
Asset-Based Gifts:
An Untapped Potential 

Why Asset-Based Gifts Are Important

Assets are where true wealth resides. 
According to census data, 90% of the average 
Americans’ wealth is in assets such as stocks, 
bonds, retirement accounts, life insurance and 

mutual funds.1

Asset-based gifts change the point of 
reference for the gift. Talking about asset- 
based gifts reminds donors of their entire  
wealth, which makes the gift feel relatively  
smaller. People who feel wealthy often act  
more charitably. 2

People are often more generous with 
appreciated assets. Framing a donation as 
an exceptional opportunity removes it from 
comparison with regular disposable income 

budget items and increases giving. 3

Accepting asset-based gifts demonstrates 
genuine service to the donor. Cash gifts are  
easier, faster, and often smaller. Asset-based 
gifts take more time, intentionality, and patience. 
Accessing asset-based gifts serves your 
donor well by utilizing resources outside of the 

checkbook for revolutionary generosity.  

Serve Donors Better, See Greater Impact, Do More Good

  1 https://www2.census.gov/programs-surveys/demo/tables/wealth/2013/wealth-asset-ownership/wealth-tables-2013.xlsx
  2 James III, R. (2017). Natural philanthropy: a new evolutionary framework explaining diverse experimental results and informing fundraising practice.  Palgrave                 
    Communications,3, 17050, p. 
  3 Decomposing desert and tangibility effects in a charitable giving experiment. Experimental Economics, 15(1): 229-240.; Sussman, A. B., Sharma, E., &  Alter, A. L. (2015).
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Recognizing Potential Asset Donors
There are several key indicators in recognizing potential asset-based gifts. However, remember there are always 
exceptions. Pay careful attention to donor conversations. Seek to understand their unique situation, profession, asset 
holdings, etc. 

Key Indicators Include:

• Income. Those with increased capacity likely have 
additional assets from which to be generous.

• Age. Donors in the second half of their career may 
be considering a business sale, diversification, or 
retirement, potentially freeing up resources.  

• Loyalty. Even in cases where the other indicators 
are not present, loyal donors care deeply about 
your work. They are invested in your cause and 
may be interested in further generosity with their 
illiquid resources.

ASSET BASED GIFTS

Communicating the Opportunity
Some key considerations in communicating information about asset-based gifts include:

Integration

• Educate donors on the overall opportunity of 
asset-based gifts. 

• Include regular messaging in your existing 
communication.

• Consider including recurring opportunities 
in newsletters and emails. 

• Add information on email signature blocks. 

• Include verbiage about asset giving 

opportunities on your web donation page. 

 

 

Proactive Prospecting

• Evaluate your donor base for potential asset 
donors. Who is a major donor? Who has given 
loyally? Who owns a business or real estate? 
Who is close to retirement age?

• Host an event to cast vision for your work. Use 
the time to thank donors, treat them like VIPs, 
and share the opportunity to give with assets. 
This is a great opportunity to invite The Signatry 

to provide resources and expertise.

• Share the opportunity to give a gift outside the 
checkbook at larger-scale events too.

• Develop an electronic survey to evaluate 
donors’ interest and awareness of asset gifts.  
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Boldness

• Asset-based giving is often a new concept to 
donors and development officers. We know it is 
harder to bring up something you know less about. 
You do not have to have all the answers. The point 
 is to start the conversation.

• When meeting with a major donor, simply ask 
questions. Consider things like:

• Have you considered giving stock?

• What is your plan with your business? 

• Did you know you can give before the sale and often 
pay less in tax and give more generously?

• Did you know you can give up to 30% AGI using 

capital assets?

• When a donor seems interested, be honest and tell 
them you do not have all the answers, but you work 
with a ministry that specializes in asset gifts. The 
Signatry can help uncover opportunities and work 
through the technical details. Offer to set up a call or 
connect in an in-person meeting. We are here to help. 

Next Steps
Individual Meetings

The best step for interested donors is to connect 
individually - the donor, you, and The Signatry. These can 
happen via phone, virtually, or in person. The Signatry will 
partner with you to identify opportunities for generosity 
based on the donor’s unique circumstances. 

Referrals 

Donors may not want to share their financial details with 
their ministry friends. Refer those donors to us via email 

or on a phone call. You can trust us to be a champion for 
generosity and the charities they support. 

Partnerships

Call us. We can connect and discuss ways we can work 
together to help you identify and serve donors well, have 
greater impact, and do more good.  We look forward to 
tailoring a development program specifically for you.

About Us
Since 2000, The Signatry has facilitated over $3 billion in grants to nonprofits across the globe through generous 

donors.  Learn more about how we can equip and partner with your ministry at www.thesignatry.com/ministries

Communicating the Opportunity (cont.)

ASSET BASED GIFTS

Find out more at www.thesignatry.com/ministries

The Signatry does not provide legal, tax, financial, or other professional 
advice. You should consult professional advisors concerning the legal, 
tax, or financial consequences of your charitable activities.


