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Planned Giving is Big Money

According to Giving USA, planned giving totaled $43.2 billion in 2019 
versus $21.09 billion from corporations.

$449 billion was raised last year. Of that, $209 billion was raised by 
individuals.

AND THE OPPORTUNITY IS GROWING!

Among national survey respondents over age 30, 69% expect to leave 
A bequest. 



Planned Giving During the Pandemic
• Right now, many people are living the “death becomes real” experience. 

Consequently, there is a major upsurge in Will document completions – particularly 
online. Some sites are reporting greater than 100 percent week-over-week increases 
in completed documents.

• The Remember a Charity website, which promotes legacy giving for the U.K. charity 
sector, has experienced twice as many people visiting its “Making A Will” page as 
would do so normally.

• People are planning like never before because they seek to take care of their families, 
usually the first priority of those doing estate planning even in the best of times. The 
challenge for charities is that we need to be at the top of their minds when people 
are ready to make their plans. It’s definitely the best time for legacy fundraising. 

• In the pre-COVID-19 surveys, 31.89 percent of respondents expressed some level of 
interest in pursuing legacy giving. Among the mid-COVID-19 respondents, the 
percentage was 34.59 percent. 

1) Source: Legacy Fundraising: The Best of Times or the Worst of Times?
Russell N. James III, JD, PhD, CFP® and Michael J. Rosen
2) Market Watch Survey















Profile of a Planned Giving Donor
> Loyal donor who gives to an organization on a 

consistent basis

> 41% of planned giving donors have given to 
the Annual Fund for ten or more years

> 77% of planned giving donors have given to 
the Annual Fund at least fifteen times

> Someone who truly believes in the mission of 
the organization and wants to see the charity 
succeed well into the future

> Wealth is not a factor – loyalty is the key 
(only 6% of planned giving donors are 
considered wealthy)









Case Study 

Northeast University





> Tier 2 callers followed up with each of these 
individuals to secure and/or quantify the gift.

> An additional 70 prospects expressed interest in 
exploring options for a planned gift in the future. 
The client will follow up with these prospects in 
the future.

> Secured 41 planned gifts, totaling $2,166,000, 
potential of an additional $90,000 from prospects 
with short-term planned giving/outright interest.

> Potential $180,000 in long-term planned giving 
interest, plus a potential $350,000 from prospects 
with possible future interest.

> Potential $92,500 from prospects who would like 
to continue to receive planned giving marketing 
materials.
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