
With April 15 on the horizon, many of us will soon be talking to our financial professionals 

about matters relating to wealth management. While you’re at it, why not share your views on 

philanthropy? That may be easier said, than done. 

At The U.S. Charitable Gift Trust,® we understand that enjoying a philanthropic lifestyle means 

more than just transferring money from one account to another in exchange for a tax deduction. 

While financial advisors may see charitable contributions in terms of 

dollars and cents, donors typically perceive philanthropic giving as a 

more pervasive philosophy that adds personal value to everyday living. 

This edition of The Philanthropist looks at potential gaps in the ways 

that donors and their advisors sometimes view charitable giving. And 

we offer ideas to help open lines of communication and raise issues 

important to both sides. Even a brief conversation may offer your advisor 

a better understanding of why philanthropy is an essential part of you 

as a person.

Thank you for your continued generosity and for allowing The U.S. Charitable Gift Trust® to be a 

part of your philanthropic family.
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Opening the lines of communication

Best Practice

It’s a basic question that often elicits divergent responses depending on who you ask: “Why do people 
contribute to charity?”

For many financial professionals, the answer is to reduce the taxable assets held within a client’s estate. 
For donors, however, the answer is often more personal in nature.

Passion vs. taxes. Research shows major disconnects in the ways donors and financial advisors 
construe the intrinsic values of charitable giving. One study co-sponsored by The Philanthropic Initiative 
(TPI)1 indicates that 70% of advisors who talk to their clients about philanthropy focus predominantly 
on technical tax-related issues to the exclusion of all else. 

As a result, advisors tend to underestimate their clients’ desire to express their altruistic views of the 
world. While 90% of donors surveyed said they’d welcome an opportunity to share their personal vision 
with their primary financial advisor, almost half said they had never done so. And among those who 
had, only 41% were “fully satisfied” with those talks.

Consider this. While nearly half the advisors polled believed “tax avoidance” was the top driver for their 
clients’ giving behaviors, donors - in sharp contrast - identified their principal motivations as:

• Passion for a particular cause.

• Desire to give back to their community.

• Wish to make a positive impact on society. 

Where both sides agree. Despite some fundamental misunderstandings, more than 80% of donors 
polled said their advisor plays an “important role” in their charitable gifting program. Donors and 
financial professionals also agree that setting aside time for an occasional talk is a smart way to 
enhance the client-advisor partnership. 

Three of four advisors polled say discussing philanthropy with financial clients is good for business, in 
part, because it allows them to present a more holistic approach to wealth management. Meanwhile, 
40% of donors report that sharing their philanthropic vision of the future has helped deepen their 
relationships with their advisors over the years.

To prepare for a meaningful talk, please go to “Starting a conversation about philanthropy” on page 4.
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The views of donors and advisors often differ on matters of charitable gifting. Compare what each 
side has to say.

Source: Unless noted otherwise, the statistics in this publication were derived from the TPI study referenced below.

Meeting of the minds 

Charitable Planning

Engage the next generation with a DAF. Nearly half (45%) of donors polled said it’s important to 

involve children and grandchildren in discussions about charitable giving. And for good reason: Over 

the next 30 years, more than $30 trillion is expected to pass down to the Millennial Generation        

through inheritance.2

Among donors who discuss philanthropy with an advisor, nearly half use some type of structured giving 

vehicle. Donor Advised Funds (DAFs) are among the fastest-growing charitable gift tools because of the 

relatively low costs involved, ease of use and tax advantages.3 A DAF offers the flexibility to create a 

philanthropic legacy that extends to future generations. DAF owners may designate multiple “successor 

donor advisors” - allowing you to establish a tradition of family giving for years to come.

Eaton Vance is not providing legal or tax advice as to the matters discussed herein. The discussion herein is general in nature and is provided for informational 
purposes only. There is no guarantee as to its accuracy or completeness. It is not intended as legal or tax advice and individuals may not rely upon it (including 
for purposes of avoiding tax penalties imposed by the IRS or state and local tax authorities). Tax benefits and any limitations will of course depend upon your 
individual circumstances, and we encourage you to consult with your personal tax advisor or accountant before making any decisions. Furthermore, tax law is 
subject to change.

1“Study of the Philanthropic Conversation: Understanding advisor approaches and client expectations;” U.S. Trust, Bank of America, and The Philanthropic 
Initiative (TPI), an operating unit of the Boston Foundation, a consulting firm that helps foundations and families develop strategies to increase the impact of 
giving; August 2013.
2“Philanthropy and Millennials: How Advisors Can Start the Conversation,” Investopedia, December 18, 2015.
3“Donor-Advised Funds Gain Popularity for Charitable Giving,” National Philanthropic Trust, September 1, 2014.

What advisors say... What donors say...

89% say they’ve discussed philanthropy with their 
clients

55% say they’ve discussed philanthropy with their 
advisor

46% cite “tax benefits” as the top motivator for their 
clients’ giving behaviors

10% cite “tax benefits” as the top motivator for their 
own giving behaviors

33% say they were the one to initiate talks with 
clients

51% say they were the one to initiate talks with an 
advisor

43% say they’ll be more likely to raise the topic of 
philanthropy once they learn more about it

90% say the “meaning of philanthropy” should be 
discussed in early conversations with their 
advisor

57% plan to increase their knowledge of charitable 
giving

31% say they are “more likely” to hire an advisor 
knowledgeable about charitable giving



The U.S. Charitable Gift Trust® (USCGT) is a tax-exempt, public charity that receives donations from individuals, corporations and others, and certain donations 
are managed as part of its donor advised fund program. The USCGT makes grants to numerous charitable organizations throughout the United States, selected 
by The USCGT including qualified charities recommended to The USCGT by Donors and others authorized by the Donor to make grant recommendations subject 
to approval by USCGT. The USCGT is located at 1100 North Market Street, 2nd Floor, Wilmington, DE 19890. Charitable contributions accepted by The USCGT 
are irrevocable. Donors have no right to income or principal other than as provided by Pooled Income Fund accounts, and account values will fluctuate. The 
USCGT and its Pooled Income Funds are not guaranteed or insured by any governmental body. The USCGT is not available in Puerto Rico. A financial statement 
of The USCGT, for whom the solicitation is being made, and a copy of the contract will be provided upon request. Prospective donors are encouraged to consult 
their tax advisors regarding their specific tax status before contributing.

Eaton Vance Distributors, Inc. is a paid Solicitor that will receive as costs, expenses and fees a portion of the solicited funds raised through the 
solicitation campaign. For more complete information about such fees, please see The USCGT Gifting Booklet dated July 6, 2015, as may be amended.
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Questions? Contact Us!
We are here to assist you  
Monday through Friday  
9 a.m. to 5 p.m. EST at  
800-664-6901

You can also write to us at:
The U.S. Charitable Gift Trust®

c/o Wilmington Trust, N.A. 
1100 North Market Street, 2nd Floor
Wilmington, DE 19890

Visit us online at:
www.uscharitablegifttrust.org

Starting a conversation about philanthropy
Talk the Talk

While tax deductions and wealth-management techniques are important to the practice of philanthropy, 
donors and their advisors may want to dedicate a portion of discussions to the benevolent passions and 
personal rewards that charitable gifting inherently brings.

Ideas to consider. Prepare for a more meaningful exchange of ideas about philanthropy by exploring these 
and other questions:

Share your story. It’s not always easy to share personal views and values. Contributors to the field of 
medicine, for example, may have been moved by a seriously ill family member - a painful topic to raise. 
Maybe someone grew up in deep poverty or in a world enhanced by art, music and literature. Every 
donor’s story is different and important. Start a conversation with your family and advisor.

• Are you currently involved with any 
nonprofits?

• If so, in what capacity?

• Do you contribute to the same charity(ies) 
annually?

• How do you decide which nonprofits to 
support?

• As a donor, where do you derive your 
greatest personal satisfaction?

• What structured charitable vehicles do you 
currently have in place?

• Other than cash, what kinds of assets 
would you consider donating?

• Would you contemplate a financial 
strategy designed to enhance the impact 
of your donations?

• Do you recall any early influences that 
helped shape your current view of society?

• How would you characterize your attitude 
about money?

• Are you satisfied with the tax benefits you 
receive from your gifts?

• Have you thought about extending your 
philanthropic legacy after your death?


