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aspire to run homeless clinics or foster care 
homes”, she said.

In the UK, in contrast, New Philanthropy 
Capital (NPC) for one has long bemoaned 
the “woeful underuse” of advisers. Cathy 
Pharoah, co-director of the Centre for Charita-
ble Giving and Philanthropy at Cass business 
School, similarly describes the UK market 
for independent advice as “an unexplored 
opportunity”.

“In the US, giving is a normal part of the 
package of wealth advice,” she says. “The 
problem in the UK is that we simply haven’t 
had a band of people who understand both 
wealth and the philanthropy sector.” Where 
advisers have entered the market, it’s been 
an incremental build-up. “There’s been no 
quantum shift yet,” says Pharoah. “It’s still un-
derdeveloped as a field. People are still feeling 
their way.”

Banking interest
In recent years, a number of private banks 
have added philanthropy to a broader wealth 
management offering. From the banks’ per-
spective, it makes sense to offer philanthropic 
advice. On the one hand, it increases the 
chances of keeping more of the high net worth 
client’s business in-house, while on the other, 
clients increasingly expect such a service to 
be available.

Non-bank advisers point to the potential 
complexity of providing wealth management 
and philanthropic advice under the same 
umbrella. “You have to satisfy the client, but 

A
merican philanthropists rarely make  
 decisions on giving without consult- 
  ing an adviser. A survey published  
   by bank of America a couple of 

years back found that most high net worth 
individuals (HNWIs) embarking on philan-
thropic endeavours — 70% — consulted ac-
countants and around half consulted wealth 
management advisers.

California Association of Non-profits CEO Jan 
Masaoka last November described in her blog 
a 15-year trajectory from negligible advisory in-
frastructure to what she termed a “philanthrop-
ic-consultant industrial complex” dedicated not 
to supporting charities but rather telling them 
what to do. The result had been a surfeit of 
consultants and a shortage of “people who 

In recent years, independent advisers with a practice dedicated  
to philanthropy have begun to gain profile. what do they bring to  
the philanthropist’s table that banks don’t?

the price of 
independence

“If you operate a consultant 
project-based fee, it can 
be challenging to figure out 
how that could work for 
families.”
Sean Stannard-Stockton,  
Ensemble Capital Management
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Pharoah, however, queries whether this con-
flict is ever manifested in practice. “In terms of 
the advice given to philanthropists, independ-
ence makes no difference,” she says. “There 
are clear firewalls. The emerging debate is 
about who is best placed to give what ad-
vice.” Indeed, Kohler sees ample opportunity 
for banks and independent advisers to work 
in tandem in the interests of common clients.

For the time being, independent phil-
anthropic advisers are less concerned 
with poaching private bank clients than 
in providing supplementary expertise in 
specific areas, including, for example, tax 
and administration. Prism the Gift Fund, 
for example, offers a tax-efficient advisory 
service to time-poor high net worth individu-
als and foundations that allows them to take 

you’re paid by someone else,” says Jérôme 
Kohler, founder of Paris-based consultancy 
L’Initiative Philanthropique. If you work for a 
private bank, he suggests, you are expected to 
bring some benefit to your institution, whether 
in terms of relationship or products.

Many private banks, particularly in the UK 
and Europe, do not charge for their phi-
lanthropy advice services, which are only 
available to existing wealth management 
clients. The bank’s relationship with the client 
therefore extends beyond philanthropic ad-
vice. “When you are an independent adviser, 
things are a bit different, because your only 
purpose is to address the client’s needs in 
this one area,” says Kohler. “This allows you 
to be candid about their philanthropic projects 
at the outset.”

“People often have a private 
banker, a lawyer, and expect 
a level of service from them. 
Prism is offering the same 
thing in philanthropy.”
Anna Josse, Prism the Gift Fund
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advisers are facing increased demands to 
demonstrate the bang they deliver for the 
philanthropic buck.

The advantage of different fee structures 
remains a subject for debate. “If you operate a 
consultant project-based fee, it can be challeng-
ing to figure out how that could work for fami-
lies,” says Sean Stannard-Stockton, director of 
investments at Ensemble Capital Management, 
which advises families on tactical philanthropy. 
“It isn’t necessarily about the fee but rather 
about what they see as taking money from [the 
organisation they’re trying to help].”

The traditional levying by investment man-
agers of a fee based on portfolio value is, 
however, a less transparent way of paying 
for specific advice. “In the classic investment 
management model, trustees often don’t know 
what fees they’re being charged,” says Janes. 
“One of our roles is to get quotes from invest-
ment managers and we’re horrified by the fees 
some of them are charging.” PM
Shayla Walmsley

advantage of Gift Aid by making a record of 
their giving. Prism’s database records state-
ments of giving and provides philanthropists 
with a single file at the end of the tax year 
telling them how much they could be eligible 
to claim back from HMRC.

“This is about relationship management,” 
says Anna Josse, co-founder of Prism the Gift 
Fund, which acts as central office for grant-
makers. “People often have a private banker, 
a lawyer, and expect a level of service from 
them. Prism is offering the same thing in 
philanthropy.”

Targeting the similarly underserved mid-
market is the Trust Partnership, a for-profit 
consultancy that specialises in administration 
services for endowments valued at between 
£5 million and £50 million. The company based 
its shared services offering on the Sainsbury’s 
model, which manages multiple family trusts 
out of a single office. “With us it’s the same, 
only unrelated trusts share the services,” says 
founder benjamin Janes. For the past seven 
years, the Trust Partnership has specialised 
in providing shared-service infrastructure 
including in-house software. “If you’ve got £100 
million, you can afford your own professional 
infrastructure, but it’s different for smaller 
endowments,” he says.

The company does not give financial or legal 
advice. Financial institutions have teams provid-
ing financial and other advice, says Janes. What 
his organisation does is execute the activities 
of the trust — managing meetings, providing 
a secretariat, building a framework whereby 
trustees can think about investment and provid-
ing consultancy on the selection of investment 
managers. The Trust Partnership takes on three 
or four new trusts annually. “We don’t have 
hundreds of organisations beating down the 
door, but if we were to adopt a factory format, it 
would be difficult to do what we do,” he adds.

Paying for service
Where a relationship does not encompass an 
array of financial and advisory services, the 
onus is on the specialist provider to provide 
a fee structure that accords with the value 
that the client derives. Janes says the Trust 
Partnership has developed a pricing structure 
appropriate to the demands of trustees of 
smaller grant making bodies. Just as in the pri-
vate sector investment market, however, where 
consultants and investment managers are 
coming under increased pressure to institute 
more transparent fee structures, philanthropic 

“one of our roles is to get 
quotes from investment 
managers and
we’re horrified by the  
fees some of them are 
charging.”
benjamin Janes, founder, Trust Partnership

the problem in the uK is that we simply 
haven’t had a band of people who understand 
both wealth and the philanthropy sector.
Cathy Pharoah, CASS business School


