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em that always arises out
ylanning meetings is the
of charitable giving —

t is for the current year or

a legacy gift. I, along with many
of my peers, have been amazed at
the generosity of this community.
We see it in gifts for critical
needs that go to the United Way
or other qualified charities and in
endowment contributions directed
to the Community Foundation.

When we think about charitable
giving, we tend to concentrate
on more wealthy individuals and
larger gifts (Max and Marian
Farash are recent examples). You
can’t pick up a newspaper or
business magazine without seeing
an article about Warren Buffett or
Bill Gates and many others who
signed a pledge to donate the bulk
of their vast fortunes to charity.

But the transfer of wealth study
opened my eyes to the fact that we,
as a community and as professional
advisors, need to also counsel our
charitably inclined clients who
are not “super rich” to help their
community without impairing their
desire to leave something to their
children and grandchildren.

This study also reminded me
of Joe U. Posner, who was one of
the founders of the Community
Foundation. Joe always espoused
(and practiced) the concept that you

should treat your community as
one of your children. His reasoning
was very simple — the majority

of us lived, worked, played, and
made a living in this community, so
why not leave it something so that
it may become a better place for
succeeding generations who wish
to do the same? ¢

A typical estate in our region
might consist of a home, some
life insurance, some stocks and
a retirement plan. Add that up
and it’s not unusual to see estates
of $500,000 to $1.5 million or
more. Ifa $1.5 million estate
designated 5% (or $75,000) to an
unrestricted fund at the Community
Foundation, that sum would grow
and become a significant asset for
the community when combined
with many other similar gifts. In
addition, children of this estate
would not be decimated by only
inheriting $1,425,000.

As we enter this year-end stretch
of financial “tweaking” to our
income tax and estate planning,

I encourage my colleagues and
their clients who don’t consider
themselves as “rich” to think about
making our community and its
future one of your heirs.



