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THE DALLAS FOUNDATION
Here for Good

How The Dallas
Foundation can Help
with Non-Cash Assets

iving complex assets during a

donor’s lifetime can simplify

estates, lessen tax liability in
business owner exit strategies, and give
donors options for charitable giving
beyond what they could comfortably
manage with cash.

Many people hold their most
significant wealth in non-cash assets
such as real estate, IRAs, closely held
stock, antique collections, art, annuities,
and oil and gas interests, just to name a
few. With the proceeds from a sale of
non-cash assets, The Dallas Foundation
can help create a fund that will turn one
gift of property into many gifts to charity.
Gifts can also be structured to provide
lifetime income, retain use of residential
property, or provide ongoing
involvement in giving.

There are as many possible scenarios
as there are donors and clients, so we
welcome the opportunity to help you
structure your client's giving. Many of our
relationships begin with a single question
or discussion of options. Even if these
efforts do not result in a gift, we want to

hear from you.

FOR MORE INFORMATION ABOUT
THE DALLAS FOUNDATION,
PLEASE CONTACT:

VICTOR KORELSTEIN,
DIRECTOR OF DEVELOPMENT
214.741.9898
OR
VKORELSTEIN@DALLASFOUNDATION.ORG
OR VISIT
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Creative Charitable Planning with Non-Cash Assets

By Bryan Clontz, CFP®, President, Charitable Solutions, LLC
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PRESIDENT,
CHARITABLE SOLUTIONS, LLC
JACKSONVILLE, FLORIDA
404-375-5496
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Bryan Clontz is president of Charitable
Solutions, LLC, a charitable gift
annuity risk management, gift annuity
reinsurance brokerage and non-cash
asset consulting firm. Mr. Clontz spoke
to professional advisors at The Dallas
Foundation’s 12th Annual Charitable
Planning Seminar on January 15, 2009,
on the subject of Creative Charitable

Planning with Non-Cash Assets.

utright charitable gifts of

non-cash assets may always

be a tax advisor's dream and
a charity's nightmare. From the
donor’s tax perspective, cash is usually
the worst gift option, appreciated stock
is usually next best, and some form of
real estate might be the best. You've
probably heard the statistics: Privately
held, non-cash assets represent
approximately four to six times the
entire value of the stock market, yet
over 80 percent of these gifts are
estimated to be initially declined by
charities. The non-cash gifts that are
accepted represent about three to five

percent of all giving.
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Why do charities frequently
decline non-cash assets?
Non-cash gifts are frequently
declined because they can carry risks
and complications. In general terms,
non-cash assets include all forms of
real estate, closely held C and S-Corp
stock, limited partnerships, artwork
and collectibles, and other assets.
All of these have distinct and inherent
risks. For real estate, the risks are
more obvious: environmental issues,
liquidation concerns, property
management functions, etc. For
limited partnerships, the risks might
be more subtle: ongoing UBIT
(unrelated business income tax)
liability or increased annual audit

discussions, etc.

How to help clients give
non-cash gifts directly to
charity

When a client shows interest in
donating a non-cash item to charity,
professional advisors must determine
whether a charity has the ability to
accept the particular gift. Most rela-
tively sophisticated charities have gift
acceptance policies. These are policy
and procedure manuals that set forth
what assets will be accepted, in what
form and in what way. These docu-
ments also should describe strategies
for reducing the risk of accepting
non-cash gifts, such as requiring
environmental appraisals for real
estate donations or legal reviews of
partnership agreements.

Professional advisors can help
smooth and speed the transaction by
thinking through the questions any
wise nonprofit executive would ask
about a non-cash gift:

1. What is the asset and what is its
fair market value?

2. Who/what owns the asset?

3. Is it a gift of a partial or entire
interest?

4. Does it have any debt?

5. What are the donor’s goals -
outright gift, life income gift or
testamentary gift?

6. Is it a capital asset or ordinary
income asset?

7. Are there any tax implications to
the donor or the charity?

8. Are there any potential buyers
and, if so, how far along are the
discussions?

9. What is the expected holding
period and what management
issues should be addressed?

10.When does the donor wish to

make the transfer?

Advisors should be aware that
some charities may be wary of non-
cash donations, because they usually
require more staff time and research
than simple gifts of cash or
public stock.

And even the most eager non-
profits, with the most exhaustive gift
acceptance policies, will not be able
to handle all the non-cash gifts
they're offered. One of the most
common reasons for a charity
declining or losing non-cash assets is
the lack of decision-making speed.
Many donors will call on Monday and
want an answer by Tuesday, and
nonprofits can rarely act with such
haste. When this occurs, professional
advisors should be aware of

other options.

Helping clients give through
charitable intermediaries

If your client’s favorite charity
cannot accept a non-cash asset
directly, advisors should consider
using a charitable intermediary to
give indirectly.

(Creative Charitable Planning continued on back)

= DALLAS, TEXAS 75202

DALLASFOUNDATION.ORG



Additional resources about
non-cash giving

Mr. Clontz has provided a list of
additional resources about non-cash
giving that is available from The

Dallas Foundation.

Mr. Clontz also recommends
Professional Advisors’ Guide to
Planned Giving by Kathryn W.
Miree, which can be purchased at

www.aspenpublishers.com.

SAVE the DATE

13TH ANNUAL
CHARITABLE PLANNING SEMINAR
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TEN CHARITABLE PLANNING IDEAS
FOR A DIFFICULT ECONOMIC
ENVIRONMENT
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Community foundations such as

The Dallas Foundation have long
served an important role in accepting
complex assets on behalf of other
charities. Generally, they take on all
the risks of accepting the gift, then
manage the assets and liquidate the
property. The proceeds are typically
added to a fund in the charity’s name
with a spending policy defining what
income interest will be granted
annually. The community foundation
will also allow the proceeds to be
deposited in a donor advised fund
with the donor retaining the ability to
advise or recommend future grants.

Examples of non-cash
assets that The Dallas
Foundation can accept:

m  Appreciated stock

= Artand collectables

= Mineral rights

= Real estate

m Privately held C corporations
= S corporations

m LLCs

m Limited partnerships

m Life insurance

= IRAs and annuities
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Stuart Bumpas, Locke Lord Bissell & Liddell
Chairman, Advisory Council

Jesse T. Abercrombie, Edward Jones Investments

Gary Ahr, ChFC, AHR Financial Group

Todd R. Amacher, Robertson, Griege & Thoele

Larry K. Anders, Summit Alliance Companies

Barbara M. Anderson, Attorney at Law

Jimmy Averitt, BDO Seidman

Sharon J. Baca, CFP, Spectrum Strategies

Donald Bailey, CFP, CIMA, Merrill Lynch

Jayson Bales, CFS, Spectrum Strategies

Michael D. Baril, Financial Planner

James C. Beach, Bright & Bright

Norma L. Beasley, B & W Investments

Charles M. Best, II, Alliance Financial Group, Inc.

Charles Birdsong, The Hartford Advanced Planning Group

Santo Bisignano, Jr., Bisignano & Harrison

Jan Hart Black, Civic Volunteer

Kalita Beck Blessing, Quest Capital Management, Inc.

Truman G. Blocker, IV, Spectrum Strategies

James Braden, Brownlie & Braden

Jon M. Bradley, Weaver & Tidwell

Thomas D. Brittain, Glast Phillips & Murray, PC

Patrick S. Carrigan, Smith Barney

John M. Collins, Haynes and Boone

Edward A. Copley, Ir., Akin, Gump, Strauss, Hauer & Feld

Deborah A. Cox, JP Morgan Private Bank

Ronald R. Cresswell, Locke Lord Bissell & Liddell

Dodee Crockett, Merrill Lynch

W. Bennett Cullum, Bell, Nunnally & Martin

W. Richard Davis, Jr., Robert W. Baird & Co.

Kamal N. Daya, CFP, The Nautilus Group

Brian L. Dethrow, Jackson Walker

Cory M. Dowell, Bernstein Global Wealth Management

Mary H. Durie, CFP, Quest Capital Management, Inc.

William S. Dykeman, JP Morgan Private Bank

John A. Eads, Smith Jackson Boyer & Bovard

Christopher D. Fay, Smith, frank & Partners

Robert E. Feiger, Friedman & Feiger

Barbara B. Ferguson, Thompson & Knight

Brant C. Ferguson, Smith Barney

James B. Fincher, Burch Fincher & Company, CPAs, PC

Barry N. Finkelstein, Barry N. Finkelstein, CPA

Robert J. Firth, Merrill Lynch Private Banking &
Investment Group

Derek L. Fletcher, Winstead Sechrest & Minick

David Folz, Texas Capital Bank

William J. Goodwin, U.S. Trust Company of Texas, N.A.

Eric Gough, Financial Planner

Joe M. Graham, Graham Investments

Donald J. Hahn, Jr,, Collins Basinger & Pullman, PC

Greg Hall, CPA, CFP, Tolleson Wealth Management

Jeffrey S. Hamilton, Mincey - Carter, PC.

John W. Harris, Snell, Wylie & Tibbals

Bob D. Harrison, Bisignano & Harrison

Jack W. Hawkins, Gardere Wynne Sewell

James O. Hutcheson, Regeneration Partners

Mark A. Jaudes, Insurance Designers

Douglas G. John, UBS Financial Services, Inc.

Charles R. Johnson, Johnson Jordan Nipper & Monk

William D. Jordan, Johnson Jordan Nipper & Monk

Stanford M. Kaufman, Stanford M. Kaufman & Associates

Tom D. Kingsley, Smith Barney

Robert Kipp, KBA Group

Robert H. Kroney, Kroney Morse Lan, PC

Robert Lane, Lane Gorman Trubitt

Sheryl B. Latham, Attorney at Law

George T. Lee, Jr, Attorney at Law

Eleshea D. Lively, Kroney Morse Lan, PC

Fred Lohmeyer, Taylor Lohmeyer PC

Lynne J. Luby, Luby & Associates

Eric D. Marchand, Meadows, Collier, Reed,
Cousins & Blau

Tommy McBride, Merrill Lynch

Carmen M. McMillan, The McCracken Co.

Curtis W. Meadows, Jr,, Thompson & Knight

J. Mitchell Miller, Haynes and Boone

James Mincey, Jr,, Mincey - Carter, PC

John Mockovciak, IIl, Robert W. Baird & Co.

William R. Moss, CPA, /AS

Kathy Muldoon, Carter Financial Management

Jeffrey A. Murlette, CPA, Weaver & Tidwell

Alex E. Nakos, Malouf Lynch Jackson & Swinson

Ira L. Nevelow, Weaver & Tidwell

Jane Nober, Consultant

Keith V. Novick, Gardere Wynne Sewell

E. E. Nowlin, Deutsche Bank

Colleen M. O'Donnell, Strategic Wealth Partners

R. David Parrish, Goldman Sachs

David ). Patterson, Evos

Joan Peurifoy, CFP, Financial Network
Investment Corporation

Robert C. Prather, Sr., Snell, Wylie & Tibbals

J. Clint Pugh, Saville Dodgen & Company

Andy Raub, Raub Capital Management

Dale R. Reed, IIl, Merrill Lynch Private Client Group

Rust E. Reid, Thompson & Knight

John L. Roach, John L. Roach, Inc.

James Y. Robb, Ill, Perot Services

David M. Rosenberg, Thompson & Knight

David T. Ross, J.D., LLM., Bank of America -
Philanthropic Management

John K. Round, Strasburger & Price

Pat Rutland, South Texas Money Management, Ltd,

Roger A. Shake, Legacy Consulting Group

David C. Sharman, Brown Brothers Harriman
Trust Company

Terry Simmons, Thompson & Knight

Steven L. Skov, Law Offices of Steven L. Skov

Edward V. Smith, IIl, Edward V. Smith Ill, PC

R. Scot Smith, Smith Barney

John D. Solana, Solana & Associates, PC

Elizabeth E. Solender, Solender/Hall, Inc.

Richard J. Szelc, Neuberger Berman

C. Albert Tatum, Ill, Investments

Kenneth B. Travis, TravisWolff

James K. Webb, Webb Financial

Paul H. Welch, Fiduciary Financial Services
of the Southwest, Inc.

Stephen A. White, Investments

Robert E. Wilbur, Robert E. Wilbur, Attorney
at Law, PC

Donald G. Williamson, Attorney at Law -
Mediator

Clark Willingham, Barnes & Harrington, PC

Sondra Wilson, C.PA., Fiduciary Financial
Services of the Southwest, Inc.

Lawrence M. Wolfish, Esq., Wolfish & Newman, PC

Scott A. Wood, True North Advisors

David R. Work, Esq., Merrill Lynch Trust
Company, FSB
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