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Creating Legacies through the Transfer of Wealth

Three steps for three months


	Transfer of wealth: building a legacy society



Transfer of Wealth (TOW) research and discussion offers an important philanthropic opportunity for your community. 
A legacy society provides the vehicle for action and recognition.

Community foundations form legacy societies to show appreciation to people who have made deferred giving commitments, to connect them with other caring donors and to encourage more individuals to follow suit. Having a legacy society will help you talk about planned gifts with board members, existing donors and professional advisors. And whenever a new member joins the society, you’ve got a reason to celebrate and communicate. 

If you don’t have a legacy program in place already, learn more about the strategy and tactics behind forming one by reviewing “Starting a Legacy Society,” found in Appendix D of Building Community Capital, a development brief within the Transfer of Wealth Portfolio. 
With a legacy program in place, you can implement the three steps provided in this marketing plan to forge permanent links between your organization and people who care deeply about their community and want to invest in its future.
Please refer to Building Community Capital development brief for background and customization instructions.
MONTH 1: Get all board members to understand TOW research and participate in legacy society
	1. Prepare materials for your next board meeting by adding county-specific TOW data and your local personalization.
· Customize “Securing Our Future” presentation and supporting handout
· Customize County Transfer of Wealth summary

· Personalize Legacy Society Brochure

2. Present “Securing our Future” and facilitate a discussion with board members about the opportunity to capture a small portion of all estates and build a community endowment that can improve the quality of life.
Transfer of wealth discussion points: 
· Preserving wealth and investing in development of communities where younger generations may be leaving
· Important role of community foundation to lead, leverage resources and make a difference
· Strategies for rallying donors: sharing news of wealth transfer, suggesting giving targets, emphasizing the power of giving together 

Legacy society discussion points:

· Introduce the legacy society (or promote your existing legacy program) using brochure. 
· Encourage 100 percent of board members to join the legacy society as a symbol of community leadership—even at a one to five percent charitable designation of estate. 

· Create plan for legacy society promotion in connection to TOW research—consider personal networks of board, professional advisors, and donors. 
Follow up with board members one-on-one to discuss individual legacy society gifts and to emphasize the board’s role in setting the pace for other community philanthropists.
	THE RIGHT TOOLS 
“Securing Our Future” Presentation and Handout, tools that illustrate the opportunity presented by “hidden wealth” in your county and the significance of the projected transfer of wealth from one generation to the next. 

County Transfer of Wealth Summary, a report presenting 
the wealth transfer research. 

Legacy Society Brochure, 
a customizable template that introduces the legacy program, describes the benefits of joining and provides answers to 
common questions.




MONTH 2: Discuss client legacy opportunities with five professional advisors
	1. Identify five estate or financial planners who are likely to refer one or more clients to the community foundation.
2. Make an appointment to discuss philanthropic legacy opportunities for their clients. 
· If the advisor is new to the community or the community foundation, introduce yourself using core community foundation tools—bringing the tools  to your meeting or mailing them ahead of time if the advisor so desires. 
· Referencing “Securing Our Future,” introduce the transfer of wealth research and potential. (Advisors tend to be less interested in this news than are donors or community leaders.) Mention how important the advisor’s role is to the discussion of client philanthropic intentions. 
· Describe opportunities for clients to give back, become part of a collective effort to invest in community and establish a philanthropic legacy. Mention that many people—even high net worth—worry about depleting savings; designating a percent of their final estate to charity is very appealing. 
· Share special recognition associated with your legacy program and the potential to improve the quality of life for everyone through an endowment at the community foundation. 
· Conclude by describing the community foundation’s unique features: personalized services, community leadership, broad expertise, investment stewardship and confirmed compliance with National Standards (or affiliated with a community foundation that is).
· Offer community foundation materials that advisors can use with their clients (core tools and Deciding to Give) and encourage them to bring up charity in every estate planning consultation. 
	THE RIGHT TOOLS 
“Securing Our Future” Handout, a tool that summarizes the opportunity presented by “hidden wealth” in your county and the significance of the projected state and national transfer of wealth from one generation to the next. 

Legacy Society Brochure, a customizable template that introduces the legacy program, describes the benefits of joining and provides answers to common questions
“Deciding to Give”, a tool advisors can use to help donors explore their giving preferences

Core Community Foundation Tools, including “About Your Community Foundation” and “Charitable Instruments” 




MONTH 3: Seek planned giving commitments from 25 individuals
	1. Plan a legacy society donor event that is special and celebratory (perhaps at a board member’s home or community venue). Appropriately begin to promote this exclusive event. 

2. Invite individuals to be part of the legacy society. Through board member networks and a review of current and prospective donors, contact individuals who may be interested in leaving their charitable legacy and building a brighter future for the community. 
· Hold personal meetings to discuss the transfer of wealth opportunity and legacy society benefits by using “Securing our Future” presentation.
· Highlight the board members’ commitments and their participation in the legacy society.
· Suggest simple ways to leave a portion (as little as one to five percent) of their estate to the community foundation. For example: adding the community foundation as a charitable beneficiary to a life insurance policy, IRA or 401(k) account is easy and can be done without amending their estate plan.
3. Hold a legacy society donor recognition event.

· Thank donors for remembering the community in their estate planning.
· Emphasize the power of collective strength of community giving and ask these donors to reach out and invite others into the legacy society.

· Celebrate total endowed funds today and those expected through planned gifts. Tell stories of how donors have made a real difference to improve the quality of life in their community through grants, and help legacy members imagine how their gifts will secure the future.
	THE RIGHT TOOLS 
“Securing Our Future” Presentation and Handout, tools that illustrate the opportunity presented by “hidden wealth” in your county and the significance of the projected state and national transfer of wealth from one generation to the next
Legacy Society Brochure, 
a customizable template that introduces the legacy program, describes the benefits of joining and provides answers to common questions
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