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#1 - INTRODUCING THE TOPIC OF PLANNED GIVING WITH
DONORS


Mindset of Donor Relations
o Understanding why people give
o Relationship matters
o Giving beyond outright gifts: gift planning
 Highly attractive to donors for many reasons:
 For some it’s the only way they can make a
substantial gift to a charity
 Allows for creativity
 They realize the benefits for charity and
themselves or their family
o A charity will be asking – will it be yours?
 Charities attract more donors and gifts by offering a
complete range of giving options



Indicators of Readiness to Ask
o For you:
 Your own gift planning
 Your confidence and body language
o For the donor:
 Strength of relationship: level of giving, consistency of
giving, passion indicators
 Demographics: age, marital status
 Life changes
 Accumulation of assets
 They’ve asked for more information
Just ask
o Would you consider….naming our charity in your will?
o Are you aware of the tax consequences your estate may entail?
o It’s sounding like this is really important to you; did you know there
are other ways to help charities like ours beyond cash gifts?





Your Notes:

Overcoming apprehensions/challenges
o Knowledge
 Importance for donors to be educated on the favourable tax
consequences for each type of gift – this can be viewed as
a service to your donors
 Understanding the donation tax credit
 Donation credits in Ontario (combined federal and
provincial rates):
o $0 to $200 = 20.05%
o >$200 = 40.16%
o Example: $10,000 donation = $3,975.78 in
tax credit
 Bring a CSS consultant with you when it’s appropriate
 Avoid planned giving jargon: tax terminology and technical
terms alienates and intimidates donors – use language the
donor understands
o Time/capacity
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A PILOT PROJECT W ITH CSS
o
o
o
o
o
o

Your Notes:

Identify prospects
Select segment (40 to 50 prospects)
Case brochure for planned giving and direct mail with
Telephone follow up by staff/volunteer/CSS consultant
Measurement
Which partner would like to participate?
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#2 - BEQUESTS
IDEA – DEFINITION

Your Notes:

be-quest [bi kwést]
1. something left in will: something left to somebod y in a will
2. something passed down to posterity: something such as
knowledge or a practice handed down to future
generations
3. act of bequeathing: an act of bequeathing something to
somebody
Synonyms: inheritance, legacy, gift, donation, settlement,
endowment
A gift of Personal Property, such as money, stock, bonds, or jewelry, owned by a
decedent at the time of death which is directed by the provisions of the decedent's
will; a legacy.
A bequest is not the same as a device (a testamentary gift of real property)
although the terms are often used interchangeably. When this occurs, a bequest
can be a gift of real property if the testator's intention to dispose of real property is
clearly demonstrated in the will.
There are different types of bequests. A charitable bequest is a gift intended to
serve a religious, educational, political, or general social purpose to benefit
mankind, aimed at the community or a particular segment of it. Charitable
bequests also reduce the estate taxes that might be owed on the estate left by a
decedent.
A demonstrative bequest is a gift of money that must be paid from a particular
source, such as a designated bank account or the sale of stock in a designated
corporation.
A general bequest is a gift of money or other property that can be paid or taken
from the decedent's general assets and not from a specific fund designated by the
terms of the will.
A CHARITABLE GIFT IS PERHAPS THE SIMPLEST FORM
OF PLANNED GIFT TO ARRANGE. IT IS A GIFT MADE
THROUGH A PERSON’S LAST WILL AND TESTAMENT. A
CHARITABLE BEQUEST CAN CONSIST OF GIFTS OF
CASH, REAL ESTATE OR OTHER PROPERTY BUT
USUALLY IT IS A PERCENTAGE OF THE DONOR’S
ESTATE WHICH IS GIVEN AFTER THE ESTATE DEBTS
AND THE FAMILY NEEDS ARE CARED FOR.
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Your Notes:
WHY IT’S THE RIGHT TOOL




In some situations it’s the only manner in which an individual can give a
substantial gift to an organization that they really care about – one of the
indicators can be a donor who gives a small monthly gift throughout the
year
For some organizations bequest programs are the easiest to promote and
provide the most fruitful returns

Careful planning puts you ahead in the long run: hurry and scurry puts
you further behind
The making of a Will is an important act of stewardship. Proper instructions for
passing on to others our responsibilities can be a complicated task. A will is a very
personal document and should be
designed to reflect your family
“Before
situation, you finances, and your
reading
Mis
religious outlook on life.
Many donors give throughout their
lives, and to keep that opportunity to
give going they like to leave gifts to
charity. Because many feel that their
estate can give a larger gift at the
time of death, the bequest tool is the
right tool.





Simpkin’s
will, may I
say that
you are a
very lucky
cat?”

The gift can be cash, stocks,
property etc.
There may be tax incentives to using this tool.
Simple to arrange
Charity receives the gift on the death of the donor.

A donor’s age may have a bearing on whether to leave a bequest or not. Certainly
the main goal of a will is family provision. Need should be the major criteria, if
there is no need, then a gift to charity may be an option.
THERE ARE TAX INCENTIVES TO GIVING.
What are they?
A person who dies is deemed to have disposed of everything owned by him/her a
moment before death.
This means that, at the moment of your passing,
1. 50% of any capital gains on appreciated assets or investments
become taxable income. This includes the family cottage or cabin on
the lake.
2. If there is no opportunity for a “spousal rollover”, the entire value of a person’s RRSP/RRIF
portfolio becomes taxable at death.
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Your Notes:
So for some estates, there are considerable tax implications at death.
When a bequest, donation from an estate is made, the charity issues a tax receipt
for the amount of the gift. Your executor can use the receipt to offset income in the
current and previous years.
THE WAYS THIS TOOL CAN BE USED
Bequests can be structured in various ways:
1. A specified dollar amount
2. A percentage of the residual of an estate
3. Charity Child

A Child called Charity
• Four Children
• Committed to several
Christian causes
Plan without Charitable Gifts
Income tax payable

$100,000

Assets:
Total estate: $1,000,000
including $200,000 in RRSP’s
Plan with Child called “Charity”

Income tax payable

(approx. 1/2 of RRSP value)

$0

Amount to Charity

$0

Amount to Charity

$200,000

Amount to each child

$225,000

Amount to each child

$200,000

HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE
The advantages to using CSS to help your donors are:




A free service with no obligation.
Knowledgeable third party advice.
Gift Distribution Service through a Letter of
Direction
1. Provides flexibility.
2. Privacy/Anonymity.
3. Simplicity.
4. Change beneficiaries easily.
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Your Notes:


Represent many charities in Canada.

Do not be afraid to ask questions.


They either will give you an answer or tell it’s none of your business. If
you don’t ask the question you aren’t doing your job. We are in the charity
business, our job is to ask, to give, to help, to fulfil God’s plan for his
children.

If you have donors, send them information about estate planning or
succession planning.


Many of the people we speak with haven’t planned their future with regard
to their estate. “We have lots of time”, “We’re still young”, “We don’t have
much to work with”, “It’s too complicated to figure out now!”, “Yeah, we
should do that or get around to it sometime”.
A bequest in a will is a personal decision made by the donor. The bequest
is part of a long term plan, the plan that you have in place for your
organization. If received bequests can achieve long term planning results
that help grow your organization.

Some thoughts about planned giving:





The average time for a planned gift, a bequest, is 7-10 years.
You can start a simple bequest program right now.
75-80% of planned gifts are bequests.
4 main reasons to give a bequest.
o Compassion for those in need.
o They believe in your cause and as importantly your
leadership.
o They are affected by the cause.
o To give back to the community.

So, if you are saving $ 3,000 in your budget, you may lose a $ 500,000 bequest.
Within the next 15 years, over 6 trillion dollars will be passed down from one
generation to the next.
We at CSS have been working with people for over 35 years, helping families
make decisions about their wills and easing their minds about the future of their
estate and their finances.
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#3 - APPRECIATED SECURITIES
Your Notes:
CONCEPT
In 2006 the government eliminated the capital gains tax on any publicly listed
securities which were donated directly to a Canadian registered Charity. Donors
benefit from the elimination of this tax liability, as well as receiving a charitable
donation receipt for the full market value of the donated securities. The list of
eligible publicly listed securities include publicly listed shares of a corporation,
shares of Canadian public mutual funds, and a number of other financial
instruments.
WHY IT’S THE RIGHT TOOL
It is an easy suggestion to make, to an investor, as the benefit to the donor is
twofold. Gifts of appreciated securities eliminate the capital gain tax liability for
the investor; in addition they also receive a charitable donation receipt to offset
other tax liabilities. This is a powerful way to encourage a supporter to make a
gift as it reduces their tax burden, which provides the opportunity for larger gifts,
or reduces the ultimate cost of the gift.

THE WAYS THIS TOOL CAN BE USED
Understanding this tool and how it can be used will allow you to provide the
donor with some practical suggestions for making a donation to your
organization. The tool can also be utilized in a number of innovative ways.
One example might be to suggest a simple strategy to donors who have a
portfolio of investments which they actively trade. Most investors regularly
rebalance their account, and thus regularly sell the securities which have
appreciated in value within their portfolio to raise capital for their next
investment. This creates a tax liability for the investor which is generally
viewed a cost of doing business. However, if this investor is
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also a generous donor, then donating the appreciated security eliminates some
or even all of this cost. The donor simply uses cash from other sources which
had been earmarked for donations to purchase their next investment.

Your Notes:

Some other ways to use this tool:
1. Does the donor get a small dividend cheque? Perhaps they own some
demutualized insurance company shares – these shares are fully taxable
as they have a zero adjusted cost base. They are a great gifting
opportunity.
2. Does the donor have a big tax liability this year? Making a significant
donation this year, use the charitable tax receipt to offset taxes in the
year you need it, plus spill out the cash to your charity over time.
3. Is the donor being asked to consider a large pledge to their church or to
a capital campaign? Here’s an opportunity to meet the pledge more tax
effectively
4. Are significant market gains giving the donor thoughts of additional or
increased donations to your organization, but the cost of liquidating them
is holding the client back? Suggest a donation directly to charity.
5. Is the donor planning to liquidate an investment account? A Stewardship
Consultant from CSS can calculate the amount of the investment to
donate to charity to eliminate the tax completely!
6. Private shares can also be donated to fulfil a bequest gift or pledge.
HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE
Christian Stewardship Services handles a large volume of appreciated security
gifts for charity, and it is a free service we provide for our partnering
organizations. CSS takes care of the whole process, mostly this can do done
simply by email and over the phone, though we can and do meet with the client
to assist with the initial paperwork if this makes the client more comfortable with
the process. Many of the donors who have utilized this service in the past,
continue to do so regularly.
We have accounts with a number of brokerage firms and organizations to
expedite this gifting process. We make it easy for the donor, so you can
concentrate on maintaining the relationship with your supporter, and provide you
with a quick turn around on such a gift.
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#4 - RRSP GIFTING
CONCEPT

Your Notes:

Registered Retirement Savings Plans (RRSPs) are an important pillar of
Retirement Savings for Canadians. By the end of the year in which a person
turns 71, RRSPs must be converted to Registered Retirement Income Funds
(RRIFs) and used to provide retirement income in conjunction with employment
income, non-registered investments, TFSAs, employer pensions, Canada
Pension Plan, Old Age Security, and the Guaranteed Income Supplement.

An RRSP or a RRIF is not a type of investment (like a mutual fund, stock, bond,
etc.), but is a type of ACCOUNT which protects the investments in it from taxes.
Funds deposited into an RRSP receive a deduction from income, grow without
attracting tax, and are taxed at a person’s marginal tax rate when withdrawn.
When used correctly, RRSPs can be efficient savings vehicles, however, when
used inefficiently a person may find themselves with a larger income than they
planned and, coincidentally, they pay more income tax than planned.

Most people who retire with more registered assets than they require have done
so by accident. It is a by-product of aggressive yet regular saving, and/or
perhaps to reduce income taxes from a business, property/farm sale, etc.
Income tax on RRSPs/RRIFs is owed by an investor when funds are withdrawn
from their RRSP/RRIF during their lifetime, or when they pass away and no
spousal rollover is available. Rather than face the prospect of paying high
income taxes, an attractive alternative is to make a donation to offset the income
taxes owed. For high tax-bracket donors, this requires a gift equal to 100%
of the RRSP withdrawal. However, if a person withdraws funds from their
RRSP/RRIF to make a donation, their financial institution is required to withhold
taxes on the withdrawal. These withholding taxes reduce the amount of funds the
investor
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Your Notes:
has to make a gift, and can reduce the tax efficiency of the gift. We will explore
options to minimize taxes and increase the impact of the gift in both scenarios.
WHY IT’S THE RIGHT TOOL
Many astute investors and savers are generous givers, but are afraid to use
registered funds to make a gift because they know they’ll get “dinged” on taxes.
However, they may be more willing to consider using an alternate pool of capital
to support your charity if you educate them on the potential use of RRSPs and
RRIFs for donation.
THE WAYS THIS TOOL CAN BE USED
There are two ways donors can use their RRSPs to support your ministry: 1)
During their lifetime, and 2) at their death via an RRSP beneficiary designation
or by their will.
1. Lifetime RRSP/RRIF gifts (inter vivos):
Normal lifetime withdrawals of RRSPs are subject to withholding taxes.
This means the government requires the bank to keep some of the
withdrawal on hand as a pre-payment of the person’s tax liability. The
rates of withholding tax range from 10% for w/d up to $5,000, 20% for
w/d up to $15,000, and 30% for w/d > $15,000. For a RRIF the same
rates apply, but only to withdrawals in excess of the annual minimum.
Withholding tax reduces the amount available for the donor to give and
in some cases can result in a tax credit that does not offset their tax
liability (see example below). However, when a person’s intent is to
donate the proceeds from their withdrawal, they can request advance
permission from the CRA to give their bank permission to forego the
withholding taxes. This results in the donor receiving 100% of the
proceeds and he/she has the entire withdrawal available to gift. Just
below is a table showing the potential difference that can make using
Ontario tax rates and donation credits.
The process to do this is not difficult when understood. The donor must
file form T1213 with the CRA to request permission PRIOR to the
withdrawal. CSS has template T1213s and request letters which can be
used. CRA will consider the request and will provide the donor with a
letter indicating approval of the request. The donor provides this letter
to their bank, the bank withdraws the funds, and forwards 100% of the
withdrawal to the donor.
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W/H Tax applied

No W/H Tax applied

$100,000

$100,000

($30,000)

($0)

$70,000

$100,000

$46,000

$46,000

$32,200

$46,000

5) Tax paid at end of tax
year

$13,800

$0

6) Personal funds req’d to
eliminate remaining tax

$30,000

Ontario Example, 46% Tax
1) RRSP Withdrawal for gift
(Less: W/H Taxes)
2) Funds available to
Donate
3) Total taxes owed on w/d
4) Tax credit from gift

Your Notes:

2. Gift at death (causa mortis):
Some donors need their RRSPs/RRIFs during their lifetime, but when there is no
spouse to receive the funds at their death, their estate faces the same tax
implications they would face personally due to a lifetime withdrawal. At death, the
deceased person’s unused RRSP/RRIF balance is paid out to his/her estate to be
distributed according to the terms of their will. This could result in three unwanted
outcomes: funds are subject to creditors, become subject to probate fees, and
gifts in the will could be contested by the person’s heirs.
This can be avoided. Where a person wants the funds to go to charity to offset
the taxes, they can name charity as a beneficiary of their RRSP or RRIF. This is
done by means of a beneficiary designation form at their financial institution OR a
beneficiary declaration can be made in his/her will declaring charity as a
beneficiary. If the declaration is made in the will, the financial institution needs to
be made aware of this prior to the person’s death so funds are not mistakenly
paid to the estate. This results in the same tax outcome to a person’s estate as
the “No Witholding Tax” scenario above.
HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE
As this type of gift can have big implications on a donor’s finances, retirement income
security, overall estate plan, etc., donors should be encouraged to meet with a CSS
rep. Christian Stewardship Services has handled several of these inter vivos gifts
with withdrawals ranging from $15,000 to over $1,000,000 at a time and has dealt
with accountants, lawyers, and financial advisors to explain and facilitate these gifts.
The inter vivos gift can be of great benefit to the proper individual, however, for some
who don’t understand the implication of it, it could lead to financial hardship. Factors such as other
income sources, remaining RRSP balance, other personal savings, etc. need to be considered. But this
evaluation is done for them free of charge due to your fees. CSS has all the templates available that
need to be sent to the donor’s local CRA tax office to facilitate the request and will handle any CRA
correspondence if required.
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Your Notes:
The causa mortis gifts should be done in consideration of the donor’s overall
estate plan to ensure that beneficiary designations don’t result in a beneficiary
being skipped (or paid twice!). Any resulting gift should be done with full
awareness of what the impact to the person’s estate will be, as well as the impact
it will have on their children and other charitable beneficiaries. CSS does this on
a regular basis, and can help your donors distribute their RRSP plans at death via
CSS’s distribution service.
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#5 - REVOCABLE DEPOSIT AGREEMENT

CONCEPT

Your Notes:

A Revocable Deposit Agreement provides a combination of income and planned
giving. It is especially designed for Christians who wish to put their money to
work effectively to benefit themselves as well as their favourite charities. CSS
pays the depositor interest on the Deposit at a rate equivalent to the earnings of
the CSS restricted portfolio less 1% for administration. The depositor will receive
up to fifty percent (50%) of the calculated earnings each June and December.
The remaining interest earned will be distributed to the charities that the
depositor has selected.

WHY IT’S THE RIGHT TOOL
Why



An opportunity to provide a sound, consistent and steady income stream
for both the depositor and the charity
Reasonable return plus a donation receipt for depositor ( Consistent



historical returns with a 5 year average about 5%)
The principal belongs to the depositor and thus is accessible to the

depositor upon appropriate notice
Who





Those with personal or corporate reserve funds
Maybe an individual has an unpredictable income flow…..Save surplus
from good years to protect against the lean years, like Joseph and the
seven years of fat and lean
Savings Fund for future project plans
Charities themselves: receive the interest on their own deposits (less the
administration fee) providing an income stream or accruing funds for their
own future plans
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HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE




Your Notes:

Deposits made with CSS are loaned out to Christian organizations under
the CSS mortgage and loans program
This CSS tool can offer your supporter a competitive rate of return and
give your organization a current and ongoing donation stream
Simplicity for the depositor – no deposit ceiling, allows the funds to be
invested in Kingdom causes, and gives depositor the opportunity to bless
your charity with a donation all in one
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#6 – GIFTING ACCOUNTS
CONCEPT
Your Notes:
Donor-Advised Funds offers the same funding choices and executive privileges
as a private foundation, but is a much more flexible and cost-effective alternative.
Donors wishing to set aside funds to support their favourite charities may
determine whether the capital of the Fund is to be retained for a specific length of
time or in perpetuity, or determine that the funds will be distributed over a period
of time as they direct.
WHY IT’S THE RIGHT TOOL
Flexibility - Donors determine timing and frequency of gifts
Privacy – CSS offers anonymity when requested
Efficiency – No ‘start-up costs’ and CSS will do all the administration and record
keeping for small fee
Continuity – Creates a legacy of giving that can last for generations
Who would benefit?







Donors who have recently come into money through an inheritance
Donors who have sold an investment (created a large tax liability) and are
looking for a way to use the money beneficially
Donors who like to plan ahead with their giving and know they are
providing continuous support
Anyone looking to make and distribute a major gift or create a legacy of
charitable giving that will last for generations
Organizations and groups of individuals that want to raise capital for a
particular charity over a period of time

THE WAYS THIS TOOL CAN BE USED




Do you have an upcoming Capital Campaign? Suggest CSS as a thirdparty administrator to offer privacy and ease of administration
Do you have members that want to support multiple charities? CSS can
help support you and others in the giving space
Do you have donors that could give more but are concerned that their gift
will go beyond their annual maximum donation amount? Donor-Advised
funds can offer the planning and flexibility to give tax-efficiently
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Your Notes:
HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE








An avenue of giving that cannot be handled at a charity itself unless they
are a foundation or this type of gift is set up at a banking institution
Christians can work with an organization like CSS who have similar
beliefs and values versus working with a bank
Donors have complete flexibility in terms of when and where they would
like to give
CSS invests their fund achieving a good rate of return which in turn
benefits their charities of choice
Donors can be assured that their fund is managed well and grow their
fund through other individuals or fundraising events
This gifting account can be set up through a gift of shares
Beneficiaries of estates may consider this as an option
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#7 - CHARITABLE GIFT ANNUITY

CONCEPT

Your Notes:

Some planned gifts provide an immediate benefit to your donors, with a deferred
benefit for you after the donor has passed away. One such example is a
Charitable Gift Annuity.
The simplest definition of a Gift Annuity is that a donor purchases a pension from
charity that provides any remaining funds at the death of the donor to the charity.
This is the model of gift annuity with which CSS works. There are other models
(gift plus, de-bundled annuity, etc.), but CSS does not deal with these.
Gift Annuities provide a high, tax-efficient income stream to a donor that continues
for their entire life. Since there is a future gift, the donor receives a donation
receipt at the time the annuity is acquired which they can use to offset income
taxes in that year (or carry forward for 5 years if it can’t be used).
A gift annuity is irrevocable. The funds (once transferred to the charity) become
the property of the charity, are removed from the donor’s estate, and are therefore
exempt from probate fees.
WHY IT’S THE RIGHT TOOL
A gift annuity is the right tool for you to promote among retired donors because it
provides them with a good income that is guaranteed for life. Rates will range
from between 4.5-10% per year based on the donor’s age. In today’s economic
climate (and for the foreseeable future), guaranteed rates like that are hard to
come by. For seniors who live on a fixed income, but plan to make future gifts
from their estate, this tool offers you a chance to increase their income AND
secure a gift for your own charity.
THE WAYS THIS TOOL CAN BE USED
Gift annuities are most commonly used by seniors who are in their early 70s or
older. Since payment rates are based on the donor’s age, it’s at that point the
rates increase to 5% and higher. The Gift Annuity is very popular amongst people
who do not have a pension of their own, so they need to purchase their pension
privately. The Gift Annuity can provide an alternative source of fixed income to
your donor’s retirement assets vs. GICs, bonds, etc.
Some donors may be faced with a reduced income at this time due to lower
renewal rates of their GICs and other fixed income investments. The Gift Annuity
can be a fantastic solution to help them offset this potential loss of income and a
potential loss of donation revenue for your charity.
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Your Notes:
Due to the upfront donation receipt a donor receives, a gift annuity can also be
valuable when connected to a taxable event the donor faces. For example,
someone may have sold a business or investment property and be facing taxes
from that sale. A gift annuity can be a useful vehicle into which some or all of the
proceeds from the sale of an asset can be placed, the donor will receive a tax
receipt AND the donor will continue to earn an income for their retirement!
REMEMBER TO BE PROACTIVE! This process needs to be done in the same
tax year as the tax event occurs!
The concept of a Gift Annuity is quite simple and is easy to bring up with a donor
in conversation as an option. If the donor is interested, you can offer to obtain an
individualized quote for them which will provide them with the rate payable, the
size of the donation receipt, and the annual taxable income. All CSS needs in
order to provide you with a quotation is the donor’s birthday, the size of the
annuity, and the payment schedule the donor would like (Monthly, Quarterly,
Semi-Annually, or Annually).
HOW TO ENGAGE CSS – IN YOUR CONVERSATIONS WITH DONORS &
MORE
It may be helpful for you to have a CSS representative join you in a visit to
explain how the annuity will work for the donor exactly. The donor may have
some follow up question regarding how the donation receipt is calculated, annual
taxable income, how the income might affect their Old Age Security or
Guaranteed Income Supplement, etc. If this is an area that you’re not
comfortable discussing, simply ask your local representative to join you on the
visit. What a fantastic way to ensure the donor’s questions are asked, while also
being the source of the solution to their question!
Your local Stewardship Consultant could also join you via phone to explain the
process if a face to face visit is not feasible, as well as coach you from a distance
as you help the donor fill out their annuity application form.
It’s important to ensure that your donor has a full knowledge of what impact the
Gift Annuity will have on their estate and their current income, and CSS is
committed to helping you communicate that as effectively as possible.
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#8 – SUCCESSION & TRANSITION PLANNING
Your Notes:
SUCCESSION OF FAMILY BUSINESS







Virtually every business enterprise will face the need to sell or transition
to another party or generation.
The transition will inevitably happen. The longer they wait the less
control they will have over the process and the outcome.
The question is “Will they take the first step or risk that others will make
the choices for them”?
Few have advisors who are experienced or have the expertise to
oversee the process.
As a result they leave it till “someday”
Development staff or volunteers who have a relationship with these
people can suggest they use Christian Stewardship Services to get
started.
IN EVERY CASE, WE HAVE FOUND THAT SIGNIFICANT GIFTS
RESULT TO MINISTRY AS PART OF THE PLAN
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#9 - UNIQUE OPPORTUNITIES
Your Notes:
HAVE YOU HEARD “MY SITUATION IS TOO COMPLICATED
AND I ALREADY HAVE MY LAWYER AND ACCOUNTANT
WORKING ON IT, I DON’T THINK CSS CAN HELP?”

This is a wonderful opportunity to bring Christian Stewardship Services to the
table. It is not our practice to replace the lawyer or accountant the client is
currently using, instead we facilitate the discussions that enable your supporter’s
charitable vision in this sphere of their life. They have already chosen experts to
handle separate parts of their planning. We simply become the quarterback
directing the process to carry out the supporter’s wishes in an effective way by
involving the expertise already at the table. We have a unique perspective and
skill set that can maximize the opportunities available to the supporter and
provide the –push—to keep the process moving.
Below are two occasions where our consultants introduced a fresh idea at a
planning meeting which had a different focus yet which resulted in significant
opportunity for the receiving charities.

1. Life Insurance Gift
It is often said that the two things we can count on are death and taxes.
Thankfully as Christians, though death is certain and sad for those left behind, it
holds a promise of a better place. It was through an introductory meeting over
coffee with an individual, to explore whether Christian Stewardship had anything
to offer, we were able to show a way to multiply the impact of a smaller current
gift taken from an RRSP into a large planned gift down the road. This individual
was excited about the impact this much larger gift could make to a favorite charity
and the added benefit of a much reduced tax burden at death.

2. Endowment Fund
Create a gift that keeps on giving year after year. An endowment fund can
create a base of support for the ongoing work of your organization. The example
shown below started in 1980 with an initial deposit of $250,000, and last year
produced over $370,000 in annual revenue for the ongoing expenses of this
school in Washington. Yes it takes patience and long term vision to start a fund
like this but the long term benefits are clear!
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Your Notes:

We had the opportunity to work with a supporter to make a gift from his RRSP
tax free and start a new endowment fund for a school that over time may grow
like this.
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#10 - HOW CSS CAN HELP
Our business model is partnership, and our services are (almost) all included with
the partner dues paid. We have a knowledgeable staff of professionals which you
can access to assist you in your development work. When you partner with us,
you let us enable your supporters to help you, use our talents to further His
kingdom through your organizations.

Your Notes:

WE CAN SERVE AS YOUR VERY OWN PLANNED GIVING
DEPARTMENT.
Often your resources are limited and it can be a significant challenge to find
planned giving officers for your own organization.










Janet can help you build a case for support, design a brochure with
appropriate gift planning language or facilitate a workshop on donor
development, for eg., solicitor training. She can help you get ‘plugged in’
to gift planning, and provide the resources you need to establish an
effective program.
The Stewardship Consultants (Marinus, Wayne and Dave) can make it
happen. They are the front line, boots-on-the-ground staff who can meet
with your supporters to provide the advice and tools needed to facilitate
the gift. Whether it is a complicated estate gift, a simple donation, or just a
discussion about the options, we are willing to provide the support you
need. These gentlemen are also available for events, presentations and
training workshops. Invite them and introduce them to your supporters,
you will be amazed how receptive your donors are to such assistance.
Consider taking one of them with you on a donor call.
Laurinda is our client service representative, and she manages the
process towards completion. The Stewardship Consultants may visit with
the supporter to begin the process of planning and implementing a Last
Will and Testimony, but Laurinda co-ordinates the lawyer and client
finishing the process. She confirms the lawyer has what he/she needs to
proceed; that the meeting is scheduled to sign the documents and that all
the loose ends are neatly tied up. This assures you that the process
started with a supporter can come to fruition.
Our head office staff (Jill, Mary and Lynn) is often the first point of contact
for a client. They do an excellent job of explaining and providing the client
with the information needed to move to the next step or they refer the
client to a Stewardship Consultant for a personal visit. They also prepare
and provide all the statements, summaries and cheques which leave the
office, and take care of your supporters’ questions once they have set up
their accounts. Lynn makes sure our mortgage portfolio is running
smoothly whereas Mary provides the accounting for the whole operation.
Jill wears many administrative hats, and generally makes sure that
everyone has what they need to keep the wheels turning.
And if your supporter owns a business, particularly a farm, Henry can
provide succession planning services to create integrated family business
transition plans. This is our one service for which the client is expected to
pay.
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Your Notes:
Donors often tell us how thankful they are for our help, and how easy we make
it for them to accomplish their stewardship goals. They want to support you, but
sometimes don’t know how. You have built a relationship with them, so whether
you introduce a Stewardship Consultant to your supporter in person, or simply
refer the client to us, it is important you provide that warm handing-off.
Our business model is partnership, and we need your help - to help you. You
will often hear me say, “Funding follows Vision” – communicating your passion
and vision for your organization’s mandate prompts the donor to “determine in
their heart” what they would like to give and provide the funding – we can then
simply guide the process to completion.
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See the Christian Stewardship Services YouTube Channel for Full Videos of Each Segment!
http://www.youtube.com/user/stewardshipservices

Video Title, Presenter and URL:
Introduction to the Top 10 Opportunities (Maynard Wiersma):
http://www.youtube.com/watch?v=q03MaX2o_ls
Introducing Planned Giving With Donors (Janet deVries):
http://www.youtube.com/watch?v=Broi0QCMVXA
Bequests (Dave Broughton):
http://www.youtube.com/watch?v=Broi0QCMVXA
Appreciated Securities (Jill Jones):
http://www.youtube.com/watch?v=lNe-lt4bSko
RRSP Gifts (Wayne De Boer):
http://www.youtube.com/watch?v=ifzdK8TCn70
Revocable Deposit Agreements (Marinus Koole):
http://www.youtube.com/watch?v=OScLJdmAcMk
Gifting Accounts / Donor Advised Funds (Laurinda Beimers):
http://www.youtube.com/watch?v=9-NFBcy4w28
Charitable Gift Annuities (Wayne De Boer):
http://www.youtube.com/watch?v=q9PeBYw7Nh8
Succession and Transition Planning (Henry Eygenraam):
http://www.youtube.com/watch?v=vgBC05aXERE
Unique Opportunities (Marinus Koole and Wayne De Boer):
http://www.youtube.com/watch?v=R_2Dn6LLdw8
How Christian Stewardship Services Can Help (Maynard Wiersma):
http://www.youtube.com/watch?v=t0Ch5HMJeDk
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YOUR TEAM
Head Office Staff:
Maynard Wiersma
Executive Director
P: Toll Free: 1.800.267.8890
P: Cambridge Office: 519.653.4800
E: maynardw@csservices.ca
Jill Jones
Administrator
Toll Free: 1.800.267.8890
E: admin@csservices.ca
Mary Benn
Finance Manager
Toll Free: 1.800.267.8890
E: finance@csservices.ca
Donor/Client Services:
Dave Broughton
Stewardship Consultant, serving British Columbia
P: 250.597.3550
E: daveb@csservices.ca
Wayne De Boer
Stewardship Consultant, serving Northern B.C., Alberta, Saskatchewan, Manitoba, N.W. Ontario
P: 587.316.2656
E: wayned@csservices.ca
Marinus Koole
Stewardship Consultant, serving Ontario
P: 905.562-3605
E: marinusk@csservices.ca
Laurinda Beimers
Client Services
P: 519.304.0851
E: laurindab@csservices.ca
Development Services
Janet deVries
Development & Gift Planning Counsel
P: 905.397.6838
M: 289.668.5226
E: janetd@csservices.ca
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Succession Planning & Mortgage Services
Henry Eygenraam
Succession Planning Consultant
P: 1.800.267.8890
E: henrye@csservices.ca

CSS: Top Ten Opportunities

Page 28

