
WHO TO CONTACT DURING THE LIVE PROGRAM

For Additional Registrations:

-Call Strafford Customer Service 1-800-926-7926 x1 (or 404-881-1141 x1)

For Assistance During the Live Program:

-On the web, use the chat box at the bottom left of the screen

If you get disconnected during the program, you can simply log in using your original instructions and PIN.

IMPORTANT INFORMATION FOR THE LIVE PROGRAM

This program is approved for 2 CPE credit hours. To earn credit you must:

• Participate in the program on your own computer connection (no sharing) – if you need to register 

additional people, please call customer service at 1-800-926-7926 ext. 1 (or 404-881-1141 ext. 1).  

Strafford accepts American Express, Visa, MasterCard, Discover.

• Listen on-line via your computer speakers.

• Respond to five prompts during the program plus a single verification code.  

• To earn full credit, you must remain connected for the entire program.

Donor Advised Funds and NPOs: Supporting 
Organizations, Recognizing and Recording Contributions
WEDNESDAY, OCTOBER 2, 2019, 1:00-2:50 pm Eastern

FOR LIVE PROGRAM ONLY



Tips for Optimal Quality FOR LIVE PROGRAM ONLY

Sound Quality

When listening via your computer speakers, please note that the quality 

of your sound will vary depending on the speed and quality of your internet 

connection.

If the sound quality is not satisfactory, please e-mail sound@straffordpub.com

immediately so we can address the problem.

mailto:sound@straffordpub.com
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Notice

ANY TAX ADVICE IN THIS COMMUNICATION IS NOT INTENDED OR WRITTEN BY 

THE SPEAKERS’ FIRMS TO BE USED, AND CANNOT BE USED, BY A CLIENT OR ANY 

OTHER PERSON OR ENTITY FOR THE PURPOSE OF (i) AVOIDING PENALTIES THAT 

MAY BE IMPOSED ON ANY TAXPAYER OR (ii) PROMOTING, MARKETING OR 

RECOMMENDING TO ANOTHER PARTY ANY MATTERS ADDRESSED HEREIN. 

You (and your employees, representatives, or agents) may disclose to any and all persons, 

without limitation, the tax treatment or tax structure, or both, of any transaction 

described in the associated materials we provide to you, including, but not limited to, 

any tax opinions, memoranda, or other tax analyses contained in those materials.

The information contained herein is of a general nature and based on authorities that are 

subject to change.  Applicability of the information to specific situations should be 

determined through consultation with your tax adviser.



Martin Levine, Levine Partners Consulting
Nick G. Tarlson, CPA, Tarlson & Associates

all that glitters is not gold; along with the 
potential to benefit come dangers.

Donor Advised Funds and NPOs 

Supporting Organizations, Recognizing 
and Recording Contributions



DAF’S are the booooooooooooooooooming
part of the  Philanthropic universe
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The 2018 DAF Report National Philanthropic Trust 
https://www.nptrust.org/reports/daf-report/
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The IRS says it’s a 

“separately identified fund or account that is maintained and operated by 

a section 501(c)(3) organization, which is called a sponsoring 
organization. 
Each account is composed of contributions made by individual donors. 
Once the donor makes their contribution, the sponsoring organization has 
legal control over it.
However, the donor, or the donor's representative, retains advisory 
privileges with respect to the distribution of funds and the investment of 
assets in the account.”  
(https://www.irs.gov/charities-non-profits/charitable-
organizations/donor-advised-funds

So…What is a Donor Advised 
Fund? 
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https://www.irs.gov/charities-non-profits/charitable-organizations/donor-advised-funds
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Types of Sponsoring Organizations

• Community Foundations
• Appeal to their geographic/cultural audience
• Have limited or no charitable activities of their own
• Provide resources for identifying and evaluating 

charitable projects

• Captives of Investment Institutions
• Leverage existing relationships with customers
• Provide limited support

• Independent Non-profits
• Leverage existing relationships with donors
• Competing interests with potential charities
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What Makes Them Attractive to 
Donors?
• Provides an efficient mechanism to manage the pace 

and direction of their giving over an expanded time 
frame;

• Lower overhead and cost compared to establishing a 
foundation  

• Fully deductible in the year they are given
• Provides the ability to guide when and how these funds 

are finally distributed to charities (or projects within a 
charity) of their choice

• Can provide the ability to guide how the funds are 
invested.  

• Can outlive the original donor’s life – can be used to 
instill charitable habits in the donor’s survivors
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• Getting your share of the growing DAF pie

• Fear of losing current  and potential donors  who are asking for this 

giving option.

• Fear that important relationships and needed funding can be lost if 

donors must turn to another organization to find the Sponsor they 

need.  

• Not having this option among the options that new supporters can 

choose to donate creates the risk that a hot prospect will be lost.  

• Keeping up with the Jones’s.

Why Might You Want to Become 
A DAF Sponsor?
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What Does Your Organization Need to be 
capable of juggling if you are going into 
the DAF business?
• Creating an internal structure that segregates the 

management of DAF funds from your ‘regular’ operations

• Establishing and maintain the needed systems to keep track 
of and honor your agreements with the donors 

• Being able to fulfill the IRS’s requirement for annually 
reporting 
• the total number of Funds and 
• the value of their assets; 
• the total amount of new donations received for their pool of DAFs 

and 
• the total value of grants distributed from these funds.

• Servicing the needs of DAF donors even if their interest 
differ from your organizations
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Setting Up A DAF – Donor 
Agreements
A specific agreement with each donor is needed that will specify 
the role that the donor may play in advising the Sponsor on 
distributions from their DAF including

• How they can make recommendations about allocating funds to other 
charitable organizations

• How often they can make recommendations
• Whether  or not the Donor can have input on how the DAF is invested
• Frequency of reporting on fund performance
• How they can request information about the status of their fund
• Any limitations on where the funds can be directed beyond the need 

for the recipient to be a 501(c)(3) organization
• Any limitations on the frequency, number and size of distributions
• Fees (if any) charged by the sponsor for managing the fund.  
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If you are not scared off yet here’s a 
planning process to gauge your 
readiness…
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Step 1: Assessing the Risk of DAF 
Sponsorship

• Are donors already shifting their annual donations away 
from you to the DAF’s they have already established and not 
advising these funds to make a gift to you?  How many and 
what dollar loss have you seen?  

• Are your donors actively asking you to become a DAF 
Sponsoring Organization? Are they finding other 
organizations to fill that role when you won’t?  

• What portion of your current donor base do you think is at 
risk if you don’t offer to become a DAF sponsor?

• Are you presently receiving distributions from DAF’s with 
other Sponsoring organizations that you feel will be lost 
because you are not the Sponsor?
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Key Structural Decisions

• Setting the minimum size of a DAF your organization will support. (A higher 
minimum will be warranted if your strategy is focused on retain “significant” 
current donors.  A lower minimum will support a more broad-based strategy 
designed to expand your overall philanthropic base.)  

• Mechanism for receiving  and disbursing DAF funds

• Minimum amount of each distribution, if any

• Limitations on the number of distributions made annually, 

• Fees that you will charge for the work you undertake as Sponsor of the DAF

• Mechanism you will create for each Donor to advise your organization on how 
funds will be disbursed and any restriction you or the donor is placing on where 
funds can be given

• Mechanism, if any, for the Donor to advise you on how their Fund is to be 
invested

• Limitations on where the funds may be given.

• How and where the fund will be invested
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Step 2: Checking out Your 
Philanthropic Environment

• Even if giving to Donor Advised Funds does not 
appear to directly affect your organization, there 
may still be reasons to add them to your arsenal of 
fund raising tools.  Consider other organizations 
with whom you compete for philanthropic support.

• Have DAF’s become a larger part of their 
fundraising program?

• How successful are they in using DAF’s to increase 
their philanthropic base? 

• Are they just retaining current supporters or are 
they attracting new donors?
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Step 3: Building A DAF-capable 
Organization 

• Does the investment needed to manage DAF 
sponsorship still warrant going forward? 

• Do you have the skills, talents and time to handle the 
solicitation, nurturing, contracting  and accounting 
necessary for handling DAF’s.

• Do you have the outside supports of legal counsel and 
an auditor to keep you on the straight and narrow?  

• Do you have the ability to effectively invest the funds?

• Do you have the internal discipline to manage the 
varying requirements of each DAF agreement?
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Reporting Receipts

• Form 990-EZ

• Form 990, Part IV

• Form 990, Schedule B

• Form 990, Schedule I
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Supporting Organizations

• Authorized under IRC 509(c)(3)

• Need not meet the public support test

• Can avoid appearance of conflict of interest
• Separate board

• Clearly stated policies

• Additional administrative costs
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The Rules May Change
Pressure is mounting to change the way DAF’s must operate

• Sunsetting DAFs – requiring full distribution in in 
fixed number of years

• Required Annual Distribution – setting a required 
portion of each DAF that must be distributed 
annually

• Matching to Deductibility with Distribution –
donor can earns tax benefit for distributed funds

• Controlling Management Fees – limiting what 
sponsors can charge for their services
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Some Alternatives to Becoming a 
DAF Sponsor

• Find a Partner – A “trusted” organization who can 
you refer interested donors to.

• Actively Solicit DAFs – develop relationships with 
sponsors, keep track of DAF gifts received
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