
Advice to Advisors

Charitable gift planning is the process of 
incorporating charitable giving into your client’s 

overall financial plan. It’s about giving money away 
in a thoughtful, and strategic manner. The decision to 

integrate charitable gift planning can have a dramatic 
impact on you, your clients and your community. 

The power to change the world
Introducing charitable  
gift planning

BRADLEY OFFMAN

WHY incorporate philanthropy in your practice?
• Your clients are looking to you for direction. 

Increasingly, Canadians are seeking ways to 
give back to their community through strategic 
philanthropy. The average Canadian donor is much 
more aware of planned giving now than in the 
past. The baby boom generation is looking to move 
beyond “chequebook philanthropy.” They have the 
potential to usher in a golden age of philanthropy.

• You will provide more comprehensive service. 
By discussing charitable giving with your clients, 
you are providing a wider spectrum of wealth 
management solutions.

• You can determine your clients’ passions. Some 
advisors (including accountants) feel that charitable 
giving is a private subject, best left out of a 
financial discussion. This is a myth. By talking 
to your clients about charitable giving, you get a 
better understanding of their values, principles and 
dreams. Since when is getting to know your clients 
on a deeper level a bad thing? 

• Charitable giving strategies have tremendous tax 
benefits. The income tax system is designed to 
recognize Canadians’ charitable donations. The 
tax laws governing charitable giving are based on 
a tax credit system and the federal government has 
enriched the tax benefits of giving over the past two 
decades. In addition to making major donations at 
death, there are a variety of ways that charitable 
giving can be structured during one’s lifetime.

• You have the power to make a difference. As a 
trusted advisor, you have the power to direct and 
influence your clients’ thinking about important 
financial matters. Charitable giving is one of them. 
Self-directed giving can be a more efficient method 
of contributing to the general welfare of the country 
than paying tax dollars, the latter being spent by the 
government however it sees fit.
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HOW do I bring up philanthropy with 
my clients?
It’s not hard to bring up charitable giving with your clients, 
especially when done in the context of an overall financial 
plan. Since charitable giving can be an integral part of tax 
and estate planning, it does not have to be an uncomfortable 
or touchy subject. Here are some suggestions:

“Tell me about your charitable giving.” 
If your client makes charitable donations of some kind (and 
over 90% of adult Canadians fall into that category), ask 
about his or her motivations behind their giving. With this 
simple conversation starter, you will learn a lot about your 
client’s passions, values and history.  Knowing your client on 
a more personal level allows you to provide better financial 
solutions and leads to greater trust and retention.

Talk to your clients about “social capital.” 
The Canadian tax system ensures that a portion of each 
taxpayer’s wealth is going to be used for the general welfare 
of our country. Thankfully, our system allows Canadians, in 
part, to decide whether their social capital is directed to The 
Canada Revenue Agency or to charity. For many people, 
especially those who are extremely sensitive about paying 
taxes, this is a powerful argument. 

Look for obvious cues. 
Your client may bring up some obvious questions that can 
bridge the gap into a discussion about charitable giving. 
Some examples include:

• I’m a board member at the local women’s shelter.

• I have season tickets to the symphony orchestra. I just love 
classical music.

• Are there any other ways that I can save money on my 
taxes?

While these statements might not seem particularly obvious, 
they all speak either to a client’s potential support of a 
charitable organization or the desire to pay less tax. By 
taking the conversation further, you might uncover new 
planning opportunities for your client.

Rely on your software. 
Most modern financial planning software contains a module 
on charitable giving. Use this module to introduce your 
clients to new strategies.  Demonstrate to them through the 
software that any good financial plan requires a discussion 
on charitable giving. 

WHEN do I bring up philanthropy 
with my clients?
The most obvious answer to this question is “anytime!” 
Having said that, there are some times when it might be 
more appropriate to bring up the subject of charitable 
giving.

Year-end tax planning
Most Canadians think about tax planning during the last 
quarter of the calendar year, stemming largely from a 
realization that they might be burdened with a large bill 
if they do not take steps to reduce their taxes. Charitable 
giving is one of the most powerful (and simple) tax saving 
methods available to Canadians. 

Sale of a business 
There aren’t many events greater than the sale of a business 
that speak to the need for effective tax planning. The 
substantial capital gains that often result from the sale or 
transition of a private business may provide the motivation 
for a large charitable gift. Note that the capital gains tax 
exemption that currently exists on publicly-traded securities 
will be extended to gifts that result from the disposition of 
private shares beginning in 2017.

Sale of real estate 
Like the sale of a business, the disposition of real estate 
often results in a substantial tax bill. Effective charitable gift 
planning can relieve your client of the tax burden resulting 
from the sale and, like private shares, the benefits of 
donating real estate will be extended in 2017.

Inheritance 
When a client inherits a large sum of money, the first and 
most obvious question is what to do with it. Do I invest it? Do 
I spend it? Do I give it away? An inheritance is an opportune 
time to talk to clients about their overall financial plan. An 
inheritance will likely generate new taxable income so part 
of the strategy should be how charitable giving can reduce 
that taxable income. 

The human desire to “leave a legacy” is a tradition that 
pervades virtually every culture, nationality and religious 
affiliation. In our wonderfully diverse country, increasing 
numbers of Canadians are thinking and dreaming about the 
legacy they can leave to this world. Their advisors can, and 
should, help shape these dreams.
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