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  Legal/Disclaimer	
  

The	
  informa3on	
  provided	
  in	
  this	
  presenta3on	
  is	
  Private	
  and	
  Confiden3al	
  and	
  may	
  not	
  be	
  distributed	
  or	
  reproduced	
  without	
  	
  
the	
  permission	
  of	
  Richardson	
  GMP	
  Limited	
  or	
  its	
  affiliates.	
  	
  
	
  
The	
  informa3on	
  provided	
  in	
  this	
  presenta3on	
  is	
  intended	
  for	
  informa3onal	
  purposes	
  only	
  and	
  is	
  not	
  intended	
  to	
  cons3tute	
  	
  
investment,	
  financial,	
  legal,	
  tax	
  or	
  accoun3ng	
  advice.	
  Nothing	
  in	
  this	
  presenta3on	
  shall	
  be	
  construed	
  as	
  an	
  offer	
  to	
  sell	
  or	
  a	
  	
  
solicita3on	
  of	
  an	
  offer	
  to	
  buy	
  any	
  securi3es.	
  
	
  
Any	
  forecasts,	
  projec3ons,	
  business	
  plans,	
  commentaries	
  or	
  other	
  informa3on	
  contained	
  in	
  this	
  communica3on	
  are	
  being	
  	
  
confiden3ally	
  provided	
  as	
  a	
  general	
  source	
  of	
  informa3on	
  and	
  should	
  not	
  be	
  considered	
  as	
  personal	
  or	
  individual	
  advice.	
  	
  
Every	
  effort	
  has	
  been	
  made	
  to	
  ensure	
  that	
  the	
  material	
  contained	
  herein	
  is	
  accurate	
  as	
  at	
  the	
  3me	
  of	
  publica3on.	
  However,	
  	
  
although	
  informa3on	
  provided	
  herein	
  is	
  from	
  sources	
  Richardson	
  GMP	
  Limited	
  believes	
  to	
  be	
  reliable,	
  Richardson	
  GMP	
  Limited	
  cannot	
  
guarantee	
  the	
  informa3on	
  is	
  accurate	
  or	
  complete	
  or	
  that	
  will	
  be	
  current	
  all	
  3mes.	
  
	
  
This	
  presenta3on	
  contains	
  “forward-­‐looking”	
  informa3on	
  concerning	
  possible	
  future	
  events,	
  results,	
  circumstances,	
  	
  
performance	
  or	
  expecta3ons	
  that	
  are	
  not	
  historical	
  facts	
  but	
  instead	
  represent	
  Richardson	
  GMP	
  Limited’s	
  beliefs	
  regarding	
  future	
  events,	
  
many	
  	
  of	
  which,	
  by	
  their	
  nature	
  are	
  inherently	
  uncertain	
  and	
  beyond	
  GMP’s	
  control.	
  Richardson	
  GMP	
  Limited	
  does	
  not	
  warrant	
  the	
  	
  
accuracy,	
  completeness,	
  quality,	
  adequacy	
  or	
  content	
  of	
  any	
  informa3on	
  provided	
  in	
  this	
  presenta3on	
  and	
  should	
  not	
  be	
  	
  
relied	
  upon	
  as	
  such,	
  nor	
  does	
  it	
  make	
  any	
  warranty	
  as	
  to	
  the	
  results	
  that	
  may	
  be	
  obtained	
  from	
  the	
  use	
  of	
  this	
  presenta3on.	
  
	
  
You	
  should	
  assume	
  that	
  everything	
  you	
  see	
  or	
  read	
  in	
  this	
  presenta3on	
  is	
  copyrighted	
  unless	
  otherwise	
  noted	
  and	
  may	
  not	
  	
  
be	
  used	
  without	
  the	
  wriSen	
  permission	
  of	
  Richardson	
  GMP	
  Limited.	
  GMP	
  Securi3es	
  L.P.	
  is	
  the	
  Carrying	
  Broker	
  for	
  Richardson	
  GMP	
  	
  Limited,	
  
and	
  is	
  an	
  affiliated	
  company	
  of	
  Richardson	
  GMP	
  Limited.	
  Member	
  CIPF.	
  GMP	
  Securi3es	
  L.P.	
  or	
  its	
  	
  affiliated	
  companies	
  or	
  persons	
  may	
  
par3cipate	
  in	
  an	
  underwri3ng	
  of,	
  have	
  a	
  posi3on	
  in,	
  or	
  make	
  a	
  market	
  in,	
  the	
  securi3es	
  men3oned	
  herein,	
  including	
  op3ons	
  or	
  other	
  
deriva3ve	
  instruments	
  thereon,	
  and	
  may,	
  as	
  principal	
  or	
  agent,	
  buy	
  and	
  sell	
  	
  such	
  products.	
  
	
  
The	
  trademarks,	
  logos,	
  service	
  marks	
  and	
  other	
  names,	
  logos	
  and	
  icons	
  iden3fying	
  products	
  and	
  services	
  (collec3vely	
  the	
  	
  
“Trademarks”)	
  displayed	
  in	
  this	
  presenta3on,	
  are	
  registered	
  and	
  unregistered	
  Trademarks	
  of	
  Richardson	
  GMP	
  Limited	
  and	
  	
  
others.	
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Charity	
  has	
  relaHonship	
  with	
  HNW	
  individual	
  
	
  On	
  Boards,	
  commiSees,	
  advocate,	
  some	
  dona3ons	
  

But…	
  
	
  Didn’t	
  understand	
  was	
  connected,	
  but	
  not	
  as	
  commiPed	
  as	
  thought	
  
	
  Didn’t	
  understand	
  the	
  depth	
  of	
  wealth	
  	
  
	
  Didn’t	
  understand	
  donors’	
  biggest	
  concerns	
  

Reality	
  
	
  Worth	
  >$25	
  million	
  
	
  Concerned	
  “Didn’t	
  have	
  enough	
  for	
  wife	
  and	
  himself”	
  
Not	
  inclined	
  to	
  leave	
  significant	
  por3on	
  to	
  heirs	
  
	
  No	
  plan	
  -­‐	
  no	
  effort	
  to	
  construct	
  one	
  
	
  No	
  gi`	
  strategy	
  –	
  no	
  personal	
  commitment	
  
	
  Values	
  –	
  more	
  on	
  money	
  and	
  self	
  preserva3on	
  /promo3on	
  than	
  organiza3on	
  
	
  Wasn’t	
  overly	
  concerned	
  with	
  taxa3on	
  

	
  
	
  
	
  
	
  
	
  
	
  

	
  	
  	
  	
  	
  Opportunity	
  lost	
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What	
  happened?	
  
	
  

	
  AssumpHon	
  of	
  	
  commitment	
  	
  
	
  

	
  AssumpHon	
  of	
  donor	
  sophisHcaHon	
  
	
  

	
  AssumpHon	
  that	
  charity	
  ranked	
  first	
  in	
  priority	
  
	
  

	
  No	
  one	
  ever	
  had	
  a	
  values	
  conversaHon	
  with	
  the	
  donor	
  
	
  

	
  No	
  one	
  understood	
  donor’s	
  fears	
  and	
  challenges	
  
	
  
	
  
	
  

	
  	
  	
  	
  	
  Opportunity	
  lost	
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1.Current	
  Economic	
  Climate	
  

IMPROVE	
  donor	
  engagement	
  

ATTRACT	
  &	
  RETAIN	
  quality	
  leaders	
  

	
  	
  	
  	
  	
  Overview	
  -­‐	
  the	
  BIG	
  THREE	
  

INCREASE	
  beneficiary	
  funding	
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  IMPROVE	
  beneficiary	
  funding	
  
	
  

Beneficiaries	
  receive	
  higher	
  levels	
  of	
  future	
  funding	
  through:	
  

•  ReducHons	
  in	
  investment	
  fricHons	
  
	
  Cost	
  controls	
  

•  Improved	
  efficiencies	
  in	
  investment	
  implementaHon	
  
	
  Decision	
  making,	
  consistency	
  of	
  approach,	
  lowered	
  redundancies	
  

•  Correctly	
  assessed	
  risk	
  measurement	
  
	
  Appropriate	
  risk	
  management	
  rela3ve	
  to	
  organiza3on's	
  mandate	
  

•  Asset	
  /	
  liability	
  matching	
  
	
  Inves3ng	
  with	
  precision	
  for	
  funding	
  ongoing	
  &	
  future	
  liabili3es	
  using	
  today’s	
  
assets	
  &	
  expected	
  cash	
  flows	
  

•  ConHngency	
  planning	
  
	
   	
  Mandate	
  driven	
  con3ngency	
  plans	
  for	
  extreme	
  periods	
  of	
  market	
  vola3lity	
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Top	
  reasons	
  for	
  giving:	
  

•  Feel	
  compassion	
  toward	
  those	
  in	
  
need	
  

•  Help	
  a	
  personal	
  cause	
  

•  Contribute	
  to	
  the	
  community	
  

•  Personally	
  affected	
  by	
  cause	
  or	
  
organizaHon	
  

•  Fulfill	
  religious	
  obligaHons/beliefs	
  

•  Income	
  tax	
  credit	
  

	
  
	
  	
  	
  	
  	
  	
  INCREASE	
  donor	
  engagement	
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  INCREASE	
  donor	
  engagement	
  
	
  

HNW	
  Donors	
  are	
  concerned	
  &	
  it	
  has	
  liPle	
  to	
  do	
  with	
  you	
  
	
  
•  Fearful	
  they	
  don’t	
  have	
  enough	
  money	
  

	
  For	
  themselves	
  –	
  longevity,	
  health	
  concerns,	
  recession	
  and	
  economic	
  fears	
  
	
  For	
  their	
  children	
  /	
  heirs	
  

•  Lack	
  of	
  confidence	
  in	
  charity	
  
	
  Generally	
  do	
  not	
  believe	
  that	
  chari3es	
  	
  are	
  the	
  most	
  efficient	
  way	
  to	
  make	
  change	
  	
  
	
  Wealth	
  largely	
  created	
  by	
  for-­‐profit	
  business	
  	
  

•  Suspicious	
  of	
  organizaHons,	
  fundraising	
  &	
  spending	
  
	
   	
  Lack	
  understanding	
  of	
  mandate	
  &	
  	
  how	
  funding	
  relates	
  to	
  “success”	
  
	
   	
  Have	
  read	
  the	
  headlines	
  on	
  fundraising,	
  scams,	
  abuses	
  

•  Everyone	
  wants	
  their	
  money	
  
	
   	
  Personally	
  solicited	
  by	
  everyone	
  from	
  chari3es,	
  to	
  clubs	
  and	
  teams,	
  to	
  

	
  financial	
  advisor,	
  accountants,	
  insurance	
  agents,business	
  ventures,	
  	
  
	
   	
  TV,	
  Internet,	
  mail,	
  email,	
  adveritsing	
  –	
  all	
  trying	
  to	
  sell	
  somtheing	
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  INCREASE	
  donor	
  engagement	
  
	
  

HNW	
  Donors	
  must	
  be	
  comfortable	
  
	
  
•  That	
  they	
  have	
  enough	
  money	
  

	
  	
  
•  That	
  YOUR	
  organizaHon	
  is	
  efficient	
  and	
  has	
  impact	
  
	
  
•  That	
  you	
  are	
  trusted	
  stewards	
  of	
  their	
  capital	
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When	
  HNW	
  Donors	
  are	
  moHvated	
  to	
  give	
  to	
  a	
  cause;	
  	
  
the	
  best	
  stewards	
  aPract	
  the	
  most	
  capital	
  by:	
  
	
  
•  DemonstraHng	
  best	
  pracHces	
  

	
  Use	
  best	
  prac3ces	
  to	
  guide	
  financial	
  management	
  	
  

	
  
•  ArHculaHng	
  prudent,	
  mandate-­‐linked	
  process	
  for	
  investment	
  planning	
  

	
   	
  Use	
  of	
  	
  clear	
  process	
  to	
  execute	
  complicated	
  capital	
  management	
  
	
  	
  

•  ExhibiHng	
  understanding	
  of	
  ongoing	
  funding	
  combined	
  with	
  view	
  to	
  
sustainability	
  	
  
	
   	
  Measurement	
  of	
  mandate	
  needs	
  combined	
  with	
  resources	
  	
  

	
  
	
  

	
  	
  

	
  
	
  	
  	
  	
  	
  	
  INCREASE	
  donor	
  engagement	
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  ATTRACT	
  &	
  RETAIN	
  quality	
  leaders	
  
	
  

Talented	
  &	
  qualified	
  leaders	
  are	
  drawn	
  to	
  organizaHons	
  with	
  
strong	
  governance	
  pracHces:	
  

•  Adherence	
  to	
  best	
  pracHces	
  of	
  investment	
  management	
  
	
  Liability	
  reduc3on	
  

•  Defined	
  governance	
  process	
  
	
  Clarifies	
  roles,	
  processes	
  &	
  protec3on	
  

	
  	
  
•  Principals	
  based	
  organizaHon	
  

	
  Focus	
  on	
  Mission,	
  Mandate	
  and	
  what	
  is	
  good	
  to	
  do	
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What	
  experiences	
  differenHate	
  smaller	
  
organizaHons	
  from	
  the	
  larger	
  ones?	
  

	
  	
  

	
  	
  	
  	
  	
  	
  Support	
  for	
  an	
  INSPIRED	
  Process	
  ®	
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Source:	
  The	
  Common	
  Fund,	
  with	
  Permission	
  

Ins3tu3onal	
  Discipline?	
  

	
  	
  	
  	
  	
  	
  Support	
  for	
  an	
  INSPIRED	
  Process	
  ®	
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2005	
  NACUBO	
  Endowment	
  Study	
  
Major	
  Findings	
  


