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• 181 schools took part

• Biggest educational 
fundraising survey in the UK

• Responses covered activity 
and results from September 
2014 to August 2016

• 76% of schools reported 
philanthropic income, worth 
£172.5m
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Friend-
raising? 

Volunteer 
management

Donor-
centered

Stewardship
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Majority of time spent on:
Average Annual Philanthropic 

income per school (£)

Major Gifts 2,465,911 

Major Gifts/Regular Giving equally 843,970 

Major Gifts/Regular Giving/Alumni Relations equally 598,673 

Alumni Relations 422,021 

Regular Giving 164,063 

Other School Activities 74,427 

Development Administration 15,885 
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Five key takeaways for creating a step change in major gifts: 

1. Major gifts take time and investment

2. Fundraising requires tools as well as dedicated staff

3. Leadership is important

4. Campaigns can elevate philanthropy, but planning and timing are 
key

5. Major gift fundraising can be a risk
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Leadership Briefings

Lead the ambition

Nurture talent

Educate key staff

Campaign? 

BUT: No such thing as the average school
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Using the 
Benchmarking to 
make change



Cheadle Hulme School

• Co-ed day school located in South Manchester. 4 – 18

• Highly competitive market

• £2.5m raised in past five years

• ROI of 3.6:1 

• Good participation at £10k+ level, over 400 donors for last capital appeal 

• 3+ gifts of £100k +, max of £250k – no seven figure gifts yet

• Raise funds for bursaries and ad hoc capital projects 

• Development merged with marketing to form External Relations in 2015
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Fundraising performance since 2012 
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Top Takeaways for CHS 

1. Sharpen focus on major gift fundraising 

2. Data is a never-ending story 

3. The future lies in segments 

4. A smooth transition at the top 

5. Don’t let External Relations take over!

6. Create the internal ‘Light Bulb’ moment
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Return on Investment 
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3 Steps for Success
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 Major gifts metrics

◦ Number of Identified 
prospects

◦ Number of qualified 
prospects

◦ Number of cultivation 
meetings and activity

◦ Number of asks/proposals

◦ £ pledged, £ raised

 Engagement

◦ Number of cultivation events

◦ Number of tailored 
communications

◦ Number of stewardship 
activities

 Regular giving and legacy 
metrics

◦ Number of donors (ever)

◦ Number of donors (current 
financial year)

◦ Number of donors retained 
(%)

◦ £ pledged, £ raised

◦ Number of legacy pledges 
(and value if known)

 Volunteering

◦ Volunteering hours

◦ Volunteer pledges

 Events

◦ Number of attendees

◦ Number of first time event 
attendees

◦ Number of events for 
cultivation purposes

 Communications

◦ Number of click-throughs 
from e-news

◦ Number of visits to webpages

◦ Open rates of email 
newsletters and invitations

◦ Social media follows/likes
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Identification Introductions Cultivation
Articulating 

the case 
Stewardship
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• Every school is different

• Use it to motivate your team

• Understand your own strengths and challenges

• Don’t try and do it all at once

• Look for the amazing examples and get creative! 
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