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R With the sale of Sigma-
Aldrich set to close next year, 
what are the estate planning 
opportunities with Sigma stock 
prior to the merger? 

Matt Madsen: There’s not a huge 
opportunity, compared to what 
happened with Anheuser-Busch. That’s 
because there’s not much of a discount 
between the trading price today and the 
merger price — the spread is around $5 
per share. So, theoretically, you could 
easily capture that spread for estate 
tax savings. When AB/InBev merged, 
there were concerns that they couldn’t 
get their financing, and there was a big 
spread. And we saw a lot of clients get 
very active with their estate planning. 
The people who took the risk transfered 
as much as $13 per share out of their 
estates. If you have a million shares, it’s 
meaningful. So, I think there’s a little 
bit less with Sigma, given the way the 
valuation of the stock has moved, post-
announcement. Sometimes the ship 
sails, and this ship is on the way to its 
next port of call.

Doug Mueller: So, it’s broader than 
just publicly traded stocks, and that’s 
where estate planning and charitable 
planning can come into play, right?

Matt Madsen: Yes.

Doug Mueller: There’s an opportunity.

Amelia Bond: Absolutely.

R So, what’s the best way to 
invest a significant lump sum of 
cash?

John Jennings: First and foremost, 
the difficult thing about cash is that 
there is no best way to invest it. 
There’s a tendency to look back and 

wish you had done it sooner or done 
it later. The timing is never going to 
work out perfectly. There’s a saying 
that the hardest time to invest cash is 
“now”. When the market’s down, it’s 
hard. When the market’s up, it’s hard. 
When the market’s volatile, it’s hard. 
Psychologically, cash is difficult because 
it has an exact value. If you have sold 
your Sigma stock and you invest a 
million dollars in the stock market 
and other investments, three, six, nine 

months later, those other investments 
are going to be worth more or less. And 
if it’s less, you’re going to be kicking 
yourself. So, we work on setting up a 
plan and having the expectation that 
it’s not going to be the optimal way to 
do it. In our experience, clients who try 
to time the markets or resist the plan 
end up having a far worse outcome 
than those that set up a plan and move 
ahead. That being said, we rarely have 
clients that invest all their proceeds at 
once, even though, based on studies 
and statistics, it is the best thing to do. 
The market goes up about 70 percent 
of the calendar years. So, a very simple 
way to look at it is you’re better off just 
going ahead and investing. The vast 
majority of our clients choose to do it 
in disciplined tranches over 6, 12 or 18 
months.

R Are there tax implications?

Doug Mueller: Absolutely. That’s 
why, today, you have financial advisers 
bringing experienced CPAs on to their 
staffs. I’m sure you probably have that, 
John?

John Jennings: We do.

Doug Mueller: And people want 
to understand the tax implications. 
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Qualified dividends can be taxed the 
same as capital gains. How you offset 
capital gains and capital losses — long-
term holds, being charitable, which stocks 
— it’s about timing. So, investors want 
the tax planning coordinated with the 
investment planning. Good conversation 
and good communication are important, 
and you hope you get advisers who play 
well in the sandbox together.

R Amelia, when the Community 
Foundation receives a gift of 
stock, is it sold right away?

Amelia Bond: Yes. When the stock 
comes to the Community Foundation, 
we liquidate the stock then invest the 
funds, working closely with the donor’s 
professional advisers. 

R Can a holder of Sigma stock 
offset the capital gain with a 
charitable contribution?

Doug Mueller: Actually, it’s a little 
better than that. What happens is, if you 
sold the stock first and generated the 
gain, and depending on your facts and 
circumstances, that’s probably what you 
had to do. Through the same taxable year, 
your charitable deduction will actually 
offset your ordinary income tax dollars. 
The advantage is that the capital gain 
dollars could be taxed at 20 plus the 3.8, 
the new Affordable Care Act tax, the 
Medicare tax. The charitable deduction 

won’t help you on the 3.8, but it can 
help you on your federal and state taxes. 
It will offset the highest tax dollars first, 
and those are your ordinary income tax 
dollars. Those are 40-cent dollars. They’re 
not just going to save the capital gains 
tax. They’re probably going to save more. 
Advisers and charities need to do a better 
job of explaining to potential donors that 
they’re not going to lose their charitable 
deductions to that 3 percent phase-out 
rule called the Pease Amendment. 

John Jennings: And there’s an 

opportunity to give the Sigma stock to 
charity before the shareholder vote.

John Jennings: So, if you have a 
million dollars of Sigma stock and you 
want to give $500,000 to charity, you 
give the $500,000 stock value, avoiding 
the gain.

Doug Mueller: Right.

John Jennings: And that offsets your 
income on your gains on the second 
$500,000. So, it’s important to do it in 

advance of the shareholder vote.

Doug Mueller: The IRS thinks so, too.

Amelia Bond: The benefit for 
someone who is charitably inclined 
is that they are maximizing that 
charitable donation. If they don’t seize 
this opportunity, they’re going to pay 
taxes so the federal government is going 
to decide what they’re giving to versus 
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taking control and saying, I want to 
invest in St. Louis or I want to invest in 
those charities I care most about.

Matt Madsen: And what does it cost 
the family to give that dollar? If you give 
it early enough in the transaction, you 
can lower the cost to around 35 cents on 
the dollar. That’s pretty effective leverage. 
People also forget that a lot of the families 
making big charitable gifts are very 
affluent. They’re paying estate taxes. If 

you wait and give it at death, you not only 
skip the fun of seeing the good done with 
your dollars, you also miss the income 
tax deduction.

So, it really is mathematically much 
more powerful to give during a lifetime, 
pre-sale. It’s really one of the best deals 
out there.

John Jennings: One of the silver 
linings to the share price being close 
to the cash sale price is when you give 
to charity, you’re giving it a pretty high 
value. The point Matt made about the 
Anheuser-Busch deal is a good one. The 
clients who gave that stock to charity in 
advance were taking a haircut, because 
that stock traded at a pretty big discount 
prior to closing.

And it’s also true of closely held 
businesses. What’s great for estate 
planning isn’t as good for your charitable 
deduction. We’ve had clients that 
have given interests in their closely 
held businesses to the Community 
Foundation. They had to get an appraisal, 
and they were disappointed when the 
appraisal came back with a sizable 
discount from what their transaction 
price was going to be.

Matt Madsen: Can we pick up on 
the Pease tax? Essentially it’s an extra 
tax based upon the excess of your 
income over a threshold, and operates 
by reducing one’s itemized deductions 
subject to a cap. But the excess has 
absolutely nothing to do with your 
charitable deduction.

Doug Mueller: With any level of giving.

Matt Madsen: So the idea of, well, wait 
a minute, if I give away too much money 
in 2014, there’s a cost because of the 
Pease tax is generally not true, at least in 
Missouri where state income taxes is a big 
itemized deduction.

R What does it take to set up 
a fund that at the Community 
Foundation? 

Amelia Bond: It’s so easy. That’s 
really the beauty of the Community 
Foundation. We can open a fund, take 
in the stock pre-sale and then hold it 
until the merger occurs. Then it becomes 
liquid cash. The donors have time to 
decide where they’re going to distribute 
the funds. They have the ability to tap the 
resources of the Community Foundation 
and the expertise that we bring to the 
table of knowing the community. 

Doug Mueller: Timing is extremely 
important. Gifting stock before it’s sold 
or a merger is approved is very, very 
important. With publicly traded stocks, 
it’s common knowledge what’s going to 
happen when the vote’s going to occur. 
Closely held business owners have the 
same planning opportunity, but a lot 
of times, depending on the size of their 
company, they aren’t aware of the critical 
timing element. We just had a transaction 
where a group out of Washington, DC, 
already had the planned merger vote, and 
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now I’m getting the stockholders in St. 
Louis saying, “We would like to transfer 
our stock now and transfer the gain.” 
And I said, “It’s too late. It’s too late to 
transfer the asset and avoid the gain on 
the sale of that asset.”

Matt Madsen: About timing: I always 
think about what decision you’re asking 
the human beings involved to make. And 
it’s a very unnatural decision. You’re 
focused on a complicated transaction, 
selling your closely held business, the 
baby you built. And at the same time, 
you need to decide whether or not to 
give away $5 or $10 million? Could you 
do that comfortably? I couldn’t. And 
that’s the great thing about the charitable 
distribution tools. You can divorce the 
timing decision on the sale from the 
need to figure out how to give money 
to charity. This gives the donor time 
for a conversation about the family’s 
philanthropic goals and deciding how 
to deploy their personal wealth in the 
communities they care about in an 
effective way. That takes time. And many 
people don’t have experience being 
philanthropists. 

Matt Madsen: At some level they 
know they will pay tuition at the altar 
of experience. They don’t want to pay it 
all at day one. They want to spread that 
tuition out over time and become more 
effective givers. That’s where donor-
advised funds and other charitable 
distribution tools are very powerful and 
almost fall into the no-brainer bucket 
when you’re doing these kinds of gifts.

Amelia Bond: These are families 
that have put their heart and soul into 
their companies and have not given 
charitably in the past because they didn’t 
have the ability to do so. And it’s such a 
tremendous opportunity to create a fund 
and look to the future they can build with 
their children.

R Do you get the sense that a lot 
of clients know about donor-
advised funds?

Doug Mueller: I don’t think so.

John Jennings: Most of our new 
clients either haven’t heard of donor-
advised funds or have some pretty 
interesting misconceptions.

Doug Mueller: That’s what I’m seeing.

John Jennings: The number one 

reason why our clients typically like 
to use donor-advised funds, like the 
Community Foundation, is privacy. The 
clients with private foundations, their 
information, their assets, who they 
give to is public and they get a lot of 
solicitations, and everybody knows how 
much is in their foundation and who they 
give to. And giving to a donor-advised 
fund is completely private. 

Amelia Bond: That’s a tremendous 
benefit of the Community Foundation. 
We have more than 500 funds. Being one 

organization, we file one tax return. So, 
it gives complete anonymity in a world 
where we know that with the Internet 
there is no such thing.

R If you give to the Community 
Foundation, do all of your 
charitable dollars stay in St. 
Louis?

Amelia Bond: In making 
contributions, we follow donor intent 
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and/or recommendations. That’s what 
makes working with the Community 
Foundation so interesting for our 
donors, they can see their philanthropic 
vision come to life — here locally or 
around the world. That said, nearly 80 
percent of our dollars support nonprofit 
in the St. Louis region. 

R And it’s the donor’s decision?

Amelia Bond: Yes. The donor 
makes the recommendation, and the 
Community Foundation does the 
due diligence to make sure that that 
organization is actually a 501(c)(3). We 
pass the information along.

R So, you can give to either 
Planned Parenthood or the 
Right to Life Education Fund?

Amelia Bond: With complete 
confidentiality. At the same time, gifts 
can also be made publicly. When working 
with us our donors can be as private or as 
public about their grant-making as they 
choose to be.

R How about seeking advice 
about charitable giving?

Matt Madsen: There are two 
components to the charitable gift. 
The first is related to what the family 
is trying to accomplish with their 
charitable dollars. That should be the 
primary goal. Secondary to that goal 
is how to do it in the most efficient 
way, considering tax and other issues 
that will let them maybe put even 
more money in the charitable bucket. 
So, it’s important to do both. And I 
think the advisers are different for 
the two different parts of that plan. 
For a smaller gift, you may be able 
do it yourself. But as the gifts get 
more complicated and bigger, it’s 
more important to seek out a multi-
disciplinary team.

Doug Mueller: Right.

Matt Madsen: And so, on the 
philanthropic side, this is where 
I humbly would suggest that the 
Community Foundation is an 
underutilized resource. The staff is 
involved in such an amazing amount of 
charitable grants year in and year out. 
They see things. They can suggest things. 
They can help a donor with due diligence. 
You can make the grantee responsible for 
meeting your benchmarks. They may not 
even know that.

Doug Mueller: I’ll guarantee you they 
don’t.

Matt Madsen: They can talk 
to neighbors who serve on other 
charitable boards. They can see what 
the United Way is doing. There’s lots of 
ways to get information. Not all advisers 
understand that piece. 

R What’s the difference 
between a donor-advised fund 
at the Community Foundation 
and a donor-advised fund at 
Merrill Lynch?

Amelia Bond: Let’s get real: Our 
greatest competition is the commercial 
donor-advised funds — Fidelity, Schwab, 
Vanguard. We like to say we’ve never 
lost a donor-advised fund from the 
Community Foundation to those 
commercial funds. But we receive 
money from them all the time. And the 
difference is service and being local. 
We’re high touch. We’re there for the 
donor who needs information, wants to 
learn, wants to be educated, wants to 
know what the Community Foundation 
sees in the philanthropic landscape 
here in St. Louis. 

John Jennings: We have clients 
who use both. Our clients use both 
retail donor-advised funds like those 
at Fidelity or Schwab as well as 
donor-advised funds at community 
foundations here in St Louis and around 
the country.  And really, we see a line 

of demarcation. It’s easy and cheap to 
use a Fidelity or a Schwab. And those 
are for smaller amounts. It’s almost like 
a checkbook. Assets come in. Assets 
come out. There are lots of transactions. 
For our donors that have made larger 
gifts and have moved from being more 
charitable to more philanthropic, trying 
to be more strategic about where they 
give, we think it’s very important to 
be partnered with somebody like the 
Community Foundation. They really 
help with advice. Clients come to us, 
and they often have an investment plan 
or we help them with an investment 
plan. They have an estate plan. They 
have a risk management plan. But they 
don’t often have a philanthropic plan. 
So, for instance, instead of saying, “I’m 
giving to this charity because I like 
what they do,” instead, they might 
want to be more cause based and say, “I 
want to tackle childhood obesity. What 
is the best way? What’s my biggest 
return on investment?” 

R What’s your minimum fund 
size?

Amelia Bond: At the Community 
Foundation, we say the minimum size is 
about $50,000. That’s where it starts to 
make sense from the support fees that 
we charge for our services. But once 
someone opens a fund and starts to have 
this charitable account from which they 
can give, it’s different – psychologically. 
It’s not coming out of your checkbook. 
It’s something you’ve dedicated.

 It’s more planned. It’s more 
pleasurable. And it grows. We grow with 
you. And we’ll help you grow in your 
charitable experience.

R Because the donated funds 
are invested?

Amelia Bond: We even encourage 
donors to involve their financial advisers 
throughout our relationship. The advisers 
can stay at the table.

R If you want to make a 
charitable gift this year, 
maybe because you need a big 
deduction or need to make 
a gift prior to the sale of 
your company, are there any 
strategies that will provide an 
income tax deduction and time 
to work out a charitable plan? 

Doug Mueller: If it’s privately held 
stock, you would like to get the full fair 
market value, whatever that may be 
at that time. If you give it to a private 
foundation, you would not get the full 
fair market value; you’re going to get 
your cost basis. The alternative is what we 
were describing, a donor-advised fund 
that can get the full fair market value. 
Some people don’t know the rules now 
because we have, essentially, four income 
taxes going through a tax return now: 
the income tax, the alternative minimum 
tax, self-employment tax, and the new 
net investment income tax. It is getting 
so complex that we tell folks, look, come 
in. Let’s run the numbers so you can see 
you’re not limited by the Pease tax. You’ve 
got to run the numbers. You really do.
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R But timing really is an issue. 
During the Anheuser-Busch 
conversations, there was a 
sense that you had to do this 
purposefully or the IRS would 
say you were just doing it to 
avoid paying taxes.

Doug Mueller: Correct.

Matt Madsen: The donors could be 
taxed as if they sold on the merger date 
for cash and then donated proceeds. 
So, it’s a timing issue on the tax side. 
The reason the donor-advised fund 
and other charitable distribution tools 
fix the timing problem for the donor 
in terms of the other decision of, hey, 
I’m not ready to commit $10 million 
irrevocably, is they have made a baby-
step decision. They’ve decided to put it 
in a donor-advised fund. It will never 
come back to their family. It’ll go to 
a charity or set of charities that they 
pick over a longer time horizon.While 
they’re waiting to figure out their 
charitable plan, they’re going to have 
the money invested. The key thing with 
the donor-advised fund is that they 
don’t have to make any grants that year 
if they don’t want to.

John Jennings: Or the year after.

Matt Madsen: They have plenty of 
time to get their sea legs, get the sale 
transaction behind them and figure 
out in an intentioned way, what causes 
they are trying to improve with these 
charitable dollars, and what’s a smart 
way to do it. If I give $10 million to 
my church tomorrow, what will they 
do with that money? Will they do it 
effectively? Or do I actually want to give 
them $1 million and save the other $9 
million for something else? Or with a 
family foundation, they have to give 5 
percent every year. That can force the 
money out. Well, on $10 million, that’s 
half a million dollars. 

Amelia Bond: One of the negatives 
that you hear sometimes is, oh, well 

donor-advised funds, they don’t have 
to give the money away, so people are 
just going to sit on it. Actually, what’s 
really interesting is at the Community 
Foundation, where about 60 percent 
of our funds are donor-advised funds, 
we’re seeing donors give 10 percent, 
on average. That’s more than what is 
required of private foundations actually 
going back into the community.

Matt Madsen: That’s a great point.

R Is the 5 percent a federal 
requirement?

Matt Madsen: For private foundations 
only, not for donor-advised funds. And 
you know what we’re seeing?

Amelia Bond: Right. Families are 
converting their private foundations to 
donor-advised funds at the Community 
Foundation because they get the 
benefits of anonymity. They no longer 
have to give 5 percent. They have 
reduced expenses, and it’s a very easy; 
the foundation actually just makes a 
grant to the Community Foundation 
because we’re a nonprofit. Then there 
are side-by-side funds used when a 
family wants to maintain the private 
foundation due to history or for 
whatever reason. In ‘08,when we saw 
the stock market drop precipitously, 
private foundations took the 5 percent 
and moved it to their donor-advised 
fund, so they weren’t tapping the 
foundation’s principal.

R Where do state tax credits 
come into play?

Doug Mueller: First, you get the 
normal federal itemized deduction tax 
rate savings. So in the highest bracket, 
this is 40 percent and in the state of 
Missouri it is 6 percent. If I give a dollar 
— I would normally save 46-cents on the 
dollar — I’m still out of pocket 54-cents. 
When the charity has been awarded 
credits by the state, I get a 50 percent 
credit off my state income tax. So, I get 

to save 46, now another 50. So, I gave 
a dollar, and I saved 96 cents on the 
dollar back in benefit. I’m only out of 
pocket 4 cents. That’s why people ask if 
there are any state tax credits associated 
with the charity. 

John Jennings: And then if you use 
appreciated stock on top of it, it’s even 
better.

Doug Mueller: Because you saved the 
tax on the gain. 

Matt Madsen: These guys just 
illustrated how complex it gets very 
quickly. So the donor needs his 
accountant, his lawyer and his financial 
adviser on the phone or in a meeting to 
figure out how to optimize this because 
it’s only going to help the charity, and 
that’s what it’s all about.

R With boomers aging and 
corporate balance sheets in 
better shape, we’re seeing the 
market for small- to mid-cap 
companies maturing, and we’re 

hearing that M&A activity is 
going to be picking up. What does 
this development mean from an 
accounting, investing, legal and 
charitable giving standpoint?

 
Doug Mueller: Looking back, a lot of 

clients were starting to get in a position 
to possibly sell their companies, but 
2008 hit, and that put a lot of plans on 
hold. Companies started having down 
years. They were pulling back. Now 
they’ve paid off debt. They’ve found 
a way to get more efficient. They’ve 
created value again. And I think the 
opportunity for them, if they are 
starting to position their company 
for sale, are alternatives in charitable 
giving that people simply do not know 
about. At the Community Foundation 
you’re getting a donor-advised fund 
staffed by people who know charitable 
giving, versus you going to a financial 
institution. Those are donor-advised 
funds staffed by financial advisers who 
don’t know charitable giving. And I 
think that makes all the difference. The 
rules are so complex. They want to hear 
the alternatives. What does it mean for 
my family? Now is the opportunity to 
get educated.

Amelia Bond: And that’s the word: 
opportunity. Companies get bought 
and sold all the time. And St. Louisans 
tend to say, “Oh, there goes another 
company.” No. That shows a vibrant 
community.

Doug Mueller: Right.

Amelia Bond: And to keep this 
community vibrant, philanthropy 
is key. St. Louisans love St. Louis. 
And I believe that if we can expand 
philanthropy and make it more 
efficient, if someone realizes, hey, it’s 35 
cents on the dollar, if I have a donor-
advised fund at the time I sold my 
company, versus 75 cents on the dollar 
by opening a private foundation. We’ve 
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just maximized more dollars going 
to philanthropy. That creates a more 
vibrant St. Louis.

Matt Madsen: More of my business 
owner clients are exploring sales. This is 
when they really need the help of their 
financial adviser. They often say, “I can 
get so much return on my capital, on 
my closely held business. I know that 
market. I’ve been in it for 20 years.” 
But when I sell my company, I’m not 
getting these distribution or dividend 
checks from my business. That’s how I 
was cash-flowing. So, I might net $30, 
$40, $50, $80 million, but I don’t really 
understand how my financial life works 
after that. And really, that’s a perfect 
client to give a little nudge or even a 
big nudge toward lifetime charitable 
giving because they can afford it, 
but they don’t understand how their 
financial life works post-sale. They 
need a financial adviser to explain it to 
them, make them comfortable. Here’s 
how it’s invested. Here’s how your cash 
flow works. You’re not going to run out 
of money. And by the way, if you want 
to give away $10 million over the next 
ten years, you really can afford to do it. 
Because if they don’t understand that, 
they’re not going to do it, and they’re 
going to miss a great opportunity, and 
St. Louis charities are going to miss a 
great opportunity.

John Jennings: It’s all about what 
your strategic goals are in the long term. 
Cash flow is very important in deciding 
how to invest. What does it take for you 
to live and achieve whatever your goals 
are for you or your kids or charity? And 
until you have a good grasp on cash 
flow — and what’s very scary when 
you’ve been funding your livelihood, 
whether you’re an owner or it’s a public 
company and you’re an executive- is 
switching from having that cash flow 
to now I’m going to live off of my 
investment portfolio. And it’s this huge 
psychological divide that you need to 
get over, and you cannot do it unless 
you have a grasp on your cash flow, 
and that’s been projected out. And that 
gets to the point of investing. It can be 
very scary to put money into the stock 
market because you’re worried about 
what happens if the next shoe to drop is 
a big down. And the answer to that is, 
nobody knows. Anybody that tells you 
that they know is wrong. 

No one knows what’s going to 
happen. And there are so many very 
data-driven fantastic arguments about 
the market being overvalued and 
it’s about to go down and an equal 
number why it’s going to continue on 
and it’s going to go up. And most of 
the factors cited about why the stock 
market’s going to go up or down have 
no causation or correlation to the 
movement of stock markets. Things like 
corporate earnings and profitability 
and GDP and treasury rates and have 

literally no correlation to what the stock 
market does.

R Or the Super Bowl or who wins 
the election.

John Jennings: Or the hemline 
on skirts. There’s no correlation. So, 
study after study shows that market 
timing doesn’t work. Yet, because we’re 
human and it’s scary, we try to time the 
markets. And it doesn’t work and it’s 
counter productive. The average stock 
market investor earns a fraction of what 
the stock market returns. And that’s 
because there’s three things that attack 
their investment returns: fees, taxes and 
bad behavior. Behavior is the hardest 
thing to deal with of the three, and you 
battle bad behavior by having a plan 
and you stick with it. That’s really the 
value of an adviser, who is going to give 
you a plan and give you the support 
that you need to stick with it during the 
ups and downs.

R If our readers are considering 
the Community Foundation, do 
they go through an adviser? Or 
do they call you directly? 

Amelia Bond: Either works. You 
know, the web has been a huge help 
because donors can just look at our 
site to start to at least get a little bit 
of an understanding of what we do. 
Community foundations are amazing 
organizations that are really flexible 
and meet the donors where they are. 
We are here to help.

John Jennings: Advisers in the St. 
Louis area are not doing a good job of 
utilizing donor-advised funds. I always 
wonder why we see these ads for drugs 
on TV because I can’t prescribe them to 
myself. But the point is to similarly go 
ask your doctor about whatever drug. 
Likewise. Go ask your advisor about 
donor-advised funds and the Greater 
St. Louis Community Foundation. And 
if they try to talk you out of it, ask how 
many other clients they have in this sort 
of vehicle, and if their answer is none 
or only people that haven’t listened to 
them, maybe have that adviser talk to 
the Community Foundation. Maybe 
you’re not with the right adviser for 
your level of wealth or sophistication.

Doug Mueller: It makes us look 
good. We’re doing a better job for our 
clients by bringing expertise. I think 
more advisers should be reaching out 
because you’re a tool for us.

Amelia Bond: Absolutely.

Doug Mueller: And we need to 
get across how complex this area 
is. So, for instance, you have to get 
the right documentation to support 
your donation from an income tax 
or state tax or gift tax standpoint. 
The documentation requirements are 
different, and they’re very rigid. So 
much so that if I give a $300 donation 
and I don’t get at the bottom of my 
acknowledgment letter that no goods 
and services were received in exchange 
of this donation, you will not get a 
deduction.

John Jennings: Even if you provide it 
later.

Doug Mueller: Even if you provide 
it after the due date, which is the 
Durden case and a number of others. 
Those poor people gave $28,000 to 
their church, had canceled checks 
and everything. They did not get the 

deduction. So, this is an area that’s 
fraught with all kinds of rules. You need 
people with expertise. 

Matt Madsen: You know, advisers 
spend a lot of time cultivating and 
developing relationships with clients, 
so introducing another player into the 
mix can be worrisome.

Doug Mueller: Right.

Matt Madsen: But most good 
planned giving programs at charities, 
and certainly at the Community 
Foundation, are designed around 
how to support the donor and their 
advisers in doing something smart 
and efficient. I very commonly tell 
my clients about the Community 
Foundation. I say, “Just go down there. 
Meet the staff.” I don’t go. I don’t need 
to hold their hand because I know 
they’re going to be treated well, and 
I know that they are collaborative 
partners. They’re not looking to 
interrupt relationships. They’re looking 
to improve relationships because better 
deals happen.

Amelia Bond: So, if everyone 
would recognize that the Community 
Foundation is a go-to umbrella to 
connect all the parties… 

Doug Mueller: Are you going to take 
the financial asset management away 
from a financial adviser?

Amelia Bond: Absolutely not. Our 
sole mission is to take care of donors 
and help them meet their goals, and 
hopefully, for the benefit of St. Louis, 
become bigger, better donors. Ferguson 
is happening in our back yard. It’s 
impacting this community. It pains 
everybody. We need to maximize every 
dollar going back into this community. 
And if we miss a sale, that’s dollars lost. 
It’s that powerful.

“You hope you get advisers 
who play well in the 
sandbox together.”

Doug Mueller,  
Mueller Prost
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