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ABOUT ASKRIGHT 

AskRIGHT helps non-profit organisations raise more money by providing optimal fundraising 
strategies, identification of donors, training, research, recruitment and campaign 
implementation. 

Since 2004, AskRIGHT has helped more than 500 clients raise more than $500 million for 
their important work in Australia & New Zealand. 

AskRIGHT has been providing guidance to schools in Australia and New Zealand since 
2004. 

ASKRIGHT SUPPORTS THE ALLIANCE OF GIRLS SCHOOLS AUSTRALASIA 
(AGSA) 

From 2016-18 AskRIGHT is working with the Alliance of Girls Schools Australasia (AGSA) to 
develop fundraising and alumni relations in girls’ schools. The arrangement includes: 

 AskRIGHT will survey fundraising and alumni relations practice in 2016 and 2018 
and present the findings at AGSA conferences 

 A discount of 15% for AGSA members to all training events provided by AskRIGHT. 
Discount is in addition to early bird or group discounts. Membership must be quoted 
at the time of booking. 

 A discount of 10% on all consultancy and research services to AGSA members. 
Membership must be quoted at time of booking. 

2016 SURVEY 

THE PARTICIPATING SCHOOLS 

The survey was completed in 2016 using 2015 figures. The survey will be repeated in 2018 
to continue building the number of participants and enable analysis of trends over time. 

20 schools successfully took part in this year’s survey.  

The participating schools included: 

 Fifteen all-girls 

 Two mostly girls but co-educational in the beginning years 

 One coeducational 

 Two all-boys schools 

It is hoped to increase the participation of all-boys schools over time in order to provide 
benchmarking and comparison for girls’ schools. The 2016 survey findings do not include 
data from the all-boys schools. 
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THE FINDINGS 

Characteristics of the participating schools: 

 Came from both Australia and New Zealand 

 Were independent (35%) and religiously-affiliated (Anglican 35%, Catholic 15%, 
Uniting and or Presbyterian 5%) 

 Provided Primary and High School (72%), Upper-Primary and High School (6%), 
High School (22%) 

 Half offered boarding (50%) 

 

With increasing participation in the 2018 survey population it will be possible to provide 
individualised reports with comparative analysis for schools with similar characteristics. 

 

The survey results revealed many schools have not implemented the range of fundraising 
activities that would be anticipated. Of the participating schools only: 

 33% have a gift club or other form of society for those who have notified the school 
that they have made a bequest in favour of the school 

 56% have foundations 

 67% included an option to contribute on the fees statement 

 none of the schools used specific fundraising software 

 

These program choices  had a considerable impact on the total amount raised. On average: 

 Schools with a gift club or other form of society for those who have notified the 
school that they have made a bequest in favour of the school raised $177,500 more 
than those without 

 Schools with foundations raised $215,500 more than those without 

 Schools with option to contribute on the fees statement raised $217,000 more than 
those without 

 

Only 22% of schools had all three of these fundraising strategies in place. All but one school 
were active in fundraising to some degree and about half (55%) are currently engaged in a 
campaign. 

To see what other fundraising strategies may benefit your school see our Free Booklet:  
Big Philanthropy for Schools: 10 Actions for Principals available for download from the 
AskRIGHT website at www.askright.com.  
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Fundraising outcomes from 2015 ranged from nil to $1.23 million with an average realised 
income of $313,000. Only 33% of schools received gifts in kind and these had an average 
value of $43,500. 
 
The main source of donations was parents of students or alumni (29%), followed by 
donations via fee statements (22%) (for the greatest part, also paid by parents) and 
donations by corporations and foundations (17%).  
 

 
 
However, in terms of the average donation amount, corporate and foundation contributors 
provided the largest donations, followed by bequests, the foundation board, and then 
contributions from other individuals. 
 

 
 
The average individual donations show the value of having a foundation and a strong 
bequests program in place at your school. The strong presence of other individuals as high 
value donors shows the need to cast a wide net and invest in prospect research. 
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ANALYSIS 

The information from participating schools and from wider research has provided 
information that can guide the development of fundraising and alumni relations in girls’ 
schools. 

PHILANTHROPIC INCOME FROM ALUMNI 

The surveyed schools had an average of 5,790 living alumni of known address with the size 
of known alumni ranging from 1,000 to 12,000. Two thirds of the schools charged a fee for 
membership of the alumni association. While this achieved income of up to $60,000 for 
schools, the greater trend for schools, university colleges and universities is NOT to charge a 
fee for membership, and to continue to communicate with all contactable alumni.  

 

All but one school had alumni attend events during 2015. Total attendance at events 
throughout the year averaged 520 per school with a range from 150 to 2,500. Alumni 
attendance at events had a strong correlation with overall fundraising success of a school. 
Those schools where more than 250 alumni attended an event (56%) on average raised 
$379,000 more than those where fewer than 250 alumni attended events.   

 

High attendance at alumni events was a stronger individual indicator of fundraising success 
than having a gift club for those who have notified of bequests, having a foundation, or the 
option to contribute on the fees statement. That is not to say that having these vital 
fundraising structures in place should be a lower priority than events, but does show that 
stronger connections to the school increases the likelihood of philanthropy.  

 

Those schools with higher attendance at events were more likely to provide opportunity to 
contribute via the fees statement (80%) and collect alumni dues (70%), demonstrating 
consideration has been given in these schools to developing a culture of giving from 
enrolment and beyond. 

 

Gifts in wills are a high-value resource but generally neglected by the schools surveyed. A 
third of participants appeared to have no bequests program with no bequests club or 
realised or notified bequests.   

TAX DEDUCTIONS: AUSTRALIA 

Tax deductibility is important to many donors. In Australia, schools do NOT have 
deductibility for all donations (such as enjoyed by Australian universities, or New Zealand 
schools). Rather, Australian schools have tax-deductibility only for certain funds that they 
maintain. Schools nearly always have an eligible Building Fund, sometimes have an eligible 
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Library Fund and sometimes have an approved fund for Scholarships, although these have 
strict conditions attached and it is not always clear that these are well understood.  

Special Schools are an interesting exception and have Item 1 DGR status without restriction.  

 

ITEM 1 DEDUCTIBLE GIFT RECIPIENT STATUS 

These three eligible fund types if set up by the school are normally Item 1 Deductible Gift 
Recipient (DGR) status which means that individuals and also trusts, foundations, Public 
Ancillary Funds and Private Ancillary Funds can contribute. 

 

ITEM 2 DEDUCTIBLE GIFT RECIPIENT STATUS 

Where the schools has established a Foundation as an independent entity, the foundation 
normally operates as a Public Ancillary Fund, which has Item 2 Deductible Gift Recipient 
(DGR) status. This means it can receives gifts from the public, but trusts, foundations private 
Ancillary Funds, and other Public Ancillary Funds might not be able to give to it. 

 

ITEM 4 DEDUCTIBLE GIFT RECIPIENT STATUS 

Some schools also maintain funds that have Item 4 deductibility. This designation means 
they can receive gifts of art, cultural artefacts, scientific materials, manuscripts etc. under the 
Cultural Gifts Program. Some high net worth individuals begin their association with 
educational institutions through gifts of art. It seems to be a limiting factor to be closed to 
contributions of art and artefacts and may be reflected in two thirds of the schools surveyed 
receiving no gifts-in-kind. 

TAX DEDUCTIONS: NEW ZEALAND 

New Zealand provides tax credits for donations to: 

 kindergarten associations (excludes private kindergartens or other early childcare 
fees) 

 state and state integrated schools, or their board of trustees (the payments can either 
be "donations" or payment of "school fees" if they go to the school's general fund. 

 other schools who have been approved as donee organisations (the payments must 
be "donations") 

 parent-teacher associations (the payments must be "donations"). 

The purpose of the donation is not restricted to a particular purpose, and this is a great 
advantage to the New Zealand schools.  
 
The maximum tax credit that can be claimed by a donor is the lesser of one-third of total 
donations made or one-third of taxable income.  
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SCHOOL FOUNDATIONS 

There is a correlation between having a foundation and raising more money. However, it is 
not clear whether the presence of a foundation itself encourages contributions or whether the 
very act of having an inner circle of interested people (foundation board) generating 
additional activity is the reason for the higher level of donations. If the latter, a school might 
be able to achieve similar results with the use of committees without the administration 
involved in setting up and maintaining a foundation. 

STAFFING THE ADVANCEMENT EFFORT 

The allocation of development office expenditure is heavily weighted towards salary 
expenditure with a ratio of 80:20 of salary to non-salary costs. This greatly restricts what 
fundraising staff are able to achieve. This ratio is in contrast to the development office 
expenditure of University Colleges and Universities. 
 

  
 
Most school programs would benefit from a greater non-salary budget to enable the 
fundraising to get out to see more donors, meet modest hospitality and travel expenses, take 
consultant advice, and produce quality short-run publications where this would benefit gift 
solicitation.  
 
 
Development office staffing averaged 2.6 full time equivalent positions and the average full 
time salary of development staff was $50,945. This figure is lower than anticipated and may 
have been impacted by the inclusion of volunteer staff in the count of positions. By contrast 
the average full time equivalent salary of an advancement staff member in University 
Colleges was $64,935 and for Universities it was $113,258 for alumni staff, and $112,684 
for fundraising staff. 
 
 
The salary discrepancy might be explained in the allocation of duties. For school 
development office activity, fundraising formed only 22% of total activities with alumni 
relations (25%) and event management (21%) featuring highly. 
 
 

65%
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From this split of duties, it seems that many schools have established roles which cover two 
or more of these advancement functions. Multiple roles often mean lower levels of funds 
raised. Event and communication roles often have deadlines to be met, and staff also need 
to be flexible to assist with school-side activities (open day for example). When fundraisers 
cannot keep themselves from these activities, donor engagement and solicitation tends to be 
delayed and reduced.  
 
 
The next survey, which will be based on the 2017 results, will try to gauge the difference in 
fundraising and alumni results for schools that have shared roles.   
 
 

REGISTERING FOR THE NEXT SURVEY 

For your school to participate in the 2018 survey please contact research@askright.com to 
register your interest. Benefits of participating include: 
 

 Receive a copy of the 2018 survey report 

 Compare fundraising expenditure and alumni engagement 

 Benchmark your fundraising achievement with other girls’ schools 
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HELPS GIRLS’ SCHOOLS  RAISE 
MORE MONEY 

 

 

 

 

t  1300 758 812 

e  admin@AskRIGHT.com 

*1st consultation is complimentary. No ongoing commitment required. 

BOOK A CONSULTATION NOW 


