
How to be an

Effective 

Philanthropist?



For many wealthy individuals and families, 

especially those where the wealth has been 

self-grown, there is an inherent desire to give 

back to the community which has helped the 

family’s wealth prosper. 

On the other hand, wealthy families can be sceptical - they would like to 

ensure that every cent they give to charitable causes is spent well, going to 

the right people, with minimal leakage in administrative expenses or taxes.

Furthermore, families often wish to choose causes that resonate with their 

own personal experiences, that are influenced by the societal shortcomings 

around them or the unique life paths lived by them. Understanding these 

roots in personal experiences and drivers is therefore essential in tailoring 

any advice.
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The intention to help others who are more in need of support and less able 

is a natural human instinct and emotion felt by all. When individuals reach 

the position of being able to give back, the process of doing so can often 

seem quite daunting. “Who should I give to, how much and when, and how 

do I make sure that the money gets to where it is intended?” 

These are all valid questions one asks when they start thinking of 

philanthropy. Sometimes, those in a position to help others wish to do so 

anonymously, so setting up an arrangement to provide confidentiality would 

be important. 

Philanthropy can be used as a 

lifestyle choice for some, or to 

provide tax mitigation for others – 

the main objective of philanthropy 

and a charitable intent is always to 

be welcomed and lauded, 

regardless of any ancillary benefit 

this might create.

At Jupiter Wealth Advisors Limited, we 

have the experience and expertise to 

help you through the entire process – 

from inception of the idea, to

establishment and ongoing support of the 

charitable endeavour. From helping you with 

the structuring to managing the funding of 

the philanthropic aims, Jupiter Wealth 

Advisors is well placed to support you. 
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According to the Ultra High Net Worth Philanthropy 

Report 2024:

Some major trends emerging include the donor funding environment becoming 

increasingly competitive, philanthropic organizations seeking a more diversified and 

international portfolio of donors, today’s wealthy younger generations differing in many 

respects from their elders and donors increasingly seeking impact and meaning from 

their charitable activity.

$190bn

25%

Amount the ultra wealthy 

gave to philanthropic 

causes in 2022, 25% up 

from 2018.

Almost one in five of all 

UHNW individuals has a 

private foundation.

This share increases to 

almost 30% among those 

with a net worth of over 

$100m

1 in 5 30%
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As you get started,

The Key Questions to ask
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What charitable objective do you have? This can be specific or generic e.g. 

alleviating poverty or helping disadvantaged children in a home town with 

scholarships or supporting the arts, etc.

Do you want to contribute to a third-party charity, or do you want to set up your 

own philanthropic/charitable entity?

How much control do you want over where the money is directed to i.e. do you 

want the funds to go to specific projects or aims, or can the funds be used for 

more generic purposes?

What funds are you looking to dedicate towards the charitable objective? Have 

you earmarked a lump sum for this and do you want to accumulate this amount 

over a period of time?

When do you want the philanthropic endeavour to commence e.g. during your 

lifetime, after your death etc. and how long would you like this to continue for 

e.g. as long as there are funds available?

Do you want yourself and/or family members to be actively involved in this e.g. 

sitting on the board of the philanthropic/charitable entity?

Is it important for you for any philanthropy to be kept confidential or are you 

willing to be identified as the benefactor behind the philanthropic/charitable 

entity?

Do you want the philanthropic/charitable entity to be run ‘in-house’ or would you 

be looking to outsource this to industry professionals?

Finally, in terms of the funding, would you look for the money to be managed by 

investment professionals and the investment return to be directed towards the 

philanthropic/charitable entity?
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The Philanthropy Blueprint

Objective

Determine the objective(s) and geography(ies) to be targeted and draft a 

charter as to what you would like to achieve and how it is to be achieved.

Funding

Identify the funding requirements for the project – this could be an initial 

lump sum, which could be added to over time, and could include various 

sources, including future business sale proceeds, life insurance proceeds etc.

Philanthropy vehicle

Determine the legal structure for the philanthropic endeavour – the most 

common vehicle is a foundation.

Staffing Resources

Apart from family members, identify what staffing you might need, or 

outsource this to professionals.
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Regulation

Depending on where the 

philanthropic endeavour is focused, 

there might be a need for the 

vehicle to be registered e.g. the 

Charities Commission in the UK.

Management of Funding

Consideration to be given to 

investment managers, who are to 

manage the funding, following an 

agreed investment strategy with 

oversight by the board of the 

philanthropic or charitable entity.

Up Next

The concept of Zakat
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The concept of Zakat

In Islamic text, the word Zakat means ‘purification’ and ‘growth’. Our 

possessions are purified when we give some of it to those in need. This act 

of giving, re-balances and encourages new growth in our economy. In many 

countries in this part of the world, charitable giving is fundamental to faith.

Structuring charity according to Shariah principles involves specialised 

expertise and advice.
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Impact Investing

Impact investing means purposefully making investments that help achieve 

certain social and environmental benefits while generating financial returns. 

Many UHNWIs are looking to fund niche projects such as solar plants in 

African countries facing an energy crisis, or water-treatment plants in Asian 

countries facing drinking water crisis. Having access to such niche impact 

investing opportunities is important for many individuals & families that are 

contemplating philanthropy.
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Structuring your charity

Charitable 

Foundation

Founder

Founder creates a foundation and 

transfers assets to the foundation

Founder specifies charitable 

objectives

Legal & Beneficial 

Ownership

Charitable 

Beneficiaries

Foundation Council – founder, family 

members and professionals

Foundation owns and administers assets 

for charitable purposes following the by 

laws of the foundation

Only beneficiaries can enjoy benefits from 

the foundation

Acting in the best interest of the 

beneficiaries

Funds to maintain charitable foundation



Jupiter Wealth Advisors Limited

Office 104-105, Liberty House, Dubai International Financial Centre, 

PO Box 482045, Dubai, United Arab Emirates

+971 4 558 4099

info@jupiter-wealth.com

This material is provided by Jupiter Wealth Advisors Limited (“JWAL”), 

which is regulated by the Dubai Financial Services Authority (DFSA). 

It is intended solely for use by Professional Client, as defined by the 

DFSA, and is not for, nor should it be relied upon by, or distributed 

to Retail Clients. Professional Clients may not have access to the 

same protections and compensation rights typically available to 

Retail Clients under DFSA and other jurisdictions.

This material is for informational purposes only and is not an offer or 

solicitation to provide succession or wealth planning services. It does 

not represent that any recommendation is suitable for, or 

appropriate to, an individual’s circumstances, nor does it constitute 

personal advice. Recipients are encouraged to make their own 

independent decisions based on their own judgment. In case of 

doubt, recipients should consult their legal advisors to assess the 

suitability of any succession or wealth planning strategy.

All planning and advisory services involve risks, including the 

potential for changes in personal circumstances or regulatory 

environments that may impact outcomes. Any consequence arising 

from the use of this material is the sole responsibility of the recipient, 

and JWAL accepts no liability for such consequences.

D I S C L A I M E R

Speak to your financial advisor on how you 

could get started on your journey towards 

building a legacy and becoming an effective 

philanthropist.

Regulated by
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