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The LCMS Foundation welcomes David O’Brien to the position 
of  Vice President Growth Marketing.  

David joined the Foundation this past June after eight years 
working at Mercy Health, one of  the country’s largest non-profit 
health systems. At Mercy, David led the marketing planning and 
strategy for five regional hospitals and more than 200 physician 
offices. Prior to his time at Mercy, David worked for several 
ad agencies in St. Louis. He has a bachelor’s degree in Political 
Science from the University of  Missouri—Columbia and is 
working toward a master’s degree in Data Analytics from Western 
Governors University.

David is charged with redesigning the 
marketing department to be more strategic, 
including a greater focus on measuring 
results, using data to find better ways to 
engage with prospective donors and creating 
a more cohesive and recognizable brand. 

Currently, David is leading the process of  
creating a comprehensive brand positioning 
strategy as well as conducting in-depth 
research into the Foundation’s main audiences.
 
David and his wife, Deborah, live in south St. Louis with their 
two sons, ages 11 and 12.

The LCMS Foundation has research about attitudes that 
undergird motivations for giving. This research is relevant and 
statistically valid. Attitudes are predictive of giving decisions. Key 
components that make up attitudes include personality hard-
wiring, parental influence and life experiences. 

Attitudinal segments were identified in a process guided by a 
marketing expert with a graduate marketing degree from Stanford 
University and experienced in conducting research with multi-
national corporations the world over. The facilitator began 

working with a broad range of invited contributors who had 
developed a charitable gift plan with an LCMS Foundation gift 
planning counselor. 

Giving segments were uncovered and further developed by focus 
group research, then tested within a statistically viable sample of 
LCMS congregations providing various characteristics in a variety 
of regions. This empirical research is statistically viable and 
reliable within a 4-5 percent margin of error.  

Consider attending the LCMS Foundation free Lifetime Plan 
for Giving gift planning training courses or workshops. You 
will be amazed at the value in developing your confidence 
and competence in serving God’s people and her ministries. 
Leave with a binder packed full of practical resources that you 
can put into practice today. 
 

Upcoming Training Dates 

Jan. 21-23, 2020 - PSW District Congregational Team Training
May 12-14, 2020 - St. Louis, LCMS International Center (IC)
Sept. 15-17, 2020 - Michigan Location TBD
Jan.  19-21, 2021 - Florida Pastor/ Leader Team Training 

FREE registration is required for each training course.  
Visit lcmsfoundation.org/training to register today.

TRAINING CALENDAR: free, practical learning & application!

continued on page 2

INTRODUCING: MEET DAVID O’BRIEN

David O’Brien

MOTIVATIONS: GIVING ATTITUDES  
HOW LCMS DONORS APPROACH GIVING
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Patrick Carlove 
has been serving 
in school ministry 
for fifteen years. 
Initially he was 
a middle school 
principal. Now he 
finds himself in a 
role he is learning 
to relish more each 

day as the Chief 
Advancement 

Officer for Prince of Peace Christian 
School in Carrollton, Texas.

Currently in a $9M capital campaign 
that includes athletic and academic 
space upgrades to their impressive 
school campus, Patrick invited school 
grandparents and senior members of 
Prince of Peace to a presentation focused 
on IRA gifting, endowments and caring 
for minor children. The sessions were 
well attended. Several participants 
expressing interest in follow up. 

Patrick attended the Lifetime Plan for 
Giving Gift Planning Training last 
spring in Austin, Texas. He is acting on 
experience, knowledge and learning that 
helps contributors identify the “how, 
why and what” to give. He also helps 
them consider the tax benefits of giving 
assets as he helps them to support causes 
that they believe in in optimal ways. 
Great work Patrick!

IN THE LIMELIGHT: 
PATRICK CARLOVE
SHARING GIFT PLANNING 
AND BLENDED GIFTING 

WITH SENIORS

Motivations continued from page 1

Patrick Carlove

Five differentiated factors were found to make up 
six attitudinal segments (chart below) identified 
among LCMS worshipping members.

This study shows that 11% of people in the pew 
approach giving from a ‘tithing’ motivation.  It’s 
interesting to find that an estimated 23% of 
LCMS worshippers give from a ‘mission style’ of 
giving motivation.

When attitudes are contrasted with behaviors, an important understanding 
is that the basis for motivations behind givers may, or may not, match giving 
behavior. It is also important to realize that this research did not evaluate faith, 
even though faith certainly influences attitudes and behaviors. This study did 
not seek to measure the behavior of LCMS givers. For example, we make no 
claims on whether the actual givers who practice tithing are equivalent to the 
members with the ‘tithing responder’ attitude per this research.

This research isn’t necessarily subject to generational shifts since it tends to 
follow the trends of much larger research about personality characteristics, such 
as the Myers-Briggs research. Age was not as much a determining factor as 
parental influence. Cultural influences were also a factor, but to a lesser extent. 
Spousal differences were a significant factor in the research.

It’s important to recognize that the attitudes themselves are not right or wrong, 
but different. Sin and grace exist in each attitudinal segment and style.

Leaders are cautioned not to judge attitudes as if these giving motivations equate 
to faith. Sanctification happens within the dimensions of each attitude segment, 
even as behavior may appear to come from that of a different segment. 

Regarding the ‘So What?’ factor, messaging that encourages people who are in 
different segments will communicate to specific characteristic profiles. A key 
take-home is for ministry leaders to communicate messages that encourage 
givers to relate the goodness of God. This message, if given in a way that 
communicates effectively to their attitudinal dimension will encourage people 
in each dimension to hear giving messages in a way that is relevant to their own 
attitudes and giving motivations. 

Theologically, this does not dismiss the preeminence of faith. Rather, it reminds 
us that we are saved by grace alone, not by our own reason or strength. This is 
especially true when our attitudes seem not to be in accord to God’s Word. The 
comforting spirit of Christ sanctifies even the most wayward attitudes and helps 
God’s people tap into decisions that see ‘mine’ as 
‘thine’ and thus exalt God the Father.   

When looking at the attitudes in the chart right, 
notice that three-fourths of the LCMS laity are in 
the ‘mine/home’ or ‘management’ style. People in 
these styles are not motivated in the same way as 

click image for larger view

click image for larger view
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CONNECTING 
PEOPLE TO THE 

MISSION 
The hard-lifting in gift development is 
identifying those who have the desire to 
support ministry, and then establishing 
a relationship with them as a one who 
is willing and ready to help finance your 
organization’s mission. This linkage requires 
creation of entry-level opportunities and 
thresholds that are inviting and effective 
for people to raise their hands and say, “I’m 
interested and I’m ready.”

When linkage occurs, the key strategy is 
to offer entry opportunities for people to 
learn about the organization’s mission so 
that they can learn to believe the mission 
is being accomplished and will continue. 
As they become more confident in the 
ministry, bridges help connect their 
interest to a request for support. Bridging 
helps stewards discover the alignment and 
benefits that cause them to act to support 
the mission. Bridges are the strategic 
element that often predicts success or 
failure in funding. If the bridge is strong, 
people will respond and cross over to join 
in the mission. If the bridge is ineffective, 
they may not. It may be as simple as an ask 
or invitation.  

Linkage and bridging are fundamental 
strategies in the science of effective fund 
development. The relationship elements 
are the art behind the science, which 
ultimately determine achievement of 
desired outcomes. As leaders manage these 
two fundamentals, it’s comforting to know 
that we have the blessings of the Holy 
Spirit bridging for us in the Word of God. 

Christian ministries are often supported 
despite the lack of attention to these 
components. Support is provided regardless 
of the efforts of leaders.  Imagine how 
much more it could be with effective 
linkage and bridging existed intentionally.  
Ministry organizations can encourage 
stewards to grow in this grace of giving 
even more deliberately. 

Gift Acceptance Policies give direction to how ministry organizations receive 
and process gifts that will engender the confidence of  contributors and honor 
the gift intentions.  Such a policy sets a consistent framework for gifts of  cash or 
non-cash property for annual, capital or long-term or endowed purposes. Gift 
acceptance sets a pattern of  trust that will encourage funding to protect and 
project the mission.

Gift development and gift planning is a service to raise people and encourage 
stewards to plan their best gifts. In return, they find joy in the grace of  giving, 
compelled by the Gospel. The checklist gives organizational leaders a roadmap to 
review their organization’s gift acceptance documents for these important issues 
in a comprehensive policy.

 

 
 
 

For sample policy templates contact Philip Meinzen @ Philip.meinzen@lfnd.org 

BEST PRACTICE: IMPORTANCE OF GIFT 
ACCEPTANCE POLICIES  

Gift Acceptance Policy
 Purpose
 Spiritual-Ethical Standards
 Responsibility to Stewards/
Contributors
 Gift Restrictions
 Contributor Recognition

 Fiduciary Relationships
 Commitment of  Organization’s Assets
 Reporting and Valuation Standards 
 Delegation of  Authority
 Approval of  Exceptions
 Periodic Review 

Gift Acceptance Procedures
 Supervision and Coordination 
 Adherence to Policies 
 Ethical Standards 
 Contributor Expenses
 Gift Processing and Reporting 
 Written Agreements 
 Gift Intent-Pledges 
 Gift Restrictions 
 Endowments
 Named Funds-Donor  
    Advised Funds 
 Contributor Advisory 
 Marketable Securities 

 Closely Held Stock 
 Interests in Partnerships and Limited        
Liability Companies 
 Tangible Personal Property 
 Life Insurance Policies 
 Real Property 
 Retirement Plan Assets 
 Other Assets 
 Charitable Gift Annuities 
 Charitable Remainder Trusts
 Pooled Income Funds
 Bargain Sale Transactions
 Amendment

those in the ‘mission’ style. Each style includes two attitudinal segments. Most 
givers have a dominant element.

The research illuminates the possibility that much of the messaging from pulpits, 
or from council or board leaders is skewed by attitudes primarily held by leaders. 
Most often the leaders’ attitudes and motivations don’t match the attitudes of 
the pew sitters.  Could this be a significant issue? Rather than judging behaviors 
as flowing from a ‘wrong’ attitude, leaders can use this research to be more 
effective in sharing the gift of encouragement. 

To learn more about encouraging people in various attitudinal segments, contact 
philp.meinzen@lfnd.org 

Motivations continued from page 3
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Custodial continued from 5

From a tax perspective, IRA assets and other retirement plans are tax effective 
assets to use for retirement income planning. However, these plans have been 
more challenging to fund charitable gifts during life. Changes in recent tax laws 
have created wonderful incentives. 

A rollover of  Individual Retirement Accounts (IRAs) are a key opportunity 
during life for stewards over 70½.  IRA Rollovers are now permanent under IRS 
rules. Qualified donors can distribute IRAs directly to charitable organizations 
through an IRA charitable rollover. Each person can give as much as $100,000 
per year to one or multiple charitable recipients which are exempt, and thus can 
receive direct charitable transfers exempt from taxation for federal income tax 
purposes. Donors should consult competent advisors as circumstances vary 
and distribution amounts may be included for state income tax purposes (varies 
from state to state). 

Generally, this is good news for donors who can and want to give their Required 
Minimum Distributions (RMD) in a way that qualifies as a charitable distribution 
while avoiding having to report these funds as taxable income. Referred to as a 
Qualified Charitable Distributions (QCD), such distribution enables donors to 
give beyond their normal deduction limits for charitable gifts.

The LCMS Foundation can provide paperwork to assist donors in making IRA 
Rollovers such as: 
• Transfer Authorization Letter template to authorize an IRA Administrator 

to make either a wire or paper transfer to charitable organizations;
• Letter of  Direction template to define charitable recipient(s) with use 

instructions, if  any. 

Due to the larger federal standard income tax deduction, many itemizers will no 
longer be able to itemize their annual charitable deductions. One solution that 
advisors are sharing involves bunching multi-year gifts into a single year to bring 
the total above the standard deduction amounts. Some donors have learned 
to open a Donor Advised Fund (DAF), even though they can’t fund it directly 
with an IRA Rollover. They can, nevertheless, use the flexibility of  a DAF to 
manage the outflows in order to spread contributions over a timeline that they 
customarily use to benefit ministries. The LCMS Foundation offers a DAF. 

IRAs can be given after death in estate using a tax effective transfer to charitable 
organizations using the simplicity of  beneficiary designations. As tax-exempt 
organizations, charitable organizations are given certain benefits under the tax 
code when receiving IRA and other qualified assets from estates.  

The LCMS Foundation, 1333 S. Kirkwood Rd., St. Louis, MO 63122  
Tax ID# 43-6034481. For more about beneficiary designations,  
please contact us. 

FEATURE GIFT PLANS: IRAS; EFFECTIVE 
ASSETS FOR CHARITABLE PLANNING: 
ROLLOVERS-BUNCHING-DONOR ADVISED FUNDS-

BENEFICIARY DESIGNATIONS

CUSTODIAL 
CORNER:  

INVESTING FOR THE 
LONGTERM 

Chartered as a 
companion to all 
LCMS ministries and 
congregations, the 
LCMS Foundation 
has more than sixty 
years of investment 
experience in the 
global market place. 
Just as individuals 
use global stocks 

and bond markets in 
personal long-term investing, ministries 
can focus investment efforts to provide 
resources for future generation  
ministry efforts.  

Many ministries prefer the LCMS 
Foundation serve as custodian of 
their selection of investment options, 
allowing full freedom of redemption 
and withdrawal. Some ministries would 
prefer The Foundation act as a permanent 
endowment for ministry assets and provide 
a contractual flow of income for ministry 
use.  An LCMS ministry may have one or 
multiple accounts, with different purposes 
and different account titles.  

Ministries invest with confidence knowing 
that as a part of the LCMS, when one 
generation of ministry leadership passes 
to the next, there is a constant partner in 
doing the work of the Church.   Different 
from public brokerage companies and 
mutual funds that focus on commissions 
and profits, the low-cost structure of the 
Foundation investment options blends 
with expectations out-performing the 
market benchmarks.   By harnessing 
the purchasing power of many LCMS 
ministries, global asset manager NEPC 
provides expertise in investment manager 
selection, review and portfolio design. 
Promotional materials and gift planning 
resources are available to announce, explain 
and grow the funds invested for future 
ministry needs.   

Ralph Simon



news & notes FOR ASSOCIATE COUNSELORS & MINISTRIES| October 2019 | Issue 8 | page 5

1333 South Kirkwood Road, Saint Louis, MO 63122 
(800) 325-7912 | www.lcmsfoundation.org | info@lfnd.org

GIFT PROCESSING: INCREASE YOUR 
MINISTRY’S RECEIPT OF NON-CASH ASSETS 
KNOWING WHY AND HOW TO PROCESS ESTATE AND 
FINANCIAL CHARITABLEGIFT PLANS 

Many ministry organizations presume that if a donor or a consultant working 
with the ministry organization shares that a gift has been planned from a 
person’s estate or financial assets, it constitutes a reportable gift. 

This may be an unfortunate misunderstanding or miscalculation. Best practice 
in gift processing involves either the donor or a counselor guiding the donor to 
verify a paper trail to match intentions and coordinated final plan documents.  

The benefit is two-fold. First, the donor is assured that his or her intent has been 
completed according to his or her objectives. Second, the ministry knows that as 
the future gift is counted, the gift has been planned correctly. 

Many gift plans are revocable in nature. 
In a revocable plan, donors reserve the 
right to change their minds or plans over 
time. These gift plans serve the interest of 
most stewards. Ministry gift plans that are 
not reported with proper documentation 
or verification of their structure may 
not ever develop. This would be an 
unintentional disappointment. For 
thoughtful stewards, this could be very unfortunate. The LCMS Foundation has 
policies and procedures in place to protect against such disappointment. 

Irrevocable gift plans also require attention to detail and due diligence. Every 
LCMS ministry can avail themselves with the charitable expertise, experience 
and services available through the LCMS Foundation.

One of the reasons these types of gift plans don’t happen more often is because 
of a gap in know-how and the supporters of LCMS ministries. Working together 
we can change that. 

Source: Russell James

The LCMS Foundation investment 
portfolio is managed by three groups 
working together: The Foundation 
Board of Trustees, Foundation staff, and 
investment advisor NEPC.  NEPC, a 
firm based in Boston, Massachusetts, has 
350 clients and $950 billion assets under 
advisement (NEPC.com). The Foundation 
Board of Trustees meets quarterly with staff 
and the investment advisor to review  
the portfolio.  

• The Preference Funds comprise 
the four asset classes in which the 
Foundation portfolio is invested: 
domestic equity, international equity, 
core bonds, and high yield bonds.

• Standard Funds are the five different 
portfolios of asset allocation models 
that are re-balanced monthly.  Built 
from the Foundation Preference 
Funds, the portfolios are structured to 
offer the Foundation ministry partners 
with investment options to match 
various levels of risk tolerance. The 
Standard Funds are rebalanced at the 
end of each month when purchases 
and redemptions occur.

Foundation staff investment committee 
and the Board of Director’s investment 
committee in consultation with investment 
advisor NEPC, develops and maintains 
the Foundation’s investment policy, which 
defines and directs how the Foundation’s 
investment program is to be operated.  A 
copy of the investment policy is available 
upon request.  

The Foundation assesses a ministry expense 
monthly on custodial investment accounts 
based on each client’s total portfolio value 
at month end. The annual rates are: 0.55% 
for the first $1,000,000 in balance; 0.45% 
for the next $9,000,000; and 0.35% on the 
next 15,000,000, and negotiable thereafter. 
There are no transaction or redemption 
fees.

Custodial continued from page 4




