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Abstract

This two-part paper analyzes the emerging
financial and social-psychological forces
that are increasingly influential in shaping
charitable giving, especially by wealth
holders. By referring to the new physics of
philanthropy, the authors’ intention is to
highlight through an appropriate
metaphor how these forces constitute a set
of vectors akin to what is meant by that
term in physics. Such vectors are
characterized by direction and magnitude.
Although universally present, they
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converge on each individual wealth holder
from different angles and with different
intensities. For any particular individual,
the vectors seldom, if ever, line up in a
completely isomorphic way. By referring
to the mew physics of philanthropy, the
authors emphasize the increasing
importance of material wealth and the
desire to be efficacious in the
commonwealth as supply-side factors, that
is, as vectors actually inclining wealth
holders toward a more steadfast
commitment to philanthropy. Part 1
integrated the new physics and the
economic context of supply and demand
for philanthropic funds. Specifically, the
authors focused on what it means to
speak about supply-side vectors and on
the material side of the new supply-side
physics of philanthropy. Part 2 explores
the social-psychological aspects of the new
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physics and spells out some implications
for fund raising and public policy. The
authorsset out the main lines of the
supply-side vectors in philanthropy,
beginning with a description of the more
familiar demand-side approach to
charitable giving. Then they examine the
material supply-side forces: looking at
current patterns of charitable giving by
wealth holders, the expanding
environment of growth in wealth, and the
amounts of charitable giving presaged by
that growth, Next, they review the social-
psychological vectors that are increasing
the inclination of wealth holders toward
charitable giving. They go on to suggest
some implications of the supply-side
analysis, looking at a donor-based
methodology of discernment by which
fund raisers can work with the supply-side
vectors to advance allocations to charity,
both quantitatively and qualitatively. Such
a discernment approach raises certain
challenges for representatives of charities
and fund raisers, mainly to make different
decisions and pursue different strategies in
soliciting charitable contributions from
wealth holders. Finally, the authors
speculate about the implications of the
supply-side approach for the reduction or
repeal of the estate tax. They conclude
with some observations on the spiritual
horizon of wealth and philanthropy in
the age of affluence.

Keywords:
donors, charity, demand side, supply side, fund
raising, philanthropy

What is a friend?
A single soul dwelling in two bodies.

In Part 1 of this paper, the authors (1)
introduced the distinction between
studying charitable giving from the

demand side as opposed to the supply
side; (2) reviewed current patterns of inser
wvivos giving and charitable bequests; (3)
summarized projections about the growth
in wealth over the coming decades; (4)
indicated some implications for growth in
inter vivos giving and charitable bequests
in light of those projections; and (5)
discussed how, from a supply-side
perspective, growth in wealth is a natural
ally of charitable giving. The authors
concluded with the statement that while
growth in wealth disposes wealth holders
toward charitable giving—and that it
should be recognized as such a
motivator—the question still remains just
how to tap such financial potential in a
way that draws on the inclination of
wealth holders to find a path that
combines their care for others with their
own pursuit of happiness.

Part 2 of the paper presents an answer
to that remaining question and suggests
two implications of the authors’ ideas for
fund raising, First, they differentiate
between the demand-side and supply-side
approaches for motivating wealth holders
to make charitable contributions. The two
approaches share the common goal of
linking a supply of donor dollars to the
demand of recipient needs. In fulfilling
that goal, the demand-side approach not
only emphasizes the demand of needs; it
tends to be demanding in tone as well. In
contrast, the supply-side approach tends to
spur the allocation of dollars to fulfilling
needs by drawing on the inclinations of
donors to care about the issues and people
with whom they identify and to effect
change in the world around them. Second,
the authors turn to the first implication
of the supply-side approach, which is to
approach donors as knowledgeable
decision makers who are to be tutored
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through a process of personal discernment
rather than instructed about how much to
give and to whom. Third, the authors
address the second implication of the
supply-side perspective, and consider

how even a relatively encompassing repeal
of the estate tax will not necessarily
generate a negative effect on charitable
giving. Indeed, if the estate-tax repeal
scheduled for full implementation in
2010 gives freer play to the motivations
that incline donors to contribute, then
the tax change may ultimately be a
positive force for philanthropy. In the
conclusion, the authors summarize their
overall argument and discuss how it is
situated within a larger material and
cultural terrain, namely the dialectics of
wealth and philanthropy in an age of
affluence.

The Spiritual Side of the

Supply Side

Knowing that the supply-side vector of
increased wealth is linked to an expanded
preference for charity among wealth
holders does not yet explain why this

nexus occurs and how it can be galvanized.

To make this connection the supply-side
analysis of the emerging material vectors
needs to be supplemented with a supply-
side analysis of the emerging moral
vectors. The translation of wherewithal
into philanthropy depends upon various
demand- and supply-side social-
psychological factors that determine the
timing, amount, and duration of the
shift in preferences from consumption,
saving, investment, and heirs, on the one
hand, to philanthropy, on the other. The
authors begin by contrasting the supply-
side approach to generating generosity
with the more familiar demand-side
approach.

The Demand Side of Motivation and
the Cajoling Model
The key vectors of the demand side of
charitable giving include the prevailing
strategies used by charity advocates to
present needs, arouse a sense of obligation,
offer psychological inducements, and
otherwise animate the forces at their
disposal to impress upon wealth holders
their duty to supply charitable gifts. In
general, the demand-side approach pursues
either a gentler or an edgier version of a
strategy designed to persuade wealth
holders to do what they are presumed not
to be inclined to do: namely, to part with
a substantial portion of their money in
order to devote it to charity. To be fair,
this demand-side approach is only on
occasion enunciated or exercised so
severely; and it is seldom carried out
without some complementary attention to
a donor’s intent and inclination.
Nonetheless, the organizing motif of most
demand-side efforts is a mode of entreaty
enunciated in efforts to cajole donors into
making gifts. The demands of needs are
presumed to be so numerous and
important, and the willingness of donors
to be so meager and hesitant, as to
warrant an attitude, if not an actual fund-
raising practice, that enlists as its allies
guilt, embarrassment, comparison,
shaming, and imposed obligation. It is not
a caricature to say that such an approach
is akin to the street-crossing injunction of
“stop, look, and listen” everyone heard
growing up. As such, the authors refer to
this approach as the cajoling or scolding
model.

The logic of this compulsion model
can be stated negatively or positively. In
its negative manifestation, the scolding

model explicitly or implicitly tells wealth
holders:
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“You are not giving enough,
. to the right causes,

. at the right time,

. in the right way.”

P S ]

In its positive epiphany, this cajoling
model declares to donors:

1. “You ought to give this amount,
2. to these causes,

3. at this time,

4. and 1n this manner.”

The authors recognize that this model is
not without religious, philosophical, and
cultural foundations and that it has its
share of highly motivated and dedicated
advocates, for whom it has a proven track
record. It also has a noble side revolving
around the pragmatic hope that it is a
path of service to bring the needs of
others into the purview of donors and to
petition their financial assistance. Still,
when pursued in isolation from supply-
side considerations, the obligation model
can fall into assaulting emotions,
undercutting liberty, attenuating
inspiration, and eliciting only grudging
compliance. Clearly, not every potential
donor will be troubled by the cajoling
model. But research indicates that most
self-determined wealth holders will readily
recognize and resist it. When they do balk,
charitable giving is nothing more than
“paying a utility bill,” as one wealth
holder interviewed, Brendan Dwyer, put
it? (The interviewees quoted in this paper
were participants in the Study on Wealth
and Philanthropy conducted by the Social
Welfare Research Institute between 1985
and 1987. In the interest of participant
confidentiality, all identifying
information—names, places and
businesses—have been changed.) In other
words, giving is a task which must be

moved out of the way in order that the
donor can move on to more important
and engaging enterprises. The demand-side
approach obtains a gift, but it doesn’t
create a giver.

The Supply-Side of Motivation and the
Inclination Model

When either the demand side or the
supply side of motivation is
overemphasized the physics of
philanthropy is emotionally and
practically truncated. However, up to now
in many prominent quarters, it has been
the demand-side motivational matrix that
has dominated the moral topography of
philanthropy and created the imbalance.

Finding the philosophically soundest
and practically most effective motivational
approach has always been crucial for any
important voluntary enterprise. But today,
because of the exponential increment in
wealth described in Part 1, it is more
crucial than ever that the full potential of
such material capacity be realized. Only
when the positive conditions provided by
growth in the supply of wealth are
bolstered and guided by an increment in
the supply of certain social-psychological
dispositions will wealth holders ultimately
be motivated to dedicate themselves and
their wherewithal to philanthropy.

There are several specific dispositions or
vectors that, when coupled to growth in
wealth, motivate wealth holders to be
more charitably inclined. Taken together
such dispositions converge in what is
called the inclination model of charitable
giving. This approach is the obverse of the
cajoling model. In contrast to the
injunction of “stop, look and listen,” the
inclination mode! emphasizes the dictum
of “taste and see.” Instead of instructing,
scolding, or even flattering, the inclination
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model invites selfreflection in the hope of
unleashing liberty and inspiration. Rather
than imposing obligation from the
outside, this method elicits a sense of
responsibility through a process of
personal discernment. In place of the four
commands of the demand-side approach,
it proffers four questions for reflection
and decision:

1. “Is there something you want to do
with your wealth?

2. That fulfills the needs of others?

3. That you can do more efficiently and
more effectively than government or
commercial enterprise?

4. And that expands your personal
happiness by enabling you to express
your gratitude and actualize your
identification with the fate of others?”

Notice that the foregoing questions do
not ignore the demand side of needs.
According to Jules Toner’s definition of
care as the implemental or instrumental
aspect of love, it is the meeting of needs
which is the essence of care.® At the heart
of the inclination model is the question of
how to motivate—rather than to deny—the
relationship of care. From the point of
view of the inclination model, a more
profound and more effective way to
generate charitable giving 1s to evoke and
work through individual motivations and
inclinations rather than to impose them
externally. The supply-side inclinations of
hyperagency, identification, association,
tax aversion, death, and gratitude, to be
discussed below, are potent forces of the
inclination model. While these vectors
cannot guarantee that the quantity and
quality of charitable giving will increase,
they do increase the probability that those
outcomes will occur. Individually these six
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vectors dispose wealth holders to
charitable giving, and as a group they
constitute a self-validating and self-
reinforcing path to deeper charitable
commitment. The more frequently and
thoroughly these vectors are activated in
the life of wealth holders, the more wealth
holders will pursue, rather than resist, the
responsibilities of financial care.

Hyperagency: World Building and Self-
construction in Accumulation and
Allocation
The first supply-side social-psychological
vector that animates an inclination toward
charitable giving is hyperagency. A major
finding of research over the past fifteen
years has been that the really distinctive
class trait of wealth holders is their
history-making capacity, what the authors
call their “hyperagency.”* Certainly, not
every hyperagent is wealthy: some people
who lack great financial resources make
history by virtue of being profound
thinkers, creative actors, or spiritual souls.
But in the material realm, every wealth
holder is at least potentially a hyperagent.
Hyperagency refers to the enhanced
capacity of wealthy individuals to establish
or substantially control the conditions
under which they and others live. For
most individuals, agency is limited to
choosing among and acting within the
constraints of those situations in which
they find themselves. As monarchs of
agency, the wealthy can transcend such
constraints and, for good or for ill, create
for themselves a world of their own
design. As everyday agents, most people
strive to find the best possible place to live
or the best job to hold within a given
field of possibilities. As hyperagents, the
wealthy—when they choose to do so—can
found a broad array of the field of
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