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Special points of 
interest: 

The Home of CCEF in Glenside, PA 

You can call 

Stacie Morena at 

215.721.2586  

or 

Greg D’Angelo at 

215.721.8379 

to design  

your plan! 

Un i v es t �Fo u n d at i o n �

John Donor loves to tell folks that 
“Charity begins at home, but ends at 
the Foundation”.  Then he explains. 
 
John had spent his entire career with 
International Hydro Engineering; 
which specialized in large irrigation 
systems.  His work sent him to every 
continent, except Antarctica.  It also 
brought about the end to his bachelor 
life; as he met his wife Jane, while 
working on a project in the Middle 

East.  They had been married for 
fifteen years, when she died.   
 
John had never  l i ved  the 
stereotypical bachelor life.  He saved 
his money, invested wisely and had 
always been philanthropic.  After 
marrying; however, he curtailed 
much of his charitable giving, so that 
his wife would be financially secure 

C a s e  S t u d y :  
Second Marriage and Providing for a Step-Child  
Donor:    John Donor (wife Jane Donor died two years ago) 
Age:     75      
Family:   Step-daughter Ruth (Age 45) 

N o t - F o r - P r o f i t  H i g h l i g h t :  
~ Christian Counseling & Educational Foundation~  

How do you help someone 
who is hurting?  When 
someone suffers from 
depress ion ,  g r ie f  o r 
addiction, what is the proper 
way to intervene?  Christian 
Counseling and Educational 
Foundation (CCEF) exists to 
help pastors, lay leaders, 
and ord inary church 
members make a difference 
in the lives of hurting people.  
Founded in 1968, we partner 
with those who counsel and 
need counseling help, so the 
power of God is expressed in 
their lives and relationships. 
 We accomplish this purpose 

through a unique array of services.  We 
provide direct counseling services to 
individuals, couples, and families.  Our 
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� � See how Creative 
Planned Giving can work 
despite unpredictable life 
circumstances 

� � Read about a 
Montgomery County 
organization offering 
distance courses via 
IPOD. 

� � What do donors prefer?  
See what the latest giving 
survey indicates. 
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community to have to wait thirty, forty, or more 
years to receive funds.  Greg comes up with 
another option. 
 
He suggests that (based on the current projected 
balance at John’s death) John establish a term 
Charitable Remainder Unitrust, which would receive 
$250,000 from the retirement account.  The trust 
would annually pay out five percent of the market 
value to Ruth for a period of twenty years; after 
which, the trust would terminate and the balance 
would be distributed to Univest Foundation for 
distribution to charities suggested by John. 
 
Greg suggests that the balance of $150,000 be 
distributed to Univest Foundation in order to fund a 

deferred charitable gift 
annuity, which would begin 
making payments to Ruth, 
w h e n  t h e  U n i t r u s t 
terminates.  Due to the 
twenty-year deferral, the 
annuity rate should allow for 
payments that equate with 
what Ruth was receiving 
from the Unitrust, when it 
terminated.  As with the 
charitable trust funds, 
Univest Foundation would 
distribute the balance that 

remained at Ruth’s death to charities suggested by 
John. 
 
Based on the estimated figures, Ruth would receive 
lifetime payments from the trust and gift annuity 
totaling over $807,000.  Univest Foundation would 
receive over $701,000 for distribution to charity. 
 
John likes and implements the Unitrust/Charitable 
Gift Annuity option. 
 
“So, you see”, he says, “Charity begins at home, 
but ends at Univest Foundation.” Then he adds with 
a twinkle in his eye,  “Twice.” 

after his death.  He had assumed that he would die 
first, his savings and retirement account would 
supplement his wife’s retirement income, and then 
his wife would leave something to their favorite 
charities, after making provisions for her adult 
daughter. 
 
Most of John’s wealth is now in his retirement 
rollover account (after spending down his other 
assets to care for Jane).  Based on John’s life 
expectancy, it is projected that $400,000 will remain 
at his death. He figures that he’ll leave three-fourths 
to Ruth and one-fourth to his donor-advised fund at 
Univest Foundation.  He hopes that Ruth doesn’t 
withdraw all of the funds immediately; as he knows 
she will face a hefty income tax liability. He also 
knows that she can be 
a bit of a spendthrift, 
when left to her own 
devices. When he tells 
this to Greg D’Angelo 
at the Foundation, he 
learns of a possible 
solution.  
 
Greg suggests that 
John establish a 
Charitable Remainder 
Unitrust, which would 
make payments to 
Ruth during her lifetime, with the remainder being 
payable to Univest Foundation.  The trust would be 
named as beneficiary of John’s rollover account.  A 
charitable remainder trust is not subject to income 
tax; therefore, the distribution from the retirement 
account would be tax-free.  During his lifetime, John 
could advise Univest Foundation as to which 
charities the Foundation should distribute the funds 
received from the trust. 
 
John likes the thought of saving taxes, protecting 
Ruth, and being able to advise Univest Foundation; 
however, he doesn’t want the not-for-profit 

Note: Case studies, articles and commentary are included solely as educational information. Case studies are created from client 
composites with names changed to protect privacy. Articles and editorial comments are offered as an educational service to 
friends of Univest Foundation and may not always reflect our official position on any issue. Since case studies or articles may not 
always reflect the current Applicable Federal Rate or tax law, it may be necessary to reproduce any illustration to obtain updated 
information. If professional services are required, all persons should consult with their qualified professional advisors.  
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C a s e  S t u d y :  S e c o n d  M a r r i a g e  a n d  S t e p - C h i l d  
( c o n t i n u e d  f r o m  p a g e  1 )  



partners give 
because they 
believe in the 
mission of 
CCEF.  Our 
g i v i n g 
p r o g r a m s 
include an 
a n n u a l 
campaign for 
our operating 
budget, an 
e n d o wm e nt 
program for 
our building, 
and a program called Changing Lives 
Together to help us acquire new 
donors.  For those who wish to include 
us in their estate, we have bequest and 
charitable gift trust programs.  Last 
year we began a $450,000 capitol 
campaign that, in addition to some very 
generous support, enabled us to 
purchase the property adjacent to our 
building. This property, now being 
renovated, will allow us to add 11 new 
counseling offices. 
 
 Univest has been very supportive of 
our work by providing banking services 
and business loans.  We are preparing 
to work with Univest Foundation to 
establish a new giving opportunity that 
we were unable to provide to our 
donors - charitable gift annuities.  
Univest Foundation is providing the 
$100,000 in reserve and the logistical 
support required by the state in order 
to receive these gifts and administer 
the program for us.  We are very 
excited about the new opportunity this 
affords us.  If you would like to view our 
website to read more about our 
mission, please visit www.ccef.org. 
 
 Submitted by Paul E. Randolph, 
M.Div, D.Min.; Counselor, Director of 
Church Outreach, CCEF 

Have you visited the 
Univest Foundation 
website recently? 

 
No password is 

necessary to  see a 
variety of financial 
planning options. 

 
Visit it today at  

www.univestfoundation.org 
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counseling staff consists of 12 full-
time, 8 part-time, and 6 counseling 
interns providing about 96 hours of 
counseling per week.  Since 1970 we 
have conducted over 135,000 
counseling sessions.  We conduct 
training seminars in churches and 
other locations throughout the United 
States and on 6 continents. 
 
 Our School of Biblical Counseling 
features a two year certificate 
program, or, students can enroll in 
Westminster Theological Seminary 
and take our courses there, 
culminating in a masters or doctoral 
degree in counseling.  CCEF has the 
largest biblical counseling faculty of 
any theological institution in the United 
States and serves approximately 250 
students a semester.  Our reach is 
now global with the excit ing 
introduction of the digital video course 
format allowing students to download 
content on their IPOD’s. 
 
 Other services CCEF provides include 
an exciting, annual conference in 
Philadelphia which draws over 1,200 
registrants from churches across the 
United States along with multiple types 
of publications.  We publish a quarterly 
magazine, Seasons, and a quarterly 
scholarly journal, The Journal of 
Biblical Counseling.  Also available are 
books and booklets written by our 
faculty and associates. Currently we 
have 12 books and 33 booklets on 
pressing issues such as addiction, 
forgiveness, depression, grief, and 
suicide.  We have distributed over 
500,000 items in five languages since 
our founding. 
 
 Our budget is about three million 
dollars with an integral one third of that 
coming from contributions made by 
individuals and churches.  These 
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The Christian Counseling & Educational Foundation 
(continued from page 1) 



Univest Foundation 
Board of Directors: 

Barry L. Stoltzfus, CFP®  
Chairman 

Marc B. Davis, Esq. 
1st Vice Chair 

Nanette Sciolla Carney    
2nd Vice Chair  

Edward D. Brubaker, NHA 
Treasurer/Secretary 

William S. Aichele 

Marvin A. Anders  

Douglas C. Clemens 

Jacqueline F. Lewis 

Fo r u m  Pag e 4  

Survey of Planned Giving Prospects �
A survey was done by the Toledo 
Area Planned Giving Council, 
surveying groups over 35 years of 
age with incomes greater than 
$75,000.  The groups were divided 
by age and income levels into a 
group age 35 to 54 and a group over 
age 55 and those with incomes 
between $75,000 and $150,000 with 
the second group having incomes 
above $150,000.  This breaks down 
into four groups. 
 
These specifics about planned giving 
donors were identified: 
 

1. The top two reasons for 
making a planned gift to an 
organization are a belief in the 
mission and work of the charity 
and a long-term relationship with 
the organization or institution.  
This reaffirms other survey results, 
showing that giving motivated by tax 
strategies is near the bottom of the 
list for donor motivation. 
 

2. Donors were most familiar with 
using bequests by will as a 
planned giving tool.  90% of donors 
were familiar with bequests, followed 
by charitable remainder trusts (78%) 
and then charitable gift annuities 
(69%).  Only about half of the 
respondents were familiar with using 
retirement plans or life insurance as 
a planned giving option. 
 

3. Of the respondents, 90% 
currently made annual gifts to 

char i t y , w hereas  on l y  14% 
indicated that they had included 
charities in their estate plan.  This 
supports IRS data showing that 
between 18 and 20% of individuals 
with taxable estates leave funds to 
charity.   This gap between current 
and deferred gifts indicates the 
opportunity for development officers. 
 

4. Traditional “ snail mail”  was 
sited as the preferred way to be 
asked to make a planned gift.  
Traditional mail is a relatively 
inexpensive way to communicate to a 
large group of prospects periodically. 
Older long-term donors preferred 
being educated, informed and 
thanked through regular traditional 
mail. 
 

5. The survey found that younger 
persons, including those in their 
forties, would include non profits 
in their estate plans.  Although not 
the primary group able to make 
charitable gifts, the younger group of 
participants desired occasional 
exposure to the concept of charitable 
bequests and other age-appropriate 
ways to make planned gifts. 
 

6.  Of those who have included 
charities in their long-range plans, 
only about one in five or six will 
notify the charity in advance.  This 
information emphasizes the need for 
development and planned giving 
officers to consider the impact of a 
long-range program that needs 
“seed” time before results become 
evident. 

�  Ages 35—54 Above Age 55 

Middle Income $75,000—$150,000 $75,000—$150,000 

High Income Above $150,000 Above $150,000 
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We’re on the Web! 
univestfoundation.org 


