GLIENTS ENGAGE [N PHILANTHROPY
’ 2/3 of HNW say that philanthropy
Is an important part of their life
. 1/3 HNW see themselves
as philanthropists
. 1/3 Affluent (E0.5m-£1m) plan to
make a major gift within 5 years

Source : CAF 2023, ProBono Econom ics 2023 GL‘ BAI. R‘TURNS PR.JECT




CLIENTS WANT PHILANTHROPY ADVIGE
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""""' 41% of UK millionaires say it

IS Important to discuss
charitable giving with adviser

ource: MillionaireVue Q1 2023, Savanta GL’BAL R‘TURNS PR.JECT



CLIENTS WANT PHILANTHROPY ADVIGE

?

CLIENT

ar
1st: Spouse/partner
P

2nd: Professional Advisor

3rd: Non-profit*

Ath: Other family
members

5th: Philanthropic
advisor/specialist

*Non-profit or charity to whom

they already give



SUPPLY IS NOT MEETING DEMAND

87% of clients want philanthropy advice



SUPPLY IS NOT MEETING DEMAND

Just 6% get philanthropy advice

87% of clients want philanthropy advice

: CEGInsights 2023

Source



SUPPLY IS NOT MEETING DEMAND

28% of advisers ask
about philanthropy in
Iinitial fact-find

Source: CAF, 2023 GL‘BAL R‘TURNS PR.JECT



PHILANTHROPY ADVIGE IS LACKING

Only 26% of UK millionaires’ advisers Less than 4% of UHNW are “very satisfied” with
have ever mentioned charitable giving the philanthropy services they receive

Source: MillionaireVue Q1 2023, Savanta, Campden Wealth 2022



PHILANTHROPY ADVIGE: ADVISER MISCONGEPTIONS

% Believing that advisers initiate conversations
about philanthropy
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Source: The Philanthropic Initiative, U.S. Trust GI.‘ BAI. R‘TU RN S PR .J ECT



PHILANTHROPY ADVIGE OFTEN MISSES THE MARK

Perception that philanthropy
conversations are ‘mostly based on
technical topics’
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Source: The Philanthropic Initiative, U.S. Trust
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Belief that HNW Clients
give ‘to reduce taxes’
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WHY HNWI ARE HESITANT T0 GIVE

Professional Advisers HNW Consumers
Lack the time | EEEEEENE Lack thetime  |EG—_—G——
No tradition of family giving | I No tradition of family giving Il
Not yet expllored their passions | Not yet explored their passions |
Don't think it will make a difference | Don't think it will make a difference |G
Have not been asked |G Have not been asked |G
Don't know where to start | IEEEEEEEEE Don't know where to start |
Fear increase in donation requests |G Fear increase in donation requests GGG
Need for
Gifts won't be used wisely |GGG Gifts won't be used wisely GG knowledge
LaCK KO e /oMM N 0 Lack knowledge / connection to charity G
charity
Don't consider wealthy enough |GGG Don't consider wealthy enough N
Not enough money for heirs |GGG Wealth . Not enough money for heirs  IEG_—N
Preservation
Not enough money for self I Not enough money for self  IEEEEEG—G——
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Source: The Philanthropic Initiative, U.S. Trust GL. BAI. R‘TURNS PRl



