
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Tax laws and tips for client conversations. 
 

Greetings from the Community Giving Foundation! As the end of the year draws closer, 

we’re looking forward to working with so many of you to structure and fulfill your clients’ 

charitable giving goals for 2024. The Foundation is honored to be your very first call 

whenever the topic of charitable giving pops up during client conversations. 

 

Join us tomorrow (10/22) for a special seminar led by 21/64. This free session will be 

held from 4-6pm at Monty’s (Bloomsburg), and focus on having impactful philanthropy 

conversations with your clients. Learn more and register online here. We hope to see 

you there! 

 

 

Here’s what’s trending: 

 

• Our hearts go out to the millions of people affected by Hurricane Helene and 

Hurricane Milton. Community foundations are positioned to come together in 

times of disaster, making it as easy as possible to donate to relief efforts. Reach 

out to the Foundation for more information. 

 

• Make a note on your calendar of upcoming key dates that may be relevant to 

your clients, including National Estate Planning Awareness Week (October 21-

27), National Philanthropy Day (November 14), and Giving Tuesday (December 

3). These well-publicized events make it even easier to bring up charitable 

planning during client conversations. 

 

 

 

https://2164.net/
https://csgiving.org/professional-advisors
https://www.commfoundations.com/blog/2024/10/1/community-foundations-activate-hurricane-helene-response-funds
https://www.commfoundations.com/blog/2024/10/9/fimi9y8uzbx835m0yp41nlpa108jr6
https://www.naepc.org/events/awareness_campaigns
https://community.afpglobal.org/afpwny/npdwny/aboutnpd
https://www.givingtuesday.org/participate/


In this month’s newsletter, we’re diving deeper into these two topics: 

 

• Election year dynamics make it even harder to predict potential changes to tax 

laws that could impact your clients’ charitable giving plans. The Foundation offers 

high-level observations about the major areas of tax policy that could be 

impacted by election results. As always, we’re committed to keeping you up to 

date, even in the absence of a crystal ball. 

 

• Clients expect you to ask them about charitable giving. “Oh, I do that,” you might 

say to yourself. But clients may have a different impression. The Foundation 

offers simple tips and techniques to help you meet clients’ expectations for 

including philanthropy in the conversation. 

 

Thank you for the opportunity to work with you and your charitable clients! We look 

forward to your emails and phone calls as 2024 winds down, and we’re excited about 

continuing our conversations in 2025 and beyond. 

 

Alyssa Meyers-Sanonu, Foundation Director of Philanthropy 

570-752-3930 ext. 3 (office) • 570-850-3504 (cell) • ameyers-sanonu@csgiving.org  

 

 

 
 

Into the great unknown. 
 

Humans crave certainty, and that is certainly not what we have right now during election 

season, especially where taxes are concerned. Your clients who support charitable 

causes may be wondering how the election outcomes might impact their philanthropic 

plans. You’re probably wondering that, too! 

https://csgiving.org/professional-advisors
mailto:ameyers-sanonu@csgiving.org


 

Of course, no one has a crystal ball. It is impossible to predict tax law changes, and that 

will still be the case to some extent even after the elections. So much can change 

between a tax proposal and what is ultimately enacted into law. Still, let’s break down at 

a very high level where the proposals are trending and what might happen with 

charitable giving depending on the outcome of the November elections. 

 

Capital gains tax: 

• Donald Trump has not yet formally proposed a new tax policy on capital gains. 

• Kamala Harris has called for an increase on the top long-term capital gains tax 

rate to 28% for taxable income above $1 million. This change could translate into 

more incentive to give appreciated assets to funds at the Community Giving 

Foundation and other charities. 

 

Income tax: 

• Trump could make income tax cuts permanent. These cuts are currently subject 

to next year’s scheduled sunsetting of provisions in the 2017 Tax Cuts and Jobs 

Act. Note that in this scenario, the higher standard deduction under the Act would 

presumably continue, reinforcing what may have observed as a chilling effect on 

charitable donations. 

• Harris has proposed expanding several tax credits, but sources opine that it is 

still unclear whether the higher standard deduction would be allowed to sunset. 

 

Estate tax: 

• Trump has indicated that he will prevent the estate tax cuts (i.e., higher estate tax 

exemption) from expiring. 

• Harris appears to signal that she would increase estate taxes, perhaps leaning 

toward the policies laid out in President Biden’s Fiscal Year 2025 Budget 

Proposal, which modeled tightening the estate tax. If the estate tax exemption 

were to drop according to the sunset provisions under current law, or if other 

changes were to increase the estate tax, high net-worth taxpayers would have a 

greater tax incentive to make large charitable gifts and bequests. 

 

Remember that it’s not only the presidential election that will impact tax changes. 

Passing actual laws depends on the make-up of Congress, too. As always, the team at 

the Foundation stays on top of legal developments impacting techniques that are a 

good fit for your clients’ charitable planning. We’ll keep you posted during election 

season and throughout the year. 

 

 

https://taxfoundation.org/research/federal-tax/2024-tax-plans/
https://www.cnbc.com/2024/08/20/trump-harris-economic-plan-taxes.html
https://www.nytimes.com/2024/09/04/us/politics/harris-tax-break-small-business.html?smid=nytcore-ios-share&referringSource=articleShare
https://www.newsweek.com/trump-tax-plans-everything-you-need-know-1926880
https://philanthropy.indianapolis.iu.edu/news-events/news/_news/2024/tax-law-change-caused-us-charitable-giving-to-drop-by-about-20-billion-new-study-shows.html#:~:text=The%20TCJA%20substantially%20reduced%20the,the%20standard%20deduction%20in%202018.
https://www.cnbc.com/2024/08/20/trump-harris-economic-plan-taxes.html
https://www.crapo.senate.gov/media/newsreleases/washington-examiner-will-kamala-harris-let-the-trump-tax-cuts-expire
https://kulzerdipadova.com/news/harris-plans-to-dramatically-increase-estate-taxes/
https://taxfoundation.org/research/all/federal/biden-budget-2025-tax-proposals/


At a loss for words? Tips for starting a 
charitable giving conversation. 

 

Attorneys, CPAs, and financial advisors certainly are not strangers to tough questions. 

Indeed, the mix of money, family and mortality is a potent combination that almost 

always creates an emotionally-charged planning environment, whether the matter at 

hand is tax planning, updating wills and trusts, or structuring retirement portfolios. 

 

Why, then, are so many advisors reluctant to bring up charitable giving during client 

meetings when the topic itself is so uplifting? In some cases, you may feel like you don’t 

know enough about the technical tax planning aspects of charitable giving to be able to 

offer sound advice. In other cases, you may be concerned about taking the planning 

process off course into areas where the client doesn’t want you involved. Or maybe you 

don’t feel you have a good enough grasp of the client’s big picture to truly recognize 

opportunities for charitable planning that are a win-win for the client’s favorite causes 

and the client’s tax and financial plan. 

 

Guess what? There is no need to worry! The Community Giving Foundation has you 

covered. Consider the following: Clients are expecting you to bring up charitable giving; 

studies reveal a disconnect between what clients and advisors assume and perceive. 

So, if you think to yourself, “Oh, I asked about that,” think again because the client may 

disagree. Did you approach the question with sincere interest, or were you just checking 

a box? 

 

What’s important here is that the Foundation team is your technical back up! You 

absolutely do not need to know the ins and outs of the charitable deduction rules, the 

details of Qualified Charitable Distributions, or how a donor advised fund or charitable 

remainder trust operates. Our team is just an email or phone call away, and we’re happy 

to support you and be part of the team to meet the client’s objectives. 

 

And this does not need to be hard. While plenty of resources offer excellent suggestions 

for how to bring up charitable giving in conversations, many advisors tell us that they 

have to keep it even more simple. We understand that you don’t have time to ask a 

briefcase full of questions. That does not mean, however, that you can’t have a 

meaningful conversation. Even just two minutes is plenty if you show genuine interest in 

the client’s intentions and connect them to the Foundation. 

 

For example, the charitable planning part of a client meeting could be as simple as this: 

“Okay! Now that we’ve taken a look at your retirement projections, beneficiary 

designations, and portfolio allocation, let’s check in on charitable giving. Bring me up to 

speed on your involvement with community organizations.” Then, let them talk. If they’re 

https://www.nasdaq.com/articles/im-a-financial-advisor:-heres-why-your-advisor-needs-to-ask-you-these-5-uncomfortable
https://www.bankofamerica.com/content/documents/philanthropic/Philanthropic_Conversation_Executive%20_Summary.pdf
https://tpi.org/talking-to-clients-about-philanthropy-now-that-you-know-the-why-heres-the-how/
https://www.cnbctv18.com/personal-finance/estate-planning-crucial-for-sustaining-financial-legacy-explained-19460965.htm


not involved in any community organizations, they’ll tell you. And if they are, they’ll tell 

you that, too. 

 

If the client is indeed involved in community organizations, let them know that you are 

happy to connect them to the team at the Foundation or, better yet, tell the client that 

you’d be happy to invite a professional from the Foundation to your next meeting. Your 

priority as their advisor is to bring professionals to the table to help achieve their 

charitable giving goals. 

 

Of course, this sample dialogue is over-simplified for illustration purposes. But truly, it 

does not need to be much more complicated than that. Next time you meet with a client, 

give this simple approach a try. You might be surprised at how easy it is, and how much 

the client appreciates your interest in areas of their lives that go beyond dollars-and-

cents transactions and legal documents. It is the Foundation’s honor to work with you 

and your charitable clients. 

 

 

The team at the Community Giving Foundation is a resource and sounding board as 

you serve your philanthropic clients. We understand the charitable side of the equation 

and are happy to serve as a secondary source as you manage the primary relationship 

with your clients. Learn more at csgiving.org/professional-advisors. This newsletter is 

provided for informational purposes only. It is not intended as legal, accounting, or 

financial planning advice. 

 

 
 

The Community Giving Foundation is a 501(c)(3) organization that develops, manages, 

and distributes funds for charitable purposes in communities across the Central 

Susquehanna region of Pennsylvania. 

 

725 West Front Street • Berwick, PA 18603 • 570-752-3930 • csgiving.org 

https://csgiving.org/professional-advisors
https://csgiving.org/

