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specific techniques/tools

Future, of nonprofit organizations, 108—109

306 index

G

Gary, T., 71-72

Gates, B., Sr., 8,9

Gates Foundation, 66

Generation-skipping tax, 252, 283

Gift annuities, 212

Gift tax, 252, 283

Gift acceptance policies: creation of, 120, 122-130,
262; credibility and, 122-130, 138; evaluation of,
171; sample of, 263-271

Gifts. See Bequests, charitable

Girard, S., xxi

Giving USA, 38

Gladwell, M., 82, 155

Goal setting: for campaigns, 184—185; in estate plan-
ning process, 54; in long-term sustainability steps,
88, 105

Goodman, A., 161, 162

Google.org, 64

Grace, K., 241

Grantors, 283

Group feedbacl, 165-164

Guidestar, 72

H

Fenz, L., 39

hiiiman, J., 240

History: of charitable bequests, xxi—xxv, 8, 10; of
donors, 88—-89; of estate tax, 7-8, 251; of gift tools
and markets, xxii—xxv, 10; of nonprofit staff,
xxiii, 9; of organizations’ legacy gifts, 91-94; of
planned giving committees, 116, 222

Household incomes, 37, 212-213, 225

Housekeepers, 225

Howe, N., 7

How-to books, 15, 16, 25

Income beneficiaries, 280

Individual giving, 6-7

Individual retirement account (IRA): common con-
cerns related to, 58—60; definition of, 52; tax-time
discussion of, 225

Inheritance tax. See Estate tax

Innovation curve, 157-159

Inspired Philanthropy (Gary), 71-72

Inspiring donors, 64, 96, 135

Insurance companies, 209, 232-233

Inter vivos trusts, 283

Internal objectives, 105

Internal Revenue Service (IRS), 72

Intestate, dying, 55, 283



Investments, 209, 210

IRA. See Individual retirement account

Irrevocable life insurance trusts. See
Life insurance trusts

Irrevocable trusts, 280

J

Jargon, xviii, 277-278
Johnson, K., 174
Johnson, R., 48, 54-56
Jordan, R., 239

K
Kramer, M., 12

L

Lagasse, P., 174

Land trusts, 52, 67, 146, 179-181

Large nonprofit organizations: assessing
donor potential in, 95; current trends involving,
6; versus small/mid-size
nonprofits, xv—xvi, 15-16

Late majority, 157

Lead gift phase, 186

Lead trusts, 212

Leaders, of nonprofit organizations: during case
statement interviews, 101, 103; estate planning
of, 48-60; gift acceptance policies and, 126-127,
182-183; gifts from, 27, 47-60, 62; volunteers as,
127,128

Leave a Legacy program, 275

Legacy gifts. See Bequests, charitable

Legal issues: in dissolution of nonprofit Ciganiza-
tion, 152; ethics and transparency and, 229-230;
gift tool selection and, 208, 209.-210; terminology
and, 148; wills, 54-55

Legal terminology, 281285

Letters, 69, 193, 194

Levine, M., 240

Libraries, 66, 94-95

Life estates, 213, 280

Life income gifts, 280

Life insurance trusts (LITs), 283

Light on Aging and Dying (Nearing), 51

Listening, 83-84, 103, 132

Living trusts: common questions regarding, 56-58;
definition of, 52, 283

Logic models, 105, 166174

Long-term sustainability: benefits of, 28; building
trust and credibility for, 81-82; case statement
interviews for, 96—104; donor identification
and, 88-96; donors’ hidden questions regarding,
106-108, 119; example of, 28, 142-147; failure to

build, 141-142; going public for, 83—84; important
results in steps to, 187; internal objectives for,
105; key element of, 4; keys to success of, 83-84;
measuring progress toward, 166—174; organiza-
tions’ vision in, 108—109; recognition of donors
in, 192-194; setting the stage for, 78-81, 88—116,
117, 177-188; tipping point for, 82-83, 155-156,
157; use of gifts and, 139-142

Lottery winnings, 225

Loyalty, of donors, 4, 16; building case statements
with, 96-104; gift acceptance policy and, 124; in
long-term sustainability plan, 79, 88, 90

M

Mail surveys, 98, 162-163

Management styles, 167

Mann, H., xxii

Mass-marketing techniques; 16, 185, 202

Matching gifts, 185-186

Matured gifts, 277

Measuring progress: of staff’s work in securing gifts,
201-204; tow.rd long-term sustainability, 105,
117, 166-174

Mid-size sicnprofit organizations: benefits of
beaeststo, 3—5, 7; donor needs and, xiv—xv;
:convmic effects on, 4; unique nature of,
AvV—xvi, 15, 16

‘r'he Millionaire Next Door (Stanley and
Danko), 240

Minnesota Council of Nonprofits, 231-232

Miree, K., 174

Missions, of nonprofit organizations: case state-
ments and, 79-80; defining the role of legacy gifts
and, 179-181; donors’ expectations of, xxvi; fail-
ure to achieve, 141-142; gift tool selection and,
211; importance of focusing on, 219

Mobilizing resources, 167

Moerschbaecher, L., 239

Money managers: assumptions about, 31-32; build-
ing relationships with, 221; gift tool selection and,
209; increase in, 10-11

Moves Management (Smith), 219

N

National Committee on Planned Giving (NCPG),
xxiii, 11, 275

The Nature Conservancy, 5

Navigating the Dark Side of Wealth (Willis), 241

Nearing, H., 51

New economy, 4

Newly formed organizations, 94-95

Newman, D., 240

Index

307



Newsletters: campaign tactics and, 185; case
statement interviews and, 134; description of,
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