuity:

An irrevocable transfer of property in exchange for a 
contract to pay the donor (or their designee) an annuity
for life.  At their death, the residuum (usually the original 
gift plus interest) goes to the charity.

Often has a gift value of $10,000-$100,000 and no more 
than two annuitants.

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Gift Annuity:

An irrevocable transfer of property in exchange for a 
contract to pay the donor (or their designee) an annuity
for life.  At their death, the residuum (usually the original 
gift plus interest) goes to the charity.

Often has a gift value of $10,000-$100,000 and no more 
than two annuitants.

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Gift Annuity:

$50,00
0

70 72

$2,350/yr.
(4.7%)

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Remainder Trust:

An irrevocable trust that pays a specified amount to one 
or more people over a fixed period of years (usually for 
life).  At the end of the term, the residuum goes to the 
charity.

Often has a gift value greater than $100,000 and more 
than one recipient.

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Remainder Trust:

An irrevocable trust that pays a specified amount to one 
or more people over a fixed period of years (usually for 
life).  At the end of the term, the residuum goes to the 
charity.

Often has a gift value greater than $100,000 and more 
than one recipient.

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Remainder Trust:

$250,000

5%
($12,500 
in Year 1)

SIMPLE COMPLEX



Planned Giving Vehicles

Charitable Remainder Trust:

Benefits:

• Donors able to fulfill their charitable 

intent

• Can have tax benefits for donors

• Provides an income stream for 

donors and/or others that they 

choose

Drawback:

• Complicated to establish and 

administer, involves some state 

compliance mandates

SIMPLE COMPLEX



Stories & Examples 



Implementation



Getting Started 



Getting 
Started

Planned gifts are not 
separate –they should be 
part of your ongoing 
fundraising program and 
asks

Planned giving donors are 
anyone that is close to your 
organization (as they define 
it) and age is not the biggest 
factor

Planned giving does not 
mean you are talking about 
death, but rather about a 
donor’s love for your charity



What is required: Culture



What is required: Culture
• Top down “buy-in”

• Metrics that measure new donors not new dollars

• Willingness to incorporate a planned giving ask



What is required: Policy & 
Practice



What is required: Policy & 
Practice
Gift Acceptance policies should address what you will and will not 
accept

◦ Samples are available from the following organizations or sites:

◦ Association of Fundraising Professionals (AFPnet.org)

◦ Council for the Advancement and Support of Education (CASE.org)

◦ Planned Giving Design Center (PGDC.net)

◦ Jacobson Jarvis (jjco.com)

Don’t rush to say no to a gift – see if there is another way

Good policies protect charity and donor



Marketing



Marketing
• Include basic language on your website such as 
bequest language and tax id

• Identify the planned gifts you accept

• Incorporate planned giving marketing into your other 
marketing strategies



Marketing: Language

Would you like 
to make a gift to 
charity in your 

will?

Would you like 
to make a 

bequest gift to 
charity in your 

will?



Marketing: Language

Would you like 
to make a 
transfer of 
assets…?

Would you like 
to make a gift…?



Marketing: 
Language

• Focus on benefits; not 
features

• Use simple, clear 
language 

• Provide social proof

Russell James III, Ph.D., J.D., CFP®, Texas Tech University, Professor of Financial Planning https://www.encouragegenerosity.com/



Identifying Prospects



Identifying Prospects
Look for consistent donors, regardless of amount

Although age can be an indicator of willingness to discuss a gift, 
any major life change can act as a good entry for a planned giving 
discussion

Volunteers are always the best prospects; major donors are not 
necessarily the best prospects



Identifying 
Prospects

Philanthropists & Civic 

Leaders

High Affinity Outsiders: 

Donors

Insiders: 

Trustees, Leaders, 

Volunteers, Employees

People Transformed by Your 

Mission: 

Clients, Students, Patients, 

Beneficiaries



Soliciting Donors



Soliciting Donors
Planned gifts should have a strategy for an ask just like an 
outright gift

You can lead with legacy planning, a current campaign, an 
example of donors like them making a planned gift, etc.

Don’t let fear or assumptions stop you from making an ask



Donor Stewardship



Donor Stewardship
Legacy Circles increase visibility and connection

Planned gifts are a marathon not a sprint – your work is not over 
with the ask

The majority of planned gifts are revocable!

Your metrics must reflect the value of stewardship



Next Steps



Learning Resources
Leave 10-Stories, Toolkits, Events

◦ Leave10.org

◦ Leave10.org/south-sound/

Resources and Calculators
◦ Crescendo

◦ PG Calc

◦ Stelter Company

Planned Giving Councils
◦ Kitsap County Estate Planning Council 

(www.kcepc.org)

◦ Estate Planning Council of Seattle 
(www.epcseattle.org)

◦ South Sound Planned Giving Council 
(www.sspgcouncil.org)

◦ Washington Planned Giving Council 
(www.wpgc.org)



Where to start: easy 
vehicles



Where to start: easy 
vehicles
Gifts through will or living trusts

Beneficiary designations on retirement plans or life insurance 
policies

Transfer on death for savings or brokerage accounts



Where to start: partnerships

Image by pch.vector on Freepik



Where to start: partnerships
Board Members

Community Foundations

Professional Advisors

Consultants



Thank You!

Scott Claeys, CAP, CFRE, FCEP 

Sr. Director of Gift Planning

p: 253-720-9018

Scott.claeys@usw.salvationarmy.org

Mindie Reule, CAP

President & CEO

p: 360-705-3340 

mindie@thecommunityfoundation.com

mailto:Scott.claeys@usw.salvationarmy.org
mailto:mindie@thecommunityfoundation.com
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