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What We’ll Discuss

 Recent  Experiences

 Building the Bridge

 Donor Object ives

 Conversat ion Starters

 Who’s at  the Table?

 Follow Up



Recent Experiences

 Fam ily dynam ics

 Health uncertainty

 Wealth fluctuat ions

 Blended fam ilies

 Manipulat ion

“Real people com ing to the table”



Building the Bridge

Study by US Bank

 88%  of professional advisors say:

 “Charitable giving is an im portant  topic for m y 

clients.”

 17%  of clients say:

 “My advisor has never brought  up the topic of 

charitable giving.”



Our donors want:

 To be understood through their life story

 To talk about  their values

 To discuss what  they’re passionate about



Motivations for Giving

 Chronicle of Philanthropy poll

 86%  - m eet  a cr it ical need

 83%  - give back to society

 69%  - desired im pact

 69%  - being asked

 57%  - religious beliefs

 29%  - expected in social network

 27%  - good business sense

 26%  - leave a legacy

 8%  - lim it  funds to heirs



Donor Objectives

1. Assure Your Lifestyle

 Sufficient  income

2. Protect  Your Assets

3. Tax Savings

 Reduce income taxes

 Reduce capital gains taxes

 Minim ize gift  and estate taxes

4. Asset  Management

 Professional fiduciaries

5. Leaving a Legacy

 Providing for fam ily

 Charitable gifts



Conversation Starters – Values/Family

 Tell m e about  your fam ily.

 Who or what  is the source of the values 

that  are im portant  to you, and who was 

inst rum ental in inst illing those values in 

you?

 Do you feel that  your fam ily shares your 

principal values?



Conversation Starters – Philanthropy

 What  charit ies do you support?

 Why do you support  our organizat ion?

 What  gifts have resulted in the m ost  

sat isfact ion (or regret )?

 Have you ever given a gift  that  was not  

cash?

 Do you have a donor advised fund, 

foundat ion or charitable t rust  in place?

 Have you ever considered including our 

charity in your estate plan?



Conversation Starters – Financial

 How did you obtain your wealth?

 Who should benefit  from  your wealth?

 Are there assets that  should be dist r ibuted 

to specific individuals?

 What  types of assets do you own?



Conversation Starter Tools

 Giving History





Conversation Starter Tools

 Charitable Gift  Planning Process



Charitable Gift Planning Process
Presented to Mr and Mrs Bob Smith

August  7, 2019



Typical Objectives of Successful Families

1. Assure Your Lifestyle

 Sufficient  income

2. Protect  Your Assets

 Administ rat ive expenses

3. Tax Savings

 Reduce income taxes

 Reduce capital gains taxes

 Minim ize gift  and estate taxes

4. Asset  Management

 Professional fiduciaries

5. Leaving a Legacy

 Providing for fam ily

 Charitable gifts



Estate – Business – Tax – Charitable

Planning Techniques

Deferred Compensation Plans

Stock Option Plans

Personal Residence Trusts

GRATs & GRUTs

Dynasty Trusts

ESOPs and LESOPS

Family Corporations

Corporate-Discounted Gifts

Family Limited Partnerships

Limited Liability Corporations

Family Split-Dollar Plans

Off-Shore Corporations

Off-Shore Trusts

Testamentary Foundations

Private Foundations

Supporting Organizations

QTIPs & Other Marital Trusts

Special Powers of Attorney

Health Care Powers

Living Wills

Business Continuation Plans

Liquidation Plans

Property Agreements

Long-Term Disability Plans

Long-Term Health Care Plans

QDOTs for Noncitizen Spouses

Salary Continuation Plans

Education Trusts

Incentive Trusts

Charitable Remainder Trusts

Charitable Lead Trusts

Charitable Bargain Sales

Charitable Gift Annuities

Conservation Easements

Revocable Living Trusts

Beneficiary Designations

Life Insurance Trusts

Wealth Replacement Trusts

Wills



Structured Gifts

Som ething 
Now

Cash, Stock, Real 
Estate, Business 

I nterests, Personal 
Property, Life 

I nsurance Policies

Som ething 
I n Between

Gift  Annuit ies, 
Life I ncome 

Trusts

Som ething 
Later

Wills, Trusts, 
Beneficiary 

Designat ions



Estate Planning Advisory Board

Mr and Mrs
Sm ith

Estate Planning 
At torney

Accountant
Financial 

Advisor

Charitable 
Advisor

Family 
Advisory 

Board

Estate, Financial 
and Asset  

Protect ion Design



Charitable Gift Planning 

Requires Action

1. Define your personal goals

2. Assemble your team

3. Consider your opt ions

4. I mplement  the best  st rategies to assure your well being 
and accomplish your goals

Todd Mekelburg, Director of Planned Giving

Loma Linda University Health

11175 Mountain View Avenue, Suite B

Loma Linda, CA 92354

(909) 558-4553   - fax (909) 558-4746

tmekelburg@llu.edu

www.llulegacy.org



What are the benefits?

 Can be in cont rol before it ’s too late

 Can set  the pace and receive recognit ion

 Can find new ways to give m ore at  a lower 

cost

 Assurance your gift  will be used exact ly as 

you wish

 Becom e an exam ple to fam ily and 

com m unity



Who’s at the Table?

 Legal counsel

 Financial advisors

 Tax preparers

 Fam ily m em bers



Follow Up Plan

 Sum m ary let ter

 Here’s what  I  heard you say

 Here’s what  I  would recom m end you consider

 Here’s how I  can help

 You should discuss your plan with these 

individuals



Wrap Up

 What  m akes sense to you?

 What  does not  m ake sense?

 What  could you im plem ent  in your 

program ?



Questions?

Thank you!
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