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What is a handraiser?

We define a handraiser as a person who has
indicated their intention to leave a planned gift
to an organization but has not yet done so.

Many organizations are sitting on hundreds or
thousands of hand-raisers, but how does this
factor into future revenue?

In this talk we argue that organizations could be
devoting more resources to their handraiser pools.

We will also present a proposed framework for
determining the value of the hand-raisers in an
organization's pipeline, so that development
professionals can better make the case for those
resources.




Overview and Application to
Handraiser Valuation
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National standards allow nonprofits
to create and execute a strategy:

NACG P: NATIONAL o ,s:s;::r;urrent gift planning
STAN DARDS FOR o ldentify areas that need
GIFT PLANNING strengthening
SUCCESS (NSG PS) o Tools to leverage results

o Path to generate more deferred
gifts and augment current gifts
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NSGPS ALLOWS
US TO ADDRESS oo e G e
COM MON PAI N Inconsistent gift planning support
POI NTS and investment

Lack of defined measures
BUILD PROGRAMS THAT ARE

Inconsistency with tracking

‘success’ institution by institution

X7, @

Growing Pipelfne Sustained
focused |

3}

[ )
4@&%‘3‘(2“&&.% There are 16 standards divided
\\(/ into three categories:
TH E STRUCTU RE OF o Support From the Top for the
Gift Planning Program
THE NATIONAL
STANDARDS o Ability and Capacity to Execute

(Strong Operating Platform)

o Donor-Centric Engagement
and Management
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Support from
the Top

ol

Ability and Capacity
to Execute

c
long-term investment in gift planning,

NDARD 1 The nonprofic has » curent organzationsl
Plan with 8 powerful, competling vision for the

Deploy people
the right donors.

STANDARD 8 The nengrofs pricritizes daciptned,
comprehensive donor Cata management

STANDARD 3 The nonprofit has an active prospect

D2 The nonprofit has a strong ousress
case for gilt planving emoraced by management and Sourd

STANDARD 3 Each mamber of the nonproft's

agmert s
collsbaratve g and sees gift p

portfolos rght-sized
a0 currers 4nd 1o move doners tough the identAeatien,
quasAcaton cultiveton, sobiczation, and stewardihip cycle

STANDARD 10 The development staff has discipline and
rd Rirgcall forms of

Integral pavt of the conor expenience across all Unes of
Fundeaising

STANDARD 4 The nonprofit has clear policies to manage
risk and enire accountabitity to donors and the nonproit
a0 the public

STANDARD § Management sets chear and realiscic gosls,
straepes, and tactcs that are des gned to ercourage and
recogoe collaborion across all ines of fundra sing

STANDARD 6 The nonproft has Fundasing metrics for
incivichan staff and progeaem focusng on actritses and
outcomes that e swecess

TANDARD 7 The development tear has a0 sopropriate
for stalf sdwunistrative support, market g, travel
trwenng. stowarding, and acdvisor it vation for its vize,
structure, and soals

donor engagement.

STANDARD 11 The norgeofic has qualified staff in place to
e ard support the % planning process

The ncegroke has a compelling. |
visionary case for donor nesr-term and longter]
organizationsl suppont

Ald donors and prospects are off
timely, ccwsate it plaening informaton 1o etn
maimize the doror’s charitable rpect and pery
benefc

The norproft has a robust, well
stewardship plan across ail Unes of fundraising f{
engaging donors in a mesingful way. buiiding '
doncr reiationahips and maintainieg 3 high dond
fate

The norgrofe incegrates gt piad
messaging in ol its marketing. and all marketing |
Mersage 208 20N JOnor s PaTren/mesion
mession and cloarty acknowledges the donor’s g
norprofe's mission sccess

The ronprofit has » donor-centr
hat meets the reeds of aach donar

© 3920 Netsrnd At et o v i Gk P

#6: Support from the top
The nonprofit has

fundraising metrics for
individual staff and program

Which Standards
Does Valuing
Handraisers

Help With?

focuses on activities and
outcomes that drive
success.




Which Standards
Does Valuing
Handraisers

Help With?

Which Standards
Does Valuing
Handraisers

Help With?

#8: The ability and capacity
to execute

The nonprofit prioritizes
disciplined, comprehensive
donor data management.

#9: The ability and capacity to
execute

The nonprofit has an active
prospect management process
to keep donor portfolios right-
sized and current and to move
donors through the
identification, qualification,
cultivation, solicitation and
stewardship cycle.
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Planned Gift Officers are
rewarded for closing.

They are less inclined to engage with someone who
‘just isn't ready right now"

Some planned gift officers may see less value in
handraisers, but forward thinking leadership can
incentivize the growth of the handraiser pipeline.
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Not all handraisers are
created equal.

Surveying has shown that these people
remain valid prospects even when they
haven't created a gift for many years after
raising their hand.

But-one size fits all messaging doesn't work.

And a typical PGO interaction might not be a
good fit either.

Ideally, an organization would have a
handraiser specific outreach person who
does not have PGO quotas.
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How do organizations currently
value handraisers? (most still don’t)

We interviewed a number of planned giving professionals
over the last 24 months, ranging from PGO to ED to
consultant. A few have their own systems for valuing
handraisers internally, and this discussion has inspired some
to begin to do so.
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Development professionals have a
pipeline of confirmed gifts.

They are not yet realized and have real management
costs and responsibilities. GUM must receive
gratitude and continued stewardship. Many desire a
continued relationship with the organization until
death. SOME donors will change their minds and the
gift can disappear (not always due to
mismanagement).

A legacy donor who Is ignored
may drop the gift from their plan.
The same thing will happen with
handraisers.

10
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Organizations may be
improperly incentivizing
PGOs to continue these
relationships with
confirmed donors and
handraisers. With a new
quota next year, there
may little incentive to
advance the relationship.

Planned Giving is

underfunded in general.
So the case must be

made to fund handraiser
acquisition, but
organizations are not
good at assigning value
to this pipeline.
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-Rooted in scientific and mathematical principles

This is not a

one-size-fits-all
solution
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- Every organization is different

Different donor affinities, different types
of engagement, changing political
climates, and unplanned events are just
some of many examples of things that
can throw predictions off.

- Accurately predicting the future is
difficult
That's why we use past performance as
an indicator of future probability without
declaring definitively how things turn out

12



Assumption #1.:

A certain percentage of handraisers will convert to
planned gifts each year.

e Some of these will be reported.
e Some of these will be unreported.

We've interviewed a number of organizations about
the number of handraisers that convert each year-
that number varies greatly, but we think a
reasonable assumption is 3%.

(This is a conservative estimate based on the fact that no organization
interviewed had visibility into greater than 50% of their gifts at the time
they were received)

Source: theguardian.com
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A certain percentage of handraisers will
change their mind about their interest in
leaving a gift each year. This is opaque of
course, as a handraiser would almost
never alert the organization about this
change. For the purposes of formula, we
will conservatively assume 1% of
handraisers change their mind about
their relationship with the organizaation
in any given year.
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http://www.theguardian.com/news/datablog/2014/sep/26/europeans-multiple-languages-uk-ireland

Assumption #3: Average
Gift Size

Once again, average gift sizes vary widely
from organization to organization. Many
cause related charities average 40-50k per
gift, while many higher education institutions
average closer to 100k, some organizations
have a much higher average than this. One
from our poll reported IMM+ AVERAGE.

For the purposes of this exercise, we will
assume that the average gift is 100k, which
seems to be a reasonable average from our
polling..

6/29/23

Life Expectancy in the U.S.

from 2010-2015 census tracts

.

# of Census Tracts

g

60 70

80
Expected Age
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Assumption #4: Average
time someone will remain
a handraiser

=> Average life expectancy in the US.
currently = 79

- Average age a donor first raises their
hand = 69-based on national poll (plug
your own number in here-this varies)

= So the average handraiser will be a
handraiser (before factoring in attrition)
for 10 years if they never create a gift

How we value gifts now

Take the average value Apply that number to
of last years realized this years known gift
planned gift. commitments.

Put those gifts in the
pipeline of gifts under
management, with
continued stewardship
and cultivation of
major gifts.

6/29/23
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Based on how we value
gifts now, we can create
an algebraic equation to
determine the value of a
handraiser today.

(Years until gifts realize(average)) X annual
conversion rate of handraisers/years until gifts
realize X annual attrition of handraisers X annual
gift average

Expected Value of Handraiser = P[Gift Committed this Year] = P[Retention over Y Years] = Gift Amount

* P[Gift Committed this Year] =0.3=3%
*P[Retention over Y Years] = (1 —Attrition Rate)" = (1-.01)*=0.7936 =

79.36% chance Handraiser is not lost to attrition before death

* This statistic calculates the probability that the Handraiser will change their
mind about leaving a gift

*Y = Years until gift realization = 23
* In this example, Y = 23 years.
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A Calculator for Valuing
Handraisers

www.givingdocs.com/handraiservalue

VALUE OF YOUR HANDRAISERS

A framework for how to understand the monetary value of your handralser pipeline - rooted in sclentific and mathematical
principles.

Handraiser Age @
o Result

Conversion Ratc @

Attrition Rate @ ¢ Your handraisers arc 78.57%
likely to stay engaged with your

Gift Amount @ organization their lifetime.

Acquisition Cost©®

Life Expectancy Estimate @
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Considerations with the calculator

—-Are we using the right number for number for gift valuation? Should
it be PVFB? Something else?

-May need another line for post-acquisition costs

-Most organizations just don't have good data for determining the
assumptions to input-but they are getting better!
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National Handraiser Poll Results:

Over the past year we have conducted this poll both online and in
person with just over 200 respondents:

Question 1. Does your organization track handraisers in your organizational pipeline?

83% say that their organization tracks handraisers in their organizational

pipeline.

National Handraiser Poll Results:

Question 2: How many Handraisers does your organization have in the pipeline?

0-100 57%
100-1000 28%
1000-10,000 11%
10,000+ 2%
(blank) 2%
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National Handraiser Poll Results:

Question 3: What is the average age of a handraiser at your organization?

More than half of all organizations were unsure of the answer or provided a wide range.
Of the organizations that provided an average age they ranged between 48 and 80 and

the average age was 69.

National Handraiser Poll Results:

Question 4: What is the average bequest size at your organization?

Average bequest size ranged greatly for the organizations represented in this
survey from $5,000 all the way to $1M. The average across all organizations
reporting a bequest size was $131,000 and the median was $82,500.
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National Handraiser Poll Results:

Question 5: Does your organization currently any value to the handraisers in your
pipeline?

Taking this year’s respondents only, 29% of organizations ascribe a value to handraisers in
their pipeline, where as 68% of organizations don’t. This is an improvement, but also skewed
towards people who would self select to take this poll. The industry average is likely much
much lower.

Handraisers have a real value to the organization that

is often going unrecognized.

How those handraisers are valued will be vary greatly

from organization to organization.

This valuation should be factored into the overall GUM

of the organization, and fundraisers should get credit for this

pipeline.
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Identifying, Cultivating &

Getting Prospects to Raise
Their Hands
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Donor Journey

Supporting Discovering Considering
@ This work is important
@ This organization is capable

@ This organization is trustworthy

Deciding

@ I need to share my intentions
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. Plonned Giving Easy More Woyste  Resowrces & Comtoct
PRESINTATION COLLEGE e

Gitts. Give [ us

Thank You for Your Generosity

10. Many people like to leave one or more gifts to charity in
their will. If you were to sign a will in the next six months, how
likely would you be to include a gift to the Minnesota
Orchestra?

1,1 aready have

2 Very likely
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4. Undecided

5. Uniikeyy

6. Very unkkely

Knowledge Is Pow

Yes, I'm

Sevices in your daily life? You
te family photes through social media and

11 happen to yous digital footpeint

16% 3% 139

Education Equality Climate

Your feodback wi

allow us to
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SAN FRANCISCO

SYMPHONY

AL TR THOMAS MG G

Greate the Future of the
SAN FRANCISCO
SYMPHONY
inaSimple and
Powerful Way

Need Another Reas

When you join the Pierre Monteux !
in a drawing to win two seats to a sp(
Room followed by MTT conducting
concert of the 201415 season on Sa
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Give Forward to Future Audiences With a Special

FAST FEEDBACK

NOT AT
Please complete and return today. Thank you! YES  THIS TIME
s e W sl Weceive vt o W s et Wt rewmbon

I have included the Symphony as a beneficiary in my will or other estate Q n o - Southern
plans and am interested in being included in the 70@70 Bequest Campaign. 2 W YT 7000 Wrheday. the Frerre Mlimbes Soxcicty siom b0

s of O Ny meptaoery send Michuaed Tk Theomman

o iibatiom s cultard 1 b Ohe fs Arca

| am interested in learning more about including the San Francisco
Symphony as a beneficiary in my estale plans.

| would Iike to receive a copy of the FREE brochure Your Personal
Guide to Gift Planning.

I have enclosed S, to support the Symphony today.

Thank You!

THANK YOU

Jor supporting symphonic music in the Bay Area!

 will not be s0id, rented, Ioaned or

u(l\ — s

SOCIETY

June 2015
Dear Friend,

Over the course of my last and 15th year as president, | have been giving thought to the
legacy | will beave at Adelphi. It is sy honor to include Adelphi in my estate plans, and

0 give hack 10 the Universty that has given so much to me. Have you thought sbout the
fewacy you might leave 2t Adelp

1f you had a professor at Adelp
carccr ambitions, your legacy

SO IEIY

1 you received a gemerous scho
Adelphs degree, your legacy b
YOU ARE CORDIALLY INVITED TO JOIN DR, ROBERT A, SCOTT BY ENROLLING
AS A MEMBER OF THE Ruti S. HARLEY SOCIETY FOR PLANNED GIVING.
THE FAVOR OF YOUR REPLY IS REQUESTED BEFORE JUNE 29, 2015.

1 you boldly and peoudly repeet
on the sidelines for the Panthen

1f you were a student leader who

or anganization that broadened 3
___ Accepts with pleasure. Please have a

1f you found your passion at Ade
fexacy belongs here:

When you reflect on your years |
the experiences you enjoyed, am
belangs here

Today | ask you to join me s 3 1
Your legacy belongs here.
Sincerely,

Al D

Dr. Robert A Scots

University representative comtact me

about foining the Ruth S. Harley Society

Jfor planned giving. z
1 have already included Adelphi University

in my estate plans, Please have a

University representative contact me

1o officially enroll in the Ruth S. Harley

Society for planned giving.

Declines with regrets

President of Adelphd Universsry

Member of the Ruth S Harley Society since 2005

Y

et | P00, By 70
7390 | (416,477

oV R2

ADELPHI UNIVERSITY

NY (13309701
170 | sdalphl sduigving
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Give Them Options

SR DAVIS Oiving

WAYSTOGVE  ABGASTOSURPORT WMPACTS OF G

m % LoyolaBlakefield
Planned Giving % : -
PLAN O PO 2 Y INCOME GFTS  MORE WAYS TOGIVE  RESOURCES

Grvng %o Mayo Cimse. S0 5 Ravet g » poi
Donor Advised Fi

WILLS AND LIVING TRUSTS

Harness the Giv p DEEPEN YOUR CONNECTIONS MAKE A GIFT
Private Foundat X
Complexity

NEXT STEPS

Understand the Donor
Journey

Be Creative

Provide Options
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| Brantley Boyett : Zach Christensen

8 Co-Founder and President e 9 Vice President Strategy, Innovation and
& Glving Docs 1 Marketing

Additional Questions

brantley@givingdocs.com

nathan@stelter.com

zach.christensen@stelter.com

fen.lennon@stelter.com

www.stelter.com
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Webinar Resources

Recording
Presentation handouts

www.stelter.com/webinars

WwWWwWw.givingdocs.com/handraiservalue

Thank you!

X% GivingDocs (+ BSTELTER
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