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I found a fruitful world, because 
my ancestors planted it for 
me. Likewise, I am planting for 
future generations.
- Taanit 23a



LIFE & LEGACY is a 4 – year 
partnership program of the 
Harold Grinspoon Foundation 
(HGF) that assists 
communities across North 
America, to promote after-
lifetime giving to benefit local 
Jewish day schools, synagogues, 
social service organizations and 
other Jewish entities. 



Building Jewish Legacies
Across North America

Cohort 1
Charlotte, NC
Memphis, TN
Miami, FL
New Haven, CT
Orange County, CA
Portland, OR
Princeton, NJ

Cohort 2
Chicago, IL
Greater MetroWest, NJ
Greater Washington, DC
Milwaukee, WI
Omaha, NE
Sacramento, CA
Southern NJ

Cohort 3
Cincinnati, OH
Delaware
East Bay, CA
Houston, TX
Indianapolis, IN
Phoenix,  AZ
South Palm Beach, FL
Tampa, Orlando, Pinellas, FL

Cohort 4 
Central PA
Charleston, SC
Heart of New Jersey, NJ
Minneapolis/St. Paul, MN
Richmond, VA
Seattle, WA

September, 2018

Cohort 5
Central MA
Durham-Chapel Hill, NC
Lehigh Valley, PA
Louisville, KY
Nashville and Middle TN
Palm Beach, FL
Sarasota-Manatee, FL
Tidewater, VA

LIFE & LEGACY:  57 Communities 
Areivim:  St Louis, Tucson, San 
Francisco, Philadelphia
Hillel:   12 Affiliates

Cohort 6
Atlanta, GA
Atlantic & Cape May 

Counties, NJ
Greater Denver, CO
Dayton, OH
Nevada
New Mexico
Northeastern NY
Pittsburgh, PA
Rochester, NY

Small Feds 
Arkansas
Augusta, GA
Chattanooga, TN
Fort Worth, TX
Peoria, IL
Springfield, IL
St Joseph’s Valley, IN

Cohort 7
Baltimore, MD
Broward County, FL
Calgary, AB
Rockland County, NY
San Antonio, TX



National Update
June 30, 2018

12

Reporting

Partnering 
Organizations

52

Hillels

Communities

565

$11.4 M

52
Participating Communities

Partnering Organizations
565

HGF’s Investment
Over 5.75 years

20,683
Legacy 

Commitments

47%
Legally Formalized

$757 M
Estimated Value

$71 M
Already Realized 

Based on information provided on the 6.30.2018 report

More than half a billion dollars in future gifts!



What do you think 
needs to take place to

sustain your legacy 
initiative

in perpetuity?



Steps to 
Sustainability

• Integrate into board activities

• Stay motivated 

• Continue conversations and 
formalization of commitments 

• Marketing in perpetuity

• Stewardship part of organizational 
calendar

• Integrated into all fundraising activities

• Continue transition to a culture of 
philanthropy





Committee of 
the Board

 Legacy team evolves from a “special 
project” to a standing committee of 
the board 

 Appropriate succession plan in place 
so new people come on as others 
transfer off

 Chair of committee ideal role for past 
president

 Legacy committee report on board 
meeting agenda at least quarterly 

 keep board informed as to 
new gifts secured, total 
number of commitments, 
estimated future value, gifts 
realized

Board of 
Directors

Finance 
Committee

Personnel 
Committee

Legacy
Committee



Case for Endowments

Endowments, in the past a luxury, are now an essential element of any 
nonprofits long-term financial stability strategy

Financial advisers have suggested that any nonprofit organization that is not 
receiving 20% of its operating funds from an endowment by 2030 will be 
in fiscal crisis.

$1 million operating budget need to generate $200,000 per year
• 5% spending policy = $4 M endowment growing at 9%
• 3% spending policy = $6.6 M endowment  growing at 7%

In order to reach this goal, you need to take advantage of the transfer of 
wealth by continuing to have legacy conversations and secure additional legacy 
commitments over the next 10 years.



Case for Endowments

70%

5%
2%

23%

Endowment 2% of Budget

Membership Dues/Tuition

Program and Other Fees

Endowment

Annual Fundraising
57%

5%

20%

18%

Endowment 20% of Budget

Membership Dues/Tuition

Program and Other Fees

Endowment Income

Annual Fundraising



Legacy Commitment 
Expectation

• Continue to strive for 100% 
board participation

• Establish expectation that 
every board member will make 
a legacy commitment sometime 
during his/her term

• When past or current board 
member legacy gifts are 
realized, honor the individual 
at next board meeting



Board of Directors





Team Motivation

What makes a successful team?

Effective

Positive



Team Motivation





Opportunity

Charitable dollars donated by bequests have 
grown 30 percent since 2013 

Baby Boomers are currently the greatest 
economic force in giving.  As they move into 
retirement, this generation is expected to 
donate more than $6 Trillion

We are seeing a changing attitude toward 
generational wealth, such as people choosing to 
give a higher proportion of their wealth 
away instead of passing it along to the next 
generation 

The future of philanthropy – Fidelity Charitable 2016



PROOF THAT PLANNED GIFTS
increase annual giving revenue

Dr. Russell James
The foremost 
researcher on 
the subject 

Average annual gift PRIOR
to making a planned gift:

$4,210 $7,381

GIVING INCREASED +75%

Average annual gift AFTER 
making a planned gift:

Dr. James’ review of a 20+ year 
national longitudinal study thanks 
to the National Institute on Aging 

(the study has been federally 
funded since 1992)

www.imarketsmart.com

+ $3,171
average 

annual giving 
increase 



Continue Conversations

• As annual donors become 
loyal donors – consistently give 
for 5 or more years- make sure 
added to prospect list and  legacy 
conversation takes place.  

• Through marketing, stewardship 
and conversations you should 
secure a few new legacy 
commitments each year

• #1 reason people don’t give is 
because they weren’t asked!



Increase the height
of your ladder



Continue Conversations

• Continue to have a core group of 
individuals focused on securing legacy 
commitments – committee plus 
support from those who have 
made commitments

• Review your current prospect list 
and establish a plan for having 
conversations

• Each legacy committee member  
holds one conversation per 
month

• Committee meets quarterly 
to review progress



Conversations 



Integration

 Open warmly and connect with 
donor

 Ask for the current gift first
(annual, endowment, capital, 
specialty)

 Thank them for their commitment

 Move into legacy ask

 Thank again, 
no matter the outcome



Formalization 

Thank the donor for his/her legacy 
commitment through personal letters, calls 
and stewardship

Ask him/her to formalize the commitment

Make it easy – legacy commitment form 

Encourage gently



Conversations





Recommended Language

Stationery, Envelopes, Email signature lines with link, Newsletters, Email blasts, 
Pop-up on tables, Front page on website… EVERYWHERE



Get Creative   



Websites

Charles E Smith Jewish 
Day School, Rockville, MD

Click button to make gift

Clicks to learn more

Testimonials

Listing of Donors



Social Media   

Facebook            Instagram



Marketing





Stewardship

•Reception before 
“community” gathering

•Shabbat Dinner
•Invitation to event not 
open to general 
community

•Legacy Shabbats
•Annual meetings – light 
candles

•Galas or other special 
events

•Newsletters or 
newspaper

•Website
•Poster, digital display or 
donor wall

•Annual report or 
programs

•Annual meeting or other 
gatherings

•Thank you note
•Phone call
•Cards – Birthday, 
Holiday, Anniversary of 
Legacy Commitment

•Personalized letter 
specifically for legacy 
donors

•Impact Reports
•Gifts

CARE
Personal 

SHARE

Donor Listings/
Testimonials

INVITE
Special gathering 
for Legacy donors

HONOR
Recognition at 
“community
gatherings”



 https://www.minimatters.com/thank-video-promote-
donor-retention/

 https://www.youtube.com/watch?v=TNJggU-C214

 https://www.youtube.com/watch?v=54ZJ9LAjhF4

Videos

Video is the #1 
communication tool in the 
world – Lynne Wester, Donor 
Relations Guru

https://www.minimatters.com/thank-video-promote-donor-retention/
https://www.youtube.com/watch?v=TNJggU-C214
https://www.youtube.com/watch?v=54ZJ9LAjhF4


Impact 



Impact  



Impact  



Impact Report 



Impact



Stewardship 
that is Marketing



Marketing & 
Stewardship 



Stewardship





Integrate into 
all fundraising

 All fundraising appeals should 
include, at a minimum, a place for 
donors to express interest in 
learning more about your 
legacy program or legacy society

 Integrate the legacy 
conversation into all annual, 
capital or endowment campaign 
conversations. 

To make a gift to the temple in your will, trust, retirement account or 
life insurance policy, fold “OTHER” and we will contact you after the 
holidays.



Continue Transition to a 
Culture of Philanthropy

Philanthropy –
“A love of human kind and a 
voluntary joining of resources 
and action for the public good”

Four core components:
• Shared responsibility for 

development
• Integration and alignment 

of mission
• Focus on fundraising as 

engagement
• Strong donor 

relations/stewardship



Continue Transition to a 
Culture of Philanthropy

What is a Culture of Philanthropy?

Every single person in the organization is engaged in securing financial support 
and agrees that it’s an important priority

Everyone conveys a positive attitude towards philanthropy by
• Being donor-centric
• Providing opportunities for engagement
• Building relationships
• Sharing excitement for the organization, the mission and the impact the funds 

will have

-Nanette Fridman, Fridman Strategies



Continue Transition to a
Culture of Philanthropy





“Don’t judge each day by the harvest you 
reap but by the SEEDS you plant”

-- Robert Louis Stevenson
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I found a fruitful world, because 
my ancestors planted it for 
me. Likewise, I am planting for 
future generations.
- Taanit 23a
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