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BACKGROUND 

AskRIGHT is pleased to work with the Alliance of Girls’ Schools Australasia on this 2018 

survey report, which sheds more light on fundraising practice and outcomes in girls’ schools. 

 

The survey was first conducted in 2016. While that previous effort broke new ground, the 

number of responses from schools at that time was less than anticipated, which has led us to 

update the survey design to address this.  

 

In responding to feedback from Alliance schools in 2016, AskRIGHT has divided the survey 

into two parts. Part One, the main survey, was redesigned to be shorter, simpler, and could be 

completed anonymously (unless schools voluntarily identified themselves). From there, schools 

with a more advanced fundraising program could self-identify for the purposes of completing 

Part Two, which asked schools to share much deeper detail about specific fundraising 

activities. Additionally, AskRIGHT asked Development Leaders who had worked in both boys’ 

and girls’ schools to share their insights about the differences between these schooling 

environments. 

 

This year we can report that many more schools have responded to Part One of the 2018 

survey, with 42 schools responding overall and 31 of these completing the survey to a 

substantial level. This effort has generated valuable information about the state of fundraising 

in girls’ schools and drawn attention to a number of important issues that girls’ schools (and 

all schools) must consider for improved fundraising success. 

 

The Part Two survey was developed and offered to all schools that completed Part One. It was 

hoped that the more detailed information requested in Part Two would provide deeper insight 

into current programs and results but too few schools completed Part Two to provide reliable 

information. It is hoped that with more responses in future surveys, this data will produce even 

greater insight to be analysed and reported in increasing depth.   

 

We also sought to learn from the Development professionals who had worked in both girls’ 

and boys’ schools. The data is included here; however, this information should be treated with 

caution, as it is drawn from only the few people who have this experience.  

 

AskRIGHT is also pleased that Perth College has agreed to include a brief Case Study piece in 

this report, which may also be of interest to Alliance schools. 

 

The role of gender in philanthropy is not well understood, but information in this area is 

improving, particularly with Women’s Philanthropy Institute in the Lilly Family School of 

Philanthropy at Indiana University, USA, and the Australian Study, Women Donors: Investing in 

Women and Girls undertaken by the Australian Centre for Philanthropy and Nonprofit Studies 

at QUT for the Australian Women Donors’ Network. This survey contributes to this body of 

knowledge, and the Alliance and AskRIGHT will continue this effort in the next survey. 

 

AskRIGHT sincerely thanks every school that participated in the survey and shared such 

valuable insight into the fundraising and alumnae relations in their school. Overall, this 2018 

report now lays a firm base line that more information can be added to over future years.  
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EXECUTIVE SUMMARY 

The broad picture that emerged from the 2018 survey is one marked by substantial variation 

between girls’ schools in terms of what they are achieving through their fundraising programs, 

and what level of investment schools are making in developing effective fundraising programs. 

 

The responses to this survey indicated that some schools are investing in effective approaches 

to fundraising, and other schools could do better with their investment and their approach. A 

few schools that participated in this survey are achieving impressive results, as have a number 

of girls’ schools around Australia and New Zealand in recent years. 

 

Most schools that participated in this survey revealed a number of key areas where they are 

still developing their fundraising infrastructure, wrestling with numerous priorities on limited 

budgets, or are in the early stages of considering a big campaign or other improvements to 

their fundraising program and results. 

 

This survey offers a platform for schools to benchmark their own effort and performance 

against other schools: to find out what is working, what may not be, and areas to improve. 

AREAS TO WORK ON 

The most prominent areas that schools either nominated as requiring more attention or that 

were revealed through analysis of the survey responses included: 

✓ Investment in capable database software 

✓ Collection, management, and use of data 

✓ Expansion and growth of appeals 

✓ Improving the scope of staffing roles to focus more exclusively on relationship 

cultivation with major donors and/or alumnae 

✓ Higher budget allocation and concentration on higher return activities 

OPPORTUNITIES 

The most prominent areas of opportunity that schools either nominated or that were revealed 

through analysis of the survey responses include: 

✓ Promoting of bequests. Already successful, this fundraising type deserves as much 

attention as girls’ schools can give it. 

✓ Focusing on raising funds for scholarships and bursaries to expand the number of 

donors and then to introduce other options. 

✓ Identifying more prospects in the extended school community and developing plans to 

engage them in a productive manner 

✓ Developing workable plans for looming campaigns — don’t risk reputational damage 

by lack of preparation, inadequate resourcing, or premature launching  

✓ Identifying and enacting ways to increase their base number of active donors 

✓ Using anniversaries or other special events to lift engagement and/or raise more funds 
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✓ Developing a more active bequest program 

✓ Employing more fundraising and alumnae staff and improving the role and focus of 

current staff who may be saddled with competing priorities 

CONCLUSIONS & NEXT STEPS 

Many schools that participated in this survey have ambitions to do more. The best way forward 

for these schools is to share early versions of your plans with key supporters, learn from their 

feedback, take expert advice from others who have travelled that path before, and shape an 

action plan from there. 

 

The larger schools (enrolment over 1000) are gaining the greatest benefit from fundraising. 

This is only natural because they have larger parent and alumnae constituencies, hence more 

likely to have the numbers to make events successful, but also they are more likely to have 

invested in a fundraising database, and more likely to run an annual appeal. They achieve a 

higher number of donations and pledges (but not necessarily high pro rata with enrolments) 

and higher average donations. 

 

Some results showed no correlation with size of enrolments. Schools of all sizes had similar 

levels of business contributions, in-kind gifts, grants from trusts and foundations, and 

likelihood of seeking donations on the fees statements.  

 

Success requires that boards (school or foundation) and executive leadership make 

reasonable commitments to invest in the right staff, provide proper training for those staff, 

maintain good information management, and undertake sound planning and close 

monitoring. 

 

One of the clear correlations revealed in the survey responses was the large lift in donation 

activity in schools that use specialist information management software (mostly the bigger 

schools). This indicates that it will be helpful for schools to consider whether software 

investment would help, or, if it is already installed, whether it is being used effectively. 

 

Many girls’ schools would like to raise more money. However, it is unrealistic for most schools 

to shift too quickly from a low level of fundraising activity to a very high level. It takes a little 

time to grow activities and shift culture. For example, a school currently raising less than 

$100,000 per year would be ill-advised to initiate a multi-million-dollar campaign. The best 

course of action to follow in any school is to break down large ambitions into achievable 

action steps.  

 

It may seem intuitive that success is linked to bold announcements, but fundraising success is 

more likely to come from an approach marked by the careful exploration of plans with a small 

group of key people before sharing the plan more widely. A school that invests properly in 

their fundraising, pursues a best-practice approach, and maintains a disciplined focus 

invariably succeeds.  

 

We recommend that this survey becomes an annual instrument and that, with the support of 

the Alliance, it should seek a much higher participation rate so that the findings can both 

measure and guide girls’ schools fundraising and alumnae programs.  
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• Anglican Church Grammar School 

• Brisbane Boys College 

• Brisbane State High School  

• Bunbury Cathedral Grammar School 

• Carey Baptist Grammar 

• Christ’s College, Canterbury 

• Clayfield College 

• Easter Suburbs Montessori Preschool 

• Fairholme College 

• Faith Lutheran College 

• Fintona Girls’ School 

• Hunter Valley Grammar School 

• Iona College 

• Kristin School 

• Korowa Anglican Girls 

• Launceston Church Grammar School 

• Loreto Kirribilli 

• Loreto Mandeville Hall 

• Lourdes Hill College 

• Lowther Hall Anglican Girls College 

 

AskRIGHT: Providing Guidance to Schools since 2004 
 

• Melbourne Girls Grammar 

• Mentone Girls’ Grammar 

• Monte Sant’ Angelo Mercy College 

• Moreton Bay College  

• Penrhos College 

• Perth College 

• Samuel Marsden Collegiate School 

• Santa Sabina College 

• Scotch Oakburn College 

• Selwyn House School 

• Seven Oaks School 

• Seymour College 

• St Laurence’s College 

• St Margaret’s Anglican Girls’ School 

• St Patrick’s College 

• St Ursula’s College 

• The Hutchins School 

• The Southport School 

• Wellers Hill State School 

• West Moreton Anglican College 

• Winifred West Schools 

ABOUT ASKRIGHT AND THE ALLIANCE 

Since 2004, AskRIGHT has been providing guidance to schools in every state of Australia and 

across the North Island and South Island of New Zealand. We work with independent, 

government, and religious schools that cater to primary and secondary school levels.  

 

 

 

 

 

 

 

 

 

 

 

 

 

ASKRIGHT SUPPORTS THE ALLIANCE  

From 2016-18, AskRIGHT has been working with the Alliance to develop fundraising and 

alumnae relations in girls’ schools.  

 

The arrangement includes this survey, a discount on AskRIGHT services, and complimentary 

places on the International Advancement Tour (London 2016, Chicago 2018).  
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CASE STUDY – PERTH COLLEGE 

A STUDY IN PERSISTENCE, GOOD COMMUNICATION, AND 

PRESSING ON 

 

Perth College is an Anglican school for girls from Kindergarten to Year 12 (including 

boarders from Year 7) and was established in 1902. It now educates more than 1,100 

students. 

 

Fundraising and a “culture of giving” have always been evident in the Perth College 

community, with a very active Old Girls’ Association (OGA) formed in 1913. Alumni 

reunions have always been held, but a more formal programme commenced in the early 

2000s with the School taking over the coordination of these events from the OGA.  

 

Philanthropy has had a mixed history; after its lapse in the 1980s due to financial 

pressures, the Perth College Foundation was re‐established in 2012. 

 

How have the programmes changed and to what result? 

 

The Foundation was established at a time where there were strong relationships between 

the OGA and the School. While there was a reluctance by some of the older members 

to discuss fundraising, the focus became education, the purpose of the Foundation, and 

its link to the alumni. As a result, we now have a more comfortable environment to 

discuss fundraising and share the Foundation’s appeals and projects, resulting in an 

increase in donations. 

 

The alumni programme has evolved significantly with the addition of staff to support the 

OGA and to maintain and cultivate relationships with Old Girls. With a strong 

marketing plan (aligned with objectives), there has been an increase in event attendance 

as well as knowledge of where our Old Girls are, what they’re doing, and what they 

want from the School and OGA. 

 

The Foundation has well exceeded its original goal of raising $2 million in five years; 

this is due to the strength of, and support from, the School community.  

 

Since the Foundation launch in 2012, we have created a Bequest Society as well as 

Annual Giving and have worked hard to raise awareness about the Foundation’s 

purpose.  
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Our initial programmes focussed on the scholarship fund as we felt this resonated 

strongly with many Old Girls. This was very successful, with several large donations to 

help us increase the number of scholarships offered. 

 

Having achieved significant growth in the first few years and reached the $10 million 

mark, the Foundation has expanded its programmes to better align with the School’s 

Master Plan and introduced a giving programme for current Year 12 students in line with 

our alumni giving appeal. 

 

Over the years, we have worked hard to ensure our governance model is strong and 

investment policies are clear, to improve data management and processes, and to 

ensure communication and engagement with stakeholders has clarity and purpose. In 

addition, we have developed a strong stewardship programme and engaged “champion 

Old Girls” to play an active role in supporting the Foundation and OGA. 

 

The key elements of our success have been to: 

 

✓ Establish a strategic plan with a clear goal so it forms the basis of everything you 

do; 

✓ Educate the Board and Principal by providing training and ensure they are 

supportive and willing to be involved; 

✓ Engage stakeholders in understanding and determining the purpose and focus of 

the Foundation and, at every opportunity, communicate the purpose of the 

Foundation and what it is trying to achieve; and, 

✓ Build strong relationships with alumni and work to find different ways of 

connecting with past staff and parents to bring them back into the community. Be 

innovative and try different things but always remember your context! 

 

 

 

https://www.google.com.au/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwiwsMrnp8rbAhXCe7wKHYRCA9oQjRx6BAgBEAU&url=http://exhibitions.aeas.com.au/perth-college/&psig=AOvVaw2iOTBnUCwqrC8ocajHCztk&ust=1528761837582038
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2018 SURVEY COMPONENTS 

METHODOLOGY  

A quantitative survey instrument was used to gather information on the state of fundraising 

and alumnae relations among members of the Alliance.  

 

This is the second time this survey has been undertaken, with the first occurring in 2016. 

Feedback from this first survey resulted in a number of changes to the survey design: 

✓ The survey was simplified and divided into Part One and Part Two, making Part One 

shorter and easier to fill in.  

✓ Part One was designed to be filled in anonymously unless the respondent chose to 

identify their school. 

✓ Respondents were given the ability to skip questions, and to save their progress and 

return. This potentially reduced the number of completed surveys that were received, 

but this was judged to be necessary to achieve a higher response rate. 

 

In Part One and Part Two the population of the survey was limited to the member schools of 

the Alliance.  

 

Part One (see Appendix A for survey questions) comprised of 38 questions and utilised various 

response formats such as multiple choice, Yes/No, and free text responses options. 

Participants were also given an opportunity to provide open-ended comments on some 

questions. Part Two contained follow-up questions relating to the initial survey; the specific 

questions are available upon request from AskRIGHT. Appendix B outlines the survey 

questions for the Development Leaders survey. 

RESPONSE RATE 

The questionnaire was administrated using Survey Monkey.  

 

Part One of the survey opened in February 2018 and closed on 18 April 2018. The initial 

invitation to participate was emailed by the Alliance to its members and reminders were sent. 

In addition, AskRIGHT consultants endeavoured to contact schools by phone to encourage 

participation. 

 

By the close of Part One of the survey, 42 responses had been received. 11 respondents 

discontinued the survey after approximately 12 questions, reducing the sample size of 

substantive completions to 31. One question (No. 29) was ultimately excluded from this report 

because responses indicated that the question was misunderstood. 

 

Part Two of the survey was distributed to schools who left their details at the conclusion of Part 

One and received three responses. Their responses have been integrated into the Results. The 

Development Leaders survey was distributed to the four people identified by AskRIGHT as 

having worked in Development in both girls’ and boys’ schools. The Development Leaders 

survey was completed by all four, and this information is included under Development Leaders 

Results.   
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RESULTS 

SCHOOL DEMOGRAPHICS 

 

 

It was expected that the vast majority of participating schools would have an enrolment of 500 

or more girls. It is common for schools with larger enrolment populations to be in a position to 

invest in staffing for fundraising and alumnae relations. 

 

Participating schools were located across Australia and in New Zealand. 

  

0 5 10 15 20 25
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Q1: How many students do you curently 
have enrolled in your school?

N=41 
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Participating schools represented a broad cross-section of religious denominations and 

affiliations. Three government schools also participated. 

 

 

 

It was also expected that participating schools would reflect the general pattern of the non-

government school sector in that many schools are P-12. No primary-only girls’ schools 

completed the survey, although there as such schools in New Zealand and some of these have 

fundraising and alumnae programs.  

0 2 4 6 8 10 12 14 16 18 20

Catholic diocesan school

Affiliated with a Catholic order

Uniting, Presbyterian, or Methodist

Anglican

Independent

Government school

Q3: Which of the following best describes 
your school's affiliation?

N=40 

59%

5%

36%

Q4: Which of the following best describes your 
school's range of enrolment years?

Primary and High School

Upper-Primary and High School

High School

N=42 
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Half of all participating schools provided boarding services (the same proportion as 2016 

respondents). Boarding is an intense experience and schools experienced in fundraising find 

that some of their best donors are former boarders — especially when called on to help fund 

renovations to the boarding houses.  

FOUNDATIONS 

Foundations are a common feature of non-government schools and the finding that the 

majority of participating schools have a foundation is consistent with this. Not all are effective 

in their roles (which are primarily to raise money and to steward donated funds). 72% of 

respondent schools indicated they had a foundation (board). In 2016 the number was 56%. 

This doesn’t necessarily indicate that the prevalence of school foundations is increasing, but 

72%

28%

Q6: Does your school have a foundation board?

Yes No

N=40 

50%50%

Q5: Does your school have boarding?

Yes No

N=42 
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perhaps changes in the schools responding to the survey. Responses characterised boards in 

various ways, including ranging from very new or old, and very active or inactive. 

TAX-DEDUCTIBILITY OF DONATIONS IN AUSTRALIA 

 

 

Unlike Australian universities and unlike New Zealand schools, Australian schools are not tax-

deducible entities — they only have tax-deductibility for approved funds they might establish.   

 

Most Australian donors like tax-deductibility and we found that nearly all schools have an 

approved building fund. Many schools also had either a scholarship fund or library fund. A 

few participants remarked on their efforts to establish endowment funds. It should be noted 

that endowment funds are not a stand-alone DGR category and while they do serve a useful 

role for bequests and other revenues, the conventional funds (building, scholarship, and 

library) are able to be used as endowment funds as long as some funds are still distributed 

from them on a regular basis. 

 

Some questions arise: Why would three of the schools NOT have a building fund? A library 

fund is able to take donations of a wide range of library-related purposes (including staff, 

books, computers) so why do fewer than half the schools have an approved library fund? It is 

may be worth having a basic checklist and explanation for schools as they begin fundraising.  

  

0 5 10 15 20 25 30 35

Building Fund

Library Fund

Scholarship Fund

Cultural Gifts Fund

Other

Q7: For Australian schools, which of these DGR* funds 
does your school or foundation have? 

(*deductible gift recipient) 

N=36 
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It was expected that many schools would make use of funds or accounts for other revenue that 

could come from events, sponsorships, asset sales, merchandise, third-party fundraising, and 

so on. Donations and revenue generated through these types of activities is generally 

unrestricted (compared to the rules that govern use of DGR approved funds) and so is often 

used for other needs that are not necessarily linked to building, scholarship, or library projects. 

 

  

68%

32%

Q8: For Australian schools, does your school or foundation 
seek funds for activities that are not tax-deductible? 

Yes No

N=34 
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FUNDRAISING SOFTWARE 

 

 

In an era where the collection, management, and security of data is more pivotal than ever 

before, it should cause concern that a significant number of schools report that they are not 

investing in sufficiently capable software platforms for fundraising and alumnae activity.  

 

Many schools report an ongoing challenge to both make the necessary investment, enable 

internal data systems to communicate effectively with each other, and retain skilled staff who 

can fulfil vital data management and analytical roles. 

 

Although some girls’ schools report frustration with tracking women who may change 

surnames, there are many schools who invest in the means to learn about such changes and 

stay in touch in a productive way. 

 

One of the clear correlations revealed in the survey responses was the large lift in donation 

activity in schools that utilise a CRM platform. It appeared that the presence of a CRM system 

was integral in both appeal activity and event activity. It stands to reason that any school using 

a CRM to plan, conduct, and track appeal or event activities is likely to be more engaged in 

the fundraising process and therefore raise more money than those who are not as well 

organised. 

 

The CRMs available today are not necessarily stand-alone software, they can also be 

embedded into an additional module of a school’s existing management system. What is 

essential is configurating to match the school’s fundraising and alumnae activities, as well as 

providing ongoing staff training in the use of the system.  

 

  

36%

64%

Q9: Do you use customer relationship management (CRM) 
software to support your fundraising activities? 

Yes No

N=39 
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INDIVIDUAL GIVING 

 

 

 

 

 

A significant number of schools did not complete questions 10 and 11, possibly either through 

lack of information or lack of measurement effort.  
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Of the 28 schools that did respond to question 10, it was clear that a majority have less than 

200 active or recent donors, with many of these having less than 100 active or recent donors. 

 

In one way, these results indicate something about the challenge of maintaining a strong and 

growing donor base. In another way, they represent the substantial opportunity that can be 

explored to reach more of the current families, past students, and past families in order to 

grow a large donor base. 

 

The regular measurement of active donor numbers will also remain a challenge in some 

schools given the lack of data systems for fundraising. 

 

The pool of active donors in any school will always change as some current families end their 

direct association when their youngest child completes and newly enrolled families begin their 

school journey and respond to the school’s fundraising efforts. 

 

The large number of schools reporting a total annual donation value of less than $200,000 

(Question 11) is expected given the large number of schools reporting a relatively low number 

for their donor base. There were just a few schools working on major campaigns that enabled 

them to report large results in the current year. 
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Q12: In 2017, how many people made a pledge to give over 
time?

N=28 



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 17 

 

www.AskRIGHT.com 

 

 

 

One of the ways to increase fundraising income is to seek and to accept pledges to make 

donations over time. This could be instalments towards a large contribution to a capital 

campaign, and an annual fund approved to make a regular monthly contribution. 

 

Very few schools have sizable pledging programs. This result also shows that there is 

significant scope for girls’ schools to consider pledge commitments as part of their fundraising 

program. 

 

 

  

The comments provided some insight into the early-stage nature of some fundraising 

programs.  
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N=19 

Q14: Do you have any comments to add on individual giving? 

 

“Even to have one person give was a shock” 

 

“Very small amounts — under $1000” 

 

“We do not seek pledges but need to understand how to manage this.” 

 

“It is hard work to build up a culture of giving and requires a lot of resources” 

 

“We had a big increase in individual giving as we focus on growing  

our culture of philanthropy” 
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ANNUAL APPEALS 

 

Many schools reported running an annual appeal, which is a healthy sign. One school 

commented that although they ran an appeal, it was not sufficiently promoted. 

 

Annual appeals are generally used to raise funds that are spent on smaller projects within a 

12-month period. They are also one mechanism whereby schools can identify donors who 

might be interested in giving more. Discovery of a donor’s intent or interest in doing more 

often occurs in face to face conversations when donors are being thanked or engaged post 

appeal. 

 

Thanking annual fund donors is an easy — even a fun — thing to do. Having school teaching 

staff and members of the Governing Board phone donors to say thank you is an effective step 

towards growing the culture of philanthropy in the school.   

 

 

  

59%

41%

Q15: Did you run an annual appeal in 2017? 

Yes No

N=34 
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FEE STATEMENT DONATIONS 

 

 

The inclusion of voluntary options to pay donations at the same time as paying school fees is 

a common practice, noting that care must be taken to ensure that the donation payment is 

truly voluntary for it to be tax-deductible. The figure in 2016 for including a donation amount 

in the fees statement was 67% of survey respondents.  

 

Some schools shy away from this practice while others have embraced it as a cultural norm. 

 

The amounts suggested by schools for this type of activity vary from $50 per term through to 

hundreds of dollars per term. 

 

There were also comments offered by participating schools that this option had been 

“dropped” in recent times, although the reasons for doing this were not provided. Dropping 

this gift request without good reason, or a replacement program, is not recommended.   

 

There are many schools that raise considerable revenue each year (sometimes well into the 

hundreds of thousands) using this approach. 

 

 

  

47%

53%

Q16: Do you include a donation amount on 
the fees statement?

Yes No

N=34 
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DONATIONS AND SPONSORSHIP FROM BUSINESS 

More than half of respondent schools indicated that they do not receive donations from 

businesses. Those schools that indicated business income noted that most income came from 

events, auctions, and the like. They did not indicate that businesses were being solicitated for 

donations in the way that individuals might be. Although some of the larger schools noted that 

they seek support from their vendors. 

GRANTS FROM TRUSTS AND FOUNDATIONS 

An affirmative response of 39% is a high figure given that many Australian charitable 

foundations are not permitted to give to or choose not to give to schools (there is no such 

restriction or reluctance in New Zealand). The explanation might be that some school donors 

45%

55%

Q17: Did your school or foundation receive 
financial donations from businesses in 2017?

Yes No

N=33 

39%

61%

Q18: Did your school or foundation receive financial grants 
from charitable trusts or foundations in 2017?

Yes No
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have established a giving structure (in Australia a Private Ancillary Fund, in New Zealand a 

private charitable Trust) and choose to make their personal or family contribution through this 

giving structure. This is an area worth exploring in more detail.  

IN-KIND DONATIONS 

 

 

A reasonable number of schools reported in-kind support. Comments offered indicated that 

this was usually in the form of prizes and/or auction items. 

 

This is an area for growth. In kind contributions can include: 

✓ Building materials 

✓ Landscaping supplies 

✓ Software licences 

✓ Artwork (however note more of the respondent school had an approved fund to 

facilitate this tax-effectively) 

✓ Computers 

✓ Vehicles 

  

53%

47%

Q19: Did individuals or businesses give in-kind 
donations in 2017?

Yes No

N=34 
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FUNDRAISING EVENTS 

 

Three quarters of participating schools indicated that they run events to raise funds, leaving 

eight schools indicating that they do not run events. Event-based fundraising can be a very 

labour and resource intensive approach to fundraising that commonly produces a tension 

between the level of effort required to run an event and the net return on that effort and 

investment. 

 

  

75%

25%

Q20: Does your school run events to raise money?

Yes No
N=32 

0 1 2 3 4 5 6

$501-$1000

$1,001-$10,000

$10,001-$20,000

$20,001-$40,000

$40,0001-$80,000

$80,001-$120,000

$120,001-$150,000

Q21: How much did fundraising events raise for the school? 
(approximate value after deductions and expenses)

N=21 
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Of the schools that responded to this question, there were several that reported very strong net 

results. As stated above, event-based fundraising has challenges, but when done well it can 

deliver good results. There are schools that have developed well patronised, signature events 

that are a regular fixture in the calendar and acquire a strong year on year following. The keys 

are: to give events the right promotion and focus in an effective fundraising mix; to measure 

net revenue; and to consider the impact on staff and volunteer time and opportunity cost. 

 

A wide variety of event types were reported, with many of these being the typical types of 

events that many schools run. That being the case, it was also interesting to note that among 

the other types of events reported there were: 

✓ Ladies lunches, movie nights, discos, race days 

✓ Entertainment Books (commission-based sales) 

✓ Professional women's networking breakfasts 

✓ A range of P&F hosted events 

✓ Golf days 

✓ Sporting event themed parties 

✓ A Gin and Jazz night 

✓ Alumnae reunions 

✓ A “garden ramble” and a “Long Lunch” event. 

  

0

2

4

6

8

10

12

14

Fete Ball Trivia nights Auction Lottery Other

Q22: What were the main event types?

N=21 
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Table 1: Comparing Q21 (fundraising amount) and Q22 (main event types) 

  

Amount 

Raised 

Activity 

 

Fete Ball Trivia nights Auction Lottery Other 

(undisclosed) ✓   ✓     

$980      ✓  

$5,000 ✓       

$6,000   ✓     

$15,000 ✓   ✓  ✓    

$15,000  ✓      

$20,000 ✓       

$20,000 ✓      ✓  

$20,000      ✓  

$25,000      ✓  

$40,000 ✓   ✓    ✓  

$40,000    ✓   ✓  

$50,000    ✓   ✓  

$67,000      ✓  

$75,000      ✓  

$75,000 ✓  ✓      

$75,000  ✓      

$90,000      ✓  

$100,000 ✓       

$110,000      ✓  

$150,000 ✓   ✓     

$150,000  ✓   ✓    

 

 

As shown in Table 1, a variety of different events can raise very different sums of money. 

Among schools that undertake similar types of fundraising events we also see a wide variation 

in the net amount raised. Some successful single events can raise anywhere from $5,000 to 

$150,000.  

 

Survey participants also reported that in some cases, their school P&F group or support groups 

were the main drivers of this type of fundraising activity, rather than the foundation and/or 

development office.  

 

None of the respondent schools ran a lottery.  
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Some schools reported a strategy of alternating different major events year after year. 

Comments from some schools made mention of their events being utilised more for 

community engagement focus rather than overt fundraising. 

  

Q23: Do you have any further comments to add  

on fundraising events? 

 

“Not the best use of Development time for return.  

Can be very time-consuming meeting volunteer expectations.” 

 

“The majority of fundraising events currently run are done by the  

P&F or Support Groups. Not the Foundation.” 

 

“My experience is that events are excellent for community engagement,  

but philanthropy (major gifts) raises money.” 

 

“The term ‘fundraising’ in our context would be for social justice activities.” 

 
 

 

 

“We do not seek pledges but need to understand how to manage this.” 

 

“It is hard work to build up a culture of giving and requires a lot of resources” 

 

“We had a big increase in individual giving as we focus on growing our culture of 

philanthropy” 

 

 

 

 

 

  



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 26 

 

www.AskRIGHT.com 

BEQUESTS 

 

53% is a pleasingly high figure and should give great encouragement to the whole girls’ 

school sector.  

 

One of the respondent schools indicated they have a bequest society with more than 60 

members. This is a huge asset for the school. That particular bequest society meets once each 

year.  

 

In 2016 the survey asked if the school had a gift club or other form of society for those who 

had notified the school that they had made a bequest in favour of the school. This is good 

practice and 36% of respondents indicate that they had such a group.   

 

In this year’s survey, some respondent schools indicated plans to launch bequest programs in 

the near future. Because bequests are effort now for later return there is always a temptation to 

start the bequest program “later.” If bequest work has not already begun, it should commence 

without delay.  

 

With literally trillions of dollars in assets changing hands through deceased estates in the next 

few decades this is a fundraising activity that cannot be ignored. If schools are not actively 

engaging their alumnae on bequest interest, they can be assured that all the leading charities 

in Australia and New Zealand certainly are. 

  

 

  

53%

47%

Q24: Did your school receive one or more bequests, or 
receive intentions of a bequest, in 2017?

Yes No

N=32 



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 27 

 

www.AskRIGHT.com 

ALUMNAE RELATIONS 

Just over half of the schools that responded to the question of alumnae activity outside of their 

local capital city indicated that they make varying efforts in this regard. 

 

Of the 17 schools who hold events in other cities, 8 did not provide any further detail but out 

of the 9 who did offer further information, they indicated activity such as: 

✓ The Principal holding small events with selected alumnae when travelling 

✓ Reunions in Australian capital cities or other key international cities such as London or 

New York 

✓ Other social activities such as art shows, casual drinks, or cocktail functions 

It is sometimes the case that schools have alumnae events in interstate and overseas locations 

even before having good programs at home. All alumnae events should be arranged to 

achieve specific outcomes.   

52%
48%

Q25: Does your school or alumnae association 
have events in other cities?

Yes No

N=33 

35%

65%

Q26: Does your school or alumnae association
hold events overseas?

Yes No
N=31 
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FUNDRAISING STAFF 

 

 

 

Overall, staffing for many participating schools was either not stated or minimal, with 1 full-

time equivalent (FTE) or less across fundraising and alumnae relations work. It is quite 

common practice in many schools for the staff with fundraising responsibilities to also have 

other responsibilities in marketing, events, and alumnae relations and this was reflected in the 

responses. This creates an ongoing challenge to make suitable time available for fundraising. 

 

Question 29 has been excluded from this report because responses indicated that the question 

was misunderstood.  
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Q27: Please indicate the number of full-time equivalent staff 
you have working in fundraising.

N=30 
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Q28: Please indicate the number of full-time equivalent staff 
you have working in alumnae relations.

N=31 
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Less than half of schools reported that they expected growth in either staffing numbers or 

staffing time in the next 3 years. Some schools attached the expected growth to anniversary 

celebrations (e.g. a Centenary). 

 

Girls’ school fundraising results will not increase significantly without more fundraising staff 

dedicated to the task. 

CAMPAIGNS 

 

It was clear from responses to this question that there are many schools planning for 

campaigns. This finding implies that there are many schools that will need to take a close look 

at both their readiness for a campaign and the level of resources and expertise that they need 

to have in place to maximise their prospects for success. Most do not have the donor base or 

level of staffing to undertake a fundraising campaign. 

45%

55%

Q30: Do you expect the number of staff working
in fundraising and alumnae relations to 

grow in the next 3 years?

Yes No

N=31 

0 2 4 6 8 10 12 14 16

Accounting-stewardship (wrapping up)

Public phase (active, publicised campaign)

Quiet phase (recruitment of volunteer leaders and lead
gifts)

Planning phase (project development, feasibility study,
or considering a campaign)

Early stages of planning for a campaign

Not involved in a campaign at present

Q31: For your school, which description best applies?

N=32 



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 30 

 

www.AskRIGHT.com 

 

 

Almost three quarters of all schools indicated that they had not set a financial goal. As would 

be expected, campaigns that are in a planning stage or early planning stage were less likely to 

have a financial goal than campaigns that are either in a quiet phase or public phase.  

 

This is not necessarily an issue if those schools are working out what a realistic goal might be 

before any public announcement. However, the situation of not setting a goal can be a 

significant problem for communication and credibility if fundraising continues to be pushed 

but no goal, end, or other outcome is articulated. 

 

It is a grave concern that a large proportion of respondent schools are considering a 

campaign when they are clearly not equipped to plan or run a campaign.  

28%

72%

Q32: Have you set a financial goal for the campaign?

Yes No

N=29 

0 2 4 6 8 10 12 14 16

Accounting-stewardship (wrapping up)

Public phase (active, publicised campaign)

Quiet phase (recruitment of volunteer leaders and
lead gifts)

Planning phase (project development, feasibility
study, or considering a campaign)

Early stages of planning for a campaign

Not involved in a campaign at present

Q31 & 32

Campaign Goal Campaign Stage
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COMMUNITY ENGAGEMENT 

 

As expected, all schools engage with a wide audience that represents current and past 

connections. While current families are always going to be the dominant audience group, 

there is considerable value in many other audience groups that have connections to a school. 

 

 

 

Most schools reported community engagement based around events and/or meetings at the 

school site. Other activities included mentoring programs, entering teams into community 

events, and various social media engagement activities. The current trend in alumnae/alumni 

relations is less emphasis on events and reunions and more on linkage: between 

alumnae/alumni as mentors and of other current students.  

0 5 10 15 20 25 30 35

Aboriginal, Torres Strait Islander, Māori, or Pasifika organisations

Neighbours of the school

Parents of past students

Parents of current students

Parents of future students

Associated churches or parishes

Politicians

Arts organisations

Sports organisations

Other (please specify)

Q33: Which of the following audiences does 
your school actively engage?

N=32 
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Events or meetings at the school

Events or meetings elsewhere

Other activities

Q34: Which of the following is your community
engagement based on?

N=32 
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While it is encouraging to see some setting of goals for community engagement, there 

remains a clear challenge with many participating schools not responding to this question or 

indicating that they do not set goals around community engagement. 

 

 

 

As expected, a large number of schools expect community engagement to grow. Some 

indicated that their expectations were linked to campaigns or anniversary events. 

 

  

55%

45%

Q35: Does your school set goals for its community 
engagement activities?

Yes No
N=31 

94%

6%

Q36: Do you think the role of community engagement will 
grow in the next three years?

Yes No

N=32 
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One school indicated that they now recognise the importance of more investment in 

fundraising and alumnae relations, and how a lift in effort in these areas could improve the 

success of the school. 

 

Comments also indicated the key challenges of building proper infrastructure for fundraising 

and alumnae programs and that it would take some time when schools are just starting out. 

 

 

 

  

Q37: Do you have any further comments about your school's 

fundraising or alumnae relations programs? 
 

“The school appointed a Director of Advancement in 2017 as they recognise the critical 

importance of fundraising and alumnae relations to the success of the school.” 

 

“We are looking to be more active with our alum and have some great ideas but our 

database is very poor and has not been managed or updated for many years. So 

information of setting up an alum from scratch would be good.” 

 

“This area is in its infancy in my School. It is an area which I intend to develop  

once I have an infrastructure in place.” 
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DEVELOPMENT LEADERS RESULTS 
 

AskRIGHT identified four Development professionals who have worked in both girls’ and boys’ 

schools and asked if they would be willing to share their perspective and insight on the 

fundraising challenges in schools. All agreed to participate. This is a small number of 

respondents, but only a small number have had this experience. The participants ended their 

survey response with these encouraging remarks for girls’ schools:  

 

✓ The education of parents from the beginning of their school journey is paramount, 

to ensure they are aware of why there is a need for certain schools to fundraise. 

✓ Allowing time for the staff to develop programs and relationships without 

distractions from their core roles is vital for success. 

✓ In my experience, community members who have boys and girls default to support 

the boys' school for no particular reason. Girls' schools have just as good programs 

and events. The culture is changing. 

✓ I sincerely applaud girls’ schools who genuinely want to develop the fundraising 

and friend-raising advancement roles. With government funding never assured, the 

costs of providing a leading education never ceasing, and boards doing their best 

to keep fee rises to a minimum, a professional, transparent, warm, and systematic 

fundraising program with a short, medium, and long-term focus is crucial. Don't 

you wish three principals before you did that? So, have the courage to ask and 

focus on being brave (not perfect) because isn't that what we tell our girls to be? 

Start with why .... because it's time for girls’ schools to start to receive the same 

level of support that their brothers’ schools have received. 
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APPENDIX A: SURVEY QUESTIONS 

This appendix contains the questions used for Part One of the 2018 survey. 

 

********** 

Welcome to the 2018 survey for the Alliance of Girls' Schools Australasia 

 

As school funding continues to be put under pressure, more schools are investing in 

fundraising and securing philanthropic funds from alumni and other engaged partners. 

Leaders of girls’ schools often say that fundraising for their schools is different to, and harder 

than, fundraising for boys’ and co-educational schools. This survey will enable leaders of girls’ 

schools to see what is proving effective across Australia and New Zealand—but we can only 

find out this level of information with your help. 

 

By participating in the 2018 survey, you are helping girls’ schools to gain new insights into the 

current state of fundraising practice. Do girls’ schools commonly have the infrastructure in 

place to support their fundraising practice—such as school foundations, specialist software, 

bequest programs, and more? Is this infrastructure working? What can you do to build upon 

your fundraising processes, and how are you tracking next to other girls’ schools? 

 

We would like to thank the 2016 survey participants for their involvement. We recognise the 

effort involved in pulling together this level of data and we understand that the 2016 report 

may not have been as comprehensive as some participants would have anticipated. In part, 

this was due to the number of schools that participated and the level of data that was 

available to us to analyse. The 2016 survey has nevertheless provided us with preliminary data 

to work with and in 2018 we expect to build upon those findings. 

 

The survey takes approximately 15 minutes to complete. Please note that you can save and 

come back to your responses later. However, you must use the same device and web browser 

that you previously used to start the survey for this to work. If a different browser is used, the 

survey will not remember your previous responses and will begin again. Please note that 

responses are saved each time you submit a page, not on a question by question basis, so 

please ensure you click next or done to ensure your answers are recorded.  

 

After the initial survey, schools with more advanced programs will be asked if they are willing 

to answer an additional set of questions to facilitate a deeper understanding of the factors that 

affect results. 

 

Lastly, this survey will be valuable only if it has a high response rate. Whether your fundraising 

and alumnae relations are at a basic or advanced state, please complete the Initial Survey. 

 

Thank you for your participation! 

Loren Bridge (for the Alliance)                  Dr Daniel McDiarmid (for AskRIGHT) 
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About Your School 

Q1. How many students do you currently have enrolled in your school? 

 Sliding scale 200 to 2500 

Q2. Where is your school located? 

 Multiple choice: 

 New Zealand  NSW and ACT  VIC   QLD 

 TAS   WA   SA 

Q3. Which of the following best describes your school's affiliation? 

Multiple choice: 

Government school   Independent 

Anglican    Uniting, Presbyterian, or Methodist 

Affiliated with a Catholic order Catholic diocesan school 

Catholic parish school   Other Christian 

Jewish     Other religious 

Q4. Which of the following best describes your school's range of enrolment years? 

Multiple choice: 

 Primary School    Primary and High School 

Upper-Primary and High School High School 

Special School 

Q5. Does your school have boarding? 

Multiple choice: 

Yes     No 

 

Charitable Foundations 

Q6. Does your school have a foundation board? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Tax-deductibility of Donations 

Q7. For Australian schools, which of these DGR* funds does your school or foundation have? 

(*deductible gift recipient, if you are unsure go to www.abr.business.gov.au/ or insert your 

ABN number in Other) 

Multiple choice (multiple options can be selected): 

Building Fund    Library Fund 

Scholarship Fund   Cultural Gifts Fund 

Other (please specify) 

Q8. For Australian schools, does your school or foundation seek funds for activities that are 

not tax deductible? 

Multiple choice: 

Yes     No 

 

Fundraising Software 

Q9. Do you use customer relationship management software to support your fundraising 

activities? 

Multiple choice: 

Yes     No 

 Comments section available  



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 37 

 

www.AskRIGHT.com 

Individual Giving 

Q10. How many people made a monetary donation in 2017? (only count couples and 

families once; include money donated on fee statements, but do not include bequests or gifts 

in kind) 

 Free text 

Q11. What was the total value of these donations? 

Multiple choice: 

$1 to $199,999  $1,000,000 to $1,999,999 

$200,000 to $499,999 $2,000,000 to $4,999,999 

$500,000 to $999,999 over $5,000,000 

Q12. In 2017, how many people made a pledge to give over time? 

Free text 

Q13. What was the total value of these pledges? 

Multiple choice: 

$1 to $199,999  $1,000,000 to $1,999,999 

$200,000 to $499,999 $2,000,000 to $4,999,999 

$500,000 to $999,999 over $5,000,000 

Q14. Do you have any comments to add on individual giving? 

Free text 

 

Annual Appeals 

Q15. Did you run an annual appeal in 2017? (even if the appeal ran more than once in the 

year it still qualifies as an annual appeal) 

Multiple choice: 

Yes     No 

 Comments section available 

 

Fees Statement Donations 

Q16. Do you include a donation amount on the fees statement? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Donations and Sponsorship from Business 

Q17. Did your school or foundation receive financial donations from businesses in 2017? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Grants from Trusts and Foundations 

Q18. Did your school or foundation receive financial grants from charitable trusts or 

foundations in 2017? 

Multiple choice: 

Yes     No 

 Comments section available 
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In-kind Donations 

Q19. Did individuals or businesses give in-kind donations in 2017? (this does not include 

volunteering) 

Multiple choice: 

Yes     No 

 Comments section available 

 

Fundraising Events 

Q20. Does your school run events to raise money? 

Multiple choice: 

Yes     No 

Q21. How much did fundraising events raise for the school? (approximate value after 

deductions and expenses) 

Free text 

Q22. What were the main event types? 

Multiple choice (multiple options can be selected): 

Fete     Ball 

Trivia nights    Auction 

Lottery     Other (please specify) 

Q23. Do you have any comments to add on fundraising events? 

 Free text 

 

Bequests 

Q24. Did your school receive one or more bequests, or receive intentions of a bequest, in 

2017? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Alumnae Relations 

Q25. Does your school or alumnae association have events in other cities? 

Multiple choice: 

Yes     No 

 Comments section available 

Q26. Does your school or alumnae association hold events overseas? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Fundraising Staff 

Q27. Please indicate the number of full-time equivalent staff you have working in fundraising. 

 Free text 

Q28. Please indicate the number of full-time equivalent staff you have working in alumnae 

relations. 

 Free text 

Q29. Please indicate the number of full-time equivalent staff you have working in 

advancement services (this includes database management, research, administration). 

 Free text  
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Q30. Do you expect the number of staff working in fundraising and alumnae relations to grow 

in the next 3 years? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Campaigns 

Q31. For your school, which description best applies? 

Multiple choice: 

Not involved in a campaign at present 

Early stages of planning for a campaign 

Planning phase (project development, feasibility study, or considering a campaign) 

Quiet phase (recruitment of volunteer leaders and lead gifts) 

Public phase (active, publicised campaign) 

Accounting-stewardship (wrapping up) 

Q32. Have you set a financial goal for the campaign? 

Multiple choice: 

Yes     No 

 Comments section available 

 

Community Engagement 

Q33. Which of the following audiences does your school actively engage? 

Multiple choice (multiple options can be selected): 

Aboriginal, Torres Strait Islander, Māori, or Pasifika organisations 

Neighbours of the school 

Parents of past students 

Parents of current students 

Parents of future students 

Associated churches or parishes 

Politicians 

Arts organisations 

Sports organisations 

Other (please specify) 

Q34. On which of the following is your community engagement based? 

Multiple choice (multiple options can be selected): 

Events or meetings at the school 

Events or meetings elsewhere 

Other activities  (please specify) 

Q35. Does your school set goals for its community engagement activities? 

Multiple choice: 

Yes     No 

 Comments section available 

Q36. Do you think the role of community engagement will grow in the next three years? 

Multiple choice: 

Yes     No 

 Comments section available 

 

  



 

Fundraising and Alumnae Relations in Girls’ Schools 2018 Survey © AskRIGHT  Page 40 

 

www.AskRIGHT.com 

 

Final Comments 

Q37. Do you have any further comments about your school's fundraising or alumnae relations 

programs? 

 Free text 

Q38. Please indicate whether there is any assistance that the Alliance or AskRIGHT could offer 

that might be helpful to your school in reaching its fundraising or alumnae relations goals. 

 Free text 

 

 

Follow-up Questions 

 

In this initial survey, we asked a series of YES and NO questions about whether you have in 

place school foundations, software, annual appeals, fees statement donations, businesses, 

grants from trusts or foundations, in-kind giving, bequests and campaigns.  

 

If you answered YES to any of these questions, we would like to invite you to answer a few 

additional questions. This data will give us a more detailed picture of fundraising practices in 

girls' schools. In order to do this, we ask that you provide us with contact details so that we 

can get in touch with you. Your details will, of course, not be shared with any external 

organisations. 

 

Q39. If you answered YES to any of these questions, and are happy to answer a few more 

questions, please enter your contact details below. 

Free Text under the following categories. 

School name 

Your name 

Best contact 

Comments or questions 

 

Thank you for completing the Fundraising & Alumnae Relations Survey 2018. 
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APPENDIX B: DEVELOPMENT LEADERS SURVEY 

Ratings (1-5) were provided for both girls’ and boys’ schools for each of the following items 

that contribute to effective fundraising and alumni programs, the effectiveness of: 

✓ The Governing Board in relation to fundraising. 

✓ The Governing Board in relation to alumnae/alumni relations. 

✓ The Principal in relation to fundraising. 

✓ The Principal in relation to alumnae/alumni relations. 

✓ The budget. 

✓ The staff. 

✓ The alumnae/alumni organisations. 

✓ The alumnae/alumni relations work undertaken by the alumnae/alumni organisation. 

✓ The fundraising mix (for example events, annual appeals, fees statement donations, 

major gifts, campaigns, bequests, and crowdfunding). 

✓ Professional development of Development staff. 

✓ Promotional materials (websites, newsletters, or collateral) for Development. 

✓ Recruitment practices for Development staff. 

✓ The oversight of Development (for example in reporting, metrics, and supervision). 

✓ The CRM used for development. 

✓ The approach to information management and privacy issues. 

✓ Prospect research. 

 

 

 


