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I have been inspired to write this White Paper on my return to the 
world of philanthropy and charities after a career break to raise my 
family. Expecting the world to have moved on in my absence, I am 
surprised to see the philanthropy advice sector has largely remained 
static over the last few years - when by now it should have fulfilled 
its enormous potential.  

The picture remains as it was when I was working with philanthropists a few 
years ago: a fragmented UK marketplace, in a world whose parameters were 
set in the wake of the global banking crisis of 2008. It has failed to keep 
pace with the dynamic individuals and organisations it aims to serve. 

By no means exhaustive and not intended to reach definite conclusions,  this 
paper reflects my personal views as a 'returning insider' to the sector. 

What I hope it does achieve is to analyse the possible causes, start a 
conversation and offer specific actions to help make the UK's social impact 
advisory market as effective and impactful as it can be. ” 

Joanna Walker for Boncerto 
July 2016. 
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UK social impact advice should be 
booming. London is home to more 
billionaires than any other city in the world 
(1), and last year charitable giving rose 3.2% 
– its highest since the 2008 crash.  

Andrew Carnegie famously said, “It is more 
difficult to give money away intelligently 
than to earn it in the first place” (2). 

Yet in the UK, only one in eight donors ask 
for any kind of professional advice when 
giving money to charity(3).  

Given donors want to be effective in their 
philanthropy and are happy to employ 
consultants in other areas of their work, 
who are today’s wealthy philanthropists 
turning to for help? 

Last year’s World Wealth Report shows that 
globally, donors are more likely to ask 
family and friends for advice, and almost a 
quarter ask for no help at all. 

When global donors are asking for advice, 
their primary wealth manager, tax advisor 
or accountant are often consulted ahead 
of a social impact expert. 

Without advice being given and two-thirds 
of wealthy individuals in the UK stating 
that “professional advisors could do more” 
in this area,(4) an opportunity is obviously 
being missed.  

There are over 31,000 investment advisors 
in the UK available to talk through banking, 
savings, investments, or pensions (5), and 
over 30% of UK adults have used a 
financial advisor at some point (6). There is 
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Who do HNWs ask for advice?
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clearly a gap between advice for your 
saving, and advice for your giving. 

While philanthropy can be a deeply 
personal, often private endeavour and our 
famous cultural reserve might mean we 
don’t like to shout about it, philanthropy 
must be one of the few significant financial 
activities we undertake without any 
“professional” advice.  

Yet despite all of this, the philanthropy 
advice sector in the UK is still struggling to 
expand beyond its niche.  

Learning from America? 

Contrary to the UK, an entire industry has 
blossomed around philanthropy which 
helps donors navigate their way to more 
effective giving.  

While more could always be done, there 
are professional associations, networks, 
clubs, postgraduate and professional 
qualifications – even radio shows 
dedicated to charitable giving.(7) Wealthy 
US philanthropists can call on almost 
1,300 Chartered Advisors in Philanthropy 
alone.(8) 

Meanwhile In the UK, CASS Business 
School stated in 2014, “There are 
[currently] no frameworks documenting 
key competencies in the area of 
philanthropic advice in the UK, nor any 
specialist, practical training provision 
available to develop such skills.” (9) 

Why should this matter? Indeed, it is 
perfectly acceptable to give without 
seeking advice, and many philanthropists 
are achieving social impact without 
additional help. After all, it is better to do 
something without advice than to do 
nothing at all. 

However, as mentioned beforehand, there’s 
an unmet demand for advice. The market 
dictates that this will be met in some way. 
We need to ensure that achieving social 
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impact is the driver for those who do. 

In fulfilling this need there are a myriad of 
benefits: more engaged donors, smarter  
and more ef fect ive pro jects , and 
opportunities for further collaboration.  

More engaged donors means deeper 
relationships for advisors, more advocates 
for causes and most importantly more 
money for the not-for-profit sector. Despite 
only one in eight HNW donors receiving 
advice, they are responsible for nearly 
three-fifths (58%) of the £1.3 billion 
donated to charity by wealthy individuals in 
the UK.(10)  
 
“If I could turn back time…” 

This call for a development of the 
philanthropy advice sector in the UK is not 
new. I remember when I was working in 
wealth management there was an 
understanding that philanthropy advice 
was going to be core to their service over 
the next five years.  

As shown in the release of a vital study in 
2008, The Role of Wealth Advisors in 
Offering Philanthropic Services to High Net 

Worth clients. The report by Scorpio 
Partnerships, The Bertelsmann Foundation 
and a number of European philanthropy 
advisory firms looked at the social impact 
advice sector amongst wealth managers 
and made five core recommendations to 
encourage growth in the sector. Eight 
years on, how are these stacking up? 
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Giving levels of (U)HNWIs are significantly higher for those who take 
professional philanthropy advice
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In 2008, over 60% of banks were planning 
to expand their philanthropy offering.(11)   

The global financial crisis which started 
with the collapse of Lehman Brothers on 
15th September 2008 has changed the 
landscape. 

Scorpio’s research was published in 
October of that year and while it did 
reference the credit crunch, the sheer scale 
and depth of the crisis could not have been 
predicted and its effects are still being felt. 

The whole culture of the professional 
financial services industry changed to one 
of risk management, capital preservation 
and consumer protection. 

While markets and giving levels recovered 
slightly, the momentum on building a 
philanthropy advisory market was lost. 

This is highlighted by the most recent 
Scorpio Partnership research in 2016 
which shows only one in five professional 
services firm offer any kind of social 
impact advice. (12) 

The market environment is key here. When 
markets are good, large institutions are 
happy to work together on joint initiatives, 
but post -cr is is banks and weal th 
management firms were forced to focus 
on restoring their damaged reputations 
with consumers and retaining their staff.  

In this environment marketing became 
about differentiating yourself from your 
competitors, rather than collaboration. 

In a downturn firms will focus on their core 
business. The current philanthropy market 
offering reflects that. There is no real 
uniformity and scale, the advice received 
still largely centres around the core 
business of the advisor.  
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1
“ H a v i n g s t a t e d t h a t 
philanthropy advice will be 
core to their service over the 
n e x t fi ve ye a r s , We a l t h 
Management firms need to 
a s s e s s t h e i r l e v e l o f 
commitment to this and gear 
up accordingly.”

2
“Wealth Management firms 
offering philanthropy advice 
should pool information and 
s h a r e e x p e r t i s e t o b e 
streamlined and create cost 
effective processes. This will 
help to build critical mass & 
efficiency in the offering.” 
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Incentives are incredibly powerful. When 
you mention philanthropy to many 
advisors it can seem counterproductive. 
“Why would I help a client to give their 
money away when I am targeted on 
bringing it to the bank?” is a familiar 
phrase heard.  

In reality, those advisors who do engage in 
philanthropy can see their assets under 
management increase as the donor brings 
in charitable funds previously held 
elsewhere. In addition the conversation 
a r o u n d p h i l a n t h r o p y c a n b u i l d 
re lat ionships and lead to fur ther 
opportunities. 

They need to be incentivised: giving 
advisors the reward for opening new 
philanthropic mandates, making referrals 
to advisory specialists and even for 
donations made – a trickier ask, I admit – 
could all help to encourage advisors to 
start talking philanthropy with their clients. 

We still need to invest in training those 
advisors around philanthropy. Again, the 
depth of the financial crisis is partially to 
blame here. The culture of wealth 
management firms changed overnight. 
Risk control and compliance took 
precedence over new initiatives.  

As a result, training budgets were slashed 
and any left was switched to focus on 
training staff to meet stricter new 
regulatory requirements. 

There have been some positive steps in 
this area. Philanthropy is more high-profile 
than in the past and opportunities for 
advisors to network have increased. The 
w o r k o f o r g a n i s a t i o n s s u c h a s 
Philanthropy Impact and media groups like 
Spears and Financia l T imes have 
contributed to this greatly.  

However, until wealth management 
advisors are properly incentivised, the 
challenge remains that the only advisors 
involved in these events are either 
personally engaged with causes or 
responding reactively to one-off client 
requests. 
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3 4
“Effective networking to 
increase Wealth Advisors’ 
k n o w l e d g e o f t h e i r 
p h i l a n t h r o p y o f f e r i n g 
available from third parties.”

“ F i r m s s h o u l d p r o v i d e 
training, profile-building & re-
examine incentive schemes to 
maximise the benefits of the 
offering and fuel future 
expansion.” 
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There has been some great progress in 
terms of developing the mechanisms 
through which donors give, notably in the 
field of Donor Advised Funds (DAFs).  
These allow the wealthy to set up and 
direct their own ‘foundation’ without 
incurring disproportionate administration 
costs. 

The work of large banks such as BNP 
Paribas and UBS Wealth Management in 
offering an in-house solution has been 
mirrored by the growth of independent 
providers such as Prism The Gift Fund.  

The wealth management firms have a 
long-way to go before they reflect the 
complexity of the not-for-profit sector 
which offers tangible engagement 
opportunities such as volunteering, 
through to complex financial instruments, 
such as Social Impact Bonds. 

Despite a growth of interest by individual 
firms in these areas, overall an opportunity 
is being missed in engaging private wealth 
clients in these exciting areas. By doing so, 
advisors run the risk of appearing 
irrelevant to the philanthropists of 
tomorrow. 
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5
“Firms should segment their 
offering to provide cost-
effective solutions for all 
segments of the HNW and 
UHNW client base to broaden 
appeal and increase volumes.

ABOUT BONCERTO 

We’re a consultancy helping people and 
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‣ Ensure everyone profits from social 
good: investors, charities and society. 

Made up of a network of professionals 
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entrepreneurship, philanthropy and not-
for-profits. 

We're focused on delivery and action 
and offer honest, helpful, no nonsense 
and jargon-free advice. 

Find out more at: 
www.boncerto.com 
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Conclusions 

Coming back to this sector with an 
“outsider’s” perspective, what can be 
done? 

I agree with Sargeant & Shang’s thoughts,  
“In attempting to promote a culture of 
giving we should find new ways of 
h i g h l i g h t i n g a n d p r o m o t i n g t h e 
achievements of individual donors, 
exploring their philanthropy, the joy they’ve 
experienced through their giving and the 
practical difference their gifts have 
made.”(13)  Furthermore, I would love to add 
to that, “and the help received by social 
impact advisors.”  

1. We shouldn’t over-complicate things… 
As an industry we shouldn’t be afraid to 
recommend the simple solution for our 
clients. Giving is a simple act and the role 
of philanthropy advisors is to help people 
get the most out of it, rather than 
becoming a barrier to that act.  

While the increasing number of resources 
to help phi lanthropists should be 
applauded, we should avoid clouding its 
effectiveness in jargon and unnecessary 
complexity. We should keep it simple and 
offer suitable bespoke advice. 

Furthermore, Social Impact Bonds, social 
enterprises and impact investment while 
exciting developments, may not be 
suitable for all donors. As advisors, we 
should not be afraid of saying so. 

2. We should work with fundraisers… 
There appears to be a cultural mistrust 
between social impact advisors and the 
fundraising profession.  

By working together fundraisers and 
advisors can have a tremendous impact on 
posit ively t ransforming the donor 
experience. 

Working with fundraisers can help social 
impact advisors get closer to causes and 

charities, whilst fundraisers, in turn can 
benefit from working with trusted advisors. 

This may help the fundraising sector 
overcome some of its recent perception 
challenges, whilst raising the profile of 
social impact advisors in the wider not-for-
profit space.  

3. We need more high profile champions… 
Just as philanthropy has benefitted from 
initiatives such as the Giving Pledge in 
convening high-profile individuals to speak 
publicly and openly about giving, we need 
similar heroes to also champion the role of 
the social impact advisor. 

The only people who can talk of the value 
of an advisor are those who have 
benefitted from the work. As advisors its 
important we remember the central 
importance of the donor and only by 
sharing their experiences can we hope to 
grow. 

4. We should stop giving it away for free… 
This, I believe is the crux of it. A wealthy 
individual would never expect their banker 
to work for free – nor would they. You 
wouldn’t expect your lawyer to give you 
sound legal advice and not charge you for 
it, and you certainly wouldn’t expect your 
accountant to set up a charitable trust, 
organise your tax affairs and complete 
charitable returns for nothing. Yet during 
the course of researching this article I have 
been astounded by the number and 
breadth of organisations giving good 
advice away for free. 

Philanthropy is being used very effectively 
as a gateway to open a conversation, 
leading to some (crucially) chargeable 
piece of core business: lawyers will set up 
charitable entities; accountants will carry 
out tax planning and a wealth manager will 
look after the assets in your foundation. In 
many cases, the advice part of the 
philanthropic journey is provided ‘for free’, 
given no value and it is therefore not 
valued by either client or firm. Why would a 

www.boncerto.com  8

http://www.boncerto.com


BONCERTO White Paper  Growing philanthropy advice

firm invest heavily into a part of the 
business that doesn’t generate money?  

The reality, of course, is that everything 
costs money and its value is simply 
hidden. This makes it increasingly hard for 
organisations or advisors to make 
philanthropic advice pay.  

As more professional advisors in Europe 
and Asia use philanthropy as a fee-free 

route to getting ‘real money’ in, there will 
be little incentive for the industry to grow 
to scale, for talent to flock to the industry, 
and for donors to value advice as a robust 
and valuable resource. 

With entire sectors seeing it at the free 
“amuse-bouche” before the real business 
comes along, the social impact advisory 
sector will always limit its own potential.  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BONCERTO RECOMMENDATIONS 

It’s always useful to get the views of an outsider and much of what Jo has highlighted in 
her White Paper resonates with our own thinking.  

At Boncerto we pride ourselves on our keep-it-simple, no-nonsense, jargon-free 
approach to social impact and advice. We understand social investment and the slightly 
different needs of this audience, and our work with charities enables us to have an 
understanding from the not-for-profit side. We were delighted to see a recommendation 
to work closely with fundraisers, something we have started to do. 

We try not to give advice away for free. We are confident in the quality of what we offer 
to donors and agree that this should have a monetary value. However, the sector as a 
whole needs to be better at explaining the benefits they’re offering donors. These 
include enabling ‘short-cuts’ to social impact, helping donors to avoid the mistakes of 
others, and sharing their successes. All the while ensuring giving is as fun, engaging and 
rewarding as it should be. 

The social impact advice sector is also hampered by a misunderstanding around its 
core-mission. Philanthropy advice shouldn’t be about helping to secure further assets 
under management, or additional legal fees, but helping people to achieve social good. 
Furthermore, for those working in the independent philanthropy advice sector there is 
often difficulty and embarrassment in being seen to make money out of other people’s 
good intentions. 

Many of these problems could be avoided with a better demonstration of quality. An 
accredited kite-mark scheme and associated certified educational programme would go 
some way to delivering a framework through which a consistent language and approach 
to philanthropy advice could emerge. Additionally, this would enable donors and 
potential donors to gain confidence in the sector. 

We’d love to explore this idea further and hope that this paper can kick start a 
constructive discussion in this area.
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