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Best of the Bunch
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While the Build Back Better Act remains stalled, the existing rules most taxpayers must live with create challenges for
charitably inclined taxpayers and opportunities for an After-Tax A dvisor.
Before the Tax Cuts and Jobs Act (TCJA) of 2017, charitable giving was simple: Taxpayers included charitable donations in
their itemized deductions from income so that the pretax amount was no longer subject to ordinary income tax. The "cost "
of charitable giving was partly borne by Uncle Sam—a$12,0 0 0 charitable donation, for example, "felt" like roughly $7,6 0 0
from the donor's pocket and roughly $4,4 0 0 from Uncle Sam (these amounts assume the top marginal income tax rate of
37% and will vary depending on income level, tax rates and other factors).
After the TCJA, the same $12,0 0 0 donation is too small to brid ge the gap bet ween the $10,0 0 0 state and local tax (SALT)
cap and the $25,9 0 0 standard deduction for married couples filing jointly in tax year 2022. Absent other deductions, such
as the mortgage interest deduction, the full "cost" of this charitable donation is borne by the taxpayer.
If you ask your prospective clients ho w they currently plan their charitable giving, you may uncover an opportunity their
current advisors have missed — " bunching," and it w orks like this:
1. A client w ho used to donate $12,0 0 0 per year before the TCJA makes a one-time contribution of $ 6 0,0 0 0 to a donor-advised
fund (DAF).
2. The large amount is well above the standard deduction and brings the client into itemized deduction territory — t h e " c ost" of the
charitable contribution is partly borne by Uncle Sam.
3. The client can distribute smaller amounts of $12,0 0 0 per year over the next five years in sup p ort of his /her preferred 501(c)(3)
organizations and then take the standard deduction in those years.

If prospective clients balk at the size of the five-year amount, you can remind them that there are many ways to fund this
contribution besides cash. Ho wever prospective clients decide to fund their charitable intents, a conversation about
bunching can be an excellent way to attract new clients.
Bottom line: Discussing "bunching" with charitably inclined prospects provides an After-Tax A dvisor with the opportunity to
help clients recover a tax deduction and continue to sup p ort their preferred charities with donations throughout the year.

The Firm does not provide tax advice. The tax information contained herein is general and is not exhaustive by nature. Tax
laws are complex and subject to change. Investors should always consult their o wn legal or tax professional for information

concerning their individual situation.
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"If you ask your prospective clients ho w they currently plan their charitable giving, you may uncover an
o p p ortunity their current advisors have missed."









To report a website vulnerability, please go to Responsible Disclosure.
Eaton Vance is part of Morgan Stanley Investment Management, the asset management division of Morgan Stanley.
For USA PATRIOT Act Disclosure Notice please click here.
This image indicates content designed specifically for Financial Advisors / Investment Professionals. This material is not to be used with the public.
Before investing in any Eaton Vance fund, prospective investors should consider carefully the investment objective(s), risks, and charges and expenses. For
open-end mutual funds, the current prospectus contains this and other information. To obtain a mutual fund prospectus or summary prospectus and the most recent
annual and semiannual shareholder reports, contact your financial advisor or download a copy here. Read the prospectus carefully before you invest or send money.
For closed-end funds, you should contact your financial advisor. To obtain the most recent annual and semi-annual shareholder report for a closed-end fund contact
your financial advisor or download a copy here. Before purchasing any variable product, consider the objectives, risks, charges, and expenses associated with the
underlying investment option(s) and those of the product itself. For a prospectus containing this and other information, contact your investment or insurance
professional. Read the prospectus carefully before investing.
NOT FDIC INSURED | OFFER NO BANK GUARANTEE | MAY LOSE VALUE | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | NOT A DEPOSIT
Eaton Vance does not provide tax or legal advice. Prospective investors should consult with a tax or legal advisor before making any investment decision.
The information on this Web page is for U.S. residents only and does not constitute an offer to sell, or a solicitation of an offer to purchase, securities in any
jurisdiction to any person to whom it is not lawful to make such an offer.
© Eaton Vance Management. All rights reserved. Eaton Vance open-end mutual funds are offered through Eaton Vance Distributors, Inc. Two International Place,
Boston, MA 02110. Member FINRA / SIPC

