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Words of Welcome

As you begin to shape your legacy gift programeta&art! It is not as complex or
overwhelming as it may at first seem. While tharme many “exotic” types of planned
gifts, the nuts and bolts of legacy giving are venych the same as annual and campaign
fundraising: It's all about mission, vision, and asking for thegift.

You don't need to become a professional charitglfteolanner to build a successful
planned giving program in your congregation — aod gon’'t need to do it alone. The
Unitarian Universalist Association of Congregatigo&JA) has resources to help you
along the way. Our professional staff are hereelp Unitarian Universalists make
meaning gifts for the future of our liberal religio If a donor wishes to provide for her
own congregation, we will help her do just thetddnors wish to support two or more
UU entities via a planned gift, we will help them that, too. We call iimbrella giving.

In addition to explaining what an umbrella gift midook like, this guide is intended to
be an overview of the practical more than the te@side of planned giving. In this
guide, you will find planned gifts explained in pld&nglish. Bequests are the most
common planned gift; and they are usually simplartange. For these and other types
of planned gifts the UUA Legacy Gifts staff has éxperience, resources, and expertise
to help individuals complete planned gifts thafifutheir wishes to make a difference in
Unitarian Universalism’s future.

This guide will help you plan and conduct your plad giving campaign, so that you and
others in your congregation can start solicitingssgmmediately. Focus your planned
giving program on asking individuals to give andiyeill succeed. See yourself as a
donor advocate, helping UUs find ways to be gergerou

As your partner in planned giving, the UUA Legadyt$sstaff strives to provide
professional, timely, and reliable service andinfation. In addition to this guide, we
offer a number of resources, in print, by phonmalt (giftplans@uua.org), and on line at
the UUA websitehttp://www.uua.org/giving

-The UUA Office of Legacy Gifts



AN OVERVIEW OFPLANNED GIVING

In the area of planned giving, it is easy to gejderl down in legal, tax and financial
technicalities. Detailed knowledge of the legal &chnical aspects of planned gifts,
however, is not necessary to run a successful pthgiving program in your
congregation. Some general knowledge, howeveragdlist you in understanding how
to conduct a successful planned giving programpantaps empower you to meet with
individuals and discuss how they might make medunlmgifts.

1. What Are Planned Gifts?

A wide range of giving opportunities fit under thienned giving umbrella, including
charitable bequests, life income gift arrangemécatiaritable remainder trusts, gift
annuities, and pooled income funds), as well s gifreal estate and gifts that use
retirement and insurance plan benefits. Depenadimgour geographic area, planned
gifts could also include “exotic” assets, such asaral and timber rights or oil and gas
leases.

Most planned gifts are deferred, meaning your cegation will enjoy the financial
benefits after the donor dies. Often a plannedigitie largest single gift donors will
ever make, so careful thought and estate plannangb® in order. For these and other
reasons, planned giving programs and the voluntgeosmanage them must be patient,
good listeners.

Many planned gifts fall into two categories:

Testamentary gifts (bequestsare by far the most popular, reliable,
and inexpensive planned gift. These take the forimsjpecific
provisions within a donor’s will, stating that ait some portion of the
donor’s estate will be a charitable gift to youngeegation. Bequests
will be made during both the leanest and the bésihancial times.
With umbrella giving, donors may make their bequesthe UUA,
stipulating gifts to other UU entities. The UUAIwadminister the
distribution of funds to all of the named benefima.

Life income gift arrangementsare another popular form of planned
giving. These may take the form of charitable sugtft annuities and
gifts to the UUA Pooled Income Fund (PIF). Simptgted, a donor
makes a gift of $5,000 or more ($100,000 or morehi case of a
trust), enjoys an immediate income tax deductianaf@ortion of the
gift, avoids some or all capital gains, and recei@@uarterly check for
the rest of her or his life. After the donor did® gift is distributed to
your congregation, the UUA or any UU entity accaglto the donor's
wishes. Umbrella giving!



Planned gifts come in a variety of forms, and ineamnany different kinds of assets.
Given this diversity, it not feasible to illustrdtere all the ways in which planned gifts
may come to your congregation. For more infornmaba bequests, charitable gift
annuities and the pooled income fund, please teftite attached sheets entitled “What
should | know?”

Instead of becoming experts on the details of warigpes of planned gifts, you and your
fund raisers need to know a few basic “golden fulest indicate someone who might be
interested in making a planned gift.

Know what gift arrangement to suggest

High annual income suggests either or both a cugifimrand a deferred gift.
Comfortable to low annual income, owning a lot wjtttly appreciated assets,
suggests a gift that provides a lifetime income.

Moderate to high degree of apprehension about ¢iahfuture may suggest a a gift
annuity of charitable remainder annuity trust.

Insecurity and fear about retirement and healtk casts related to aging suggests a
bequest.

Desire to reduce assets for estate tax and Medeajabses, suggests a potential life
income gift.

»* ok ok kW

Whatever gift may be offered, the Legacy Giftsfstaé here to assist you in making it
feasible for all involved.In the end, what is most important is for you to m&e the
call and the visit and to provide the opportunity br the donor to offer her gift.

2. Why Are Planned Gifts Important?

Planned gifts, including charitable bequests madmugh a will, are often the single
largest and most significant gifts an individuah@and will make to your congregation.
Individuals usually give bequests and planned ¢iftwhat has mattered most to them in
their lives — family, friends, and institutions tlshare their core values. The level of
commitment and interest shown by a planned gitieisp and for the long-term. Itis a
rare person who gives away his life’s savings avham. Many instead evaluate their
fundamental values and priorities and apply these ealues to a plan for how they want
the assets in their accumulated life estate tagialilited and used after they die.

More often than not, it is a gift intended to prerilong-term or perpetual support to your
congregation, such as a gift to your permanentwnumnt. Planned gifts therefore are
essential to the financial future of your fellowshsociety, or congregation. Indeed, a
planned gift can be the ultimate gift of a lifetifioe both your congregation and the
donor. Planned gifts will not be made from disgmsannual income or by digging a
little deeper for a “stretch” gift as in a campaignstead, a planned gift is usually a
donation made from the assets accumulated ovensarps lifetime, and it is usually a
contribution to the endowment.



For some donors, a planned gift is part of an divesgate plan, which they have
developed with a tax, legal and/or financial prefesal, since planned giving tools
provide professional estate planners useful optionkelping clients increase current
income in a tax-favored manner, while providingietds for diminishing a client’s
assets for estate tax and Medicaid eligibility msgs. Tax savings and Medicaid
eligibility are seldom the primary or sameotivating forces for charitable contributions.
In some instances, however, the tax benefits déaptiiropy allow some individuals to
give more than they initially thought possible.

3. Who Gives?

Have you asked your older congregants to make r@&big bequest to your
congregation? Consider the following:

According to the Giving USA report released by 8&~RC Trust for Philanthropy,
$240.72 billion was given to charities in 2003. this amount, charitable gifts received
through bequests made up $21.6 billion, up from$balion in 2002. One study by the
Social Welfare Research Institute at Boston Collegfenates $6-$20 trillion will be
passed by charitable bequests between 1998-2052.

At any age, in every economic circumstance, chaathequests are by far the most
commonly used form of planned giving. Bequestgelaively inexpensive to arrange,
they are "no risk” gifts, they are easy for congteans to promote, and for people with
high net worth, they save $1 in estate taxes feryestollar given. All a donor needs to
do is complete a legal wilRll you have to do is ask.

Conventional wisdom holds that people between Sb7&nyears in age make planned
gifts. By the year 2010 almost 14% of the US papah will be 65 or older. In 2001,
11% percent of our congregations reported mosl ¢»&1%) of their regular
participating members were 60 or older. Anotheé¥2a§ our congregations reported that
about half (40-61%) of their regular participatimgmbers were 60 or older.

Again we ask: Have you asked older congregantsalkkera charitable bequest to your
congregation?

By any measure, many Unitarian Universalists ae@tint in their lives to make a
commitment to the future of our liberal faitfyour congregation's mission or "vision"
statement therefore should be compelling. Howrdautions will actually be used
should be common and public knowledge. If gifies going to your endowment fund,
prospective donors will want to know how their giftill be invested and managed, how
endowment earnings will be allocated for spendingeenvestment, and under what
circumstances, if ever, the principal might be oheg.




Identify individual prospects with these common cheacteristics:

* Committed to Unitarian Universalism, locally andsaeligious movement

* Has given generously to the congregation

* Over age 55, with no pressing family obligations

* Has more than one source of income - unearned iecnts, royalties, etc.
Owns highly appreciated assets (real estate acl stgarticular).

3. What Isn’t Planned Giving?

It is important to remember at the outset that pémhgiving is distinct from other types
of fund raising typically done in your congregation

The annual canvass for example seeks contributiohsd the operating budget. People
expect to be asked to make a pledge each year akel donations from disposable
annual income. Pledges are paid in installmestsally by check, and increasingly by
electronic fund transfers, using credit or debitlsa Occasionally stock gifts are made.

A capital fund drive seeks financial resourcessfegcific projects, such as building
improvements, facility expansion, or land purchasBsese occur, at their shortest
possible interval, once every five years. Capgahpaign pledges are usually three to
five times larger than the individual annual casvpledge amount. Pledge payments are
made over three to five years, and donors usual o “stretch” their financial
resources to contribute. People may dip into g@v/0T use non-cash assets to make a
campaign gift.

On the other hand, a planned giving program coalddscribed as work that has a
beginning, but has no end, unlike both the annalaVass, which occurs within a set
amount of time (weeks, maybe months), and a cagatalpaign, which begins and ends
in a matter of years. Planned giving programdanever. People will give to
endowment funds at different times of their livesiest will do so at death. Their lives,
not the church calendar or the schedule of a mglgroject, will determine when they
are ready to make a their ultimate gift to the enaent.

4. TIPS AND TRAPS

Boundaries- In the enthusiasm to assist individuals in catipg their gift plans,

beware of becoming a personal advisor or offeraggl or financial advice. It is
inappropriate, even unethical, for a fund raisezxercise undue influence or to direct a
donor's personal affairs. It is always prudertieéanindful that your role is as a fund
raiser securing contributions for the church. Td@#sn’t mean you are mercenary or that
you cannot be of some help, but it does mean thanged to guard the boundary
between providing information and becoming a dapegrsonal representative or
certified financial planner or attorney. Indeeadyould be a conflict of interest if you
were.



Professional Resources To help people find a qualified professional vdam review
their gift plans and advise them on their optiaeyelop a list of reputable professionals
in your community and make it readily available @ Yellow Pages Always
encourage donors to seek independent qualifiedssblnefore they commit to a gift plan
of any significance or complexity. Avoid the terabn to promote a particular
professional as legal or financial planning courigeljour planned gift donors. To
insure against any hint of conflict of interestuyaonors need to make an informed
decision and choose their own independent coundebk after their interests. The
congregation should not make the choice for them.

Attorneys, real estate brokers, bankers, accowstatdckbrokers, financial planners, and
life insurance agents who are members of your @gajron can be a tremendous help to
your program. They can be listed in your UU YellPages, and give referrals to
excellent professional advice (helping you to aeatist of local attorneys people might
contact for estate planning and wills preparatfonjnstance), present workshops, and
join the team to ask for gifts. Professionals van® members of your congregation will
do a great service if they join the planned givieghmittee and help the church to obtain
its own independent counsel at modest fees, ifardtee.

Fear of the Unknown— Church volunteers faced with the prospect ofitpeesponsible
for conducting a planned giving campaign often tded loss to understand the technical
complexities of the more sophisticated plannedngjwiehicles. This feeling manifests
itself in a fear that keeps most volunteers frotarating to the most important part of
planned gift fund raising: talking one-on-one wgibtential donorsDon't let the fear of
not having all the answers stop you from making cé and meeting with donors. Be
willing to admit to a donor that you don’t have @ilé answers. Authenticity and
openness will build trust. You will have succdsgou speak about what you know, i.e.,
why your church and Unitarian Universalism are img@ot and worthy and in need of
financial support. This is what is most important.



HOW TO BEGIN A PLANNED GIVING PROGRAM

Someone once said, “Fund raising is a spirituat@se,” and that rings true. Whether
you are conducting a car wash, a bake sale, theadnanvass, a capital campaign, or
building your endowment, fund raising is very pelo It takes discipline, perseverance,
love, and creativity. It is part art, part sciendénere is no “one size fits all” plan or
guaranteed pattern for success. There are, howgesen techniques, tools, and
practices for effective fund raising. They are:

<+Set a goal.

<+Find someone to lead the fund drive.

<Recruit volunteers to help and give them clearjenable tasks.

<Identify who will be asked to make a contribution.

+Meet face to face with donors when you ask forgiftépledge.

<+Say thank you for every contribution.

<+Keep records of financial support.

<+Report how the money has been used.

<Publicly recognize supporters.

<+Say thank you again. Thank donors aotlinteers (repeat this step liberally).
<+ Fund raising leaders and volunteers deserve d tbaaks and public recognition. This
is important to recruiting new leaders and volurgee

All types of fund raising use these basic tools @uthniques. Planned giving therefore is
not much different than other fund raising actestiin which you may have been
involved in your congregation. Yet, unlike the aahcanvass or the a capital campaign,
planned gift fund raising usually takes more timd personal attention before and after
the gift or pledge to give is completed.

Organizing a planned giving program can seem ovelwimg and complicated. Like all
fund raising, it is a challenge. Try not to beghgzed by the details and technicalities
With a bit of knowledge and a lot of willingnessligten, talk and visit with potential
donors, you can have a successful planned giviogram. Whatever your
circumstances, the most important things to ddlase:

1. Identify five or ten people you can visit and agskd planned gift this year.
And do it.

2. ldentify five or ten more people you will visit amgk for a planned gift this
year or next.

3. Encourage everyone to complete a legal Wdliaclude a gift to our UU
future.

Keeping these three simple principles in mind, goainow ready to consider a broader
outline for carrying out a planned giving program.



An Outline for a Successful Planned Giving Program

Preparation

Involve the Board and professional staff; get ttseipport

Consult with other leaders in your congregation

Form a planned giving committee

Create a plan for recognizing generous donors, agh Legacy Society
Compose a mission statement for the planned goongmittee

Gift Guidelines

Propose guidelines for the Board to consider angrape.

Guidelines might address these questions:

* What do we do when we receive an unrestricted sQuboes it
automatically go into the endowment?

* Under what circumstances will we credit a bequeshé operating
budget? Who would make this decision?

* Are there any purposes/uses we would like to eragait

* Who should review and approve/decline gifts witktrietions?

* Are we equipped to handle stock gifts? If not,tachthe UUA for
assistance.

* Are we equipped to handle gifts of real estatefotf contact the
UUA for assistance.

Endowment Funds

Consult the Endowment Fund Guide for Unitarian énsalist

Congregations for detailed information about tropit.

* If you have an endowment fund, review statementtsqfurpose,
investment policies, and any rules that exist foealing gifts. If you
do not have an endowment fund, consider estabgstre before any
gifts arrive.

* Donors usually want to know that a gift to the endent will be
managed well, with good investment strategies,leggeports to the
congregation (and to donors), about the finandé&ls of the
endowment.

* Donors also want to be assured that the congregatiiscally sound
in its management of the fund, using for its expiasrposes, and has
a plan for making decisions should the need adsevade principal.

Identify who might be most interested in suppgthe long-term vitality

of your congregation.

* Speak with leaders and long-time members to firtdano might
already have your congregation in their estateglan
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* Review the church directory and make a list of iidest prospects,
the people who are most important to speak witt.fir
* Make a gift yourself.

E. Ask for the Gift (Cultivation)
Preparing to Contact Prospective Donors
*  Who will ask?
* When?
* Arrange visits with people who are prospects.
Making the Visit
* Visit and talk to prospects about what your congtiegp means in
your life and ask them what the congregetibas meant to them.

» Listen.
* Bring news about programs of particular interestdoh prospect.
After the Visit

* Follow-up with personal notes, say thanks for tgkime to meet,
enclose a brochure, and way when you’ll next b@urch.

* Follow-up with phone call to answer questions.

» Stay in touch — but go easy on the gas pedal.

» Contact the UUA for assistance with gifts.

F. Stewardship and Accountability
Thank your contributors
Keep them informed about how their gifts are beisgd or will be used
Recognize them — at special events, on a wall plaguannouncements
Plan events of interest to them
Strengthen the connection to Unitarian Universalism

G. Long-term Marketing
Newsletter Announcements
Literature and brochures
Dinners or special events to honor of the Legaayiedp
Hold a seminar/workshop series on charitable espéa@ning

More detail on these points is included in thechi¢al “Elements of a Successful Planned
Giving Program in Your Congregation.” It is impamt again to remember the

“Golden Rule:” Ask, ask, ask . .. And then ask again!!!

11



Elements of a Successful
Planned Giving Program in Your Congregation

1. Form a Planned Giving Committee

The size of your congregation will determine haw yapproach planned giving.
One very committed volunteer can accomplish a gteat in a group of 70-100, but a
team is always more fun and is an effective watyam others in this kind of fund
raising. Larger congregations will need more videns who can help identify planned
gift donor prospects, visit individuals, developrieting materials, and find ways to
keep the “elders” involved and feeling appreciatethe life of the congregation.
Stewardship of the UU movement is a responsihiditipe shared and passed on.
Consider including young adults and youth on tlenRéd Giving Committee. It will be
an education for them and for you.

A Planned Giving Committee may be expected to

1. Make the case for gifts to the endowment.

2. Institute a “Bequest Recognition Society” to hoaad thank those who have
already arranged a gift to the church from thetates

3. Identify individuals who are likely to complete Epned gift.

4. Visit or make sure people are visited and askeé-fadace for a gift
commitment.

5. Thank and recognize generous donors.

6. Educate and motivate leadership and general mehipegmvard a theology of
abundance and generosity.

7. Publicize and encourage bequests and other plagified

8. Recruit, train, and manage volunteers as neededhank them.

9. Plan for and implement gift acceptance guidelimes@ocedures.

10. Collaborate and cooperate with other fund raismmmittees.

11. Understand how the UUA Legacy Gifts team can help.

12. Sponsor special seminars and events.
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2. Inform and re-inform lay and professional leadeship of the benefits
of Planned Giving.

Most people have heard about planned giving inveane or another, but don’t
assume they fully understand it or know how it oaake a difference in their lives and in
the life of your congregation. Consider makingesgntation to your governing Board
and other key leaders explaining the "win-win" ogipoities a Planned Giving program
creates.

Tell them how the UUA can help, with resourcesjiegl and ouCharitable Gift
Annuity andUUA Pooled Income Gift Fund These gift arrangements make payments
to one or two people for the rest of their livégpon their deaths a significant gift comes
to your congregation and/or the Association as ale&vhAssets are invested in a socially
responsible manner, and held in trust at StateS8®bal Advisors in Boston, Mass.

Also, if your congregation has no endowment fundaguidelines for an existing
fund, we suggest you recommend to the leadershypwfcongregation to create
guidelines now. Let them know that the UUA plangedng office has information to
help you get organized to do this, including sankmiguage to adopt in your governing
by laws.

Repeat this exercise periodically. Follow up widtndouts and a personal visit to
ask for the leadership to make a commitment toigeoa gift in their Wills or some other
kind of planned gift. When your professional aagl leaders know what Planned Giving
has to offer, they can both apply it in their giyiand help identify others who might
enjoy giving to the future of Unitarian Universaftis

4. Structure your program carefully.

Your Planned Giving program shouteate momentuitihrough marketing.
Include short testimonials during Sunday servipésce announcements and gift stories
in the newsletter, publicize a list of people wiready have Unitarian Universalism in
their Wills, write letters, use brochures, makesenpanent legacy display in the church
building. Include people of all ages. Create opputies to recognize and honor your
elders and their service to our UU community. Thiees will feel appreciated, and they
are living history, memories, and resources

Cultivate your planned giving prospects. Discoweat they really like about your
UU community, visit them regularly, and find ways them to get involved. When they
give, thank them and recognize their contributiablgly. This may be particularly
important for someone who does not get out vergroft
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5. ldentify your planned gift prospects.

Review your current membership and friends ofcibregregation lists. Ask a few
people who know the congregation well to look aver list and help you identify who is
likely to make a charitable bequest of some kind.

Here's a profile of a planned gift prospect: Songewho is over 50; has met his or
her family obligations, or is single; is deeply awoitted to Unitarian Universalism;
contributes to your congregation; and has bothrteans and the inclination to make
additional contributions.

Your best prospects often are people who alreagyggnerously to your
congregation. But do not overlook others. Sim@gause someone gives a small
amount to the canvass does not mean they havengatiore to give. People on limited
incomes would love to be asked to make a bequesgorover a life insurance policy
they no longer need. Every adult should be engmar# remember your society,
fellowship, or church in his or her wills.

6. Ask for the gift. Ask for the gift. Ask for the gift.

Each congregation's resources for a Planned Gpriogram will be different; for
instance a congregation of 500 members has diffeesources than does a congregation
of 55. Whatever your circumstances, the most itgmbithings to do are these:

1. Identify at least 10 people you can visit askl f@r a planned gift this year.
2. ldentify 10 more people you will visit and &sk a planned gift this year or next.
3. Encourage everyone to complete a legal Williaohlide a gift to our UU future

You may want to create a brochure outlining theopses of your endowment fund
and highlighting ways to support it. The UUA pladrgiving office has a selection of
brochures that other congregations have createst.rdmember, people give to people
and to something they care about deeglybrochure alone, no matter how well
conceived, will not bring in gifts. Yowill. Itis always good practice to make your own
contribution before you ask someone else to give.

Whatever written materials, bulletin boards, andaincements during Sunday
services you do manage to pull off, don’t forgeask for the gift. If you ask, you will
receive.

7. Create aBequest Recognition Society.

Every UU society, fellowship, and congregationiddencourage and promote
gifts by Will. Find out who in your congregatioheady has a charitable bequest for the
church in their Wills. Invite them to tell you whlgey have done this, and ask them to be
charter members of your congregatioBsquest Societyra society organized to

14



recognize and thank generous members who havegadancharitable estate qift that
will benefit your congregatianExplain that their good deed is the best wagotavince
others to do the same.

Ask the charter members if they would be williogspeak with others about why
they have provided for the future of the congrearatiWould they write something for
the church newsletter? Do they know others whaikshioe invited to join?

Give the Society a catchy, meaningful name. Eramgeiparticipation and
imagination in naming it. Ask the artists in yaiangregation to contribute, by writing
poems, songs, painting, drawing, whatever theytaanake the bequest society as
inviting as possible. Have fun with it.

Create a brochure about the Society and includession statement that will
inspire others to join. Include suggested langdagdesignating a gift to your
congregation. Offer anonymous membership, butsttqpaople to share some
information about their gift plan.

Publish a list of the Society members; or stgréamanent recognition wall or
banner.

Identify a group of people who are likely to béeirested in providing support after
they are gone. Send them formal invitations to jbie Society; enclose a reply card for
them to return to request more information or gmal that they do have a bequest in
place. Follow up with a phone call and a perseorsl. Enlist the help of others,
including Society members and people under 30.

Offer special events and programs for Society megsjtand create opportunities to
say thank you and keep them involved. Ask thgiamlis education program to have the
children write notes of thanks, or interview Sogietembers and write biographies of
their lives.

Develop a list of reputable and reasonably priegdl and financial planning
services available to your community. It is bestd congregation not to offer free or
reduced legal services to its members, nor to askraber to do so. A contested estate
could come back to haunt you and cost a greatalésmhe and money. Ask the
professionals in your congregation to help prepaveew a list of legal and financial
resources; their names may be included, and whattfeey arrange with their clients is
up to their own discretion and professional ethics.

8. Prepare to receive, record and administer gifts
Your program also needs to be able to procesadmihistergifts. Obtain the

services of a broker to receive gifts of securjtiestual funds and the like; some might
do this for a reduced fee gratis. Work out an accounting system for gifts to the
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endowment. Make sure all contributions are prgpacknowledged. Consider arranging
for Board members to thank donors.

9. Say thank you!

Always say thank you. When someone joins the Bsgg8ociety, thank him or her
for his or her generosity and foresight. Ask merslad the governing Board to say
thank you, too.

10. Honor, recognize, and involve donors in thefé of your
congregation.

Treat your Bequest Society members and other pthgiit donors well, and many
of them will give again. Someone who has providdstquest to the church is deeply
committed and may be moved to do something spduarahg their lifetime. Similarly,
someone who can afford to make a $5,000 contributidhe UUA Pooled Income Gift
Fund may one day provide a considerably largeritezttide bequest.

An occasional note or visit, a community serviegjgct, an annual dinner or
monthly forum, a trip to the art museum, botangaiden or the symphony, and a simple
telephone call are all ways to express appreciatiaghose who care enough about the
congregation to give to its future. Some of yolanped gift donors may be housebound
or otherwise restricted from social activities;ythvall particularly enjoy opportunities to
be with others.

11. Avoid the temptation to over-emphasize the teaical or to provide
legal counsel.

It's easy to get lost in the technicalities ofpled giving (tax deductions, tax
rulings, and complex gift vehicles). Your mostsessful efforts will be "people-
centered" and "value-centered." Your planned giyarogram exists to help individual
Unitarian Universalists give to something in whtbley find great value, Unitarian
Universalism. Your purpose is to make it possiblegpeople to fulfill a desire to help
our liberal religion, to help our values survive ttenturies and serve future generations.

When you meet with someone, when you write areitssomething for the church
newsletter, or when you create a brochure emphé#si&zeuman story, the spiritual
satisfaction giving has to offer. When we comnmahcial resources to our religious
values, great things radiate, inward and outwardngthening our connection to the
community we cherish.

12. Evaluate and revise your program frequently.

Every 3-5 years, review the work of your committeeview policies and
procedures. Study the gifts you have received,ifapfor patterns that might guide your
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work for the next few years. Contact the UUA Odfiaf Planned Giving for a telephone
consultation on what to consider in your evalugtiwhat new trends or gift arrangements
are recommended, and what services (print mategifagnalysis, tips) the UUA offers to
our member congregations.

13. Develop a working partnership with the charitdle gift and estate
planning staff at the Unitarian Universalist Assocation:

Larry Stritof, Coordinator of Legacy Gifts (617386511
Legacy Assistant (617) 948-6509

UUA Legacy Gifts Toll free: 1-888-792-5885
Stewardship & Development Staff Group _ Fd®l7) 725-4979

25 Beacon Street E-madiftplans@uua.org
Boston, MA 02108-2800 http://www.uua.org/giving
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A Dozen Ways to Promote Planned Giving
in Your Congregation

. Meet face to face with individuals who could makgifa Talk about why your
fellowship, congregation, or society matters. Askm if they would like to
“leave a legacy” for Unitarian Universalism.

. Publish announcements in the newsletter. Run aerathding church members
to “Remember [Your Congregation’s Name] in Your WilAsk an artistic
member to draw up a nice ad with calligraphy oadaon.

. Schedule brief testimonials for Sunday Servicem&ane who has included the
congregation in their Will could tell others whyethdid it. A member of the
planned giving committee could remind people whodntact if they want to
explore ways to make a gift to the endowment.

. Publicly recognize bequest donors. Some peoplerpi@ remain anonymous,
but many are more than willing to be intervieweddmewsletter article, or for a
brief posting on a bulletin board. Thank them dgra church gathering.

. Create a bulletin board display with informatioroabchurch mission and
finances. Use bright colors and bold, catchy hegsli Create an atmosphere of
generosity and build awareness regarding the cgagion's fiscal well-being.

. Create some informal posters about each plannédggiehicle and rotate their
display at the church. Include a contact persath(phone number to call) for
those people wanting more information.

. Work with the religious educators in your congrégato see if there are any
intergenerational opportunities. A series on ggvamd stewardship could have
young people interviewing the founders of the ceggtion and sharing what
they learn with the whole congregation.

. Compile your own yellow pages to share with memladrs need to find good
professionals to review their estate plans, writew Will, handle their personal
accounting and investing.

. Keep your professional staff and lay leaders infxfrabout your planned giving
program. Let them know how many people have agdragcharitable bequest, or
a gift annuity, or whatever. Ask the presidenticbathe Board to thank people
for this support.
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10. Survey your members to find out what questionsamraterns they have
regarding their personal financial planning. Mamgy want more information on
pension distributions, assigning benefits, 401(@#kgs, providing for heirs, value-
based philanthropy. Many may want information ogparing health care
proxies, evaluating long-term care insurance, aedike. Use the responses to
plan a series or events that will address theiceors.

11.Gather people together for special events. Sometwealready has arranged a
gift to the congregation in their Will might be Virlg to invite others to dinner at
their home and use the occasion to encourage tjuests to be generous too.

12.Visit the website of the Unitarian Universalist Asgtion: www.uua.org/giving.

Learn what is available for planned gifts. Joie ¢or more) of the UUA
electronic listserv groups and learn how other |ptésnote planned gifts.
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Written Resources for
Planned Gifts

Brochures

The UUA Office of Legacy Gifts offers brochures fuurchase at cost. Please use the
order form in this booklet, call (617) 948-6509use our on-line order form to place an
order.

Planned Giving: Management, Marketing, and Law Ronald R Jordan and Katelyn L.
Quynn. John Wiley & Sons, Inc.: New York, 1995. I$B-471-30952-4. Hardback, 372
pages. A thorough and easy-to-read descripti@vefy aspect of planned giving.
Includes a floppy disk with sample documents. Taeg contact John Wiley & Sons,
Inc., 605 Third Avenue, New York, NY 10158-001800Q) 225-5945

Tax Economics of Charitable Giving Published by Warren, Gorham & Lamont of
RIA/Thomson, 117 East Stevens Avenue, Valhalla,10895. Authors are the
Managing Directors of Wealth and Tax Advisory Seeg, Inc., which provides tax and
financial planning services for high net worth wmiduals and families. Surveys the
relevant federal tax laws regarding charitablesgift qualified not-for-profit and tax
exempt organizations as well as private foundatidefscellent source for detailed
answers to questions about deductions for giftssteutiation and disclosure, appraisal
requirements, and reporting gifts to the IRS. Taeo a copy of this publication, visit
http://ria.thomson.com/estore/detail.aspx?ID=CGI6BES=/taxresearch/federal.

Conrad Teitell's Portable Planned Giving Manual. Conrad Teitell. Taxwise Giving,
13 Arcadia Road, Old Greenwich, CT 06870. Theumhnosts $175, and is huge.
Intended for the seasoned professional, providitgrhal Revenue Code and Revenue
Ruling citations for everything under the sun. drder, call (800) 243-9122.

The Local Church Planned Giving Manual Stella A. Schoen, Editor. Published by the
United Church of Christ Planned Giving Ministry antended as a guide for
congregations that want to encourage bequeststardmanned gifts. Loose-leaf
format. Sells for $40. To order, contact Unitdtl€h of Christ Planned Giving

Ministry, 700 Prospect Avenue, Cleveland, OH 441T8l. (216) 736-2290. Fax:

(216) 736-2297.
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Vendors and other Providers
of Planned Giving Materials

The following companies publish and sell promoticarad educational materials about
how to make charitable gifts of stock, real esthfie jnsurance, retirement/pension plans
and introductions to how gift arrangements sucWills, bequests, charitable trusts,
charitable gift annuities and pooled income fundskw You may contact them directly
to request a catalogue and free samples of thekatiag materials.

Contact the UUA Office of Legacy Gifts for information on purchasing brochures for
your congregation.

1) UUA Office of Legacy Gifts Tel. (617) 948-6509,
25 Beacon Street Fax: (617) 725-4979
Boston, MA 02108-2800 E-maibiftplans@uua.org
Web: www.uua.org/giving
2) Robert F. Sharpe and Co., Inc. Toll-free: (828%-3253
5050 Poplar Avenue Fax: (901) 761-4268
Memphis, TN 38157 Web: http://www.rfsco.com
3) Conrad Teitell Toll-free: (800) 243-9122
Taxwise Giving Fax: (203) 637-4572
13 Arcadia Road E-mail: info@taxwisegiving.com
Old Greenwich, CT 06870 Web: http://www.taxwis@gg.com
4) Planned Giving Today Toll-free: (800) 525-5748
100 Second Avenue South, Ste. 180 Fax: (425)3B%8
Edmonds, WA 98020 Web: http://www.pgtoday.com/
5) R&R Newkirk Toll-free: (800) 342-2375
8695 South Archer, #10 Tel. (708) 839-9201
Willow Springs, IL 60480 Fax: (708) 839-9207
6) Endowment Development Services Tel. (317) 84939

2511 East 46th Street
P.O. Box 55584
Indianapolis, IN 46205

7)  Ecumenical Center Tel. (317) 926-3524
for Stewardship Studies Fax: (317) 926-3521
1100 West 42nd Street, Suite 225
Indianapolis, IN 46208
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8)

9)

10)

11)

12)

13)

14)

15)

empty tomb, inc. Tel. (217) 356-9519
301 North Fourth Street Fax: (217) 356-2344
P.O. Bo 2404

Champaign, IL 61825-2404

National Committee on Planned Giving Tel. (3289-6279

233 McCrea Street, Ste. 400 Fax: (317) 269-6274
Indianapolis, IN 46225 E-mail: ncpg@iupui.edu
Web: http://www.ncpg.org
The Stelter Company Toll-free: (800) 331-6881
10435 New York Avenue Fax: (515) 278-5851
Des Moines, IA 50322 Web: http://www.stelter.com
Pentera, Inc. Tel. (317) 875-0910
8650 Commerce Park, Ste. G Fax: (317) 875-0912
Indianapolis, IN 46268 Email: Penterainc@aol.com
Renaissance Inc. Toll-free: (800) 843-0050
11595 North Meridan St., Ste. 250 Tel. (317) 8480

Carmel, IN 46032

American Institute Tel. (562) 985-8446
for Philanthropic Studies

Indiana University Tel. (317) 274-4200
Center on Philanthropy

550 West North Street, Ste. 301

Indianapolis, IN 46202-3162

Council for Advancement and Tel. (202) 328490
and Support of Education

11 Dupont Circle, Ste. 400

Washington, CD 20036-1261
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