
Shaking	the	tree:		
	

5	Ways	to	Jumpstart	your	Legacy	Program	
	

October	18,	2018	
@kimberleycanada	@npp_erie	



Welcome 



©	Kimberley	Mackenzie	and	Associates	Inc.	

Agenda	

•  Love	Story	
	
•  Five	things	that	worked	
	
•  Donor	stories	
	
•  Innovation	
	



April	16,	2014	 Created	by	Kimberley	MacKenzie,	CFRE	

About	You	
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A	Love	Story	
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Where	I’m	from 		
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My	House	
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Where 
David Fisher 
lived 
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Everything	we	do,	we	do	for	our	
donors	

	
•  Be	obsessive	

•  Put	their	interests	first	

•  Constantly	think	from	their	perspective	

•  Advocate	for	them	daily	

•  Serve	them	in	all	we	do	

•  Love	them	



Courtesy	Agents	of	Good	
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Case	Study	

•  Successful	revitalization	of	Legacy	program	

•  In	3	years	confirmed	or	secured	69	Legators	
•  Average	gift	of	$50K	=	$3,450,000	

•  	 Over	3.5	million	pledged	from	5	Individuals	
•  (including	my	first	$1,000,000	gift	-	woo	hoo!)	

•  Legacy	giving	became	part	of	everything	we	did	

•  Organization	now	averages	about	$500K	in	bequest	
revenue	per	year.	
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Of	all	channels,	legacy	fundraising	focuses	
even	less	on	$$$$	
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http://en.wikipedia.org/wiki/
Planned_giving	

Planned	giving	(less	commonly	known	as	gift	planning	is	an	area	of	
fundraising	that	refers	to	several	specific	gift	types	that	can	be	
funded	with	cash,	equity,	or	property.	These	gift	vehicles	are	
commonly	based	on	United	States	tax	law,	but	Canada,	the	United	
Kingdom,	and	other	nations	are	beginning	to	establish	similar	laws.	
In	the	United	States	the	specific	rules	of	planned	giving	are	defined	
by	the	United	States	Congress	and	the	Internal	Revenue	Service.	
	
"A	donor	usually	considers	a	current	gift	to	your	institution	as	a	
cash	outlay	now.	To	make	a	deferred	gift,	a	person	decides	to	give	
at	some	future	date,	either	a	number	of	years	from	now	or	at	
death.	A	deferred	gift	is	a	present	decision	to	make	a	future	gift,	
evidenced	by	a	legal	contract.	
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Traditional	thinking…	

•  Get	Board	approval	

•  Find	out	legal	name	

•  Appropriate	due	diligence	

•  Gift	Acceptance	Policy	

•  Brochure	or	Fact	Sheet	
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And	more…	

•  Marketable	Securities	

•  Planned	Giving	Society	

•  Responsibility	

•  Budget	

•  Administration	of	Bequests	
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And	more…	

•  Continuing	Education	

•  Professional	Advisors	

•  Track	Expectancies	

•  Marketing	

•  Respond	

•  Ramping	up		

•  Budget	
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Or….What	I	did	

1.  Internal	support	
2.  Started	a	conversation	with	donors	
3.  Provided	motivation	
4.  Engaged	in	meaningful	ways	
5.  Honed	soft	skills	
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Simplify	-	Focus	on	bequests	
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Why	don’t	you	understand?!	
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1.	Getting	internal	support	

•  Suggest	investment	from	current	bequest	
revenue	

•  Ask	“expert”	to	speak	to	your	board	

•  Present	a	plan	that	will	have	minimal	impact	on	
operations	

•  Involve	board	members	in	the	program	
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2.	Start	the	conversation	
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People give to people 
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Sent	4,275	Surveys	
	
As	a	question	about	
them:		
	
“When	was	the	last	time	
nature	took	your	breath	
away?”	
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Over	hope	for	the	
future:	“How	about	
a	future	where….”	

Address	their	
concerns:	“Of	course	
you	will	want	to	take	
care	of	your	family	
first.”	

Make	is	soft.	
“This	letter	asks	
you	to	join	
them.”	
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Tell	the	donor	WHY	to	
make	a	bequest…not	
HOW.	
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Remind	them	of	shared	values.	
	
“	I	began	this	letter	asking	you	to	
remember	a	recent	breath-
taking	experience…:	
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Simple	
	
Simple	
	
Simple	
	
Survey	
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Important	bits	
Year	of	birth	

All	about	shared	values	and	
a	chance	for	them	to	share	
their	passion.	
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So	this	happened…	

•  "Certainly	not	after	receiving	this	intrusive	and	
insensitive	material.”	

•  "Please	do	not	send	me	anymore	'ambulance	chaser'	
messages.	

•  Is	this	sent	to	the	"elderly”	who	will/should	die	
soon?!”	

•  Was	this	message	crafted	by	a	"professional"	
fundraiser?	
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And	this…	

•  9.16%	response	
•  392	sent	back	

•  4	complaints	

•  Donations	to	cover	the	costs	
•  28	asked	for	more	info	
•  30	confirmed	legators	
•  29	wanted	to	have	a	conversation	
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3.	Provide	motivation	
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Donor	centered	financial	planning	
events…	

•  Has	NO	ASK	

•  Engages	the	board	

•  Has	many	“touch	points”	
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Offered	reassurance	

•  There	will	be	enough	money	to	live	on	

•  Can	leave	bulk	of	estate	to	their	children	

•  Can	reduce	taxes	

•  Can	extend	their	values	beyond	their	lifetime	
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Feedback	100%	positive	
	
	

www.donormotivation.com	
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4.	Engage	in	meaningful	ways	
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“I	have	a	life	long	love	of	
nature”	

“Of	course	outing	have	
changed…”	

“intended	for	people	who	may	not	feel	
confident	going	outside	hiking	on	their	
own	anymore”	

“Everyone	will	have	a	younger	
companion	to	walk	with	
should	they	want	an	arm	to	
hold	or	some	company”	
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Had	one	to	one	ratio	of	volunteers	AND	
if	letter	was	not	appropriate	it	was	a	
chance	for	more	able	bodied	prospects	
to	volunteer	

Planned	giving	conversation	invitation!	

“Of	course	outing	have	
changed…”	
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Appropriate	menu	
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Engage	people	
who	have	pledged	
to	honour	those	
who	have	passed	

Legacy	Grove	
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Had	a	moment	
of	respect	and	
silence	
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Remove	barriers	by	
getting	local	wealth	
management	
company	involved	
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Helped	get	
folks	active	
and	connect	
with	mission	



©	Kimberley	Mackenzie	and	Associates	Inc.	

Helped	people	
see	that	their	
legacy		
was	in	good	
hands	
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5.	Hone	your	soft	skills	

“Soft	skills	get	little	respect	but	will	make	or	
break	your	career.”	
	

	 	 	 	 	 	 	 	- 	Peggy	Klaus	
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Soft	Skills	

•  Be	authentic,	empathetic	and	listen	

•  Exercise	a	high	level	of	emotional	intelligence	

•  Get	comfortable	and	understand	end	of	life	
issues	

•  Personalize	estate	files	
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A	good	death	
can	be	as	
beautiful	as	a	
good	birth	
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“Everyone	dies	but	no	one	
believes	it.	If	we	did	we	would	
do	things	differently”	
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Capture	
stories	in	
the	donor	
file.	



Offer	peace	of	mind	
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22	Nov./09	
	
From	the	Desk	of	:	
William	J.	Maxwell	
	
I	have	been	a	member	of	ON	Nature	(FON)	for	at	
least	45	years.		A	LIFE	LONG	“Friend	of	Nature”.	
Have	planted	thousands	of	trees.	Etc.etc.	
	
But	my	time	is	now	almost	up!	90	Birthdays	and	
“legally”	blind.	
	
Keep	up	the	good	work	“kids”!	
	
WJMx	
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Start	today!	
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Innovate	
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Darüşşafaka	Orphanage	

Darüşşafaka	Schools	aim	to	become	one	of	the	most	respected	and	best	
schools	both	in	Turkey	and	the	world,	that	provide	quality	education	to	
underprivileged	and	talented	children	whose	mothers	and/or	fathers	have	
deceased.	
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Death	ends	a	life.	Not	a	relationship.		
	 	 	 	 	 	 	 	 	 	 	–	Mitch	Albom	
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So…	
•  Get	your	organization	onside	

•  Start	the	conversation	

•  Consider	the	Donor	Motivation	Program	

•  Engage	in	meaningful	ways	

•  Hone	your	soft	skills	

•  Be	innovative	

•  Start	today!	



	
Thank	you!	

	

Write:	“Free	Consult”	on	
your	card	and	get	a	60	

minute	conversation	about	
you.	

	

@kimberleyCanada	

k@kimberleymackenzie.ca	

289-231-1339	

www.kimberleymackenzie.ca	


