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Nonprofit managers have spent the last 20 years 
hearing about the “Great American Wealth Transfer,” 
which was predicted to usher in a Golden Age of 
Philanthropy with trillions upon trillions of dollars 
expected to flow to the U.S. philanthropic world.
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By Robert Sharpe, Chairman, Sharpe Group

November 2017

Unfortunately, for a number of reasons, this charitable 
windfall hasn’t yet materialized. In fact, according to industry 
reports from Giving USA and specialized reports from the 
Council for Aid to Education (CAE) detailing giving trends to 
higher education, when adjusted for inflation there’s been 
relatively little real increase in wealth transferred to charities 
through estates since 1998, when the transfer period was 
expected to begin (see Charts 1 and 2). 

Over the last 18 years, bequests reported to charity 
totaled $428 billion,1 a fraction of the $1.7 trillion nonprofits 
were told to expect during that time frame.2 Keep in mind 
the period of the entire projected wealth transfer was 55 
years, from 1998 to 2053. Simple math reveals that to hit 
the minimum projected charitable amount of $6 trillion for 
the entire transfer, bequest income to nonprofits will have to 
average $150 billion per year for the next 37 years, which is 
seven times the annual average seen over the past 18 years.

There have been adjustments to the original amount of 
the estimated wealth transfer over time, and one can quibble 
over the exact value of the assets to be transferred depending 
on various investment return assumptions. But, let’s put the 
ultimate dollar figure aside for now and focus more on what 
actually happened and what’s likely to transpire going forward.

Where’s the beef?
So, where exactly is the disconnect? What happened to stall the 
wealth transfer? Has it been permanently derailed or just delayed?

The answer may lie in a number of interrelated factors, 
including economic conditions, redistribution of wealth, 
demographic trends and other factors such as wealth 
“transferred” to the medical and health insurance sectors 
of the economy due to advances in medical care.

Keep in mind that the amount of wealth that’s transferred is a 
function not only of the amount of wealth overall and the number 
of recipients, but also of the trends in the number of individuals 
passing away. It’s interesting to note that from 1998 to 2010, the 
number of individuals passing away was less than projected by 
the U.S. Census Bureau; it was essentially flat and even down in 
some years for the first time in history (see Chart 3).
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Recent increases in death rates are being driven by the in-
crease in births beginning in the mid-1930s as well as the “de-
layed” deaths of those in the G.I. Generation (those born between 
1901 and 1924) and the Silent Generation (those born between 
1925 and 1945), whose lives were extended by medical advances.
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This was a result of two primary factors. First, the 20-year-
long dip in birth rates in the United States between the mid-
1920s to mid-1940s was predictably echoed by fewer deaths 
over the past 20 years (see Chart 4). As studies reveal that 
some 83 percent of bequest dollars come from those who die 
after the age of 80,3 this would naturally translate into fewer 
charitable decedents from roughly 2005 to 2025.

Adding to this demographic phenomenon has been the 
impact of advances in medical care that have resulted in 
extending life expectancies, leading to additional downward 
pressure on the number of charitable bequests.

The economy has also had an impact on the size of 
charitable bequests. When investment values plummeted at 
the outset of the Great Recession, many retirees “cashed out” 
of the markets and didn’t participate in the recovery. 

There was, in effect, an unanticipated “wealth transfer” as 
subsequent record growth in investment values inordinately ben-
efitted the relatively younger investors with higher risk tolerance 
who continued regular contributions to 401(k)s and other tax-fa-
vored retirement plans. This phenomenon resulted in wealth that 
was owned by older individuals prior to the crash essentially being 
transferred to a younger generation, while the older generation 
was still alive—rather than through estates at death.

Those who suffered recession-related losses have also 
struggled with meager returns on the assets that remained. 
Increasing numbers have, out of necessity, self-annuitized their 
assets, leaving less to distribute to both charitable and non-
charitable beneficiaries at their deaths.

Darkest before the dawn?
Philanthropic planners should take heart, however, as the wealth 
transfer may now finally be beginning to accelerate. The num-
ber of deaths in the United States has risen again over the past 
few years, growing from the 2.4 to 2.5 million level from 2000 to 
2010 to over 2.7 million decedents in recent years (see Chart 3).

Beginning in the early years of the next decade, the 
mortality of the leading edge of the Baby Boomers should 
result in the commencement of the wealth transfer, albeit 
some 25 years after it was initially heralded.

Be prepared to aid the transfer
For many reasons, I believe it’s finally time to prepare for 
what truly may be a Golden Age of Philanthropy. Those 
who are ready to help donors execute their charitable plans 
can generate a substantial source of additional revenue for 
the charity they represent while helping donors make their 
gift of a lifetime.  ■

This feature is based on an article directed to advisors in 
the September 2017 issue of “Trusts & Estates.” To read 
the original article, visit www.wealthmanagement.com/ 
estate-planning/taxing-matters. Read part two of this arti-
cle featuring a look at what to expect from Baby Boomers in 
next month’s Give & Take or read the entire article now on-
line at www.SHARPEnet.com/give-and-take/current-issue.

Chart 3
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Endnotes
1. Giving USA 2016.
2. John J. Havens and Paul G. Schervish, “Millionaires and the Millennium: New Estimates 
of the Forthcoming Wealth Transfer and the Prospects for a Golden Age of Philanthropy,” 
Boston College Social Welfare Research Institute Report (Oct. 19, 1999).
3. Dr. Russell James, American Charitable Bequest Demographics (1992-2012) (2013), p. 54.



Helping Donors Organize  
Important Information

Searching for ways you can assist donors with their 
philanthropic planning? Consider furnishing them 
with a helpful tool they can use to help organize and 
implement their priorities—the Personal Financial 
Affairs Record booklet. 

Keeping important information in one place can be helpful 
for making plans today and for future reference. Available 
in two distinct formats, this booklet is a guide that will help 
donors coordinate a list of important personal information, 
such as:

Location of will, trusts and other estate planning 
documents.

Location of and information about life insurance 
policies, investment documents and retirement 
account information.

Funeral instructions and record of military service.

Charitable interests important to the donor.

With the Personal Financial Affairs Record book-
let, donors can organize their personal planning in-
formation in one convenient document. This can be 

4

a helpful tool as donors work with advisors to imple-
ment their personal and charitable planning goals.

Consider offering a copy of this booklet to donors, 
prospective donors and legacy society members, as well 
as providing them at estate planning seminars or leaving 
them with donors following personal visits.

As with all Sharpe booklets and brochures, Personal 
Financial Affairs Record may be personalized with your 
organization’s logo and contact information. For addi-
tional details and to view these and other estate planning 
booklets, visit www.SHARPEnet.com/publications, email  
info@SHARPEnet.com or call 901.680.5300.  ■

Personal Financial

Affairs Record

LOGO
Name of OrganizationAddress

Phone, etc.

Sharpe Group on the Road

Sharpe Group Managing Consultant Joe Chickey will present “Gift Planning: Accelerating the Traditional Bequest” on November 
13 for the Charitable Gift Planners of Austin.  

Sharpe Group Chief Consultant and Chairman Robert Sharpe will speak on November 16 at the Minnesota Planned Giving 
Council’s Annual Conference in St. Paul. His plenary luncheon presentation will be “Introducing the ‘Gerntrophilanthroplutocracy,’” 
and will be followed by breakout session “How Will the Baby Boomers Really Boom?” that afternoon. 

Sharpe Group Speakers Bureau
Since 1963, Sharpe Group has been a leader in the field of major gift planning. In addition to our popular seminar series, Sharpe 
consultants frequently speak to groups of all sizes and at national and professional conferences. For more information, visit 
www.SHARPEnet.com/speakers-bureau.  ■

November 2017
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Chicago  March 22-23, 2018
Washington, DC September 10-11, 2018

Washington, DC  April 4-5, 2018
Chicago  June 14-15, 2018

Memphis January 22-23, 2018
Chicago  October 4-5, 2018
Washington, DC November 6-7, 2018

An Introduction to  
Planned Giving

Integrating Major and 
Planned Gifts

See full agendas and register at www.SHARPEnet.com/seminars or call 901.680.5300 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 
larger gifts today and plan gifts 
through bequests, trusts, gift an-
nuities and other vehicles. Learn to 
work effectively 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 or 
responsible for finding ways to en-
hance an existing program.

Learn how major and planned 
giving can work together.

Discover how to help donors make 
the best gifts based on their age, 
wealth and other factors, while 
meeting your current, capital and 
endowment needs. Learn how to  
listen for clues to help donors  
determine which giving option 
may be the best fit for them and 
how to help them make charita-
ble gifts that might not otherwise 
be possible. This seminar is for 
you if your organization has both 
departments and would like to 
bring everyone together, or if you 
or others are responsible for both  
major and planned gifts.

Upcoming Sharpe Group Seminars
Structuring  
Blended Gifts

Explore ways donors can give 
using a blend of current and 
deferred gifts.

This seminar explains how blended 
gifts can make it feasible for those 
balancing multiple financial priori-
ties to make larger gifts than they 
may have thought possible. In the 
days ahead, donors and advisors 
will increasingly turn to blended 
gifts to reap both current and future 
benefits. Note that proposed tax 
law changes will be incorporated 
throughout the presentation. Make 
sure you’re informed so your orga-
nization doesn’t miss out on this 
growing trend.

“Your seminars are the best 
professional development 

opportunities. I have encouraged 
all three development officers 

and alumni relations staff to 
attend. I believe this will lead to 

increased support for our college 
and more rewarding career  

for them.”

—Jeff Snow, 
Director of College Advancement, 

University of Kentucky  
College of Engineering
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Consultant Corner: 
Grief and the Gift Planner

One of the most difficult parts of being a gift planner is pre-
paring for the loss of donors who are nearing the end of their 
days. Unfortunately, it is not uncommon for donors to be-
come ill and pass away, and the longer we work with a char-
itable organization, the more often that happens. We then 
have the responsibility and privilege of meeting with grieving 
spouses and other survivors of the deceased donor.

How do we learn to handle the grief associated with the 
death of donors who are friends and acquaintances? And 
what are our roles and duties in relation to the survivors? 

Losing a friend
Prior to joining Sharpe Group, I spent more than 40 years 
in charitable fundraising, including key leadership roles 
in major and planned giving. As a gift planner, becoming 
close to donors is a natural part of building relationships. 
Through assisting donors with what may be the final and 
ultimate gifts of their lifetimes, I learned some of the most 
intimate details of their lives—their financial situations, 
family dynamics, personal dreams and aspirations and 
what they valued the most. As is the case with all gift plan-

We expect those in certain professions to deal with 
human mortality on a regular basis. Doctors and 
other health care professionals, hospice workers and 
clergy, for instance, interact daily with the elderly or 
unwell. Yet many may not realize that development 
professionals also face mortality in the course of their 
work. When donors pass away, the losses are often 
painful, especially with long-term donors who have 
become dear friends.

ners, my role both required and engendered a high level of 
trust with donors.

Given this close relationship, what should you as a 
fundraising professional do when you become aware that 
a donor is terminally ill? First and foremost, keep in mind 
that each visit with the donor may be the final one. Contin-
ually reassure donors that their commitment and support 
have made a significant difference, and the plans they may 
have made to continue that support after their passing will 
be a strong testimony of their values to their family, friends 
and community. Your encouragement and assurance that 
their lives and gifts have been important and beneficial to 
others may be a source of comfort and peace to your do-
nors and their families.

It is equally important to listen carefully to these do-
nors’ narratives and expressed values. Understanding your 
donors’ backgrounds and why they made their gifts will al-
low you to share their legacy with others. When I was in gift 
planning, I often recited the stories of a donor’s generosity 
as a way to celebrate the memory of the friend I missed. 
When possible, I visited the family at the wake, the funeral 
and/or a graveside service to comfort them and to express 
what a special privilege it was to work with their loved one. 

I also often sent a tribute card or a personal note of 
condolence to the donor’s spouse or others in their family. 
A handwritten note, sympathy card or memorial gift to the 
charity can be a natural way for the development officer to 
deal with grief or loss, while also helping the family and leav-
ing a positive impression about the charity they represent.

Interacting with those in mourning
While gift planners are dealing with their own grief when 
donors pass away, they will often be called on to work with 

By Lewis von Herrmann

Keep Up With the Latest in Tax Reform News

Sharpe Group experts will be monitoring tax reform measures as negotiations continue and legislation is prepared. We’ll keep 
you updated on the Sharpe Group blog.

Sign up for tax reform updates and other gift planning news and tips at www.SHARPEnet.com/blog.
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donors’ bereaved loved ones. Family members may be in 
one of a number of stages of grief: disbelief, anger, accep-
tance, yearning and depression are all common. The dura-
tion of each stage differs depending on the individual.

When communicating with grieving loved ones, devel-
opment professionals must be prepared for a variety of 
behaviors, from uncharacteristic emotional outpourings 
to withdrawal or an unwillingness to express any emotion. 
Being prepared for unexpected behaviors is crucial.

It is important to recognize such cues and respect the 
family’s wishes. If they don’t want to see you or talk at that 
time, send them a note instead to let them know you are 
thinking of them in their loss.

Remember that when donors include a charity as part 
of their estate plans, they are, in effect, elevating that entity 
to the status of a family member. When they pass away 
and their gifts are realized, part of the role of the devel-
opment officer can be to share in the survivors’ grief and 
help celebrate their loved one’s life. Show gratitude for 
their gifts and highlight the ways they enriched the lives of 
those their gifts have served.  ■

Lewis von Herrmann is a 
Senior Consultant with 
Sharpe Group.

Good News for Giving in 2017

Last year, charitable giving reached record levels, driven largely by low unemployment, rising household wealth, increased 
household wealth and a consequent rise in discretionary income and assets. Most of the latest financial indicators point to 
a steadily strengthening economic outlook. U.S. Census and Federal Reserve figures, for instance, reveal that the country’s 
economic well-being increased significantly from 2015 to 2016 (see chart below).

 Household net worth increased by $5.5 trillion from 2015 to 2016, and the latest Federal Reserve reports placed household 
net worth even higher in the second quarter of 2017, at $96.2 trillion. This wealth is spread among a growing number of 
Americans. According to wealth research published this year by Spectrem Group, the number of households with a net worth 
between $100,000 and $1 million and those with a net worth of $1 million or more (not including their personal residence) 
exceeded 30.5 million and 10.8 million households, respectively. 
 This increase in median income, net household wealth and the number of affluent Americans should translate into 
additional capacity for charitable giving in 2017. Charitable organizations that can segment their donor files based on income 
and wealth ranges and other factors such as giving history, age and marital status can tailor their appeals appropriately to 
be more successful than those that attempt a one-size-fits-all approach. If you need assistance in devising a marketing/
communications strategy or would benefit from enhancing your donor constituent file with current income, wealth, age and 
marital status, contact Sharpe Group at 901.680.5300 or info@SHARPEnet.com.   ■

US Economic Well-Being

2015 2016

Median household income  
(in 2016 inflation-adjusted dollars)

$57,230 $59,039

Percentage of people in poverty 13.5% 12.7%

Household net worth $86.7 trillion $92.2 trillion
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Sharpe Seminar Staff
Robert Sharpe 
With more than 35 years of experience serving America’s nonprofit community, Robert Sharpe is a nationally 
recognized pioneer, leader and authority in the field of philanthropy. As Chairman of Sharpe Group, he consults 
with educational, health, social service and religious organizations and institutions in implementing and 
improving their major, planned gift and endowment development efforts. Robert earned degrees with honors 
at Vanderbilt University and Cornell Law School and is chairman of the philanthropy editorial board of Trusts 
& Estates. He has authored many articles and his remarks have been featured in The Wall Street Journal, The 
New York Times, Newsweek, Forbes, Smart Money, The Chronicle of Philanthropy, Trusts & Estates, Kiplinger’s 
and other national publications. He is a frequent speaker for professional gatherings across the country. 

Barlow Mann 
Barlow T. Mann, J.D., is Chief Operating Officer for Sharpe Group. He has nearly four decades of experience in 

charitable gift planning. Before joining Sharpe, he was director of development at the University of Tennessee 
Health Science Center. He is a member of the American and Tennessee Bar Associations. Barlow has authored 

many articles on planned giving for publications such as Fund Raising Management, Planned Giving Today 
and Trust & Estates, and his commentaries have been featured in The Chronicle of Philanthropy, The NonProfit 

Times and other professional periodicals. Barlow is a graduate of Tulane University and the University of 
Memphis School of Law and has been a frequent speaker for numerous local and national fundraising groups 

for more than 30 years. 

Aviva Boedecker 
Aviva is a Senior Consultant with Sharpe Group. An attorney with more than 30 years of gift planning 
experience, she has served as a director of planned giving at the University of California, Berkeley and the 
Marin Community Foundation. Aviva started San Francisco Ballet’s planned giving program and before that 
was in the private practice of law. Aviva has served on the board of the Partnership for Philanthropic Planning 
and is a past president of the Northern California Planned Giving Council and of the Marin County Estate 
Planning Council. She has been a member of Planned Giving Today’s Editorial Advisory Board and writes for 
many planned giving publications. She is an alumna of the University of California, Berkeley and the University 
of California, Hastings College of the Law and a member of the California Bar.

Joe Chickey 
Joe Chickey has worked for twenty-seven years in the charitable arena for nonprofits and for-profits, including 
St. Jude Children’s Research Hospital, Rush Presbyterian Medical Center and as a gift planner for the University 

of Illinois. Prior to joining Sharpe as a Managing Consultant, Joe oversaw the Charitable Services Group for 
Regions Middle Tennessee Division, serving philanthropic individuals, family foundations and public charities. 

Joe is a past president of the Partnership for Philanthropic Planning of Nashville (PPP). Joe received his 
bachelor’s degree in business administration from Rhodes College and his master’s in business administration 

from the University of Illinois.

John Jensen 
John W. Jensen, CFP®, is a Senior Consultant and Senior Vice President with Sharpe Group. He is based 
in Washington D.C. and has worked with more than sixty nonprofits to improve their planned giving 
performance. Prior to joining Sharpe Group, John served as development vice president at both The Nature 
Conservancy and National Wildlife Federation. John is a frequent speaker at local and national fundraising 
conferences and has served on the board of the Partnership for Philanthropic Planning. John has also served 
as a columnist for The NonProfit Times and Planned Giving Mentor.

Lewis von Hermann 
Lewis, Sharpe Group Senior Consultant, is a Certified Financial Planner® and a Certified Fund Raising 

Executive® based in Atlanta, Georgia. Lewis has over forty years of experience in charitable fundraising, 
including directing a field team of more than twenty major and planned giving professionals. He directed one 
of the largest gift annuity programs in the United States and helped complete a private letter ruling by the IRS 

on the flexible deferred gift annuity. He has published multiple articles on planned giving, has spoken before 
hundreds of groups on estate and financial planning, and has met privately with more than 2,000 individual 

families to discuss their planning needs. Lewis has an MBA from Auburn University.

Integrating 
Major and Planned Gifts 
 

Fund development efforts have increasingly been designed around the size, 
timing and/or use of gifts rather than the age and wealth of donors as factors 
that drive their philanthropic behavior. The next round of capital campaigns 
will depend heavily on aging Baby Boomers with complex financial and family 
responsibilities that may impact their capability to make larger gifts. This 
seminar is designed for the benefit of those responsible for major gifts, planned 
gifts or both. 

 
“I enjoyed the seminar and came away with some 
ideas I can use right now. Nothing recommends a 
seminar better than that.”

— Weston Hatfield
Associate VP, Development
James Madison University

Who Should Attend

Professionals who: 
. Are part of an organization that has separate 
 major and planned gift programs 
. Would like to integrate their efforts to better 
 meet the needs of donors and their organization  
. Are working in a program where they are 
 responsible for both major and planned gifts and 
 would like to better balance their time 

When and Where

Memphis  Chicago  
January 22-23, 2018 October 4-5, 2018 
 
Washington, DC  
November 6-7, 2018

“Your seminars are the best professional development 
opportunities for staff. I have encouraged all three 
development officers and alumni relations staff to 
attend. I believe this will lead to increased support for 
our college and a more rewarding career for staff.”

—Jeff Snow, Director of College Advancement,  
University of Kentucky College of Engineering

“Great seminar! Regardless of how long you’ve 
been in development, these are always great as a 
refresher. It’s always good to know what the trends 
are in the industry.”

—Karen McAllister 
Senior Philanthropic Advisor - New England
ALSAC/St. Jude Children’s Research Hospital

“(This seminar) opened my eyes to many different 
types of gifts and gave me a greater understanding of 
what I don’t yet know.”

—Amanda Runge
Strategic Gifts Officer
ShelterBox USA

“Your programs are always top drawer.”

—Bruce Moehler
Associate Director of Philanthropy
Eversight New Jersey

Visit SHARPEnet.com/seminars to register



An Introduction to  
Planned Giving 
 

Learn how to implement an effective planned giving program in today’s ever-
changing environment. Discover the keys to unleashing the power of planned 
giving. Learn the lifecycle of typical donors and their changing priorities—as well 
as how to implement a multi-channel marketing strategy appropriate for your 
constituency. Find out how you can help your donors make larger gifts today and 
plan for bequests, trusts, gift annuities and other meaningful future gifts. If you 
are beginning a program or looking for ways to enhance existing efforts, this 
seminar is for you.

 

“I have been to three planned giving conferences – 
this has been by far the most helpful and engaging.”

— Mary Beliveau
Coordinator of Planned Giving and Grants
Notre Dame Preparatory School

Who Should Attend

Professionals who: 
. Would like to lay the foundation for a successful 
 planned giving program 
. Want to improve the results of their current 
 program 
. Are on the board or senior management team of a 
 nonprofit and are responsible for oversight of 
 planned giving

When and Where 
Chicago   Washington, DC  
March 22-23, 2018  September 10-11, 2018

“The seminar is very helpful and engaging. I 
appreciate being able to ask questions when I 
have them and not having to wait until the end of a 
session.”

— Lavonda Crawford
Senior Project Associate, Philanthropy
PBS

“Really enjoyed the seminar. The information was 
presented in an interesting and, at times, fun way. I 
appreciated all the ways the content was delivered. 
Thank you.”

—Alyssa Slattery, Gift Planning Manager, Bryn Mawr College

“This was terrific, one of the best seminars I’ve 
attended. It was a great pace with an appropriate 
amount of information. I’ll be back.”

— Kristin Frontiera
Planned Giving Officer
Ocean Conservancy

“Real, useful knowledge I can put into practice starting 
Monday. Not overwhelming but quite expansive. I am 
so excited about continuing to learn more. Thank you 
for the best training I have ever received.”

—Jessa Harding
Research and Stewardship Administrator
George Washington’s Mount Vernon

“Best planned giving seminar I have ever attended. 
Faculty very accessible and willing to share their 
knowledge.”

—Jean A. Tucker
Director of Development
Dubuque Symphony Orchestra

Visit SHARPEnet.com/seminars to register



Dates, Locations 
and Registration
Registration
· Visit SHARPEnet.com/seminars to register directly from our website

· Call us at 901.680.5300 to register over the phone

· Email us at seminars@SHARPEnet.com to schedule a callback or ask questions

Cost
· All seminars are $795 for the first registrant and $695 for others.

Anyone from your organization (including yourself) who attends a second Sharpe seminar within a 12-month period will receive the second-person rate.

Location An Introduction 
to Planned Giving

Structuring
Blended Gifts

Integrating Major 
and Planned Gifts

Washington
Hilton Alexandria Old Town September 14-15, 2017 April 18-19, 2017 November 2-3, 2017

New York
Marriott New York East Side August 10-11, 2017

Chicago
Courtyard Chicago  
Downtown Magnificent Mile

March 23-24, 2017 October 2-3, 2017 June 29-30, 2017

Memphis
Holiday Inn
Downtown

January 24-25, 2017

View each seminar agenda at SHARPEnet.com/seminars

Learn more about us at SHARPEnet.com, or reach out to us to start a conversation.  
We’re not about high-pressure sales pitches like some in our industry;  

we want to build a relationship and stand by your side when you need us.

info@SHARPEnet.com

901.680.5300

Structuring  
Blended Gifts

 
 

Sharpe Group coined the term “blended gift” in the early 1990s to help explain 
the complex ways Baby Boomers and others would ultimately decide to make 
larger gifts in the 21st century. But is a “blended gift” a “planned gift” or a “major 
gift”? Correct answer: both. 
 
This seminar explains how carefully structured combinations of current 
and deferred gifts can make it feasible for those balancing multiple financial 
challenges to make gifts larger than they may have thought possible. In the days 
ahead, donors and advisors will increasingly turn to blended gifts to reap both 
current and future benefits. Make sure you’re informed so your organization 
doesn’t miss out on this growing trend.

Who Should Attend

Professionals who: 
. Are sensitive to the changing makeup of their 
 major donor population 
. Would like to offer their donors more attractive gift 
 options than they thought possible  
. Are responsible for planned gifts, major gifts or both 
. Are chief development officers, other senior 
 management leaders or board members

When and Where

Washington, DC  Chicago 
April 4-5, 2018  June 14-15, 2018

Recent Sharpe Seminar Attendees
Animal Legal Defense Fund 
American Bible Society 
American Diabetes Association 
American Heart Association 
The CHEST Foundation
Christian Appalachian Project
Earthjustice
George Washington’s Mount Vernon

Heritage Foundation
Human Rights Watch
Kappa Delta Foundation
Leader Dogs for the Blind
Loyola Academy
MD Anderson Cancer Center
Mundelein Seminary
PBS

Princeton University
The Rotary Foundation
The Salvation Army
St. Jude Children’s Research Hospital
Tulane University
U.S. Holocaust Memorial Museum
The Wilderness Society
World Wildlife Fund

“Every major gift or planned giving officer should 
attend this seminar. I found it to be insightful, 
applicable and meaningful to enrich conversations 
with donors to help them better achieve their 
philanthropic dreams to do more good. Thank you for 
so many ‘light bulb’ moments.” 

—Sonny Gast, Engagement Officer, Albion College

“The combination of information, case studies and 
real-life experiences from each presenter was very 
helpful. I already feel more confident in my ability to 
work with donors on planned giving. Thank you!”

—Liz LaCorte, Director of Development, Chesapeake Bay 
Maritime Museum

“This is one of the best, most useful seminars I’ve ever 
attended.”

—Cynde Horne, Director of Planned Giving, WNET

Visit SHARPEnet.com/seminars to register



Dates, Locations 
and Registration
Registration
· Visit SHARPEnet.com/seminars to register online.

· Call us at 901.680.5300 to register by phone.

· Email us at seminars@SHARPEnet.com or call if you have questions or would 
like additional information.

Cost
· All seminars are $795 for the first registrant and $695 for additional registrants.

Anyone from your organization (including yourself) who attends a  second Sharpe seminar within a  12-month period will receive the second-person rate.

Location An Introduction 
to Planned Giving

Structuring
Blended Gifts

Integrating Major 
and Planned Gifts

Memphis
Holiday Inn Downtown January 22-23, 2018

Chicago
Courtyard Marriott  
Downtown Magnificent Mile

March 22-23, 2018 June 14-15, 2018 October 4-5, 2018

Washington, DC
Hilton Alexandria Old Town September 10-11, 2018 April 4-5, 2018 November 6-7, 2018

View each seminar agenda at SHARPEnet.com/seminars

Learn more about Sharpe Group and our services at SHARPEnet.com.  
We know that every organization is unique. Every project begins with a conversation about your needs.

info@SHARPEnet.com

901.680.5300



Seminar Faculty & Staff
Robert Sharpe, Chairman 
With more than 35 years of experience serving America’s nonprofit community, Robert is an attorney and 
nationally recognized pioneer, leader and authority in the field of philanthropy. He is a frequent speaker 
and author of articles on planned giving.

Read full bios at SHARPEnet.com/about/leadership . 

Barlow Mann, Chief Operating Officer 
Barlow is an attorney with nearly four decades of experience in charitable gift planning. He is a frequent 
speaker and author of articles on planned giving. 

John Jensen, Senior Consultant and Senior Vice President 
John is a CFP® based in Washington, DC and has worked with more than 60 nonprofits to improve their 
planned giving performance.

Aviva Boedecker, Senior Consultant 
Aviva is an attorney with more than 30 years of gift planning experience. She frequently authors planned 
giving articles and is based in San Francisco, California.

Nancy Jeffers, Vice President and Managing Consultant 
Nancy has more than 30 years’ experience assisting a variety of national nonprofit organizations with 
donor communications strategies for their planned giving programs. 

Kathy Robbins, Vice President and Managing Consultant 
For more than 20 years, Kathy has assisted faith-based, health-related and educational organizations and 
institutions with their gift planning programs. 

Lewis von Hermann, Senior Consultant 
Lewis is a CFP® and a Certified Fund Raising Executive® based in Atlanta, Georgia with more than 40 years 
of experience in faith-based charitable fundraising.

Joe Chickey, Managing Consultant 
Joe has worked for 27 years in the charitable arena for nonprofits and for-profits. He is based in Nashville, 
Tennessee.

Jana McAlpin, Consulting Associate 
Jana is a graduate of Mississippi State University with a degree in Business Administration and Marketing. 
She has worked with many nonprofit organizations while at Sharpe Group. 




