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Generational 
Divide

 

 

 

Matures (Born 1925-1945)

» Comprise 5% of the US adult population 

» Children of the 1940s and 50’s 

» Belief in top-down leadership 

» Respect for experience 

» Neat and conservative dress and appearance

 

 

 

Matures (Born 1925-1945)

Matures Values: 

» Hard work 

» Fiscally conservative 

» Respect for authority and formal rules 

» High value for education

 

 

Matures (Born 1925-1945)

Retirement Portfolio: 

» Stock 

» Real estate 

» Social Security 

» Pensions 

» Qualified retirement plans

 

sharpenet.com, 2015



 

 

Boomers (Born 1946-1964)

Children of the 1960s and 70’s 
Challenge the status quo: 

» Political unrest - Vietnam 
» Civil rights 
» Sexual revolution 
» “Never trust anyone over 30” 
» Informal, favor casual dress  

and appearance

 

 

 

 

Boomers’ values: 
» Optimism 
» Teamwork 
» Work ethic and personal gratification 
» Success and all its trimmings 

 

 

Boomers (Born 1946-1964)

 

 

Retirement Portfolio: 

» Cash 

» Real estate 

» Stocks & bonds 

» IRA’s 

 

 

Boomers (Born 1946-1964)

sharpenet.com, 2015

Why Boomers?
» Comprise 39% of US adult population 

» Control 80% of the financial wealth in the US 

» Give 50% of individual philanthropic  
giving 

» Are one-third more generous  
than Matures at the same age  

» Will maintain wealth  
inequity for the next  
20 years

Future Fundraising Now, 2017 
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Planned Giving 
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Generational Similarities
» Attach the same importance to donating to charity 

» Both volunteer with nonprofits at the same rate 

» More than 90% of both generations say they donated money 
to a nonprofit between August 2016 and August 2017 

» No significant difference in percentage by generation of 
those who have left a gift to a nonprofit in their will

   

» One-third of Matures and Boomers are using the 
internet to research charities they are considering 
giving a gift 

» More than one-half of frequent donors, and wealthier 
donors are using the internet to research charities 
they are considering giving a gift

   

Generational Similarities
Make Your 
Planned Giving 
Website a Donor 
Experience
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Generational Similarities
» Matures and Boomers give for emotional 

reasons over financial reasons by a factor 
of 5:1 

» Number one reason for donating “I give 
because it makes me feel good to help 
other people”.

Stories Trigger 
An Emotional 
Tie to Your 
Organization

Legacy Newsletter
 Fall 2017

Your Gift Helps UNICEF  
Educate Vulnerable Children

A ccess to education is a fundamental human 
right for all children. It is also one of the 
smartest investments we can make to support 

child survival, growth and development. On average, 
just one additional year of education can increase 
a child’s earnings later in life by 10 percent and 
add as much as 18 percent to a country’s GDP. 

And yet, 264 million children are not in school. 
Children living in regions facing conflict and crisis, 
refugees and the internally displaced, children with 
disabilities, and ethnic minorities are least likely to 
receive a quality education. 

UNICEF works in 155 countries to scale up access to 
education for the world’s most marginalized children. Your 
gifts to UNICEF USA allow UNICEF to identify at-risk 
children and get them into school, support governments in 
improving access for children who are the hardest to reach 
and deliver programs that eliminate barriers to education. 

You might never meet the children whose lives you 
touch with your gift, but without your investment, these 
children simply won’t have a future. When you support 
UNICEF USA with an estate gift, you become a partner 
in UNICEF’s work to support every child’s right to 
learn — no matter where he or she lives.  ●

To learn more, please  
visit our website or contact:

Office of Planned Giving
UNICEF USA
125 Maiden Lane
New York, NY 10038

©
 U

N
IC

E
F
/U

N
0

1
6

9
2

7
/D

E
J
O

N
G

H

A student smiles as  
she sits in a classroom 
at a primary school in 
Kimbirila-Sud, near 
Odienné, Côte d’Ivoire.
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Dyana’s Story
Protracted crises like the one in Syria and neighboring 
countries not only temporarily interrupt children’s 
education and lives, as in Manar’s case, but also close the 
door on education for a lifetime. This is Dyana’s reality.

For the past five years, Syrian refugee Dyana, 13, and her 
family have lived in the Bekaa Valley in Lebanon, which 
has the highest concentration of Syrian refugees in all  
of Lebanon. “We came here to work as the situation was 
becoming really bad in Syria,” she says.

As a young teenager, Dyana should have years of 
schooling under her belt. Instead, classrooms are a 
vision only in her dreams because she has never gone 
to school.  

“I was never enrolled in school back home, so I never 
learned how to read,” she says. “And once we got here, I 
didn’t go either as I needed to help my mother.” 

Dyana spends her days in the fields working for meager 
pay. “I pick potatoes in the field under the sun because 
we need all the money we can get,” she says.

The Bekaa Valley is a fertile agricultural area, and the 
demand for cheap labor is high. Syrian refugee adults 
have restricted access to the labor market in Lebanon, 
which often forces children to become breadwinners. 
Children are paid less than adults, are not required to 
show identification papers at checkpoints and are less 
likely to know their rights.

The economic pressures forcing children like Dyana  
to forgo schooling and enter the labor market push 
education further from reach. Dyana fears it’s too late 
for her and that her dream of one day going to school 
will remain just that — a dream. 

 “I imagine a school to be very beautiful. With paintings 
of girls and boys on the walls,” she says.

Manar and Dyana’s stories are the stories of more than 
2 million Syrian children living as refugees across the 
Middle East. When you include UNICEF USA in your will 
or other future financial plans, you ensure that UNICEF 
can continue to scale up access to quality education for 
the most marginalized children. Contact Karen Metzger at 
(866) 486-4233 or kmetzger@unicefusa.org to learn more 
about the ways you can invest in this important work. ●

Syrian refugee Dyana, 13, 
who does not attend school, 
picks crops in a field in the 
Bekaa Valley, Lebanon.

I imagine a school to be very 

beautiful. With paintings of  

girls and boys on the walls.

 —Dyana, age 13
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That’s when Manar met a UNICEF-supported team for 
the first time. Two UNICEF-supported centers had 
opened in Homs, and volunteers were speaking with 
young people about the programs the centers offered, 
including vocational training, language classes, and 
communication and life skills sessions. Manar was 
eager to sign up for an English course.

“Manar was one of the outstanding students in the 
English course,” says Majida, a volunteer with the  
team who visited Manar’s home. “She told me about  
her struggle trying to return to school. I encouraged  
her to participate in our life skills sessions, hoping  
that she would gain the confidence to explain to her 
father why education is so important for her future.” 

Through the life skills course, Manar improved  
her communication and negotiation skills, gaining 
self-confidence in the process. The training paid off.  
At the beginning of the 2016-17 school year, Manar  
re-enrolled in grade 10 with her father’s blessing.

“I think my greatest achievement after the course was 
convincing my father to let me continue my education.” 

S yria is one of the most dangerous places in the 
world to be a child. The ongoing conflict has 
forced over 2 million children in Syria and 

neighboring refugee host countries out of school. 
With the country’s civil war now in its seventh year, 
the odds are increasingly stacked against children. 
Children like Manar and Dyana.

Manar’s Story 
When Manar and her family fled their home in Homs in 
2011, she left behind much more than her belongings. As 
violence escalated in her neighborhood, Manar, 12 years 
old at the time, lost her friends, her school and her sense 
of security. 

For many Syrian parents, the choice of sending your 
children to school is one of life or death. For Manar’s father, 
keeping his children at home was the only way to protect 
them after years of conflict and multiple displacements.

“We moved so many times that I no longer had any 
friends,” Manar says. “I used to stay home all day.” 
Despite her pleas, she was unable to convince her  
father to let her re-enroll in school.

Hope Returns
The two-year siege of Homs ended in May 2014, 
allowing Manar’s family to return to their partially 
damaged home in 2015. The neighborhood lacked basic 
services such as water and electricity, but despite the 
difficult living conditions, Manar’s hopes for continuing 
her education were revived.  

Futures on Hold
Pursuing Education Amid the Syrian Conflict

For many Syrian parents, the 

choice of sending your children 

to school is one of life or death. 

For Manar’s father, keeping his 

children at home was the only 

way to protect them.

Maximize Opportunities for Children 
There are many ways you can give a gift and help ensure 

that the world’s children are not denied their basic 

human right to an education. Learn more with these 

helpful resources: The Tax-Smart Way to Invest in 
Children’s Futures, Four Simple Gifts That Save 
Children’s Lives and the Personal Estate Planning 
Kit. Return the enclosed reply card today to request 

your free copies. 

The Tax-Smart 
Way to Invest 
in Children’s 
Futures

Four Simple Gifts That Save Children’s Lives



   

Generational Similarities
» Both fear running out of money in retirement 

» 76% of Matures and 88% of Boomers would leave 
a gift to 3 or fewer charities 

» Less than 25% would consult with a financial 
advisor before making a gift decision

   

Generational Similarities
» Nearly 7 out of 10 donors prefer to give to local 

organizations over national or global nonprofits 

» Want their gift to make a meaningful impact on 
a personal level 

   

   

Use 
Personalization 
and Variable 
Data 

Use 
Personalization 
and Variable 
Data 

National Office
35 E. Wacker Drive
Suite 2000
Chicago, IL 60601
tel 312.641.5593
feedingamerica.org

Dear Salutation,

The holidays are quickly approaching; the season when families gather and 
children dream big. For many people living in America, it’s a time of abundance—
it's also a time of waste. 

During the holidays and year-round, an enormous amount of food is wasted in 
the United States. The food supply chain alone wastes about 72 billion pounds 
of healthy food each year. This, while 42 million people struggle with hunger—
including [# of food insecure persons] people living in [state]. So while you may 
not realize it, you likely know someone who doesn’t have enough to eat.  

You can help. This holiday season, give a gift from your will to Feeding America®.

At Feeding America, we’re working hard to end hunger—in [state] and 
throughout the country. But a hunger-free America won’t happen overnight. 
That’s why I’m asking you to make a powerful, long-term commitment to bring 
nutritious food to people in need. Your future gift will fortify a network of more 
than 200 foodbanks. And you’ll advance our food rescue program, which puts 
nutritious food destined for waste into the hands of people facing hunger. 

I hope you enjoy the enclosed issue of Fighting Hunger Today and Tomorrow, 
which shows how you can help lift the burden of hunger for future generations. 

Thank you for all that you do for Feeding America. You make our work possible.

Sincerely,

 
 
Jessica Noe
Senior Manager, Development 
and Planned Giving

P.S. Do you know somone who feels 
passionate about ending hunger in 
America? Honor them with a gift from your 
will. Learn more in our free guide, Give 
From the Heart With a Tribute Gift. Simply 
return the enclosed reply card today!

@Name@
@Street2@
@Street@ @Unit@
@City@ @State@ @Zip@ @Zip4@

State personalization

Personalized salutation
Number of food insecure people
State specific statistics



1501 Cherry Street • Philadelphia, PA 19102-1477 • 215-241-7000 • afsc.org

Dear Stephen Schoen and Margot Fraser,

Every day we are greeted with troubling reminders of why the world desperately needs the work of the 
American Friends Service Committee.

For 100 years, AFSC has heeded the call for help: From people struggling against militarism in their 
communities. From children and families here and around the world who deserve basic human 
rights and dignity. From prisoners living in community cages. And from emerging leaders eager to 
promote justice and peace.

Never has the call felt more urgent, our commitment stronger, or our achievements more gratifying. 
Your support is key to maintaining this forward momentum. 

One way you can accelerate AFSC’s investments in peace and receive benefits yourself is through  
a gift that pays you income. Known as a charitable gift annuity, this option can be a smart solution 
for those concerned about having enough money later in life. 

Here’s how it works: You make a 
contribution to American Friends Service 
Committee, securing a current income tax 
charitable deduction, and we agree to pay 
fixed payments to you and/or another  
person you choose for your lifetime(s)  
(see example, right). 

The most important advantage of  
this arrangement is the opportunity to  
make a major contribution to AFSC  
while still meeting your personal  
financial needs. 

T1R200001 25745PRO

Cash used to fund  
the annuity 
 
Age at time of gift

Annuity rate   
 
Annual payment received
  
Charitable deduction
  
 

$20,000 

90

9%

$1,800

$12,655

Sample gift
Based on a $20,000 gift annuity

* Sample for illustration purposes only; actual calculations may vary. 
Please contact us for definitive illustrations.Continued on back

Support lasting peace; receive lasting payments! 
Please check the box(es) below to learn more:
�
o�I would like a personalized illustration showing how a charitable gift annuity would benefit me.  

Send an illustration based on a gift of: 
    o $100,000      o $50,000      o $10,000      o $________________________ 
       (amount must be greater than $10,000)  

Please include specific information based on the birth date(s) 
of ______/_______/________ (and  ______/_______/________ ).

o�Please contact me with details about how I can support AFSC’s future with a gift in my will, 
trust or retirement plan. 

o�I have already included a gift to AFSC in my estate plan but have not previously informed you.  

Stephen M. Schoen and Margot 
Fraser
Margot Fraser Fund
c/o Marin Community Foundation
5 Hamilton Landing Ste 200
Novato CA  94949-8263

Continued on back

Your illustration will be sent  
to the following address:

TO: 

Stephen M. Schoen and Margot Fraser
Margot Fraser Fund
c/o Marin Community Foundation
5 Hamilton Landing Ste 200
Novato CA  94949-8263

Joan Quick
c/o Thomas J. Vetter
Keogh, Burkhart & Vetter
34 Wall St
Norwalk CT  06850-3429

1501 Cherry Street • Philadelphia, PA 19102-1477 • 215-241-7000 • afsc.org

Dear Joan Quick,

Every day we are greeted with troubling reminders of why the world desperately needs the work of the 
American Friends Service Committee.

For 100 years, AFSC has heeded the call for help: From people struggling against militarism in their 
communities. From children and families here and around the world who deserve basic human 
rights and dignity. From prisoners living in community cages. And from emerging leaders eager to 
promote justice and peace.

Never has the call felt more urgent, our commitment stronger, or our achievements more gratifying. 
Your support is key to maintaining this forward momentum. 

Gift annuities established by visionaries like you are a powerful way to accelerate AFSC’s 
investments in peace, while providing income for yourself or a loved one. Many of our supporters 
choose to create additional gift annuities to further strengthen these efforts.

You already know how it works: You make 
a contribution to American Friends Service 
Committee, securing a current income tax 
charitable deduction, and we agree to pay 
fixed payments to you and/or another  
person you choose for your lifetime(s)  
(see example, right). 

The most important advantage of  
this arrangement is the opportunity to  
make a major contribution to AFSC  
while still meeting your personal  
financial needs. 

T1R100001 25745CUR

Cash used to fund  
the annuity 
 
Age at time of gift

Annuity rate   
 
Annual payment received
  
Charitable deduction
  
 

$20,000 

90

9%

$1,800

$12,655

Sample gift
Based on a $20,000 gift annuity

* Sample for illustration purposes only; actual calculations may vary. 
Please contact us for definitive illustrations.Continued on back

Support lasting peace; receive lasting payments! 
Please check the box(es) below to learn more:
�
o�I would like a personalized illustration showing how a charitable gift annuity would benefit me.  

Send an illustration based on a gift of: 
    o $100,000      o $50,000      o $10,000      o $________________________ 
       (amount must be greater than $10,000)  

Please include specific information based on the birth date(s) 
of ______/_______/________ (and  ______/_______/________ ).

o�Please contact me with details about how I can support AFSC’s future with a gift in my will, 
trust or retirement plan. 

o�I have already included a gift to AFSC in my estate plan but have not previously informed you.  

Joan Quick
c/o Thomas J. Vetter
Keogh, Burkhart & Vetter
34 Wall St
Norwalk CT  06850-3429

Continued on back

Your illustration will be sent  
to the following address:

TO: 

Personalized salutation
Personalized CGA rates,  
annual payments and  
deduction
Pre-populated reply card

Matures and Boomers: 

Planned Giving 
Differences

   

   

Sector Preferences
» Boomers are more likely than Matures to leave a 

future gift to Healthcare, Human Services and 
Medical Research nonprofits 

» Late Boomers are more likely to leave a future 
gift than Early Boomers to Healthcare and 
International Affairs nonprofits

   

   

Restricted or Unrestricted? 
Sector Differences 
» Boomers are nearly 5 times more likely than 

Matures to make a restricted gift to Medical 
Research Nonprofits 

» Boomers are more than 10 times more likely than 
Matures to make a restricted gift to Healthcare 
and Human Services organizations

   

   



Financial Concerns 
Plague Boomers
» More than one-third of Matures are very 

satisfied with their savings and 
investments 

» Less than one in five Boomers are very 
satisfied with their savings and 
investments

   

   

Boomers Fear Outliving 
Retirement Savings
» 22% of Early Boomers are very satisfied with 

having enough money to retire 

» 13% of Late Boomers are very satisfied with 
having enough money to retire 

» Less than half of Boomers believe they will 
have enough money to meet their financial 
obligations after retirement

   

   

Focus on 
Financial Peace-
of-mind

Focus on 
Financial Peace-
of-mind



Boomer Giving 
Motivation
“I am always looking for new opportunities 
to create change for the better” 

» Matures 8% 

» Early Boomers 17% 

» Late Boomers 26%

   

   

How are Planned  
Giving Dollars Used? 
Boomers Prefer 
Visuals

Estate Planning 
Importance
» 74% of Matures believe a will is important 

» 55% of Early boomers believe a will is important 

» 48% of Late boomers believe a will is important

   

   



59% 41%76%

 

Estate Planning Prevalence: Who’s Got What? 

Will

Late BoomersMatures Early Boomers

Estate Planning Prevalence: Whose Got What? 

Beneficiary Designation  
IRA/401K

Segment Estate Planning by Age

personal estate planning course

lesson book
Five lessons designed to help you understand the benefits of smart estate and gift planning

Shape the Future Page 3

Make a Better Will Page 7 

Improve Your Estate Plan With Trusts Page 12  

Handle Federal Tax Laws Page 16 

Cut Taxes Today by Changing the World Tomorrow Page 20

learn how to...

personal estate planning course

record book
So you can keep more of what’s yours and give to those you love and support

Get Organized Page 2

Track Your Personal Info Page 3 

Calculate Your Estate’s Worth Page 16  

Disposing of Your Estate Page 22 

Consider Charitable Choices Page 24

what’s inside

Estate Planning Prevalence: Who’s Got What? 

Beneficiary Designation  
IRA/401K

Late BoomersMatures Early Boomers

42% 40%51%

 

Estate Planning Prevalence: Who’s Got What? 

Joint Ownership  
of Property

Matures Early Boomers

41% 32%54%

Late Boomers

 



Estate Planning Prevalence: Who’s Got What? 

Living Trusts

Matures Early Boomers

20% 17%30%

Late Boomers

 

Estate Planning Prevalence: Who’s Got What? 

Transfer on Death

Matures Early Boomers

18% 17%32%

Late Boomers

 

Estate Planning Prevalence: who’s Got What? 

Nothing

Matures Early Boomers

25% 32% 5%

Late Boomers

 

It Pays to Ask 
Your Donors and 
Prospects



 

» Boomers are five times more interested in CGAs 
than Matures 

» Boomers are three times more interested in CRTs 
than Matures 

» Late Boomers are nearly twice as interested than 
Early Boomers in tax benefits for donating homes 
or other property 

» Late Boomers are nearly twice as interested than 
Early Boomers in saving capital gains by giving 
stocks/bonds

Interest in Most Gift 
Types Differs Whats Next? 

Don’t Forget 
About Gen X

   

The Exception  

Honor and 
Tribute
Matures and Boomers are more than 
twice as interested in making an 
honor or tribute gift than any other 
gift type

Whats Next? 
Don’t Forget 
About Gen X

What’s Next? 
Don’t Forget 
About Gen X

   

Will inherit wealth 
from Boomer 

parents

Will make larger 
gifts than the 

previous 
generations

More likely than 
Matures or Boomers 

to give online



Questions?

Cheryl Sturm 
Director of Market Research 
cheryl.sturm@stelter.com

   

Nathan Stelter 
VP of Business Development  
& Marketing 
nathan.stelter@stelter.com

Additional 
Questions?

   

cheryl.sturm@stelter.com 

nathan@stelter.com 

jen.lennon@stelter.com 

stella@stelter.com 

www.stelter.com

   

In a few days you will receive an 
email giving you instructions on 
how to access: 
 • The recording. 
 • The presentation slides 

www.stelter.com/webinars

Following 
The Webinar

Thank 
You!


