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ELIZABETH BAILEY
CASH ON THE COUCH

US philanthropy is
thriving, says recent
research. More '
interesting than the
dollar amounts is
what has been laid
bare about the
motivation behind
projected largesse

GLOBAL INVESTING

Modern Medici give the lie to rapacious corporate life

At a time when the morality of US
business appears to be at a cyclical low,'

richest 5 per cent of households — those
with adjusted gross incomes of $140,000
and more - accounted for 40 per cent of
the $161bn given away last year by
individuals.

Charitable bequests by the wealthy are
also generous: the top 2 per cent of
estates with assets of $5m or more added
up to more than 65 per cent of the $15bn
left behind in 1999.

Such generosity is made possible by
the accumulation of wealth in the
post-war period. And the serious giving

as more than $18,000bn in annual
individual giving over the next half

century.
Schervish has spent much of his
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Entrepreneurs
| creative solutions in their business lives

are likely to want to solve problems in
the&rchmﬂahhmhsuwu Schervish
[ has found. For these men - and some
women - giving is not so much about

1 getting a seat on the board of the

aspects: identifying
{ greater than the supply to satisfy it; and
1 the desire to affect the rate of return on '
1 investment by direct

participation.

The desire of wealthy people to shape
the world around them is not new, of
Rockefellers and
Mellons all tried to influence the course
of US history by directing their money
towards a perceived social need. The
Medici family wrote the book on how
wealth can influence society. But the

new philanthropists, whom Schervish

future”. In his studies of the wealthy and
their patterns of giving, the Boston

with the needs of others; gratitude for
the luck and the breaks that allowed

achievement to lead to success; and a
desire to respond to the needs of other
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business by rising through the ranks of a
major corporation. Some members of the
Modern Medici came of age during the
counter-cultural movements of the 1960s.
Others bear the imprint of the
neo-conservatism of the 1980s. Both
groups are leery of government solutions
to social problems.

There is evidence that giving, even
among the wealthiest, depends more on
emotions than on tax breaks. In a recent
study published by Schervish and
Havens, of 112 people with a median net
worth of $35m, more than 90 per cent of
respondents said finding a new cause
about which they were passionate would
elevate their giving. Only 22 per cent of
respondents were likely to increase
giving on the basis of tax benefits.

The Modern Medici may be guilty of a
certain hubris. And their recipes for
social change have yet to be tested. But
giving money away has to be healthier
than cooking the books.
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