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Introduction &

The 2008 Bank of America Stuady of High Net Worth Philanthropy offers new insights into the
philanthropy é wealthy donors. Conducted kyet Center on Philanthropy at Indiana University

for Bank of America, the 2008 research follows an initial landmark study published through this
partnership in 2006.

The original D06 stug<which has become a leading resource for the philanthropic sector for
understanding the philanthropic behaviors of wealthy demas the largest survey of wealthy
Americans ever conducted on this topiche new 2008 study is the result of randomly surveying
over 20,000 households in high net worth neighborhoods across the country about their giving in
2007. This study reflects the opinions of nearly 700 respondents throughout the United States
with houghold income greater than $200,000 and/or net worth (excltiténgalueof their

residence) of at least $1,000,000. The average wealth of respondents was $12.6 million. Half of
those who responded had a net worth of between $3 million and $20 million.

New in 2008

The new study offers an analysis of how high net worth giving has changed over time, from
giving in 2005 to 2007 =,*#()'6%*1#'#%+)'#()"1#"9/')4$*$#)!"(%2('&)#":,*#('(,")(,09!5'2%1%&2'
into those donations made from their own personal incamassets, referred &5>9%*)3#'
2%1%8&277?'6*,+'#(,!)'9,&$#%,&!'+$9)'6*,+'#()%*'4*%1$#)'6,"&9$#%:&dVI9e8, funds, or
3($*%#S$;0)#*"1#17'%)6)**)9'#,'$!">6,"&9$#%, &' 2%1%&2?'% & T Sty yeombines direct and
foundation giving, referred'$!'>$22*)2%#)'2%1%&277?'%&', *9)*'#,"&9)*1#$&9'#()'3,+4*) ()&!%1)'
nature of all high net worth giving. ke the initial study, the 2008usly identifies key trends and
4*,1%9)!"1)&'9))4)*' %&!%2(#!"%&#, "#()'+,#%1$#%,&!"$&9' $##%#"9)!',6' @+) *% 3B IBOH#(%0) 1#

The information about these motivations and attitudes provides insight about the perceived
impact high net worth donors are having with their philanthropy, the role of values in modeling
philanthropy to their children, and a look at the kintigadunteer serices that expantheir
philanthropic reach beyond dollars donated.

Nonprofit professionals, volunteers and charitable advisors will be particularly interested to read
new information about what high net worth donors expect for nonpditations, hope to

achieve through major giftand list as reasons to stop giving to particular organizations. The
2008 report also reveals new information on the role charitable or financial advisors play in high
net worth philanthropyincluding the mitiation of charitable advice, the utilization of charitable
giving vehicles, and the motivation behind the creation of such vehicles.

The Effects of the Economy

Crucial to understanding high net worth givinghasinga contextual awareness of the mamic
environment that surrounds givirilResearch at the Center on Philanthropy at Indiana University
shows the direct relationship between giving and changes in the overall ectruning good
economic times, giving tends to grow robustly. On theolland, when the economy grows at a
moderate or slow rate, philanthropy continues at a slower rate of growth, and giving generally
tends to decline during recessions, after adjusting for inflation.



Charitable giving was shaped the economic climatén 2007, the time period covered by this
report Based on several indicators, the National Bureau of Economic Research, which monitors
the economic cyclggnnouncedan November 2008hata recession began in December 2007
During the calendar year of 20@Te economy grew,ut at a slower rate than in 2006

particularly slowing in the last two quarters of 20@ross Domestic Product increased 2.2
percent in 2007, down from 2.9 percent in growth from 200&he unemployment rate
increased 0.6 percentageints from 2006 and theonsumeirPrice Index for all urban
consumers increased 4.1 percent, with energy prices alone increasing 17.4 percent'in 2007.
Further $33,*9%&2'#,' A$*1$*9'B&%0 1) * UG D) &#)*'6,*' A, "1%&2'E#"9%)blskg markets
contracted for a second straight year in 200 1.enders responded by tightening underwriting
standf;[l_r?ls and demanding a higher risk premium, accelerating the ongoing slide in sales and
starts?"

The changing economyfacted giving. According taGiving USA 2008 estimation models, all
giving decreased 8 percent between 2005 and 2007, after adjusting for inflatimhvidual

giving decreased 2.6 percent from 2005 to 2007, after adjusting for inflatidigh net worth
household$nfluencethis giving. They give between 65 and 70 percent of all individual giving,
and betweed9 and 53 percent of giving from all souroesich includes giving from
corporations, foundatianand living and deceased individu{fsAnalysis of IRS charitable tax
deductiorrecords for thoserho itemized their charitable givinghows thathe average amount
deducted for charity by high income households decreased 9.7 percent from 2005 to 2006 (latest
year available), after adjusting for inflatifl. These numbersorroboatewhat we found in the
2008 Bank of America study, that giving by high net worth households decreased 9.7 percent
between 2005 and 200Further, all indicationancluding economic markers and estimating
models suggest that giving in 2008 may have ased even more than it did in 2007.

The economic climate makes tB808 Bank of America Study of High Net Worth Philanthropy

all the more importantHigh net worth households are working to balance their charitable giving
and volunteering with theown financial portfolios.The nonprofit sector is working to reach

out to its most loyal donors, and charitable and financial advisors are working with high net
worth households to maximize philanthropic objectives.

Reading the2008 Report

The reporis divided into four sections: donors, volunteers, nonprofits, and charitable vehicles
and advisors. The donors section explores high net worth households as charitable givers. It
includes analysis on their motivations and attitudes towards giving aldingh&imechanics of

what and how high net worth households give. The volunteers section reports on high net worth
households as volunteers and includes analysis of the hours volunteered along with the type of
volunteering and the interaction between givamgl volunteering. In the nonprofit section, we

N4 & (Y2(' &) #('(,"1)(,09!5)84)3#$#%,&!",6'&,&4*,6%0#!'$&I": (I'#()/'#,4' 2%1%&2'#,'
organizations. In the last section on charitable vehicles and advisors, we present the ways high
net worth househotdmake philanthropic gifts along with the advice they seek in doing so.



Key Findings

The 2008 Bank of America Stuady of High Net Worth Philanthropy trackssignificant shifts as well

as certairconsistencieamongthe giving behaviors of the wealthiest donors. The findings
highlight the philanthropic legacy of high net worth householdsoffied valuableinformationto
nonprofit organizations hoping to attract, sustain, and deepen relationships with these donors
The study also offers insights to people who advise the wealthy on their charitable giving
strategies.

A Changein Giving. Average charitable giving increased for all high net worth
households between 2005 and 2007, except those with $5 million oimioceme.
When the wealthiest families are included in the analysesage charitable giving
droppedd.7 percent from $88,845 in 2005 to $80,249 in 2007, after adjusting for
inflation. This drop in givinghad the mosimpacton arts organizationg\verage giving
to the arts decreased from $16,465 in 2005 to $4,79Q0n Arts giving as a share of all
high net worth giving dropped from 13.2 percent to only 4.2 peem@nss the two
studies

The Wealthy as Volunteers. Volunteering and giving remaijpart of the philanthropic
efforts of wealthy individualsHigh net worth individuals volunteered an average of 241
hours in 20074 median ofL30 hours in 2007)It is notable, however, th&wer high

net worth individuals reported volunteering in 2q@% percent) than in 2005 (90
percent) Still, giving and volunteeng complementach otherThe more high net worth
individuals volunteered, the more they gave. Notunteers gave $35,12@n average

in 2007 while those who volunteered between 101 and 200 hours donagdrage
$124,267 in 2007and those who volunteered more than 200 hours diboataverage
$132,315 to charity in 2007.

Board Service. Nearly half of high net worth individualsperted service to their
community by serving oat least oneboard of directors ad nonprofit organization in
2007. When the wealthy served ohlaast ondoard of directorsf a nonprofit they
volunteeredon averagel47 hourdor all of their boardservice and donatedn average
$137,449 to all nonprofits in 2007.

In Support of Education. High net worth households are supporters of educafioree
fourths of high net worth households donated to educational organizations from their
personal assets in 200¥hile 21.5 percent donated to education through their
foundatiors, funds, or truss. Educatioml organizationglso received the highest average
donatian in 2007, $27,379, of any type of organization besides givingtivate

foundation fund, or trustFinally, educational organizations received the largest share of
all high net worth giving, 27.1 percent in 2007.



e Locally and Personally Motivated, with Little Need for Public Recognition. Over 80
percent of high net worth households reported they usually give in order to give back to
the community (81.2 peent) and are motivated to gitemake an immediate difference
(66.9 percent) in the world anod them, according to the survey. Other leading
+,#%1$#%,&!"%&30"9) #()!)'%&9%1%9"$0!5'1,3%$0'GHI-J'4)*3) &#K'$&9'4,0%#%3$0'GLM-L'4)
beliefs, as well as their loyalty to certain causes and organizations (70.7 pévicamnt)
donors (57.5 percent) gite support charitieehose missions seek to remedy an issue
that may have affected the donor personally or someone close to theenoritinuing
trend from the previous study, only 5 percent of wealthy donors said they are motivated
to give based on pullirecognition; in factwhen asked what they expected from
nonprofits when they nk& a donation, only 10.2 percent expected public recognition.

e Trying to Makean Impact. Wealthy donordelieve that theicharitable contributions
havea greater impact on their own personal fulfillment (4&€cen} than on those who
receive theigifts. Just £ss than 2@ercentof donors believe that their donations make a
major impact on the organizations they support, and onlp&dentelieve hey are
making significant contributions to the jimmovement of society in general. However,
wealthy individuals said the leading objective for their largest gifts to charitable
F2$&YNS#%,&!"0$1#')$*:$!'>2)&)*$0",4)*$#%&2'"44 *#?'GLO-HItp3) ftfkiFding
(10.1percen} and venture philanthropy funding (28rcen} were among the least
common recipients of the largest donatitast year

e Raising Philanthropic Children. @33,*9%&2'#,"#()'"*1)/7">)##%&2'$&")8%+40)'6,*"
children or other young pd0)?'%dlso an important motivator folonors (45.6perceny,
with more and morparents actually involving their young and aeadie children in
decisions about grambaking (40.8ercenft and the charitable organizations they choose
to support (53.percen). In fact, the vast majority (958 erceny of high net worth
households instruct their childrabout philanthropy and the value of givilgore than
60 percentof wealthy donors activelywolve their childrenin philanthropy.
Demonstrating thg6)3#%1)&)!"",6'#()%*'4$*)&#!5'#)$Hedtage children of nearly 40
percentbof wealthy families surveyed now give through their own private foundation or
donoradvised fund.

o I"#$%$&'()*I&#"*$*Rilanthropy. About half (51.0percen} of thosesurveyed cited
>*)0%2%,"!';)0%)6!?'$+,&2'#()%*'#,4'+,#%1$#%,&!'6,*' 2%1 % & DpdryptidHiealthy
households receive information about charitable organizations from religious instjtutions
and approximately 8percentindicatedthat their children larned about givingn part
through programs offered by thesstitutions. When high net worth households attended
religious services regularly they gave marme averaggto charity in 2007Those who
attended religious services once a week gave $17,loh3averageand those who
attended more than onperweek gave $124,510n average, while those wila not
attend religious services gave $76,1d12 averaggin 2007.



Great Expectations. In acontinuingtrendfrom thepreviousstudy,this new studyinds
that wealthy donors have high expectatiohsharitableorganizations, rankinthe
following factors amonghosemost important whedetermining whictio support

Sound businesand operationgbractices (93.@ercen}t
Spend approprta amount on overhead (8§ 8rcent
Acknowledgement of contributions (including receipts) (§8icen}
Protection of personal information (82&rcent

o Full financial disclosure (77.@erceny
Why Did My Wealthy Donors Stop Donating? In 2007, 38.(berentof donors stopped
supporting a charitable organization, with more thanmqrater of those surveyed (26
percen} discontinuingsupportfor atleast two organizations. The top three reasons why
donorsreported thegtopped giving to a particular chgrincluded >no longer feeling
connected to the organizat®(b7.7percen), >decidng to support other cause&1.3
percen}, and>feeling they were being solicited too oftdd2.3percen}. Very few
donors, however, said that they stopped giving torganization because of
>+001+$&$2)+)&#',6'9,&$#%,&!?' GREAANK 7'>+%!+$&$2) +)&#',6'$!)#!1 ?' Gaztden},
*'>0%08&3$33"$#)'*)39))4%&2',6'9,&$#%,&!?'@krden). Thisindicakesthatwealthy
donors believe that the organizations they supgarionstate sound business practices,
which may beone reason why more than @ércentof donors give to the same
organization yeaafteryear.

o O O O

Strategic Useof Charitable Vehicles. Among the manyaasongor establishing one or
more charitable vehiclemepersamal financial benefits such as maximizing income tax
deductionsavoiding capital gains and estate tgya®la desire for control over how

dollars are usedhs a result, dnoradvised funds, while still a relatively new vehicle

when considering all that@available, have become one of the preferred giving vehicles
utilized by donors, with more than p@rcenof survey respondents currently using them
and another 2fercentsaying theywould consider using them in the next three ydars.
addition,approximately 5¢ercentof wealthy donorsodayhave a charitable provision

in their will <a total thatould climb to a staggering $&rcentin 2010,becausan
additional 37percentof donors would consider establishing a charitable provision in their
wills in the next three years.

Major Shift in theSourceof Charitable Advice. One of the most striking differences
between findings from the 2006 and 2008 Esith!'#()'9*$+$#%3'%&3*)$!)'%&'9,&,*15™!)'
of legal and financial professionals to help thmake charitable giving decisioriBhe

2006 study found that donors relied on +poofit personnel (8.2 percent and their own
peers 85.6percent more than any other source for advice in this arka2008 data

finds accountants 43 percent), attornesy@2.9percent) and financial/wealth advisors
(27.8percent) to be among the leadsmurces of charitable adec






Donors

Most high net worth households are charitable domothe 2008 Bank of America Studly of

High Net Worth Philanthropy we explore the attitudinal and motivational differences in giving,
the transmission of philanthropic values to childeemthe mechanics of high net worth
householdSgiving. We examine how thegiving has changed over the past two yeansl how
various demographic and social factors influethesr giving.

Level of Charitable Giving Knowledge

Only 5.4 percent of high net worth households consider themselves experts in charitable giving
strategies. The majority of wealthy househpl#sl percentconsider themselves
knowledgeablewhile 405 percent reported that they are novices in terms of thest v

charitable giving knowledgesee Figure 1)

FIGURE 1: HIGH NET WORTH HOUSEHOLDS REPORTING LEVEL OF CHARITABLE
GIVING KNOWLEDGE (%)
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Impactof Giving in 2007

As shown inFigure 2 nearly half of allhigh net wortthouseholds (46 percentidicatedthat

their giving has a major impact on their personal fulfilmémaddition, high net worth
households felt their giving was having an impatthe quality of their family life (major

impact 19.5 percentminor impact 54.6 percent) and at least a minor impact on society in
general (58.3 percennly 19.5 percent fetheir giving has a major impact on the nonprofits
receiving their dnatiors. Furthermore, only ortird believe their giving is having a minor
impact on nonprofit recipients. Combinitigpse who said their gift has a major or minor impact
on nonprofit recipientsuggestshatthe remaining household45.9 percent, believe thagiving

is having very little or no impact on the nonprofits receiving their donations.

FIGURE 2: HOW DONORS BELIEVE THEIR GIVING IMPACTS SOCIETY, CHARITIES, AND
THE QUALITY OF THEIR OWN LIVES IN 2007 (%)
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Motivations behind Charitable Behavior

The top motivation for giving to charity reported by high net worth households was giving back
to the community (81.2 percent). Wealthy households also reported that they usudbtigeve
same organizations or causes year after year (70.7 percent) and that they give because of their
social beliefs (70.4 percent). Few high net worth housemejastdgiving to further their

career (2.7 percentpr public recognition(5.3 percent)orto further their business intere¢ts3
percent)see Figure 3)

FIGURE 3: WHAT MOTIVATES HIGH NET WORTH HOUSEHOLDS TO GIVE (%)

Give Back to Community (e 81.2
Support Same Orgs/Causes Annually A —— 70.7
Social Beliefs I 704
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Children and the Transmission of Philanthropic Values

Building on a theme from two years ago, 88 Bank of America Study of High Net Worth
Philanthropy explored the transmission of philanthropic values to childretepth This
includes the role of children in their famiyphilanthropy and how clirenlearn about
philanthropy.The children of high net worth householdshis studyare generally adult3he
average age of the children in the study is 34.

Role of Children in Family Philanthropy

Nearly 62 percent diigh net wortthouseholds involvitandeducate their own children in
theirfamily philanthropy Over half, 53.2 percent, all@atheir children to participate in
determining charitieandissues the familgaveto each year or lonaterm.Over40 percent
allowed children to make grantmakidgcisions for their foundation or doradvised fund,
while 30.3 percent allwed children to serve alirectors, managers, oth@ecisionmakers for
thar family foundatiors (see Figure 4)

FIGURE 4: TRANSMITTING PHILANTHROPIC VALUES: ROLE CHILDREN PL AY IN
CHARITABLE GIVING (%)

Involve/Educate Children in

Famiy Philanthropy N 615
o e anasta o I ;::
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Foundation or DAF :
Give through Own Foundation or _ 38.1

DAF '
Serve on Family Foundation _ 30.3
Create/Update Family Mission _ 26.7
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Note: DAF is DonorAdvised Funds Average age of children is 34.
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Giving Amounts by Role of Children in Family Philanthropy

Figure 5shows that those donors whose children were not involved in their charitable giving
gave less, on average, than those donors whose children were involved. In addition, donors
:(,))'3(%09*%)&":)*)' $3#%1)0/'%&1,01)9'%& #()'6$+%0/'6,"&9$#%,& !5 40vEs&d6" &9!5'
grantmaking decisions gave, on average, morettifgla the amounthan those whosehildren
were uninvolved (343,935vs. $7,399. Those survey respondents who reported that they
involved or educated their own children in supporting their fasidy260$&#(*,4%3',;U)3#%1)!
gave 400,911 on average, which mbout one and a hdlmes more thathe average amount
given by donors whose children were uninvolvetidgh911vs. $7,399. Other than when
children were uninvolved in their philanthropictiaities, this was the lowest average giving
reported by donors, based on the role of their children

FIGURE 5: TRANSMITTING PHILANTHROPIC VALUES: AVERAGE AGGREGATE GIVING
BY ROLE CHILDREN PLAY IN FAMILY PHILANTHROPY, 2007 ($)

Participate in Grantmaking

D 20w
Create/Update Mission* _ 181,216
Participate in Choosing Charities* _ 125,847
Involve/Educate Own Children* _ 100,911
uninvolved [N 67,308
$0 $100,000 $200,000 $300,000

* May not be statistically meaningful because the sample corigauesthan 50 respondents.
Note: Average age of children is 3Aggregate givingncludesdirect giving through personal assatglgiving
from foundations, funds, or trusts.
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How Children Learn about Giving

Figure6 shows tha®5.9 percent ofiigh net worth buseholds educate their children about
charitable givingwhile 80.5 percent reported that their children learn about charitable giving
through programs offered by a religious institutiSeventythreepercent reported that tine
children learedthrough their own personal efforts. Odly6 percent reported that tmeihildren
learn about charitable giving through a family philanthropy program offered lnydependent
philanthropic advisor

FIGURE 6: TRANSMITTING PHILANTHROPIC VALUES: HOW CHILDREN LEARN ABOUT
GIVING (%)

Parent's Personal Efforts [l 959
Prog. Offered by Religious Org. _ 80.5
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The Mechanics of Giving: Direct & Foundation Giving

Similar to the 2006 study, which asked about giving in 20052808 Bank of America Stuadly of
High Net Worth Philanthropy examines what was given in 2007 along with where those
donationsvent, how wealthy households nestthose donations, and tax considerations in giving.

What was Given in 2007

High net worth households give to charity not only through their personal assets, but also
through charitable vehicles such as private foundations, gahised funds, and charitable

trusts The previous study asked about all donations made by high nethworteholds, and we
consider thoséguresto becomprisedf both direct and vehiclbased giviny which we define
$I'>$22*)2%#)'2%1%4&R-Gtder to understand wealthy giving in more detail, the 2008 study asks
about 2007 charitable giving separated into those donations given directly from personal assets
and tlose given from foundations, funds, and trusts. Unless separated, we have combined both
direct and foundation giving as aggregate giving, and caegrer of giving betweeB005 and
2007utilize aggregate giving figures. Figure 15 only uses direct giving.

Percentage of High Net Wo rth Households That Gave in 2007

Nearly all high net worth households made a donatarharity in 2007, 98.2 percefsee

Figure7). Approximately 30 percent made a donation through their foundation, and 97.2 percent
though their own personal assets. Nearly all wealthy households gave to secular causes, 97.8
percent, in 2007. In contrast, only 67.7 percent gave to religious organgab.6 percent

through their personal assets, and 14.5 percent through their foundations, funds, and trusts.

FIGURE 7: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE IN 2007,
DIRECT, FOUNDATION, AND AGGREGATE GIVING (%)
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The percentage of high net worth househtid@sgaveto charityin 2007 stayed almost the same
(97.4 and 98.2 percent, respectively). The percerteggave to secular causes also stayed
almost the same, increasibgjust 0.7 percentage points. The percentz#dagh net worth
households thatirected their givingdwardreligious organizations, however, decreased by
almost 4 percentage poirtistween 2005 an2007(see Figure 8)

FIGURE 8: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE TO ANY
CHARITY, 2005 AND 2007 (%)
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In 2007, high net worth households were most
likely to give to basic needs organizations (81.4
percent). When comparing 2005 to 2007, it is
notable that the only increase in the percentage o
high net worth householdsatgave, by subsector,

is for basicneeds. Most other subsectors
G)830"9%&2'> #()*?K":%#&)!1)9'$'10%2(#'9*,4'%8
percentagef high net worth households that
gave. However, similar tmanyother types of
organizations, average giving to basic needs
decreased 14.4 percent from $4,180002to
$3,578 in 2007, after adjusting for inflatida.
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In 2007 ,fewer high net worth households made a donation to nearly every type of organization
except basic needs than in 2005. In 2005, 74.6 percent of wealthy households gave to
organizations that pwided for basic human needs such as food and sheltereas 81.4 percent
made a donation for basic needs in 2(¥€ Figure®).

FIGURE 9: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE TO
DIFFERENT CHARITABLE SUBSECTORS, 2005 AND 2007 (%)
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When separating high net worth househahdis thosethat made a donation directly from their
personal assefdirect giving)and those that gave from their foundation, fund, or trust
(foundation giving) slightly different patterns emerge. The highest perceméadigh net worth
households gve directly to basic needsganizationghrough their own assets (79.3 percent)
whereas the highest percentage of high net worth households support education through their
charitable giving vehicles (21.5 percent) followed by the arts (17.1 percent). The lowest
percentage of high net worth rsmholds gave to international causes either directly through their
personal assets (27.3 percent) or through their foumddtiod, or trust (6.1 percent}inally,

21.9 percent of high net worth households made a donation in 2007 to a private foutalation
community foundation, a don@advised fund, or a charitable trsee Figure 10)

FIGURE 10: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE TO
DIFFERENT CHARITABLE SUBSECTORS DIRECTLY OR THROUGH A FAMILY
FOUNDATION, FUND, OR TRUST IN 2007, (%)

® Foundation ®Direct

Basic 1C2 79.3
Education AR 74.9
Religious 142 66.6
Health i 66.1
Arts 171 65.4
Combination ks 56.4
Youth/ Family Services 118 545
Environment/Animal Care 8.8 47.6
Other bl 46.1
International Sl 27.3
Giving Vehicle* 21.9

0 10 20 30 40 50 60 70 80 90

* Note: %1%&2'Y)(%30)5*)4*))&#!'2%6#!'#,'4*%1$#)'6,"&9IS#%, &! 7'3($*%e#3$;0) #*"1#!'$&9'9,& 48O 145 9'6" & 9!
not included as a category whasking how muclthouseholds gave from thejiving vehicles.

19



More than 9&ercentof high net worth households contributed bacty in 2007, compared to
70 percentor the U.S. population as a whodestatistically significantifference A statistically
significantlyhigher percentage ofdh net worth households alsovgsto secular and religious
causes.Under half ofAmericans geae to religionwhereas twehirds ofhigh net worth
householdgjave to religior(see Figurd.l).

FIGURE 11: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE TO
CHARITY IN 2007, COMPARED TO THE U.S. GENERAL POPULATION (%)
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98.2 97.8

100
90
80
70
60
50
40
30
20
10

Total*** Secular*** Religious***

Note: Source for the U.S. general population is the Center on Philanthropy Panel Study 2005 wave, the
year available. High net worth figures are for 2007 aggregate giving (direct plus foundation giving).
***Statistically different at the p<.001 le}.
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Compared to the general populatiomigher percentage efealthyhouseholds gave to each
type of nonprofit organization. The largest difference is between the percentagea!tbfy
households and all.8. households that gave to education (62.2 percergamt difference) and
to arts and culturés0.1 percentage point differenggee Figure 12)

FIGURE 12: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS THAT GAVE TO
DIFFERENT CHARITABLE SUBSECTORS IN 2007, COMPARED TO THE U.S. GENERAL
POPULATION (%)

® General Population ® High Net Worth
Basic Needs 9.0 81.4
Education O 77.8

Arts 68.4

Health 68.2
Religious e 67.7
Combination LI 59.1
Youth/Family Services 0 56.7

Environment/Animal Care 49.9

Other 48.6

International 295

0 10 20 30 40 50 60 70O 80 90 100

Note: Source for the U.S. general population, the Center on Philanthropy Panel Study 2005 wave, the lal
available. High net worth figures are for 2007 aggregate givinich includes direct and foundation giving).
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Average and Median Amount Given by Type of Charity

High net worth households gave $80,249 on average in 2007. This is a 9.7 percent decrease from
2005 ($88,845), after adjusting fiaflation. Average total giving to secular causes was also

down in 2007 to $68,812 from $74,312, a decrease of 7.4 péseentable 1)

TABLE 1: AVERAGE AGGREGATE AMOUNT GIVEN BY DONOR HIGH NET WORTH
HOUSEHOLDS, 2005 AND 2007

2005* 2007

Total $88,845 $80,249 -9.7%
Secular $74,312 $68,812 -7.4%
Religious $20,014 $17,044 -14.8%
Giving Vehicle $65,473 $60,578 -7.5%
Combination $6,955 $9,038 29.9%
Basic Needs $4,180 $3,578 -14.4%
Youth or Family Services N/A $8,798 N/A

Health $7,946 $12,013 51.2%
Education $28,090 $27,379 -2.5%
Arts $16,465 $4,792 -70.9%
Environment/Animal Care N/A $3,171 N/A

International N/A $4,062 N/A

Other** $8,139 $11,169 37.2%

*Charitable giving for 2005 was adjusted for inflation to 2007 dollars

** X%1%&2'#,'],"#(',*'6$+%0/1)*1%3)!7")&1%*,&+) &HZ$&%0+$0'3$*) 7'$&9'%&#)*&$#%,&F$0'3$")'$*)'%&30"9) 9'$!'> #()*?'
giving in 2005.

Note: Average giving includes no outliefsgggregate giving includes direct giving from personal assets and giving

from foundations, funds, and trus@¥%1%&2'Y)(%30)5*)4*))&#!'2%6#!'#,'4*%1$#)'6,"&9$#%, &! 7' 3($*%e#3$;0) '#*"1#!'$&9"
donoradvised fundsPlease see Methodology section for more information

22



Wealthyhouseholds gave the highest average amount to foundations, funds, and brots
2005 and 2007 After adjusting for inflation, average giving to foundations, funds, and trusts
decreased by 7.5 percent from 2005 to 2007. Wealthy households alscsghgeatiabmount

on averageto education ($27,37® 2007 compared to other subsectors. Giviaggeducation
decreased from 2006 2007by 2.5 percentafter adjusting for inflation. Average giving to the
arts decreased the most significantly from $16,465 in 2005 to $4,792 in 2007, a 70.9 percent
drop. On the other handverage giving to combini@in organizations such as the United Way
and to health increased from two years ¢ge Figure 13)

FIGURE 13: AVERAGE DONATION AMOUNTS TO CHARITABLE SUBSECTORS BY
DONOR HIGH NET WORTH HOUSEHOLDS, 2005 AND 2007 ($)
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Note: Charitable giving for 2005 was adjusted for inflation to 2007 dall#%61%&2'Y)(%30)5*)4*)1)&#!'2%6#!'#,'

private foundations, charitable trusts and donor advised fltidase see the Methodology section for more
information.
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When high net worth households gave to charity through their foundations, funds, or trusts in
2007, they gave a higher average amount to each type of nonprofit orgartizatiovhen they
gave from their own personal income or asgste Table 2). In toksthe average amount

donated to charity by wealthy households was twice as much through their charitable giving
vehicleasit was from their personal assétlirect giving = $56,602nd foundatiorgiving =

$119,351)

TABLE 2: AVERAGE AMOUNT GIVEN BY DONOR HIGH NET WORTH HOUSEHOLDS,

2005 AND 2007

Average
Giving
(no
outliers)

Average
Giving
(with
outliers)

Average
Giving
(no
outliers)

Average
Giving
(with
outliers)

Average
Giving
(no
outliers)

| Direct | Foundation |

Average
Giving
(with
outliers)

Aggregate

Average
Giving
(no
outliers)

Average
Giving
(with
outliers)

Total $88,845 | $97,909 | $56,602 | $189,397 | $119,351 | $265,885 | $80,249 | $241,386
Secular $74,312 | $83,412 | $48,541 | $181,973 | $107,319 | $261,746 | $68,812 | $230,711
Religious $20,014 | $20,014 | $12,085 $12,061 $36,541 $36,541 $17,044 $17,011
Giving Vehicle $65,473 | $65,473 | $60,578 | $420,298 N/A N/A $60,578 | $420,298
Combination $6,955 $6,949 $3,491 $3,487 $36,937 | $36,383 $9,038 $9,025
Basic $4,180 $4,330 $2,215 $7,861 $10,565 | $49,265 $3,578 $14,460
Youth or Family

Services** N/A N/A $1,719 $83,906 | $52,601 | $106,218 | $8,798 $94,691
Health $7,946 $19,864 $8,970 $8,954 $24,206 | $24,206 | $12,013 | $11,992
Education $28,090 | $28,235 | $20,022 | $20,779 | $45,057 | $65,005 | $27,379 | $31,882
Arts $16,465 | $16,911 $3,147 $3,487 $11,013 | $142,141 | $4,792 $27,244
Environment/Animal

Care** N/A N/A $2,724 $2,724 $5,124 $29,996 $3,171 $6,121
International

Giving** N/A N/A $2,436 $2,436 $13,429 | $66,521 $4,062 $11,542
Other Giving** $8,139 $8,142 $8,987 $8,987 $25,647 | $25,647 | $11,169 | $11,169

* Charitable giving for 2005 was adjusted for inflation to 2007 dallars

[[X%1%&2'4, 1, #( ¥ 6$+%0/)*1%3)!7)&1%*, &+)8H#Z $8%6+$0'35%) 7' $8.9'V6&H)*&$#%, 8$0'35"1) '$*)'%&30"9)9'$!"> #()* 7"

giving in 2005. Please see the Methodoleggtionfor more information.
Note: Aggregate giving means direct giving through personal asssetgiping from foundations, funds or trast
W%1%8&2'Y)(%30)5*)4*))&#!'2%6#!'#,'4*%1$#)'6,"&9$#%, &!7'3($*%#$;0) #*"1#!'$&9'9,&,*'$91%!)9'6"&9!
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As shown in Table 3, median giving decreased from $15,156 in 2005 to $13,000 in 2007, an 8.9
percent drogadjusted for inflation)The median for high net worth household giving through
foundations, funds, and trusts is more than double the median for giving from personal assets
($25,550 compared to $11,700). This gives further evidence thathigfe net worth

households make donations from charitable vehicles they tend to give much more on average.
The highest median amount was giving to a private foundation, community foundatiorr, donor
advised fund, or charitable trust ($9,000 in 2007) foldvay giving to religion ($4,000 in

2007).

TABLE 3: MEDIAN AMOUNT GIVEN BY DONOR HOUSEHOLDS, 2005 AND 2007

| | Direct | Foundation | Aggregate

Median Median Median Median Median Median Median Median
Giving Giving Giving Giving Giving Giving Giving Giving
(no (with (no (with (no (with (no (with
outliers) | outliers) | outliers) | outliers) | outliers) | outliers) | outliers) | outliers)

Total $15,156 | $15,182 | $11,700 | $11,750 | $25,550 | $27,050 | $13,000 | $13,000
Secular $9,608 $9,715 $7,292 $7,325 | $21,500 | $24,000 | $8,039 $8,113
Religious $4,247 $4,247 $3,500 $3,420 $7,350 $7,350 $4,000 $4,000
Giving Vehicle $4,512 $4,512 $9,000 $9,500 N/A N/A $9,000 $9,500
Combination $1,062 $1,062 $1,000 $1,000 $5,000 $5,000 $1,000 $1,000
Basic Needs $1,062 $1,062 $500 $500 $2,000 $2,000 $700 $725
Youth or Family

Services** N/A N/A $500 $500 $5,000 $5,000 $500 $500
Health $1,062 $1,062 $500 $500 $5,000 $5,000 $800 $800
Education $2,123 $2,123 $1,600 $1,624 $7,000 $7,500 $2,000 $2,000
Arts $1,062 $1,062 $500 $500 $3,500 $4,000 $700 $700
Environment/Animal

Care ** N/A N/A $300 $300 $1,000 $1,500 $400 $450
International

Giving** N/A N/A $500 $500 $1,000 $1,500 $500 $500
Other Giving** $1,062 $1,062 $500 $500 $2,000 $2,000 $500 $500

* Charitable giving for 2005 was adjusted for inflation to 2007 dallars
[[X%1%&2'#,',"#(’,*'6$+%0/'1)*1%3)!7") &1%*,&+) &H#Z$ &Y +$0'3$*) 7'$&9' %0 &#)* &$#%,&$0'3$"!)!'$*)'%&30"9)9'$!'> #()*?'
giving in 2005. Please see the Methodolsggtionfor more information.

Note: Aggregate giving means direct giving through personal assets plus giving from foundations, funds or trust
W%1%8&2'Y)(%30)5*)4*))&#!'2%6#!'#,'4*%1$#)'6,"&9$#%, &!7'3($*%#$;0) #*"1#!'$&9'9,&,*'$91%!)9'6"&9!
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Distribution of Giving

High net worth households reported that the largest share of their giving went to educational
organizations (27.1 percent). The second largest share went to foundations (16.5 percent)
followed by religious organizations (14.6 peré&i$&9'> #()*?',*2$&%N$#%,&!"'1Bf $eterans

or neighborhood development organizations (10.4 percent). The smallest share of giving as
reported by high net worth households went to international aid or the promotion of world peace
(1.5 percent), forite environment/animal care (2 percent), and for basic needs such as
organizations that provide food and shelter (3.7 per¢seé®) Figure 14)

FIGURE 14: DISTRIBUTION OF HIGH NET WORTH AGGREGATE GIVING BY
SUBSECTOR, 2007 (%)
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Note: Aggregate giving means direct giving through personal assets including giving from foundations, funds, and
trusts.\M%1%8&2'Y)(%30)5*)4*) ) &#1'2%6#!'#,'4*%1$#)'6,"&9$#%,&! 7'3($*%#$;0) #*"1#!'$&9'9,&,*'$91%!)9'6"&9!
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The distribution ofll giving differs considerablipetween the \$. general population and high
net worth households. Just over 60 percent of giving from all Americans goes to religion
whereas only 14.6 percent of all high net worth direct giygngng personal assets lghis
donated to religious organizations. Instahad bulk of all high net worth direct giving (giving
from personal income or assets) goes to educational organ&@io8 percent) and to
foundations, funds, or trusts (23.9 percent). Tt generapopulation gave a larger share than
high net worth households to basic needs groups and organizaatssrve a combination of
purposes such as United Ways, Catholic Charities, and the United Jewish Fe@szatieigure
15).

FIGURE 15: PERCENTAGE OF DIRECT GIVING TO CHARITABLE SUBSECTORS, HIGH
NET WORTH DONORS VS. GENERAL POPULATION, 2007 (%)
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Note: High net worth figures are for 2007 direct giving (giving from personal assets Solyjce ér the
U.S. general population is the Center on Philanthropy Panel Study 2005 wave, the latest year availak
W %1%&2'Y)(%30)5*)4*))&#1'2%6#!'#,'4*%1$#)'6," &9$# %0, &IAB(S*HHb Ynor advised funds
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The share of all high net worth household givitognatedo combination funds (such as United
Ways), healthcharities and education organizations increased in 2@0ipared to 2005

(Figure 16. The share of giving to religion, foundations/funds/trumtsiarts organizations
decreased from 2005 &D07.The $are of contributions to basic needs organizations by high net
worth households stayed almost the same, increasiydyy 0.1 percentage poiftom 2005 to

2007.

FIGURE 16: PERCENTAGE OF DONATIONS TO CHARITABLE SUBSECTORS, 2005 AND
2007 (%)
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While overall, high net worth households give
more than typical American households, in some
areas there are some similarities. For example, -
both groups, there are a large number of relative Average IS by Us.

low gift amounts with just a few donors who give donor households was
at high levels. As Figurel7 shows, even among .

the wealthy, charitable givingnds to beskewed $2{247_ L 200_7’ aft_er
towardlower levels of giving. Jusiver40 percent ad]ustlng for inflation
of all high net wortldonorsgave less than $10,00(
in 2007 through personal assetsbaritable
vehicles. Only 2.percent of the wealthgonorhousehals mae donations of more than
$500,000 in 2007 Tenpercent ohigh net worth householdsat madea donation in 200gave
in total $2,000 or less to charity.

FIGURE 17: PERCENTAGE OF HIGH NET WORTH AGGREGATE GIVING BY SIZE OF
GIFTS , 2007 (%)
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High Net Worth Giving by Demographics

Charitable giving increases with increases in income. High net worth households with an income
between $200,000 and $500,000 gave $32,416 on average to ctha@i@7 Those earning
between $500,000 and $1 million gave nearly two and a half times more, giving $86,186 on
average. Those earning even greater amounts, $5 million or more in 2007, gave on average
$855,200 to charity in 2007At nearly each incomevel, the wealthy gave more in 2007 than in
2005, includinga statistically significant increase fromouseholds with an income between $1
million and $2 million(p<.05) The only exception are those households at the highest income
group, $5 million or mee, who @ve less in 2007 ($855,200) than they did in 2009%892)

This decline in giving by the wealthiest families accounts for the overall drop in total average
giving (see Figure 18)

FIGURE 18: AVERAGE DONATION BY INCOME, 2005 AND 2007 ($)
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* May not be statistically meaningful becatise sample contairfewer tharb0 respondents.
***Statistically significant difference (p<.05) from 2005 to 2007.
Note: 2005 dollar values adjusted for inflation to 200@Hars
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As shown in Figure 9, high net worth households gave between 9.3 and 13.8 percent of their
income to charity in 2007 either from their own personal income or assétsm their
foundations, funds, and trusts.

FIGURE 19: AVERAGE AGGREGATE DONATION AS A PERCENTAGE OF INCOME, 2005
AND 2007 ($)
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In total, high net wortthouseholds gave 9 percent of their income to charity in 2007, which is
higher than the 7.4 percent of income high net worth households donated to charity in 2005.
This amount is much higher than the 2.6 percent of income.8géheral population dored

to charity in 2005, the latest year for which giving information is avail@ae Figure 20)

FIGURE 20: AVERAGE DONATION AS A PERCENTAGE OF INCOME, 2005 AND 2007 (%)
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As wealth increases so does #werageamountdonatedo charity.Wealthy households with a
net worth between $1 and $3 million gave on average $13,939 to charity invad@wealthy
households, those with a net worth of $50 million or more, donated $88m38/&ragetwice
as muchasthose with anet worth between $20 and $50 millitsee Figure 21)

FIGURE 21: AVERAGE AGGREGATE DONATION BY WEALTH, 2007 ($)
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* May not be statistically meaningful because the sample contains fewer than 50 respondents
Note: Aggregate givingncludes direct giving through personal assatglgiving from foundations, funds or
truss.
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Wealthy households gave betweei percent and 1.5 percent of their net worth to charity in
2007. In general, as wealth increased so didpreentage these households gave to ch@ety
Figure 23.

FIGURE 22: AVERAGE AGGREGATE DONATION AS A PERCENTAGE OF WEALTH, 2007
(%)
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In 2007, entrepreneurs (households where 50 percent or morerafaheiorth comes from a
family-owned business or a startup company) gave the most to charity on average ($248,871)
compared to high net worth househdiadathave other sources of net wortm 2007,

entrepreneurs gave two and a half times as much on average as those whose nehesrth co
from equity in real estate holdings ($96,773). Households where 50 percent or more of their net
worth came from the growth of investment assets gave the least amount on average ($35,680)
(see Figure 23)

FIGURE 23: AVERAGE AGGREGATE GIVING BY PRIMARY SOURCE OF NET WORTH,
2007 ($)
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*May not be statistically meaningful because the sample corigaitesthan50 respondents.
Note: Aggregate giving means direct givithgough personal assets plus giving from foundations, funds os. trust
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Charitable giving can also vary by region of the country (see Figyr& hose households

whose primary residence was in the Northeast gave the most, on average, ($98,300) to charity in
2007, more than those households in other parts of the country. Households from the Great
Lakes region also had a high average giving am@&®#,544. Those giving thewest average

amount were households from the Midwegto gave $47,922 on average to nonprofit
organizations.In much of the country, the average amount contributed decreased from 2005 to
2007 (after adjusting 2005 amountr finflation). However, in the Great Lakes region, giving
increased from $86,572 in 2005 to $94,544 in 2007.

FIGURE 24: AVERAGE DONATION BY REGION OF THE US, 2005 AND 2007 ($)
E2005  ®2007
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*May not be statistically meaningful because the sample coriéaires than50 respondents.
Note: 2005 dollar values adjusted for inflation to 2007 dollars

Northeast Connecticut, Maine, Massachusetts, New Hampshire, New York, New Jersey, Pennsilade|sland,
Vermont

South Atlantic Delaware, District of Columbia, Florida, Georgia, Maryland, North Carolina, South Carolina, Virginia, West
Virginia

South Alabama, Arkansas, Kentucky, Louisiana, Mississippi, Oklahoma, Tennessee, Texas

Great Lakes lllinois, Indiana, Michigan, Ohio, Wisconsin

Midwest lowa, Kansas, Nebraska, Minnesota, Missouri, North Dakota, South Dakota

Mountain Arizona, Colorado, Idaho, Montana, Nevada, New Mexico, Utah, Wyoming

Pacific Alaska, California, Hawaii, Oregon, Washbion
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Average aggregate giving by high net worth households in 2007 differed somewhat by education
level (see Figure5). Those households with abi)*5!'9)2*))'2$1)'+,*)7",&'$1)*$2) 7'#($&'

other education levels ($97,750). Those with a doctorgteofessional degree gave the least
amount on average, giving $57,580 ir02Qo nonprofit organizations. At each education level

high net worth households gave more on average in 2007 than they did in 2005, except those
with a doctorate or professionaglee. These households gave less on average in 2007
($57,580) than they did in 20051($4,485.

FIGURE 25: AVERAGE GIVING BY EDUCATION LEVEL, 2005 AND 2007 ($)
m 2005 = 2007
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80,000
60,000
40,000
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*May not be statistically meaningful because the sample corfigaitesthan50 respondents
Note: 2005 dollar values adjusted for inflation to 2007 dollars.
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Average aggregate giving (the sum of giving from personal assets and from charitable giving
1)(%30)!K'1$*%)9";/#()'1#%$2)',6'9,&,*5!'3%*))*-'~(,)managing or selling a business gave the

most on average, $130,498, to charity in 2007. Households who had at least one retired person
donated $77,151 on average, while those who were five gelass beforeetirement gave the
lowestamount on average53,318(see Figure6).

FIGURE 26: AVERAGE AGGREGATE DONATION BY EMPLOYMENT STATUS, 2007 ($)
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Note: Aggregate giving means direct giving through personal assets plus giving from foundations, funds or t
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Frequent attendees of religious services gaves on averageto charity in 2007 than less
frequent attendees or those who do not atteligiaes servicegsee Figure 27Households that
attended more than once a week gave the most on avet2d& 1P Thosewho attended
religious services once or twicerenthgave nearly the same on average as housetiztio

not attend services ($74,197 and $76,112 respectivelygquent attendees, households that
attend once or twice a year or once or twioerg six monthsgave the least amount on average
to charity in 2007 ($38,528 and $57,783 respectively).

FIGURE 27: TOTAL, SECULAR, AND RELIGIOUS AVERAGE AGGREGATE GIVING BY
FREQUENCY OF RELIGIOUS ATTENDANCE, 2007 ($)

= Total = Secular E Religious
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28,203
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7,615 3,018 4,844 7,515
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Do Not Once or Once or Once or Once a More Than
Attend Twice a Year Twice Every  Twice a Week Once a
Six Months Month Week*

*May not be statistically meaningful because the sample corigaitesthan50 respondents.
Note: Aggregate givip means direct giving through personal assets plus giving from foundations, fundssor trust

M"#$%$&'()*1&#"*$*+,$#-".,/&01

Approximately half (51.0 percent) afealthy(,"!)(,09!'3%#)9'>*)0%2%,"!";)0%)6!?'$+,&2'#()%*'#,
motivations for giving.Nearly 70 percent of wealthy households receive information about
charitable organizations from religious institutions, and approximately 80 percent indicated th
their children learned about giving, in part, through programs offered by these instituthimen
high net worth households attended religious services regularly they gave more, on average,

chaity in 2007. Wealthy householdisatattended religious services oreaveekgave $111,137,
on average, while those thditl not attend religious services gave $76,112, on average, in 200
However, wealthy households are more likely to give to religion and when they give, give mo
on average than the.8l general populatin ($17,044 and $1,982, respectivelyhe U.S. general
population gives the largest share of all their donations to religion, whereas the largest share
high net worth donations wetd education and foundations, funds and gust




How Donations Ae Made

Nearly 90 percent of high net worth households made donations by cash or check and 92.5
percent expect to make donations using cash agxkshn the near futusee Figure 28While

cash and checks continue to be popular means for donations, nearly half of high net worth
households made donations using credit cards, and over 15 percent used an onéné paym
system. High net worth housalds expect to give only slightly more (1.1 percent) through online
payment systems in the near futuBonations of tangible assets such as real estate and
collectibles were less popular means for making donati@sdonations of stocks, using credit
cards, or casiHigh net worth households expect their donations of collectibles to decrease in the
coming years.

FIGURE 28: HOW DONORS GAVE...AND HOW THEY PLAN TO GIVE (%)
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Online Giving

More high net worth households expect to be
making donations online in the coming
years, rising from 15.2 percent now to 16.3
percent by 2010. For just the year 2007,

more high net worth households reported
making donations using online payment
systems (14.6 percent) than the percentage
Americandonors who reported donating
online in previous studies (10 percent of
donors, 6 percent of all American.&
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Geographical Distribution of Giving

Figure @ shows the distribution of giving for those high net worth households that have a
secondary residence and Fig@feshows the distribution of giving for those high net worth
households that do not have a secondary residence. Whether high net worth hohsebads
secondary residence or not, they still gave the highest percentage, on average, to local charities in
the state of their primary residence. However, those with a secondary residence also gave 7.1
percent to local charities in the state of theiloselary residence.

FIGURE 29: HIGH NET WORTH FIGURE 30: HIGH NET WORTH
HOUSEHOLDS WITH A SECONDARY HOUSEHOLDS WITHOUT SECONDARY
RESIDENCE, 2007 (%) RESIDENCES, 2007 (%)
m Local Charities in the m International m Local Charities in the m International
State of Primary Organizations State of Primary Organizations
Residence Residence
Local Charities in the B National m National
State of Secondary Organizations Organizations
Residence
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Tax Considerations

Effect on Giving | f There Were No Deductions

Overal, high net worth households reportixey believe there would hery little change in

their giving if there were no tax deductions for donations.preentage digh net worth

households that reported their charitable giving would stay the same if they received zero income
tax deductions for their donatioetayed early the same between 2005 and 2(B2/5percent
compared to 51.7 percenearly the same percegieof wealthy households reported that their
giving would decrease somewhat if they did not receive any tax deductions for their donations to
nonprofit oganizations. In 2007, 37 percent said their giving would decrease somewhat, a drop
of 2.6 percentage points from 200&ee Figure 31)

FIGURE 31: HIGH NET WORTH HOUSEHOLDS REPORTING A CHANGE IN CHARITABLE
GIVING IF THEY RECEIVED ZERO INCOME TAX DEDUCTIONS FOR THEIR DONATIONS
(%)
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Effect on Giving If Estate Tax W ere Repealed

In 2007, fewer high net worth households reported that the amount they would leave to charity in
their estate plan would stay the same if the estate tax were repealed ttmaseid2005 (54.0

and 61.4 percent respectiveli)ore high net worth houseltsi(approximately 7 percentage
points)reported that they would leave more to charity in 2007 if the estate tax were repealed than
did in 2005(see Figure 32)

FIGURE 32: HIGH NET WORTH HOUSEHOLDS REPORTING A CHANGE IN THE AMOUNT
LEFT TO CHARITY IN AN ESTATE PLAN IF THE ESTATE TAX WERE REPEALED (%)
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Volunteers

High net worth individuals not only make donations, they also give their time and talent. In this
section of the report, we look @e volunteeringpatterns of high &t worth household&irst, we
examine what percentage volunteer, and then we look at how many hours are volunteered each
year. Wealsoexamine the type of volunteer activity and the relationship between giving and
volunteering.

Percentge ofVolunteers

Threefourths of high net worth individuals volunteelin 2007. This representsstatistically
significantdrop of 15 percentage points from 2086e Figure 33)According to the Bureau of
Labor Statistics, the percentage of all Amanis who volunteered between 2005 and 2007 also
decreased. In 2005, 28.8 percent of American volunteered but in 2007, the percentage of
Americans that volunteered decreased to 26.2 pet&ent.

FIGURE 33: PERCENTAGE OF HIGH NET WORTH INDIVIDUALS WHO VOLUNTEERED,
2005 AND 2007 (%)
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Volunteering byType

Nearly half of high net worth individuals, 46.3 percent, reported they served on the board of
directors of a nonprofit organization. Just over one third, 35.8 percent, fundraised for a nonprofit
organization in 2007. One third, 33.5 percent, said theyntedued to help plan an event. In
addition, nearly 30 percent of high net worth individuals provided pro bono professional or
consulting services in 2007.he percentage of high net worth householdswblainteered

statistically significantlydecreasetietween 2005 and 20®¥ each type of volunteering

experience In particular, the percentage reporting volunteering pro bono professional services
statistically significantlydecreased from 79.4 percent in 2005 to 28.4 percent in(2667Figure

34).

FIGURE 34: PERCENTAGE OF HIGH NET WORTH INDIVIDUALS’ VOLUNTEERING BY
TYPE OF VOLUNTEER ACTIVITY, 2005 AND 2007 (%)
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VolunteeringHours

On average, high net worth individuals volunteered 241 hours in 2007. The typical wealthy
individual volunteered 130 hours (median number) in 2007. Approximately 17 percent
volunteered between 1 and 50 hours, 14 percent of wealthy individuals voluntesvedrb51
and 100 hours, araboutl7 percent volunteered between 101 and 200 HeaesFigure 35)

FIGURE 35: PERCENTAGE OF HOURS HIGH NET WORTH INDIVIDUALS VOLUNTEERED,
2007 (%)

= No volunteering
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The percentage ofealthyindividuals that volunteered between 2005 and 2007 statistically

significantlydecreasedIn particular, he percentage of peopletnmlunteering increased

statistically significantly from 10 percent in 2005 to 25.2 percent in 88 Figure 36
FIGURE 36: PERCENTAGE OF HOURS HIGH NET WORTH INDIVIDUALS VOLUNTEERED,

2005 AND 2007 (%)
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Retirees

While retirees may have given less on
average ($77,151) than those who are
managing or selling a business
($130,498) or currently working

($87,769), retirees volunteered more
hours on average (277 hours). Those
managing or selling a business donateq
237 hours on average while those
currently working donated an average
of 191 hous in 2007.
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Our study foundhatwhen high net worth households volunteesadoards of directorthey
donatedan average of 147 hours a year servinghmse boardsThey spenain average d0
hours fundraising and 50 hours helping to plan an event in 208&lthyvolunteersspent on
average95 hours providing pro bono professional or consulting serggsesFigure7).

FIGURE 37: AVERAGE HOURS VOLUNTEERED BY TYPE, 2007
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Giving andVolunteering

Average aggregate giving was higher when high net worth households volunteered for a specific
activity such as planning an event, fundraising, or serving on a board of directors as opposed to
doing more general types of volunteer serdige for example, working in a soup kitchen or as
deacon of a church. When high net worth households volunteered by providing professional
services, they gave, on average, $158,194 to charity in 2007. Wealthy Hds$edito

volunteered in a more general manner donategddesaverage ($104,46&han individuals

doing otherspecifictypes of volunteer activities. The average amount donated to charity
increased between 2005 and 2007 for each type of volunteetyackor example, @erage

giving by those who volunteered professiopia bono services increased &y percent from
$90,489in 2005 to $158,194 in 20Qgee Figure 38)

FIGURE 38: AVERAGE GIVING BY VOLUNTEER ACTIVITY, 2005 AND 2007 ($)
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Prior research has shown that giving and volunteering are correlated. We found that as high net
worth individuals volunteered more hours, they also tended to give more on average to charity.
Even high net worth individuals whmlunteered infrequently, between 1 and 50 hours in 2007,
gave more on average ($45,318) than those who were not volunteers ($35,127). Those who
volunteered more than 200 hours a year gave the most on average, $1828&aring 2005

to 2007, high net wth households who were frequent volunteers gave much more on average
between the years. Nemlunteers donated less on average between 2005 ($44,704) and 2007
($35,127)(see Figure 39)

FIGURE 39: AVERAGE GIVING AMOUNTS BY TOTAL HOUR S VOLUNTEERED, 2005 AND
2007 ($)
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When high net worth individualglunteeredthey gaveo 6 or 7 types of organizationdlon
volunteers on average supported between 5 and 6 types of non(sesitsigure 40)

FIGURE 40: HOURS VOLUNTEERED AND NUMBER OF CAUSES SUPPORTED, 2007
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Nonprofits

High net worth households are important donors to all types of nonprofit organizations. In this
section of the report, we discuss the intended objectives for theseSloostsignificant gift,

what high net worth househal@xpect from the nonprofits they support, why they stop giving to
an organization, and finally val information sourcetheyuse to learn abouharities

LargestGift

High net worth households make many large gifts to charity each year. Each gift tends to be a
different size, to be for a different cause, and to have a different purpose. Therefore, instead of
examining all giving made in one year, this section reporte@most significant or largest gifts
high net worth households made in 2007. First, we examine the objectives of the gift, then we
look at the terms of the gift, and finally we consider the size of the largest gift.

Objectives for Largest Gifts Made in 2007

Over half,56.7 percentof high net worth householdid not designate tldargestgift for a
particular purposevhich means they gave ftive generoperations of an organizatigsee

Figure 41) Over onethird of high net wortthousehts (37.2 percentgave their largest gift for
long-term investmenin, and support gfan organization. Households were least likely to select
personal benefits or to provide venture philanthropy funding as objectives for making their
largest gift in 20074.6 percent and 2.5 percerdgspectively).

FIGURE 41: OBJECTIVES OF LARGEST GIFTS MADE IN 2007 (%)
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Multi -year vs. One Year

Over twathirds of high net wortlhouseholds, 69.2 percent, reported that their largest gift in
2007 was a onme gift that wagaid out in one yearlNearly onethird reported their gift was a
multi-year gift(see Figure 42)

FIGURE 42: LENGTH OF TERM FOR LARGEST GIFT IN 2007 (%)

™ One-time Gift
B Multi -year Gift
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Size of Large Gifts Made in 2007

Onethird of wealthy households maedeleast ondarge gift in the $10,000 to $50,000 range in

2007, either from their personal assets or fragharitable giving vehicle such as a family
foundation. Only 4.6 percent made a gift in 2007 of $50,000 to $99,999 and 4.1 percent made a
gift of between $100,000 and $999,999. Less than 1 pestemalthyhouseholds made a gift

in 2007 of $1 million omore. The rema#&2'(,"!)(,09!5'0$*2)!#'2%6#te less than $10,000

(see Figure 43)

FIGURE 43: SIZE OF HIGH NET WORTH HOUSEHOLDS’ LARGEST GIFTS, 2007 (%)
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Donor Expectations of Nonprofits

As shown inFigure447'> )+,&!1#*$#%&2',"&9";"1%&)'$&9',4)*$#%,&$0'4*$3AS Ykt ked as

the most important factg®3 percent) among the characterishiggh net worth households

expect innonprofit organizationahen they contributéAnother major factor fonigh net worth
households (88.3 percent) when making a charitable contribution was that the charity allocated
more funding to progmming rather than fundraising/ealthy householdwere less likelyo

report they wantegdersonal benefitsuch as ticketer memberships (9.2 percepot)to gain

public recognition 10.2 percent).Onethird reported they wanted nothing in return from the
organizations when they make a contribution.

FIGURE 44: FACTORS RANKED AS IMPORTANT BY HIGH NET WORTH HOUSEHOLDS
WHEN MAKING A CHARITABLE GIFT (%)
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Why Donors Stop Giving

Each year nonproBtwork toattractnew donors to their organization and at the samettme
retain the donors they have. In this section of the report, we look at how many high net worth
households stqgedgiving toorganizatios in 2007 along with th& reasons.

How Many Stop Giving

In 2007, about 38 percent of high net wdrttuseholds stopped supporting one organization they
previously supportedJust over 40 percem2.7 percentof high net worth buseholds stopped
supporting twaor three organizations they previously suppofsst Figure 45)

FIGURE 45: NUMBER OF ORGANIZATIONS HIGH NET WORTH HOUSEHOLDS STOPPED
SUPPORTING IN 2007 THAT THEY PREVIOUSLY SUPPORTED (%)
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Reasons for Ending Support of Nonprofits

>No longer felt personally connect@dgecided to suppodther cause®3and>too frequent
solicitatior? wereselectedas the top reasoimgh net wortthouseholdstopped supporting the
organization(s) they previously suppor{&d.7 percent, 51.3 percent, and 42.3 percent
respectively)Very few donors repoed thathey stopped giving because of mismanagement of
donationsGQR-H'4)*3)&#K7'>+%!+$&$2)+) &#',@ERBHH'4) *3)&#H, *' > % &$33"*$#)*) 3,*9
S))4%&2',6'9,&$#%,&!?'GL-T'4) 38 least frequently reported reasogh net worth
households stopped giving to the organization(s) they previously supp@sethovedout of

the aea?*)4,*#)9";/' only 4 percen{(see Figure 46)

FIGURE 46: REASONS WHY HIGH NET WORTH HOUSEHOLDS STOPPED SUPPORTING
THE ORGANIZATION(S) THEY PREVIOUSLY SUPPORTED (%)
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Where Donors Get Information

High net worth donors reported that they do their own research to find out about organizations
being considered for donatio(&l.3 percent). Twohirds found out about organizations through
their religious organization and through meetings anditvisits. Just under half of high net
worth households found out about nonprofits through direct mail or flyers, peers, amdafinan
legal advisos (see Figure 47)

FIGURE 47: WHERE HIGH NET WORTH HOUSEHOLDS GET THEIR INFORMATION
ABOUT NONPROFIT ORGANIZATIONS BY PRIMARY SOURCE (%)
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Charitable Vehicles and Advisors

Many high net worth households give through charitable vehicles scfaasly foundationa
charitable trustor a donoradvised fud. In the process, many seek advice from others. In this
last section, we examine the establishment of charitable greimigles, including which

strategies are used, why vehicles are chamahwho influences those decisions. We also look at
the role of advisors in philanthropic decisipimeluding wiose advice is soughwho initiates
contact, the type of advice giveand the quality of the philanthropic advice.

Utilization of Giving Vehicles

More than 55 percent of all high net wohtbuseholdseported thegurrently have a will witta
specific charitable provisionThirty-sevenpercent would consider establishingharitable
provision in their will in the next thregears.Over onefourth, 26.5 percentof all high net worth
households currently have an endowment fund with a particular organization. Of those that do
not have arndowment fund set up, 20 percent would consider establishing one in thiereext
years(see Figure 48)

FIGURE 48: HIGH NET WORTH HOUSEHOLDS THAT CURRENTLY HAVE OR WOULD
CONSIDER ESTABLISHING IN THREE YEARS BY TYPE OF CHARITABLE VEHICLE (%)
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The Relationship Between Having a Charitable Vehicle and Establishing
Another One or Considering One
Having a charitable giving vehicle such as a private foundaticharitable trustyvas correlated wit
having other types of charitable giving vehicles, with just a few exceptions. Having a charitabl
giving vehicle (such as a private foundation or a charitable trust) wasmelated with having a
donoradvised fund. In additionucrently having a provision in yowvill for charity was associated
with having other giving @hicles, but having a donadvised fund at a bankas not

Having a doncadvised fund at a community foundation was correlafiga the possibility of
creating a charitable trust in the next three years. Having a charitable provision in your will we
correlated with the@ossibility of creating a doneadvised fund at a community foundation or creat
a charitable trust. Fingll having a trust was correlated with the possibility of setting up a privats
foundation in the next three years.

Why Donors Established a Vehicle

High networth households that currently have or would consider establishing a private
foundation clbse to do so to maximize their charitable deductiorg
(50.9 percent) antb avoid capital gains (35.7 perce(gge Table

4). They were also most likely to establia charitable trust to Being Widowed

avoid estate or gift tax (47.2 percent). High net whdbseholds Widows and widowers
that currently have or would consider establishing a will with are more likely to have an
specific charitable provisiorghoseto do so to avoid estate/gift annuity andor an

taxes (44.3 percent) amnalleave a charitable legacy (35.3 endowment fund.
percent). Thewere lesdikely to have or consider establishing a
will with acharitable provision for public recogniti¢®.9
percent).

TABLE 4: WHY HIGH NET WORTH HOUSEHOLDS CHOSE TO HAVE OR CONSIDERED
ESTABLISHING EACH TYPE OF VEHICLE BY EACH FACTOR CHOSEN

Donor - Charitable
Private Advised Remainder/ | Provision Endowment

Foundation Fund Lead Trust in Will Fund
Maximize Charitable Deductions 50.9 46.1 40.1 27.8 27.4
Avoid Capital Gains 35.7 43.0 35.9 16.2 14.6
Greater Control over Use of
Donations 33.9 27.3 12.7 15.5 13.4
Leave a Charitable Legacy 30.4 20.3 21.8 35.3 26.2
Avoid Estate/Gift Taxes 30.4 31.3 47.2 44.3 14.6
Meet Societal Needs Strategically 23.2 18.8 7.8 9.4 14.6
Create Family Unity/Continuity 23.2 10.2 3.5 9.1 7.3
Maintain Privacy of Giving 18.8 14.1 8.5 11.3 4.9
Support Orgs. through
Grantmaking 17.9 27.3 17.6 13.9 22.0
Advisor Recommended 6.3 7.8 12.7 8.7 2.4
Receive Personal Benefit/Income 5.4 3.9 26.1 2.3 3.1
Greater Public Recognition 5.4 0.8 2.8 2.9 4.9

Note: Results for Charitable Gift Annuity are not statistically meaningful because the sample contains 1653 tha
respondents. 60



Influence over the Establishment of the Vehicle

As shown in Table §he majority of high net worthouseholds were influenced or were likely
to be influenced to establish a charitable vehicle by a financial advisor, particularly in the
creation of a charitable remainder or lead trustqercent) or a private foundati¢si..8
percent). Nonprofit personnel were most likely to influence the establishment of a charitable
remainder or lead trust (23.4 percent).

TABLE 5: PERCENTAGE OF HIGH NET WORTH HOUSEHOLDS REPORTING INFLUENCE
OF ADVISORS WHEN THEY CHOSE TO HAVE OR CONSIDERED ESTABLISHING EACH
TYPE OF VEHICLE BY TYPE OF INFLUENCE (%)

: Donor - Charitable L
Private ; . Provision in Endowment
Foundation Ased e Ee e Will Fund
Fund Lead Trust

Accountant/ Attorney/ 51.8 47.6 61.0 185 21.3
Financial Advisor*
Family Advice 23.7 15.3 11.4 7.9 13.1
No Influence 18.4 16.9 11.4 9.9 14.4
Peers 18.4 19.4 12.1 7.6 7.5
Philanthropic Consultant 10.5 5.7 6.4 3.3 4.4
Nonprofit Personnel 9.7 10.5 234 3.3 18.1
Banker/Trust Officer 5.3 5.7 7.8 2.3 1.9
Personal/Political Event 4.4 2.4 1.4 1.0 1.9
Social Expectations 4.4 1.6 4.3 1.3 3.1
Other 0.9 0.8 0.7 0.7 0.6

Note: Results for Charitable Gift Annuity are not statistically meaningful because the sample contains les
100 respondents.

* Attorney, accountant, and finandal advisar are one categoryon the survey and, therefore, canrot be separated
for analysis.
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Trends in Charitable Advice Sought by Wealthy Donors

Amonghigh net wortthouseholdgl4.3percentconsultedaccountantsn 2007and42.9percent
consultedattorneysvhen making charitable decisions in 2007. High net wbdbseholdsvere
least likelyto consult independent philanthropy advis@g percent), coaching programs (4.0
percent) and other types of advisors (5.7 percent in 2005 and 3.3 percent iwR&dmaking
charitable contributionésee Figure 49)

FIGURE 49: HIGH NET WORTH HOUSEHOLDS THAT CONSULTED OTHERS WHEN
MAKING CHARITABLE GIVING DECISIONS BY TYPE OF PERSON CONSULTED (%)

2005 2007

Accountant

Attorney
Financial/Wealth Advisors
Nonprofit Personnel

Bank or Trust Co. Staff

Peers or Peer Networks

Private/Community
Foundation Staff

Broker
Philanthropy Advisors#

Coaching Program*

Other

I 26.5
I 44.3

I 16.2
I 42.9

I 16.4

I 54
. 4.0

. 5.7
N 3.3

0 5 10 15 20 25 30 35 40 45 50

*Note: 2007 data is not available because it was not included in the s#2@35 data is not available because it
was not ircluded in the surveySee Methodology section on 2005 and 2007 comparison.
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Type of Advice Given by Type of Adviso

Table 6 showshe type of advice or service given to high net worth households by the type of
advisor consulted. Nearly 50 percent of high net woadiiseholds that consulted attorneys when
making charitable decisions received tax or legal advice afg&icent receied advice on

how to set up a private dadation or doneadvised fund. Peers and community foundation staff
were most likely consulted for the philanthropic mission definition and cre@idhe 183

wealthy fouseholds that consulted bank or trust comsaff when making charitable

decisions, 30.1 percent received tax or legal advice and 21.9 percent received advice on mission
definition and creation.

TABLE 6: HIGH NET WORTH HOUSEHOLDS THAT CONSULTED OTHERS WHEN
MAKING CHARITABLE GIVING DECISIONS BY T YPE OF ADVICE OR SERVICE (%)

Bank or Financial/ Peers or | Comm
Accountant Trust Co. Wealth Peer Fdn.
Staff Advisor Networks Staff

49.8 10.0 53.8 30.1 32.9 10.8 8.1

Attorney Nonprofit

Personnel

Tax/Legal
Assistance
Advice/
Setup
Foundation,
Trust, or DAF
Mission
Definition/ 12.0 33.2 8.2 21.9 13.3 40.8 34.2
Creation
Gift
Structure/ 11.7 19.0 17.7 8.7 14.5 13.1 9.9
Timing

Back Office
Admin.
Grantmaking
Admin./ 3.3 10.9 1.6 6.0 4.8 6.9 14.4
Research
Management
of Invested
Charitable
Assets

17.7 10.0 111 115 15.3 13.1 9.9

3.3 10.0 5.7 9.3 6.8 10.0 13.5

2.1 7.1 1.9 12.6 12.4 5.4 9.9

Note: Other types of advisors are not statistically meanitgfchuse the sample contains fetham 100
respondents.
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How Advice WaslInitiated

Of thehigh net wortthouseholds that consulted an attorney when making chargjiziolg
decisions, 93.1 percent initiated the discussidmile the attorney initiated the discussior6if
percentbf the onsultations. Nonprofit persnd were the most likely tinitiate discussions
with high net worth households, 52 pent(see Table 7)

TABLE 7: HIGH NET WORTH HOUSEHOLDS THAT CONSULTED OTHERS WHEN

MAKING CHARITABLE GIVING DECISIONS BY TYPE OF INITIATION (%
Client Advisor Initiated
Init iated

Attorney 93.1 6.9
Accountant 89.9 10.2
Financial/Wealth Advisor 79.8 20.2
Bank or Trust Co. Staff 67.5 325
Nonprofit Personnel 48.0 52.0

Note: Results for other types of advisors are not statistically meaningful because
the sample contairfewerthan 50 respondents.

Quality of Advice

Over 80 percent of high net woittlouseholds that received advice or services from accountants
or attorneysated the advice dseing ofhigh or very high quality(see Table 8)AImost two

thirdsof high net wortrhouseholds that consulted bank or trust company staff rated the quality
of advice adeing ofhigh or very high quality. More than half dfigh net wortthouseholds that
received advice from fundraisers and other persloathnonprofit organizations rated the advice
asbeing ofhigh or very high quality (51.6 percent).

TABLE 8: HIGH NET WORTH HOUSEHOLDS THAT CONSULTED OTHERS WHEN

MAKING CHARITABLE GIVING DECISIONS BY QUALITY OF ADVICE (%)
| Low Quality | High Quality

Accountant 2.3 82.8
Attorney 3.9 82.2
Financial/Wealth Advisor 5.2 77.0
Bank or Trust Co. Staff 8.8 65.0
Peers or Peer Networks 2.6 52.6
Nonprofit Personnel 7.1 51.6
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Conclusion

Bank of America, one of the leading providers to both philanthropic individuals and institutions,
4$*#8&)*)9" % #(#()' D) &#)*" & \(Y0$&# (*,4/'$#"" &9%$&$' B&Y1)*1%#/7',&)",6'#()' &$#%,&5!'0)$9%& 2"
academic centers for the study and practice of philanthtogve you the2008 Bank of

America Stuay of High Net Worth Philanthropy. High net worth househds play an important

role in the philanthropic landscapgéot only do they give from their own personal income or
assets, many also establish charitable givirgoles and give through private foundations or
donoradvised funds. Wealthy individuals also give their time by volunteering and give their
talent by serving on boards of directors and providiaghmno professional servicéhe

wealthy invest in theirdcal communities and invest in their ch)i§l5!'4(%0$&#(*,4%3'S&,:0)92)-'
Often they seek advice about their giving and do their own research to find out about nonprofits.
In thisreport,we provided analysis of the philanthropy of high net worth housebgltsoking

at the wealthy as donors and as volunteers. We also examined the interaction between high net
worth households and nonprofit organizations and between the wealthy and their charitable
advisors.

As with the 2006 Study, the 2008 Study highligmtsv high net worth households continue to be
drivers in American philanthropyThey give between 65 and 70 percent of all individual giving,
and betweed9 and 53 percent of giving from all sourcekich includes giving from
corporations, foundati@and both living and deceased individudfs
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Methodology

Study Overview

The purposef the Bank of America Study ¢figh Net WorthPhilanthropy was to assess

charitable giving andtplanthropic activities of higincome and higmet worthhouseholds. The
study consisted of mail surveys randomly distribute20t©00 households in higtet worth

areas of the United States (those where the average amount of investable net assets were $3
million or more).ThelIndiana University Center for Segy Researcin Bloomington, IN(CSR)
implemented the survefpr. Patrick Rooney, interim executive diregtand Una Osiliinterim

director of researclbothat the Center on Philamopy at Indiana Universitypversaw analysis
procedures Heidi Frederick, assistant director of research at the Center on Philanthropy was the
project manager.

The Questionnaire

For this report, the CSR mailed and received questionnaires belulgeand Augus2008

Total giving questions were modeled aftiee philanthropy questions from the Center on
Philanthropy Panel Study (COPR&)module of the Panel Study on Income Dynamics
conducted at the University of Michigan. This modeling wmésnded tqrovide comparable
national averages on giving datdne 2008 Bank of America Stuady of High Net Worth
Philanthropy asks about giving in 200Questions on the motivations for giving were modeled
after questions asked on regional giving studies condbgtéte Center on Philanthropy.

In order to improve ownderstanding of high net worth philanthropy over the previous study,
charitable giving from the wealgtwas divided into two sectionsiving from high net worth
(,'N(,09!5':&'4)*1, &S0'$M#! |, $&9'2%1%&2'6*,+'(%2('&)#":, *#('(,"1)(,09!5'3($*%#$;0)'2%1%&2
vehicles such as a family foundation, fund, or trust. Unless otherwise separated, charitable
giving information is the combination ¢%2('&)#":,*#('(,"")(,09!5'4)*!,&$0'$!)#!'$&9'2%1%&2'
from foundations, funds, and trusts, referred to as aggregatg glwi addition,giving to youth

or family services, environment/animal care, and international causes are irsspdeakely in

the 2008 Study but were incorporated into the category ff)*?'2%1%&286&006 Study

about giving in2005.

Final Di sposition Summary
The following table characterizes the disposition of sample cases.

Short Survey

Disposition

Confidential

Paper Completion 742
Web Completion 98
Bad address 572
Refused 122
Deceased 67
Physically/Mentally Unable 2

No response 18,397
Total 20,000
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The response rate was4ercentvhenundeliverable sumys and those households that were
not eligible orrefusedo respondare excluded

Final Dataset

N)'H9/5I+$%E& A 4,1) % #, M &) IHS &I H() 4 (Yo0PE&H(*,4%3 ' ASH#)*& ", 6EUL(th
households. Therefore, any household with an incofineorethan $200,000 or met worthof
morethan $1,000,00(not including primary residencejasincludedin analysis. In addition, all
respondentbad to haveheir primary residence in thenided States. After excluding those
households that did not qualify because of their income or wealth, the final sam@&was
responses.

Analysis

Charitable giving data tends to contain extremikees thaare apto highly influence average
giving amountsIn addition, if the sample size is relatively small, then including or excluding
specific data points that are clearly "outliers" may have a profound influence on averages
Therefore, average giving was presented both with and without outlietBer®were identified
by natural breaks in the data where one observation had a particularly strong influence. In 2005,
only one observation was an outlier and in 2007, two observations were considered outliers.
Median amounts of giving are includedchase they tend to be less subject to extreme values.
Together, these values present a more complete picture of high net worth charitable giving.
Further, unless otherwise specifiedaatable giving for 2005 was adjusted for inflation to 2007
dollars

Igee, among other work, Deb et al., 2003, Charitable giving in the United Stetpsofit and
Voluntary Sector Quarterly, December 2003; Giving USA Spotlight #3, 2008/iy during economic
recessions and slowdowns, Fall 2008.

MIGX \K'."™)$" 6'a3,&,+%3 @&3$0/1%!7'8&):I)0)$N 7'>X* II"_+)1#%3'\* 9"3#b'=,"*#('c"$*#)*RIIH?" |
I{ganuarv 2008)

"1110th Congress, second sessibegrnomic Indicators, December 2007 (Washington, D.C.:
Government Printing Officg)lGD\' K'B-E-' )4$*#+)&#',6'dS$; *7"."*)$" ,6'dS; *E#S#%#%3!7'>D,&!"+)*'
Pr%3)"&9)8'E"++$*/?'GC$&"$*/'RIINIK-

AV E#SH)',6'%() P$#%,&5!"A, "1%82'%&' RIIM7'A$*1$*9'B&Y61)*1%#/5!'C,%&# D) &#)*'6,*' A, "1%&2'E#"9%)!
[http://www.jchs.harvard.edu/publicati®markets/son2008/index.htrdune 2008.

M Giving USA 2008, Giving USA Foundation, researched and written by the Center on Philanthropy at
Indiana University.

M Center on Philanthropy at Indiana University analysis of charitable giving using data frSomitge
of Consumer Finance, IRS tax deduction information, ar@ving USA Founaation.

M1 Center on Philanthropy analysis of 2G0%12006 IRS tax deductivinformation for households with
income of $20@00 or more.Latest year available.

Mil American Express Charitable Gift Survey, research and written by the Center on Philanthropy at
Indiana University, 2007.

M g™ 6'dS;, * E#S#% 1#%3Velunte€%E&.2'% & #() B&Yo#) 9 E#S$H#)! 7'RIIM?' @ 1$%0$;0) ' $#b'
[http://www.bls.gov/news.release/volun.nr0.htdanuary 2009.

*$Center on Philanthropy at Indiana University analysis of charitable giving using data fréomieof

Consumer Finance IRS tax deduction information, ar@ving USA 2008.
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