Developing a Planned Giving Marketing Plan
Brochures, mailings, the Internet…all techniques you use to market your planned giving
program. But what about those qualified prospects who stay just below your radar? Are you
proactively identifying planned giving prospects from analyzing annual giving behaviors; using
wealth and planned giving scoring models; and using segmentation strategies? In this session,
you will learn how to develop an integrated planned giving marketing plan that will help you
increase gift income and improve your overall program performance.
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