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You keep hearing about QCDs...
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● QCDs are a hot topic and buzzword at the conferences you attend…

● You see blog articles about the importance of QCDs…

● You know you have an aging donorbase…

BUT, DOES ANYONE ACTUALLY KNOW HOW TO MARKET QCDs?!?!?

(Hint: Putting a widget on your website is not enough)

+
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Jeff Giannotto
Senior Solutions Advisor, MarketSmart

MWD is a full-service, integrated fundraising and 
advocacy agency serving leading charitable organizations 
from offices in Washington, DC and the San Francisco Bay 
Area. We focus on organizations that foster social and 
economic justice. Tracy has 20+ years of experience in 
fundraising for advocacy and social justice organizations, 
including the ACLU, International Planned Parenthood 
Federation, and International Rescue Committee, with a 
primary focus on planned giving and major gifts.

MarketSmart is a software and marketing services firm 
based in Maryland, with a focus on planned, mid-level, 
and major giving. Over the past 6 years, in my role as a 
Senior Solutions Advisor at MarketSmart, I have had the 
chance to work with and advise nonprofits of all sizes 
on Engagement Fundraising.

Tracy Malloy Curtis 
Legacy Giving Director, Mal Warwick Donordigital

We’re going to talk about it.
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1) A high-level overview of key information to understand regarding QCDs;

2) Challenges faced by the charity and the donor;

3) Real world examples of how to market QCDs;

4) Easy ideas you can employ right now to market QCDs.
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What we’ll cover:
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Why it is critical to market QCDs now

● QCDs have already been a popular way to give, but the 2018 tax law 
changes have made it significantly more attractive. 

● The Joint Committee on Taxation estimates that the number of filers 
who itemize will fall from 46.5M in 2017 to 17.9M in 2019. Many of these 
people will be over age 70 and have significant retirement assets.

● More and more of the Baby Boomer generation is reaching age 70 and 
above, and that means you have more and more opportunity at your charity.

● A donor may transfer up to $100,000 a year even if their RMD is less than 
this amount. The amount in excess of the RMD is not treated any differently, 
for tax purposes (it does not count as income and you do not take an 
itemized deduction for the amounts). +
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Why it is critical to market QCDs now

● A donor who gives a $100 gift can often give a significantly larger gift from 
their IRA – we see many of these $100 donors giving between $1,000 and 
$10,000 through their IRA.

● Who benefits most from a QCD?

1. Retired

2. Fixed income

3. Unable to itemize AND/OR would like to lower their adjusted gross 
income

*** Your donors should consult their financial/tax advisors because there 
maybe additional considerations. +
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Example profile of a QCD prospect/Annual Donor

1) Jean, age 71, retired teacher

2) Home in California has dramatically appreciated in value since she bought it in the 70s, and 
will be the primary asset she leaves her children

3) Volunteers regularly with organization

4) Has supported org with annual donations of $500/year for many years

5) Wants to increase her support but isn't eligible to itemize deductions

Quote: "I got to the age where I needed to take my required minimum distribution from my IRA. 
I found out that I could donate my distribution directly to my favorite charity and they would 
receive the entire amount because I wouldn’t pay taxes on it. My gifts support the program for 
which I volunteer regularly, which is so near and dear to my heart!”

+
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Example profile of a QCD prospect/Major Donor

1) Mark and Sue, both age 80.

2) Have been giving $25,000 a year to your organization.

3) They have $3,000,000 in their IRAs and they have sufficient non-IRA resources (investments, 
real estate, etc.) to maintain their income with no concern about outliving assets. Their RMD of 
$167,000 this year will dramatically increase their tax burden.

4) They want to participate in your capital campaign. 

5) They decide to pledge $1M to the campaign, payable in installments of $200,000/year for five 
years, through QCDs.They also name your organization the beneficiary of funds remaining after 
their lifetimes. 

6) They don’t pay income tax on these gifts and end up in a lower tax bracket.

+
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Challenges for the donor
● Many donors don’t even know it’s an option and nonprofits aren’t making it 

easy for the donor to find information either online or if they call you.

● When they make a QCD, it’s often not acknowledged properly.

● Custodians don’t necessarily make it easy to find proper filling forms.

● Oddly written law (who knows their half birthday?).

● There are certain things QCDs can’t be used for: 

○ Gifts to private foundation, DAF, or to fund life income gifts.

○ Event/gala tickets (cannot direct your gift for a purpose from which you 
receive a personal benefit, goods, or services in return, such as a gala 
ticket, to purchase items at a silent auction, etc.) +



● This type of giving often requires Planned Giving to work effectively with 
Annual Fund and Major Gifts. 

● QCD gifts don’t fall neatly into the Planned Giving category. Who is 
responsible for marketing these gifts, answering donor inquiries, etc? At the 
same time, donors who make QCD gifts are great prospects for legacy gifts 
through beneficiary designation

● Major gifts officers don’t regularly ask if donors will make their gift via QCD 
(or stock, or through a donor advised fund).

● Most nonprofits, caging companies and CRM’s have not adapted to track 
these gifts appropriately, and/or to differentiate from DAF gifts. 
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Challenges for the nonprofit

+
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Market early to give donors enough time!

There are two ways for the donor to send in their QCD gift, and one is 
problematic right at year end:

1) IRA CHECK ISSUED BY THE CUSTODIAN – This is the most common. The IRA 
custodian either sends a check directly from the client’s IRA to the charity or gives the 
client checks (from the IRA) to the charities the client has named. The check must be 
made out to the charity, not the client, to qualify as a direct transfer.

In this case, the minute the custodian issues the check from the client’s IRA, it’s a 
distribution, regardless of when the charity cashes the check. It is debited 
immediately and the 1099-R is issued as a current-year distribution. So, if the check is 
issued 12/31/19, but doesn’t arrive until January, it will still count as a 2019 distribution.

 +
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Market early to give donors enough time!

2) IRA CHECKBOOK CHECK – 

Here, the IRA custodian provides the client with an IRA checkbook where the client can 
write the checks to the chosen charities.

This is very different than the first option, because the IRA custodian has no control or 
knowledge of any IRA checks written until they are cashed. The “mailbox” rule doesn’t 
apply here!

CAUTION - If an IRA checkbook check is given to a charity this year, but the charity 
does not cash this check until next year, then the distribution and 1099-R will be 
reported next year by the IRA custodian. This could lead to a significantly negative 
impact on the donor! +
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Building a marketing plan

● It’s not an ‘if you build it they will come’ situation.

● You cannot simply put a widget or brochure on your website and expect that 
you will have a measurable increase in the amount of QCDs you’re receiving 
as a result (and many nonprofits are not even mentioning these gifts on their 
websites!)

● You need to develop a true marketing plan for QCDs that incorporates lead 
generation, cultivation and stewardship to build awareness and generate 
inquiries and hands raised.

● You need to relevantly engage supporters at all levels of consideration for 
making a QCD (i.e. from “What’s a QCD?” to “How do I take action?”)

+
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Example of marketing QCDs (online)

+

● Landing page with information relevant 
to supporters at all levels of 
consideration for making a QCD

● 4 eblasts per year (Before tax time, 
Summer, Oct, Nov)

● RMD calculator

● IRA custodian distribution form

● Promote on social media

● Track responses & behavioral analytics
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Example of marketing QCDs (Checklist & Custodian letter)

+
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Example of marketing QCDs (Sample IRA distribution request)

+
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Example of marketing QCDs (email blast)

+
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Example of marketing QCDs (self-mailer)

+
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Example of marketing QCDs (postcard)

+
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Example of marketing QCDs (postcard)

+
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Example of marketing QCDs (buckslip)

+
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Sample language for gift acknowledgement letters

+

“We have received your gift postmarked _____________________  ____, 20__ 
directly from your plan trustee/administrator/custodian.  Therefore, all or a portion 
of your gift may qualify as a 20__ qualified charitable distribution from your IRA 
under section 408(d)(8) of the Internal Revenue Code, as amended, and the 
Protecting Americans from Tax Hikes Act of 2015.  No goods or services were 
provided in exchange for your gift; (CHARITY) is a qualified public charity, not a 
donor advised fund or a supporting organization.”
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Documenting ROI 

● Accurately tracking QCD gifts is something most shops are not set up to do.

● Get your team started on tracking QCDs now and determine how you will 
attribute these gifts.

● Marketing takes time. Most constituents won't make a QCD gift because we 
send out one email or postcard. We have consistently seen that the 
organizations that are getting the most QCDs now are the ones that have 
marketed this gift regularly over the years.

+

T
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Documenting ROI 

● Analyze the impact of your marketing on QCD gift size.

● One organization received $1.2M in QCD income in 2019, with an average 
gift of about $4,900. Half of the income derived from donors who received IRA 
marketing efforts; however, QCD messages were “seeded” throughout 
various other donor communications (buckslips, ads, articles in newsletters).

● Donors who did not receive marketing had an average gift of $4,100.

● Donors who received marketing had an average gift of $6,500.

+
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Easy ideas to implement now

● As a baseline, make sure you have the following in place: 

○ Designate a specific person on your team and phone number for donors to call if they have questions about 
QCDs (and make sure that person is knowledgeable about QCDs!);

○ Create/find a 1-page fact sheet or checklist on QCDs to supply interested donors;
○ Create/find a generic IRA transfer letter to supply interested donors to send to their custodian.

● Train gift officers to ask 70+ donors about using QCD to make gift (true of other asset based gifts as well).

● Send emails and/or postcards 2-4 times per year to promote QCDs and remind donors. 

● Ads about taxwise giving in magazine or newsletter.

● Make sure QCD option is clearly highlighted on ways to give page online (on main website).

● Add stories about QCD givers in both planned giving and non-planned giving donor communications and 
newsletters. Add QCD question to newsletter, survey, reply devices, conversations.

● Engage your direct marketing/annual giving colleagues to integrate QCD solicitations in their annual plans, rather 
than hidden away in planned giving marketing. +



Tracy Malloy Curtis 
https://www.linkedin.com/in/tracymalloycur
tis/
tcurtis@mwdagency.com
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Jeff Giannotto
https://www.linkedin.com/in/jeff-giannotto-
a0826887/
jgiannotto@imarketsmart.com
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