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Brochure
of the Month

Murs ard Acdress Hee

Our newest brochure on
the most widely used de-
ferred giving plan. Points

it the good things that
#ll happen, and prob-
lems to avoid, in writing
a will. Written as an ev-
eryday conversation be-
tween friends. B pages.
See sample,

Booklet
of the Month

s R
< N i

By citing exampiles of ac-
tual bequests from the
«ijlls of famous people
om all walks of life this
12-page booklet urges
your donors to make
their wills now . . . and
remember your cause.
Sample enclosed.
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OFFICES OF ROBERT F. SHARPE, in Memphis, Tennessee, will be the scene
of 12 informal ane-day workshops on deferred giving plans.

New Funding Program

Getting 'Now’'Income
Through Regular
Memorial Gifts

Program developed by
Franklin Robbie, director
Yellowstone Boys' Ranch

MNow—a carefullv detailed manual to direct
you in pressing your memorial gifts program
into action.

Relying on his experience as executive di-
rector of the highly successful Yellowstone
Boys" Ranch in Billings, Montana (and also
as consultant to other non-profit groups),
Franklin Hobbie has incorporated his know-
how in a complete program-—“How to In-
crease Your Income Through Memaorial Gifts."

Mr. Robbie explains in detail how you can
move into a successful memorials program
your very first year. This is the tried and
proven plan that has taken eight yvears to
develop. Memorial gifts now bring in sub-
stantial daily income for Yellowstone Bovs
Ranch . . . and they can become an important
income source for yvour organization.

Through use of illustrations, actual “tried
and proven’ letters, do's and don'ts, Mr.
Robbie solves vour memorial program prob-
lems for vou before they occur. He covers
every step in easy-to-follow order, such as

| What Can You Learn in One Day?

Mational Planned
Giving Institute
Announces—

12 One-Day
Workshops

The Mational Planned
Giving Institute is offering
vou a new S‘curriculum”
—solving your own orga-
nization's problems! Be-
ginning in November, 12
one-day workshops will be
available to help you meet
the opportunities vou face
right now on vour job,

Story, p. 2—'Workshops'

how to make the initial approach to donors,
what to say in vour letters, how to set up a
receipl program, how lo notify the bereaved
family, how to promote memorials in vour
newspaper or newsletter. Attention is given
to making the memorial gift a satisfving ex-
perience to the giver so that he remembers
your cause again, and again, as a fitting
tribute to deceased loved ones,

“l think this handbook is worth at least a
thousand dollars,” said one director of devel-
opment after reading Mr. Robbie's book, “We
started our program this year and have re-
ceived $12,000 already.”

The book iz being published and distrib-
uted by Robert F. Sharpe & Co., satisfaction
guaranteed. If you are not completely satis-
fied, return within 10 days and your money
will be promptly refunded. Order vour copy
from Robert F. Sharpe & Co,, 5050 Foplar
Avenur, Memphis, Tenn. 38117,



On the Spot Training Series
In Cassette-of-the-Month

Valuable professional training is now
available at wvour fingertips, The de-
ferred  gifts officer, the financial de-
velopment man, the stewardship chair-
man or anyone responsible for raising
long-range funds for a charitable cause
will benefit from this instruction.

The Cassette-of-the-Month program
offers inspiration and practical, new
ideas from specialists in deferred giv-
ing and related subjecis. Also avail-

able are transcripts of each cassette
s0 you can follow the text, review or
share easily with vour staff. These cas-
settes make it possible for vou to have
a classroom wherever you can take the
cassette tape plaver—in your home,
yvour office, vour car or even on an
airplane,

The complete program of practical
instruction can be a good Monday

Subjects included are: 1
L. Starting a Deferred Giving Pro-
Eram
II. How to Find and Hire a Deferred
Gifts Officer
I, Training the Deferred Gifts Dfficer
IV. The Plans of Giving—Part 1, Gift
Annuities, Life Income Contracts,
Withdrawable Gift Agreements
V. An Ideal Charitable Lile Insur-
ance Program
V1. The Plans of Giving—DPart 11. An-
nuity Trusts, Unitrusts, Revocahle
Trusts
VII. The Miscellaneous Plans—Wills,
Life Insurance, Life Estate Con-
tracts
VIII. How Dleferred Giving Plans Pro-
durce Current Gifts
IX. How Securities Can Be Used to
Increase Your Income
X. How to Increase Your Income
through Memorial (Gifts
X1l How to Know Your Donors
XII. Setting Up and Managing Files
for Deferred Giving

morning  pace-setter.  Gather every
member of the development team and
have the next-best thing to attending
A Seminar en masse,

All 12 tapes plus the transcripts are
available in the handy cassette binder
shown at left, for only 3100, Tapes 13-
24 are available one per month for the
next year for $65. Transcripts are $35
for the 12 issues.

Workshops — Coffee Cup Sessions on Deferred Gwmg

One day each month, there will be
an informal coffee-cup session in the
offices of Robert F, Sharpe & Co. for
the express purpose of asking ques-
tivns and having interaction with other
development personnel experienced in
your field, funding a worthy cause. To
maximize the benefit of these work-
shops, enrollment will be limited to
ten deferred  gifts officers and other
development personnel.

Thiz new series of advanced work-
shops will be coordinated by Roher
FF. Sharpe and/or Philip Converse,
niewly npp-mn[:-:hwc- resident of Kdu-
{"IIIUIhll SOMVICES, Hﬂb{"Tt F. Sharpe &

‘0. Problems will be discussed within
t]w specific subject boundaries of that
day. You can expect {o go away with
answers, There will be no lectures.

These workshops have heen arranged

GIVE AND TAKE

A publication of news and ideas for
financial development officers of char-
itahle institutions and organizations.
Published 12 times a vear by Robert
F., Sharpe & Co., 5050 Poplar Ave,,
Memphis, Tenn, 38117, Subscription
price, $6.00 a vear, $15.00 for 3 Vears,
Mo charge for first subscription when
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Additional subscriptions to other ad-
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because of the requests of many who
have attended our seminars and asked
for an in-depth, small group approach,
They've suggested time just {o ask
questions and have interaction with a
smaller group.

The tuition of 5150 includes mate-
riztls and dinner on Monday evening.
Register for all 12 sessions for only
S1500 and save 33000 If vou are reg-
istered for all 12 sessions and vou or
someone else wilthin vour organization
cannot attend a session, the seminars
vou have attended will be charged at
repular rates and any balance will he
refunded.

In addition to the subjecis below,
the tax gquestions arising out of each
workshop will be discussed as needed.

{ Beginning at ! p.m. the first dav and
ending at 12 noon the next day)
1972
MNov, 13 & 14— How to start a wills
emphasis program in vour insti-
tution
Dee. 11 & 12—How o set up a gift
annuity program
1973
Jan. 15 & 16—How to increase vour
income through gifts of securities
Feb, 12 & 13—How to get larger gifts
through charitable remainder an-
nuity trusts,
March 12 & 13 —How to got more
life insurance gifts
April 9 & 10—How to start a pooled
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Fhilip R. Converse, at
torney. is new vice
president for educational
services of Robert F.
Sharpe & Co. Previously
he served as director of
estate planning and de-
ferred giving far the Linij-
versity of Tennessee sys-
tems, Knoxville. Named
recently by United States
Jaycees as one of the
outstanding young men of America, 1972,
He serves on a tax committes of the Ameri
can Alurmni Council which recently cam-
pleted a workbook on the administration
of the Charitable Remainder Annuity Trust
under the 1969 Tax Reform Act.

investment fund ilife income con-
tract)

May 12 & 13—How to get charitable
gifts through unitrusts

June 11 & 12— How to break (he
barrier to larger gifts through rev-

cable living trusts

July 16 & 17—How the federal es-
tate tax return ( Form 7061 helps
you increase the size of vour de-
ferred gifts

Aug. 13 & 14— How the tools of char-
itable estate planning are used as
vehicles of giving

Sept. 10 & 11— How the estate plan-
ning team | lawyer, trust officer,
life insurance agent, ete.) works
with vou and vour prospect

Oet. 15 & 16—How to find prospects
and conduct an interview



Deferred Gifts Produce Current Gifts

by Robert F. Sharpe

A donor usually considers a corrent gift to vour institu-
aon as a cash outlay now,

To make a deferred gift, a person decides to give at some
future date, either a number of years from now or at death,
A deferred gift is a present deeision to make a future gift,
evidenced by a legal contract.

While the name, deferred piving, is the best known to
professionals in the field, it is not a term that communi-
cates very much to the average prospect, Therefore, we sug-
gest the term “planned giving” When a person makes a
planned gift, it suggests forethought.

MNow, let's see how some methods of planned giving be-
come current giving:

A bequest is a gift to a charity provided for in a person's
will—either a specific amount or a percent of the total
property. A hequest might also be stated as all or part of
what is left after all specific bequests have been satisficd
{the residue),

One method being used is the survivorship annuity es-
tablished through a will: a parl of the estate goes to a
qualified charity in exchange for a gift annuity designed
to pay another person a fixed life income. Using this
method, the donor can make a substantial current gift {0 a
charily at his death and assure his loved one an income.
Down the road, a bequest becomes a cash gift,

Variety in Gift Annuities

In single life gift annuities (payments only to donor for

‘01, a person transfers, say $10,000 or securities of equal
«alue to your organization. The funds may be handled in
two ways: 1) All the $10,000 can be invested in a separate
annuity account from which all the payments are made for
life. At death, it is estimated thai one-half (or 35,0005 will
be available to the charity. The $5000 is a current gift at
the death of the annuitant. 21 The institution uses about
two-thirds of the money to purchase an instailment refund
single premium immediate annuity from a commercial life
insurance company and the other one-third or about $3,300
is currently available to the charitv, The $3.300 is a current
gift as soon as the commercial annuity s issued,

Joint and survivorship gift annuities (two donors, each
receiving payments for life and survivor receiving both pay-
ments) are handled much the same way as single gift an-
nuities, leaving about the same kind of current gift to the
institution.

The deferred gift annuity is being offered by onlv a small
number of institutions. When actuaries figure the rate of
payment for each age, an allowance is made for a gift.

A deferred gift annuity 15 designed for @ person oge
23 or older who wants to transfer funds to a charity
now twith the understanding there will be a specified
amount of interest added to the [und each vear. The
annuily payments to the donor are deferred until age
60 or older. The big difference is in the nmount of pay-
ments. These may be arranged on a one-deposit basis
or on an annual deposit basis. The deferred annuity
will have grown substantially over the vears.

Other Giving Plans

Withdrawable gift agreements |which the donor may
revoke at will) can produce current gifts in several ways,
Iy Whenever more income is earned than is required to
make promised interest pavments, the cxeess helongs to

thee institution, 21 Holders of WGA often exchange their
agreements for a gift annuily or other irrevocable giving-
for-income plan, Oftentimes, the person withdraws from the
agreemenl giving the funds outright to the institution. 3
When the agreement holder dies, whatever rermains in the
agreement comes o the charity.

With interest-free loans, the institution does not pay any
interest which constitutes benefit in an amount equal to the
going interest rate. At the death of the lender, the indebit-
edness is sometimes cancelled by pre-arrangement, thus
creating a current gift.

Revocable living trusis, also known as revocable gift
agreements, are created by oa donor who places cash or
ather property in the hands of the trustee. The trustee in-
vests and reinvests the assets in the trust and pays the
donor the net income earned. The donor reserves the right
to revoke the agreement, but oceasionally withdrws prin-
cipal to give outright or exchange for an ireevocable con-
tract, When the donor dies, the remaining trust assets go
to the charity,

Contracts Become Current

Assels in life income contracts (pooled investment fund)
credited to the donor’s account are transferred out of the
trust into the current account of the institution when the
donor dies.

Since each trust is a separate trust with charitable re-
mainder annuity trusts and charitable remainder unitrusts,
only the assets in a particular trust can be used to make
the promised income pavments. In these frusts, the value
at death will vary from almost nothing to much more than
was placed in the trust initially. Whatever assets remain
in either trust at the person's death will come to the in-
stitution,

Charitable income (rusts are different from all other
trusts. The income only is pavable to the charity annually
during the term of the trust (minimum 10 yvears:. Trust
assets are relurned to donor at the end of the trust term.
But it is also possible to name the charity as beneficiary
of the trust principal, should death occur during the term
of the trust.

A life insurance arrangement for a charity has a charity
named as the primary, secondary, or final beneficiary of
the proceeds at death. It is also possible to name a charity
to receive living benefits such as annual dividends and cash
surrender values.

Perhaps you will say, he is merely playing with words
by taking deferred gifts and saving they arc current gifts
at death. This is partly true because | want to emphasize
the importance of deferred gifts by showing how Lhey be-
come current gifts, Keep in mind that in five, eight or
twenty vears from now, the management will have need for
current income.

Eighth in a seres ol aricles on de-
veloping a deferred giving program.
This matorial s excerpted and caon-
densed from the “Cassetfe of the
Month on Deferred Giving™ which is
also available on order, See the on-
clozed form, Robert F. Sharpe & Co
5450 Poplar Ave., Memphis, Tn. 38117,
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CONVERSE

Two Memphis Seminars
Open 1972-73 Season

It won't be long. Fall is coming and plans are under way
for the first two seminars of the National Planned Giving
Institute in Memphis. Mark the dates: October 9-11 and
October 11-13.

Lectures, discussions, workshops and role playing make
these charitable giving seminars especially practical. They
are designed for development officers of hospitals, religious
organizations, colleges and seminaries, denominational
headguarters and mission boards, youth organizations,
camps, children’s homes and community welfare agencies.

The October 9-11 seminar, “Charitable Giving Through
Life Imsurance, Unitrusts, Life Income and Life Estate
Contracts,” will launch the 1972-73 series of six.

One of the most pertinent problems in the deferred giving
field will be discussed by Theodore Hurst, industrial
peyvehologist of Waorthington, Hurst & Associates, Chicago

selecting the deferred gifts officer.

Stanley L. Bjormson, assistant to the president for stew-
ardship of the Christian and Missionary Alliance, New
York; Robert (5. denDulk, director of administration at
Westminster Theological Seminary, Philadelphia; Robert
Sharpe and Philip Converse, both of Robert F. Sharpe &
Co., Memphis, will compose the faculty for thiz seminar.

A special treat October 10 will be a Mississippi River-
boat excursion, complete with Southern fried chicken din-
ner.

Franklin Robbie, executive director of Yellowstone Boys'
Ranch, Billings, Montana; Fred Alexander, financial de-
velopment consultant, Memphis; and Curt Simie, director
of development at University of Tennessee Medical School,
Memphis will join Mr. Sharpe and Mr. Converse in the
October 11.13 session “Foundations, Corporations, Annual
and Memorial Gifts"”

A trip to downtown Memphis for barbecued ribs is a
regular Thursday night (Oct. 12) feature of this seminar,

Specific topics for both seminars are listed in the screened
area at right,

Each seminar begins at 1:30 p.m. on the opening day and
closrs with the noon meal on the last day. Registration fee
for each seminar is $50 to be applied to the total tuition fee
of 3225 for each seminar.

SPECIAL PRICE REDUCTION

Good news! We're lowering the
price of 1,000 or more of FOCUS
ON GIVING, customized news-
letter designed for your donors
and ex-donors. Response for
large quantities has been so good
that we are able to offer the fol-
lowing reduced prices effective
immediately:

THIS
ISO0UR
NEW
PHONE
NUMBER ,

Farmerly Mow
1,000t0 2,499 .20 .19 Each
2,500t0 4,995 18 .16
5000ta 7,499 .17 13
7,600t0 9,999 .16 10
Ower 10,000 15 Ask for Quote

{ Note: Orders of SO0 to 999 are
stell .22 eqch, Every order must
still include 75 per title regard-

. 767-2330

The publisher of GIVE AND TAKE is not enga

and assistance in specific cases, the sarvices

1 render ng e

National Planned Giving Institute

1972 Seminar Schedule
Haliday Inn - Haliday Gity - Memphis, Tenneszee

[JCHARITABLE GIVING THROUGH LIFE INSURAWCE, UNITRUSTS, LIFE IN-

COME AND LIFE ESTATE CONTRACTS
OCTOBER B8.11, 1872

Feychological Considerations . . . the Planned Giving Officer and the Donor /
How Tuxes Affect Gifts Through Life lnsurnnee, Unitrusts, Life Income Con-
tracts and Life Estate Contracts ¢ A Briel Survey of New Contract Forms—
Life Income Contracts, Life Estate Contracts and Unitrusts / How to Use the
Revocable Living Trust to Secure Gifts / How to Use the Unitrust, Life Estate
Contract and Life Insuratiee to Secure Gifts / How Important are Trosts in
Charitahle Giving ¢/ An Ideal Charitable Life Insurance Program / How to Use
the Life Ineome Contract to Secure Gifts / Prospecting for Unitrusts, Life
Income Contracts, Life Estate Contracts and Life Insurance.

[ FOUNDATIONS, CORPORATIONS, ANNUAL AND MEMORIAL GIFTS
QCTOBER 11-13, 1972

The Potential of These Speclal Gift Bources / Organizing for the Annual Sup-
port Program / Anoousl Suppart ¢ How to Get Now Income from Memorials /
How io Get Foundation Gifts and the Vital Importance of Reporting Back /
Foundation Approsches—Hole Ploying / The Foundation World—Hole Flay-
ing { The Climate for Fund Raising / How Deferred Gifts Produce Current
Annual Gifta.

[ CHARITABLE ESTATE PLANNING

JAMLARY 22.24 1573
Estate Planning Principles ¢ The Donor's Meed to Give and the Charity's Need
to Receive / The Tools of Charitable Estate Planning and Prospecting / The
Life Underwriter na o Member of Lhe Estale Planning ‘Tenm ( The Atlorbey as
a Member of the Estate Planning Tenm / The Development Officer ns a Mem
ber of the Estate Planning Team ¢ The Trust Officer as a Member of the Es-
tate Planning Tenm / The Estate Planning Team and How They Work
Together.

[JCHARITABLE ESTATE PLANMING (ADVANCED)

JANUARY 24-26, 1873
Mew Developments in Estate Plonning ¢ How Siate Loaws Affect Eslate Plan-
ning / How Federal Lawa Affect Estate Flanning /¢ Form T—The Estate Tax
Helum ! Solving Esiale Planning Froblems Uaing Uniteusts, Life Income and
Life Estate Contracts—a Workshop £ (i Possibilities ‘Through Gift Annuities,
Anpuity Trusts and Other Gift Arrangements—a Workshop / How to Use
1eferred Giving Plans in Actual Estate Flanning Case Work—a Workshop (
Actual Cases Involving Wills, Life Insurnnee and Hevoeable Trusts—a Work-
g

CJGIVING THROUGH CHARITABLE REMAINDER AMNUITY TRUSTS, GIFT AN-

HUITY CONTRACTS, WILLS AND SECURITIES
APRIL 16-18, 1973

Huow the MNew Federnl Tax Laws Affect Gift Annuity Contracts, Charitable
Hemainder Annuity Trusts, Bequests nnd Securities . What You Meed to Know
Absut Donor’s Wills—From Drafting to Probating ¢ How o Get More snd
Bigger Gifts Through Gilt Annuity Contracts and Charitable Bemainder An-
nuity Trusts ¢ Gifl Annuoily Caleulntions ¢ How lo Increase Bequests and Get
Maore Gifts of Stock ! Why You Should Encourage Donors o Exchange Se
curilies [or Chartable Trusts and Goft Annuities / ldeas on Iovesting Gifo
Annuity Reserves aned Charidable Trust Assets / Funding Annuity T'rusis wned
Gilt Annuity Conteacts with Commercial Annuities [ Prospecting for Tiequests,
Charitable Hemamder Annuity Trests, Guft Annoity Contracts and Gifts of
Stock,

[TDIRECT MAIL FUNDRAISING AND PUBLIC RELATIONS
APRIL 18-20, 1973

What Is Your Image and What Can You Do About 1t £ T Care About You—
Hew You Can Haise Money with Direct Mool ¢ How Well Do You Boow
YWour Donors ¢ Whnt Kind of Taetters Pull Best & Write Your Own Letter §

Using the House Organ in Fund Raising ¢ How to Develop a Deferred Gilts
Program Through Dhrect Bail f Tying Current and Deferred (iiving Together.

or tax adwvisary service. For advice

sel should be chtained



