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#1: Resistance to Real Estate Gifts 
is Fading

© 2019 Bidwell Advisors 

2

• Real estate gifts were never in “Fundraising 101”
• At many institutions, real estate gift resistance is based in 

part on the lore of the “horror story” gift years ago.
• That resistance to real estate gifts is fading as:

 Peer institutions are increasingly seeking real estate gifts
 Accepted best practices for real estate gift acceptance policies and 

procedures provide greater comfort
 Recognition that the door can be opened to real estate gifts at same 

time as rigorous screening/due diligence procedures are applied
 Growing attention to real estate gifts in journals, conferences, list 

serves, etc.
 Old CFOs retire
 Growing recognition of where the wealth is

The Big Picture
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• Real estate is the single largest asset category for 
American households. 

Source: Urban Land Institute
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• 90% of real estate donors fit the profile:
 65 or older

 Own multiple properties in multiple states, especially summer/vacation homes

 These properties are very rarely mortgaged

 At a point in their lives where simplifying, cutting back, is important

 Children have moved away or are uninterested in the summer home

 No children, or children are taken care of in estate planning

 May or may not have a substantial giving history

• Research can identify who these people are.

• Some organizations will identify their top ten real estate gift 
prospects and arrange visits, initiating the conversations.

#2: Greater Understanding of the Profile of 
Typical Real Estate Donors
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• They’re not going to contact you without some prompting

• Smart marketing generally emphasizes problem solving, 
understanding the prospect’s situation.
 Generally, does not emphasize specific gift vehicles. 

• Case studies are especially effective

• Repeat the message in many forums – newsletter, annual 
report, emails, social media, etc.

• Add a real estate gift check-off box to literature.

• Give greater prominence to real estate as a separate category 
on webpage.

#3: Increased Marketing and Outreach 
Concerning Real Estate Gifts
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Increased Marketing and Outreach 
Concerning Real Estate Gifts
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• “A real estate gift is sitting at the table at every Board 
meeting. It’s just that no one has ever connected the dots.”

- John Brown

• Real estate gift trainings/orientations at Board meetings, or 
meetings of the Development or Campaign Committees, are 
increasingly common.

• Board members are more likely than anyone to  have a 
cocktail party conversation with a friend thinking about 
“selling the place on Nantucket.”

• A Board member or other friend of the organization may 
welcome a chance to make a leadership gift and serve as a 
“poster boy” for real estate gifts. 

#4: Involving the Board of Directors
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Real Estate Strategies For Risk

CRUTCRUT

SMLLCSMLLC

DAFDAF

OptionOption

GuestGuest

Recommend 
acceptance of 

property

Charitable Remainder Unitrust

• CRT is an irrevocable trust that is a tax exempt 
entity

• Real estate funded CRUT can be a “flip CRUT”

• Real estate in the CRT can be sold income tax 
free

• Reinvest proceeds into income                         
producing assets

© 2019 Thomas Charitable Advisors, LLC
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Charitable Remainder Unitrust

• Donor receives a charitable income tax deduction for 
a portion of the FMV of the real property

• Flexibility to have the donor as the trustee of the 
CRUT until the real estate is sold

• After the real estate is sold, the charity becomes a 
successor trustee

• The charity never takes title to                                     
the real estate
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• Isolate the risks of a real estate gift with a 
SMLLC

• IRS validates a SMLLC- IRS Bulletin 2012-52

• Donor transfers title to the charitable SMLLC

• Donor is entitled to a charitable income tax 
deduction

Single Member Limited Liability Company 
(SMLLC)
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• Real estate gift is isolated within the SMLLC

• Sale proceeds are distributed to the charity

• No liability to the charity’s general assets

Single Member Limited Liability Company 
(SMLLC)
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2. Donor Transfers property 
to SMLLC and receives 
charitable deduction

1. Charity 
Creates SMLLC

Single Member Limited Liability Company

LLC

3. SMLLC sells property. Once 
property sold, proceeds 
transferred to Charity

Since SMLLC is separate 
entity, no liability to charity’s 

general assets

Option to Purchase

• The option to purchase is a standard technique in 
the real estate industry

• The donor enters into the agreement with the 
charity

• The charity agrees to pay less than the FMV of 
the property, usually a nominal value, at a later 
time

• The charity has a period of time to market the 
property to third party buyers

© 2019 Thomas Charitable Advisors, LLC
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Option to Purchase

• The donor continues to pay all carrying costs of 
the property until the charity exercises its option 
to purchase

• Once a third party buyer is secured, the charity 
exercises its option to purchase

• The donor receives a charitable income tax 
deduction for the difference between the FMV 
and the purchase price the charity pays

• The donor receives the charitable deduction at the 
time the charity purchases the property

© 2019 Thomas Charitable Advisors, LLC

1. Donor enters into an 
option agreement with 

Charity under which 
Charity can acquire the 

property in the future at a 
bargain purchase price

Option to Purchase

3. Charity exercises the option to purchase at the 
stated option price, takes title then immediately 

sells to buyer

This reduces risk and expense 
of holding and managing the 
property during the time it 
takes to sell the property

2. Charity markets property and obtains 
buyer

4. At the exercise of the option the donor receives a 
charitable deduction

Winston F. C. Guest Decision

• Winston F. C. Guest v. Commissioner of IRS    
(77 T.C. 9)

• Donor and charity enter into a gift agreement

• Charity names the donor as its agent to hold title 
on its behalf

• Charity markets the property and identifies a third 
party buyer

© 2019 Thomas Charitable Advisors, LLC
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Winston F. C. Guest Decision

• Charity directs donor to transfer title to third party 
buyer on its behalf

• Charity receives sale proceeds directly from the 
buyer

• Charity never takes title to the donated property
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1. Donor enters into a gift 
agreement with Charity 

under which Donor is 
appointed agent to hold 
title on behalf of Charity

Winston F. C. Guest Decision

2. Charity markets property and identifies a 
third party buyer

3. Charity directs donor to transfer title to 
third party buyer on its behalf

4. Charity receives sale proceeds 
directly from the buyer

Since Charity does not take 
title to property, no liability 
to charity’s general assets

Final Take-Aways Today

• Real estate gifts are becoming much more 
common

• Real estate is the greatest family asset

• More sophisticated approaches prevail

• There are identifiable ways to isolate risk of real 
estate gifts

• Significant opportunity to secure larger gifts
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