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“Every individual is a pillar on which 

the future of Judaism rests."           

-Abraham Joshua Heschel



Motivational Values

Why are you here?



What Motivates 

Legacy Giving?

• A commitment to being Jewish

• A desire to live up to the values instilled by 

parents and grandparents

• To give back

• To make a difference

• To be a part of something larger than ourselves.

• To be recognized

• To feel united with others of similar commitment & values

• To commemorate loved ones

• To share their good fortune

• To support your organization and its mission because they value 

what you offer to the community



What is a Legacy Gift?

After Lifetime Gift

 Bequest of cash or assets

 Named beneficiary, Retirement

 Named beneficiary, Life Insurance

 Estate Planning Vehicle

Current Gift into Permanent Endowment Fund



Legacy Giving Myths

 Legacy gifts = endowments
 Legacy gifts can be endowments set up either now or after one’s 

lifetime

 Legacy gifts can also be in the form of life insurance, retirement funds 
and other assets

 Legacy gifts = taking away inheritance
 Legacy gifts are usually only a percentage of an estate

 The majority of most people’s estate is left to family members

 No will = no legacy gift
 Legacy gifts can be a portion of retirement funds, life insurance policies 

or other planned giving vehicles.



Legacy Prospects Myths

 Only those over 65 are planned giving prospects
 A donor of any age can be a legacy donor.

 Recent study found that 40-49 year olds have the greatest number of 
bequests to Jewish causes IF they have a will.

 Only wealthy people are prospects
 Legacy giving is the most egalitarian form of fundraising.

 Your most loyal donors, not necessarily the wealthiest, are your best 
prospects.

 Donors are  going to leave everything to their children
 Donors who have demonstrated a commitment to your organization are 

likely going to want to illustrate that relationship to their children by 
leaving a percentage of their estate to you.



Your Concerns?



Legacy Giving

The Legacy Conversation is NOT 

about the donor’s death.

The Legacy Conversation is 

offering the donor an opportunity 

to do something significant during 

their lifetime.



Having 

the Conversation

The right person(s) asking for

The right gift at

The right time
***********************************************************************************

The conversation must be donor-
centric – your role is to listen to 
the donor’s story and use that 
information to encourage a legacy 
commitment.



Conversation Steps

Identify

Information

Set MeetingCommitment

Stewardship



Identification

Choose your prospects:

 Individuals /Families with connections to you.

 Individuals/Families with certain giving patterns & 

history.

 Individuals /families with personal characteristics 

favoring legacy gifts.

 Those who have used your services or have been 

helped by your organization.



Information

Gather information from team members, past 

solicitors, and mutual friends:

 About the donor’s involvement in the organization

 Donor’s interests

 Family connections



Setting 

the Appointment

Call to schedule an appointment:

• Introduce yourself and your affiliation 

with the organization.

• Explain you would like to meet to thank them for their 

commitment and to share with them a new program at 

the organization which includes a grant opportunity. 

• Set up a time and place to meet (wherever and whenever 

is best for them).

• Let them know if someone else will be joining you.



Setting 

the Appointment

Responding to Objections:

• “No time” or “just tell me over the phone” This is about 
your legacy to future generations and it really deserves a longer 
conversation, do you have time next week?

• “No money” I am not going to ask you to spend any money now 
or in the near future.  I’m calling you because I really think this is 
something you would want to be a part of, can we meet for coffee 
next week?

• Optional: You should live and be well and use all the money you need 
in your lifetime; but after you are gone, and you don’t need it 
anymore, maybe you will consider giving some of it to charity.  I 
think you are really going to want to hear about this program, how 
about getting coffee next week?



Let’s Practice

Model Phone Call

Call someone in the 

room and ask for an 

appointment



Tips to Create 

Great Conversations

• Body Language and eye contact that   

communicates attention

• Active listening that communicates respect and 

caring

• Genuine curiosity that demonstrates interest

• Enough self-disclosure to identify common ground

• Requesting clarification for comments made

• Validating that which is shared by others

Tom Ahern and Simone Joyaux, Keep Your Donors



Donor Centric

Gain an awareness:

• Canned script doesn’t work for a legacy 
conversation

• Individualized conversation  based on the donors 
interests, values and philanthropic desires

• Use conversation to understand what is 
important to the donor.

• Take cues from donor. 



Focus on the Donor

Focus on the Donor:

• Listen to what they are saying (70/30)

• Attempt to understand their commitment to your 

organization beyond your “good work”

• Take cues from them to move the conversation 

forward 

• Look for ways to acknowledge, affirm and agree with 

what they are saying…avoid saying “no” or “but”.



Conversation

1. Welcome and chit chat

2. Thank for past support, share an update on organization

3. Ask an open-ended question.  Listen, observe and pay attention to their story

4. Share your story – why you are emotionally connected to the organization and 
have chosen to remember the organization in your estate plan.

5. Invite them to partner with you to fulfill their philanthropic desires and insure 
your organization continues to exist for future generations

6. Respond

7. Thank them no matter what their response

8. Thank you note, follow-up and internal reporting



#1 Begin the 

Conversation

 Thank them for their time and past support.

 Schmoozing – usual chit chat at the beginning of a 

conversation.



#2  Thank 

and Update

Understand and further cultivate your donor’s  
interest:
• Ask them why they have supported your organization 

for so many years or when they made their first gift and 
why. 

• Update on current efforts that are of interest to them. 

• Provide information on number of people served, impact 
program is having on participants, importance of organization 
to the Indianapolis Jewish Community.

• Invite them to visit your facilities or attend a program or 
upcoming event (non-fundraising).



#3 Ask 

Open-ended Question

Ask Questions:

• When you think about the Jewish community of 
Indianapolis 40 years from now, what do you envision?

• When did you make your first gift and to whom?

• Why have you been such a loyal donor for the last 
# of years?

• What is the most meaningful experience you have had 
at this organization?

• What are your favorite things about the organization?

• What are your dreams for the future of the 
organization?



The Right Time

Wait until time is right:
• Whatever you hear – accept it and use to navigate through 

the rest of the conversation

• Focus on their connection to the organization, not what 
your organization needs

• Only ask about a legacy commitment when the donor 
seems ready to hear it

• If donor presents you with an unanticipated situation (upset 
at organization for some reason, financial challenges) don’t get 
upset or defensive, work with the information provided.  
Use “Yes…and” statements



#4 Share Your Story

Share your case statement:

• Why Legacy support is important

• The organization’s vision for the future

• Explain the incentive grant opportunity

Share YOUR story:

• Why you are emotionally connected to the organization

• Why YOU decided to make your Legacy gift



#5 Ask 

for a Commitment

Invite them to partner with you:

• “Would you consider joining me in making a legacy 

commitment?”

• Be Quiet – allow them time to respond – silence is 

not the enemy here.



#6 Respond

Be prepared to respond:

• YES – Great!  Thank you so much and review the Letter of Intent form with 

them.  Explain the opportunity to also choose other organizations.

• MAYBE (need more time) – Give them a chance to explain their hesitation.  Ask 

if there is any additional information you can provide them that would help them 

with the decision.  Set up another time to meet with them, or for a follow-up 

phone conversation.

• NO – ask them why and depending on the reason, ask if it would be ok to follow 

up with them in 6 months or next year.

 Thank them for their time and consideration 

of your request (or saying yes!)



Letter of Intent



Common Objections

Objection Solution

The economy is doing poorly and I 

don’t have enough money right now.

A legacy pledge can be made now and does 

not require any money at the present time. It is 

an after-lifetime gift.

I would love to make a large gift, but I 

want to make sure my children are 

provided for.

An estate plan that includes your children and 

other charities you care about can ensure that 

your children receive an inheritance at the 

same time as your personal charitable values 

are honored.

I am not wealthy. Legacy gifts are for 

the rich.

A legacy gift can be made by anyone and be for 

any amount. 

I don’t have any family, so I don’t need 

to think about gift and estate planning.

State laws will determine the disposition of 

your estate if you don’t have a plan in writing.  

Even if you don’t have a family, you should still 

create an estate plan that reflects the things 

you care about. 



#7 & 8 Follow-up

Immediately after the meeting:

• Send them a thank you note expressing your appreciation of 

their time.

• If you are going to follow-up with them, remind them in the note.

• Jot down notes from the meeting, (if you did not take them while 

you were having the conversation) so you can continue to 

cultivate the donor if they didn’t make a commitment or 

steward them if they did.

• Report back to your Legacy Team.  



Role Playing



Role Playing

 Potential Legacy Donor – was the conversation a 
comfortable or uncomfortable one and why?

 Legacy Team Member – was making case easy or difficult 
and why?

 Observer – gives an important outsiders perspective to the 
conversation

 Other comments?



So go out and have your conversations!

Just Do It 
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"I found a fruitful world, because my 

ancestors planted it for me. Likewise, 

I am planting for my children."           

-Talmud, Taanit 23a


