Fundraising: Finding Your Donors -- Planned Giving

(Prepared for the Land Trust Alliance of BC conference 2005)

Self-Assessment Questionnaire

ARE YOU READY TO SOLICIT PLANNED GIFTS?

A.  Assess Your Case and Commitment

1. Do you produce tangible, positives outcomes that can be readily understood by donors?

 Yes

 No

2. Do you undertake broad outreach activities, so that prospective donors have heard of your organization in a positive context?

 Yes

 No

3. Do you believe you are worthy of, and will receive, substantial support if you put a sincere effort into soliciting planned gifts?  Do you feel true passion for your cause?

 Yes

 No

4. Can you articulate an “elevator statement” about your organization?

Format:  “ Because we care about (state the benefit of the work you do) we, (name of organization), are looking for planned gifts.  The success of our work will mean that (state “what’s in it for me and mine, and the things I care about?” for the prospective donor).”

 Yes

 No

5. If yes, write out your elevator statement:

· CHECK-IN POINT:  If you can articulate a clear case for support, and are truly committed to receiving substantial support, you are ready to proceed to the next steps for examining your planned giving readiness.
B)  Planned Giving:  Assess Your Prospects

[Identify your first three good prospects.  To request a planned giving prospect identification worksheet, contact Carmanah Strategies (ph/e-mail below)]

· CHECK-IN POINT:  If you had at least three names that scored significantly on the worksheet, by all means continue to build your planned giving program.  If not, you should shift your focus to building your membership and your individual donor base.

C)  Planned Giving Readiness:  Assess Your Organizational Capacity

· Institutional readiness.  Does your organization have:

	 Yes
	 No


	Immediately at hand, your charitable registration number, full legal name, and all contact information. in case a lawyer or donor calls (for bequest wording in a will)? (This means everyone who answers the phone has this information readily accessible.) 


Remember, bequests are the most common form of planned gift.



	 Yes
	 No


	The infrastructure to track donations, record donor information and to thank donors for their gifts?



	 Yes
	 No


	A clear understanding of the CRA rules regarding the provision of tax receipts for various types of gifts (or access to a professional advisor such as a lawyer or accountant to support you).



	 Yes
	 No


	A good reputation in the community in which you will be seeking funds?  

(Remember, your “stealth” donors are out there!)



	 Yes
	 No


	Adequate materials to share with prospective donors? (e.g. Green Legacies guides, your own organization’s materials, LTABC materials)



	 Yes
	 No


	Well-developed membership-building and annual giving programs?



	 Yes
	 No


	A strategic plan that works?



	 Yes
	 No


	A capable, engaged Board of Directors with an understanding that planned giving efforts can take time to reap rewards (but then they are substantial)



	 Yes
	 No


	Board members (or a Development Committee of the Board) that are willing to ask others for money?  (Remember: people give to people.)



	 Yes
	 No


	A majority of Board members who will make a planned gift themselves?



	 Yes
	 No


	An Executive Director who understands fundraising as well as management (and who will participate in soliciting and managing planned gifts)?



	 Yes
	 No


	The ability to handle monthly gifts?  This includes setting up a procedure with your bank to process  monthly pre-authorized withdrawals.



	 Yes
	 No


	The ability to screen and handle gift arrangements such as gifts of securities, real estate, artwork or in-kind donations?



	 Yes
	 No


	A gift acceptance policy (e.g. endowments, restricted and unrestricted gifts, valuation of securities, etc.)?



	 Yes
	 No


	A relationship with legal counsel who can advise you on matters such as contentious estate issues.



	 Yes
	 No


	A brokerage account (if you are going to accept gifts of securities, shares in mutual funds, etc.)?



	 Yes
	 No


	A relationship with a good stock broker who can handle the transfer of gifts of publicly listed securities into your account?



	 Yes
	 No


	A person (or persons) within your organization (staff or Board members) who can act on the organization’s behalf to oversee the transfer of securities and shepherd each gift through the entire process?




· CHECK-IN POINT:  If you answered “no” to any of the questions above, you may want to work on strengthening that element of your organization before you launch a concerted planned giving effort.  Your “no” answers are areas that your organization needs to work on improving.  

The stronger and better-prepared your organization is, the smoother (and more rewarding) your fundraising journey will be.

SUMMARY:

If you passed all the hurdles, congratulations!  Your organization is definitely ready to start the groundwork for a planned giving program.  Check out some of the resources below for more detailed information on what your next steps should be.

If you did not pass all the hurdles, you are now more aware of the areas you need to develop -- revisit this exercise in six months or a year and see how you score.

Resources:

· Green Legacies: A Donor’s Guide for BC
(keep multiple copies on hand, useful as a tool for gift solicitation conversations and as a leave-behind) 
To order: 1-800-387-9853 Ext. 4

· Frank Minton and Lorna Somers’ Planned Giving for Canadians
(publisher: Somersmith / www.PlanGiv.com)
· LTABC materials including Your Land Conservation Options, Tax Benefits of your Conservation Donation, U.S. Donations for Conservation in Canada

· Forefront (formerly Front & Centre), published by the Canadian Centre for Philanthropy / www.ccp.ca

· Kim Klein’s Fundraising for Social Change and Grassroots Fundraising Journal (publisher: Chardon Press / www.grassrootsfundraising.org)

· Canada Revenue Agency web-site
www.cra-arc.gc.ca/tax/charities

· www.charitylaw.ca for information on rules and guidelines
· William Sturtevant’s The Artful Journey: Cultivating and Soliciting the Major Gift (Bonus Books Inc. 1997)
· See Page 127 of the Green Legacies guide for more resources and for information on contacting professional associations
Green Legacies Project

Managed by Carmanah Strategies

Phone: (250) 358-2722 /  E-mail: carmanah@look.ca

