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Ventura County’s Historic Wealth Transfer

Our Collective Opportunity
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2. Opening Remarks

3. Connecting Together

4. Overview of Report & Key Findings

5. Moderated Panel Discussion; Q&A

6. Group Discussion & Report Out

7. Closing Remarks & Adjourn

Welcome

Introductions & Connections





Philanthropic Consulting Office
VCCF Services

• Support individuals, foundations, and local 
nonprofits in creating lasting impact in our 
shared world

• Identifying giving opportunities and 
designing grantmaking strategies

• Mobilizing philanthropic capital and 
facilitating partnerships

• Planned Giving and working with donors’ 
estate planning teams to achieve 
philanthropic goals and financial needs

• Engaging our next generation

• Investment management and stewarding 
complex assets

• Advising on effective governance structures 
and policies to support philanthropic 
objectives

• Helping nonprofits identify top planned 
giving prospects for their organization and 
conducting research

• And more…





Investment Returns





SECTION TITLE

“This is not an opportunity to fix things today.  This is an 
opportunity to plan our futures, to plan for the sustainability 
of our community’s ability to serve people who have the 
greatest needs.”   --- California Community Foundation





Breakout

Group #1 

Introductions & Connections
Quick Conversation Topics

1. Your name and organization

2. What brings you here today?

3. What do you hope to leave with?



More than $207.3 billion 

changing hands in Ventura 

County in next 45 years



By 2027, Venturans will give 

more than $600 million to 

charities



At the same time, the divide 

between Wealthy and Poor 

continues to grow



Two Key 

Questions

Will this transfer of wealth create philanthropy 
that will invest in Ventura County’s nonprofit 
sector?

How can our nonprofit and philanthropic 
community work collectively with donors, 
funders, nonprofit agencies, and foundations to 
best position Ventura County for this historic 
wealth transfer?



Myth #1 Only the wealthy can make meaningful planned gifts 

Source: Board of Governors of the Federal Reserve System







Figure 49 Socioeconomic Profile of People Who Donated to Charities, 2017

Myth #2 Who gives?



Myth #3 People change their giving in disasters

Figure 51 Effect of Disaster Relief giving on Oher Causes and Organizations , 2017



Myth #4 People aren’t as generous as they used to be



Myth #5 Thinking about planned giving begins in 70’s and 80’s



Estate Amounts in Ventura County

$0.00 $100,000,000,000.00 $200,000,000,000.00

Estate
Amounts

2016 to 2025

2026 to 2035

2036 to 2045

2046 to 2055

2056 to 2065

Total: $230,852,825,200.00

2016 to 2065

$23.4 B $31.5 B $42.4 B $56.9 B $76.5 B



Potential Transfer to Nonprofits in Ventura County

$0.00 $5,000,000,000.00 $10,000,000,000.00

Potential
Transfer

2016 to 2025

2026 to 2035

2036 to 2045

2046 to 2055

2056 to 2065

Total: $11,542,641,259.00

2016 to 2065

$1.2 B $1.6 B $2.1 B $2.8 B $3.8 B

Transfer of Wealth if 5% of Estate Amount is Endowed



Charitable Bequests by Estate Size in 2019

Size of Estate Percent to Charity

Under $10 million 4%

$10 million < $20 million 6%

$20 million < $50 million 9%

$50 million or more 22%







Giving 
Categories

Basic Necessities
63%

Religious
49.6%

Health
40.2%

Family Services
36.1%

K-12 Education
33.4%

Animals
32.5%

Reasons to 
Support

My Values
21.6%

Interest in the Issue Area
64.2%

Firsthand Experience
55.1%

Recognized Non-profit
51%

Need of the Org.
50%

Nonprofit Report 
Ranking

20.4%

Issues that 
Matter 
Most
Healthcare

29%

Education
27.7%

National Security
26.9%

The Economy
25.6%

Tax Policy
17.5%

Poverty
17%

Motivation 
to Give

Belief in Org’s Mission
51%

My Gift Makes a 
Difference

44%

Personal Satisfaction
38.7%

Always Support Same 
Cause
35.7%

Give Back to 
Community

27.3%

Religious Belief
23.3%

Mindset and Tendencies of 
High Net Worth Givers 



Reasons to 
NOT Give to 

Charity

Family is First Priority
54.7%

No Reason
25.4%

Lack of Connection to 
Charity
22.9%

Lack of Desire
21.6%

Lack of Interest in Cause
17.8%

Lack of Resources
14.7%

Challenges to 
Giving

Identifying the Cause
67.3%

Unclear How Much to Give
49.8%

Allotting Volunteer Time
45.3%

Monitoring Giving
37.4%

Making Gift Tax Effective
21.7%

Managing Gift w/ Others
19.1%

Reasons to 
NOT Make 

Political 
Donations

Can’t Compete w/ 
Corporations

46.7%

Not Making a Difference
30.5%

Can’t compete w/ PAC
26.0%

No One to Support
25.9%

Giving to Charities
2.8%

Reasons to 
STOP 

Supporting

Too Many Requests
40.7%

Circumstances at Home
40.2%

Org was not Effective
18%

Other
15%

Inappropriate Request
14%

Change of Donor Focus
12.8%

Reasons Why High Net Worth Households
Do Not Give/Stop Giving



20.5%

21.7%

28.5%

43.5%

51.7%

57.4%

75.6%

94.8%

Donors who Support Charities as a Family Tradition

Donors who Monitor or Evaluate the Impact of their
Charitable Giving

Donors who Involve Children in Giving

Donors who Perceive that Charitable Giving to be
Having an Impact

Donors who Desire Volunteer Orientations

Donors whose Giving is Linked to Their Public
Policy Preferences

Donors who Give Politically

Donors who Make Decisions Based on Personal
Values

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Behavioral Depiction of High Net Worth Donors

A Pattern of Behavior of High-Net-Worth Donors



of survey 
respondents 
identified 
“Giving Locally” 
as a priority91%

Local Importance
Q33: Please share your belief in the importance of philanthropy for the 

development and wellbeing of the Ventura County Community.



Strengths Weaknesses

Opportunities Threats



Strengths
• Ventura County is full of loyal donors, 

volunteers, staff, and Board members
• Not a lot of duplication of services
• We know and trust each other 
• High quality programs and services
• Recent disasters and census work have 

highlighted what we can do together
• Strong collaboration with local 

government (our community’s largest 
funder)

“Loyalty leaders 
grow revenues 
roughly 2.5 times 
as fast as their 
industry peers 
and deliver two 
to five times the 
returns over the 
next 10 years.” 

– Harvard 
Business Review 

Jan/Feb 2020



Weaknesses
• Liquid Unrestricted Net Assets (LUNA)
• Embrace transparency
• Apply donor-centered design thinking
• Fiduciary training at ALL levels in 

organizations
• Are we teaching donors how to give?
• Communication (Are we using donor 

focus groups to drive activities?)

“All too often, no 
one has told them 
(donors) how to 
make a 
meaningful gift. 
They just did not 
think they could, so 
they didn’t.” 

– Charitable 
Planning 2018



Opportunities
• Exceptional opportunities for learning 

(Financial, Planned Giving, Fiduciary)
• Statistics and data should lead the way
• Build robust donor-value management 

processes and tools (including digital)
• Partnerships and collaboration are key 

to success
• Develop in-depth understanding of why 

people give
• Lead for loyalty

“Substantial bequests 
don’t always come from 
donors who give a lot 
during their Lifetimes... 
Loyalty to an 
organization, not 
massive annual gifts or 
capital-campaign 
contributions, is the 
surest indicator of a 
candidate for a bequest…
Fundraisers, he says, 
should look for donors 
who have given “$100 or 
$500 a year for 25 years.” 

– Jeff Comfort, 
Oregon State University 

Foundation



Opportunities (Cont’d)
• Think regionally
• Foster and support meaningful 

relationships wherever possible with 
donor community

• Support local entrepreneurism
• Collaboration not competition 

between organizations
• Empower a community development 

philanthropy movement

“Almost 74% of 
the largest gifts 
were not 
restricted.”

– Dr. Jamshid 
Damooei, 

Transfer of 
Wealth
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Transfer of Wealth 2016-2026 
By Ventura County Zip Codes



Threats
• Building community-wide confidence in 

entire nonprofit sector and local economy
• Lack of time/ Other urgent priorities
• Not asking and not engaging donors as 

volunteers/ strategic thought partners
• Short-term thinking/ Wrong metrics
• A belief that people are “less generous” or 

poorer than they are
• 53.5% of high-net-worth donors do not 

know if their donations are making a 
difference

“All too often, the 
reason that no gift is 
made is that the 
potential donor feels 
that he cannot make 
a gift that is large 
enough to make a 
meaningful 
difference...
(experienced) 
planners know that 
almost anyone can 
make a sizable and 
important gift.”

– Charitable 
Planning 2018





“The future depends on what 
we do in the present.”

- Mahatma Gandhi



Recommended Readings



Additional Readings



Additional Readings



Professional Education & Designations

•Center for Nonprofit Leadership

•American College
(Offers the Chartered Advisor in Philanthropy (CAP) designation)

•Fi360
(Offers the Accredited Investment Fiduciary (AIF) and Accredited Investment 

Fiduciary Analyst  (AIFA) designations)

•Gift College
(Offers Certified Gift Planning Associate certification)

•American Institute for Philanthropic Studies
(Offers Certified Specialist in Planned Giving (CSPG) designation) 



Donor Bill of Rights

(See link)



National Committee on Planned Giving’s

Model Standards of Practice for 
the Charitable Gift Planner

(See link)



• Help share the data in this report within your organization 
and among your nonprofit colleagues

• Build your nonprofit planned giving capabilities

• Make your personal planned giving commitments

• Conduct a readiness assessment for your organization

• Consider joining or forming a wealth transfer strategy 
group that meets quarterly

• Share success stories

Next 

Steps



Thank You!

Please contact Calleen Pardinas, 
VCCF Philanthropic Services Officer, 
to learn more at cpardinas@vccf.org

Please contact Jennelyn Tumalad, 
CNL Program Specialist, to learn 

more at jtumalad@vccf.org

mailto:cpardinas@vccf.org
mailto:jtumalad@vccf.org



