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Implementing your First or 
Second Legacy Challenge
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Presenters

John B. Kendrick CAP®
Assistant VP, Planned Giving
George Washington University

• Joined George Washington University in April 2008
• Leads team of 6 planned giving professionals and 2 

support staff
• Under his leadership, GW expanded emphasis on gift 

planning and instituted a full-service real estate 
philanthropy program

• Raised $196 million in new and realized planned gifts 
during Making History campaign

• Has raised more than $300 million during his tenure
• Previously was Director of Planned Giving for 

Smithsonian Institute and held development positions at 
the National Academy of Sciences and Hood College

• Has a BA in Economics and Government, MBA from 
Wharton Business School and a Masters from Medill 
School of Journalism
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Presenters

Courtney L. Tsai, JD, CAP®
Executive Director, Planned Giving
George Washington University

• Joined George Washington University in 2015
• Manages planned giving gift officer team
• Cultivates portfolio of generous GW alumni and friends
• Oversees life-income and real estate programs
• Previously worked for the University of Chicago, Easter 

Seals  and Pepperdine University
• Magna cum laude graduate of the University of Notre 

Dame
• Received JD from Pepperdine University School of Law
• Chartered Advisor in Philanthropy
• Member of the National Association of Charitable Gift 

Planners and the National Capital Gift Planning Council
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A Gift Officer’s Dream

• Raise A LOT of money

• In a short amount of time

• At little to no cost

• With an effective program 
that you can repeat in the 
future 
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What is a Legacy Challenge?

The General Definition: 

A matching gift program that focuses on raising planned gifts

Our Legacy Challenge:

A matching gift program

that utilizes a matching pool of unrestricted cash 

to entice planned giving donors to document new planned gifts

The planned giving donors get to direct the matching funds
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GW & other Institutions have had great 
results, some with 2+ campaigns!

The George Washington University  - 2 campaigns

The American Civil Liberties Union (ACLU)  - 5 campaigns

The Environmental Defense Fund (EDF) - multiple campaigns

The United States Holocaust Memorial Museum - 3 campaigns

Planned Parenthood Federation of America

Friends of the Earth

… AND MANY MORE ARE CONSIDERING THEM!
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Direct Match Funds to One Purpose, e.g.: 

YOUR ENDOWMENT
ALL MATCH 

$
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Direct Funds to Several Purposes

MATCH 

$
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The GW Legacy Challenge
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Making the Pitch
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Why the Program Works

It is motivating for donors all along the planned giving continuum:

1. Donors who have planned gifts, but have not been willing to 
document them.

2. Donors who are considering planned gifts, but have not updated 
their plans.

3. Donors new to planned giving, who are stimulated by available 
matching funds.

4. Having a deadline and limited matching funds!
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Get the Right People in the Room

Leadership Approval:  Development Leadership definitely, 
but some organizations may need to get CEO, Treasurer/CFO 
and even Board Approval

Also bring in Advancement Services and Stewardship to 
discuss implementation of the program

Focus on ROI: Dollars raised vs. the low cost of the initiative
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Legacy Challenge Return on Lead Donor Investment
Campaign #1  (February – May 2017)
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$336,094   $3,360,940 $11,195,069
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10:1 33:1
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Legacy Challenge Return on Lead Donor Investment
Campaign #2  (January 2019 – March 2020)
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$831,265   $8,312,650              $17,925,428
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10:1 22:1

First Things First:  Determine the Rules
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The Rules Should Answer Key Questions

What types of planned gifts will count for the program?  ALL

What matching percentage will be applied? 10%

What “cap” will be placed on the amount of matching funds allocated? $10,000

Will documented bequests and other planned gifts count at face value or discounted 
value for purposes of the match?  Face value

Can matching funds be directed to create new, named scholarships or other named 
funds? No

NOTE: GW parameters are in RED
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Legacy Challenge Match % and Match Cap

A one-one match for a Legacy Challenge match will not work unless you have 
millions of dollars in your match pool  

We used a 10% match with a $10,000 cap  (matches as low as $500 or $1000 can be 
effective)

So a $10,000 planned gift qualifies for a $1,000 cash match

A $100,000 planned gift qualifies for a $10,000 cash match 

And a $1,000,000 planned gift also qualifies for a $10,000 cash match 
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Filling your Matching Pool
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Ideal Prospects for your Matching Pool

Institutional/University Citizens who would be willing to make outright, 
unrestricted gifts

Donors who love public recognition

Donors who “want their gift to have a big impact”

Donors who ask for guidance on the best use for their gift - GW’s 
Campaign #1

Consider directing realized, unrestricted bequests into the matching 
pool (with appropriate permissions) - GW’s Campaign #2
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Marketing Plan and Pieces

An attractive proposal for matching donor solicitations. 

A Legacy Challenge “One-Pager” describing the program.

A Legacy Challenge Gift Confirmation Form.

A website, emails and targeted letters to planned giving prospects.

Existing planned giving marketing vehicles:  magazines, newsletters, 
e-newsletters, blogs, internal website, postcards.  
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Bringing the Team Together
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Ways to Spread the Word

All Fundraiser Meetings 

Emails to MGOs  (deliver one-pagers and gift documentation form)

Internal Communications Website

All Development Staff Meetings

Volunteer Board Meetings

Board Newsletters
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Legacy Challenge Survey Results

- 57% of respondents said they learned of the LC via their Development Contact

- 24% said they learned of the LC via personalized letter

- 14% said they learned from both their Dev. Contact and the letter

- 5% said they learned from a GW magazine ad

- 62% said the LC influenced their decision to document their planned gift a “great deal” 
or “somewhat”

- Several respondents gave some indication of interest in participating as a lead donor 
for matching funds for a future Legacy Challenge
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Legacy Challenge Lessons Learned

1. GO FOR IT!!

2. Be flexible with timing and lead donor recruitment

3. Pay attention to the back end of the program

4. Get the support of key volunteers in the beginning

5. Explore alternative sources of funding
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Questions

John B. Kendrick CAP®
Assistant VP, Planned Giving
George Washington University

Courtney L. Tsai, JD, CAP®
Executive Director, Planned Giving
George Washington University

Contact Us with Questions

John Kendrick, Asst. VP of Development, Planned 
Giving, GWU
jbk01@gwu.edu; (202) 994-6131    

Courtney Tsai, Executive Director of Development, 
Planned Giving, GWU
courtneytsai@gwu.edu; (202) 994-8144
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Webinar Resources

Recording

Presentation handouts

www.stelter.com/webinars
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Implementing your First or 
Second Legacy Challenge

Thank you!
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