
26
planned giving

interesting
really

charts, stats, and graphs
marketing

www.imarketsmart.com

PMS 3025C

C 100 
M 65
Y 37
K 21

#004f6e

PMS 307C

C 100 
M 50
Y 19
K 2

#006d9e

PMS 2995C

C 80
M 12
Y 1
K 0

#00a7e0

PMS 116C

C 0
M 18
Y 100
K 0

#�ce01

PMS 432C

C 0
M 0
Y 0
K 90

#404041



www.imarketsmart.com / info@imarketsmart.com / 301-289-3670

About this report 
According to research of giving patterns since 1966 compiled by the Giving USA 
Foundation, only bequests averaged an increase during recessionary periods. All 
other types of giving either remained static or reported declines.

But is your planned giving program getting its fair share of the marketing budget? 

We scoured the internet to find the following awesome information. And, although we 
can’t take credit for the research, we can take credit for the pretty charts!

So feel free to share this report with colleagues and friends (including your board).

And when you’re ready to engage in serious marketing to find hidden gifts, generate 
leads and cultivate relationships, we hope you’ll give us a call. After all, our mission is 
to help further your mission.

Enjoy the report!
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The greatest transfer
of wealth ever is upon us

$41trillion
is expected to transfer 
even in light of 
current economic 
conditions.

Why the $41 Trillion Wealth Transfer is Still Valid: A Review of Challenges 
and Questions. Published in The National Committee on Planned Giving’s 
The Journal of Gift Planning. Vol. 7, no. 1, 1st Quarter 2003. pp. 11-15, 47-50.
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Family Philanthropy And the Intergenerational Transfer of Wealth
Published by the Community Foundation R&D Incubator. Funded by 
Council on Foundations Community Foundation Leadership Team, 
W.K. Kellogg Foundation, C.S. Mott Foundation, and Michigan 
Community Foundations.
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$24.8 Trillion
could go
to charity

OR

Derived from tables in Millionaires and the Millennium: New Estimates of the 
Forthcoming Wealth Transfer and the Prospects for a Golden Age of Philanthropy, 
Schervish, Paul G. and Havens, John J., Social Welfare Research Institute, Boston 
College, Boston, MA, October 1999. 
* All dollar values are in trillions of 1998 dollars.

Number of Estates

Value of Estates*

Estate Fees

Estate Taxes

Bequests to Charity

Bequest to Heirs

87,839,311

$40.6

$1.6

$8.5

$6.0

$24.6

87,839,311

$72.9

$2.9

$18.0

$11.6

$40.4

87,839,311

$136.2

$5.5

$40.6

$24.8

$65.3

Low Estimate
(2% secular real 
growth in wealth)

Middle Estimate
(3% secular real 
growth in wealth)

High Estimate
(4% secular real 
growth in wealth)
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90%
of donor mortality 
will simply result in 
lost current giving.”

Without putting in 
the hard work of 
generating these 

planned gifts,

Causes and Correlates of Charitable Giving in Estate Planning: 
A Cross-Sectional and Longitudinal Examination of Older 
Adults—Russell N. James III, J.D., Ph.D.

“For those who think the generational 
transfer will automatically FLood their 

organization with resources,

it’s time to think again.



Dr. Russell James III and the Center on Philanthropy at Indiana University
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Willing to 
consider a
charitable 

bequest 

Only 5.3% of older Americans 
have made a charitable bequest 

commitment, while 33% are willing
to consider such a gift

Made a 
charitable

bequest 
commitment

33%
5.3%

Opportunity
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<9.5%

Among those over age 50 who  
were donating more than $500/year 

to charitable organizations…

Causes and Correlates of Charitable Giving in Estate Planning: 
A Cross-Sectional and Longitudinal Examination of Older 
Adults—Russell N. James III, J.D., Ph.D.

Less than 9.5% had a 
charitable estate plan.



Causes and Correlates of Charitable Giving in Estate Planning: 
A Cross-Sectional and Longitudinal Examination of Older 
Adults—Russell N. James III, J.D., Ph.D.

Ultimately only 10%-12% 
of donors will die 

with any charitable 
estate provision

10-12%-
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Only 37% of those over 
age 30 say they are 

familiar with the term 
“planned giving”

Stelter Donor Insight Report

unfamiliar 
with the term 

“planned giving”

familiar with 
the term 
“planned giving”

37%63%



Only 22% of those over 
age 30 report that they 

have been approached to 
consider a planned gift

Stelter Donor Insight Report

have not been 
approached 

to consider a 
planned gift

have been 
approached 
to consider a 
planned gift

22%78%
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U.S. National Committee on Planned Giving
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Top reasons donors 
make planned gifts:

Desire to support the charity

The ultimate use of the gift by 
the charity

Desire to reduce taxes

Long-range estate and 
financial planning issues

Create a lasting memorial for 
self or loved one

Relationship with a 
representative of the charity

Encouragement of family and 
friends

Encouragement of legal or 
financial advisors

97% Desire to support the charity
82% �The ultimate use of the gift by the charity
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U.S. National Committee on Planned Giving
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Top reasons donors 
make planned gifts:

Desire to support the charity

The ultimate use of the gift by 
the charity

Desire to reduce taxes

Long-range estate and 
financial planning issues

Create a lasting memorial for 
self or loved one

Relationship with a 
representative of the charity

Encouragement of family and 
friends

Encouragement of legal or 
financial advisors

35% Desire to reduce taxes

33% �Create a lasting memorial for self or loved one

12% �Encouragement of legal or FInancial advisors
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43% of individuals setting up 
gifts to charity in their wills 

were found to be under 55

Source: NCPG Planned Giving in the United States,  
National Committee on Planned Giving, Indianapolis, Indiana.

	 18-34	 35-44	 45-54	 55-64	 65-74	 75+

43%
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57% were over 55

Source: NCPG Planned Giving in the United States,  
National Committee on Planned Giving, Indianapolis, Indiana.

	 18-34	 35-44	 45-54	 55-64	 65-74	 75+

57%



The average age when most 
donors made a will was 

found to be 44, while the age 
at FIrst bequest was 49

44=

49=
NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana.

first will

first bequest 
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never revised their
charitable bequests

While only 31% were found  
never to have revised their 
wills, nearly 75% were found 
never to have revised their 

charitable bequests

31%
75%

NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana.

never revised 
their wills 



NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana.

among those that had 
revised their wills, most 
increased the amount  

of the bequest

$
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NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana.

Fewer than 10% were found  
to have decreased the amount, 

and this was most common  
in the lowest income group 

($35,000 or less)

$



NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana.

The most common reason 
for changing the amount 

of the bequest was a 
change in assets
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Only 1% of Americans have 
a charitable remainder 

trust, while 5% are 
willing to consider one

1% 5%vs.

Planned Giving in the United States: A Survey of Donors



NCPG—Planned Giving in the United States, 
National Committee on Planned Giving, Indianapolis, Indiana. 
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Bequest donors 
are found among

all income categories

% of bequest donors

Bequest Donors Median Income	 $60,400
Bequest Donors Mean Income	 $75,900

	 Under $20,000	 $20,000-34,999	 $35,000-49,999	 $50,000-74,999	 $75,000-99,999	 $100,000-124,999	 $125,000-149,999	 $150,000-174,999	 $175,000 and over
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On average, 80-90% of 
planned gifts come in the 
form of simple bequests

80-90%
Marc Carmichael, J.D., President of the R&R Newkirk Company
www.ncgpc.org/members/handouts/.../MarketingBequeststxt.pdf



Donors who received a letter directly asking them for a 
bequest were 17 times more likely to give a bequest 
than donors who were not asked.

Donors who were asked and thanked gave twice as 
much as those who were not thanked.

Those who were cultivated (notes, letters, visits, etc.)  
after the thank-you gave 3 to 4 times as much.

Fewer than 1 donor in 14 had informed the charity 
that they had named them as a beneficiary in their will.

DameGreene, S.—How to Develop a Successful Bequest Program:   
A Simple, Easy-to-Follow Plan for Starting, Increasing and Collecting  
Bequests At Your Nonprofit, The Journal of Gift Planning, 7(2), 17-52.

A 15 year study of records at 
a large, national nonproFIt 

with a mailing program  
of 1 million+ concluded that:

4

2
1

3
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Ask, and Ye Shall Receive. 

Ye Have Not, 
Because 

Ye Ask Not.

Survey of donors by The National Committee on Planned Giving 
– now The Partnership for Philanthropic Planning

70% of donors who made 
planned gifts did so

because they were asked.
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We’re a donor-centric strategic marketing firm with digital innovation at our core. We understand that 80% of an organization’s 
revenue comes from less than 20% of its donors or clients, so we fish where the big fish are. Our unique, trail-blazing technologies 
and marketing services help you raise more money from the crucial 20%, efficiently—delivering unparalleled results. Get more major 
gifts for today and more planned gifts for tomorrow.

Strategy + Creative + Technology = Results
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Generate more leads, cultivate more donors and find 
more legacy gifts. Individual tracking reports show who 
is interested in your organization and why, so you can 
engage and build effective relationships with potential 
donors.

Take the guesswork out of marketing by using proven 
technology to rank, score, and automatically nurture 
leads with relevant, timely, personalized messages. You’ll 
maximize your gift disclosures by spending your time with 
the most qualified and interested donor prospects, and 
letting Legacy Giftmaker+ take care of the rest. 

Find passionate donors in real time, and close more 
major gifts – faster. Major Giftmaker gives you a 360° 
view of individual donors’ interests, demographics, and 
preferences.  

Donors want to give where they live. With Giftmaker 
Connect, you can tap into the power of smarter 
fundraising by connecting the disconnected and 
empowering your chapters or affiliates.

www.imarketsmart.com


