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For many advisors, discussing the charitable interests of their clients is not 

part of their usual dialogue. This Ebook will address the usual stumbling blocks 

to discussion, how to begin the conversation, tips in using charitable planning 

for practice building, a definition of what a donor advised fund (DAF) is, and the 

10 scenarios of why a client would want to consider creating a donor advised 

fund for their charitable planning.
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1. The client has not expressed charitable interest so the subject
is never raised by the advisor.

2. The advisor is not familiar with charitable giving strategies well
enough to initiate the subject.

3. The advisor perceives discussion about charitable giving as a
potential invasion of client privacy.

4. The advisor has no personal experience/history with charitable
giving.

Why the Charitable Discussion 
Doesn’t Happen
There are primarily four reasons advisors tend to not engage with their clients concerning 

their charitable giving. 
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Regardless of the reason or rationale for not engaging your clients in a discussion of their 

charitable interests, the 10 questions on the next page will help you start the conversation. 



How to Start the Conversation 
On Charitable Planning 

Whether your specific role is as a financial planner, attorney, wealth advisor, 

or related occupation, explain to your clients that a conversation concerning 

their charitable interests will allow you to provide them the best professional 

advice possible. 
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The questions to start with include:

1. “Are you currently involved with any non-profit organizations?

How... as a donor, volunteer, board member?”

2. “Do you typically support the same charities every year or do you vary 

your support from year to year?”

3. “How do you decide which charities you support?”

4. “Who else helps you decide which charities to support?”

5. “Do you give the same amount each year? Upon what does it depend?”

6. “Which donations have you made that have provided the greatest 

satisfaction or regret?”

7. “Would you prefer to give anonymously or receive recognition?”

8. “What types of assets have you used when you have donated in the past?

Cash, checks, appreciated stock, other non-cash assets?”

9. “Do you have any charitable vehicles in place, such as a private foundation 

or donor advised fund?”

10. “Do you want to donate during your lifetime, at death, or for many years 

after your death?”
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The Smart Use of Charitable  
Planning for Practice Building 

Engaging in charitable planning for the benefit of your client can aid your  

business in the following way:

1-888-440-4233  •  www.aefonline.org 

5

Enhancement of Client Service
By building your expertise in charitable planning, you are able to broaden the discussion and 

value that you offer beyond dry measures of either portfolio performance or tax knowledge.

 Asset Advancement
Many times, advisors are managing only a small portion of the investable assets of a client. 

A discussion on charitable planning can lead to converting illiquid assets (real estate, 

closely-held stock, etc.) into managed assets. These illiquid assets typically make up a larger 

portion of a client’s net worth.

 Generational/Spousal Bridging
Charitable planning allows you to build a bridge to the children or spouse of your client. 

By helping your client define  and plan their charitable efforts, you can extend management 

of these charitable assets beyond the death of the client. A past survey indicated that 55% 

of wives moved assets to a different advisor when their husbands died. Of worse note, only 

2% of children kept their inherited assets with their parents’ financial advisor. A charitable 

plan can go a long way toward keeping those charitable assets under your management and 

positioning family members as potential new prospects.
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• Enjoy immediate and maximum income and/or estate  
tax advantages.  

• Make donations on a flexible time table through the  
public charity. 

• Build a charitable legacy within their family and among  
their favorable charities.  

• Grow charitable funds that will allow them to earn and  
donate more money for the explicit purpose of charitable  
support. 

What is a Donor Advised Fund?
A donor advised fund (DAF) coudl be best described as a charitable bank account that provides simple, 

flexible, and efficient ways to manage charitable giving, The money that goes into a donor advised fund 

becomes an irrevocable transfer to a public charity with the specific intent of funding charitable gifts. This 

public charity serves as the administrator of the DAF.

A donor and their family can use a DAF to structure their charitable planning (either during their lifetime 

or after they have departed) to do the following:
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10 Scenarios: 
The Best Perspective Clients for  
Charitable Planning through a DAF

Charitable planning through a donor advised fund can be a solution for 

 clients who:
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• Experience an extraordinary high income year 

• Are approaching retirement 

• Struggle with potential taxes involved with a highly appreciated asset 

• Want to support several charities over a number of years through one gift  

• Prefer flexibility to change their charitable beneficiaries over time 

• Want to engage a spouse, children and grandchildren in charitable giving as 
a way to pass on family values 

• Are concerned about the time and complexity in gifting  appreciated  
investment assets to more than one charity 

• Have fluctuating income that makes it hard to maintain a steady level of 
giving 

• Are concerned about the cost, complexity, and lack of privacy of a private 
foundation 

• Are concerned that a large gift might overwhelm their favorite charity
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Conclusion
Embracing charitable planning as part of the client dialogue can prove to be 
beneficial to your business growth. 

Enhancement  of client service, asset advancement, and building a bridge to 
the family of your client are tools that can aid in growing the retention and 
long-term value of your clients. 
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We look forward to answering any questions you may have. 

Contact us or visit our website to learn more.
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