Training Boot Camp
This interactive session will begin with a brief overview of a variety of training scenarios that
gift planning officers may face. Several case studies (below) will be presented, and we will
break into groups who will dissect the scenarios and propose a training plan—including
proposed written materials, how to measure success, and follow-up steps.

Case Study #1
You have been asked by your supervisor to “create a gift planning training plan for the hospital”.
He asked you to suggest the constituencies, create an agenda, design the written materials, etc.

Case Study #2
You have been asked by the President to make a presentation to the board of trustees and/or the
executive committee about “gift planning in general”. You are instructed to “be brief”.

Case Study #3
You have been asked by your Vice President to present a one-hour mandatory training about the
new tax laws and their effect on fundraising to your fundraising colleagues. You are also asked
to write a synopsis on this same subject for your organization’s prospects and donors for
inclusion in your organization’s newsletter.

Checklist for Trainings

#1 WHO is going to attend/should be invited? What is their level of familiarity about the subject?

#2 WHAT are you being asked to do? What is the scope of the training? What do the attendees need to
take-away? Also, what materials do you plan to prepare and provide?

#3 WHERE will the training/educational session take place? What is the best venue for this audience?

#4 WHEN will the training take place? What is the best time of day/time of year?

#5 WHY are you holding this training? What are your goals, and how will you evaluate the success?

#6 HOW many people are you inviting, and how many do you anticipate will respond favorably to the
invitation? How long should the training be? How extensive should the handouts be, if any?
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“When nothing seems to help
I go and look at the
stonecutter hammering away
at his rock perhaps a hundred
times without so much as a
crack showing in it. Yet at the
hundred‐and‐first blow it will
split in two, and I know it was
not that blow that did it but
all that had gone before.”
‐ Milo Schultz ‐
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Welcome to Training Boot Camp!
1. Brief overview of trainings.
2. Variety of training scenarios gift planners may face.
3. Several case studies will be presented, and we will

break into groups and propose training plans.
4. The speaker will summarize the groups’ conclusions.
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Training Boot Camp
Training others is a somewhat unique role
of a gift planner.

Training = education.
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Types of Trainings
These are examples of types of trainings you may
be asked to produce.
Trainings can be formal or informal.
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Formal Trainings
These are the traditional trainings.
These might form part of a mandatory curriculum
at your organization.
Topics are usually presented in lecture format.
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Typical Topics
i. Charitable giving in general
ii. Bequests and estate gifts
iii. Charitable gift annuities
iv. Charitable remainder trusts
v. Charitable tax laws
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Typical Topics
vi.

Gifts of stock

vii. Gifts of real estate, art and personal property
viii. Life insurance and retirement plan gifts
ix.

Complex gifts (business interests, patents)

May 8, 2017

8

4

5/5/2017

Informal Trainings
These trainings are not usually pre‐arranged
and may occur on‐the‐spot.
Arguably these trainings may be more effective.
• The trainee may be more receptive.
• The timing may be spot‐on.
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Informal Trainings
Topics may be similar to those in formal trainings,
but can be very focused.
These trainings are usually one‐on‐one or involve
only a few people.
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“Cross Training”
Invite Committee members to attend legacy
society luncheons.
Post donor profiles on your website, and choose
ones to feature in the annual report and/or other
publications.
Ask a donor to lead the training.
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Training Tools
Seminars (with outlines)
• Exhibit A: Staff training‐initial
• Exhibit B: Staff training‐follow‐up
• Exhibit C: Community group
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Exhibit A: Formal Staff Training
“Gift Planning 101—
Bequests & Charitable
Gift Annuities:
What Should I Know?”
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Exhibit B: Formal Staff Training
Charitable Gift Annuities
[January 14, 2009]

OVERVIEW In this session, we will:
•
•
•
•
•
•

Review statistics about charitable gift annuities
Discuss why donors choose charitable gift annuities
Review an actual charitable gift annuity with NS‐LIJ
Review a proposal for a charitable gift annuity
Discuss “cues and clues” to identify prospects for charitable gift annuities
Discuss types of charitable gift annuities
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Exhibit C: Community Group
“Giving While Living…. and Beyond!”
March 3, 2010

1. Why do people make gifts?
2. Rules for making a gift
3. Taxes and tax law changes
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Training Tools
Lectures with power point presentations
Gift planning newsletter/e‐newsletter
1. Primary purpose: to educate prospects, donors and

external constituents.
2. Secondary purpose: to educate colleagues and others.

Mailings to prospects and donors
Tips of the Quarter
Tips of the Quarter
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Training Tools
Website articles
Donor profiles
1. Profiles of donors are especially good educational tools

as donors in similar economic situations might have
similar goals and needs.
2. The soft call to action is from a real donor, not you (a

paid employee).

Donor Profiles
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Tailor the Message to the Audience
Training materials should be tailored for different audiences.
Example 1: Tax Law Changes. We used materials:
1. As a “cheat sheet” for staff
2. In a staff training
3. In an article on the website
4. In an email to trustees
5. In e‐blast to constituents
6. In a newsletter article
Example 2:

Charitable Gift Annuities
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Focus on the Response
1. What makes each constituency tick?
2. What does each constituency want or need?
3. What do you want to achieve?
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Types of Audiences
1. Gift planning team members
2. Major gift officers and other colleagues
3. Senior leadership (deans, doctors)
4. Board and committee members
5. Volunteers
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Types of Audiences
6. Staff and retired staff.
7. Planned giving donors and prospects.
8. All donors and prospects.
9. Segments of the larger community.
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Location of the Training Session
1. Your organization/your office
2. A sponsor’s office
3. A restaurant or business
4. A donor’s home
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Closing Thoughts
Training needs to be ongoing and repetitive.
The message is for each constituent personally, and
also for others within their spheres of influence.
Cultivate your colleagues like you cultivate your best
prospects. You will “close” more gifts with your
colleagues than with any one prospect!
Be patient and stay the course!
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Case Study #1
You have been asked by your supervisor to “create
a gift planning training plan for the hospital”. He
asked you to suggest the constituencies, create an
agenda, design the written materials, etc.
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Case Study #2
You have been asked by the President to make a
presentation to the executive committee of the
Board of Trustees about “gift planning in general”.
You are instructed to “be brief”.
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Case Study #3
You have been asked by the Vice President to
present a one‐hour mandatory training about “the
new tax laws and their effect on fundraising” to
your fundraising colleagues. You are also asked to
write a synopsis on this same subject for your
organization’s donors for inclusion in an e‐blast.
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Case Study #4
It’s 4:50 pm on Friday afternoon and your
colleague John (a major gift officer who focuses on
a specific area within your organization) stops in
your doorway to mention that he had a visit with
an “older lady” earlier in the week, and he would
like to discuss her “trust”.
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Case Study #5
You are in a monthly prospect meeting, and one of
your colleagues is discussing difficulty in closing a
gift because the prospect seems unwilling to
commit due to current economic circumstances.
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Checklist for Trainings
WHO is going to attend/should be invited? What is their
level of familiarity about the subject?
WHAT are you being asked to do? What is the scope of the
training? What do the attendees need to take‐away? Also,
what materials do you plan to prepare and provide?
WHERE will the training/educational session take place?
What is the best venue for this audience?
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Checklist for Trainings
WHEN will the training take place? What is the best time
of day/time of year?
WHY are you holding this training? What are your goals,
and how will you evaluate success?
HOW many people are you inviting, and how many do you
anticipate will respond favorably to the invitation? How
long should the training be? How extensive should the
handouts be, if any?
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Thank You!
Alexandra P. Brovey, JD, LLM
(abrovey@northwell.edu)
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