
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Supporting local needs and “if this, then that” 
case studies. 

 

Hello from the Community Giving Foundation! We hope all is well as 2025 gets fully 

underway. Our team is grateful that so many attorneys, CPAs, and financial advisors 

have already reached out to ask questions about charitable planning techniques that 

could be a good fit for your clients. It is our honor to be your first call when the topic of 

philanthropy arises. Here’s what’s been trending with advisors recently. 

 

• As tax time approaches, you may encounter one or more of three scenarios 

related to the timing of IRA distributions, business succession planning, and 

opportunities to give appreciated stock. Check out Foundation tips captured in 

our popular “if this, then that” mini case study format. 

 

• Local issues are top of mind for many of your clients. The Foundation is 

uniquely positioned to help your clients make the biggest difference in the areas 

of our community’s greatest needs while also helping your clients support the full 

range of their charitable interests. 

 

• The aftermath of wildfires in Southern California is heartbreaking, to say the 

least. Community foundations are here to help you and your clients navigate the 

options for effective and trusted ways to provide financial support. 

 

It is our honor and pleasure to work with you and your clients. Thank you for partnering 

with the Community Giving Foundation. We wish you all the best in the coming weeks! 

 

Alyssa Meyers-Sanonu, Foundation Director of Philanthropy 

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

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


 

 

 
 

“If this, then that”: Scenarios to consider as 
tax time approaches. 

 

As attorneys, CPAs, and financial advisors, you are well aware that you have clients’ 

attention when tax season rolls around. This makes it a great time to cover tax 

planning strategies for the current year and beyond. To help incorporate charitable 

giving topics into your tax season client conversations, we’ve put together tips to 

address three scenarios where the Community Giving Foundation can assist your 

efforts. 

 

Evaluate QCDs sooner rather than later. 

 

• If: Your client missed the 2024 deadline for a Qualified Charitable Distribution. 

• Then: Make sure the client took an RMD for 2024 (if required to do so). Start 

planning now for 2025 QCDs, paying very close attention to the required process. 

QCDs are an excellent tool for your clients who’ve reached the age of 70 ½ to give 

to a designated, field of interest, or unrestricted fund (donor advised funds are not 

eligible), but if the client waits until the last minute at year-end, there might not be 

time for the transaction to be completed by December 31 as required. Plus, QCDs 

executed early in the year can help avoid negative effects of the “first-dollars-out 

rule” so that the QCD can count towards your client’s 2025 RMD. 

https://csgiving.org/professional-advisors
https://www.napa-net.org/news/2024/12/case-of-the-week-making-qualified-charitable-distributions-from-iras/
https://www.investmentnews.com/retirement-planning/year-end-qcd-mistakes-to-avoid/245882
https://irahelp.com/slottreport/qcd-timing/
https://irahelp.com/slottreport/qcd-timing/


 

Watch for charitable giving opportunities in business succession planning. 

 

• If: Your client is beginning to consider exit strategies for a closely-held business. 

• Then: Reach out to the Foundation right away. Gifts of closely-held stock to a 

charitable fund can be a very useful component of a business succession plan. 

That’s because a client can gift shares of the business, which in turn means that no 

capital gains tax will apply to the gifted portion when the business eventually sells. 

The proceeds of the gifted shares flow into the fund to be used for your client’s 

charitable priorities. Keep in mind that timing is crucial; if a deal is in the works at the 

time the shares are transferred to the charitable fund, the charitable deduction is in 

jeopardy. 

 

Consider gifts of appreciated stock early in the year. 

 

• If: Your client’s stock portfolio made big gains last year. 

• Then: Evaluate whether it might be wise to make gifts of appreciated stock to a fund 

at the Foundation early in the year, rather than waiting until the end of the year. If 

certain stock positions are high right now, it’s worth considering whether a gift in the 

very near future could be a good move to maximize charitable dollars. As a 

reminder, gifts of stock to a public charity are eligible for a charitable deduction in the 

amount of the stock’s fair market value at the time of transfer. And, when the stock is 

sold so that its proceeds can be deployed to further your client’s charitable goals, no 

capital gains tax will apply. 

 

Our goal is to be your go-to sounding board for any client situation where charitable 

giving is an option. Please reach out any time you and a client are discussing 

philanthropy. In most cases, the Foundation can help. Even if our tools are not a fit, we 

will point you in the right direction! 

 

 

For clients who love local causes, the 
Community Giving Foundation is the place. 

 

Most of your philanthropic clients likely support a wide variety of charities year after 

year. The causes they support represent a range of motivations, including personal 

experience, a role as a volunteer or board member, family tradition, or alignment with 

values and community priorities. 

 

Many of the charitable organizations your clients support are local. That’s important to 

note because it means that your clients are especially well-positioned to lean into the 

https://www.mcguirewoods.com/client-resources/alerts/2023/3/timing-is-critical-for-gift-of-appreciated-stock-to-avoid-capital-gain-from-sale-of-company/
https://csgiving.org/professional-advisors


Foundation’s unique position as the hub for charitable giving and local knowledge. Here 

are three reasons that matters: 

 

1. Clients can tap into the Foundation’s knowledge about specific organizations, 

including financial information, data about the impact of a charity’s programs, and 

observations of an organization’s areas of greatest need. 

 

2. Clients can choose from a variety of fund types depending on what they’d like to 

achieve. A designated fund, for example, allows your client to set aside tax-

deductible dollars that are dedicated to supporting a specific organization. Through 

the Foundation’s services, funds are distributed over time to the charity while the 

assets remaining in the fund are protected from the charity’s creditors. Another 

example is an unrestricted fund, which leverages the Foundation’s extensive 

research about the needs of the community and the nonprofit programs that are 

addressing those needs. 

 

3. Clients can work with the Foundation to leave a bequest to an endowment fund to 

support community needs for generations to come. As a perpetual organization, the 

Foundation ensures that charitable giving stays strong in our region to address 

important needs as they evolve over time. 

 

Of course, if your client establishes a donor advised fund at the Foundation, the fund 

can support local causes as well as causes across the country. As the hub for your 

clients’ charitable giving, our tools and our team are dedicated to helping your clients 

achieve their charitable goals both near and far. Working with the Foundation, no matter 

what a particular client’s charitable priorities may be, is itself a strong show of support 

for philanthropy right here in our community. 

 

 

Wise giving: Advising clients on supporting 
disaster relief efforts. 

 

In the wake of the devastating California wildfires that have ravaged communities 

around Los Angeles, many of your clients are understandably eager to provide 

assistance to those affected. This may be particularly true for your clients who are 

corporate executives and want their companies to participate in a meaningful way. 

Before your clients rush to donate, encourage them to consult trusted sources like 

community foundations. Here’s why: 

 

Local expertise, networked nationally. Community foundations have unparalleled 

local knowledge and also frequently collaborate with other community foundations 

across the country, especially on disaster relief initiatives. This means that our team 

https://csgiving.org/about
https://csgiving.org/dashboard
https://www.investmentnews.com/practice-management/how-the-california-wildfires-have-sparked-charitable-conversations/259005
https://www.lexology.com/library/detail.aspx?g=860b2ca0-5f8e-4698-8231-e60cd8159dbf


addresses local disasters when they occur here, and also coordinates with community 

foundations in affected areas when disasters occur elsewhere, guiding your clients 

towards effective and impactful ways to contribute while avoiding duplication of effort. 

 

Fraud avoidance. Our team can help your clients navigate the complex landscape of 

disaster relief organizations and initiatives. With numerous GoFundMe campaigns and 

charitable organizations emerging in response to the wildfires, it can be challenging for 

your clients to discern which efforts are legitimate and most effective. We can provide 

vetted information about reputable organizations and initiatives to help your clients 

make informed decisions. 

 

Best practices for tax planning. Our team is here to offer suggestions for tax-efficient 

giving strategies. For instance, we can help you and your clients learn more about 

qualified disaster relief payments under Internal Revenue Code Section 139, which 

offers significant tax advantages for both donors and recipients. These payments are 

not considered gross income for the recipient and are tax-deductible for the donor, 

making them an attractive option for clients looking to maximize the impact of their 

contributions. 

 

Long-term strategies. We’ll help your clients think strategically about long-term 

recovery efforts. While immediate relief is crucial, the recovery process from such 

devastating disasters can take years. Our team can advise your clients on how to 

structure donations to support both immediate needs and long-term rebuilding efforts, 

ensuring that support continues even after the initial media attention has faded. 

 

As always, the Community Giving Foundation can help your clients ensure that their 

contributions are not only generous but also strategic and impactful. We’ll collaborate 

with our community foundation colleagues in affected communities to support a journey 

of recovery and resilience that is nationwide.  

 

 

 

 

 

 

 

 

 

 

 

 

 

https://www.jdsupra.com/legalnews/employer-strategies-for-assisting-1650996/
https://www.theguardian.com/us-news/2025/jan/17/la-fires-gofundme-mandy-moore
https://rsmus.com/insights/tax-alerts/2025/employer-sponsored-assistance-california-wildfires.html
https://www.jdsupra.com/legalnews/employer-strategies-for-assisting-1650996/
https://csgiving.org/professional-advisors


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 
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