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LIFE & LEGACY 

Update

As of June 30, 2015

 21 communities and 13 Hillel campus affiliates reporting

 Representing 275 organizations

 Have had just under 5,600 legacy conversations and made more than 1,000 group 
presentations

 Resulting in 5,877 legacy commitments of which more than 1100 have 
been formalized

 With an estimated value of $224 M in future gifts to the Jewish community

 More than $16 M realized to date

 Thank you for being part of our success!



Southern NJ 

Update

As of November 17,

305 Letters of Intent signed

483 total commitments

$12.075 million 

in expected future endowment gifts



Best Practices Agenda

 Connected to Give: Jewish Legacies findings

 Your Successes, Challenges and Unexpected Observations

 The Legacy Conversation 

 The Integrated Ask

 Market Effectively

 Steward Effectively

 Legacy Gift Tracking

 Develop a “Culture of Philanthropy”

 Next Steps



Connected to Give



CTG Findings

Connectedness to Jewish community

100% have moderate to high levels of Jewish 

social engagement



CTG Findings

Planned Givers without Jewish bequest give 

considerably less to Jewish organizations



CTG Findings

Jewish organizations need to support each other



CTG Findings

Legacy donors are more generous annual donors



CTG Findings

Legacy donors see themselves as investors and 

partners and expect a high level of stewardship

After legacy gift secured, continue to engage with 

donors by communicating with them often, 

regularly acknowledging the gift and keep them 

connected to give.



CTG Findings

Seek active participants in programs or services

Most loyal supporters regardless of wealth

Attract legacy gifts by sustaining deep, life-long 

connections



Your Findings



The Legacy 

Conversation

The right person(s) asking for

The right gift at

The right time
******************************************************************************************

The conversation must be donor-centric

• How can we help you help the Jewish people?

• What do you want to accomplish with your philanthropy? 

• How can we help you make your philanthropic dreams come to 
fruition?



The Legacy 

Conversation



The Integrated Ask

An integrated ask (annual, capital, legacy campaigns)  

donor is given the opportunity to invest in 

your organization in a variety of ways 

utilizing the  time frames, forms and asset structures 

that best meets their  philanthropic desires



Benefits to your 

organization

Efficient and saves time 

Opportunity to thank and 
invest in your organization

Changes your conversation from 
transactional to donor-centric 

Allows you to build stronger 
relationships with donors

Provides  short-term and long-term 
financial needs of your organization. 



Benefit to Donors

Efficient and saves time 

Recipient of your gratitude and 
appreciation 

Better understanding of the role they play 
in your organization’s success

Opportunity to envision the larger 
philanthropic impact they can have,

Share their personal interests and 
philanthropic dreams 



Sample appointment 

language

Arlene, I ‘m calling you because you have been such a critical 

part of our work.  You’ve been a donor for more than 10 years 

(you’ve served on our board etc.).  You understand our value to 

the community and the critical impact we have on (your focus 

– Jewish life, Jewish identity, serving the needy). May  I come 

talk to you and get your input? We are working on increasing 

our annual support and planning for our future. I’d love to have 

you partner with us to make this happen.”   

– 1) knows why you are calling; 2) is reminded of her long-term engagement with your 

organization and; 3) will understand why you’d like her input and participation. 



Two Options

Two Ways of Handling an Integrated Ask

 Ask separately for annual  and legacy 

commitments

 Ask jointly for both types of gifts at the same 

time



Separate Requests

Ask the donor to consider an Annual, Capital or 
Endowment Campaign gift with a specific dollar amount 
or a percentage increase 

 “Would you join me in supporting (your 
organization) by making a gift of $X?”  

 “Would you join me in supporting (your 
organization) by increasing last year’s commitment 
by ($ amount or percentage?)”



The Conversation

• Ask them to partner with you by considering making a 
legacy commitment now in addition to their generous 
annual/capital /endowment/campaign support. 

• “Thank you so much for your current operating 
support(or capital/endowment campaign support)   
Have you heard about our Legacy program?”

• Briefly review how the program works and share the 
letter of intent. Make sure to advise them of the 
incentive grant.

If they 
respond 
Yes to 
Annual, 

Capital or 
Endowment 
Campaign 



The Conversation

• “Thank you for your consideration.  You have been a 
committed donor over the last several (or many) years 
and we appreciate your support. I understand you are 
not prepared to commit to an annual gift now.”

• “Perhaps you would consider leaving a legacy since you 
can do so without having to make a payment now or in 
the near term.”

• Enter into a “legacy conversation” with them. Review 
the program with them, make sure to include 
information about the incentive grant  to motivate 
them to make their commitment now rather than later 
and share the letter of intent  form.

If they 
respond 
No to 
Annual, 

Capital or 
Endowment 
Campaign 



The Legacy 

Conversation

Ask Questions

Share your case statement

Tell your story 

Invite them to partner with you



The Legacy 

Conversation

Be prepared to respond no matter what the outcome

• YES – Great!  Thank you so much and review the Letter of Intent with them.

• MAYBE – ask if there is any additional information you can provide them that 

would help them with the decision.

• NEED MORE TIME - set up another time to meet with them, or for a follow-up 

phone conversation.

• NO – ask them why and depending on the reason, ask if it would be ok to follow 

up with them in 6 months or next year.

Thank them for their time and considering 

your request (or saying yes!)



The Legacy 

Conversation

Immediately after the meeting:

• Send thank you note

• If follow-up, remind them

• Jot down notes from the meeting



Role Playing



Marketing Effectively



Create a Legacy Society



Utilize Nametags

or Pin

Ask me about my legacy

Jeff Siegel
Legacy Society Member

Your logo
here

Your logo
here

Leo Schwartz



Run Ads



Utilize Your 

Website 



Publish Testimonials



Publish Testimonials



Create a Brochure



Email and

Social Media Posts



Use Direct Mail



Targeted Direct Mail 



Words that Work

Dr. Russell James



Words that Work

Dr. Russell James



Words that Work

Dr. Russell James



Stewardship

•Reception before 
“community” gathering

•Shabbat Dinner

•Invitation to event not 
open to general 
community

•Legacy Shabbats

•Annual meetings – light 
candles

•Galas or other special 
events

•Newsletters or 
newspaper

•Website

•Poster, digital display or 
donor wall

•Annual report or 
programs

•Annual meeting or other 
gatherings

•Thank you note

•Phone call

•Cards – Birthday, 
Holiday, Anniversary of 
Legacy Commitment

•Personalized letter 
specifically for legacy 
donors

•Gifts

Personal 
Touch

Donor 
Listings/

Testimonials

Special 
gathering for 

Legacy 
donors

Recognition 
at 

“community” 
gatherings



Steward Effectively



Public Recognition



Public Recognition



Personal Recognition



Legacy Gift Tracking

• Create a file for each person/couple who have made a legacy commitment

• In the file place

• The Declaration of Intent

• Copies of correspondence with the donor

• A copy of the Stewardship Checklist so you can keep track of your contacts 

with the donor

• A copy of the Legacy Commitment Form or other documentation that the 

gift has been formalized

• Create an electronic tracking system…either using your donor database 

management system if you have one or an excel spreadsheet to track the donor, 

when the commitment was made, when you last spoke with them, when the gift was 

formalized and when the gift is realized.

• If you have the ability to set up a reminder system, its great to be able to send the 

donor a card or call them to thank them for their commitment on the anniversary of 

receiving their Letter of Intent.



Culture of 

Philanthropy

 Legacy giving must be a priority and shared responsibility 
of the board and staff

 Legacy program makes philanthropy possible by bringing 
together a particular cause and donors who are willing to 
invest in it

 Everyone accepts and celebrates your donors and their 
commitment no matter the type or size of the gift

 All staff and board must be an ambassador for the 
organization

- Simone P. Joyaux



Next Steps

 Year 2 ends March 31, 2016

 Review your prospect list  

 Assign prospects to each member 

 Each team member have a minimum of one conversation a month in order to reach 
goal

 Make appointments 

 Schedule regular team meetings

 Continue to fill out your quarterly reporting 

 Continue your marketing

 Stewardship, Stewardship, Stewardship

 Next Training – “Being Donor-Centric” –Tuesday, February 9, 2016
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