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Fundraisers can belp bigh-net-worth clients trans-
late their financial wherewithal into an expression
of their values and respond to society’s needs.

The Mind of the Millionaire:
Findings from a National Survey on

Wealth with Responsibility

Paul G. Schervish, fobn 7. Havens

“Fgw SUBJECTS AROUSE more widespread discussion than the
motives, mental processes, and behavior of the rich. The actions of
the millionaire and the reasons for them——these are topics on which
all men feel free to express an opinion. Nevertheless, a veil of mys-
tery appears to surround the subject. It is a characteristic American
custom to write, read, and talk about millionaires—and yet the man
himself remains a riddle after all. He is approached with intense
curiosity and perhaps with a touch of awe” (Atwood, 1926, p. 1).
With these prescient words, written decades ago, Albert W. Atwood
began The Mind of the Millionaire, his now-forgotten book about the
popular perceptions, distinctive attributes, investments, philan-
thropy, and charitable motivations of the super-rich of his day.

Note: We are grateful to Bankers Trust Private Banking and Deutsche Bank Group for
their sponsorship of this research; to the anonymous respondents for their important
role in portraying the mind of the millionaire; to the T\ B, Murphy Foundation Char-
itable Trust and the Lilly Endowment for support of our research on wealth and phil-
anthropy; and to our colleague Mary A. O’Herlihy for her extensive editorial
contribution to this paper.
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76 UNDERSTANDING DONOR DYNAMICS

Fascination with and opinion about the millionaire has never
gone out of style. There are, of course, periods of heightened atten-
tion—sometimes spurred by media fads—to how millionaires think,
feel, and act. But there is constant scrutiny of the rich to see
whether their moral wherewithal is commensurate with their finan-
cial wherewithal, for in the absence of an aristocracy and an ethic
of noblesse oblige, the steadfast American criterion of whether those
with advantage deserve praise or scorn, incarnate virtue or vice, is
whether in accumulation, consumption, and allocation they live a
life of wealth with responsibility. Over the past two decades, as the
growth in wealth has accelerated, the question of “whether great
fortunes in this country are acquired and used in such a way as to
be more of a benefit or a menace to the people” (Atwood, 1926,
p. )—and in what ways—has been the leading question of much
research, including our own. In addition to historical and interview
research (see, for example, Schervish and Herman, 1988; Ostran-
der, 1986; Ostrower, 1995; Schervish, Coutsoukis, and Lewis,
1994; Burlingame, 1992; Schervish, O'Herlihy, and Havens, 2001;
Schervish and Havens, 2001b; Schervish, 1994; Merrill Lynch and
Cap Gemini Ernst and Young, 2001; and Prince and File, 1994),
several national surveys have been conducted with wealth holders
to assess their attitudes, activities, and aspirations (Bankers Trust
Private Banking, 1996; U.S. Tirust, 1992-1994, 1995-2000; HNW
Digital, 2000, 2001; Spectrem Group, 2001a, 2001b, 2001c, 2001d,
2001e; Prince and Grove, 2001; Stanley and Danko, 1996; Stanley,
2000; Lincoln Financial Group, 2000, 2001; and Fidelity Invest-
ments and Ernst and Young, 2001).

In this chapter, we present some new findings on the intersec-
tion of wealth and beneficence, empowerment, and moral direc-
tion, derived from the Wealth with Responsibility Study/2000 carried
out over two years from March 1998 to March 2000 for Bankers
Trust Private Banking and now for Deutsche Bank Private Bank-
ing. This 2000 study followed upon the Bankers Trust report
Wealth with Responsibility Study/1996, which was based on a survey
designed to explore the meaning and practice of wealth among
those in the uppermost financial tiers in the United States. The
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purpose of the 2000 study was similar—namely, to discover how
wealth holders think about and act on the capacity of their wealth
to fashion their own lives, to shape the character of their heirs, and
to improve the lives of others.

The findings offer a contemporary account of how the mind of
the millionaire approaches the perennial interplay between the two
sides of what Atwood calls the emblematic “shield” of wealth—“the
accumulation or acquirement of ‘money,’ of wealth, and its use or
spending” (1926, p. 2). Some findings from this survey have been
previously published in abbreviated form by Bankers Trust Private
Banking, Deutsche Bank Group in the report Wealth with Respon-
sibility Study/2000 (Bankers Trust, 2000; www.dbprivatebanking.
com). Although a growing number of studies present findings on
the attitudes and practices of the affluent (those worth $1 million
" or more), the Wealth with Responsibility Study/2000 is distinctive in
focusing solely on individuals from the uppermost tiers of wealth.
Approximately 5 million—and perhaps as many as 7 million—of
the 105 million households in the United States in 2000 possessed
anet worth at or above $1 million, but only about 600,000 of those
households enjoyed a net worth at or above $5 million, according
to calculations by the Social Welfare Research Institute (SWRI).
To our knowledge, the Wealth with Responsibility Study/2000 was the
first survey whose sample was composed almost entirely of respon-
dents from households with wealth at or above $5 million, includ-
ing thirty households with net worth of least $50 million (for
further information, see www.bc.edu/swri).

Demographic characteristics

Table 5.1 presents the demographic characteristics of the respon-
dents. The most significant characteristic of the sample is that all
the respondents have exceptionally high net worth. The average
level of wealth of the respondents is $38 million, and the median
level of wealth is $35 million. Only 12 percent of the sample had
net worth under $5 million, 60 percent were between $5 million
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Table 5.1. Demographic characteristics of respondents
Net Worth* Percentage

Mean: $37.9 million
Median: $35.0 million

< $1 million 0.9
$1 million < $5 million 11.2
$5 million < $10 million 16.8
$10 million < $20 million 18.7
$20 million < $50 million 243
$50 million < $100 million 12.1
$100 million or more 15.9
Income™

Mean: $4.4 million
Median: $3.0 million

< $100,000 1.9
-$100,000 < $250,000 4.6
$250,000 < $500,000 13.0
$500,000 < $1 million 17.6
$1 million < $5 million 40.7
$5 million < $10 million 13.0
$10 million < $25 million 3.7
$25 million or more 5.6
Age
Mean: 59.4 years
Median: 58.5 years
30 <40 years 4.5
40 < 50 years 17.0
50 < 60 years 313
60 < 70 years 25.9
70 < B0 years 16.1
80 years or older 54
Education™

Mean: 17.1 years
Median: 16.0 years

High school or less : 4.5
Two-year degree or equivalent 2.7
Four-year college degree 47.3
Graduate or professional degree 45.5

Number of Children and Stepchildren

Mean: 2.7 children
Median: 2 children

0 8.9
1 9.8
2 36.6
3 18.8
4 14.3
5 or more 11.6

* Coded at category midpoint of range

** High school or less coded as twelve years; two-year degree or equivalent coded as
fourteen years; four-year college degree coded as sixteen years; graduate or profes-
sional degree coded as nineteen years
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and $49 million, and 28 percent, the extremely wealthy, had a net
worth at or above $50 million. As with wealth, the respondents’
family income is at the very upper end of the distribution. An
annual income of $1 million currently places a family in the top 0.1
percent of the U.S. income distribution (as calculated by SWRI on
the basis of the Survey of Consumer Finances, from the National
Opinion Research Center, 1998), a category in which 63 percent
of the respondents reside. For the respondents as a group, the
median annual income is $3 million and the average is $4.4 million.

Respondents range in age from thirty to eighty-four. Both the
average and median age of respondents are fifty-nine, which makes
them older on average than most adults in the United States. The
great majority of the respondents are men (91 percent) and are liv-
ing with a spouse (88 percent). This prominence of males and of
married respondents precludes the possibility of any analysis bro-
ken down by gender or marital status.

In addition to being exceptionally wealthy, the respondents are
well educated. Almost all graduated from a four-year college, and
almost half hold a graduate or professional degree. Although 47
percent of the respondents are over sixty, only 23 percent are
retired and no longer working. Of the 67 percent of the respon-
dents who are not retired, 46 percent are self-employed, 23 per-
cent are employed by others, and 8 percent are in an intermediate
position where they are neither working for pay nor retired-—for
example, continuing to work in an unpaid executive job. Ninety
percent of the respondents have children or stepchildren. A large
group (44 percent) of respondents have grandchildren or step-
grandchildren.

Source of wealth

Respondents were asked to estimate the percentage of their cur-
rent family wealth that is derived from inheritance or gifts; from
professional efforts such as running a business, earning a salary, or
entrepreneurship; from investment; or from other unspecified
sources (for the questionnaire, see www.bc.edu/swri).






