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GIFT PLANNING BEST PRACTICES 
 

I. The Gift Planning Program Has Support From the Top 
 

1. The organization has a current strategic plan with a powerful, compelling vision for the or-

ganization’s future. 

 

2. The organization has a strong internal business case for gift planning/legacy giving embraced 

by management and Board. 

 

3. Each member of the organization’s management team is committed to relationship-based 

collaborative fundraising and sees gift planning as an integral part of the donor experience 

across all lines of fundraising. 

 

4. The organization has clear and up-to-date policies to manage risk and ensure accountability 

to donors and the organization to include gift acceptance, gift counting, gift valuation, nam-

ing, endowment management, donor data management, stewardship, gift administration, do-

nor recognition, and ethics.  

 

5. Staff and program metrics are used to focus on activities and outcomes that drive fundraising 

success.  The metrics support clear and realistic annual goals, strategies and objectives that 

are designed to encourage and recognize collaboration across all lines of fundraising. 

 

6. The organization has an appropriate budget for its size, structure and goals that provides for 

adequate staffing, administrative support, marketing, travel, training, stewardship and advisor 

cultivation. 

 

II. The Gift Planning Program Has a Strong Operating Platform (The Ability and  

 Capacity to Execute) 
 

7. The organization prioritizes disciplined, comprehensive donor data management. 

 

8. The organization has an active prospect identification and management process to move do-

nors through the identification, qualification, cultivation, solicitation, and stewardship cycle. 

 

9. The fundraising staff has discipline and accountability around filing call reports and other do-

nor contacts and keeping donor portfolios right-sized and current. 

 

10. The organization has strong relationships with, and ongoing cultivation of,  the professional 

advisor community; professional advisors are partners in the gift planning conversation. 
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11. The organization has qualified staff in place to drive and support the gift planning process. 

This includes clear job descriptions, an effective job search process, the right people in the 

right chairs, and a competitive total compensation package. 

 

III. The Gift Planning Program Has Clear, Effective Strategies to Engage Donors 
 

12. The organization’s case for support is compelling, urgent and engages the donor in the or-

ganization’s near-term and long-term vision. 

 

13. All donors and prospects are offered timely, accurate gift planning information to maximize 

their charitable impact and personal benefit. 

 

14. The organization has a robust, well-executed stewardship plan across all lines of fundraising 

focused on engaging donors in a meaningful way, building long-term donor relationships, 

and maintaining a high donor retention rate. 

 

15. The organization’s marketing and messaging positions donors as partners/investors in mis-

sion and clearly acknowledges their role in the organization’s mission success. 

 

16. The organization advances clear strategies across the donor base to ensure that cultivation, 

gift planning and stewardship activities create meaningful experiences for donors throughout 

their philanthropic journey. 


