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As director of Marketing
and Communications
for University Advance-

ment, the fundraising arm of
Simon Fraser University in
Burnaby, British Columbia,
Erica Branda has a good under-
standing of the benefits of phi-
lanthropy. But it wasn’t until
her mother-in-law died last
year that she fully grasped the
value of planned giving.

Ms. Branda’s mother-in-
law, Barbara Ferrier, was a pro-
fessor at McMaster University
in Hamilton, Ontario, for more
than 35 years and director of
the arts and science program.
She left her estate to her two
sons. She had an insurance pol-
icy to cover capital gains tax,
but no planned giving compo-
nent in her will.

“My mother-in-law loved
McMaster, and it would have
given her a lot of pleasure to
have left a legacy to the univer-
sity,” says Ms. Branda. “Had
she sought the advice of an
independent estate planner,
I’m sure she would have struc-
tured her will differently. She
would have been able to leave
a bequest to the university and
provide for her sons.”

Ms. Branda says her moth-
er-in-law’s experience illus-
trates the importance of not
depending on only one advisor
for all aspects of estate plan-
ning.

Susan Mullin, chair of the
Canadian Government Rela-
tions Committee of the Associ-
ation of Fundraising Profes-
sionals and vice president of
development at York Universi-
ty Foundation in Toronto, says
many people who are modest
givers don’t realize how much
more they could contribute
through planned giving.

“By planning ahead and
leaving bequests to charities of
their choice, there are real
opportunities for people to
have an impact far beyond
what they ever thought possi-
ble in their lifetimes,” says Ms.
Mullin.

The growth in popularity of
planned giving is compelling
charities to become more
sophisticated in their under-
standing not only of financial
planning and wealth manage-
ment, but also of donors’ inten-
tions.

Community Foundations
of Canada (CFC) president

and CEO Monica Patten says
donors who have gone to the
trouble to plan their giving
want to know that their gifts
will have an impact in the com-
munity.

“For community founda-
tions, that means being
accountable not only for how
the gift is invested, but also
what its impact is on the com-
munity. We have to ask if we
are addressing the issues that
really matter in our communi-
ties and if we are working col-
laboratively with other philan-
thropic organizations to
achieve common goals,” says
Ms. Patten.

As the oldest community
foundation in Canada, the
Winnipeg Foundation is well
versed in planned giving
strategies. CEO Rick Frost
says his organization is seeing
a rise in what he calls “collec-
tive activity.”

“For example, families are
getting together and setting up
inter-generational planned giv-
ing programs, and instead of
simply leaving us money in a
will, people are creating funds
while they are still living so
that they can see the impact of

their gift,” he says.
A challenge facing chari-

ties, notes Ms. Mullin, is their
need to communicate the
opportunities to potential
donors by engaging them early
and often.

“Many charities are gov-
erned by volunteer boards that
are reluctant to invest the
resources for outreach that
may not show significant
returns for many years. It’s an
understandable dilemma, but
should not become an obstacle
to the development of long-
term fundraising strategies,”
says Ms. Mullin.

Ken Ramsay, president
and CEO of Toronto-based
Legacy Leaders Inc., a leading
provider of gift planning prod-
ucts and services for non-profit
organizations throughout
North America, says there is
massive potential to grow
planned giving in Canada.

“Research has shown that a
third to half the population has
a propensity to make a gift of
assets to a charity, and with the
value of the average bequest in
Canada currently around
$30,000, we are looking at
hundreds of millions, if not bil-

lions, of dollars in potential
gifts.”

The challenge, says Mr.
Ramsay, is to mobilize the
potential. “Between five and
six per cent of people currently
die with a charity in their wills,
but as many as 15 per cent of
those we speak to say they
would like to do so in future –
and the research indicates even
higher potential numbers. We
need to convert the intention
into action.”

Lois Flemming, director of
Major Gifts and Planned Giv-
ing for The Salvation Army in
Canada, knows all about con-
verting intentions into actions
when it comes to fundraising.
As the largest non-governmen-
tal direct provider of social
services in the country, The
Salvation Army needs to raise
29 per cent of its $500 million
annual operating budget
through public donations.

“Planned giving makes up
30 to 35 per cent of that total, so
it’s extremely important to the
success of our fundraising
efforts and our ability to pro-
vide practical help and hope to
vulnerable individuals and fam-
ilies,” says Ms. Flemming.
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New vehicle eases burden, helps donors direct gifts

give w sely

Donor Advised Funds

“By planning

ahead and leaving

bequests to

charities of their

choice, there are

real opportunities

for people to have

an impact far

beyond what they

ever thought

possible in their

lifetimes.”

–Susan Mullin,
Chair, Canadian Government
Relations Committee,
Association of Fundraising
Professionals

Tax changes encourage planned giving
Capital Gains Tax Elimination

T he elimination by the
federal government last
year of capital gains tax

on appreciated securities
donated to registered charities
has made this type of planned
giving even more attractive
from a tax perspective.

And with Canadians sitting
on stock with potential capital
gains of nearly one trillion dol-
lars at the end of 2006 accord-
ing to Statistics Canada, the
upside for both taxpayers and

charities appears to be signifi-
cant.

However, Jamie Golombek,
vice-president Taxation and
Estate Planning at AIM Tri-
mark Investments in Toronto,
says many donors are still over-
looking appreciated securities
as a vehicle for donations to
charities.

“I still see tax returns that
show cash donations to regis-
tered charities and the sale of
appreciated securities on which

capital gains tax is being paid.
Some people are just not put-
ting two and two together,” he
says.

Nevertheless, Mr.
Golombek says the elimination
of capital gains tax on the
donation of appreciated securi-
ties to registered charities has
had a significant impact on
planned giving.

“Most major charities now

See Tax changes PG4

While private founda-
tions have long been
perceived as a pre-

serve of the mega-rich, there is
a vehicle available to philan-
thropists with relatively modest
means who want similar active
involvement in how their
donations are invested in the
community.

Donor advised funds are
gaining popularity across
Canada because they are sim-
ple to set up, allow donors to

be actively involved in the
causes they support, and make
a real difference in the commu-
nities they benefit.

Typically, donor advised
funds are established through
local community foundations,
which have the knowledge of
their communities and grant-
making expertise to assist
donors in addition to taking on
the administrative and legal
process.

Barbara McInnes, presi-

dent and CEO of the Commu-
nity Foundation of Ottawa,
says a donor advised fund is far
easier and faster to establish
than a private foundation and
entails no startup costs.

“Starting up a private foun-
dation requires the donor to
create a new organization,
establish a board of trustees,
obtain registered charitable sta-
tus from Canada Revenue

See Donor Fund PG4
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YORK
TO THE
POWER
OF 50

Redefine the possible today
for future generations
A gift to York University is one of the most powerful investments in the future you can make.

Redefine the possible by supporting research, teaching and students
through your estate, insurance and other planned giving vehicles.
Call 416-650-8210, email legacy@yorkfoundation.yorku.ca or visit
yorku.ca/foundation.
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Paulette Maehara,
CFRE, CAE, CEO & President,
Association of Fundraising
Professionals

A s the CEO of the
world’s largest associa-
tion of fundraising pro-

fessionals, I am grateful for the
time, talent and treasure of all
the donors and volunteers at
the heart of Canada’s non-
profit sector. Philanthropy is
defined as the love of
humankind, and there is no
greater gift than the ultimate
gift – the planned gift.

If you’ve made a planned
gift or are thinking about mak-
ing a planned gift, you’re aware
of one of the most exciting
charitable gift opportunities
around. After all, planned gifts
benefit everyone while provid-
ing special help over time for
charitable organizations.

For starters, the charity
receives a significant contribu-
tion that it can use to further its
mission. The people who rely

on the charity’s services will
benefit from the expanded and
enhanced programs the charity
can now provide through the
gift. And the donor not only
experiences the euphoria of
making important gift that will
help others, but also typically
has some input over the man-
agement of the principal of the
gift during the donor’s lifetime.

These types of gifts are
quite attractive now because
Canadians are amassing con-
siderable amounts of wealth in
ways other than cash: land,

stock and other property, for
example. Planned giving is a
great vehicle for donating these
types of property, and donors
can make a lasting impact on
their communities through
planned gifts.

Not all planned giving
opportunities are alike, and
some situations that sound too
good to be true just might be.
Be careful of tax shelter gifting
arrangements, which often
promise donors tax savings
greater than the cost of partici-
pation in the scheme, thus
allowing them to “profit” from
donating to a charity. Promi-
nent examples of such schemes
are leveraged cash donations
and buy-low, donate-high
schemes.

These tax shelter gifting
arrangements provide little or
no benefit to the charities
involved or to the people who
depend on their services.
Instead, many of these arrange-
ments exploit a registered char-
ity’s receipting privileges so
participants can reap ill-gotten

and undeserved gains. The
Canada Revenue Agency is
cracking down on these
arrangements, and all legiti-
mate charities should applaud
their actions and encourage the
federal government to supply
the agency with additional
resources to ensure fraudulent
organizations are punished.
Simply put, investing in a tax
shelter scheme is not “planned
giving.”

Donors should insist not
only that charities act within
legal limits, but also strive to
abide by the highest ethical
standards. The most precious
resources a charity has are its
name and reputation, and
involvement with a tax shelter
– or any other sort of unethical
arrangement or behaviour –
can lead to a significant drop in
public trust and confidence –
not just for the particular chari-
ty involved, but for the entire
sector.

What sort of standards
should charities be abiding by?
What should donors be looking
for as they investigate charita-
ble planned giving options? In
1963, the Association of
Fundraising Professionals

(AFP) established the highest
standards for ethics in fundrais-
ing. Today, the AFP Code of
Ethical Principles and Stan-
dards of Professional Practice is
widely accepted as the leading
guide to best practices in
fundraising. It has served as the
basis for countless other
fundraising and charity codes
around the world, including
several in Canada. AFP mem-
bers in Canada, of which there
are more than 3,000, are
required annually to sign the
code, which is the only
enforced set of fundraising
standards in the sector.

Reviewing the code should
provide donors with a good
idea of the sorts of standards
that charities should be striving
for. Before you give, ask if the
charity representative with
whom you are dealing is an
AFP member. In addition, AFP
and other organizations also
developed A Donor Bill of
Rights, which spells out for
donors what they should
expect of charities when they
make a contribution. Did you
know that donors should ask
for – and should expect to have
access to – a charity’s most

recent financial statements? Or
that receiving proper acknowl-
edgement and recognition of a
gift is essential to the whole
concept of philanthropy? A
Donor Bill of Rights has been
endorsed by thousands of
organizations in Canada and
around the world and used by
countless donors. Feel free to
view and print out a copy at
www.afpnet.org/ethics.

Ethics is the cornerstone of
fundraising and philanthropy.
Without ethics, and the public
trust it creates, charitable giving
is simply not possible. Planned
giving, as beneficial as it is to all
parties involved, would not be
possible without careful and
consistent stewardship of your
planned gift. This is why those
of us involved in the fundrais-
ing profession and the charita-
ble sector focus on establishing
and abiding by the highest pos-
sible standards.

Even as you make your
planned gift and experience the
true joy of philanthropy – “the
love of humankind” – you’ll
know that your gift is being
used in an ethical manner that
will benefit your community.
Thank you!

Expect the highest standards
Ethics in fundraising

give wisely

Paul Marcus,
President and CEO, York University Foundation

In March 2007, the founding president of the York University Foundation
became the second Canadian ever to receive the Association of
Fundraising Professionals International’s prestigious Community Coun-
selling Service Award for Outstanding Fundraising Professional.

The York team has implemented an innovative model for university

fundraising in Canada. In the past five years, revenue and pledges have
more than doubled, and the number of donors has increased by more
than 70 per cent.

“It’s a great honour to be part of the charitable sector,” says Mr.
Marcus. “It’s so rewarding to see what a difference philanthropy can
make to an institution and the community.”

York recently launched the “York to the Power of 50” fundraising
campaign to celebrate the university’s 50th anniversary in 2009. The
campaign aims to raise $200 million and already has $125 million
towards its goal.

L ike many Canadian post-
secondary educational
institutions, Montreal’s

Concordia University strives to
convert loyal supporters into
committed donors as part of its
planned giving program.

While grateful for dona-
tions from thousands of alumni
and friends each year, Concor-
dia is looking for new ways to
promote planned or deferred
giving by emphasizing its lega-
cy value to the university and
tax benefit to donors.

Concordia’s director of
Planned Giving, Alex Carpini,
says a new innovation is to
offer donors executors for their
estates.

“With the nuclear family

disappearing and family
finances becoming quite com-
plicated, it can take up to two
years to wrap up an estate –
and it can be even more diffi-
cult if the executor is a relative
who is not living in Canada,
which is the case with many
families,” says Mr. Carpini.

So Concordia is developing
an offering that Mr. Carpini
says is innovative and is value-
added for donors who wish to
include the university in their
planned giving. Concordia’s
Planned Giving Committee
will work with donors to sug-
gest the wording of their
bequest and demystify the tax
implications – which is often
the biggest stumbling block

when it comes to winding up
the estate – so that their inten-
tions are adhered to.

“We know how important it
is for benefactors to be assured
that their gift will be used for
their intended purposes, so we
make sure the text of the
bequest is accurate. With the
support of alumni who are
lawyers, notaries and financial
planners, we are able to get the
best available advice at a frac-
tion of the usual cost. We have
150,000 alumni. It’s a very big
pool to draw on,” says Mr.
Carpini.

Concordia has already
implemented aspects of the
new program and is continuing
to develop it, he says.

Deepened commitment

Princess Margaret

Concordia

This report was produced by RandallAnthony Communications Inc. (www.randallanthony.com) in conjunction with the advertising department of The Globe
and Mail. It did not involve The Globe’s reporting or editing staff. Richard Deacon, National Business Development Manager, rdeacon@globeandmail.com.
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you can help
conquer cancer
with a gift in your will Princess Margaret Hospital

is Canada's cancer research
hospital. We are world
leaders in cancer research,
education and treatment. And
because everything is under
one roof, cancer patients
benefit immediately from
research.

Your bequest to help fight
cancer may be the most
significant charitable
gift you ever make. So make
sure it counts. Find out how
you can be remembered for
a legacy of helping to
conquer cancer.

For information about
bequests and other ways to
plan your gift, please call or

write:
The Princess Margaret
Hospital Foundation
Planned Giving Office
610 University Avenue,

Toronto, Ontario M5G 2M9
Phone 416.946.2295 Fax

416.946.6563
legacy@pmhf.ca
www.pmhf.ca

Planned Giving: Make a Difference Today!
Contact: Alex Carpini, Director, Planned Giving
Office of Advancement &Alumni Relations
Concordia University
514-848-2424 ext. 8945
alex.carpini@concordia.ca
giving.concordia.ca/plan

Let the leaders of tomorrow show
you what a true return on investment
looks like!

You can help deserving students reach
their full potential at Concordia University.

Seed Money
Bears Fruit



For a copy of our free Will Planning Guide,
call the Canadian Cancer Society or visit www.cancer.ca

BC/Yukon: Toni Andreola 1 800 663-2524 ext. 293

Alberta/NWT: Wanda Baranitsky 1 800 261-2262

Saskatchewan: Arlene Dickson, MSC 1 877 977-4673

Manitoba: Brenda Zielke 1 888 532-6982 ext. 234

Ontario: Gina Eisler, CFRE 1 800 268-8874 ext. 2301

Quebec: Gerard Briand 1 514 255-5151 ext. 2603

Nova Scotia: Gerry Backs, MA, CFRE 1 800 639-0222

New Brunswick: Cecil Kerfont 1 506 634-6272

Prince Edward Island: Connie MacDonald 1 866 566-4007

Newfoundland/Labrador: Peter Dawe 1 888 753-6520

Future generations
never feared cancer.

Your gift helped make it happen.

Please consider a gift in your will.
Anyone can make a legacy gift.
Your commitment, whatever its size,
will help make cancer history.




