
Initiating a conversation with clients about what kind of legacy they want to leave and how they might 
want to involve their children in their plans can be difficult. This session will take participants through 
an interactive experience to gain an understanding of why and how to be a charitable initiator.

Presented by 
Renee Wizig-Barrios and Jennifer Touchet, Greater Houston Community Foundation 
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(Note: Heather Sherwin of the Central Carolina Community Foundation created the original version of this presentation and shared it with GHCF through the 21/64 network.)



Questions for Advisors…

Are your clients charitable? What percentage? 
Do you know about their giving?

How do you talk about their values and charitable goals 
with them?

If you don’t talk to them about their charitable goals, why 
don’t you?



The Role of Professional Advisors

Advisors turned to by HNW families making charitable gifts:

67.5% Accountants
40.8% Attorneys
38.8% Financial/Wealth Advisors 

(up from 27.8 in 2007)
24.1% Nonprofit personnel

2010 Bank of America Merrill Lynch Study of HNW Philanthropy
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Being a charitable initiator works.

Want to engage your clients and pave the way for a long-
lasting relationship?

Try discussing philanthropic goals.



Ask EVERY client…

If you are set to inherit $1,000,000 from your great aunt 
with the condition that you have to give away half in 
order to receive the other half, what organizations would 
you like to support and why?



Dispelling Myths

Myth #1:  Clients have to be rich to give
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Myth #2: Clients give ONLY for tax reasons

Dispelling Myths
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Dispelling Myths

Myth #3: Clients don’t involve their children in giving



The Next Gen is participating!



Dispelling Myths

Myth #4: Clients don’t want advice about giving



Your clients are probably talking to someone…

49.2%

44.5%

28.8%

N o n p r o f i t  
P e r s o n n e l

C P A

A t t o r n e y

Source: Planned Giving Design Center



Tools for Legacy Conversations

This visioning exercise is offered as part of GHCF’s 
menu of services. For more 

information about using this and other 
techniques within your business or family, contact 

Susan Zarich, szarich@ghcf.org



Find philanthropic partners to move them forward!
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Additional Resources

 U.S. Trust Study 
http://www.sjsu.edu/advancement/docs/philanthropic-
conversation-study.pdf

 2164.net – Multigenerational tools and Next Gen 
research

 GHCF Professional Advisor Institute – See handout
 National Center for Family Philanthropy – www.ncfp.org

http://www.sjsu.edu/advancement/docs/philanthropic-conversation-study.pdf
https://www.ncfp.org/


Greater Houston Community Foundation

THANK YOU!

Greater Houston Community Foundation
5120 Woodway Drive, Suite 6000

Houston, TX 77056
713-333-2200
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