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What is working best in the real world?

« Relationship between planned and major
giving

« Planned giving staffing and budgeting

» Marketing, recognition, and stewardship

* How performance in each of these areas
correlates with planned giving dollars realized

PG Calc ted in your mission

Survey Respondents

2,200 individuals - 310 organizations

* 495 responses (23% response rate)

Colleges & universities accounted for 56%

Healthcare accounted for 13%

Other industries accounted for less than 10%
each
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Survey Respondents

Years in Existence
Under 25
3%

Over 100
59%

=Under25 ®25-50 =51-100 = Over100
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Volunteer Leadership

Are board members expected to make a planned
gift?

=No =Yes
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Education compared to Non-education respondents

34%
32%
25%
19%
12%
8% 8% 10%10% 12%
7% 7%
5% 4% 5%
ax B0 1 -

Under $100,000-  $250,001-  $500,001-  $1,000,001- $5,000,001- $10,000,001-  Over
$100000  $250,000  $500,000  $1,000,000  $5,000,000 ~ $10,000,000 ~$50,000,000 ~ $50,000,000
Average annual planned gifts realized
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Does industry matter? Bequests

Estate Notifications per year Education v. Non-Education

38%
2%
2% 2%
7% = Non-Education
16%
= Education
ha% 13%)
1% 11
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Average Notifications per year
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Average annuity volume among education

Ay ity val -
verage annuity volume among non respondents

education respondents
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Average annual annuites by face value

1o 2

0%
18%
16%
183/ 145% 15 15%
1% =

$1to 5$100,000te $250.000t0 $500,000ta S1Mto$2M SZMtoS4M  Over S4M
5100000  $250,000  $500,000 sim

Average annual annuities raised

Percentage of respondents

® Non Education M Education
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Does industry matter? Remainder Trusts

CRTs among Education Respondents CRTs among Non-Education Respondents
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Planned Giving Revenue Attainment

Over $50,000,000 | Under $100,000
5%

#%_$100000- 250,000
$10000,001 - $50,000,000 1000, 52501
1%

$250,001-$500,000
1%
$5,000-001 - 10,000,000
18%

$500,001.- $1,000,000
10%

Total Planned Giving Attainment

$1,000,001.- $5,000,000
Of all Respondents 32%
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Planned Giving Revenue Attainment

Planned Giving
Realized $5,000,001 to
$10,000,000

Planned Giving Reali: a 1 Giving d
$500,000 to $1,000,000 $1,000,001 to $5,000,000

* $1,000,000-$15,000,000
Total Fundraising Attainment: = $15,000,000-575,000,000
* $75,000,000-$250,000,000
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Marketing Planned Gifts

Length of time actively marketing planned gifts

36%

Under 5 - Over 20 Program not
marketed
consistently
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Marketing Planned Gifts
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How has your organization's planned giving marketing changed over
the last three years?

74%
62%
a7%
1% 3gy
31% 32%
22%| 21% 21%
5% %

Direct mail volume  Direct mail response  Online marketing  Online marketing
rate volume response rate

mincreased  mDecreased  Stayed the same
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Marketing Planned Gifts

what
of pleces) par planned gring masing via direct man?

Average number of pieces per
mailing - excluding newsletters

BT yamma
ssoamrn g ssmpan aroma Grtstonsn

Annual amount raised in planned gifts
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Marketing Planned Gifts

Typical volume per planned giving mailing via direct mail
(excluding newsletters)

2%

30%
12%
I 5% ﬁ 5%

Under 5,000 5,001 - 15,001 - 30,001 - 50,001 - Over
15,000 30,000 50,000 100,000 100,000
Average number of pieces per mailing — excluding newsletters
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Marketing Planned Gifts

Does your organization publish a print planned giving newsletter

HYes MNo
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Marketing Planned Gifts

If Yes...

60%
56%
aa%
: I
Is the newsletter also published Is the newsletter produced by an outside
electronically? vendor’

mYes mNo
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Marketing Planned Gifts

Industry
% i - i " Education
Organizations using social media to promote Hoincare

L R
planned giving o Banices

=¥es =No = Don't know
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Total Development Staff Compared to Realized Planned gifts

s1%
s 4%
%
108 s 1%
g 0% 10%
o o
% %
o% 0% g

$500,001 51,000,000 51,000,001 - $5,000,000

Total Developmentstaff  WUNderS m5.10 ®11.20 =51.100 mOver100
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Staffing and Budgeting
Planned gifts realized compared to planned giving budgets
Over $50,000,000
$10,000,001 - $50,000,000

$5,000-001 - $10,000,000

$1,000,001 - $5,000,000
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$500,001 - $1,000,000

= Over $1,000,000 = $500,001 - $1,000,000 = $350,001 - $500,000
$150,001 - $350,000 = $75,001 - $150,000 = $20,000 - $75,000
= Under $20,000
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Mumber of planned giving fundraisers relative to planned gifts realized
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Less than 1 10 1120 More than 20
500,001 - §1,000,000 51,000,001 - $5,000,000
w $5,000-001 - $10,000,000 $10,000,001 - $50,000,000
W Over $50,000,000
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Staffing and Budgeting

Planned Gift Fundraisers
at Organizations raising $1M to $5M

=1-5PGfundralsers = 6-10PGfundralsers = 11-20 PG fundralsers = Less than 1 PG fundralser
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Recognition and Stewardship

Time spent by planned giving staff is devoted to stewardship
and recognition activities

1%

= Under25% ®25%-50% ®51%-75% = Over 75%
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Recognition and Stewardship

How many years old is your organization’s legacy society?

=Under5 =5-10 ®11-20 = Over20
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Percentage of respondents
£

Under2s  25-50  51-100  101-200  201-500  501-1,000

Number of members
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Recognition and Stewardship
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Number of legacy society members
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Recognition and Stewardship

Legacy society membership requirements

Minimum doltar amount [
Copy of the will or other gift document
Gift notification form
Witten commitment

Oral notification

10% 20% 30% 40%  50%
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60%

Over 1,000

70%

10
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Planned Giving Metrics

Is there a planned giving metric for non-planned giving fundaisers?

69%
57% 57%
54% 53%
6% a7%
43% 3%
I I I I im

$500,001 - $1,000,000 $1,000,001-$5,000,000  $5,000-001 - $10,000,001 - Over $50,000,000
$10,000,000 $50,000,000

HYes HNo
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Planned Giving Metrics

Did your organization have a planned giving goal in your last campaign?
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Planned Giving Metrics

If yes, was the planned giving goal public,
internal or both?

=Both = Internal = Public
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Planned Giving Metrics

Will your next campaign include a planned giving goal?

=Yes = No
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Summary

Large shops can learn from the smaller shops

For small shops a modest commitment can
have a big impact

The marketing landscape is shifting

There is no “dabbling” in planned giving
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PG Calc ested in your mission

Questions and Answers

PG Calc ted in your mission

Still Have a Question?

Contact:

E-mail:

Contact:

E-mail:

Jeff Lydenberg,

Vice President, Consulting
PG Calc

jeff@pgcalc.com

Ann McPherson
Marketing Consultant
PG Calc
ann@pgcalc.com
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