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Double Asks:  From Comprehensive Campaigns to Blended Gifts to 
Sharing Life Income Gifts  
 
 
 
Quite a number of years ago when I was teaching classes in my three-day seminar, “After the 
Gift is Closed: Gift Administration”, I focused some of the time on gift restrictions.  There were 
basically three end uses of funds gifted:  unrestricted, temporarily restricted, and permanently 
restricted.  Unrestricted is easy. 
 
Temporarily restricted tends to mean a particular restriction that is over and done with once the 
funds restricted to a specific purpose or usage was fulfilled or completed and the money was 
fully spent on that purpose. 
 
Permanently restricted means that the restriction is held in perpetuity.  That might be usage but is 
far more likely to define endowment funds or accounts, which funds are held for investment 
permanently, while distributions from the fund are used on a regular or current basis. 
 
As a note here, the CPA guidelines (FASBs—Financial Accounting Standards Board) used to 
follow these three categories, but recently proclaimed that temporarily restricted is no longer a 
category for nonprofit accounting purposes.  Restricted is just categorized as restricted without 
further definition or delineation.  I personally think that is not a good move because of the vast 
difference between gifted funds designed for an immediate but specifically named usage and 
funds that are required by law to be held for permanent uses (endowment).  But law and 
accounting in many arenas don’t match up. 
 
In those classes, I fairly often discovered that organizations were holding “capital campaigns”, 
the end use of which was not at all for “capital”—land, buildings, plant, equipment—and the 
money was used for other types of mission programs not related to capital.  I often warned the 
students that soliciting gifts for “capital” meant they were supposed to use it for just that—
capital.  If they solicited for endowment, they must use it for endowment. 
 
As campaigns evolved, and the expected uses were expanded to many aggregated needs in the 
overall organization, the campaigns became known as “comprehensive campaigns”.  And that 
was a much better description because that term did not imply a restricted end use and it did not 
imply any form of gift should be made.  In fact, it allowed multiple uses for a donor’s gift.  
Violà.  A double ask could become part of the campaign counting. A donor could make a gift 
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more like an annual gift (cash) and also participate with a revocable promise (bequest) or pledge, 
and even an irrevocable gift like a trust or annuity. 
 
Behold, the Blended Gift 
 
While I do not know the history on where and when the term “Blended Gift” came about, I 
suspect it had its beginnings in the Comprehensive Campaign.  And some smart marketing 
person attached a name to that type of aggregated gift.  The blended gift is now a fixture in 
campaigns and also simply in gift strategy.  The strategy allows a donor to “make” or promise an 
aggregated gift with multiple parts, including a lower level cash or cash equivalent gift, possibly 
a pledge on installments, and maybe a revocable deferred receipt gift such as a bequest in a will, 
a gift in a living trust or the beneficiary designation on a life insurance policy or an IRA. 
 
This allows a donor to retain usage of wealth longer for his or her own support, while making 
some actual gift and some intended gift and getting either campaign credit for it or possibly 
naming opportunity (which can be legally binding through what is called “detrimental reliance”, 
where the donee expended funds or acted in accordance with the intention in reliance upon the 
promise).  Of course, the organization is still gambling on the donor having the money if it is a 
bequest-type revocable gift.  Financial reversals do happen for many reasons, one of which is 
late-life medical care. 
 
Internally in the organization this type of aggregated gift(s) also promotes smoother relations 
between different aspects of the development program and helps to avoid friction between 
different units in development as the blending involves annual, major and maybe deferred gifts. 
 
Another Category of Double Ask? 
 
Imagine for a moment that there is another category yet untapped that you may be interested in.  
Looking down the major gift stack as if you were the CEO, you see two forms of outright gift 
and then the next one is irrevocable, but deferred receipt.  Hmm, you the CEO says.  How can I 
get some current money out of those deferred but irrevocable receipts? 
 
There are four strategies you can use to augment your current coffers from irrevocable planned 
gifts, whether for annual giving or to complement campaigns: 
 
1.  Coordination with annual giving.  Let’s say you have been working with a donor and have 
determined that s/he has low yielding assets—such as stock that pays a dividend of 1 or 2%-- that 
can be repositioned for a higher payout, a generous deduction and, in some cases, not entirely 
taxable to the donor/recipient. 
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 Let’s imagine also that you have some great income-paying techniques up your sleeve, 
such as charitable remainder trusts, charitable gift annuities, and pooled income funds.  (To be 
better and more completely covered in Module Three).  From these types of gift vehicles, the 1-
2% dividend payout can be increased to 6 or 7% or more.   
 

Might you consider asking him/her if s/he could share some of the newfound income with 
your organization by writing into the CRT trust agreement, gift annuity contract or pooled income 
fund agreement a share – say five to ten percent of the life income – payable directly to the 
organization each year for the duration of the trust or annuity.  In other words, if the donor was 
receiving a two percent return on his or her assets and will now receive a seven percent return from 
a CRT, or gift annuity, perhaps 0.7 percent could be paid to the organization, leaving a 6.3% return 
on the gifted assets in the trust or annuity.  This is still more than three times what s/he was 
receiving, and a provides a continuous income stream for the organization each and every year. 

 
While this can be done with a pooled income fund, it changes several things too technical 

to cover in this Session.  But there are other techniques to offer, more in the nature of a typical 
blended gift. 

 
This is a form of double ask, but only within one gift—and an irrevocable one at that. No 

future promises that might fail. 
 

2. Coordination with Campaign.  Another possibility is to ask the donor to split the asset and 

give the organization directly a five to ten percent share of the asset as an outright gift, the balance 

to the deferred gift.  This achieves the same return for the donor as in number one above, but the 

organization has its share of principal up front.  The upfront gift may be used in a campaign for 

full dollar value while the trust, annuity or PIF gift is counted in that same campaign as an 

irrevocable gift which usually qualifies for a higher credit than a bequest at the same donor age.  

Counting is according to your policies for the campaign. 

 

3. Discretionary income.  If a definite share of income is not possible at the outset, consider 

having the donor allow the (independent) trustee the discretion to distribute some income to the 

organization in years where the earnings are sufficient.  This does not absorb income each and 
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every year, only when the trust and the beneficiary can afford it.  This can still be an “annual” or 

recurring gift. 

 

4.   Discretionary principal.  If a definite share of the asset is not available at the outset, perhaps 

the trustee of a CRT could be given discretion to invade the principal for distributions to the 

organization if the trust’s asset value grows beyond a certain amount, such as greater than 150 

percent of the original contributed amount. Any standard crafted by the donor by which the trustee 

may make this distribution can be written into the trust.  If it is a gift annuity, the donor can either 

write into the contract a similar invasion of principal by the organization if the remaining annuity 

will be sufficient.  Or the donor can always assign a portion of the contract to the issuing charitable 

organization from time to time (but to no one else).  This might make a nice acceleration of a 

deferred campaign gift blended campaign gift that would otherwise come to the organization in a 

bequest. 

 

You can see from these few examples that a little creativity can make smooth relations with the 

whole development office and your donor can experience the appreciation of a current gift from 

his or her ultimate gift to your organization. 
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