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How we’ll think about 
portal data today: 

FIND → MAINTAIN → USE



About This Session
Stewardship isn’t just about sending thank-you notes. It’s about building 
relationships that lead to deeper engagement and future gifts. In this 
product-focused session, FreeWill Product Managers Omar Antila and Trisha 
Arora share how partners are using FreeWill data to steward with more 
intention — moving beyond acknowledgment into real cultivation.

Together, we’ll explore how to use Portal to segment donors thoughtfully, 
identify the right next step for each relationship, and build outreach that feels 
personal even at scale — whether you’re stewarding planned gifts (bequests, 
beneficiary designations) or smart gifts (QCD, DAF, Stock, Crypto). You’ll leave 
with actionable tips to make FreeWill your donor stewardship superpower in 
the next 90 days.
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Agenda

1. Introduction to portal

2. Find and Maintain the Data: Key planned and smart gift demographics

3. Use the Data: Portal tools to act on what you know 

4. Your 90-day action plan
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Housekeeping

1. This session is being recorded

2. The recording will be available here later today

○ Later this month, we’ll add it to the Learning Hub (accessible in 
your portal

3. The slide deck can be downloaded from the Zoom lobby session 
description



Introduction to portal



Level-setting on partner portal

● Portal is your one-stop shop for all your FreeWill-sourced gift and donor 
data

● Your fundraising superpower
● Use portal to:
■ Find demographics
■ Manage changes and track communications
■ Draft emails and notes
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What are you missing?

● Every planned gift and 
smart gift as it comes in

● Donor insights to 
personalize your outreach

● Track stewardship touches
● Generate thank-you notes 

with one click



Thank You vs. Stewardship
Level Setting

Thank You
A specific moment of appreciation 
after a gift. It’s a discrete action: 
the receipt, the note, the call, the 
video that says “we’re grateful.”

Stewardship
Stewardship is the ongoing work 
of helping a donor feel known, 
valued, and connected to their 
impact. 
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The Difference
Most organizations are good at thank-yous. 
The ones that grow their planned giving programs are the ones that don’t stop 
there.



Why Stewardship Matters

● A typical planned gift is 200 to 300 times the size of a donor’s 
largest annual gift. (Giving USA)

● Partners with planned giving programs see a 75% increase in 
annual giving 

● Bequest donors can change their wills at any time, so the org 
with the relationship keeps the gift
○ HOWEVER while more than ⅔ of donors change their will, 

25% report changing the GIFTS within the will.

11 The benefits of planned giving for nonprofits and donors; PlannedGiving.com 

https://www.nonprofits.freewill.com/resources/blog/benefits-of-planned-giving
https://www.plannedgiving.com/wp-content/uploads/2023/10/Planned-Giving-Myths-and-Facts.pdf


Three ways to put your portal data to work

FIND 
THE DATA

Know who your 
donors are and what 

they're telling you

MAINTAIN 
THE DATA 

Update portal 
information for gift 
and stewardship 

tracking

USE 
THE DATA

Steward your donors 
using what portal 

gives you
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FIND/MAINTAIN THE DATA 

Key Planned and Smart Giving 
Demographics



Trisha screen share

FIND/MAINTAIN PG DEMOGRAPHICS
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● Legacy commitments page - filter 
by: 
○ gift type
○ Plan status
○ Gift status
○ Beneficiary level 

● Gift details - review:
○ Contact and email info
○ Insights 
○ DonorSearch info
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Recap - Planned Gifts
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Recap - Planned Gifts
● Update Legacy Gift Statuses 

○ Identified – the default status for all gifts
○ Request Confirmation – you’ve reached out and are requesting the 

donor confirm the gift
○ Confirmed – the donor has responded and confirmed
○ Realization Notification – the gift is in probate
○ Received – you’ve received the funds
○ Keeping these updated helps us report on how many gifts are 

confirmed or realized – we need that data from you so we can share 
best practices and generalized trends across the network

○ Adding a Bequest

 



Recap - Smart Gift Status fields

Started: Currently applies to stock gifts only and means the donor began the online 
flow but didn't finish. This is your high-priority outreach moment. Contact the donor 
or their financial advisor within 24 hours.

Identified: The donor completed the online gift flow. They've shown clear intent to 
give, but offline steps are still needed. Follow up with a thank-you, and once the 
indicated transfer date passes, reach out to confirm the gift is on its way.

In Transit: The online flow is complete, and no further action is needed from the 
donor. If there's no movement after two weeks, portal will alert you.

Received: Funds have arrived, and it’s time to steward: send a personalized 
confirmation and a thank-you.
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USE THE DATA

Features built into portal to 
help you effectively steward 

your planned and smart giving 
donors



Foundational portal tools to use today!

One-click legacy thank you 
Specific for planned gifts from the 
Gift Details page, this button 
allows you to use William to 
create a Legacy Gift Thank You 
Note directly from the donor’s 
record
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Foundational portal tools to use today!

Learning Hub 
A section of the Partner Portal where 
partners can explore and register for 
upcoming trainings available 
exclusively to active FreeWill partners, 
and view recordings of past sessions 
that may be of interest to their team. 
These trainings cover various topics, 
including FreeWill best practices, 
campaign strategies, more general 
fundraising, and nonprofit knowledge, 
and our free Planned and Smart Giving 
Certificate curricula.
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Foundational portal tools to use today!

Partner Resource Hub 
An exclusive online hub where 
FreeWill partners can access helpful 
articles, best practices, guides, 
templates, tips for success, and 
more to support their FreeWill 
partnership.
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William

● Use William to overcome writer’s block 
and draft personalized, authentic donor 
outreach in seconds

● Tailored Stewardship: Ask William to 
refine your message for specific donor 
segments, or include invitations to “next 
steps”

● Efficiency Meets Heart: Balance the 
speed of AI with the "Big Heart" of your 
organization by using William as a starting 
point for every thank-you note
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Marketing Library

Maximize your outreach and collateral 
without the high-production costs 

● Use postcard templates to 
acknowledge gift anniversaries

● Maximize QCD giving – say thank you 
with special birthday postcards

● Encourage story-telling
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Your 90-day action plan



ACTION PLAN

Your 90-Day Stewardship Quick Start - Immediately

1. SEGMENT your Portal data this week - by age, gift type, bequest 
designation level, and location. 

2. ASSIGN a “next move” and owner to every donor in portal: 
attorney connection, confirmation call, impact story, recognition 
invite, or travel visit (prioritize by recency)

3. RESPOND within 48 hours to any donor who left a message in 
FreeWill with a personal outreach touchpoint (phone or 
handwritten note preferred) - Pro-tip: Use William to help
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ACTION PLAN

Your 90-Day Stewardship Quick Start - In the next month

1. ENABLE your Anonymous Donor Stewardship feature, if not already 
done

2. RUN a DonorSearch screen on your Portal list to overlay capacity and 
affinity data - then prioritize the top 20% for high-touch stewardship.

3. BUILD one personalized stewardship series for each smart gift type 
(QCD, DAF, Stock, Crypto) - tailored to the financial motivation and 
channel preferences of that segment.
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ACTION PLAN

Your 90-Day Stewardship Quick Start - In this quarter

1. COMPLETE “next move” action items according to recency and 
appropriate timing 

■ Plan future moves based on outcomes

2. UPDATE portal status fields and CRM

■ Use comments to note what has already been done
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Layering DonorSearch Data in your Partner Portal

• Prospect research should be an ongoing process - 
not just for new donor identification, but for 
developing data-driven stewardship strategies for 
existing donors.

 

• DonorSearch, a donor screening tool designed to 
help identify philanthropic individuals with a clear 
history of high-dollar giving to other organizations, 
is incorporated in partner portal 
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Features:
• Giving capacity – To determine assignment to 

Major/ Principal Gifts team
■ Largest known gift to similar 

mission-focused nonprofits
• Age
• Geographic location
• Giving history and affiliations, such as:

■ College/School/Campus
■ Grateful patients
■ Volunteers

For more: Best practices: Getting Started with DonorSearch

https://portal.freewill.com/learning-hub?content=partner-resource-get-started-with-donorsearch


Age-Based Segmentation: Stewardship by Generation

• SILENT GENERATION (born before 1946): Prefer personal connection — direct mail, in-person 
meetings, voice calls. Strong propensity for legacy giving. Lead with relationship.

• BABY BOOMERS (born 1946–1964): 43% of all charitable giving. Respond to personalized 
engagement around planned gifts and estate planning. Highly loyal supporters.

• GEN X (born 1965–1980): Prefer email, voice, text. Value transparency and outcomes. Average 
$732/year in giving. Lead volunteer hours. Show impact clearly.

• MILLENNIALS (born 1981–1996): Avg household giving up 40% (2016–2022). Increasingly make 
bequests when asked. Prefer digital channels, recurring giving, and storytelling.

• Portal Action: Filter by age range. QCDs only available to 70½+ donors - age filtering is essential 
for IRA gift cultivation.

29For more: FreeWill Planned Giving Report

https://www.nonprofits.freewill.com/resources/reports/planned-giving-report


Using Location for Stewardship & Cultivation

• Filter Portal by donor geography to identify who is within range of staff travel, regional 
events, or existing cultivation trips — then add them to gift officer travel calendars for 
in-person visits.

• For remote donors, location data surfaces candidates for regional legacy events, virtual 
stewardship calls, or planned giving webinars in their area.

• Silent Generation and Baby Boomer donors are especially receptive to in-person and voice 
call outreach — making location-based targeting especially valuable for these age 
segments.

• Portal Action: Sort by city/state. Tag donors near upcoming travel destinations. Use as input 
into gift officer portfolio assignments by geography. Build a regional cultivation event 
calendar around your highest-density donor locations.

30Meyer Partners: Nonprofit Tech for Good

https://www.meyerpartners.com/fundraising-blog/donor-analytics


Moves Management: Next Steps for Every Donor

• Moves management means knowing where each 
donor is in the relationship - and what the next 
logical step is to deepen it.

• FreeWill Portal provides the data layer. Assign a 
“next move” to every donor in your portfolio:

○ Attorney connection / estate plan meeting

○ Gift confirmation call

○ Impact story or program update

○ Site visit or cultivation event

○ Legacy society recognition

• Use DonorSearch data alongside Portal data to score 
each donor on capacity and affinity - focus time on 
relationships most likely to deepen.

  

• Segment your portfolio by: gift type confirmed, 
age/time horizon, wealth capacity, and engagement 
recency.
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Discounting & Pipeline Valuation

• Bequest expectancy = the projected future value of known planned gift 
commitments. Many organizations calculate using a 5-year rolling average, removing 
outliers.

• Valuation factors: life expectancy (term of gift), expected investment return, payout 
expenses, and a discount rate tied to projected cost increases.

• The median estate gift - not the average - is the more reliable predictor of the next 
estate gift a charity will receive.

• Apply probability weights by designation type: primary bequests carry higher 
probability than contingent ones when projecting pipeline to leadership.

32For more: Charitable Gift Planners (CGP)

https://charitablegiftplanners.org/resources/valuation-standards-charitable-planned-gifts


FreeWill gives you the data. Stewardship is how you 
use it.
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Coming Soon:
Named Donor 
Stewardship



Thank you.Thank you.
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