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Many were shocked earlier this year by the unexpected 
death, at the age of 57, of the well-known musical icon  
and entertainer Prince. Then, within days, we were further 
surprised to learn he had apparently passed away without 
a will or other estate plans. As tragic and surprising as 
these events are, there may be some lessons here that will 
be beneficial to gift planners and the donors with whom 
they work.

If there’s a will, there’s a way
First, Prince has lots of company in dying without a will 
(intestate). A number of national surveys indicate that be-
tween half and two-thirds of adults do not have a will. With-
out a will or other legal provisions, a person’s estate will be 
settled according to the law of the state(s) where he or she 
was a resident or owned property. 

Prince was not married and reportedly had no children, 
so who will benefit from his estate? Under the laws of in-
testate succession, his sister and a number of half siblings 
are his closest relatives and legal heirs, but it is likely to 
take years to settle his estate in the probate courts.

Further, Prince’s largest single beneficiary is likely to 
be the IRS! Even though the estate tax exemption is cur-
rently $5.45 million, his estate has been estimated to be 
worth hundreds of millions of dollars. The current federal 
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estate tax rate is 40 percent, so if the taxable estate were 
$300 million, the check to the IRS could be just under $120 
million. In addition, Minnesota residents can pay up to 16 
percent in additional estate tax, resulting in many millions 
of additional dollars in tax on Prince’s estate. Then there 
are legal fees and other probate expenses. 

Because Prince died intestate, his estate will be sub-
ject to a lengthy and expensive public probate proceed-
ing. The decisions that will be made for the estate will not 
provide for friends or charities, and it would be as likely as 
“Purple Rain” for the Minnesota intestacy laws to align with 
Prince’s personal wishes. 

Family feuds
There are other lessons to be learned from celebrity estate 
stories. James Brown, the Godfather of Soul, died in 2006. 
His estate was not settled for a decade following his de-
mise. His will stipulated a large percentage of his wealth 
be given to charity, but it appears he never informed his 
family of his wishes. Upon learning of the provisions in his 
will, several of his family members were taken by surprise 
and decided to contest the will. 

One lesson to be learned from celebrity estates is the 
importance of loved ones being aware of the decedent’s in-
tentions before death. While many donors will want to keep 
their intentions private, some will appreciate the sugges-
tion that they share their charitable plans with loved ones. 

Prince and James Brown are in some very high pro-
file company in the battle for inheritances. Though he was 
trained as a lawyer, President Abraham Lincoln had no will 
when he was assassinated at the age of 56. Conflicts con-
tinue to haunt the legacy of Martin Luther King, Jr., who 
also died without a will at the age of 39. Legal battles sur-
rounding their estates lasted more than 30 years for mu-
sicians Bob Marley, who died at the age of 36, and Jimi 
Hendrix, 27 years old at his death.

Follow Us!
 

@sharpegroup

www.SHARPEnet.com/blog

Lessons Learned from  
Prince’s “Estate Plan”

Educating your donors about the importance of 
making estate plans can help ensure participation 
in those plans.
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Centenarian Death Rates  
on Downward Trend

The National Center for Health Statistics released a 
report earlier this year entitled “Mortality Among Cen-
tenarians in the United States, 2000-2014” (see http://
www.cdc.gov/nchs/products/databriefs/db233.htm). 
After rising between the years 2000 and 2008, the 
death rate (number of deaths per 100) among Amer-
icans aged 100 and older saw a decline from 2008-
2014. Still, the number of centenarian deaths in 2014 is 
41 percent higher than was seen in 2000, which tracks 
closely with the 43.6 percent increase in the number of 
centenarians in the same time period.

This overall increase was reflected in a rise in the 
death rates attributed to 4 of the 10 leading causes of 
death: Alzheimer’s disease (119 percent), hypertension 
(88 percent), chronic lower respiratory diseases (34 per-
cent) and unintentional injuries (33 percent).

Three of the top causes of death actually saw a de-
crease: influenza and pneumonia (48 percent), stroke 
(31 percent) and heart disease (24 percent).

Interestingly, this declining rate does not seem to 
be holding true for all age groups as the CDC recently 
reported the first rise in American death rates in a de-
cade across the board (http://www.cdc.gov/nchs/prod-
ucts/vsrr.htm).  

The general trends reflected by the 100+ popula-
tion seem to reflect the overall trend in increased lon-
gevity among the 65+ population due to healthier life 
styles, medical advances and decreased level of pov-
erty among seniors over the past 75 years. Astute gift 
planners will no doubt make subtle adjustments to their 
stewardship programs to maintain contacts with older 
donors and planned gift expectancies for several de-
cades of this third stage of life. Recognition of longevity 
of giving, cumulative lifetime giving and number of gifts, 
in addition to recency of giving and gift amounts, will 
provide additional metrics to assist in this regard.  ■

Perhaps it is less surprising when younger individuals 
such as Marley and Hendrix pass away at young ages with-
out wills. Kurt Cobain and Amy Winehouse join Hendrix as 
being only 27 when they died without estate plans. More 
surprising are the stories of Howard Hughes and Pablo 
Picasso. The $1.5 billion legacy ($6.4 billion in today’s dol-
lars) of billionaire Howard Hughes was split among nearly 
two dozen cousins when he died intestate at the age of 70, 
and family members of Pablo Picasso, who passed away 
at the age of 91, continued fighting for shares of his estate 
for more than 20 years.

One thing is perfectly clear: every adult should make 
the minimal effort to control the eventual distribution of as-
sets. Whether they are wealthy or of more modest means, 
the time spent planning their estates and discussing them 
with their families will help to ensure that their wishes for 
family, friends and charitable interests will be carried out. 
Gift planners can be valuable resources by encouraging 
the planning process.  ■

Tips for Educating Donors  
on Estate Plans

National Estate Planning Awareness Week, led by the 
National Association of Estate Planners and Councils, 
is October 17-23, 2016. Their website features helpful 
information you may consider adapting in your do-
nor communications: http://www.naepc.org/events/
awareness_campaigns. 

Coordinate with a local trusted expert (perhaps some-
one on your board?) to host one or a series of estate 
planning seminars.

Share estate planning articles and tips in emails and 
on social media sites in October as a way to help edu-
cate older donors who are online.

Consider a mailing to donors over a certain age incor-
porating information such the Sharpe publication An 
Estate Planning Quiz. You might also include a reply 
card offering additional information from the Sharpe 
information library and providing an opportunity for 
donors to inform you if they have included your organi-
zation in their estate plans. 

If you don’t already have one, a professional advisors 
committee can be very helpful in offering suggestions 
and resources for educating your donors. (See “How 
to Create a Professional Advisors Committee” in May 
2016 Give & Take.)

www.SHARPEnet.com



Gifts of Securities: How to Motivate Donors to 
Make These Gifts

To educate your donors, consider sending donors 
with a history of larger gifts information such as Sharpe’s  
Giving Securities booklet. Attach your business card and a 
note thanking them for past support.

In your note, let donors know that you are seeing gifts 
of securities instead of cash more often because of in-
creased market values combined with additional tax ben-
efits these gifts bring. Let them know you are enclosing a 
booklet that explains the benefits of securities gifts in clear 
and simple language. Encourage them to spend a few min-
utes reading through the booklet. Then thank them again 
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for their past support and offer to assist them if they are 
interested in giving in this way.

Send your communication in first class mail without 
a specific gift request, reply card or reply envelope. You do 
not want donors to view this as a solicitation but instead 
as a purely educational message designed to provide a 
helpful and positive interaction. Time your communication 
so it arrives prior to Thanksgiving, the beginning of a time 
when many larger gift decisions are made.  

As most organizations have a relatively small percent-
age of donors making larger gifts, you should be able to 
process this mailing in-house and at minimal cost. If pos-
sible, do it annually because, like all marketing, it takes time 
and repetition for messages to sink in.   

Over time, this approach should generate more stock 
gifts and produce a great return from a small investment.  ■

For more information about Giving Securities or other Sharpe 
publications, visit www.SHARPEnet.com/publications.

September 2016

Gift planners know about the special tax 
benefits of giving securities instead of cash, 
particularly for gifts of relatively larger amounts, 
perhaps $1,000 or more. However, many donors 
don’t fully understand the why and how of  
stock gifts.

The purpose of this publication is to provide general planning information. It is not 

intended as legal, accounting or other professional advice. For assistance in planning 

charitable gifts with tax and other financial implications, the services of appropriate 

advisors should be obtained. ©MMXVI RFSCO, Inc. All Rights Reserved.       8444-16

When making a gift of securities or 

other assets, check with your advisors to 

ensure your gift is completed properly 

and in a timely manner. You should allow 

additional time for gifts of mutual fund 

shares. We will be pleased to assist if you 

have questions.

Charitable IRA

Last year, Congress made permanent 

the popular provision allowing people aged 

70½ or older to make tax-free gifts of up to 

$100,000 per person per year directly from 

individual retirement accounts (IRAs). 

Check with us or your IRA administrator 

for more information or assistance.

Gifts of a Lifetime

At this time of year, many also choose 

to review their long-range estate and 

financial plans. Wills, trusts, life insurance 

policies, retirement accounts and other 

planning vehicles can offer special ways to 

make future charitable gifts.

As you review your plans, keep in mind 

changes in the law have resulted in lower 

federal estate and gift taxes for many, 

leaving more assets available for both loved 

ones and charitable interests.

There are ways to provide for 

significant future gifts while enjoying 

additional income, immediate tax savings 

and other benefits today. Be sure to also 

consider other sources from which to make 

gifts, such as a donor advised fund, family 

business or foundation.

Your Gifts, Your Goals

During this season of giving, there are 

many ways you can make meaningful gifts 

and accomplish your charitable goals in the 

most effective ways.

Please contact us if we can assist you or 

your advisors in any way.

at Year-EndivingG
The purpose of this publication is to provide general planning information. It is not 

intended as legal, accounting or other professional advice. For assistance in planning 

charitable gifts with tax and other financial implications, the services of appropriate 

advisors should be obtained. ©MMXVI RFSCO, Inc. All Rights Reserved. 8024-16

property, you may eliminate tax on up to  

30 percent of your AGI. Larger amounts may  

be used to reduce taxes in as many as five 

future years.
Check with us or your advisors if you 

have questions about the tax planning or 

other aspects of your gifts.“Bunch” deductible 
expenses for savings

The timing of charitable gifts is totally 

within your control. If you do not normally 

have enough deductions to itemize them, 

you may be able to concentrate, or “bunch,” 

your deductible expenditures, such as 

mortgage interest and taxes, in some years.

In that case, you may want to consider 

making larger charitable gifts in years they 

will yield the greatest benefit. As you can 

see, whether you give cash or other assets, a 

minimum amount of planning may help you 

maximize your tax savings.Enjoy tax-free  
IRA givingIf you are aged 70½ or older, you can 

direct charitable gifts of up to $100,000 per 

year from individual retirement accounts 

(IRAs) on a totally tax-free basis. These 

amounts can also count towards your 

required minimum distribution for the year.

Plan now to give later
Many people also review their overall 

estate and financial plans at the end of the 

year. Remember that these plans can also 

include charitable gifts.For example, you may wish to include 

charitable gifts in your plans for a specific 

amount, a percentage or what is left after 

providing for heirs.Retirement plans, living trusts and life 

insurance policies can also offer convenient 

opportunities for giving. Other plans may 

help you increase income, save taxes and 

allow you to share your blessings with those 

you care most about.

EAR-ENDI V I NG
A T

Y
G

TIME
for Giving

Encourage More Giving  
This Year-End

Informing donors about the benefits of securities gifts 
is just one of many year-end fundraising strategies. You 
can find other ideas, along with communication materials 
and a marketing calendar, in “Your Guide to Year-End 
Giving: The Most Generous Time of the Year,” a 30-page 
strategic guide to help you boost giving in the final months 
of 2016. This guide, delivered digitally, includes sample 
letters, marketing copy, a customizable flyer and more. It’s 
available for $295 or $195 when you purchase 1,000 or 
more year-end giving brochures.

Sharpe’s annual year-end giving brochures include five 
titles to choose from. You can personalize them with your 
organization’s contact information and logo on the front 
and/or back cover. If you prefer something more unique 
to your brand, ask a Sharpe Group representative about 
creating a customized version.  ■ 

For more information, visit www.SHARPEnet.com/yearend. 
Or contact us at 901.680.5300 or orders@SHARPEnet.com. 
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2017 Dates Coming Soon! Chicago  October 3-4, 2016 Washington D.C. November 7-8, 2016

An Introduction to  
Planned Giving

New Offering: 
Gift Planning Toolbox

Integrating Major and 
Planned Gifts

See full agendas and register at www.SHARPEnet.com/seminars or call 901.680.5318 with questions.

Discover how to build your 
planned giving program. 

Learn the keys to effective commu-
nications with your donors. Exam-
ine the donor lifecycle and explore 
how you can help donors make larg-
er gifts today and plan gifts through 
bequests, trusts, gift annuities and 
other vehicles. Learn to work effec-
tively with those 65 and older who 
may make up much of your donor 
base—or soon will. This seminar is 
appropriate for those who are new 
to planned giving.

Acquire the knowledge you 
need to complete larger gifts.

Learn the basic workings of the 
most common gift planning tools, 
focusing on how to use them 
individually or blend them for 
maximum gift value. Determine 
which gift arrangements may be 
best able to fulfill a donor’s personal 
and philanthropic objectives and 
learn to recognize the typical 
donor profile for each type of gift. 
Register for this seminar to benefit 
from training on various charitable 
planned gifts.

Learn how major and planned 
giving can work together.

Discover how to help donors make the 
best gifts for their age, wealth and oth-
er factors, while meeting your current, 
capital and endowment needs. Learn 
how to interpret a donor’s verbal and 
non-verbal clues to determine which 
giving option is right for them and how 
to help donors make larger charitable 
gifts that might not otherwise be pos-
sible. This seminar is for you if your or-
ganization has both departments and 
would like to bring everyone together, or 
if you or others are responsible for both 
major and planned gifts.

Sharpe Group on the Road

Sharpe Group Senior Consultant Aviva Shiff Boedecker will be available at the 
Northwest Planned Giving Roundtable in Portland, OR, on September 16, 2016.

Joe Chickey, Sharpe Group Consultant, will be speaking at the 37th Annual Gulf 
Coast Estate Planning Conference in Mobile, AL, on September 20, 2016.

Barlow Mann, Sharpe Group COO, and John Jensen, Senior Consultant and 
Senior Vice President, will present at the National Catholic Development Conference 
(NCDC) in National Harbor, MD, on October 11, 2016.

And Sharpe Group representatives will be available to talk with you at the 
National Conference on Philanthropic Planning in Dallas, October 17-19, 2016, and 
the Association for Healthcare Philanthropy’s International Conference in Chicago, 
October 26-29, 2016.  ■

Upcoming Sharpe Group Seminars

http://www.sharpenet.com
http://sharpenet.com/seminars


In the Market for Gifts of Stock

In spite of a global economic slowdown, Brexit, terrorist attacks at home and abroad, a contentious presi-
dential race and a general atmosphere of uncertainty, the U.S. stock markets reached new highs in August. 
The Dow, NASDAQ and the S&P 500 set new records this summer.

Before July, the last time the Dow hit a record high was 
in May of 2015, when the market closed at 18,312. Since 
then, the Dow has experienced two corrections and high 
levels of volatility, but still found a path to new closing 
milestones this summer.

Optimum time for noncash gifts
With household wealth and the stock market at record lev-
els, there may be extraordinary noncash gift planning op-
portunities for the remainder of the year. In fact, it is likely 
that an increase in noncash gifts, particularly stock, will 
help the level of giving from individuals to finally recover to 
pre-recession highs in real terms in 2016.

The latest Giving USA figures indicate that individual 
giving for 2015 was still below 2005-2007 levels when ad-
justed for inflation. Much of the drop in giving during the 
Great Recession and Financial Crisis was directly attribut-
able to a reduction in noncash gifts by upper-income indi-
viduals. In 2016, affluent upper income donors are once 
again considering the benefits of making gifts of stocks 
and other appreciated property. These gifts may be de-
ducted at their full fair market value, and the paper profit 
bypasses capital gains tax. 

Tax changes in recent years have increased the max-
imum income tax and capital gains tax rates on upper-in-
come taxpayers. As a result, their gifts may actually pro-
vide greater tax savings than in the past. With talk of tax 
reform measures in the air, donors may never again enjoy 
the same level of tax savings.

Taking advantage of the market
Donors considering larger outright gifts, or who have out-
standing pledges, may be able to take full advantage of 
current market conditions and time gifts of highly appre-
ciated stock or other appropriate property in accordance 
with positive value swings. Additionally, other donors may 
benefit from funding various life income gifts with high-
ly appreciated, low yielding assets. In both cases, donors 
should remember that there are limits to the amount that 
can be deducted in a given year. 

While the overall limit for qualified gifts to charity is 50 
percent of the taxpayer’s adjusted gross income, the limit 
for gifts of appreciated property is generally 30 percent. If 
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the property has little appreciation, the taxpayer may elect 
to deduct their basis subject to the 50 percent limitation. 
In any event, if the deduction is too large to use in the year 
of the gift, the excess may be carried forward for use in 
as many as five future years. As a result, a large gift of se-
curities or certain other appreciated property may actually 
provide income tax savings in as many as six years.

Gift planners should be prepared to communicate the 
multiple advantages of gifts of appreciated property to the 
appropriate prospect and donor pools while market valua-
tions are high. See box below for ideas.   ■

Here are some tools that may be useful in soliciting 
these gifts. First, start with the Sharpe Donor Data 
Enhancement Services to discover your highest wealth 
and income segments and the age groups most likely 
to make gifts of stock.

In addition to gift planning newsletters, Sharpe has 
a number of brochures and booklets that you can use 
at events or in mailings to these donors, including Your 
Guide to Effective Giving in 2016, Giving Securities and 
Questions & Answers About Giving Securities.

For training opportunities, visit www.SHARPEnet.
com/seminars. Our 2017 schedule will be announced 
soon. Our team is available to assist our clients with 
technical and tactical advice. Contact us today at 
www.SHARPEnet.com or info@SHARPEnet.com or 
call 901.680.5300.   ■



POD, Totten Trusts, 
ITF: Making Charities 

Beneficiaries of Donor 
Savings Accounts

by John Jensen

Confusion can result when one gift vehicle has many names.

Imagine this: An elderly donor decides to name your orga-
nization as the beneficiary of her savings account through 
a POD (Payable on Death) designation. She contacts her 
bank manager to arrange the gift, only to be told that her 
bank doesn’t offer POD accounts. The donor, clearly frus-
trated, contacts you. What should you do?

I recently received a call from a client seeking help in 
resolving this exact situation. The bank in question was a 
major national institution, yet the bank manager wasn’t fa-
miliar with the term POD. 

After some investigating, the charity and I discovered 
that this bank does in fact offer POD accounts. The man-
ager did not understand the term because his bank refers 
to them by a different name. We worked quickly to get the 
POD established, but unfortunately not before the donor 
experienced some frustration with the process. 

What are PODs?
Simply put, a POD account simplifies the dispersal of funds 
from a donor’s savings account to a designated beneficiary 
at the donor’s death. A named charity simply has to pres-
ent the bank with a copy of the donor’s death certificate. 
The bank then transfers whatever remains in the donor’s 
account to the charity.

What’s in a name?
While POD accounts are legal in nearly all states, there are 
a few states that don’t allow them. In these cases, howev-
er, state law typically permits a similar setup under a dif-
ferent name. Whether this is called a Totten trust, ITF (In 
Trust For), a POD or a revocable bank account trust, the 
effect is the same.   

If your donor’s bank does not seem to understand what 
a POD account is, your donor should ask for a survivorship 
form. The donor should say she is not looking to create a 
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joint account but instead wants to transfer the money from 
the account to someone else at death without having to go 
through the probate process. This approach should enable 
the donor to get the right form to list your organization as 
the beneficiary and, in effect, establish the POD. 

Tip: Do you have a donor who is looking to do the same 
thing for a securities account with an investment firm? 
Have them ask for the Transfer on Death form. This is ex-
actly the same thing, but for securities rather than bank 
accounts. In some states it is also possible to transfer real 
estate in a similar way using a “transfer on death” deed. Be-
cause of differences in state laws and local customs and 
practices, donors should always check with local advisors 
concerning these types of account designations.   ■
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Your Guide to Year-End Giving
Your Guide to Year-End Giving: The Most Generous Time 

of the Year is a 30-page strategic guide to help you boost 

giving in the final months of 2016. This guide, delivered 

digitally, includes a comprehensive marketing plan with 

sample letters, copy, a customizable flyer and more.

$295 or $195 when you purchase 1,000 or more  

year-end giving brochures

For more information, visit:

www.SHARPEnet.com/publications/yearend

Your Guide to Charitable IRA Giving
A 50+-page strategic eGuide, Your Guide to Charitable 
IRA Giving, is a digital comprehensive marketing plan 
containing sample IRA website copy, sample cover letters 
for prospective IRA donors and IRA administrators, 
sample IRA ads and newsletter articles, an IRA marketing 
calendar, a PowerPoint template, as well as detailed 
information about the 2015 law that made the IRA 
provision permanent and more. 

This eGuide explains why you should educate  
your donors about IRA gifts, what to do to encourage 
them and with whom among your constituents you 
should communicate.

$495
For more information, visit 
www.SHARPEnet.com/give-take/ira
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