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Motivational Values 

 

Why are you here? 

 

 
 



What Motivates Legacy Giving? 

• A commitment to being Jewish 

• A desire to live up to the values instilled by  

parents and grandparents 

• To give back. 

• To make a difference. 

• To be a part of something larger than ourselves. 

• To be recognized. 

• To feel united with others of similar commitment & values. 

• To commemorate loved ones. 

• To share their good fortune. 

• To support your organization and its mission because they value 

what you offer to the community. 



Legacy Giving Myths 

 

 Legacy gifts = endowments 
 Legacy can be endowments set up either now or after one’s lifetime 

 Legacy gifts can also be in the form of life insurance, retirement funds 
and other assets 
 

 Legacy gifts = taking away inheritance 
 Legacy gifts are usually only a percentage of an estate 

 The majority of most people’s estate is left to family members 
 

 No will = no legacy gift 
 Legacy gifts can be a portion of retirement funds, life insurance policies 

or other planned giving vehicles. 
 

 



Organizational Myths 

 

 Planned giving hurts annual campaign 
 Studies show donors tend to increase their annual giving after making a 

legacy commitment as they feel more invested in the organization. 
 

 We need money now 
 If you participate in LIFE & LEGACY there is an annual incentive grant so 

you will benefit both now and later. 
 

 We don’t have time 
 If you are already spending time on donor relations, and you should be, then 

you have the time. 
 

 Philanthropic advisors state: If 20% of your operating budget is not coming 
from your endowment by 2025 then your organization will be in trouble, so 
you need to make the time now to build your future endowment base. 
 

 



Legacy Prospects Myths 

 

 Only those over 65 are planned giving prospects 
 A donor of any age can be a legacy donor. 

 Recent study found that 40-49 year olds have the greatest number of 
bequests to Jewish causes IF they have a will. 
 

 Only wealthy people are prospects 
 Legacy giving is the most egalitarian form of fundraising. 

 Your most loyal donors, not necessarily the wealthiest, are your best 
prospects. 
 

 Donors are  going to leave everything to their children 
 Donors who have demonstrated a commitment to your organization are 

likely going to want to illustrate that relationship to their children by 
leaving a percentage of their estate to you. 

 



Your Concerns? 

 

Organizational? 
 

 

Prospects? 
 

 

Personal? 
 



Having the Conversation 

The right person(s) asking for 

The right gift at 

The right time 
 

*********************************************************************************** 

The conversation must be donor-
centric – your role is to listen to 
the donor’s story and use that 
information to encourage a legacy 
commitment. 

 

 



The Conversation Cycle 

Identification 

Information 

Awareness 

Interest Involvement 

Commitment 
– “the ask” 

Appreciation  

Stewardship 



Identification 

Choose your prospects: 

 Individuals /Families with connections to you. 

 Individuals/Families with certain giving patterns & 

history. 

 Individuals /families with personal characteristics 

favoring legacy gifts. 

 Those who have used your services or have been 

helped by your organization. 



Information 

 

Gather information: 

• About the donor and his/her family from your 

legacy team. 
 

• Use your conversation, to gather information,  to 

hear the donor’s story. 
 

 



Awareness 

 
Gain an awareness: 

• Canned script doesn’t work for a legacy 
conversation 

 

• Individualized conversation  based on the donors 
interests, values and philanthropic desires 

 

• Use conversation to understand what is 
important to the donor. 
 

• Take cues from donor.  



Interest 

 
Understand and further cultivate your donor’s  
interest: 

• Ask them why they have supported your organization 
for so many years or when they made their first gift and 
why.  
 

• Update on current efforts that are of interest to them.    
 

• Provide information on number of people served, impact 
program is having on participants, importance of organization 
to the Sacramento Jewish Community. 
 

• Invite them to visit your facilities or attend a program or 
upcoming event (non-fundraising.) 



Involvement 

 

Listen and determine ways to keep them connected: 

• Understand their involvement. 
 

• Periodically send out a personal note updating them on the 

program/service they are most interested in. 
 

• Make sure they are invited to the appropriate programs and 

events. 
 

• Share with them opportunities to volunteer. 
 

• Invite them to increase their involvement by serving on a 

committee. 

 



Commitment 

 

Ask them to make a long-term commitment:  
 

• Share with them your reasons for making a legacy 

commitment.  
 

• Advise them of the impact their legacy gift will have on your 

organization and the Sacramento Jewish community. 
 

• Listen to their response and move the conversation forward 

based on what you hear.  

 



Appreciation 

 

Show your appreciation: 
 
• A handwritten personal note should be sent immediately (within 

48 hours). 

 

• A phone call should be made a week after the personal letter is 
sent out.   

 

• If you have a public listing of Legacy donors, the donor’s name should 
be immediately added to the list. 

• Make sure to get the donor’s permission to list their name as a 
member of your society or to announce at a community event. 

• If they wish their gift to be anonymous, make sure to honor this 
request. 

 



Stewardship  

Steward your donor’s immediately and forever: 
 

• Key to the success of any Legacy program  
 

• Strengthens your relationship with your legacy 

donors 
 

• Keeps them engaged 
 

• Makes them feel appreciated 
 

• Must be donor-centric  

 



Stewardship 

 

Consider a variety of methods to recognize and 

thank those who leave a legacy gift: 

 Public recognition- on a wall; in the newspaper or annual report; 

at annual meeting and other organizational events; in testimonials 

either print or video that are shared with the community. 

 Personal recognition – thank you phone call; personalized thank 

you note; holiday cards; letters highlighting your current success 

and thanking them for the part they will play in sustaining your 

organization in the future. 

 Small gifts – a pin, paperweight, plaque, photograph. 

 Attendance at events specifically for legacy donors. 

 



Conversation Cycle 

 
 Set the appointment 

 

 Thank for past support 
 

 Gather information about their connection to your organization 
 

 Listen, observe and pay attention to their story 
 

 Invite them to partner with you to fulfill their philanthropic desires 
and insure your organization continues to exist for future 
generations 
 

 Thank them no matter what their response 
 

 Thank you note, follow-up and internal reporting 



Setting the appointment 

 
Call to schedule an appointment: 

• Introduce yourself and your affiliation  

with the organization. 
 

• Explain you would like to meet to thank them for their 

commitment and to share with them all that is 

happening at your organization.  
 

• Set up a time and place to meet (wherever and whenever 

is best for them). 
 

• Let them know if someone else will be joining you. 

 



Legacy Conversation 

 

 Thank them for their time and past support. 
 

 Schmoozing – usual chit chat at the beginning of a 

conversation. 
 



Legacy Conversation 

Ask Questions: 

• When did you make your first gift? 

• Why have you been such a loyal donor for the last  

# of years? 

• What are your favorite things about the agency? 

• What more would you like to know about the 

organization? 

 
 

 

 

 



Legacy Conversation 

Focus on the Donor: 

• Listen to what they are saying 

• Attempt to understand their commitment to you 

beyond your “good work” 

• Don’t over analyze what you hear 

• Take cues to move the conversation forward from 

them 

• Look for ways to acknowledge, affirm and agree with 

what they are saying…avoid saying no or but. 

 
 

 

 

 



Legacy Conversation 

 

Wait until time is right: 

• Whatever you hear – accept it and use to navigate through 
the rest of the conversation 
 

• Focus on their connection to the organization, not what 
your organization’s needs 
 

• Only ask about a legacy commitment when the donor seems 
ready to hear it 
 

• If donor presents you with an unanticipated situation (upset 
at organization for some reason, financial challenges) don’t get 
upset, work with the information provided.  
 
 

 

 

 



Legacy Conversation 

Share your case statement: 

• Why legacy support is important  

• The organization’s vision for the future 

• Why you decided to make a legacy gift 

 

Invite them to partner with you: 

• Would you consider making a legacy commitment? 

• Be Quiet – allow them time to respond – silence is 

not the enemy here. 

 
 

 

 



Legacy Conversation 

 

Be prepared to respond: 

• If yes – Great!  Thank you so much and review the Letter of Intent form with 

them. 

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

would help them with the decision. 

• If they need more time, set up another time to meet with them, or for a follow-

up phone conversation. 

• If they say 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 consideration  

of your request (or saying yes!) 

 

 

 

 



Legacy Conversation 

Immediately after the meeting: 

• Send them a thank you note expressing your appreciation of 

their time. 
 

• If you are going to follow-up with them, remind them in the note. 
 

• Jot down notes from the meeting, if you did not take them while 

you were having the conversation so you can continue to 

cultivate the donor if they didn’t make a commitment or 

steward them if they did. 

 

• Report back to your Legacy Team.   

 

 



Common Objections 

 
 

 

Objection Solution 

The economy is doing poorly and I 

don’t have enough money right now. 

A legacy pledge can be made now and does 

not require any money at the present time. It is 

an after-lifetime gift. 

I would love to make a large gift, but I 

want to make sure my children are 

provided for. 

An estate plan that includes your children and 

other charities you care about can ensure that 

your children receive an inheritance at the 

same time as your personal charitable values 

are honored. 

I am not wealthy.  Legacy gifts are for 

the rich. 

A legacy gift can be made by anyone and be for 

any amount.  

I don’t have any family, so I don’t need 

to think about gift and estate planning. 

State laws will determine the disposition of 

your estate if you don’t have a plan in writing.  

Even if you don’t have a family, you should still 

create an estate plan that reflects the things 

you care about.  



Letter of Intent 

 

 

 



Role Playing 



Role Playing 

 
 

 Potential Legacy Donor – was the conversation a 
comfortable or uncomfortable one and why? 
 

 Legacy Team Member – was making case easy or difficult 
and why? 
 

 Observer – what did you observe? 
 

 Other comments? 



“Eighty percent of success is simply showing up.” 

                           - Woody Allen 

So go out and have your conversations! 
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