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Charitable Giving  
and the New Tax Act

It may be a better opportunity for 
planning gifts than you think.

In the time leading up to the passage of the largest tax 
reform act since 1986, many in the nonprofit world feared 
that charitable contributions would be adversely affected. 
The proposed changes could have reduced the number 
of donors who itemize their charitable gifts to as few as 
5%. Reliable industry sources predicted that the new tax  
law would cause charitable giving to decline by billions of 
dollars.

These dire predictions were based on various studies of 
the House/GOP Tax Reform Blueprint released in early sum-
mer, which called for broad tax cuts for businesses and in-
dividuals and overall tax simplification. In the final analysis, 
the Tax Cuts and Jobs Act of 2017 did, in fact, provide tax 
cuts for most businesses and individuals, but failed to deliv-
er much in the way of simplification. The bill encompasses 
over 500 pages and maintains a high degree of complexity 
for many middle- and high-income taxpayers.

Overview of changes
While a number of deductions, credits and adjustments 
were repealed or curtailed, the charitable deduction came 
through the process basically unscathed and was even en-
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hanced for some donors making larger gifts. The House, 
Senate and final conference versions maintained the chari-
table deduction and expanded the overall AGI limitations for 
the deductibility of charitable gifts of cash by 20%, raising 
the annual limitation from 50% to 60%.

In addition, the legislation repealed the Pease Amend-
ment, which under current law phases out some of the ben-
efits for itemized deductions, including charitable gifts, for 
higher income taxpayers. These two changes actually ex-
panded the charitable deduction for a number of America’s 
most generous donors.  

According to Giving USA, over 80 percent of charitable 
gifts by living individuals are made by people who itemize 
their deductions for income tax purposes. While the initial 
blueprint and House proposal would have drastically re-
duced the number of taxpayers who itemize and potentially 
affect the amount they give, the final tax legislation featured 
changes introduced in the Senate version that preserved the 
benefit of itemizing for a much larger percentage of individu-
als who itemized deductions in the past.  

In other positive developments, no changes were made 
in the ability to deduct qualified noncash property at fair 
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market value.  Earlier proposals would have limited fair mar-
ket value donations to gifts of publicly traded securities and 
tangible personal property given for a related use.

There was also no change in provisions allowing  
donors age 70½ or older to make gifts directly to charity 
from their IRAs.

Changes for some donors
While the charitable deduction remains, the effect of dou-
bling the standard deduction and curtailing or eliminating 
many other deductions means that there will be fewer tax-
payers who will be able to itemize their deductions. The 
conference version of the bill includes a larger deduction 
for mortgage interest and state and local tax deductions 
than the original versions of the bill, a move that will restore 
itemization for many taxpayers. 

Still, some former itemizers will choose to take the 
generous standard deduction and no longer itemize de-
ductions, including charitable gifts.  The donors affected 
in this way will mostly come from the ranks of those who 
collectively comprise a relatively small percentage of over-
all individual giving.

Many of those who will no longer itemize deductions 
due to the expanded standard deduction and other factors 
will, however, find their overall income tax bill reduced under 
the new tax law. As a consequence, they will enjoy increased 
discretionary income that can be spent, saved or donated 
to charity.

Looking ahead
The tax act delivered broad individual and business tax 
cuts but fell far short on simplifying the code.  While the 
nuances of the new law are very complex and impact dif-
ferent people in different ways―depending on where they 
live, their sources of income and other provisions―it is 
clear that the income tax deduction for charitable giving 
not only survived, but was expanded in some cases. As a 
result, it will be more important than ever that donors take 
special care to ensure maximum tax benefits from their 
gifts―especially those of larger amounts.

There is another big positive in the final outcome of 
tax reform. Fortunately, the new law doesn’t change provi-
sions related to charitable gift annuities, remainder trusts, 
lead trusts or other tax-qualified deferred gifts. These 
gifts should, in fact, be more attractive than ever for aging  
Baby Boomers. 

As noted previously, there were also no changes to 
the Charitable IRA provisions that will continue to grow in 
importance as over three million Baby Boomers reach the 
qualifying age of 70½ every year during the coming decade.

The virtual elimination of the federal estate tax for 99.9% 
of Americans will make additional resources available for 
many individuals who wish to extend the reach of their 
philanthropy beyond their lifetime. (See The 2016 U.S. Trust 
High Net Worth Philanthropy report at ustrust.com.)

A communications challenge
Unfortunately, many donors, advisors and fundraisers are 
working under the largely false assumption that both cur-
rent and deferred giving will be substantially less attractive 
under the new law. 

The challenge now is for charities to take a positive 
approach. Communications with donors should provide an 
“antidote” to negative perceptions based on a broad-scale 
misunderstanding of what the final results of the new law 
are. Charitable organizations should help donors under-
stand the benefits of these changes and forget the negative 
press based on the adverse consequences that could have 
been brought about by early versions of the legislation.

It is essential to inform and educate donors about the 
survival of tax incentives that have been a vitally important 
part of our federal income tax code for more than 100 years. 
It now appears that the majority of upper middle class and 
higher income taxpayers who have itemized in the past will 
continue to enjoy tax incentives for their charitable gifts. 
Those taking the standard deduction will also enjoy greater 
tax savings than previously, providing them with additional 
resources to save, give or spend, and another group will fall 
between the extremes and potentially see their tax bills ac-
tually increase. For a more comprehensive examination of 
the issues, see the link below for our latest White Paper on 
the subject.  ■

This article was excerpted from Sharpe Group’s new White 
Paper “The Impact of the ‘Tax Cuts and Jobs Act of 2017’  
on Charitable Giving” available for download at  
www.SHARPEnet.com/sharpe-education. 

Barlow Mann is 
Sharpe Group’s Chief 
Operating Officer.

Robert Sharpe is 
Chairman  
of Sharpe Group.
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Communication Tools for Educating  
Your Donors on Tax Reform

Experts at Sharpe Group have been monitoring the 
recently enacted Tax Cuts and Jobs Act of 2017 as 
it has evolved and been signed into law. All Sharpe 
Group donor communications are being updated 
with the latest tax information and will be available 
soon. If you haven’t refreshed your library of Sharpe 
Group publications, now is the perfect time to do so. 

In addition to updating our current publications, we are in-
troducing a new booklet entitled “Your Guide to Effective 
Giving After Tax Reform.” This new publication will help 
donors navigate the new tax law and discover ways to 
make the most of their charitable gifts.

Sharpe Group booklets are professionally written and 
designed to inform, educate and motivate your donors 
about some of the most effective ways to make their char-
itable gifts. They are perfect to use:

As inserts in gift acknowledgment and thank-you 
letters to donors

To supply information to targeted groups of high-level 
donors on specific gift plans

As “leave behind” pieces following personal visits with 
donors

As support materials to accompany campaign and 
other gift proposals

As hand-outs at seminars or special events

To educate your board, volunteers and staff

As follow-up information for mailings, advertisements 
and seminars

To provide information to those referred from advisors, 
personal contacts, requests for more information or 
other activities
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Each booklet carefully explains the benefits of various 
gift planning opportunities in light of today’s complex en-
vironment. Subjects include life income gifts such as gift 
annuities and charitable remainder trusts, gifts of appreci-
ated securities, real estate and other noncash assets, giv-
ing through a will or living trust, gifts of retirement assets 
and many more. Most booklets include technical advisory 
sections with additional information to help advisors as-
sist clients in the gift planning process.

Sharpe Group booklets may be personalized with your 
organization’s contact information and logo on the front 
and/or back cover. If you would like to explore additional 
personalization options, ask a Sharpe Group representa-
tive about creating a customized version. Titles may be 
combined into a single order to save on the cost of ship-
ping and personalization.  ■

To learn more about Sharpe Group’s booklets and other donor 
communications tools, visit www.SHARPEnet.com/publications.

January 2018
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Chicago  March 22-23, 2018
Washington, DC September 10-11, 2018

Washington, DC  April 4-5, 2018
Chicago  June 14-15, 2018

Memphis January 22-23, 2018
Chicago  October 4-5, 2018
Washington, DC November 6-7, 2018

An Introduction to  
Planned Giving

Integrating Major and 
Planned Gifts

See full agendas and register at www.SHARPEnet.com/seminars or call 901.680.5300 with questions.

Discover how to build your 
planned giving program. 

Learn the keys to effective commu-
nications with your donors. Exam-
ine the donor lifecycle and explore 
how you can help donors make 
larger gifts today and plan gifts 
through bequests, trusts, gift an-
nuities and other vehicles. Learn to 
work effectively with those 65 and 
older who may comprise much of 
your donor base—or soon will. This 
seminar is appropriate for those 
who are new to planned giving or 
responsible for finding ways to en-
hance an existing program.

Learn how major and planned 
giving can work together.

Discover how to help donors make 
the best gifts based on their age, 
wealth and other factors, while 
meeting your current, capital and 
endowment needs. Learn to lis-
ten for clues to assist donors in 
the best giving options for their 
circumstances so they can make 
charitable gifts that might not oth-
erwise be possible. This seminar 
is for you if your organization has 
both departments and would like 
to bring everyone together, or if you 
or others are responsible for both  
major and planned gifts.

Upcoming Sharpe Group Seminars
Structuring  
Blended Gifts

Explore ways donors can give 
using a blend of current and 
deferred gifts.

This seminar explains how blend-
ed gifts can make it feasible for 
those balancing multiple financial 
priorities to make larger gifts than 
they thought possible. In the days 
ahead, donors and advisors will in-
creasingly turn to blended gifts to 
reap both current and future bene-
fits. Note that new tax law changes 
will be incorporated throughout the  
presentation. Make sure you’re 
informed so your organization 
doesn’t miss out on this growing 
trend.

“It was a pleasure attending your 
seminar. I came away feeling as 

though I need to send all of my 
fundraisers as soon as possible.”

—Julie Turley,  
Vice President of Development, 

Catholic Church Extension Society, 
Chicago



Charitable Deductions– 
Revisiting the Basics

After much debate, the new tax law has 
kept the charitable deduction intact. But 
donors must still follow IRS procedures 
in order to be able to deduct their gifts. 

Here’s how you can help your donors 
safeguard their charitable deductions. 

The new tax act just passed by Congress will increase the 
standard deduction to $12,000 for individuals and $24,000 
for couples. These changes may cause fewer individuals 
to itemize their charitable gifts, but the IRS rules governing 
the proper procedures for itemizing have not changed and 
must still be followed precisely to ensure donors receive 
the appropriate deduction for their gifts.

In recent years, individuals have been responsible for 
approximately 80% of total giving in America. Additional-
ly, an average of 80% of the dollar value of gifts by living 
individuals have been itemized as charitable contribution 
deductions on tax returns. IRS rules and regulations set 
out requirements that must be followed by both the donor 
and the charitable recipient, and increasingly, the IRS has 
been taking a stiffer stance in making sure these rules are 
followed and disallowing deductions for gifts that do not 
comply with various rules and regulations.

There have been cases where the deductions for very 
large gifts have been disallowed because the charity’s gift 
acknowledgment did not contain the proper language, or a 
qualified appraisal for a noncash gift was not obtained in 
time or did not meet IRS requirements.

Itemizing gifts: the basics
There are several thresholds that must be met in order to 
itemize a charitable gift for tax purposes. 
1. The donor must have a bank record or written commu-

nication from the charitable organization or institution.
2. The charitable recipient is required to provide a written 

acknowledgment for gifts greater than $75, where a 
donor received any goods or services in exchange. The 
value (beyond token gifts) of the benefits conferred must 
be subtracted from the gift to determine the deductible 
amount (see “Taxing Matters: Token Gifts,” October 2015 
Give & Take).
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3. For gifts greater than $250, the donor is responsible for 
obtaining a written acknowledgment with the required 
disclosure language from the charity in order to claim 
the gift as an itemized deduction on their federal income  
tax return.  

4. For noncash gifts greater than $500, the donor must 
complete Form 8283 and attach that form to his or her tax 
return. Note that special rules apply for contributions of 
motor vehicles including cars, trucks, airplanes and boats. 
(See IRS publications 4302 and 4303 for more information 
on vehicle donations.)

5. More valuable noncash gifts ($5,000 or more in most 
cases) other than publicly traded securities require the 
donor to obtain a qualified appraisal that meets very 
specific requirements. These gifts are also reported on IRS 
Form 8283 and must be signed by the donor, the qualified 
appraiser and the charity. This must be done prior to the 
filing of the tax return to avoid the loss of the deduction 
for the gift. IRS publication 561 should be referred to for 
determining the value of property contributed to charity.

Written acknowledgment requirements
In order to protect the donor’s deduction for charitable 
gifts, the charity should provide a contemporaneous writ-
ten acknowledgment containing the following:

The name of the charitable organization

Amount of any cash contributed

Description of any noncash contribution

A statement that no goods or services were 
provided to the donor in return for the gift, if this 
is the case

January 2018



Donor Factoids

Courtesy of The Almanac of American  
Philanthropy 2017 Compact Edition

67% of American households 
give to charity each year.

Average given is $2,650  
(4% of income).

Married people are 1.6 times  
more likely to give.

Those with a college degree are  
1.5 times more likely to give.

Volunteers are more likely to give.

Religious people are more  
likely to give.
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A description and good faith estimate of the value 
of any goods or services provided, if any

A statement that the goods or services provided 
consisted entirely of intangible religious benefits if that 
was the case.

Separate acknowledgments may be provided for mul-
tiple contributions, or a summary of gifts made over the 
year is acceptable for tax purposes. The written gift ac-
knowledgment may be in the form of a letter, postcard or 
computer-generated form.  ■

For more information, see the Sharpe Group White Paper 
“Gift Substantiation in a Nutshell” at www.SHARPEnet.com/
sharpe-education.

Examples of written 
acknowledgments

“Thank you for your cash contribution of $300 that 
(organization’s name) received on December 12, 2017. 
No goods or services were provided in exchange for  
your contribution.”

“Thank you for your cash contribution of $350 that 
(organization’s name) received on May 6, 2017. As 
a thank-you for your contribution, we gave you a 
cookbook with an estimated fair market value of $60.”

“Thank you for your contribution of a used oak baby 
crib and matching dresser that (organization’s name) 
received on March 15, 2017. No goods or services 
were provided in exchange for your contribution.”

The following is an example of a written 
acknowledgment when a charitable organization 
accepts contributions in the name of one of  
its activities:

“Thank you for your contribution of $450 to 
(organization’s name) made in the name of its Special 
Relief Fund program. No goods or services were 
provided in exchange for your contribution.”  ■

www.SHARPEnet.com
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Booklets (minimum of 12 pages, 4 x 9")
Item Code Title Imprint Quantity
  110A  37 Things People “Know” About Wills That  

Aren’t Really So       ________
  130ZA Giving Through Your Will       ________
  140ZA How to Make a Will That Works       ________
  180ZA How to Protect Your Rights With a Will       ________
  211ZA  Giving Through Gift Annuities       ________ 

 With Rates   Without Rates
  220A Planning for the Future       ________
  310ZA Giving Securities       ________
  410ZA Giving Through Living Trusts       ________
  430ZA Giving Through Life Income Plans       ________
  450ZA Giving Through Charitable Remainder Trusts       ________
  460ZA Giving Through Charitable Lead Trusts       ________
  510ZA Giving Through Life Insurance       ________
  710ZA Giving Real Estate       ________
  730A Personal Financial Affairs Record       ________
  820ZA  Giving Through Retirement Plans       ________
  925A  Your Guide to Effective Giving After Tax Reform       ________
  930A Charted Giving Plans       ________

Booklets (Specialty) add 60¢ per copy to booklet prices
  170 Personal Financial Affairs Record (5.5 x 8.5")       ________

 Booklet total ________

Quantity Prices 

1,000 - 2,499  $.55 each

2,500 - 4,999  $.44 each

5,000 - 7,499  $.39 each

7,500 - 9,999  $.34 each

10,000 - 14,999 $.32 each

15,000 - 19,999 $.31 each

20,000 - 29,999 $.30 each

30,000 - 39,999 $.29 each

40,000 - 49,999 $.28 each

50,000 or more Ask for quote

Brochure Pricing

Booklet Pricing

Prices based on total quantity of brochures ordered. Titles may  
be combined for quantity pricing. In the event of cancellation, 
Sharpe Group reserves the right to charge for services rendered 
up to that point. See reverse of this page for imprint information.

Brochures (6-panel, 8.5 x 3.6875") 
Item Code Title Imprint Quantity
  1116B The State Has Made Your Will       ________
  1126B When Should a Woman Have a Will?       ________
  1136B Eleven Things to Remember       ________
  1146B You Never Need to Change Your Will Unless       ________
  1416 Has Congress Changed Your Will?       ________
  1442B What to Tell Your Attorney About Your Plans       ________
  1612B How a Will Works for You       ________
  1632B An Estate Planning Quiz       ________
  2020B Questions & Answers About Life Insurance       ________
  2021B  Questions & Answers About       ________ 

Retirement Plan Giving
  2024B Questions & Answers About Wills and Bequests       ________
  2025B Questions & Answers About Estate Planning       ________
  2026B  Questions & Answers About Gift Annuities       ________ 

 With Rates   Without Rates
  2027 Questions & Answers About Giving for Income       ________
  2031B Questions & Answers About Giving Securities       ________
  2032B  Questions & Answers About        ________ 

Estate Planning for Women 
  2033B  Questions & Answers About Deferred Payment  

Gift Annuities        ________
  2035B  Questions & Answers About Giving Real Estate        ________
  5000 Five Ways to Make the Most of Your Gifts       ________
  8222 The Charitable IRA       ________
  MEM8 Giving Through Living Memorials       ________
  TFG9 Thanks for Giving (Type)       ________

 Brochure total ________

Publication Order Form

Prices based on total quantity of booklets ordered. Titles and 
formats may be combined for quantity pricing. In the event 
of cancellation, Sharpe Group reserves the right to charge for 
services rendered up to that point. See reverse of this page for 
imprint information.

Quantity Prices

 100  - 249 $1.30 each

 250  - 499 $1.20 each

 500  - 999 $1.10 each

 1,000 - 2,499 $1.05 each

 2,500 - 4,999 $1.00 each

 5,000 - 7,499 $.95 each

 7,500 - 9,999 $.90 each

 10,000 or more Ask for quote



Name _______________________________________________________

Title _________________________________________________________

Organization _________________________________________________

Address _____________________________________________________

City ________________________ State _______ Zip ________________

Phone (         ) _______________________________________________

Fax (         ) __________________________________________________

Email ________________________________________________________

Purchase order # (optional) __________________________________

For fastest delivery, simply complete and fax to 901.680.5343 or email orders@SHARPEnet.com.  
To place a phone order, call 901.680.5300. 

Name _____________________________________________________

Title _______________________________________________________

Organization _______________________________________________

Address ___________________________________________________

City ________________________ State ______ Zip _______________

Phone (         ) _____________________________________________

Fax (         ) ________________________________________________

ORDER FORM 01/18

 Use Imprint on File    

  Front  Back  Both  None

 Brochure Imprint Fee*: $85 
Booklet Imprint Fee*: $85 PER SIDE 

*Charges for additional text, photos, etc. may apply. Call for quote.

› Publications will be imprinted in black.

› Logos and text for new imprints may be sent to  
imprints@sharpenet.com. For specific information  
on how to submit artwork and recommended file types, 
please call us.

 Total Order Amount Shipping & Handling Fee*
 $100.00 to $249.99 ..........................$16.00
 $250.00 to $499.99 ..........................$22.00
 $500.00 to $749.99 ..........................$29.00
 $750.00 to $999.99 ..........................$37.00

*Shipping prices are subject to increase if carrier fees increase.

› Prices shown are for shipment in continental U.S. Ad-
ditional charges may apply for shipments elsewhere. 

› Orders are shipped via FedEx Ground® unless another 
method is requested.

Over $1,000: Rates will be determined based on method of shipment.
Publication orders shipped to California addresses may be subject 
to CA Use Tax. Please add use tax appropriate to the California 
county in which delivery is taken. Questions about CA Use Tax, please  
call 901.680.5322. Other questions, call 901.680.5300 or email  
orders@SHARPEnet.com.

 Please bill me.   Enclosed is a check for $ ________________

 Please charge my:   Mastercard   Visa   AmEx

Card # ________________________________Exp. date _____________  

Name on card _______________________________________________  

Signature ____________________________________________________

Publication Order Form

Billing Address

Method of Payment

Imprinting Information

Shipping & Handling

Shipping Address
(If different from billing. No P.O. Boxes, please.)

901.680.5300 info@SHARPEnet.com | www.SHARPEnet.com

855 Ridge Lake Blvd. Suite 300
Memphis, TN 38120




