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1 INTRODUCTION

1.1 Summary

This document provides an overview of planned giving and its implementation using The Raiser’s Edge 7. The white paper will:

· Define planned giving and planned giving techniques

· Examine planned giving tools in The Raiser’s Edge 7
· Provide a sample planned giving workflow

· Define available reports 

· Provide suggested field and table entries

1.2 What Constitutes Planned Giving

Planned gifts are major gifts that provide a way for a prospect to incorporate their personal, financial and estate-planning goals with lifetime or testamentary giving. The term planned giving may also include deferred giving, whereby a donor makes a gift to an organization that will not be realized until some future date, such as a bequest. 
Planned gifts provide a mechanism for a donor to make a charitable gift using either non-cash assets, such as stock or property, or through more complex giving vehicles such as gift annuities, trusts or estate gifts that require more professional guidance than an outright cash gift. Sometimes planned gifts provide favorable tax benefits or a life income stream; however, they can be as simple a naming a charity as a beneficiary of an estate plan. 
Planned gifts can be either irrevocable (donor cannot change their decision) or revocable (donor can change their decision). Irrevocable gifts, such as stock, gift annuities or charity-managed trusts, are usually counted by the charity as expected/realized revenue since control of the monies transfers to the charity upon execution of the gift. Revocable gifts, such as bequests, outside managed trusts, or retirement assets, are generally tracked by the charity; since the donor retains control over the ultimate direction of the money, they are not counted as expected revenue. 
Gifts can take many forms, both outright (stock, real estate, tangible personal property), and deferred (gift annuities, bequests, charitable trusts, insurance, retirement assets, real estate with retained life interest, testamentary trusts, etc.). A definition of common planned giving vehicles is included as Appendix I. 
As the World War II generation begins to reach “full maturity”, there is an opportunity for a multi-trillion dollar transfer of wealth to successive generations. Non-profits have been cultivating these donors and are rapidly expanding into the planned giving market to assist donors in leaving a charitable legacy as part of their wealth transfer.  

1.3 When Will Consultants Encounter Planned Giving?

A general rule of thumb is that the more sophisticated the development shop, the more likely they are to have a comprehensive planned giving program. Universities, colleges, national associations and health care foundations are good examples of the types of organizations that typically have a planned giving program. However, many small to mid-sized organizations have basic planned giving programs whereby they solicit bequests, accept stock or tangible personal property and may be the beneficiary of a trust. 
Consultants are most likely to address planned giving needs during larger, enterprise engagements.

2 PLANNED GIVING 101

The level of detail tracked on planned gifts will vary from organization to organization. There are no national standards governing the solicitation or management of planned gifts, nor how to track or report on planned gifts. Therefore, every organization does it slightly differently. Depending upon how conservatively they report planned giving revenue, each organization may count planned gifts in a different way as well. As a consultant, it is imperative to understand the client’s planned giving tracking and reporting needs, but not necessarily to understand the in and outs of each planned giving vehicle. 
Planned giving officers need to be able to track and report on both current and future revenue. Current revenue would include gifts that have been realized, such as gifted property, stock, tangible personal property, probated estates, or trust income. These are dollars that the organization can count in their budget figures this year, or as they are released from restriction. Future revenue, or an expectancy, is money that an organization anticipates receiving at a future date. The amount of the expectancy may be known or unknown. Bequests are an example of an expectancy with an unknown amount. The organization has been notified that they are a beneficiary of the estate, however the exact amount is not known until the will is probated. 
Planned gifts can take years or decades to realize. It is not uncommon that the planned giving officer who assisted the donor with making the gift has left the organization before the gift has been distributed. Because of the long cultivation period associated with planned gifts, it is critical that donor information and proposal information be tracked accurately. This will ensure that the donor has a seamless relationship with the organization regardless of staffing changes.

2.1 Who is a Planned Gift Prospect?

A typical profile of a planned giving prospect is an individual that is 65 years of age or older that has been a loyal donor to the organization. Some organizations begin cultivating potential planned giving donors at age 55, depending on their constituent base and available resources. Fifteen years of consecutive giving or twenty plus gifts (not including pledge payments) can also indicate a likely planned giving donor. If an individual has responded with interest to a planned giving mailing or attended a planned giving seminar sponsored by the charity, they should be cultivated for a planned gift. Financial planners or other professional advisors often collaborate with charities to present planned giving information to their clients. Over the past ten years, financial planners and advisors have increased their knowledge about the field of planned giving field and can be helpful in identifying prospects or steering donors to a particular charity or cause. 
These baseline measures may vary from organization to organization, especially if an organization is young. Understanding how your client defines planned giving prospects will be important to establishing an effective tracking system. 
2.2 Solicitation Process

The solicitation of planned gifts is handled very similarly to major gifts. They typically follow the Identification, Cultivation, Solicitation, Stewardship cycle. One key difference would be that the gift proposals that donors review are often generated by third party software, for example, PG Calc or Crescendo. 
PG Calc and Crescendo both produce gift illustration software to aid development officer in outlining the tax implications of particular planned gifts such as gift annuities and trusts. Development officers may present multiple illustrations, so it is important to be able to reference the proposal that the donor ultimately accepted. 
Planned giving solicitations may also involve a donor’s attorney, accountant or other professional advisor. It is important to track these relationships, especially if these individuals will assist in the disbursement of the gift. 
Many organizations establish heritage or legacy societies to recognize donors that have named the charity in their estate plan or have executed a planned gift during their lifetime. 
2.3 To Manage or Not to Manage

Charities are often hesitant to enter the planned giving arena due to the legal obligations associated with administering or managing certain planned gifts. Gift Annuities are an example of a gift instrument that requires the charity to pay the donor(s) a lifetime income. Income may be paid quarterly, semi-annually or annually. Each payment has tax ramifications for the donor. Keeping track of the payment schedule, managing the investment income to provide enough growth to cover anticipated payments, and providing the donors with annual tax statements are all the responsibility of the charity. Charities may also opt to manage certain trusts and be responsible for providing the appropriate income payouts to the beneficiaries. It may be necessary for the charity to distinguish “inside managed” trusts from “outside managed” as part of their reporting. 
Third party software such as PG Calc’s GiftWrap can assist charities in gift administration for charity-managed planned gifts, such as those where the charity has to provide the donor with an income stream. Gift administration software is an adjunct to The Raiser’s Edge and provides the ability to track income payout schedules, amounts, donor birthdates, beneficiary birthdates, name, address, date the planned gift was funded, and gift instruments. They also produce financial reports and track market values of charity managed planned gifts. Charities can also outsource the administration/management of their planned gifts if they do not have in-house expertise. 
At this time, we haven’t developed an interface between Raiser’s Edge and any gift administration software. But I’m sure the custom solutions team would enjoy a project like that! 
A logical sequence of entry would be for the proposal and gift information to go into Raiser’s Edge first, with required information for gift management entered into the gift administration software second. Think of Raiser’s Edge as capturing the details of the solicitation and closing of the gift and the gift administration software being used by the Finance office to pay the donor the required income installments. 
2.4 How is Planned Giving Information Used?

Planned giving officers need to be able to do the following: 
· Link an initial proposal to a realized gift

· Estimate/Track future income

· Predictive pipeline reporting for all types of planned gifts

· Evaluate growth of planned giving program (track # of proposals sent vs. closed, # of gifts by gift instrument, historical perspective)

· Determine number of planned gifts by gift instrument per year

· Track relationships associated with a donor or estate record

· Track estate resolution process

3 THE RAISER’S EDGE PLANNED GIVING TOOLS

The Raiser’s Edge can assist organizations in the tracking and reporting of planned giving data. The Raiser’s Edge does not create planned gift proposal/illustrations, calculate net present value or determine the fair market value of gifts. Standard functionality in combination with RE:Search provide the best options for tracking planned gift information. 
	Raiser’s Edge Tool
	Application

	RE:Search Module
	Planned Gift proposal and Solicitation Strategy

Prospect Ratings

Financial Information

Other Philanthropic Giving

Prospect Interests

	Actions


	Moves History

Outline of Next Steps

Stewardship/Recognition

	Notes
	Contact and Call Reports

Solicitation Strategy

Recognition Wording 

	Relationships
	Assigned Solicitors

Key connections

Organizational affiliations

Family members

Professional Advisors (Attorneys, Accountant, Financial Advisor)

	Query
	Identification based upon selection criteria

Grouping of records

	Reports and Dashboard
	Pipeline Management 

	Gifts
	Realized/Completed planned gifts

	Media
	Copies of gift illustrations/proposals

	Blackbaud Analytics
	Identification of planned gift prospects


3.1 Sample Planned Giving Workflow


[image: image2.wmf]Identify Prospects

Create Proposal/Solicit Gift

Gift notification received/

outright gift received

Solicitation proposal

updated

Expectancy proposal

created

Gifts realized/ Expectancy

closed


3.1.1 Step 1: Identify Prospects

Use Query or Blackbaud Analytics to identify planned giving prospects. 
3.1.2 Step 2: Create Planned Giving Proposal/Solicit Gift

As the planned giving/development officer begins the solicitation cycle, a proposal should be set up with appropriate actions, proposal type, proposal instrument and proposal status. At this point, the proposal should be handled similarly to a major gift proposal. Actions and Notes should be used to record contact with the prospect such as mailings, responses to specific planned giving questions, etc. Media can be used to store additional legal or supporting documentation. 

3.1.3 Step 3: Gift notification received/Outright planned gift given

There are several different approaches that can be used to track an outright gift or notification of a future gift. The decision to use option 1 or 2 is based upon the complexity of the organization’s planned giving program and how they count revenue. Option 1 can be used for smaller, less complex organizations. However Option 2 is the better overall solution in terms of reporting. 
Option 1: Outright Gifts should be entered as a gift in The Raiser’s Edge and linked to the planned giving proposal. The Gift Amount should equal the face value of the gift. The Receipt Amount field can be used to record the charitable deduction value of the gift. 
If the gift is paid using stock, use Gift Type = Stock. Most organizations count this as current revenue and not a planned gift. 
If the gift is being made with tangible personal property and the organization does not count it in the revenue stream, use Gift Type = Gift-in-Kind. If the organization considers gifts of tangible personal property as part of their planned giving program and it counts as revenue, use Gift Type = Other and a Gift sub-type of “Personal Property”. Similarly, if they consider real estate as a planned gift, use Gift Type = “Other” and a Gift subtype of “Real Estate”. 
If the gift is considered revenue, such as a Gift Annuity or income from a trust, use Gift Type = “Other” with appropriate gift sub type (ex. Gift Annuity, Trust Income, etc.). In general, keeping the majority of planned gifts with a gift type of “Other” and a sub-type that further defines the vehicle is the best method for tracking planned gifts. This allows you to run reports based on gift type and sub type to identify planned gifts other than stock or tangible personal property. 
Update the Proposal Status to “Expectancy.” Update the Proposal Instrument field to reflect final gift vehicle (ex. Gift Annuity); Update Proposal Purpose field to “Planned Gift”. Proposal Attributes can be added to track additional details related to the gift such as beneficiaries, expected percentage interest of the gift (if contingent or multiple beneficiaries), date of final distribution, payment frequency, payout rates, etc.

Using the above coding schemes, reports can be run based upon Proposal Instrument, Proposal Purpose or Gift Type or Sub-type. 
3.1.4 Future gifts/expectancies

Gifts that are not yet realized, such as trusts or bequests, or gifts that are revocable, need to be tracked but should not be entered into the system as gifts or pledges since they have not been received by the charity. Organizations sometimes enter these types of planned gifts as pledges or gifts with future dates. This causes a high degree of difficulty in generating accurate revenue reports, since they will always need to be excluded in order to report on actual dollars received. 
Notification of Future gift: Update the Proposal Instrument to reflect the final anticipated gift vehicle (ex. Bequest). Update the Proposal Status field to either “Planned Giving Intention” or the appropriate status as determined by the organization. Update the Proposal Purpose field to equal “Planned Gift”. If an expected amount is known, you can enter the amount in the Amount Expected field. If an expected date is known, enter the date in the Date Expected field. 
If the organization has a planned giving society, update the record to indicate the donor is a member. This is usually tracked as a Constituent Attribute with a data type of Y/N. For example: Category = Heritage Society; Description = Y; Date = Date the donor became a member of the society. 
3.1.5 Estate/Trust Organization record versus Individual record

Clients may want to enter the bequest or trust as a gift on the donor’s individual record. The preferred approach is to create an organizational record for the “Estate of” or “Trust of” the donor since the estate or trust is the entity making the gift. Gifts can then be soft credited to the individual record. 
Estate gifts (Bequests) and Trusts that are producing income for a charity should have their own organization record that is linked through relationships to the donor’s constituent record (for example, Estate of John Donor should have an individual relationship to John Donor’s record). Estate and Trust records should have discrete constituent codes to distinguish them from other organizational records. Lawyers, accountants, trust officer, executors, and other beneficiaries can all be tracked as individual relationships associated with the estate or trust record. 
Option 2: Create a second proposal to track the expectancy as a separate entity from the initial proposal. 
If there is a large volume of planned gifts, it may be beneficial to create a proposal specifically for the anticipated or realized planned gift. Naming conventions and codes will need to be developed in order to separate planned gifts from major gifts. This will allow the organization to run pipeline reports that specifically review major gifts versus confirmed and anticipated planned gifts. 
The original proposal soliciting for the planned gift should be updated to reflect the outcome of the solicitation. As suggested in Option 1, any actual gift should be entered on the constituent’s gift tab and linked to the proposal. All other relevant proposal information should then be updated (Proposal Status, Proposal Amount, etc.). This proposal is now effectively in Stewardship or “closed” depending upon how the organization manages its gift program. 
A second proposal should be created that contains the details related to the planned gift. In order to easily distinguish the “expectancy” proposal from the major gift ask, the Proposal Name should reflect either the Proposal Instrument or in some way convey that this is a planned gift tracking proposal. The Proposal Purpose should equal Planned Giving or Expectancy; this value needs to be unique to the planned giving program. Proposals with the value “Planned Giving” or “Expectancy” in the Proposal Purpose field should not be used by the major gift program to track their solicitations. This will allow the client to group all expectancies by the Proposal Purpose field. 
The Proposal Status should reflect either that the expectancy is open or closed (Expectancy Open; Expectancy Closed), allowing the client to sort based upon received versus future gifts. The Proposal Instrument should reflect the vehicle used to make the gift (Annuity, CRUT, CLT, etc.). 
The Proposal Amount Asked field can be used to record the Face Value of the gift (for irrevocable gifts); the Proposal Amount Expected field can be used to record the anticipated gift value, if known. Expected amounts may need to be updated yearly as the value of a trust or estate fluctuates. Each client will need to decide if they want to track expected amounts for irrevocable and revocable gifts and the methodology for how they will calculate those amounts. Some organizations use a generic average for each bequest of an unknown amount (our average bequest is $10,000, therefore each bequest we book with an unknown value will be booked at $10,000); some only record known amounts; others attempt to value each known bequest and trust every year. Since each organization handles this differently, you will need to work closely with your client to set this up in the most beneficial manner to them. 
By establishing the second proposal for the expectancy, pipeline reports can be run based upon either the Proposal Status (Expectancy Open/Expectancy Closed) or Proposal Purpose (Planned Giving/Expectancy). This coding will differentiate planned gifts from other proposals on the constituent record. 
The Expectancy proposal can then have proposal attributes such as Primary Beneficiary, Secondary Beneficiary, Net Present Value, Payout Rates, Payment Frequency, etc. that allow the planned giving officer to track the details associated with the gift. 
Below is an example of how an expectancy proposal and a major gifts proposal would appear on the donor’s record. They are distinguished by the Proposal Name. 
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Here is how the initial ask proposal was tracked:
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This is how the expectancy proposal has been set up:
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3.1.6 Estate/Trust Organization record versus Individual record

Clients may want to enter the bequest or trust as a gift on the donor’s individual record. The preferred approach is to create an organizational record for the “Estate of” or “Trust of” the donor since the estate or trust is the entity making the gift. Gifts can then be soft credited to the individual record. 
Estate gifts (Bequests) and Trusts that are producing income for a charity should have their own organization record that is linked through relationships to the donor’s constituent record (for example, Estate of John Donor should have an individual relationship to John Donor’s record). Estate and Trust records should have discrete constituent codes to distinguish them from other organizational records. Lawyers, accountants, trust officer, executors, and other beneficiaries can all be tracked as individual relationships associated with the estate or trust record. 
Example of an estate record:
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Example of a gift linked to a proposal on a donor’s record:
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Example of how the expectancy proposal is affected by this gift:
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3.1.7 Step 4: Future gift payments are distributed/realized and Expectancy is closed

Update the appropriate constituent record (estate, donor, trust) by adding a gift to the record with the corresponding gift type and sub-type. This gift should be linked back to the expectancy proposal (if using Option 2 for tracking). If additional payments are anticipated, leave the expectancy with a status of “Expectancy Open” and continue to link additional gifts to the proposal. Set Proposal Status to “Expectancy Closed” once the final distribution has been received. 
3.1.8 What if the client does not have the optional RE:Search module?

If the client does substantial major and planned gift work, RE:Search is definitely the preferred method for tracking expectancies. However, if the client’s planned giving program is limited, you could create $0 gifts with a gift type of “Other” and the appropriate gift subtype to indicate expectancies. Be sure that any revocable $0 “gifts” that are entered on the Gifts Tab of Raiser’s Edge are marked as Do Not Post, to avoid sending them to the general ledger. 
I do not advise entering planned gift expectancies (i.e. Bequests) as Pledges in Raiser’s Edge since this could complicate regular pledge reminder mailings. Additionally, only planned gifts that are realized should have a dollar value in the gift amount field. 
4 REPORTS AND DASHBOARD 

There are no specific standard reports related to planned giving in The Raiser’s Edge, however, a few of the standard reporting tools can be adapted. 
4.1 Financial Reports

Gift Detail Report – Filtered by gift type, or including gifts with a particular gift sub-type as defined in a query. 
Other gifts report – For planned gifts entered with a gift type of “Other”; can be grouped by sub-type using a query

Pivot Tables – 7.5 or higher – for analyzing gifts by gift sub-type or number of expectancies by proposal instrument, etc.

4.2 Prospect Research Reports

Outstanding Proposal Report – Filter by Proposal Purpose or Proposal Status

Proposal Follow Up Report – Filter by Proposal Purpose or Proposal Status

Proposal Analysis Report – Filter by Proposal Purpose or Proposal Status

4.3 Dashboards

Prospect List – List of all prospects by proposal purpose or solicitor name

Proposal Pipeline – Filtered by proposal purpose; indicates proposal status of proposals in pipeline

Expected Proposals Summary – expected gifts by month

Proposal Status – Filtered by proposal purpose; contains expected amount and ask amount. 
More sophisticated reporting would have to be done either via exporting Raiser’s Edge data to Excel or Access for analysis or through the creation of custom reports. 
5 APPENDIX I: PLANNED GIFT VEHICLES

5.1 Outright Planned Gift

5.1.1 What is it?

A donation of securities, real estate or tangible personal property (art, jewelry, boats, vehicles, etc.). 

5.1.2 What are the tax benefits?
Income tax deduction for the value of the gift, plus no capital gains tax on appreciated property

5.1.3 What are some other benefits?
The donor can tailor the gift to the charity’s immediate needs

5.2 Living Trust

5.2.1 What is it?

A trust the donor establishes to take effect during their lifetime

5.2.2 What are the tax benefits?

Possible savings in estate taxes if a charity is the beneficiary of the trust remainderman

5.2.3 What are some other benefits?
Trust terms can be changed at any time

5.3 Bequest in a Last Will and Testament

5.3.1 What is it?

A gift made by naming a charity in a will

5.3.2 What are the tax benefits?

Estate tax deduction for the value of the bequest to charity
5.3.3 What are some other benefits?

Gives the donor flexibility in providing for family needs first; gift is made from the asset base rather than the cash stream. 

5.4 Life Insurance Gift

5.4.1 What is it?

A gift of a policy with a charity named as a beneficiary and owner

5.4.2 What are the tax benefits?
Immediate income tax deduction for gift’s value, plus a possible estate tax savings
5.4.3 What are some other benefits?
Provides a way to make a significant gift with little expenditure

5.5 Retirement Plan Gift

5.5.1 What is it?

A gift made by naming a charity as a remainder beneficiary after the donor’s death

5.5.2 What are the tax benefits?
Avoids tax on “income in respect of a decedent” as well as estate tax on the plan
5.5.3 What are some other benefits?
Preserves plan’s value and allows the donor to leave heirs less costly bequests

5.6 Real Estate Gift

5.6.1 What is it?

A donation of real property, either in full or with a retained life estate

5.6.2 What are the tax benefits?
Immediate income tax deduction for the charitable value of the gift, plus no capital gains tax due
5.6.3 What are some other benefits?
Can allow the donor to live in the home and still receive a charitable deduction

5.7 Charitable Remainder Annuity Trust 

5.7.1 What is it?

A trust that pays a fixed income to the donor and any other named beneficiary before the charity receives the remainderman

5.7.2 What are the tax benefits?
Income tax savings from deduction, no capital gains tax liability, possible estate savings
5.7.3 What are some other benefits?

Provides guaranteed annual income for the donor or other beneficiary

5.8 Charitable Remainder Unitrust

5.8.1 What is it?

A trust that pays variable income to the donor or those named before a charity receives the remainder. Unlike the Annuity trust, the Unitrust is revalued each year and the payout is based upon the new market value of the trust. 
5.8.2 What are the tax benefits?
Income tax savings from deduction, no capital gains tax liability, possible estate savings
5.8.3 What are some other benefits?
Provides annual income that could increase if trust value increases

5.9 Charitable Gift Annuity

5.9.1 What is it?

A contract in which a charity agrees to pay the donor a fixed percentage income for the donor’s lifetime or for the donor’s spouse’s lifetime. The payout is based upon the donor’s age at the time of the gift. 
5.9.2 What are the tax benefits?
Immediate income tax deduction for part of gift’s value, capital gains spread out over life expectancy
5.9.3 What are some other benefits?
Gives the donor and/or another beneficiary a set income for life

5.10 Charitable Lead Trust

5.10.1 What is it?

A trust that pays a charity a percentage/set income for a term of years before the donor or heirs regain control of the corpus of the trust. 
5.10.2 What are the tax benefits?
Gift or estate tax savings for value of payments made to the charity
5.10.3 What are some other benefits?

Allows the donor to pass assets to heirs intact at a reduced cost basis

5.11 Testamentary Trust

5.11.1 What is it?

A trust that takes effect upon the death of the donor and pays the charity a percentage/set income stream for a term of years. 
5.11.2 What are the tax benefits?

Reduces the estate tax burden on the donor’s estate by the value of the trust. 

5.11.3 What are some other benefits?

Allows the investment to grow before the trust takes effect, thereby potentially increasing the value to the charity. 
5.12 Perpetual Trust

5.12.1 What is it?

A trust that pays a charity an income in perpetuity. 
5.12.2 What are the tax benefits?

Reduces the estate tax burden on the donor’s estate by the value of the trust.

5.12.3 What are some other benefits?

Charity will receive an income forever, assuming proper management of the trust. 
6 APPENDIX II: SUGGESTED FIELD AND TABLE ENTRIES
	Location (RE7 Module/Tab)
	Field/Table Name
	Field/ Table Values
	Notes/Defined use of table entry

	Proposal
	Amount Asked
	Dollar amount
	This field will reflect the face value of planned gifts. 

	
	Amount Expected
	Dollar amount
	This field will reflect the anticipated amount for planned gifts, bequests or trusts, if known. 

	
	Date Asked
	N/A
	Could be used to indicate the date the gift closed; alternatively, the client may opt not to use this field for expectancy proposals

	
	Date Expected
	N/A
	Could be used to indicate the date the gift may be realized; alternatively, the client may opt not to use this field. It is often difficult to predict an expected date with planned gifts. 

	
	Proposal Name
	Text
	This should be the same as the entry in the Proposal Instrument field. For example, Irrevocable Trust. This will quickly distinguish it from other major gift proposals on a donor record.

	
	Proposal Purpose
	Expectancy or Planned Giving
	All proposals being tracked as expectancies should use this proposal purpose. It will be a common field to all expectancy proposals. 

	
	Campaign
	
	If known, enter the Campaign associated with the gift

	
	Fund
	
	This field should be used to reflect the ultimate use of the gift.

	
	Solicitor
	
	Client may decide to enter the planned giving or development officer responsible to stewarding the donor until the gift is realized. 

	
	Deadline
	N/A
	There is typically no deadline for expectancies since the timelines for these gifts is very long. 

	
	Proposal Status
	Expectancy Open 
	The expectancy has not yet been received

	
	
	Expectancy Closed 
	The expectancy has been received. 

	
	Reason
	
	No recommended use for this field. 

	
	Type of Gift
	Estate in Probate 

Outright Planned Gift

Deferred Planned Gift
	This entry can be used to indicate a broad category that the planned gift is related to. 

	
	Proposal Instrument
	Known Bequest 
	This indicates the donor has named the client in their estate plan and that the client has been informed of the amount that is expected

	
	
	Unknown Bequest
	This indicates the donor has named the client in their estate plan, but has not indicated an amount or percentage that the client will receive

	
	
	CRAT-- Inside Managed
	The gift will be made through a CRAT that will be managed by the client

	
	
	CRAT – Outside Managed
	The gift will be made through a CRAT that is managed by an outside trustee

	
	
	CRUT – Inside Managed
	The gift will be made through a CRUT that will be managed by the client

	
	
	CRUT – Outside Managed
	The gift will be made through a CRUT that will be managed by an outside trustee

	
	
	Future Interest Real Estate
	The gift is being made through a retained life estate gift

	
	
	Gift Annuity – Deferred
	The gift is being made through a gift annuity, although payments will not be made until a later date

	
	
	Gift Annuity – Immediate
	The gift is being made through a gift annuity and payments will begin immediately

	
	
	Irrevocable Trust – Outside Managed
	The gift will be made through an irrevocable trust, of which the client is the beneficiary. The trust will be managed by an outside trustee

	
	
	Bequest
	The gift is being made through a will

	
	
	Lead Trust – Inside Managed
	The gift will be made through a Lead Trust that will be managed by the client

	
	
	Lead Trust – Outside Managed
	The gift will be made through a Lead Trust that will be managed by an outside trustee

	
	
	Life Insurance
	The gift will be fulfilled through a gift of life insurance

	
	
	Perpetual Trust – Inside Managed
	The gift will be fulfilled through a perpetual trust, where the client is the beneficiary of the income stream of the trust, and the trust will be managed by the client

	
	
	Perpetual Trust – Outside Managed
	The gift will be fulfilled through a perpetual trust, where the client is the income beneficiary, and the trust will be managed by an outside trustee 

	
	
	Personal Property
	The gift will be fulfilled via a gift of tangible personal property

	
	
	Real Property
	The gift will be fulfilled through a gift of real estate, where the donor does not retain a life interest in the property. 

	
	
	Pension Plan Assets
	Residual capital remaining in a retirement plan, includes IRA assets. 

	
	Proposal Rating
	Percentage
	This table reflects the likelihood that the client will realize this gift. 

	
	
	100%
	

	
	
	90%
	

	
	
	80
	

	
	
	75%
	

	
	
	50%
	

	
	
	25%
	

	
	
	0%
	

	
	Date Rated
	Date
	This field should be updated each time the proposal is changed. 

	
	Contact
	Contact Name
	The primary contact for the estate or trust should be selected from the drop down table. (Organization records only)

	
	Proposal is inactive
	N/A
	No expectancy proposals should be marked inactive. 

	Actions
	Action Type
	Estate Resolution
	This action type will be used to indicate the action is related to the resolution of an estate. It will only be used by the Planned Giving officer

	Proposal_Attributes
	Attribute Category = Date of notification/confirmation
	Date
	Enter the date the client was notified about the expectancy or the date the expectancy was confirmed. For other planned gifts, enter the date the contract was received/signed. 

	
	Attribute Category = Date gift documentation received
	Date
	Enter the date client received a copy of the will, trust, life insurance policy or other planned gift instrument

	
	Attribute Category = Expectancy Source (Data Type = Table)
	
	This field tracks who provided the client with the source of the expectancy. 

	
	
	Attorney
	

	
	
	Executor
	

	
	
	Family Member
	

	
	
	Financial Advisor
	

	
	
	Trust Officer
	

	
	
	Trustee
	

	
	Attribute Category = Market Value
	Currency
	Enter the known market value of the expectancy. Be sure to enter a date for the attribute for tracking purposes. 

	
	Attribute Category = Client Percentage Interest
	Number
	Enter as a number the percentage interest that the client holds in the expectancy. For example 50 would mean that the client has been named a 50% beneficiary in the estate. Assume that the client has a 100% interest unless a value exists in this field that indicates otherwise. 

	
	Attribute Category = Spouse Beneficiary
	Constituent Name
	Search and find the name of the spouse that is the beneficiary of the estate prior to the client being the beneficiary

	
	Attribute Category = Primary Beneficiary
	Constituent Name
	Search and find the name of the primary beneficiary, if different from the spouse beneficiary

	
	Attribute Category = Secondary Beneficiary
	Constituent Name
	Search and find the name of the secondary beneficiary of the estate, prior to the client being the beneficiary (for example children)

	
	Attribute Category = Realized Amount
	Currency
	Enter the amount of the gift at the time of maturity. Be sure to enter a date for the attribute for tracking purposes. 

	
	Attribute Category = Venue County
	Table = Counties
	Enter the county where the estate is in probate

	
	Attribute Category = Venue State
	Table = State
	Enter the state where the estate is in probate

	
	Attribute Category = Date Expectancy Closed
	Date
	Enter the date the expectancy was finished/closed

	
	Attribute Category = Originating Proposal
	Number
	Enter the number of the proposal ID associated with the gift that created the expectancy. This can be used to tie the expectancy back to the original ask. 

	
	Attribute Category = Payout Rate
	Number
	This field should be used to record the percentage payout rate of the gift. 

	
	Attribute Category = Payment Frequency
	Annual

Semi-annual

Quarterly

Monthly
	This field indicates how often the client should receive an income payment from the gift. 

	Proposal_Notes
	Notepad
	Free Text
	Can be used to record narrative text about the expectancy. Be sure to date and author stamp the note for tracking. (Type author name and date at end of note)

	Notes
	Notepad Type
	Estate Resolution Notes
	This notepad will be used to track contact with estate representatives and will only be used by the Estate Officer. 


7 APPENDIX III: PLANNED GIFT ELEMENTS TO TRACK
Below is a list of items that clients may wish to track related to planned gifts along with a potential Raiser’s Edge solution. This list is by no means comprehensive, but includes some of the more typical items that are usually tracked by a planned giving officer. 
	Data Element
	Definition
	Raiser’s Edge Solution

	Donor birth date
	
	Birth date (Bio1)

	Expectancy date
	Date the gift may be realized
	Proposal attribute

	Donor income tax rate
	The percentage at which the donor’s ordinary income is taxed
	Proposal attribute/ Proposal notes

	Capital gains rate
	The rate at which the donor’s long term investments could be taxed if withdrawn/sold
	Proposal attribute

	Costs basis
	The cost at which the donor acquired the asset
	Proposal attribute/Proposal Notes

	Asset type
	The means by which the donor may make the gift (stock, trust, property, bequest, etc)
	Gift sub-type (realized gift)

Proposal Instrument

	Current return of asset
	The rate of interest or return the donor currently receives from the asset
	Proposal attribute/Proposal Notes

	Face value 
	The value of the gift at the time of the gift
	Gift amount or Proposal ask amount
Gift Amount

	Book value
	The value at which the charity records a future/deferred gift on their books
	Proposal expected value

Proposal attribute
Unique to charity, gift attribute or proposal attribute

	Market value
	The value of the asset at a given point in time
	Proposal attribute
Gift attribute or proposal attribute

	Remainderman value
	The amount the charity expects to realize when the gift is completed
	Proposal amount expected

Proposal attribute
Gift field Remainder 

	Net present value
	Value in today’s dollars of a future gift, based upon a defined interest rate
	Proposal attribute
Net Present Value (rules different for orgs, Case or other)

Want historical - attribute

	Beneficiaries/Contingent beneficiaries
	Individuals who will inherit a portion of the gift prior to the organization receiving a payout
	Relationships

Proposal attribute (constituent name data type)

	Payout frequency
	Frequency of income payments for donors receiving an income from the gift
	Proposal attribute or Gift attribute

	Executor/Attorney
	The individual responsible for assisting in the resolution of the estate
	Relationships

Proposal attribute

	Accountant/Other professional advisors
	
	Relationships

	Gift terms
	The written agreement or legal contract related to a gift
	Media

	Recognition language
	How the donor wishes to be recognized for the gift
	Media

Notes

	Proposal accepted by donor
	The written proposal or gift illustration that was ultimately accepted by the donor 
	Media

	Statements sent
	Dates and details of donor statements 
	Actions

	Attendance at planned giving seminar
	To track whether or not a prospect or donor has attended a planned giving seminar sponsored by the charity
	Constituent Appeal with Appeal Response

Event

	Type of record
	Estate or Trust versus Individual donors
	Constituent code 

	Trust
	Planned giving vehicles that allow a transfer of assets to a trust entity for management (Lead Trust, Charitable Remainder Unitrust, Charitable Remainder Annuity Trust)
	Proposal Instrument


8 APPENDIX IV: PLANNED GIVING RESOURCES
National Committee on Planned Giving: A resource for current information on planned giving trends, educational opportunities and regulations. 
http://www.ncpg.org
Duke University: Excellent descriptions of planned giving vehicles. 

http://www.dukecomm.duke.edu/plangive/Front_Page.htm
Crescendo Software: Gift illustration software and services. This software is used by many planned giving offices to create gift proposals. 
http://www.crescendointeractive.com/cres_home.jsp
PG Calc: Gift illustration and gift management software. This software is used by many planned giving offices to create gift proposals and manage planned gifts, such as annuities. 
http://www.pgcalc.com/sns/gw.htm
Planned Giving Today: Publishes a newsletter with some articles available on line. 
http://www.pgtoday.com/
Planned Giving Design Center: Contains sample gift forms, news alerts, rate tables, etc. Be aware that some of the articles are rather old (1997, 1998) so check to be sure you are getting current information. 

http://www.pgdc.net/pub/
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