
We give because we can and
we give because we should,
but we should also enjoy

the various tax benefits that come
along with being charitably inclined.
In 2020, Americans gave $471.44 bil-
lion to charitable foundations – a
5.1% increase from 2019 – with the
largest source of donations coming
from individuals.1 As advisors, edu-
cating clients on the tax benefits of
charitable giving and how they can
do so in a way that benefits both the
community around them as well as
themselves is part of the job. 

Thorough Estate and
Portfolio Evaluations 
Are Key to Determine a
Client’s Giving Capabilities
Whether introducing the idea of
charitable giving to a client for the
first time or working with a client
who routinely gives, the question of
“How much can I realistically give?”
is many people’s first query. As a
way of quelling client fears about

how much they can give, the author
suggests fully evaluating their situ-
ation and considering things like
spending habits and legacy goals to
determine how much they can com-
fortably give. Then, run a financial
model to visually show all their cur-
rent expenses, including the added
expenses of making planned gifts,
and financial goals, and then present
the client with recommendations on
what they can realistically give. 

While the amount of charitable
donation depends on many factors,
such as the size of a client’s portfolio
and their attitudes towards giving,
the author typically encourages
clients to give 10% of their income
to planned giving each year. By
showing them not only the impact

their donation can make, but also
the significant taxation benefits they
would receive, clients are more
inclined to give. 

While 10% is a good bench-
mark, it is not a hard-and-fast rule.
As a client’s portfolio grows, ideally
so should their planned giving. The
author encourages all advisors at
the firm to routinely assess their
clients’ planned giving strategy each
year to determine if it should be
increased. Often, clients are in the
giving mindset of when their port-
folio was significantly smaller and
aren’t proportionately giving as
their assets grow. 

The Do’s and Don’ts 
of Choosing a 
Charitable Foundation
It is all too common for individuals
to think they are giving in a tax-
advantaged way, only to find out
later that their contributions were
not eligible. With over 1.54 million
charitable organizations in the

15

Doing Great by Doing Good: 
How Advisors Can 

Encourage Charitable Giving 
Practitioners can help clients ensure their charitable giving makes the most impact 

for the charities and the clients with intentional education.

GREG GAGNE

GREG GAGNE, ChFC, is the founder of Affinity
Investment Group LLC, as well as the 2022 Second
Vice President of MDRT, the Premiere Association
for Financial Professionals. His firm provides invest-
ment management and financial planning services,
with an emphasis on retirement distribution plan-
ning and long-term care strategies. Greg resides
in Candia, New Hampshire with his wife. 

Originally published in Estate Planning, a Thomson Reuters publication.



16

E S T A T E  P L A N N I N G M A R C H  2 0 2 2     V O L  4 9  /  N O  3

United States, individuals have an
endless array of charities to choose
from.2 As advisors, it is important
to stay agnostic in helping clients
pick the charity of their choice to
avoid imposing opinions and biases
on their selection. However, advi-
sors should play a role in ensuring
the charity of the client’s choosing
is eligible for taxation benefits, so
they receive the most out of their
giving. 

The following options are not
eligible for tax deductions and
should be made clear to clients
before they embark on their charity
selection process: 
•   Monetary gifts to children 
•   GoFundMe campaigns 
•   Political candidates 
•   Select private/civic founda-

tions 
•   Charities marked as 501(c)(4)

(the only exception to this rule
is in regards to trade or busi-
ness expenses3) 
While the above are the most

common non-tax-deductible
options, the author always encour-
ages my clients to use Charity Nav-
igator – a website that allows users
to not only explore charities in their
interest areas, but confirms whether
or not they are eligible for a tax
deduction.4

Tax-Advantaged Giving
Strategies Vary by Age
There is no one-size-fits-all approach
when it comes to charitable giving
and advisors should be well-versed
in a variety of strategies to ensure
the maximum benefit of their client’s
planned giving. 

For clients who are over the age
of 70 and 1/2 years and own an IRA,
consider a QCD (Qualified Char-
itable Donation) which allows them
to remove money tax-free from
their retirement account and donate
it to a qualifying 501(c)(3) charity
of their choosing. In addition to

being removed tax-free, this also
counts toward their required min-
imum distribution, commencing at
the age of 72 under the Secure Act,
which requires individuals to take
distributions out of their IRA. Since
many individuals are now unable
to itemize their donations due to
the Trump administration signifi-
cantly raising the standard deduc-
tion, this is a great alternative for
clients of qualifying age to continue
their charitable donations while
also lowering their federal taxable
income. 

For individuals of any age, there
are two main ways they can give in
a tax-advantaged way: donor-
advised funds and gifting stock.
Under a donor-advised fund, indi-
viduals can make an irrevocable
donation to a charity. Lumping sev-
eral years of planned giving into
one year will drive the gift amount
to a level where the client should
be able to exceed the standard
deduction and itemize for the year
of the gift. By doing so, this will
move individuals out of the stan-
dard deduction for that year and
allow them to itemize their contri-
bution. While this strategy does not
permit individuals to itemize every
single year, it does provide them
with the opportunity to itemize for

at least one year of their planned
giving schedule versus none. 

Additionally, individuals of any
age can choose to gift stock to a
charity of their choice. It is impor-
tant to help the client choose a stock
that is low basis, high value for the
best outcome. For a fun planning
opportunity using this strategy,
clients may choose a few promising
stocks at the beginning of each year
to invest into. Throughout the year,
monitor the stock and plan to
donate it once it has reached its
hoped-for objective. Otherwise, gift
a legacy position to accomplish the
outcome of low basis and high
value. 

For example, a client might
invest $10,000 into a stock at the
beginning of the year, but by the
end of the year the stock’s value has
reached $20,000. At this point,
donate the stock to the charity for
the $20,000 value while the client
receives a $20,000 tax deduction
despite only investing $10,000 of
their own money. Though this tactic
carries a moderate amount of risk
if the stock does not perform as
expected, it is a great way for indi-
viduals to donate a sizable amount
to charity, even if their current port-
folio does not allow them to con-
tribute as much as they’d like. 

Lastly, individuals who have an
IRA account have the option to
assign a charity as their beneficiary
once they pass. Unlike assigning a
person as the beneficiary, the funds
from the retirement account can be
inherited tax-free when donating
it to a charitable organization. 

We give because we
can and we give
because we should,
but we should also
enjoy the various tax
benefits that come
along with being
charitably inclined.

1   National Philanthropic Trust Charitable Giving
Statistics, available at https://www.nptrust.org/
philanthropic-resources/charitable-giving-
statistics/ 

2   Id. 
3   See https://www.irs.gov/charities-non-profits/

other-non-profits/donations-to-section-501c4-
organizations 

4   https://www.charitynavigator.org/ 
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Common Giving 
Mistakes and How 
Advisors Can Avoid Them
Navigating the world of charitable
giving can seem daunting and con-
fusing, which can cause clients to
either donate without taxation ben-
efits or simply not give at all. Advi-
sor who are not actively engaging
clients in conversations about the
taxation benefits of charitable giv-
ing do a disservice to them. 

As mentioned earlier, individuals
tend to think they are giving in a
tax-advantaged way but in reality,
are not. Often times, individuals
submit a list of expenses to their
CPA and believe that these will be
itemized on their taxes. However,
depending on how they are filing
(either single or jointly), they do
not reach the minimum and end up
defaulting to the standard deduc-
tion without their knowledge. By
routinely discussing the topic of
charitable giving with clients, this
type of mistake can easily be avoid-
ed, and provide the opportunity to
guide them towards an appropriate
giving strategy that benefits both
their charity and themselves. 

Additionally, it is imperative that
advisors are regularly evaluating their
clients’ portfolios to find areas where

they can give more. It is common for
clients and advisors to “set it and for-
get it” when it comes to charitable
donations, but it is the advisor’s job
to present them with areas of growth
as their portfolio expands, as well as
confirm that their charities are still
aligned with their passions and values. 

How Charitable Giving
Strengthens the Client-
Advisor Relationship
The power of charitable giving and
the impact it has on our communi-
ties is clear, but it also plays a role
in developing a well-rounded firm
and establishing strong client-advi-
sor relationships. 

At the author’s firm, there is a goal
of giving $100 million to the com-
munities clients live in to create last-
ing impact with both clients and the
charities they support. With this goal
in mind, advisors are not only more
inclined to converse with their clients
about their charitable giving aspira-
tions, but they also become stronger
financial advisors by being able to
speak to a variety of giving strategies.
It also serves as an opportunity to get
to know clients on a personal level. 

By taking an interest in clients’
charitable goals, the advisor will cul-

tivate a level of trust and strengthen
the client-advisor bond. Clients will
recognize that the advisor cares
about them not only as a client, but
as a person with unique passions,
values, and ambitions. 

Initiating Client Conversations
About Charitable Giving
Though there is no tried-and-true
method to always securing charitable
giving with clients, there are a few
ways to approach the topic. For
those seeking to bring discussions of
charitable giving to the forefront,
here are three main pieces of advice: 
1. Introduce the idea of charita-

ble giving early in the relation-
ship. It is much harder to
secure buy-in from clients if
the topic is approached years
down the line once they are
already set in their routine. 

2. Start small. Even if they can
give more initially, it is best to
start them off small to mini-
mize any fears they may have
about charitable giving. 

3.  Show them the tax rewards they
have achieved based on their
giving and educate them on how
these rewards can grow based
on increasing their giving. n
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SOFTWARE FOR FIDUCIARY ACCOUNTING, 706, 1041, 709 & Estate Planning 

Looking for Estate Planning Software? Thomson Reuters ONESOURCE has it covered. 
 

The zCalc Estate Planner suite of ONESOURCE Trust & Estate Administration is a group of analytical products  
and tools to help you create, analyze, and present powerful gift tax and estate planning strategies. 

• Vivid reports, graphs, and presentations to walk clients through the estate planning process 
• Effortlessly calculate different planning scenarios 
• Explain complex concepts in a relatively simple manner 
• Create customized client presentations 

Why use our Fiduciary Software? 
•  Used by 77% of top 200 law firms and 46% of top 100 accounting firms 
•  Clients in all 50 states 
•  Over 3,000 clients and over 10,000 users 
•  Award-winning Estate Planner module 

For further information, call us at 800.331.2533    
To download a demo, go to www.oteasoftware.com 
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