[image: image1.jpg]By A

CREATE A

Jewish

Legacy

MMMMM




Create a Jewish Legacy Miami
Cohort I:  
Launched January 8, 2013

Year 1 Checklist for Success:

· Homework 

· Marketing Checklist

· Life and Legacy Incentive Grant

· Worksheet: How to Turn a “Dec” to a “Doc”
· Resources- Contact Information
HOMEWORK

Homework from Training #1:

· Complete Case Statement

Homework from Training #2:

· Make board presentation

· Board to sign declaration of intent (recommend at least 75% participation)
· CJL team to sign declarations of intent (recommend 100% participation)
· Prepare two lists of prospective donor names for vetting- Due 2/28/13
Homework from Training #3:

· Identify the first 5 prospects you are going to approach

· Coordinate a conversation if those 5 prospects crossover with any other partners*

· Make appointments with the first 5 prospects

· Decide who will be involved in the conversation…who will be the most appropriate “askers”
· The first 5 appointments need to be set up by training on 5/20/13.
*Ilana has provided each team’s professional the vetting-crossover prospects lists 

Homework from Training #4:

· Draft for your organization a donor-centered plan for your stewardship society including all of the key elements: 

1. Name of Society 

2. Brand or Mark for Society 

3. Membership Criteria 

4. New and Existing Member Benefits 

5. Marketing and Publications 

6. Thank You and Follow Up System (for Donor, Family, Next Generation) 

7. Activities and Events 

8. Information Sheet (for donor to return to you with information on their gift) 

9. Society Member Roster (Both legacy donors pre-CJL and post-CJL launch) 

10. Decide which professional in organization will track gifts and report to Ilana 

Homework due on or before June 1, 2013

MARKETING

Marketing Checklist:

· CJL logo: on website, letterhead, business card, brochure, event program, thank you cards, etc.

· *Advertisement: in journal, yearbook, event program, etc.

· Article: in monthly newsletter, online, HTML e-newsletter, etc.

· CJL announcement: at board meetings, at events, message from bima
· Brochures and Declarations of Intent: in lobby, in mailings, in membership renewal packet, etc.

· Include: downloadable CJL brochure and declaration of intent on your website 

· Link to: www.jewishlegacy.org link on your website 
· Email signature: includes CJL logo, legacy message, CJL website link 

· Mail letter: to members, donors, alumni, etc. introducing your participation in CJL (include brochure and declaration of intent)

· Pledge Cards: Include 2 additional check boxes on pledge cards. For example:

· I have already left a legacy gift.

· I intend to leave a legacy gift. Contact me with more information.

· Use CJL press release: publish on website, in newsletter, HTML to membership

· Miscellaneous: Incorporate legacy messaging into programs you are already doing. Publicly thank legacy donors at each event.

· Social Media: “Like” Create a Jewish Legacy on Facebook and “Follow us” on Twitter (encourage your members to do so)
How to Use the CJL Advertisements:
Four CJL advertisements will be provided to each of your teams within the coming months. They will be customized with each organization’s logo, the CJL logo and the contact information of the professional on your CJL team. Two of the four ads will be horizontal and two will be vertical. They will be half page full color ads. Three out of the four advertisements will include a broad CJL message. The other one will be a high holiday message. (See high holiday marketing section below). 

Suggested timing of the 4 advertisements:

· The High Holiday Ad should be used in August-September 

· The Israel Ad should coincide with Yom Ha Atzmaut (May 06, 2014)

· You can use the general and testimonial advertisements in the winter and summer
Since you will be receiving 4 ads at the same time, you can interchange them throughout the year and rotate them between different publications and communications vehicles.
Ways to use these advertisements include:

· Place ad in your print newsletter

· Place ad in your online e-newsletter or send via HTML

· Place ad on your website with link to CJL website below

· Print ad and include in a mailing 

· Print ad and include in your membership renewal packets, new member packets, handbooks (for parents, staff, volunteers, new members, etc.)

· Include ad in event program 

· Increase size of ad, print, and place as a poster in your lobby

· Use social media as a way to promote CJL. Post ad as a JPEG on Facebook or Twitter pages etc. 

If you need modifications to the size of your ad in order to fit into specific publications, we are happy to work with you to meet your needs. 
High Holiday Marketing:

· CJL High holiday ad on website, in high holiday program

· CJL appeal in direct mail
· CJL Message from Rabbi or President from bima
· CJL brochures in lobby and or on chairs
· Include CJL message or logo on honey and challah delivery, etc. for example
LIFE AND LEGACY INCENTIVE GRANT 

Life and Legacy Goals:

We have been selected as one of the inaugural partners in the Grinspoon Foundation's Life and Legacy incentive grant program. This means that each of our Create a Jewish Legacy Cohort I Partners are eligible to receive up to $22,900 over the next two years* (year one beginning January 1, 2013 - June 1, 2014) for meeting certain legacy related benchmarks. Year two and year two's goals will be set and begin June 1, 2014 - June 1, 2015. The following information below outlines those 5 legacy related benchmarks for year one.
	Incentive Grant Benchmarks: Year 1

	
	
	

	 5 BENCHMARKS- YEAR 1, COHORT 1

	ACTIONS 
	Benchmarks Achieved

	1) Attend All Community Trainings 
	 

	2) Homework Complete
	 

	3) Marketing Efforts (3 out of 5 from list below)
	 

	a) CJL logo on website, letterhead, business card, brochure, event program, etc.

	b) Ad in journal, yearbook, event program, article in monthly newsletter, online, HTML, etc.

	c) CJL announcement at board meetings, at events, message from bima, brochures in lobby, etc.

	d) www.jewishlegacy.org link on partners website

	e) Email signature includes CJL logo, message, website link 

	
	
	

	OUTCOMES
	Achieved
	Goal by 6/1/2014

	4) Number of Declarations of Intent
	 
	Minimum 25

	5) Number of Follow Up Legacy Conversations
	 
	Minimum 10


· Partner organization must meet or exceed all 5 benchmarks as outlined in the Actions and Outcomes Section on or before June 1, 2014 to be eligible for incentive grant money.

· If eligible, incentive grant money of approximately $11,460 will be distributed after June 1, 2014.

· The use and purpose of the incentive grant money will be unrestricted for the partner organizations.

· Additional reporting documents may be requested as back up for the 5 benchmarks.

· Year 2 benchmarks will be set at a later date. If eligible, second installment of incentive grant money of approximately $11, 460 will be distributed after June 1, 2015.

TURNING YOUR DECLARATION TO DOCUMENT

Mazel Tov! A Declaration of Intent (DOI) has been signed. What happens next? 

(Photocopy this worksheet and staple it to inside of the cover of the donors file folder or to the back of each declaration of intent so that you can track the follow up process with each donor. You can also put this information into an excel spreadsheet to track the process electronically too.) We will have an entire training session in the coming months regarding this topic. 
Donor Name:________________________________Date DOI Signed:______________

Within 48 hours: 
· Write a personalized handwritten thank you note to the donor. 
Date:_______________ 
Your Initials: _______________
1 Week Later: 
· Make a personal follow up phone call to the donor to thank them and attempt to set up a follow up meeting.
· You should mention the services the Foundation can provide in assisting them to formalize the gift. This may help speed things along.

Date:_______________
 Your Initials: _______________
Notes:__________________________________________________________________

Within 3 Months: 
· Follow up on progress if meeting hasn’t occurred. Attempt to set up meeting with donor (coffee date, breakfast, lunch, in office, donor’s home- wherever donor wants).  

1st Meeting Date:_______________ Your Initials: _______________
Those attending meeting:___________________________________________________
Meeting location:_________________________________________________________
At the meeting:

· Personally thank them

· Tell them about CJL (they can make one gift to many organizations, any size gift counts, explain how community organizations are working together to secure the Jewish future)

· Tell them how important their legacy will be to the Jewish community
· Talk to them about what they want their legacy to be

· Ask them if they are ready to document their gift and “turn their dreams into reality”

· Share CJL success to date in community and at your organization

Scenarios:

· If the donor is NOT READY for a meeting/not ready to discuss documenting their gift, ask when would be a good time to follow up with them
· Make a note in your calendar to follow up 

· Note time frame to follow up:____________________________________  

· Note their objections to meeting their gift now:______________________  

· Mention when you get together, you’ll bring a professional from The Foundation to help bring their intention to fruition, help assist them, discuss different gift types and brainstorm about what may work best for them.   (Confidentially and without any obligation). 

· If the donor IS READY, first congratulate them. Then mention that we have professionals at The Foundation that are here to assist them (confidentially and without any obligation)

· Ask the donor WHEN they would like to you to set up a meeting for them

· Note:_________________________________________________
· If the donor says, NO THANK YOU and they will meet with their advisor; ask when you can follow up with them

· Note:_________________________________________________
· Mention that we (the Miami Jewish community globally) and your organization are both creating legacy societies. It is important that they be recognized (if they want) in order to inspire others and lead by example.

· If the donor mentions that that they have ALREADY DOCUMENTED THEIR GIFT
· Thank them and congratulate them!

· Ask if they would be comfortable sharing the amount of the gift, the type of gift (bequest, insurance policy, etc.)

· Ask if they would be comfortable sharing the organizations to whom the gift will be directed.

· Note here and/or on their Declaration of Intent that the gift has been documented

· Type of Gift:__________________________________________
· Amount of Gift:________________________________________
· Directed to organizations:________________________________
DOCUMENTATION: 
· We DO need to have a copy of their documented gift in order for them to be a part of the legacy societies AND Book of Life. 

· We can also accept a letter from their advisor or attorney with acknowledgement from them that they did document their gift and where it lists our organizations. 

· A copy from the specific section of their estate plan will do as well. 

· Remind the donor; documented gifts are the only way we can ensure that their wishes and intent are always honored. 

Please include any other notes in regards to the donor and follow up:

________________________________________________________________________  

________________________________________________________________________  

________________________________________________________________________  

________________________________________________________________________
Even after the formalization of the donor documenting the gift, we need to continue to steward the relationship with the donor (and thank them at every chance you get).
Continue to use this worksheet and the follow up steps in order to turn the Declarations of Intent into Documented gifts (or acknowledgment of documented gifts). Please inform Ilana Saposnik, CJL Coordinator when gifts have been documented. 

If you need assistance or want one of our professionals at the Foundation or our CJL Steering Committee members to attend any meetings with you, please feel free to reach out to us.

RESOURCES- CONTACT INFORMATION
Professionals at The Foundation:

• Stephen Lande, JD, Foundation Director and Legal Counsel, slande@gmjf.org
(p) 786-866-8623 

• Daniel Staffenberg, Director, Principal Gifts, dstaffenberg@gmjf.org 

(p) 786-866-8431

• Jill Hagler, Principal Gifts Officer, Jhagler@gmjf.org 
(p) 786-866-8627

• Ilana Saposnik, Create a Jewish Legacy Coordinator, isaposnik@gmjf.org 

(p) 786-866-8435

Create a Jewish Legacy Steering Committee:

Barbara Black Goldfarb, Community Chair  

John Bussel, Foundation Chair 

Bob Berrin





Brian Bilzin

Mojdeh Khaghan Danial



Shelley Niceley Groff
Steve Kravitz





Norman Lipoff
Mike Segal





Lily Serviansky
Professional Advisory Council: 

The Foundation of the Greater Miami Jewish Federation’s Professional Advisory Council consists of a variety of estate planning professionals. Many of these individuals have attended a training series on Create a Jewish Legacy. They can serve as a resource to your donors. To see a list of the advisors and professionals who have participated in this training, please visit www.jewishlegacy.org and visit the Advisors page. 

(List coming soon)
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