
Transfer of Wealth
Professional Advisor Training: 

helping your clients realise and activate their 
philanthropic potential



Who we are
● We are a community foundation that believes in North East Victoria’s future

● Our volunteers, staff, donors and community leaders work together to build 
community capacity for good, forever

● We have distributed almost $1 million to more than 100 community and 
non-profit organisations to support community recovery, strength and 
resilience.

We want to raise awareness about the ‘Transfer of Wealth’ concept and give 
professional advisors the confidence to have philanthropy and giving 
conversations with their clients.



Why is it important to have 
the philanthropy conversation 
with your clients?

Most Australians want to make a difference but 
don’t know how to go about it.

Trusted advisors can play an important role 
in educating their clients about the options and 
helping them make smart giving decisions. 

Who’s better placed than you? You already 
offer financial or legal advice. This can be part of 
that same conversation.

You have a privileged role to play
You give advice to clients at what are often watershed 
moments in their lives.

You can make a difference 
Having this conversation with your clients can change 
their lives and their community’s future.

It’s a chance to connect
This is an opportunity to connect with your clients’ 
core aspirations and values.

Add value to your client relationships
We can offer professional philanthropic expertise to 
complement your existing skills.

This is an opportunity to connect with your 
clients and build long term relationships.



The opportunity
Australia is set to encounter the largest 
intergenerational transfer of wealth in 
history over the next 50 years.



Who, when and where?
‘Our Prosperity Realised’ report key findings

The wealth being transferred across North East Victoria might 
come from:

● Thrifty retirees who’ve moved from larger cities

● Successful entrepreneurs and family businesses who 
have built personal and business wealth

● Farming families who have wealth in their land

● Second home owners who live here part-time

● People with a nest egg saved but no one to pass it on to

Where is the wealth?
Across North East Victoria in the Wangaratta, Alpine, 
Indigo and Mansfield LGAs.

When is it most likely to transfer?
The expected transfer of wealth will occur over the 
next fifty years with a peak from 2041 to 2045.

Who is transferring the most wealth?
Wangaratta LGA. It’s predicted more than $7 billion in 
household wealth will transfer over 50 years.



Wealth transfer scenarios by LGA

There is huge potential for 
residents in North East 
Victoria to build a legacy, 
ensuring the communities 
that have supported them 
don’t just survive but thrive.



Donations versus volunteering:
How generous is our community ? 

ALPINE 
LGA

INDIGO 
LGA

WANGARATTA 
LGA

MANSFIELD 
LGA

Bright - 
Mt Beauty Myrtleford Beechworth

Chiltern - 
Indigo 
Valley

Rutherglen Wangaratta Wangaratta 
Region Mansfield

People who 
give gifts / 
donations

21% 35% 98% 87% - 96% 85% 29%

People who 
volunteer 97% 87% 93% 94% 94% 71% 95% 91%



Why now? 
Support your clients to leave a legacy with impact where they’ve made their money, where they’ve 
lived, and where their children have grown up. What difference could just 5% make? 

If 10% of households in North East Victoria 
donated 5% of their wealth to a community 

foundation like Into Our Hands, its community 
chest would grow to

$1.5m in 2 years

$5m in 5 years

$10m in 8 years

If 1% of the total wealth transferred 
in the region was donated, it would 

build a community chest of 

$25m in just 10 years

1% 10%



Have you ever thought what ‘just 5%’ might mean for your clients’ 
communities? A planned gift can cost less than they think.

The value of ‘just 5%’

Indigo LGA Alpine LGA Wangaratta LGA Mansfield LGA

$38,550 $32,925 $25,000 $35,750
Based on our research, 5% of the average wealth transferred per household for each LGA is:



The big gap between those that do and those that would.

Educating clients on ‘how’ 
they can give

● Just 7.6% of Australians leave a charitable gift in their 
will. 

● But international research shows 30% of people say they 
would consider leaving a charitable gift in their will if they 
knew it was an option.

The $ value of charitable 
bequests has risen 10% pa 

over the past 10 years.

The average charitable bequest 
in Australia is $65,000.

We can help to empower generous, insightful people to 
build permanent funds that will make an impact and 

provide for future generations. It’s important and fulfilling 
work for both professional advisors and their clients.



The triggers and 
motivations of donors

Who might be interested in planned giving? 

● Families at the estate planning stage

● Clients winding down a business or family farm

● People looking at succession planning

● Clients dealing with a death in the family

While it may feel hard to begin with, options for long term 
giving can be a part of your overall offering to ensure your 
clients are aware of all the available tax and wealth avenues.

Giving through a community foundation like Into Our Hands 
is great for clients who:

● care deeply about the community in which they live

● want to make a difference in their community

● currently give to charitable causes or do volunteer work

● are interested in creating a personal or family legacy

● are considering a private trust or foundation

● want involvement in the use of their charitable dollars

● want maximum tax benefits for their charitable contributions

● prioritise sound financial management of their charitable 

contributions.

Remember to normalise the conversation, it can be a warm and 
rewarding experience.



Whether your client’s goal is to have an immediate impact or leave a lasting legacy, we 
can help with their structured giving strategy.

Giving with your local community 
foundation explained

Who benefits? It’s donor advised. 
We ensure personal values connect 

with your client’s gifting to 
influence the causes they care 
about most and tackle complex 

community issues.

Giving forever. Ongoing income for 
your client’s preferred cause that 

builds over time - $100,000 invested 
with a community foundation over 100 
years is estimated to return $775,000 to 

the chosen charity.

Flexible giving options. A range of ways 
to give, designed to help your clients 
make the most of tax benefits during 

their lifetime, maintain their financial 
security and look after family first.



Community fund: a registered charity organisation that builds 
permanent assets from community contributions to address 
local priorities. Community-owned and managed, which 
allows clients to make contributions but leave it to their local 
community foundation/fund to oversee grantmaking and 
channel funds where they are needed most.

Sub fund: gifts of a significant size can become their own 
named fund within a larger foundation. Established by making 
a donation, which is set aside into the sub-fund, invested and 
grown to allow for greater distributions in the future. At least 
4% of the balance is given to charities. Clients can advise the 
name and which charities/causes will benefit each year. They 
also receive annual reports on earnings and distributions. 
Returns are tax-free. Economical to run and flexible. 

Deductible Gift Recipients (DGRs): organisations endorsed by 
the ATO to receive gifts, contributions or financial donations 
that are tax deductible.

Terminology
What does it all mean?

Philanthropy: ongoing donations made to a not for profit 
organisation/charity with the aim of alleviating or preventing 
community issues, or to improve life and living conditions for 
people.

Endowment::a donation of money or property to a not for 
profit organisation/charity, which uses the resulting 
investment income for a specific purpose.

Bequest: money or property belonging to someone that they 
wish to give to others after their death through a gift in their 
will to charity.

Existing funds: funds that are already set up and work towards 
something your client cares about.



Start your client’s giving journey

“Have you considered 
including a charity or cause 
that you care about in your 

will?” 

You can have the philanthropy 
conversation during the 

will-making process. 

You can advise your clients that 
by planning now, they can 
ensure their giving lasts 

beyond their lifetime. 

Outline the options, including 
an invested and endowed 

sub-fund.

The philanthropic 
conversation can be very 

fulfilling, both for advisors and 
their clients.

Start the conversation with 
your clients, then allow us to 
help develop a philanthropy 

plan that allows them to leave 
a lasting legacy.

“If you want to make a 
difference in the area closest 

to your heart, your local 
community foundation can 

help.”

Philanthropy can play a key 
role in helping communities 
recover from the impacts of 

COVID-19, natural disasters and 
other pressing issues.



Let’s move from understanding 
the opportunities in our region 

to seizing them. 

Remember the 
importance of ‘just 5%’.

● Establish a named/family sub-fund

● Establish a group community or non-profit 
future fund

● Establish a workplace giving scheme or fund for 
their own business

● Leave a gift in their will, either to a fund they 
establish or to an existing fund

● Make a regular or one-off donation to any one 
of our existing funds

How to get your 
clients started



Bequests & best practice

“Have you considered leaving a 
gift in your will to your local 
community?”

Make the donor the hero
People give to causes and charities they care about. Stories rather than data 
or statistics are more powerful to tap into that narrative.

● ‘a gift in your will’ makes the idea more relatable (not for the rich)

● use ‘giving’ over ‘philanthropy’

● it’s not about death and dying - you’re offering an opportunity to leave a lasting 
legacy and ensure their life’s work lives on

● ‘of course you will want to look after family first’

● ‘seek legal advice to draw up your will to ensure your wishes will be carried 
through’ - encourage clients to use a lawyer

● ‘talk with your family about your wishes’ - encourage this

Promote a proud culture of helping clients who wish 
to give and make sure you know the available giving 
options for different clients.

Train your staff to feel confident using the 
appropriate language with clients.

Get to know your clients and listen to them - what are 
their motivations for giving?

Build trusted relationships and authentically tell 
giving stories - they work!



You know your clients
We know philanthropy

Despite the huge potential for professional advisors 
to play this privileged and important role, so far, it is 
not being fully realised.

Trusted advisors, like you, already have pre-existing 
knowledge of a client’s affairs and can best serve 
their interests.

Together, we can ensure your clients’ giving 
goes further for local causes and needs. Leaving a gift to charity 

in their will, no matter 
how big or small, is 

worthwhile.



Harry & Clare Friday Foundation
● Named after local icons Harry & Clare Friday who were known for a lifetime of 

community involvement

● Charitable trust committed to the growth and future development of health 
services in the Mansfield area

Inspiring stories of local giving

June Canavan Foundation
● Named after the late Dr June Canavan who was born in Wangaratta and is remembered 

as a much loved sports physician and family doctor

● Active grantmaker in the region which has built on Dr June Canavan’s humanitarian 
work to achieve positive outcomes in sport, health, education and conservation

For many of us, our families have lived here for generations and we know 
there are opportunities that exist today because they helped create them first.



What next?
● We can support you to have this important and sometimes difficult discussion with your 

clients, regardless of the outcome. 

● We work in partnership with you, either in the background or 
we can offer advice directly.

● We will always respect and work within 
the relationships you have established.



For more information on how to help your clients build 
community capacity for good, forever: 

info@intoourhands.com.au

intoourhandsfoundation.com.au

0466 252 866

By working together, your clients can support the causes 
and charities they truly care about, forever.

mailto:info@intoourhands.com.au

