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Introduction
An introductory resource guide for advisors leading generous clients

Advisors have an opportunity to impact the lives of Christian believers – an opportunity with eternal implications. Most advisors focus their talents, relationships, and resources on helping their clients manage their wealth from a worldly perspective. Our desire is to challenge you to steward the wealth of your clients well – but also to shepherd their hearts toward generosity.

The difference between stewardship and shepherding is awareness. When clients ask you to manage their money, you accept the funds with the mutual understanding that you will steward those resources. You discuss goals, processes, plans, and results. Either party can terminate the relationship at any time, and it is clear (or should be) what the roles and expectations are as a result of the relationship.

In contrast, as you shepherd the hearts of your clients, you may assume a new role of which they are completely unaware. You will help them grow in their understanding and commitment toward an eternal view of the money they have been given to steward. Although most clients do not know they need a shepherd, as they mature in their journeys, they will become more and more appreciative of the valuable role you play.

In the following chapters, we will identify for you:
· A context for money that will provide a foundation for your leadership as you help your clients understand the impact they can have in the Kingdom
· A discipleship framework designed to help you understand where your clients are on their giving journeys, and how you can successfully lead them through each stage
· An introduction to basic planning solutions that you can use to help clients accomplish their giving goals
· A list of valuable resources to help you in your own journey and as you lead your clients

We pray that this resource guide will be helpful for you as you lead your clients along their giving journeys and become more intentional in your leadership. 

Enjoy the journey!



Bill Williams, CEO		David Wills, President		David Worland, EVP
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What would you do with a million dollars? If you asked a child this question, they would probably reply quickly: they would buy a bike, a house, toys, food for poor people – or a race car! As the years go by, our answers to that question become less simple, and our thought processes become more complex. As their wealth increases, many people begin to feel overwhelmed by the resources God has placed in their care.

The truth is that most people need someone to guide them through the important financial decisions they face – and professional advisors fill that role. As you work with your clients to manage the resources God has entrusted to them, consider this helpful framework for money: there are five ways to use money, four influences that drive our spending decisions, three key questions to ask during your planning process with clients, two types of assets to manage – and one ultimate mission for us as believers.
Five Ways To Use Money 
When we think about the many ways to leverage money, the possibilities seem endless. But there are really five ways to use money:
· Lifestyle –housing expenses, food, clothing, entertainment, etc.
· Taxes – money paid to the government
· Debt – payments on loans
· Investments – stock, retirement accounts, real estate, etc.
· Giving – philanthropic gifts to churches, charity, or individuals

Even your wealthiest clients possess a finite number of dollars. It is up to each of them to choose how they will divide up their available resources among these five categories. They will reap the earthly and spiritual consequences and rewards of their decisions. As their advisor, your role is to encourage them to make those decisions intentionally, and to guide them toward wise choices.

Each one of the five categories is interrelated. The decisions that your clients make in one area of their finances will inevitably impact the other areas. When spending increases in one area, it must decrease in another – and vice versa. Again, your role as an advisor is to help your clients understand how their choices in one area of their finances impact the other areas, and steer them toward the best options.

In their work with clients, advisors often have conversations focused on taxes, investments, and debts. But because those ways of using money are intimately related to the others, you will encounter opportunities to guide and challenge your clients in other areas. When it comes to their finances, your clients will not look beyond the influence of their families and peers without some catalyst for change. You will have opportunities to guide them and help them move to the next stage of generosity. When taken, these opportunities can deepen your relationship with clients and change the nature of your interaction with them from merely transactional to transformational.
Four Primary Influences
As we decide how to allocate our money amongst the five different categories, we face important decisions. What drives our approach to decision-making when it comes to our finances? There are four influences that shape our attitudes about money and how we decide to use it:
Family Legacy
During their younger years, your clients’ attitudes concerning money were most likely shaped by their parents or other family members. Some parents are intentional about providing their children with a stewardship foundation, but as people grow older, they grow more independent and are more influenced by the attitudes of the culture around them. Even if their parents encouraged them to steward money wisely, your clients will be susceptible to the influence of their peers.

As an advisor, you can help your clients consider how their family legacy has influenced their thinking, and consider where they would like to change their behavior. What did their parents teach them about money – good or bad? What would they do the same? What would they do differently? How do they want to shape their own children’s attitudes about money?
Peers
As people grow older, they begin to look more and more outside their family for guidance, and the influence of their peers and the culture at large becomes more dominant. Without a mentor or catalyst to help them mature, most people will continue to use their peers as a point of reference for their decisions about money and giving.

You can challenge your clients to look beyond the influence of their peers. When they begin to listen to God instead, a powerful transformation occurs. As they mature, they can begin leveraging more than just their affluence – they can begin to use their influence in their communities to change the attitudes of their friends and family about money and the Kingdom.
Mentor
Without a mentor, people do not learn to look beyond the influence of their families and peers. We all need someone to guide us to the next level of generosity. A client’s mentor could be a family member, spiritual leader, business partner – or you, their advisor. 

Pray and ask the Lord to reveal to you which clients may be open to this type of guidance. Serving even a few clients in this capacity will require a significant investment, but the rewards will be well worth the cost in time and resources.
Scripture
Most Christians do not know what the Bible says about their finances, and without help from a mentor, they may not learn how to study the Scripture’s teachings about money. 

Fortunately, there are a multitude of books, small group studies, events, and other resources available to help your clients discover what God has to say about money. See the next section, “The Giving Journey,” to learn more. 
Three Key Questions
To develop an effective plan for the wealth and estates of your clients, three questions must be answered early on in the planning process:
1. How much is enough? 
What do your clients need to sustain themselves now and as they plan for the rest of their lives?

2. How much is enough for my children? 
Ask your clients to consider what they want their children to do with the resources they receive as their inheritance. How much of those resources do they want their children to use to enhance their material lifestyles? What resources do they desire to be used for Kingdom purposes?

As their advisor, you can help guide clients in deciding how much their children will need – it may be less than they thought. After the amount is determined, ask your clients to consider giving their children a portion or all of their inheritance while they are still living. It will allow them to evaluate how well their heirs are prepared to manage those resources while they are still alive to provide guidance, if necessary.

3. What do I do with the rest? 
How much is left after meeting their needs and the needs of their children? What does God want them to do with it?

Whether your expertise is in wealth planning, estate design, or accounting, your conversations with clients may touch on these questions. You can guide them toward a deeper understanding – and wiser decisions.
Two Types of Assets
When we consider financial resources, there are two broad categories of assets that advisors help their clients manage:

Cash
If you examine a snapshot of a client’s total wealth, cash typically only constitutes 10% of what is owned.

Non-Cash Assets
Non-cash assets include business interests, real estate, privately held and publicly traded securities, bonds, and other non-cash assets, such as gold. Non-liquid assets usually constitute about 90% of what is owned.

Approximately 80% of charitable gifts are made in the form of cash – but that represents only about 10% of what is available to be given. In contrast, only about 20% of charitable gifts are made in the form of assets, yet they represent 90% of what is available to be given. 

Many of your high net worth clients own assets that could be used to support the Kingdom, but they are unaware of the tremendous giving opportunities represented by those assets. As you help them make philanthropic decisions, it is worthwhile to consider the wisest options for making charitable gifts.
One Mission for Believers
As Henri Nouwen writes in The Selfless Way of Christ, our ultimate common mission as Christians is “to reveal Christ to the world.” The way we steward our finances is one of the ways in which we can reveal Jesus to those around us. As a professional advisor, you have the opportunity to reveal Christ in your work with clients as you shepherd them along their journey of giving.
Zero – Our Goal
What is the ultimate goal of giving? Imagine a world where zero people lived without access to the Gospel, food, clean water, Scripture in their language, medical care, education, or a local church. Within our lifetime, we have the opportunity to participate in just such a movement – by making life-changing gifts for the work of the Kingdom. As an advisor, you have the added opportunity to use your influence to move the hearts of your clients to give generously to those causes.
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Giving is a journey – a process of deepening maturity. In our experience, few people move beyond the beginning stages of their giving journey without the influence of an experienced leader. As an advisor, you can fill that role for your clients. You do not need to advance to the final stages of your giving journey before you can lead others to greater generosity. Even if you are just starting out in your own journey, you can help mentor your clients as they deepen in their understanding of God’s plan for their money.

As we grow in our understanding of stewardship, our motivations for giving will change, and the manifestations of our generosity will change. There are four stages of the giving journey: Emerging Giver, Maturing Giver, Generous Giver – and finally, Generosity Advocate. These stages must occur one after the other, in order. A leader guides givers through each stage.

This model was adapted from “The Square,” a LifeShapes study created by pastor Mike Breen and available online at weare3dm.com. Originally designed as a discipleship model for new believers, Breen’s “learner and leader” model is a useful tool that can help you identify where your clients are in their respective giving journeys, and determining how to help them mature. Keep in mind – the real power in this model lies in its guidance for the leader.

A generous heart cannot be developed through training alone. In fact, most people do not mature in their giving journey without spiritual transformation and guidance from a trusted mentor. Without that guidance, many people stagnate in their giving journey – or even regress. When growth does not occur, a giver misses out on incredible opportunities to uniquely impact the Kingdom using the resources God has entrusted to them.

At each stage of their giving journey, clients will have different needs. A good leader recognizes those unique needs, offers guidance that speaks to their specific stage in their journeys, and provides resources that will help them advance further along the path of generosity.

Because their conversations with clients often revolve around goals and planning, advisors are ideally situated to provide the special kind of leadership required to shepherd people from one stage of their giving journey to the next. Furthermore, when professional advisors live out generosity in their own lives, the results can be contagious. As clients experience the joy of giving, they become advocates – not just for the global generosity movement, but also for the advisors who helped lead them there.

Remember: your clients are on giving journeys – and so are you. As you lead your clients, you can walk this journey together. You do not need to be a “giving guru” yourself or be in the final stages of your own giving journey before you can lead others. But you should be doing something to walk out the principles of generosity in your own life, and you should be taking steps toward the next stage. Don’t be discouraged if you feel like you are just beginning your own journey – find a mentor or guide of your own who can lead you toward deeper generosity. Throughout this section you will find resources designed to inspire you in your own walk and provide you with insights you can share with clients. As your knowledge and personal experience of generosity expands, your clients will benefit.

Not everyone likes the idea of being led. Clients with surplus are often successful leaders themselves, and it may be difficult for them to follow. Shepherding their hearts is a delicate process that requires grace and humility on the part of the leader. It requires maturity to recognize when to be gentle, and when to challenge. Shepherding a client’s heart along this journey is a time-consuming process. 

It is also important to acknowledge that spouses are not always on the same stages of their respective giving journeys. A husband may lag behind his wife in generosity, or vice versa. It is important to recognize when a discrepancy exists between spouses so that each partner can be led wisely.

What do the four stages of the giving journey look like? Where are your clients on their journeys, and how can you lead them from one stage to the next? Let’s dig a little deeper.
Stage 1: Emerging Giver
Emerging Givers are beginning to recognize that religious people have something to say about money. Perhaps they have heard their pastor preach about stewardship, or they have observed stewardship lived out by their peers. Their family and peers have largely shaped their views about money – at this point, Scripture and prayer are only beginning to enter into their planning process. They are still influenced primarily by others around them rather than by God’s calling.

Emerging Givers are primarily concerned with their growing lifestyles and with preserving assets to pass on to their children. They may give out of a desire to help others, to reduce their tax burden, or to receive public recognition. Their giving is reactive, rather than strategic – they mostly give as opportunities are presented to them and have often given little or no thought to God’s unique calling on their giving. Although they may feel moved by certain causes or social issues, they are not likely to be closely engaged with any organizations that address those concerns.
Leading Emerging Givers
“As He was going along by the Sea of Galilee, He saw Simon and Andrew, the brother of Simon, casting a net in the sea; for they were fishermen. And Jesus said to them, ‘Follow Me, and I will make you become fishers of men.’ Immediately they left their nets and followed Him.” Mark 1:16-18 (NASB)

Jesus provided a good example for leaders of Emerging Givers when He recruited His disciples. He cast a powerful vision of the Kingdom, called disciples directly to join Him, and gave them assertive instructions. They were new followers who had plenty of enthusiasm, but little knowledge or experience.

When it comes to generosity, your clients must walk before they can run. When working with clients who are Emerging Givers, an advisor must call them to join in the movement of generosity and provide them with clear direction. The important thing is to get them started.

At this stage, it is key to lead by example. Your call to greater generosity will lack credibility if you are not living generously yourself. Consider setting an annual charitable giving goal – not just for your personal finances, but also for your advisory practice. How many dollars can you bring into the Kingdom this year as you influence the hearts of clients through your work as an advisor?
Next Steps
· The goal is to awaken in your clients the idea that God has something to say about their money
· Consider leading a Crown Financial Ministries study and inviting a group of clients to participate
· Ask your clients to begin giving strategically by identifying a specific cause or social issue that moves their heart, such as clean drinking water, poverty alleviation, or adoption. Work with them to research and identify ministries who work in that area
· Encourage your clients to meet with the leadership of the ministries they identify and ask the question: “What does your ministry need that no one else is funding?”
Resources for Clients
The resources below can help your clients get started on their new giving journey. If you haven’t checked these out yourself, do so before you recommend them.
· Fields of Gold by Andy Stanley
· The Treasure Principle by Randy Alcorn
· Managing God's Money: A Biblical Guide by Randy Alcorn
· Generous Living: Finding Contentment Through Giving by Ron Blue and Jodie Berndt
· Raising Money-Smart Kids: How to Teach Your Children the Secrets of Earning, Saving, Investing, and Spending Wisely by Ron and Judy Blue
· Your Money Counts: The Biblical Guide to Earning, Spending, Saving, Investing, Giving, and Getting out of Debt by Howard Dayton
· Don’t Waste Your Life by John Piper
· Crown Financial Ministries (crown.org) provides Bible study materials and resource designed to help groups and individuals learn what God says about money.
· Compass – Finances God’s Way (compass1.org) provides tools, resources, and study materials based on biblical financial principles for believers of all ages.
Go Deeper – Advisor Resources
These resources can help you deepen your existing knowledge and prepare you to offer additional guidance on the next stages of your clients’ journeys:
· God and Your Stuff by Wesley K. Willmer
· Attend a Journey of Generosity (JOG) event – a unique retreat experience designed to help people discover God’s calling on their giving. Familiarize yourself with the process so you can invite clients in the future. Contact your local NCF office to learn more
· Kingdom Advisors offers a variety of biblically sound training and continuing education programs for advisors, including a Qualified Kingdom Advisor designation that can help your practice stand out in the marketplace. Visit kingdomadvisors.org to learn more
· If you or someone you know is pursuing CFP certification, The Ron Blue Institute for Financial Planning offered through Indiana Wesleyan University is an online program based on biblical financial principles that simultaneously fulfills the educational requirements for the CFP certification and the Qualified Kingdom Advisor designation
Stage Two: Maturing Giver
Maturing Givers have realized that God has something to say about money, and desire to increase their understanding of the Bible’s teaching and commands about finances. Their giving is still primarily driven by worldly motivations, but they are beginning to discover God’s calling for their giving, and they are beginning to listen to spiritual counsel when it comes to their finances. They are recognizing new opportunities for them to give strategically, and they are starting to look beyond their family and peers for wisdom as they look “vertically” for guidance from God.
Leading Maturing Givers
“For where your treasure is, there your heart will be also.” – Luke 12:34 (NASB)

After He called His disciples, Jesus asked them to abandon their old securities and invited them to receive grace. To fully participate in the work of the Kingdom, they could not draw their values from their families, peers, or the world. He called them to look beyond the “horizontal” and begin to look above.

This is the most difficult stage of the giving journey, and it requires careful mentoring and guidance from an experienced leader. If Maturing Givers do not receive appropriate guidance during this stage of their journeys, they may remain stuck in this stage for many years – or even regress to Emerging Givers. When working with Maturing Givers, advisors must demonstrate grace and wisdom. As your clients take the first steps toward living out God’s plan for their finances, they may stumble and fail. They will need a humble leader to guide them back toward the path and keep moving forward in their journey.
Next Steps
· To help your clients continue to think strategically about their giving, work with them to set annual charitable giving goals as part of your annual planning process
· Encourage your clients to attend The Gathering or a Generous Giving Annual Celebration of Giving Conference. These are invite-only events, so contact your local NCF office to learn more
· As your clients plan to transfer wealth to their children, encourage them to pray about how they should pass on those resources
· Ask your clients to consider: “What impact do you think this transfer of wealth will have on your children?” Make sure the transfer of wealth will truly accomplish what they desire for their heirs
· Introduce them to the concept of asset-based giving, and consider helping them identify an asset that would be a good candidate for a charitable gift
· Invite your clients to attend Journey of Generosity (JOG) events – retreat-like settings perfect for helping them to deepen their knowledge of God’s teaching about their finances. Visit nationalchristian.com to contact your local NCF office for more information
· If you have clients that are interested in hunting, fishing, golf, skiing, or other outdoor activities, NCF Outdoors can offer unique JOG experience tailored to their interests. Visit ncfoutdoors.com to learn more
Resources for Clients
· Who’s In Charge Here? by E.G. “Jay” Link
· A Life Well Spent by Russ Crosson
· Money: The Currency of Hedonism by John Piper
· Secrets of a Generous Life by Gordon MacDonald
· The Generosity Factor by Ken Blanchard and S. Truett Cathy
Go Deeper – Advisor Resources
· Family Wealth Counseling: Getting to the Heart of the Matter by E.G. “Jay” Link
· Splitting Heirs by Ron Blue
· The Eternity Portfolio by Alan Gotthardt
· Conformed to His Image by Kenneth Boa – especially chapter 20
· Sound Mind Investing by Austin Pryor
· Celebration of Discipline by Richard Foster – especially chapter 6
· Wealth Conundrum by Ralph Doudera
· Money, Possessions, and Eternity by Randy Alcorn
Stage Three: Generous Giver
If Maturing Givers receive wise guidance from experience mentors, they will eventually grow into Generous Givers as they fully surrender to God’s plan for their finances. Although they will still appreciate the worldly benefits of philanthropy, their gifts will be primarily motivated by the realization that they are stewards of God’s resources. They will give proactively, and their giving decisions will be guided by spiritual goals. Generous Givers will be most interested in passing money to their children with a purpose, making charitable gifts during their lifetime, and creating additional wealth to support Kingdom causes.

As they mature, they will begin to use their influence – and not just their dollars – to impact their peers and their community, encouraging others to be generous as well. 
Leading Generous Givers
“You are My friends if you do what I command you. No longer do I call you slaves, for the slave does not know what his master is doing; but I have called you friends, for all things that I have heard from My Father I have made known to you.” – John 15:14-15 (NASB)

As Jesus’ disciples matured, they became more than His faithful servants. In fact, He called them His friends. As their relationship with Jesus deepened, they became co-laborers in the work of building the Kingdom.

By this stage of the giving journey, friendships have developed between you and the clients you are shepherding. You share common objectives, engage in warm discussions, and even laugh together. As they continue to deepen their knowledge and competency when it comes to giving, you may begin to encourage them to use their influence to impact their community.

For most people, this is the final stage of their giving journey. A select few may experience a unique calling from God to encourage others to pursue greater generosity, and will mature to the next level: Giving Advocate.
Next Steps
· Encourage your clients to actively pursue the ministries they care passionately about. As they engage with these organizations, they can discover where there are true needs. Ministry may need more than just dollars from your clients – they may have a need for their time or expertise
· Encourage your clients to expand their generosity to include not just their affluence, but also their influence. Every client will have a network of peers, employees, vendors, and other connections with people in their community.  How can they begin to positively impact the Kingdom by leveraging those connections? 
· Invite your clients to engage in a peer group that focuses on holistic spiritual growth. See the Resources section at the end of this booklet for a list of marketplace ministries your clients can engage 
Resources for Clients
· Splitting Heirs by Ron Blue
· Eternity Portfolio by Alan Gotthardt
· Master Your Money by Ron Blue
· Family. Money. The 5 Questions Every Family Must Answer by David Wills, Terry Parker, and Greg Sperry. Available as a free download at nationalchristian.com/familymoney. 
· Family Wealth Counseling: Getting to the Heart of the Matter by E.G. “Jay” Link
· Conformed to His Image by Kenneth Boa 
Go Deeper – Advisor Resources
As your relationships with your clients deepen into friendships, you can begin to pursue resources together. Read books together, attend conferences, participate in workplace ministries and other events, and regularly compare notes as you explore giving together! Check out the Resources section at the end of this guidebook for a list of helpful items to explore with your clients.
Stage Four: Giving Advocate
A small number of your clients will be called to shepherd others along their giving journeys. Giving Advocates are fully participating in God’s plan for their life and finances. They have experienced the trials and errors of Maturing Givers and grown even more as Generous Givers. Their trust in God when it comes to their finances is deep and has been tested time and again. Their giving goes beyond what is necessary to achieve optimal tax benefits. They have extensive knowledge and experience of giving, and can share powerful giving testimonies from their own life with others. Scripture, prayer, and spiritual advice inform every decision they make with their finances.

Having achieved a high level of competence and experience in their giving, they are now actively investing in others who are in earlier stages of their giving journeys. They regularly participate in transformational activities aimed at changing the hearts of Emerging Givers. 
Leading Giving Advocates
“And Jesus came up and spoke to them, saying, ‘All authority has been given to Me in heaven and on earth. Go therefore and make disciples of all the nations, baptizing them in the name of the Father and the Son and the Holy Spirit, teaching them to observe all that I commanded you; and lo, I am with you always, even to the end of the age.’” – Matthew 28:18-20 (NASB)

As He prepared to ascend into heaven, Jesus delegated authority and responsibility to His disciples. He invested heavily in others so that they could continue the work that He began – calling people to be part of the Kingdom of God.

As your clients mature into Giving Advocates, they will begin to develop their own ideas about giving. Their investment in their communities and the ministries they care about will continue to increase. At this stage, opportunities will emerge to leverage Advocates to spread the word about the generosity movement. As they meet others and share their story of transformation, they will become a referral source for your practice. As they organize events and leverage their influence in their communities, they can begin to shepherd other clients who are in earlier stages of their journeys.
Next Steps
· Encourage Giving Advocates to host and organize NCF Journey of Generosity events. Contact your local NCF office to learn more
· Invite Giving Advocates to attend The Gathering, an annual conference for committed Christian givers to come together and learn, worship, and hear new ideas about generosity. Contact your local NCF office to learn more about this event
· Ask Giving Advocates if they would be willing to mentor other clients as they begin their giving journey
· Host a gathering of Giving Advocates you know – share best practices and address obstacles they face as they mentor their peers
Resources for Clients & Advisors
· The Freedom of Simplicity by Richard Foster
· Lifeshapes by pastor Mike Breen – available at weare3dm.com
· Conformed to His Image by Kenneth Boa
· The Selfless Way of Christ by Henri Nouwen 
 


Giving Journey Assessment
Where are your clients on their giving journeys? This assessment tool can help you identify where a given client is on their journey. Once you know where he are she is, you can lead them in the best possible way.

Note that this tool is designed for you to fill out on your own, rather than with your clients. It may be valuable to take this assessment yourself.

1. What motivates your client’s giving?
· A) A desire to help others, reduce taxes, or to receive public recognition
· B) A growing desire to give as he or she further understands God’s plan
· C) An desire to make an outward material expression of his or her spiritual commitment
· D) A desire to show others how to begin their own generosity journey

2. How does your client decide where to give?
· A) Gifts tend to be reactive and directed largely towards those who ask
· B) Giving is focused toward causes or issues that appeal to him or her
· C) Giving is done intentionally and aggressively to specific causes and organizations for which God has instilled a passion
· D) In addition to other regular gifts, he or she make gifts designed to help others pursue greater generosity

3. What is your client’s view of stewardship?
· A) Believes his or her money is theirs to spend and invest
· B) Is beginning to understand that everything belongs to God and that he or she simply stewards His assets
· C) Views all income and assets in his or her possession as God’s and attempts to use them all as He directs
· D) Experiences the blessings of generosity and of being a “cheerful giver” – giving brings him or her joy

4. How does your client decide how much to spend on lifestyle?
· A) Lifestyle spending tends to match his or her income. As income increases, his or her standard of living rises with it
· B) Beginning to contemplate the impact of lifestyle decisions; he or she may intentionally limit lifestyle spending in order to increase giving
· C) Top priority is using his or her finances for Kingdom purposes, not enhancing lifestyle
· D) Lifestyle spending is of minimal concern; her or she experiences a sense of purpose and calling while encouraging others to be more generous

5. How does your client approach estate issues or inheritance issues?
· A) Primary desire is to maximize the amount of wealth passed to children and family
· B) Wrestles with the competing desires: he or she would like to pass on wealth to children but also wants to give to the Kingdom
· C) Sees assets as a sacred trust and makes family estate decisions based on a desire for intentional transfer of spiritual character and financial capital
· D) Is more energized by helping others experience the joy of giving for themselves than by passing on wealth

6. Where does your client look for advice when making financial decisions?
· A) Follows the advice of trusted peers and advisors – but not necessarily spiritual truth
· B) Open to spiritual truth and guidance from trusted advisors 
· C) Actively seeks God’s spiritual guidance for all giving matters
· D) Is actively following God’s plan for their finances and counsels others in areas of stewardship and giving

Total the number of checks you made in each group:

___  If you answered “A” for 4-6 questions, your client is most likely an Emerging Giver.
___  If you answered “B” for 4-6 questions, your client is most likely a Maturing Giver.
___  If you answered “C” for 4-6 questions, your client is most likely a Generous Giver.
___  If you answered “D” for 4-6 questions, your client is most likely a Giving Advocate.
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Although many advisors use a holistic planning process, the reality is that charitable giving is not often thoroughly integrated into their discussions with clients. When giving becomes part of a plan that addresses all five ways to use money, you can help your clients achieve their dreams and more fully realize their impact on the Kingdom. Once you have started on the giving journey yourself, you will be prepared to help guide your clients on their giving journeys. Your influence as a mentor is the single most important factor in your clients moving forward in their journeys.

In October 2013, U.S. Trust partnered with The Philanthropic Initiative to publish a study entitled, “The Philanthropic Conversation: Understanding Advisor Approaches and Client Expectations.” This sixty-page report presented the results of a survey of professional advisors who work with high net worth (HNW) clients. The report’s executive summary offers several interesting findings that support the idea that advisors should integrate giving into their planning processes and assume the role of mentor or leader in philanthropic discussions with their clients:

1. Most of your clients are already giving. Their motivations may vary, and their gifts may vary in amount and effectiveness, but your clients are most likely already making charitable gifts in some form. Imagine how much more your clients could give if you were walking them through the process? “Giving – whether directly or through the use of a giving vehicle – is nearly universal among HNW individuals. The majority have either discussed philanthropy with an advisor, or is open to discussions.” (U.S. Trust Study of the Philanthropic Conversation, pg. 11)

2. When it comes to charitable giving, advisors must lead by example. Clients are more willing to heed advice about charitable giving when they see their advisors actively living out generosity in their own lives. “For advisors who are actively engaged in their own giving, talking about their experiences with clients can have widespread positive implications for their business. HNW consumers say knowing that an advisor has personal philanthropic experience and knowledge would factor into advisor selection and would enhance the credibility of philanthropic advice provided.” (ibid, pg. 12)

3. Clients want to discuss giving sooner rather than later. It is appropriate to bring up philanthropy early on and integrate it into the overall planning process. “Who initiates the discussion is not as important to HNW consumers as when it is initiated. Nearly all want the subject of philanthropy to be brought up early in the advisor–HNW client relationship (within the first few meetings with the advisor), when they expect their advisor to have fully understood their needs and goals.” (ibid, pg. 11)

4. Clients are less concerned with the technical aspects and tax implications of giving than many advisors expect. When it comes to giving, most clients care about helping others and instilling philanthropic values in their heirs. “While advisors correctly report their clients’ top motivations to give (personal passion, a desire to give back/make an impact), they overestimate the importance of tax benefits and enhancing the family name/business, while underestimating the desire to encourage future generations in philanthropy.” (ibid, pg. 14) 

5. Clients are most concerned with the impact of their giving. Clients who give want to know that their gifts are being used to effectively support causes that move their hearts. “Many advisors believe that a primary reason why a client may hesitate to give is the client’s perceived wealth inadequacy (i.e., concern about running out of money for themselves and their heirs). However, clients are actually more concerned about donations not being used effectively and an increase in donation requests.” (ibid, pg. 14)

6. Discussing giving is good for business. “Most advisors say discussing philanthropy with their clients is good for their business development. The direct benefits include contributing to a more comprehensive, holistic advising approach and helping with new client acquisition. Both advisors and clients agree that these discussions deepen relationships and enhance the credibility of the advisor.” (ibid, pg. 12)

Finding ways to intentionally engage with and lead your clients in their journeys will help them more richly experience the eternal rewards of giving. One of the easiest ways to introduce giving is to make charitable planning an integral part of your normal planning routine. 

Consider how you approach every other area of planning with your clients: you develop questions, set goals and discuss options to accomplish them, examine the implications of planning, and bring practical solutions to the table. If you take the same approach to planning their charitable giving, it will allow you to further develop your clients along their giving journeys.
Recognizing Opportunities to Give
 “I believe in a charitable cause, and I would love to give more – but I can’t figure out how.”

Have you heard these words from your clients? As an advisor, you already understand many of the wisest ways for clients to give, but it is often more challenging to recognize opportunities to further expand their charitable giving using non-cash assets. 

Here are a few questions to ask with your clients that may guide you toward opportunities for them to give non-cash assets:

1. Are they experiencing a spiritual transformation that is leading them to more deeply explore how God has called them to join in the work of His Kingdom?
2. Do they have a desire to give more than they currently give?
3. Do they own appreciated assets that could provide opportunities for increased giving?
4. Are they selling a privately held business interest or appreciated asset (such as publicly traded stock, real estate, or other assets) to family members or third party buyers?
5. Is their income sufficient to provide for their needs for the rest of their lives?
6. Have they indicated a desire to make significant charitable gifts at their death?
7. Are they open to solutions that would allow them to give before their death, so that they may experience the impact of their gifts during their lifetime?
8. Is their giving limited by cash flow constraints or deduction limitations?

This list of questions is not exhaustive – but it does address many of the common situations where non-cash assets may offer opportunities for your clients to increase their gifts.
Basic Charitable Giving Strategies
Once you have recognized good opportunities for your clients to make gift of a non-cash assets, there are several basic strategies available to help them accomplish their charitable goals. Each of these strategies has implications on income, capital gains, and/or estate taxes.

This is just an overview of basic giving solutions. If your clients have more complex needs, NCF is here to help! Visit nationalchristian.com to find a local NCF office that can work with you to identify the right solutions for your clients. 

Giving Vehicles
1. An NCF Giving Fund – An easy-to-establish, low-cost, flexible account for charitable giving. A Giving Fund is more than a repository of charitable dollars – it provides a unique giving experience for your clients that can increase the joy they find in giving. Access your clients’ Giving Funds online to organize, track, and evaluate their giving in a way that saves time, simplifies tax reporting, and allows them to track their giving goals. Visit nationalchristian.com and click “Open Fund” to get started today!
2. A Supporting Organization (SO) – A solution qualified as a tax-exempt public charity that allows clients (or their families or businesses) to manage grant-making to charitable organizations. Following the charitable purposes the SO board establishes, clients can receive administrative, grants management, and investment management support from NCF. Unlike a Giving Fund, an SO can have full-time employees, cover operating expenses, provide benefits (such as a health plan and retirement plan), and provide for family involvement and succession. However, many people combine the benefits of both the SO and Giving Fund to further their giving goals and objectives. Visit https://www.nationalchristian.com/forms/supportingorganization to learn more.
3. A Legacy Giving Fund – An enhanced type of Giving Fund designed to ensure that your clients’ giving intents and granting desires are carried out faithfully, either during or after their lifetime. It provides an innovative way to establish security, permanence, and accountability for giving goals and objectives. Some families use Legacy Funds to train their children while they’re living, while others use it to recommend ongoing grant checks from their Funds for years following their death – rather than a one-time, lump-sum payment to charity. Visit https://www.nationalchristian.com/forms/legacyfund to learn more.

If your clients have non-cash assets that could be given:
4. Give stock – By giving appreciated publicly traded securities to charity rather than gifts of post-tax dollars, your clients can give more while reducing their taxes. Gifts of stock often fit well into annual portfolio rebalancing strategies. Visit our website at nationalchristian.com/stock to learn more.
5. Give-and-Sell Business Interests – Your clients can contribute a portion or all of an appreciated business interest. The asset is contributed to NCF and then sold to a buyer. In most cases, clients will receive an income tax deduction for the fair market value of the gifted business interests and will avoid or reduce capital gains taxes at the time of the sale. Since this is no longer in the estate, they will also not incur estate taxes. Once the asset is sold, the cash value is placed in their Giving Fund and your clients can make charitable gifts. Visit https://www.nationalchristian.com/forms/maximizeyoursale to learn more about this approach.
6. Give-and-Hold Business Interests – Also known as “Charitable Shareholder” and/or “Charitable Owner.” Contribute a portion or all of your clients’ business interests to NCF, which holds them. As long as NCF holds the business interest, the overall tax liability on the ongoing business income is generally lower, allowing your clients to dramatically increase their annual charitable deductions up to the maximum thresholds. Capital gains taxes can be avoided or reduced when the asset is sold. Since this is no longer in the estate, they will also not incur estate taxes. Learn more about this strategy at https://www.nationalchristian.com/forms/usingyourbusiness. 
7. Give-and-Sell Real Estate Interests – Contribute a portion or all of your clients’ appreciated real estate interests, such as raw land, residential and/or commercial property. The asset is contributed to NCF and the client then sold to a buyer. In most cases, your clients will receive an income tax deduction for the fair market value of the gifted real estate and will avoid or reduce capital gains taxes at the time of the sale. Since this is no longer in the estate, they will also not incur estate taxes. Once the asset’s value converted to cash, clients can make charitable gifts using their NCF Giving Fund. Visit https://www.nationalchristian.com/forms/usingyourrealestate to learn more about this strategy.
8. Give-and-Hold Real Estate Interests – Contribute a portion or all of your clients’ income-producing real estate interests to NCF, which can hold them indefinitely. Typically, a percentage of any rental income paid to charity is tax-free, allowing tax savings to continue as long as the asset is held. This strategy allows your clients to dramatically increase their annual charitable deductions up to the maximum thresholds. Since this is no longer in the estate, they will also not incur estate taxes. Learn more at https://www.nationalchristian.com/forms/usingrealestateincome. 
9. Gifts of other tangible assets – your clients may own other assets that could be given. From yachts to cell phone towers, NCF has helped generous givers turn a variety of unusual assets into charitable gifts. To learn more, visit https://www.nationalchristian.com/forms/assetbasedgiving.

If a client needs income:
10. Charitable Gift Annuity (CGA) Strategy – Clients can give NCF cash or assets and receive a tax deduction for the charitable portion of the gift. They receive a contract from NCF committing to pay them an annuity amount for a term or for life. When your clients contribute appreciate assets that are subsequently sold, they can often avoid or reduce capital gains taxes. To learn more about CGAs, visit https://www.nationalchristian.com/forms/charitablegiftannuity. 
11. Charitable Remainder Unitrusts (CRUT) Strategy – Clients may transfer cash or assets into a trust, which has a trustee managing the trust and the assets. They will receive a tax deduction for the charitable portion of the gift. They will receive a percentage of the principal (usually 5-7%) or a fixed amount for a fixed term or for their lifetime. Contributions of appreciated assets that are subsequently sold generally avoid capital gain tax. Learn more details at https://www.nationalchristian.com/forms/charitabletrust. 
12. Give-Sell-Income Strategy – Used during the sale of an appreciated asset, this strategy combines several approaches to provide income and a zero-tax asset transfer: 
· Give some portion of the asset outright. Capital gains will be avoided on this portion, and the gift will provide an income tax deduction that will offset a portion of the capital gains tax incurred when part of the asset was sold.  
· Sell a portion of an asset and keep the proceeds. This will incur capital gains taxes. 
· Use a life income strategy (such as a Charitable Gift Annuity or Charitable Remainder Unitrust) to provide income.  The tax deduction received is combined with the one received from the gift, which can completely offset the capital gains tax incurred during the sale and provide a tax advantaged income for life.

If a client wants to pass on assets to their children and grandchildren, and desires to use income from the asset for ministry purposes:
13. Charitable Lead Trusts (CLT) – CLTs can enable clients to accomplish giving objectives over time, while also leveraging the transfer of wealth to their children, in many cases free of gift taxes. Learn more about CLTs at http://www.nationalchristian.com/forms/charitabletrust. 

This is only an introduction to some of the strategies NCF commonly uses when working with advisors to help their clients give more generously. The NCF Gift Planning team specializes in developing customized solutions for a variety of complex situations, and can help you identify the most effective giving strategies for your clients.

Visit nationalchristian.com to locate your local NCF office and learn more about custom gift illustrations for your clients.
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Books
Fields of Gold by Andy Stanley – When we begin to fully trust God with our finances, radical changes occur in the way we think about money and giving. Andy Stanley shows how those who sow generously can expect to reap the rewards, both in this life and the next.

The Treasure Principle by Randy Alcorn – Randy Alcorn illustrates the joy of giving that occurs when we implement a simple principle into our lives.

God and Your Stuff by Wesley K. Willmer – What is the connection between our earthly possessions and our eternal souls? Learn how our use of possessions is a measure of our character, and how giving can grow our faith and shape us into the stewards God intends us to be.

A Life Well Spent by Russ Crosson – Our children will one day inherit our wealth. Are they prepared? Russ Crosson shows readers how to be deliberate about training their children in finances according to Scriptural principles.

Money: The Currency of Hedonism by John Piper – This booklet examines the concept of Christian motivation as delight, rather than duty.

Secrets of a Generous Life by Gordon MacDonald – This book offers fresh insights on an underappreciated and often overlooked aspect of the Christian life: generosity. 

The Generosity Factor by Ken Blanchard and S. Truett Cathy – A parable that demonstrates the virtues of generosity.

Celebration of Discipline by Richard Foster – This Christian classic is a comprehensive guide to all the basic biblical spiritual disciplines. Chapter 6 is an especially helpful resource for Maturing Givers.

Wealth Conundrum by Ralph Doudera – A wealthy money manager relates his inspiring personal journey of stewardship.

Raising Money-Smart Kids: How to Teach Your Children the Secrets of Earning, Saving, Investing, and Spending Wisely by Ron and Judy Blue – An easy to understand guidebook for parents, this resource illustrates how to prepare children can for financial well-being and security.

Your Money Counts: The Biblical Guide to Earning, Spending, Saving, Investing, Giving, and Getting out of Debt by Howard Dayton – This book addresses the profound impact that handling money has on a person’s relationship with God.

Sound Mind Investing by Austin Pryor – Experienced investment advisor Austin Pryor offers a practical guide to investing from a biblical perspective.

Money, Possessions, and Eternity by Randy Alcorn – This classic bestseller addresses the issues of materialism, stewardship, prosperity theology, debt, and more. An excellent choice for group study or individual financial guidance.

Don’t Waste Your Life by John Piper – A passionate call to deeper significance and making our lives count for eternity.

Splitting Heirs by Ron Blue – A guide to passing along an inheritance without leaving your children with an unhealthy dependence on money.

Eternity Portfolio by Alan Gotthardt – Respected CPA and financial advisor Alan Gotthardt combines biblical teaching with modern investment-portfolio theory and offers practical advice for strategic and satisfying giving.

Master Your Money by Ron Blue – Combines the Bible’s timeless teaching on stewardship and responsibility with up to date advice on financial management and cash control.

Family. Money. The 5 Questions Every Family Must Answer by David Wills, Terry Parker, and Greg Sperry – This book from NCF’s leadership team explores the dynamics of money in families and illustrates how to avoid the common pitfalls of wealth and inheritance.

The Freedom of Simplicity by Richard Foster – This classic work explores the foundation of the discipline of simple living, its fundamental importance in the Bible, and how it has been manifested and taught by God's saints throughout Christian history.

Half-Time: Changing Your Game Plan from Success to Significance by Bob Buford – The middle of our lives can be a frightening time of transition – but it can also be an introspective journey of abundance that will unleash God’s best for you.

Heaven by Randy Alcorn – A refreshing description of the life to come: a world where people lead task-oriented lives with greater mental and physical acuity than ever before.

Four Lessons on Money: From One of the World’s Richest Persons by Charles Edward White – Tells the story of legendary evangelist John Wesley – a man who knew how to make money, and how to spend it.

Choosing to Cheat: Who Wins When Family and Work Collide? by Andy Stanley – Bestselling author Andy Stanley helps us restore our vision of what really matters and guides us in making courageous decisions about our time.

Who's In Charge Here? Beginning Your Life Stewardship Journey by E.G. “Jay” Link – The founder of Stewardship Ministries challenges believers to live radically as they consider their money, possessions, and lifestyle in the context of stewardship.

To Whom Much is Given by E.G. “Jay” Link – To whom much is given, much is required. Jay Link helps wealth believers navigate the ten life dilemmas they face as they steward the resources God has entrusted to them.

The Selfless Way of Christ: Downward Mobility and the Spiritual Life by Henri Nouwen – This short devotional offers a penetrating reflection on the challenge of the spiritual life and calls us to imitate Christ’s example of downward mobility.

Family Wealth Counseling: Getting to the Heart of the Matter by E.G. “Jay” Link – Most new millionaires are first generation. As wealthy believers prepare to pass along resources to the next generation, it is paramount that they learn how to pass wealth on to their children in ways that will enhance all of our lives. This book seeks to help believers think through important estate planning issues.

Generous Living: Finding Contentment through Giving by Ron Blue and Jodie Berndt – Generous people freely give their time, talents, wealth, and other resources. Ron Blue explains why an openhanded spirit is the key to freedom, contentment, and joy.

Stories of the Generous Life by William F. High – The CEO of National Christian Foundation Heartland and founder of Generous Life provides inspiring stories of ordinary philanthropic individuals from Kansas City and beyond pursuing truly generous lives.

Business by the Book by Larry Burkett – This bestselling book offers radical biblically based principles of business management that go beyond the Ten Commandments and other biblical maxims.

Managing God's Money: A Biblical Guide by Randy Alcorn – packed with Scripture references, this easy-to-follow reference tool breaks down exactly what the Bible has to say about how we are to handle our money and possessions.
Websites
National Christian Foundation (nationalchristian.com) – Learn more about NCF, find a local NCF office near you, and manage your clients’ giving online!

Open a Giving Fund (nationalchristian.com/open) – Opening an NCF Giving Fund for your clients is quick and easy! Once their fund is created, it’s easy to track their giving goals and encourage them. No matter how many charities they give to using their Giving Fund, they will receive just one receipt at tax time!

NCF Resources for Advisors (nationalchristian.com/advisors) – Visit the advisors section of our website for additional resources and tools to use with your clients. Sign up for our email newsletter and read our advisor blog, where you can find additional ideas for inspiring generosity in the hearts of your clients.

NCF Blog (nationalchristian.com/blog) – Our giver-facing blog offers a variety of short posts that can help you inspire your clients to give more – and give them creative ideas for giving.

NCF Videos (nationalchristian.com/videos) – Sometimes complex giving solutions are easier to understand in motion. Check out the videos section of our website for a wealth of content, including videos describing NCF solutions, giver testimonies, and inspiring stories of generosity.

NCF Resources (nationalchristian.com/resources) – Our online resources section is packed with inspiring giver testimonials, helpful “concept sheets” that illustrate NCF solutions for your clients, and other resources designed to help your clients pursue deeper generosity.

NCF Outdoors (ncfoutdoors.com) – A platform within National Christian Foundation that offers Journey of Generosity events tailored specifically for business leaders, professional athletes, hunters and outdoor enthusiasts. 

Crown Financial Ministries (crown.org) – Dedicated to equipping people around the world to learn, apply, and teach biblical financial principles, Crown provides a variety of study materials to help believers learn what God has to say about money.

Generous Giving (generousgiving.org) – Through Journey of Generosity retreats and regional and national conferences, Generous Giving seeks to motivate followers of Christ to greater biblical giving and see them transformed for revolutionary generosity.

Kingdom Advisors (kingdomadvisors.org) – A professional education, training, and development organization that seeks to engage, equip, and empower Christian financial professionals and advisors for Kingdom impact. Kingdom Advisors offers continuing education courses, conferences, and resources designed to equip advisors to realize and activate their spiritual calling.

The Ron Blue Institute for Financial Planning (indwes.edu/ron-blue-institute) – The Ron Blue Institute for Financial Planning offered through Indiana Wesleyan University is an online program based on biblical financial principles that fulfills the educational requirements of the CFP certification.

Compass – Finances God’s Way (compass1.org) – A worldwide non-profit interdenominational ministry that teaches people of all ages how to handle money based on the principles found in the Bible.

3DM (weare3dm.com) – 3DM trains churches and Christian leaders to do discipleship and mission in an increasingly post-Christian world. Pastor Mike Breen developed “The Square” model adapted from Lifeshapes for this booklet. Lifeshapes is available in ebook and DVD form in the 3DM online store.
Conferences
Chick-Fil-A Leadercast (leadercast.com) – This annual webcast is designed to change the way the world thinks about leadership by building leaders worth following.

The Gathering (gatheringweb.com) – A community of givers who are connected like a family, taking joy in partnering with God in what He is doing in the world at this time in our lives.

Global Leadership Summit (willowcreek.com/events/leadership) – This conference exists to transform Christian leaders around the world with an injection of vision, skill development and inspiration for the sake of the local church.
Marketplace Ministries
CBMC (cbmc.com) – Offering forums, discussion groups, weekly teams, and a variety of inspiring events, CBMC brings Christian businessmen together to share life stories and learn Biblical ethics and other topics.

Convene (convenenow.com) – A community that provides Christian business mentoring and counseling to CEO's and business owners from a variety of industries across the United States.

CRU (cru.org) – Cru helps people in every segment of society – from students to athletes to families to business professionals – truly follow Jesus Christ.

Fellowship of Companies for Christ International (fcci.org) – A global fellowship of business leaders, FCCI provides international and regional conferences, transformational business groups, mentoring relationships, and other resources.

Lifework Leadership (lifeworkleadership.org) – Offers unique monthly session meetings that focus on the leadership journey of Jesus. Experience opportunities to interact with prominent local leaders in a case study format, and learn from nationally recognized speakers. 
New Canaan Society (newcanaansociety.org) – A network of men joined by a common desire for a deep and abiding friendship with Jesus, and lasting and transparent friendships with each other.

Pinnacle Forum (pinnacleforum.com) – A network of leaders committed to personal and cultural transformation centered on the values of Jesus.

The C12 Group (c12group.com) – offers leadership roundtables, coaching, and a variety of other resources designed for Christian CEOs and business leaders.

The Chuck Colson Center for Christian Worldview (colsoncenter.org) – The Colson Center offers leadership training and mentoring through a variety of programs, curricula, and online and DVD study courses.

The Master’s Program (mastersprogram.org) – A unique mentorship program for leaders designed for business professionals, The Master's Program combines business experience and individual strengths with personal interest in Kingdom opportunities.

The Navigators (navigators.org) – An international, interdenominational Christian ministry established in 1933 as an outreach for followers of Jesus Christ to help others come to know and grow in Him as they navigate through life – a goal embodied by The Navigators motto, “to Know Christ and to Make Him Known.”

Truth At Work (christianroundtablegroups.com) – offers seminars, roundtable discussion groups, programs, products, services and content designed to help Christian business leaders integrate their faith into the marketplace.






Our vision is to mobilize an unprecedented abundance of Kingdom resources to accomplish every good work.

Our mission is to enable followers of Christ to give wisely to advance His Kingdom.

“And God is able to make all grace abound to you, so that always having all sufficiency in everything, you may have and abundance for every good deed.” – 2 Corinthians 9:8 (NASB)

“Eighty percent of the world’s evangelical is in North America – and the total represents way more than enough to fund the fulfillment of the Great Commission.” – Generous Living: Finding Contentment through Giving by Ron Blue and Jodie Berndt

“When you meet with a ministry leader and ask: ‘What would you do if you had all the money and all the right people you needed carry out your mission?’ – it is then that you begin to hear the voice of God.” – Thomas McCallie, The Maclellan Foundation

“For advisors who are actively engaged in their own giving, talking about their experiences with clients can have widespread positive implications for their business.” – “The Philanthropic Conversation: Understanding Advisor Approaches & Client Expectations,” U.S. Trust Report, pg. 12

“But just as you excel in everything – in faith, in speech, in knowledge, in complete earnestness and in your love for us – see that you also excel in the grace of giving.” – 
2 Corinthians 8:7 (NIV)

“From everyone who has been given much, much will be required; and to whom they entrusted much, of him they will ask all the more.” – Luke 12:48 (NASB)

“In most cases, people spend 40 years accumulating wealth, 20 years trying to preserve it, and about 40 minutes deciding how it will be dispensed when they’re gone.” – Family. Money. by David Wills, Terry Parker, and Greg Sperry

“Your influence as a mentor is the single most important factor in your clients moving forward in their journeys.”
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