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Chapter Four 

Findings 

 

Introduction 

 The findings of the research of the Project Demonstrating Mastery are presented 

and analyzed under each primary data-gathering methodology as follows: 

 1. Survey of East Asia Regional Council of Overseas Schools  

 2. Key Informant Interviews 

Survey of East Asia Regional Council of Overseas Schools (EARCOS) 

The purpose of the survey was to identify effective fundraising strategies for 

international schools taking into account internationally diverse communities. The survey 

instrument was distributed to the 94 member schools of the East Asia Regional Council 

of Overseas Schools (EARCOS).  

Professionals at 44 schools responded to the survey by mail and email. This 

represents 47% of the EARCOS membership. A sample endorsement letter appears as 

Appendix A, a sample cover letter as Appendix B, and the survey as Appendix C.  

Each question and the responses are presented and analyzed in the following 

pages. All of the respondents filled out Part One of the survey while 19 respondents filled 

out Part Two. This indicates that only 43% of the responding schools have a fundraising 

program at their institution. 
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Part One 

 Question 1: What year was your school established? 

Figure 1: Year of school establishment
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Figure 1 shows that among EARCOS schools responding to the survey, the 

majority of schools (80%) were established after 1940. The two peak periods of 

establishing schools in the region were from 1941-1960 (32%) and 1981-2000 (30%). As 

people around the world become more internationally mobile, it makes sense that the 

period from 1981-2000 would be a time of many international schools being established. 

 Question 2: What grades are enrolled at your school? (Please check all that 

apply.) 

All of the responding schools (44 schools) have an Elementary or Primary School 

program while 93% (41 schools) also have a Middle School or Junior High School. 

Thirty-eight schools (86%) have an Elementary, Middle and High School program. 
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 Question 3: How many students are enrolled at your school? 

Figure 2: Student enrollment
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As seen in Figure 2, the majority of schools (75%) have an enrollment of less than 

750 students. 

Question 4: How many nationalities of students are enrolled in your school? 

Figure 3: Nationalities in student population
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Figure 3 graphically illustrates the internationally diverse nature of the school 

communities responding to the survey. In the EARCOS region, international school 

student populations come from less than 10 to over 50 nationalities. As shown in Figure 

3, the most common number of nationalities is 21-30.  

 Question 5: What are the top three nationalities in your student population? 
 

Figure 4: Top three nationalities in student population
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 Figure 4 illustrates that international schools in Asia are largely comprised of 

students from Asia. The top three nationalities among schools in the EARCOS region are 

American, Korean, and Japanese. The United States was one of the top three nationalities 

at 82% of the schools.  



Strategies for International Schools in Japan   93  

 
 

 For this study, it was important to determine the top nationalities among 

international schools in Japan. Figure 5 shows that the top three in Japan are the same as 

those of the EARCOS reason: Japan, United States and Korea.  

However, the largest nationality groups at schools in Japan differ from the rest of 

the EARCOS region. The United States and Japan are the largest nationality group at 

international schools in Japan. An additional difference is that Indian nationals represent 

a significant number of students at schools in Japan. In fact, at one international school in 

Japan, India was the largest nationality group. 

 Question 6: Does your institution have a Development Office or someone on your 

staff responsible for fundraising? Yes —19 responses (43%)   No — 25 responses (57%) 

 Question 6 helps to determine how many schools in the region have a 

development office. Based on these findings, it appears that less than half of schools in 

the EARCOS region have someone on their staff responsible for fundraising.  
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Next, the researcher wanted to discover if there was a correlation of the size of the 

school population to the existence of the development staff. The researcher theorized that 

schools with a larger student population would be more likely to employ development 

staff. In order to determine if a correlation existed, the researcher compared question six 

about the existence of a development staff and Question 3 about school population. Table 

1 shows the comparison.  

Table 1: Correlation of school size to existence of development staff 

  Does your school have a development office? 
  Yes No 

Student population Percentage # Responses Percentage # Responses 
1-250 17% 2 83% 10 
251-500 36% 5 64% 9 
501-750 57% 4 43% 3 
751-1000 100% 2 0% 0 
1001-1250 0% 0 100% 2 
1251-1500 0% 0 100% 1 
1501-1750 100% 2 0% 0 
1751-2000 0% 0 0% 0 
2001-2500 100% 2 0% 0 
Over 2500 100% 2 0% 0 
Overall 43% 19 57% 25 
 

Based on the findings in Table 1, the majority of schools with 750 or less students 

do not have a person on staff responsible for development. Within the schools that have 

1000 students or less, as the student population increases, so does the likelihood of the 

existence of development offices. This corresponds with the researcher’s hypothesis that 

the greater the student population, the greater the likelihood of the existence of a 

development staff. 

However, the data proved this hypothesis was not completely accurate. Although 

100% of schools with a student population of 751-1000 have development staff, none of 
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the schools with a student population of 1001-1500 have development staff. It appears 

that all schools with a student population over 1500 students have a development office.  

Part Two 

Part Two of the survey explores the nature of the fundraising programs at the 19 

institutions that completed Part Two. In addition, it asks questions about fundraising 

among internationally diverse constituencies. 

 Question 7: How many years has your school had a fundraising/development 

program? 

Table 2: Number of years school has had a development program 
     
Number of Years Number of Schools Percentage of Schools   
1 year 4 21%   
2-5 years 9 47%   
6-10 years 2 11%   
11-15 years 2 11%   
16-20 years 0 0%   
Over 20 years 2 11%   

 

The figures shown in Table 2 confirm that fundraising is a recent development at 

international schools in the EARCOS region. Almost half of the schools responding to 

the survey have had development programs for only two to five years while 83% of 

schools have had programs for ten years or less.  

The researcher then wanted to compare the number of years the schools have had 

development program, using the results from question seven, and the year the schools 

were established, using the results from question one. Table 3 shows the comparison. 
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Table 3: Comparison of number of years the schools have had development 
programs (Question 7) and the year the schools were established (Question 1) 
 Year school established 
Age of development program Before 1900 1900-1920 1921-1940 1941-1960 1961-1980 1981-2000 
1 year   1   3 1   
2-5 years   1 1 5 1 1 
6-10 years         1 1 
11-15 years       1     
16-20 years             
Over 20 years 1 1         

 

Table 3 illustrates that international schools in the EARCOS region wait many 

years, even close to one hundred years after the schools founding, to establish 

development programs.  

 Question 8: How many full-time staff does your school employ in development? 

 
As seen in Figure 6, international schools in the EARCOS region have small 

offices with a maximum of five staff members. In fact, 79% of development offices in the 

EARCOS region have two or less full time staff. 
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 Question 9: What are the responsibilities of your Development Office? (Please 

check all that apply.)  

Table 4: Development Office responsibilities 
Responsibility Number of responses 
Annual Fund 13 
Capital campaign 10 
Special events 14 
Preparing grant applications 8 
Major gift solicitations/visits 14 
Alumni relations 14 
Communications/publications/ PR 16 
Planned giving 4 
Other* 4 
(Other* included: admissions, external affairs/government relations, 
marketing, new building construction planning, Corporate Contribution Plan) 

 

Despite having a small number of staff members, Table 4 shows that most 

development offices in the EARCOS region are responsible for fundraising and alumni 

relations as well as communications, publications, and public relations.  

Fundraising literature states that Annual Funds form the cornerstone of a 

Development Office. Therefore, the researcher expected that all of the schools that claim 

to have a Development Office would be responsible for the Annual Fund. However, this 

was not the case. Only 13 of the 19 schools (68%) indicated that they were responsible 

for an Annual Fund. Interestingly, several of the schools indicated that they were 

responsible for a capital campaign, but not for an Annual Fund. This indicates that these 

schools do not have an Annual Fund. 

Development Offices at a majority of schools (84%) are responsible for 

communications, publications, and public relations. In fact, more of the school’s 

development offices were responsible for communications than for an Annual Fund.  
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 Question 10: Does the Development Director report to the Head of School? 

Yes —18 responses   

No — 1 response, but the person responsible for development is the head of school  

The literature on fundraising stresses the importance of the Development Director 

reporting directly to the Head of School. All schools that responded to the survey follow 

this practice or the Head of School is in charge of development. 

 Question 11: What was the size of your potential donor base in the last fiscal 

year? 

 
 

Figure 7 shows that size of the potential donor base for schools in the EARCOS 

region ranges from 250 individuals/companies or less to over 5,000 prospects. In several 

cases, the potential donor base is about the same size as the student population. This 

implies that the school has either not found or is not counting their alumni as potential 

prospects. 
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 Question 12: In the last fiscal year, what was the donor participation rate in the 

following categories: parents, alumni, faculty/staff and Board? 

Table 5: Donor participation rates by category    
  0-15% 16-30% 31-45% 46-60% 61-75% 76-90% Over 90% No response 
Parents 9 3 1 2     1 3 
Alumni 13 1           5 
Faculty/staff 6 4 2 3   1   3 
Board 6     3 2 2 2 4 

 

 Although fundraising literature stresses the importance of all board members 

making gifts to the institution, the data in Table 5 illustrate that this does not happen at 

international schools in the EARCOS region. In fact, at 31% of the schools, board 

member participation was less than 15%. Only two schools (10%) indicated that over 

90% of the board made contributions. Despite these statistics, board members’ 

participation rates were higher than parents, faculty/staff, and alumni.  

Independent schools in the United States count on high participation rates from 

their parent communities. At schools in the EARCOS region, 47% of schools had parent 

participation rates of 15% or less. Although 68% of schools had parent participation rates 

of less than 45%, one school had a parent participation rate of over 90%. Many 

international schools (68%) in the EARCOS region have alumni participation rates of 

15% or less. The figures on faculty and staff participation are more encouraging as one 

school had 76-90% participation and three schools had 46-60% participation rates. 
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 Question 13: Rank the top three groups (1,2,3) that contribute the majority of 

funds raised? 

 
Note: Corporations * (includes corporate foundations) 
Foundations ** (independent foundations, community foundations) 

 

As shown in Figure 8, parents (current and past), corporations and alumni are the 

top three contributing groups of funds donated to international schools in the EARCOS 

region.  
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 Question 14: What methods of gift solicitation do you utilize? 

 
Note: Other responses included Annual Fund Ball and web site. 
 

At schools in the EARCOS region, direct mail through the postal service and in 

person visits are the most common gift solicitation methods. Although fundraising 

literature states that in person visits are considered the most effective fundraising method, 

only 15 of the 19 schools (79%) utilize this method.  

 Question 15: Does your Board of Directors/Trustees have a Development 

Committee? Yes —5 responses (26%)  No — 14 responses (74%) 

Although literature on fundraising stresses the importance of having a 

Development Committee, only five (26%) of the responding schools have a Development 

Committee.  

 

 

 



Strategies for International Schools in Japan   102  

 Question 16: Does every board member: a) Make an annual contribution? b) 

Give an additional gift when there are special campaigns? c) Participate in some 

fundraising task every year? d) Help identify and cultivate prospective donors or 

fundraising volunteers? 

Table 6: Board member participation 
Does every board member: Yes No No Response 
a) Make an annual contribution? 2 14 3 
b) Give an additional gift when there are special campaigns? 2 13 4 
c) Participate in some fundraising task every year? 4 12 3 
d) Help identify and cultivate prospective donors or fundraising 
volunteers? 

3 13 3 

 

The literature suggests that the board member’s role in supporting fundraising 

should include all of the four activities above. At schools that responded to the question, 

board members at 88% of schools don’t make an annual contribution. Board members at 

87% of schools do not give additional gifts to campaigns. At 75% of schools, board 

members do not participate in a fundraising task every year. At 81% of schools, they do 

not help identify and cultivate prospective donors or fundraising volunteers.  

 Only one school responded that board members at the institution make an annual 

contribution, give an additional gift when there are special campaigns, participate in a 

fundraising task every year and help identify and cultivate donors or fundraising 

volunteers. At another school, all board members made gifts to both the annual fund or to 

the campaigns, but board members were not all involved with the fundraising process. At 

two of the schools, board members were involved in the fundraising process, but they did 

not all make gifts. 
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 Question 17: How many volunteers, including board members, assisted with 

fundraising in the last fiscal year? 

 
(Note: One school did not respond to question 17.) 
 

Development literature emphasizes the importance of involving volunteers and 

that development efforts should not just be conducted by fundraising professionals. 

Therefore, the researcher wanted to determine how much schools in the EARCOS region 

are involving volunteers in the fundraising process. As seen in Figure 10, eleven schools 

(61%) indicated that a relatively small number of volunteers, 1-19, are involved with 

fundraising at their institution.  

On the opposite end of the spectrum, one school involved over 50 volunteers in 

the fundraising process. Interestingly, the same institution was the only school in question 

16 where all board members made donations and were involved in the fundraising 

process.  
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 Question 18: During the last fiscal year, how many fundraising visits/ 

solicitations were made by the following individuals or groups (Head of School, Board of 

Directors, volunteers, and other non-fundraising staff)? 

Table 7: Solicitation visits conducted by Head of School 
Head of School   

Visits conducted Number of responses Percentage   
0 visits 5 26%   
1-9 visits 8 42%   
10-29 visits 3 16%   
30-49 visits 1 5%   
50-74 visits 0 0%   
75-99 visits 0 0%   
100+ visits 0 0%   
No response 2 11%   

 
As seen in Table 7, the majority of Heads of School (68%) conducted nine 

solicitation visits or less. This figure is low considering that the Head of School should 

play a major role in fundraising for the school as they serve as the main representative of 

the school.  

Table 8: Solicitation visits conducted by Board of Directors 
Board of Directors/Trustees   

Visits conducted Number of responses Percentage   
0 visits 7 37%   
1-9 visits 6 32%   
10-29 visits 1 5%   
30-49 visits 1 5%   
50-74 visits 0 0%   
75-99 visits 0 0%   
100+ visits 0 0%   
No response 4 21%   

 

In the case of members of the Board of Directors or Trustees, Table 8 shows that 

37% conduct no visits and 69% conduct less than nine visits on behalf of their institution. 

This continues to confirm the lack of involvement by trustees that was illustrated earlier 

in Table 6. 
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Table 9: Solicitation visits conducted by Development Director 
Development Director    

Visits conducted Number of responses Percentage    
0 visits 1 5%    
1-9 visits 3 16%    
10-29 visits 5 26%    
30-49 visits 3 16%    
50-74 visits 0 0%    
75-99 visits 0 0%    
100+ visits 4 21%    
No response 3 16%    

 

The statistics regarding visits conducted by Development Directors are more 

encouraging. As seen in Table 9, 21% of directors comprehend the importance of in-

person solicitation visits and conducted 100 or more visits in the last fiscal year. The 

majority (63%) of development directors fewer than 50 visits. 

Table 10: Solicitation visits conducted by volunteers 
Volunteers    

Visits conducted Number of responses Percentage    
0 visits 6 32%    
1-9 visits 3 16%    
10-29 visits 5 26%    
30-49 visits 1 5%    
50-74 visits 0 0%    
75-99 visits 0 0%    
100+ visits 1 5%    
No response 3 16%    

 

Table 10 illustrates that volunteers are a sorely underutilized resource in the 

solicitation process at international schools in the EARCOS region. 
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Table 11: Solicitation visits conducted by other staff 
Other non-fundraising staff    

Visits conducted Number of responses Percentage    
0 visits 9 47%    
1-9 visits 6 32%    
10-29 visits 1 5%    
30-49 visits 1 5%    
50-74 visits 0 0%    
75-99 visits 0 0%    
100+ visits 0 0%    
No response 2 11%    

 

Non-fundraising staff members are another underutilized resource. Forty-seven 

percent of schools indicated that their non-fundraising staff does not participate in 

solicitation visits. 

 Question 19: Please check which methods your institution accepts for donation 

payments? 

Figure 11 shows that international schools are not sophisticated in accepting 

donation payments. Only a small percentage of survey respondents (21%) accept credit 

card or online credit payments or planned gifts. Cash, check and bank transfer were the 

most common forms of donation payments. Surprisingly, one school did not accept cash 

donations. 
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Note: The other*mentioned was gift-in-kind. 
 
 Question 20: How do you use the money raised? 

 
Note: Other* uses of funds included: educational program enhancements, special curriculum and program 
development, equipment, books, resources, stabilization fund, and charity donations.  
 

Responding schools use most of their donations for facilities improvements, 

financial aid/scholarships, and annual operating costs.  
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 Question 21: What forms of donor recognition do you utilize at your institution? 

The most frequently mentioned forms of recognition include recognition/thank 

you events for donors, signs or plaques in the school and listings in publications or 

Annual Reports to recognize donors. In addition, gift clubs were common at 44% of the 

schools. Several schools responded with other forms of recognition such as plaques or 

certificates given to donors and naming opportunities. 

 Question 22: Specify how much money did your school raise, including all 

solicitation strategies and all donor sources, during your last fiscal year? 

Table 12: Amount of money raised 
Amount raised Number of responses 
$1,000,000 or more 3 
$500,000-$999,999 3 
$100,000-$499,999 6 
Less than $100,000 3 
No response 4 

 
The money raised by EARCOS schools ranged from $3,000 to $1,350,000 while 

the average amount of money raised was $441,972. As shown in Table 12, 40% of the 

schools raised $499,999 or less. Three schools raised less than less than $15,000.  

 Question 23: Are you involved in any professional development or networking 

with development professionals from other international schools in your country or 

region? 

Eighty-four percent of respondents are involved in some form of professional 

development or networking. The most common response was meeting with development 

directors in the region or visiting colleagues at other schools in the region. In addition to 

these meetings, schools share information by email and by exchanging Annual Reports 

and publications.  
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Survey respondents participate in such listservs such as the Council for 

Advancement and Support of Education (CASE) fundraising listserv and one for schools 

in Singapore and Malaysia.  

Respondents mentioned the following professional associations: Council for 

Advancement and Support of Education (CASE) <www.case.org>, EARCOS, 

Association of Development and Alumni Professionals in Education (ADAPE) 

Australasia Inc. <www.adape.org.au>, Association of Fundraising Professionals (AFP) 

<www.afpnet.org>, International Schools Administrators’ Association in Hong Kong, 

International Schools Association of Thailand (ISAT) <www.isat.or.th>, Japan Council 

of International Schools (JCIS), International Schools of Tianjin <ISCOT> and the 

Association of China and Mongolia International Schools (ACAMIS) 

<www.acamis.com>. 

 Question 24: What languages do you use for your school’s fundraising materials? 

Communicating with constituents in languages they can understand and in a 

culturally appropriate manner was identified as a best practice in the literature. In this 

question, the researcher wanted to determine how many schools communicated with their 

communities in languages other than English.  

As the language of instruction at EARCOS schools is English, it is logical that all 

of the schools use English for their materials. In addition to English, 63% of schools 

produce materials in the host country language while 11% of schools use other languages 

(Korean and Japanese) for fundraising materials in addition to English and the host 

country language.   
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 Question 25: Does any of your development staff speak the language of the host 

country? Yes — 13 responses (68%) No — 6 responses (32%) 

In order to communicate with their communities in a manner they can understand, 

the researcher theorized that the presence of a person on the development staff who 

speaks the host country language or a development director who speaks the language 

would facilitate communication. 

 Question 26: Does your Development Director or principal fundraiser speak the 

language of the host country? Yes — 10 responses (53%) No —9 responses (47%) 

In question 25, over half of the schools (68%) responded that they have a staff 

person who speaks the host country language. Often international schools hire locals 

from the host country to work in administrative positions in offices. This may be one of 

the reasons why so many of the schools have a person who speaks the host country 

language.  

The percentage of schools with Development Directors who speak the host 

country language is less, but is still over 50%. The challenge of finding a person qualified 

as a development director who also speaks the host country language is more difficult, 

but still possible at over half of the schools.  

 Question 27: Has your development staff studied the traditions and cultures of 

philanthropy and giving: 

  a) in the host country?  

Yes — 13 responses (72%) No — 5 responses (28%)No response — 1 response 

 b) among the top three nationality group?  

Yes — 11 responses (65%) No — 6 responses (35%)No response — 2 responses 
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 c) If not, what are the major obstacles to studying the traditions and cultures of 

your school’s top three nationality groups? 

Lack of time — 3 responses 

Trouble finding resources — 3 responses 

Other — 3 responses 

Philanthropy exists in all cultures, but in different forms. In order for development 

professionals at international schools to do their jobs effectively, development 

professionals need to be aware of the traditions and cultures of philanthropy and giving in 

the host country as well as among the top nationality groups in their school community. It 

is encouraging that the majority of schools (72%) have studied this for the host country 

and 65% have studied this among their top three nationality groups. Those schools, which 

have not had the opportunity to study the traditions of philanthropy among their top three 

nationality groups, cited the lack of time and trouble finding resources as the major 

obstacles. 

 Question 28: Does a person who speaks the potential donor’s language or 

someone of the same cultural background participate in solicitation visits? 

Table 13: Solicitor speaks the same language  
or is of the same culture as the potential donor 

Always 8 47% 
Often 1 6% 
Sometimes 4 24% 
Never 3 17% 
Not applicable 1 6% 
No response 2   

 

Even though the fundraising literature indicates that this is a best practice, less 

than half of the schools (47%) always have a person who speaks the potential donor’s 

language or someone of the same cultural background participate in solicitation visits.  
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 Question 29: What techniques do you use to reach your internationally diverse 

community or to reach out to specific cultural groups in your community? 

Schools use many different techniques to reach out to specific cultural groups in 

their communities. Many of these techniques, such as learning about major donors 

through introductions, having volunteers serve as liaisons for the institution, conducting 

in-person solicitation visits or having a friend of the donor serve as the solicitor, are 

fundraising practices that are effective in all environments. 

However, other techniques mentioned cater specifically to the internationally 

diverse nature of the school’s community. The most frequently cited technique is to 

publish bilingual fundraising materials or use the language of the potential donor 

whenever possible. Another technique is to utilize advisors from different cultural 

groups: one school has constituency chairs for the various cultures.  

Several schools mentioned the importance of the development staff understanding 

the culture of the host country. A technique mentioned to gain an understanding of the 

local fundraising culture is to talk to other development professionals working in the 

country. 

All donors give for different reasons. In order to practice donor-centered 

fundraising, development professionals need to tailor their approach to the donor even 

when different cultures are not a factor. One respondent uses various approaches to 

encourage people to give such as specifying the donation amount, emphasizing tax 

deductibility, and trying to match the donor’s interest with the school’s need. 
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 Question 30: What fundraising techniques have been most successful? 

The most successful technique was in-person solicitation visits, especially if the 

meeting was peer to peer. Direct mail solicitations, such as letters from the head of 

school, are another effective technique. 

In both in-person visits and in direct mail solicitations, asking for donations 

towards specific, identifiable objects or for school-wide projects, rather than general 

funds was found to be an effective technique. In addition, mentioning impending 

deadlines made solicitations more effective.  

Relationship building activities, such as networking with the alumni community, 

is another technique that has been successful. Other techniques that respondents cited 

include special events, applying for grants and asking board members for leadership gifts. 

All of these above techniques could work for any educational institution. 

Asking corporations to match their employees’ gifts can be effective at 

international schools. This is because corporations need high quality schools for the 

children of their expatriate employees. 

 Question 31: Overall, based on the experience at your institution, what are best 

practices that you would recommend to development offices at international schools? 

As many schools in EARCOS are dealing with the challenges of establishing or 

managing a new development program, some offered advice on how to initiate a 

development office at an international school. One school gave very sound advice, “Start 

slowly and carefully, build relationships, and have effective databases and staffing plus 

full board support.” Another school suggested to “have a plan, but you will learn as you 

go and need to make adjustments to your strategy.” 
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One of the first things that a school needs to do is to have a strong case statement 

developed for your institutions fundraising projects. In addition, schools need to “do what 

you say you are going to do with the money.” 

Several schools stressed the importance of friend-raising and relationship 

building, especially with the alumni community. One suggested that if a school wants to 

begin a fundraising program, they should first focus on friend raising. Another school 

stressed, “Alumni are key — even if they can't give much — they might know someone 

who can.”   

Maintaining a strong web and e-presence is especially helpful to connect with 

international school alumni communities living around the globe. In addition to alumni, 

another school found that “foundations seem to be the most generous and willing to give, 

if you have the right connections.” 

Another school felt a best practice is to develop “key relationships that bring 

identified prospects into the inner circle of the school.  Identification – cultivation – 

inclusion – stewardship.” One important aspect of relationship building is that a personal 

solicitation is the most effective method of fundraising, but you need to have a 

relationship with the person first.  

As schools work on relationship building, it is important that they have a “long-

term commitment to a program and a director [as] constant staff changes are difficult for 

relationship building.” 
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If a school plans on having an event as a form of fundraising, here is some advice: 

“Have [a committee] with constituency chairs for each specific constituency. Set 

up the Event Committee to plan and run the event as well as solicit sponsorships and 

donations through the process.” 

Interestingly, two of the schools responded by offering best practices that involve 

not hiring a development director. One school wrote, “Do not hire a Director of 

Development, but utilize staff members who really know the school, the community, the 

country, and have good contacts.”  

Another school suggested performing a cost/benefit analysis of the development 

department analyzing salaries versus income, and comparing “money raised vs. negative 

marketing effects.” This response seemed to contradict development best practices, 

summed up by another survey respondent who said, “ be patient and give it time.”  

 Question 32: What resources (publications, training, memberships, conferences, 

etc.) have you found particularly helpful for development professionals at international 

schools? 

The Council for Advancement and Support of Education (CASE USA and CASE 

Europe) was most frequently cited. However, one respondent felt that ADAPE was better 

than CASE for international schools in Asia because it is less expensive. Other 

fundraising associations or workshops mentioned include the Association of Fundraising 

Professionals (AFP), Independent School Management (ISM) <www.isminc.com>, and 

the Christian Stewardship Association (CSA). One respondent suggested that CASE or  
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ISM hold conferences specifically for development professionals and heads at 

international schools in Asia. (CASE realized this need. In May 2005, CASE held the 

first ever Asia Schools Conference in Bangkok, Thailand.) 

Additional fundraising related resources mentioned included the websites: 

<www.riarlington.com>, <www.charitychannel.com>, and 

<www.supportingadvancement.com>. One person responded that Frank Opray of WA 

Services, a consultant who works with international schools and often makes 

presentations at international school conferences, was a useful resource. Another person 

found taking on-line courses from colleges in the United States helpful.  

In addition to fundraising associations, schools mentioned international school 

related resources. The most common response was informal networking with 

international schools including one to one meetings with other development personnel.  

Among international school related associations, EARCOS was the most 

frequently cited. One respondent felt that the EARCOS membership book was a great 

resource to locate people with whom to network.  

Other responses included The Council of International Schools (CIS) 

<www.cois.org>, The International Educator (TIE) <www.tieonline.com>, and the Japan 

Council of International Schools (JCIS). 

 Question 33: What schools or organizations have you found that effectively model 

fundraising best practices in an internationally diverse environment? 

The researcher asked this final survey question in order to find potential 

institutions to contact for key informant interviews. Unfortunately, “none” was a frequent 

response.  
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The American School in London received the most responses and is considered a 

leader in fundraising among not only international schools, but independent schools as 

well. A trustee from the American School in London even won an independent school 

award in 2002 from CASE for her work in fundraising. In Europe, the International 

School of Brussels and the American School of Madrid were also mentioned. 

In the EARCOS region, the American School in Japan and Hong Kong 

International School were the most frequently mentioned. Other schools in the region that 

were cited include: Nishimachi International School, Singapore American School, Jakarta 

International School and Canadian Academy.  

However, one respondent felt that “EARCOS is behind the times. I have met 

many development offices in Asia and none of us are maximizing what we do.” In an 

earlier survey question, this same school wrote that “voluntary giving is not part of the 

Asian culture and the concept of school fundraising is decades behind the U.S.”  

Other institutions mentioned include CASE and Washington International School in 

Washington D.C.   

Key Informant Interviews 

As part of this study, telephone interviews were conducted with ten development 

professionals with experience working at educational institutions with large international 

populations. The purpose of the key informant interviews was to talk with development 

professionals about how to create a philanthropic culture among internationally diverse 

constituencies.  

 The individuals interviewed included development professionals at international 

schools overseas, international schools in the United States, and universities in the United 
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States with international advancement programs. The development professionals 

interviewed have experience working for educational institutions in France, Germany, 

Hong Kong, Spain, Thailand, the United Kingdom, and the United States. (A list of the 

key informants is included as Appendix D.) 

Prior to the interview, all of the individuals interviewed were asked 10 questions 

about their institution and themselves by email. During the interview, participants were 

asked a series of 12 open-ended questions regarding fundraising in an internationally 

diverse environment and philanthropic culture. Both sets of questions are included as 

Appendix E. In order to present the findings, each question is listed with a narrative 

summary of the participants’ responses.  

Pre-interview Questions Answered By Email 

 Question 1: What year was your institution established? Among the international 

schools interviewed, the oldest was established in the 1940’s and the youngest was 

established in 1984. The majority of schools were established in the 1960’s. 

 Question 2: How many students are enrolled at your institution? Among the 

international schools, responses ranged from 500 to over 2,500 students. 

 Question 3: How many different nationalities of students are enrolled in your 

institution? The institutions interviewed have students from 40 to 120 different countries. 

 Question 4: How many years has your institution had a development office? 

Among the international schools interviewed, the oldest development office was 

established in the 1980’s. The majority of the international schools interviewed were 

selected because they have mature programs with a history of 10 or more years.  
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 Question 5: How many people work in development/alumni relations  (specify full 

and part time)?  

 The responses ranged from a one-person development office at an international 

school located overseas to a development staff of over 300 people at a leading university. 

Among international schools, the largest office had seven full-time staff members and 

two part-time staff members. Staff members at this organization were responsible for 

external affairs, capital giving, annual giving and alumni relations, communications, 

alumni relations, publications, website, the development database, and office 

management.  

One international school in Europe deals with the staffing issue in a creative way 

that is becoming a model for other institutions. None of the staff work full-time. The 

director works 80%, a secretary works 50% and a consultant, who helps with 

communications, works 1.5 days a week.  

In addition, the office employs a corps of “volunteer staff.” The volunteer staff, 

usually the trailing spouse of an executive sent to work overseas, work 8-10 days a 

month. Many of these volunteer staff members are extremely qualified, but due to work 

visas etc. are unable to find other forms of employment during their time in Europe.  

Due to the tax situation, the school can pay these volunteers up to $400 a month 

without the volunteer having to pay taxes. The program is so successful that there is a 

waiting list of people interested in taking a vacant position.  
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 Question 6: Briefly describe the development program at your institution 

including an overview of the key component (annual giving, major giving/ planned 

giving, capital campaigns, special events, and money raised annually.) The answers to 

these questions are not significant to the findings. The question was designed to give the 

researcher a brief overview of the development operation at the institutions interviewed. 

 Question 7: How many years have you been working at your institution? The 

responses to this question ranged from four months to almost ten years. The majority of 

the key informants had been at their institution for three to four years. 

 Question 8:  How many years have you worked in development prior to working 

at this institution? The responses to this question were extremely varied ranging from no 

experience to over 30 years of experience. Two of the key informants brought over 20 

years of development experience to their institution. Three of the key informants had two 

to six years of development experience prior to joining their current institution. On the 

opposite end of the spectrum, two of the individuals had no professional development 

experience prior to joining their institution.  

However, many of the individuals with less development experience had a 

marketing and communications background and/or a familiarity with the local culture and 

language of the country where they are now employed. Many of the key informants 

interviewed have gained a large part of their development experience in their current 

position. 
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 Question 9: How many of those years were with an educational institution with an 

internationally diverse community? Although some of the key informants had many years 

experience working in development, the maximum number of years experience working 

for an educational institution with an internationally diverse community was five years. 

Several of the key informants had no prior experience working with an internationally 

diverse constituency.  

 Question 10: What is your national/ cultural background? The majority of the 

key informants, seven individuals, are United States nationals. However, one of these 

individuals was originally a Taiwanese national. Of the remaining key informants, two 

are British and one is Chinese. Several of the key informants had lived all around the 

world either as children or as adults. One of the key informants returned to work for the 

overseas international school she attended for nine years.  

Telephone Interview Questions 

 Question 1:  What do you think are the top challenges facing development offices 

raising charitable contributions in an internationally diverse environment? 

The key informants, who are trying to raise charitable contributions in an 

internationally diverse environment, face a myriad of challenges. These challenges 

include cultural barriers, adapting techniques that work in the United States to an 

international environment, introducing philanthropy into a culture, transient populations, 

the difficulty of educating a culturally diverse community about philanthropy, 

competition with other good causes, physical distance, and creating forms of incentives 

other than tax benefits. 
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The cultural barrier is often the biggest barrier to overcome. People are exposed to 

formalized philanthropic efforts in North America and increasingly in Great Britain. 

However, not all cultures are familiar with formalized philanthropy or of giving to 

educational institutions. In working with international constituencies, development 

professionals find external environments that are not always conducive to development.  

Due to cultural barriers, techniques that work in the North America may not work 

well in other cultures. One of the key informants stated, “I think that the top challenge is 

to adapt domestically focused principles, procedures and ways to doing things to the 

international context” and being “sufficiently thorough in adapting to an intercultural 

situation” (personal conversation, March 29, 2005).   

A further challenge is that often, especially in the case of international schools 

located overseas, formalized development efforts have never before taken place at the 

institution. In addition, in the multicultural international school environment, 

development professionals “literally are trying to bring something cultural into the mix – 

philanthropy – that isn’t there in most cultures” (personal conversation, March 11, 2005). 

Development professionals at international schools face an additional hurdle of a 

transient population. The average rate of population turnover at many of these schools is 

every three years.  

Several of the key informants felt that transience was the top challenge. One key 

informant found that it challenging to work with a  “changing population because you 

spend a lot of time cultivating and friend raising and then the people vanish” (personal 

conversation, March 24, 2005). Another key informant felt that people in transient  
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communities “don’t feel like they have the long-term interest in the school” and “that 

may stop them from making any contribution or any big contribution” (personal 

conversation, March 3, 2005). 

One of the veteran international school professionals spoke at length about the 

‘transient attitude’. A transient attitude exists among people who are sent somewhere by a 

company for a short period of time. They don’t feel they have a “personal stake” in the 

school. People with a transient attitude are only concerned with the present or maybe a 

three-year period of time (personal conversation, March 11, 2005).  

Furthermore, people with a transient attitude tend to be “defeatist.” They 

automatically say things like, “That won’t work here. And by the way, I’m not going to 

be here long enough to make it work if it could.” Unfortunately, this transient and 

defeatist attitude “diminishes creativity and negates any out of the box kind of thinking 

that we hope to be encouraging in our kinds of schools.” If the transient attitude exists 

among heads of school, board members or faculty members, this can lead to schools 

having “a real lack of vision and a roadmap” (personal conversation, March 11, 2005).  

As a result of transient attitudes, education and training both the internal and 

external communities is one of the major challenges that face development professionals 

at international schools. The key person to educate is the head of school. This is 

especially important if a new head of school doesn’t see development as a priority 

(personal conversation, March 24, 2005).  

Development officers must educate faculty, staff, heads and boards “to understand 

that being tuition driven and having tuition as the sole source of income for the institution  
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limits education and the impact we can have for life changing experiences for our kids” 

(personal conversation, March 11, 2005). In particular, board members and the head of 

school need to be educated and trained about their role in philanthropy. The parent 

community also needs education to “understand what our form of international 

independent education is all about” (personal conversation, March 11, 2005). 

As development officers work to educate their diverse communities that schools 

are philanthropic entities worthy of support, they come across a conundrum. They find 

that when it comes to fundraising,  “everything takes so much longer here than I am used 

to”, but that the transient community only stays for a short period of time (personal 

conversation, March 25, 2005).  

The reason that everything takes so much longer is because development officers 

are introducing a culture that promotes asking and giving into internationally diverse 

institutions. As cultures outside of the United States don’t understand the United States 

mode of philanthropy, “It is very, very hard to educate. You will hear me say education 

in this conversation more than any other topic” (personal conversation, March 15, 2005). 

Another key informant finds, “It is really a challenge to bring a culture of giving and a 

culture of asking to an international community that has never considered this” (personal 

conversation, March 25, 2005). 

 Teaching your community about why they should support educational institutions 

that are perceived as wealthy, instead of more needy charities, is also a great challenge. 

This is especially true if your institution or the person you are soliciting is located in, or 

from a poorer, developing country. The needs of the developing country are always going 

to be perceived as being greater than the needs of the educational institution.  
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One key informant asked, “How do you overcome that perception? That is one 

challenge” (personal conversation, March 24, 2005).  

Even though it is a challenge to introduce the principles of philanthropy, one key 

informant found “it was really fun beginning to understand those principles and then to 

begin teaching an internationally diverse community.” However, everyone must 

understand that they will probably encounter “lots of fits and starts along the way and a 

lot of misunderstanding” (personal conversation, March 26, 2005). 

Another challenge faced by international schools and universities with 

international advancement efforts is the physical distances involved in trying to raise 

funds overseas. As one key informant stated,  

It is what I call the out of sight out of mind phenomenon… Are you in people’s 

minds enough? Now days with email, faxes, and the web, you can be sort of ever 

present in the cyber sense. However, you simply cannot replace face-to-face 

contact. How often can you travel out there? How often is enough? I think that is 

one question you have to ask. (personal conversation, March 24, 2005) 

 Question 2: How have you dealt with these challenges? 

Education emerged as the main way that the key informants deal with the 

challenges. As one key informant stated, “We have tried to educate, educate, educate” 

and work on “spreading the word through written, electronic and verbal ways”  (personal 

conversation, March 15, 2005). Many of the key informants offered techniques and 

advice on ways to educate internationally diverse communities.  
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One of the key informants advises developing an education strategy that segments 

the school’s market in order to determine the best approaches to get both the internal and 

external stakeholders on board (personal conversation, March 24, 2005). At international 

schools, parents are a key segment of the population.  

Respondents cited several techniques that were useful to reach out to their parent 

communities. One of the key informants emphasizes the importance of recognizing “that 

a lot of the parents in the school are coming from cultures where fundraising is not an 

integral part of their lifestyle” (personal conversation, March 24, 2005). One way to deal 

with this challenge is to have a person who has “been converted” to the philanthropic 

culture, talk one on one with someone of the same cultural background (personal 

conversation, March 15, 2005).  

One international school puts a tremendous amount of time and effort into 

working with new parents coming in to the community. Several months before families 

move to the country, the school gives parents access to the school’s password protected 

website to help them become familiar with the school’s primary means of 

communications. Once parents arrive in the community, the school organizes 

neighborhood coffees and a weekend seminar about acclimating to a new school and a 

new country (personal conversation, March 11, 2005). 

This institution takes welcoming new parents to the next level. Every new family 

is invited to have breakfast with the head of school at his home adjacent to the campus. 

Six couples are invited at a time. The breakfast gives the head “a chance to personally 

meet all these people in an intimate setting before he has to deal with them for a 

problem.” The new parents love the opportunity to be in the head’s home.  
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A trustee welcomes the parents and begins the breakfast with a 5-10 minute 

explanation of the governance of the school. Next, the head of school “talks about 

himself as an educator, his experiences and the challenges he faces as part of the school” 

and “encourages people to get involved.” The breakfast ends with a question and answer 

session. This effort works at this institution because the head of schools feels that he 

gains as much from the meetings as the new parents (personal conversation, March 11, 

2005). 

As development officers work on educating parents, it is also important to 

understand that parents need “short-term goals” and that the “majority want to see 

something that would be there before they left” such as enhancements to the performing 

arts and sports programs (personal conversation, March 24, 2005). Another key 

informant, who understands the need for short-term term goals, explains, “In our school, 

we try to emphasize [to parents] that most of the gifts we receive are actually spent on 

current projects so their children will benefit from the Annual Fund immediately instead 

of after ten years to build a new building” (personal conversation, March 3, 2005).  

Although it may be easier to educate parents about short-term goals, there will be 

times, such as during a capital campaign, when the development officer needs to 

encourage the community to support longer-term goals and leave a legacy for those that 

follow. One school, while fundraising to build a new campus, used the story of Johnny 

Appleseed to illustrate this point to their community. Johnny Appleseed planted the seeds 

to an apple tree. Although he never enjoyed it, those after him were able to enjoy the 

fruits of his labor (personal conversation, March 26, 2005). 



Strategies for International Schools in Japan   128  

As the school raised funds for a new campus, the development director found the 

following language very helpful. “From time to time, you have to look at your own 

children and see what you are giving them. Are the opportunities up to what they would 

be receiving in the States or back in your home country?” (personal conversation, March 

26, 2005).  A variation on the language for people concerned about helping a wealthy 

school: “From time to time, you have to turn aside from your efforts to help the poor and 

help your own children and very quickly you go back to helping those with greater 

needs” (personal conversation, March 26, 2005). 

Corporations, who are often major supporters of international schools overseas, 

have different motives for giving than parents. Corporations tend to have a longer vision 

and can understand if it takes five years or more for a project to get completed. One key 

informant found that corporations are interested in an efficient international workforce. 

Schools need to show how they are educating the future international workforce (personal 

conversation, March 24, 2005).  

Corporations rely on international schools to provide an education to their 

expatriate employees. Several key informants suggested that development officers remind 

corporations of this point. Many of the key informants emphasized the importance of 

cultivating the corporate human resources departments because they are responsible for 

their expatriate employees compensation packages as well as, in many cases, corporate 

philanthropy.  

In order to prepare corporate solicitations, a school created a think tank of CEOs 

from major corporations in various sectors to hold two three-hour afternoon 

brainstorming sessions (personal conversation, March 24, 2005). Another school relies on 
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members of their board of trustees from the local country to help cultivate, find, and 

solicit local companies (personal conversation, March 30, 2005). 

The institution that invites all new parents to the head of school’s home uses a 

similar technique with the corporate community.  

Once a month, the Chairman of the board, Head of School, Director of 

Admissions and myself go to the corporations that are most highly represented at 

school and we have breakfast there with the working spouse and the heads of 

human resources, etc. It is a way to continue to connect with the people who 

rarely get a chance to come on campus and yet probably have a lot of questions. 

And they do. It also gives us a chance to demonstrate to corporations that we are 

interested in their employees. (personal conversation, March 11, 2005) 

The one-hour breakfast meetings follow the same format as the parent meetings. 

These meetings also help “identify some of the key employees within those companies 

who are our people so that we can begin to develop an insider connection in those 

companies so that we will have advocates when the time comes” (personal conversation, 

March 11, 2005).  

In addition to the parent and corporate community, development officers must 

also educate the alumni community. In order to educate the alumni community, or other 

constituencies located overseas, international schools should utilize electronic 

communication and frequent travel. For electronic communications, it is important to 

maintain a frequently updated website and send out period electronic updates.  

However, electronic communications cannot replace in person meetings. 

Therefore, regular frequent travel is recommended. A leading university budgets to send 
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their top two executives on four trips a year each (personal conversation, March 24, 

2005). In both good and bad financial times, it is important to build the relationship and 

also important to “be there through the thick and thin” in order to “earn their respect.” 

However, you should only ask for support when the timing is right (personal 

conversation, March 24, 2005). 

In addition to educating the community about philanthropy, development officers 

working with internationally diverse constituencies need to educate themselves about the 

various cultures represented in their institution. At the university level, faculty members 

who have extensive experience with a culture as well as a sense of discernment can serve 

as “allies and cultural informants” (personal conversation, March 29, 2005).  

This technique also works for international school. For example, a key informant 

at a school in Europe cultivated the Japanese and Korean teachers at the institution as 

well as board members from these two countries. The Japanese teacher now introduces 

the development director to prospective families from Japan and organizes an alumni 

gathering in Tokyo every summer (personal conversation, March 25, 2005).  

In addition to cultural competency, development officers working in international 

advancement need to gain a broad range of knowledge on topics such as foreign relations 

and international business. Development officers should try to gain “multiple 

perspectives” in order to “make up [their] own mind” (personal conversation, March 29, 

2005).  

A key point, not yet understood by many international schools, is “if an 

international school wants to do serious fundraising, they have got to assemble a very 

talented advancement staff” (personal conversation, March 30, 2005).  
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Managing an advancement effort comprised of development, alumni relations, 

communications, events etc. is not inexpensive. “I think whomever is leading an 

institution, has to understand that if they want to raise money it is going to take an 

investment upfront to develop a good marketing operation” (personal conversation, 

March 30, 2005).  

 Question 3: Based on your experience, what “best practices” would you 

recommend to other educational institutions fundraising among internationally diverse 

constituencies? How did you discover these “best practices”? 

A key best practice is to “use a multicultural approach to applying the things 

you’ve learned that are U.S. based to the community that you are working in.” 

Development officers should use what they learn “as a skeleton and adjust it to [their] 

community” (personal conversation, March 30, 2005).  

CASE and CASE Europe were the most frequently cited organizations to gain that 

skeleton of knowledge. Several international school professionals have found CASE 

Summer Institutes, in particular, to be very helpful. Most of the key informants have 

found that one of the best ways to find a multicultural approach is to meet to share ideas 

with development colleagues who work at similar institutions. 

Most development training teaches that building relationships with people is the 

most important aspect of fundraising. One key informant feels “fundraising is only that. It 

is building relationships with people” (personal conversation, March 25, 2005). 

Therefore, development officers need to adapt their experience of building relationships 

to the current environment. For example, when a development professional first joins an  
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international school, he or she will have to learn “how to make relationships with 

companies that are dependent on international schools like ours and the need for us to 

have a partnership with these” (personal conversation, March 25, 2005).  

Some of the tried and true principles of development, such as the importance of 

donor-centered fundraising, apply very well to an international community because 

“principles of fundraising are grounded in human behavior and human psychology” 

(personal conversation, March 26, 2005). In a donor-centered program, the development 

professional recognizes that,  

Every single one of these people is different. We need to understand the donor, 

build the relationship with them, and because of those interests, which have been 

identified, match them to opportunities at the school. Versus, here are the needs of 

the school, contribute. That is a very strong philosophical switch for most 

international schools, but it really needs to be done. (personal conversation, 

March 11, 2005)  

Donor-centered fundraising works effectively with all constituencies, including 

corporations. 

Relationship building is a key element of donor-centered fundraising. A key 

informant talked at length about how the principles of successful relational fundraising 

also apply in an international environment.  

 The myth is that international fundraising or Asia fundraising is different. I 

always maintain that because it is relational fundraising, it is really the same. The 

nuances are different, but the bottom line is the same. You want to treat people  
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with respect. You want to carry out a cultivation that is thoughtful and 

methodical. It doesn’t matter if that person lives in Hong Kong or New York or 

San Francisco. You do the same. You go see them. You invite them to come see 

you. You get them involved. You find ways to make that person more informed 

about your institution and over time you get to talk about a gift. So in that sense 

there is no difference. (personal conversation, March 24, 2005) 

One way to practice effective donor-centered fundraising in an international 

environment is to utilize the anthropological or intercultural concepts of edic and emic. 

As one key informant explains, “Edic is a principle that exists across cultural lines. Emic 

is the specific cultural instance of it” (personal conversation, March 29, 2005).  

For example, although all cultures have some principle of giving, how does that 

concept work in one culture versus another? In fundraising, the concepts of edic and emic 

can be used to determine donor motivations or to determine appropriate forms of donor 

recognition. The key informant advises, “Be creative about it…you just have to keep 

thinking about how does it work in this case?” (personal conversation, March 29, 2005). 

 Several key informants found “that there are two things that everyone has in common no 

matter where they come from. One is a love and respect for teachers. And the other is 

every nationality has a culture of giving” (personal conversation, March 25, 2005). With 

that understanding, one key informant chose to devote their Annual Fund ask to 

supporting professional development for teachers, supporting facilities and supporting 

programs.  



Strategies for International Schools in Japan   134  

In an international environment, development professionals need to move slowly 

as they work on cultivation and developing a person’s interest and relationship with the 

school. One of the key informants emphasizes the importance of moving slowly. 

I know it is essential anywhere, but especially working in an international 

community. One of the big problems is that these communities are so transient. 

People are always leaving. And it takes a lot of effort and consistency to build up 

that relationship. (personal conversation, March 30, 2005) 

Therefore, development professionals should focus their energy on slowly cultivating the 

long-term population of the school because they usually “have a lot more interest in the 

school and a lot more invested” (personal conversation, March 30, 2005). 

Several of the individuals interviewed emphasized the importance of a team 

approach among the head of school, the board and the development staff. In order to do 

this, the development director has to educate the board and head of school that the 

development director is not the sole person responsible for fundraising. “Most boards 

think they have hired someone in marketing and development, go out and raise ten times 

the value of your salary” (personal conversation, March 24, 2005). As one individual 

said, “When you get them [board and head of school] all understanding their roles and 

doing it, it is incredible”(personal conversation, March 11, 2005).  

Several of the key informants felt that consensus building and creating a sense of 

ownership among your community is another best practice. One individual, on reflecting  
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back on his experience at an international school, said “if I had to do it all over again, I 

would have gone to those communities and gotten those people on our 

committee”(personal conversation, March 26, 2005). By “those communities”, the 

individual is referring to certain cultural segments of the population that did not support 

the school’s capital campaign.  

As development directors work to build consensus among their communities, they 

will find “naysayers” and people with deconstructive attitudes. One individual felt that it 

was very important for international school communities to learn that naysayers exist in 

all communities. Development directors must “be polite and be kind” to them, but also to 

“learn to just ignore them” and “move on with your plans” (personal conversation, March 

26, 2005) 

In order to create a strong sense of ownership among your community, one 

individual advised that fundraising efforts must “be very transparent, and get everybody 

involved” and that “everyone knows why you are fundraising” (personal conversation, 

March 24, 2005). The best way to create stakeholder involvement and ownership is by 

“…having a clear vision for the future from which your strategic plan stems” (personal 

conversation, March 24, 2005).  

Incorporating volunteers into your fundraising efforts is one of the best ways to 

get people involved in the development effort. Several of the key informants found that 

once volunteers are involved, they feel ownership, understand why the school is 

fundraising and they make financial contributions as well. The following sentiment, “it 

wasn’t until we got a volunteer force that our annual fund went anywhere” was echoed by 

many of the key informants (personal conversation, March 15, 2005).  
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Another international school created a volunteer network of “public 

ambassadors,” such as board members, staff or parent volunteers, to market the school 

and remind the internal community of the quality of the institution. It is important to take 

the time and effort to educate your community about the school’s mission, what the 

school stands for and the exciting things that your school does to justify the mission. As 

one individual says, “if that happens, then you have created a really good climate for 

philanthropy” (personal conversation, March 11, 2005). 

However, recruiting volunteers is not an easy task. In fact, a key informant finds, 

“getting people on board is the most difficult task. It is much more difficult than 

organizing an event. But once you get the people on board, then other things will just 

happen” (personal conversation, March 3, 2005). It is also very important to recruit peer 

volunteers. In an international community, volunteers who can speak to a person in their 

language are very helpful. Another example of incorporating peer volunteers is to use  

“current parents, who are ranked high within the companies, to procure gifts from these 

organizations” (personal conversation, March 25, 2005).  

Once the volunteers have been recruited, they must be trained. As one key 

individual emphatically states, “… the education of volunteers is absolutely essential” 

(personal conversation, March 15, 2005).  

One international school found a best practice, that although it contradicts 

fundraising best practices in the United States, works well in their community: asking 

their entire community for a specific amount. The school found that in their 

internationally diverse community, people understood that they needed to give  
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something, but they didn’t know how much to give. “People were floundering about and 

they didn’t know whether to give $50, $500 or $5,000 or what was expected of them” 

(personal conversation, March 15, 2005). Three years ago the school asked their 

community for a gift average of $500. According to the director, “what was so 

fascinating was that the $100 people, $150 people, and $250 people suddenly started 

sending checks for $500.” Since the first year, they have increased the average amount 

each year.  

 Question 4: What fundraising techniques do not work or should be avoided when 

working with internationally diverse constituencies? 

Based on their experience, the key informants have a lot of insights regarding 

techniques to be avoided. The most importance piece of advice is to avoid a “cookie-

cutter” approach because it indicates a lack of sensitivity to the nature of the international 

community. As one key informant stated, “What doesn’t work is trying to apply standard 

U.S. fundraising procedures to international communities. You can’t just take the book 

and apply it to your community. It doesn’t work” (personal conversation, March 30, 

2005). Another informant, who felt that “everything has to be considered in light of the 

local situation,” advised taking a “à la Carte approach” to decide what needs to be 

different in each situation (personal conversation, March 29, 2005).  

Several of the key informants warned against rushing out and fundraising without 

a clear vision or goal. One key informant cautions, “You’ve got to ensure that you have a 

clear vision and that you are not fundraising because somebody on the board has said ‘I 

think we ought to fundraise’ ” (personal conversation, March 24, 2005).  
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In addition, the fundraising effort “has got to be well thought out, well worked through 

and all the constellations have got to be right. I have seen too many organizations fail 

because you can only ask somebody once” (personal conversation, March 24, 2005). 

Another key informant states, “I think rushed fundraising efforts should be avoided 

altogether because they leave a bad taste in everyone’s mouth” (personal conversation, 

March 30, 2005). Another key informant cautions not to “ask people for money, without 

having built a relationship previously” (personal conversation, March 30, 2005). Rushed 

cultivation combined with being asked for an inappropriate gift will not lead to repeat 

donors. When tempted to rush fundraising efforts, development directors at educational 

institutions must not forget that relationships with the school can last 30-50 years. 

Due to the transient nature of the communities, development officers at 

international school have to find the balance between rushing in too soon and not acting 

soon enough. One development professional with experience working at educational 

institutions in the United States and overseas found that the cultivation, solicitation, 

stewardship cycle has to be shortened in these international, transient communities.  She 

finds “it difficult knowing that someone has a lot of potential and having to ask them 

sooner than I normally would for a gift without a lot of cultivation. I find that personally 

hard” (personal conversation, March 25, 2005). 

In addition to not rushing into fundraising, beware of being too casual, too direct, 

making demands and using humor. One of the key informants, whose work focused on  
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Asia, “treated email the same as if it were formal, written communication” and “would be 

extremely respectful and not use people’s first names” (personal conversation, March 29, 

2005). In this case, the use of first and last names is very different from how we build 

rapport in the United States.  

In addition to not being too casual, one must be careful to not be too direct, 

especially in cultures that are less direct. One key informant at an international school 

located overseas finds,   

It is so easy to talk about money and about giving in the United States. It is almost 

a given. People know why they are being asked to lunch, or dinner or invited into 

the headmaster’s office for a meeting. Here it is much more subtle and it is harder 

to be direct. (personal conversation, March 25, 2005) 

For example, discussing gift pyramids with a potential donor and asking if the person 

sees themselves somewhere on the pyramid “can be offensive in a number of cultures” 

(personal conversation, March 11, 2005). Development officers, “have to be very 

diplomatic” and cannot make any demands because giving “has to be voluntary” 

(personal conversation, March 15, 2005). 

Development officers in international environments are also strongly advised 

against using humor, especially sarcasm. A key informant told the story of when the 

Chairman of the Board made a sarcastic comment. Sarcasm does not translate and the 

Chairman was later forced to issue a written apology in six different languages to the 

community. The development officer at the time advises, “…not to be sarcastic and to be 

very careful with our sense of humor” and  “to be very careful and very straightforward” 

(personal conversation, March 26, 2005). 
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Several of the key informants advised against basing a fundraising effort on the 

Annual Fund. Although the Annual Fund is considered the cornerstone of fundraising 

efforts in the United States, they suggested that a different model might be more effective 

in international communities. One international school, which had not received this 

advice, ran an Annual Fund for four consecutive years before deciding that it was not 

appropriate in their community. The development officer found, “The campaigns did not 

raise significant amounts of money, and unfortunately, the community did not respond 

well to being asked for money beyond what is paid in tuition and fees” (personal 

conversation, March 30, 2005). 

A development professional working in international advancement at the 

university level offers his opinion on the Annual Fund at international schools. 

I am just going to hazard to say that the Annual Fund is probably not going to 

work as well. I wouldn’t build a program from the Annual Fund up. If I were to 

start a new program, I would look seriously at the potential of a major gift 

program, as opposed to the other way around. I think a lot of times domestically 

you start with broad based participation. You build up the Annual Fund and from 

there you identify some of the key people you can work with and then you sort of 

move up. I think for international fundraising, the other way probably works 

better. This is partly because it is hard to mail to all these people. It is not to say 

you shouldn’t inculcate them with the notion of giving annually. In fact, I think 

that we don’t do enough of that. (personal conversation, March 24, 2005) 



Strategies for International Schools in Japan   141  

The concept of beginning with major giving instead of an Annual Fund is the opposite of 

what fundraising literature advises. This exemplifies why development professionals at 

international schools cannot use a cookie cutter approach. 

 One international school followed this model and found it was effective in their 

community. The key informant explains,  

When we finished [the capital campaign to build a new campus], we started 

Annual Giving. Where do you go from there? You have raised all this money. 

You don’t want to lose momentum. So we started an Annual Giving fund. 

(personal conversation, March 26, 2005) 

Several international schools have used this approach. 

A veteran development professional, whose institution does run an effective 

Annual Fund, also has concerns about their effectiveness in international schools. “I think 

the concept of an Annual fund is exceedingly difficult for diverse constituencies to 

understand.” The key informant continues, “I think that the whole gap deficit fundraising 

piece is for beans” (personal conversation, March 11, 2005). In many cultures, it is hard 

to understand how an Annual Fund in support of operating budget is not mismanagement. 

Individuals from these cultures wonder why the school does not raise fees.  

Here are two key pieces of advice for international schools regarding Annual 

Funds. First, “… schools, in starting Annual Funds, need to give them a different name 

than an Annual Fund” preferably something that is significant to your school and your 

mission (personal conversation, March 11, 2005).  
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Second, establish a fund for professional development. “…Parents respond to a 

fund that addresses faculty and staff… There isn’t a culture in the world that doesn’t 

value education and in that regard the role of the faculty and staff in it” (personal 

conversation, March 11, 2005). Include articles about faculty members attending 

conferences in parent newsletters or offer parents the opportunity to attend lectures when 

experts come and offer in-service training to faculty.  

As part of the Annual Fund, several key informants advised against phone-a-

thons. One key informant finds “Phone-a-thons don’t work in a school community where 

there is less than 40% Americans in the community” (March 11, 2005). Another key 

informant stated that “we will probably never do one” locally, but they will do one for 

their alumni community living in the United States, as they have a committee in the 

United States that could help conduct the phone-a-thon (personal conversation, March 25, 

2005). 

In addition to phone-a-thons, educational institutions should also be cautious 

about using rating, screening and feasibility studies. One key informant suggests that 

rating and screening are “not going to work in an international community until you have 

created that climate for philanthropy” (personal conversation, March 11, 2005). The same 

key informant finds, “feasibility studies for capital campaigns can be very difficult in an 

international community” (personal conversation, March 11, 2005). 

Annual Reports are also more difficult to publish in internationally diverse 

communities. One institution switched to an electronic Annual Report due to expensive 

print and mail costs and unreliable mal service. Instead, they sent a postcard letting their 

community know that the report was online. Annual Reports are difficult for other 
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reasons as well. If your institution is trying to create a comfortable climate for 

philanthropy, listing people publicly under a gift club may require that you first create 

“attitudinal changes” in your community.  However, publishing donor lists by gift club is 

a way to educate “that there were people in our community capable of giving larger gifts 

and in fact were” (personal conversation, March 11, 2005).  

 Question 5: What techniques do you use to remain connected with and engage 

your alumni community living around the world? Of these, which are the most effective 

and why? 

It is necessary to expand the definition of alumni at international schools. Most 

international schools interviewed define alumni as any student that attended their 

institution and also former faculty, former staff and former parents. This represents the 

biggest difference between alumni relations at an international school and the U.S. model 

of alumni relations. It is important to include former parents because “…when they 

depart, they have an equally difficult time separating as our alumni do” (personal 

conversation, March 11, 2005). One school, that holds frequent alumni gatherings 

overseas, has found that they “have equal number of former parents and former faculty 

and staff as we do alums” (personal conversation, March 11, 2005).  

International schools use many of the same alumni relations techniques as other 

educational institutions: alumni publications, reunions, class correspondents, alumni 

websites, regional alumni clubs etc. However, electronic communications has 

transformed alumni relations efforts at international schools. One individual expressed 

what the majority of individuals found: “What has saved us all I think is email, electronic 

communication and the website” (personal conversation, March 15, 2005).  
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As the alumni of international schools live around the world, electronic communication is 

a fast and cost effective way to communicate with them. One of the key informants found 

that although the alumni tend to move a lot, their email tends to remain more constant.  

Of all the forms of electronic communication, email was cited most frequently. 

All the schools interviewed use email to send regular updates or newsletters to their 

alumni. Several of the schools have found electronic communications so effective that 

they no longer send print publications to their alumni community. Several of the schools 

interviewed use class correspondents or leaders of regional alumni clubs to spread news 

electronically to their classmates or alumni in their region. Email is also a very effective 

means to spread the word about reunions.  

In addition to email, the Internet is also an effective alumni relations tool. Many 

of the schools maintain websites for their alumni communities, often password protected.  

The one challenge mentioned by several of the people interviewed is maintaining 

and updating the site on a regular basis. The Internet, with electronic phonebooks, people 

search engines and chat rooms and sites like www.classmates.com and 

www.friendsreunited.co.uk can be a very effective research tool for finding missing 

alumni. One of the schools found that using students, who need volunteer service hours, 

to conduct the research was very effective (personal conversation, March 24, 2005). 

One of the schools uses electronic committees for their alumni award program or 

for when they redesigned their website. The school did this because they realize “how 

difficult it is to have alumni involved who are so geographically removed from the 

campus” (personal conversation, March 11, 2005). The electronic committee uses a 

combination of individual emails and chat rooms. In a few cases, the committee will 
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occasionally need to have a phone conference, but most of the work is conducted 

electronically. 

Despite all the benefits of electronic communication and the ability to create 

virtual communities, it is still important to meet in person. “Human interaction is still 

valued after all” (personal conversation, March 24, 2005). Reunions are a way to do this. 

All of the international schools have regional reunions taking place and some have class 

reunions taking place as well. The regional reunions vary in size from an annual picnic 

where over 400 people come, to reunions with 50-60 people to even more intimate 

gatherings. Several of the schools have found that having key people from the school, 

such as school leaders or long-term teachers, attend reunions is very effective.  

In order to reach the far-flung alumni communities, frequent travel is 

recommended. One of the schools sends representatives to 15-20 cities a year. Some of 

the cities are visited annually while others are visited every three to four years. Often, 

alumni boards or foundations boards are located overseas and travel is required to attend 

those meetings. Another tip is to combine attending professional conferences with trips to 

visit alumni. 

It is very important to build relationships with twelfth graders before they 

graduate and become alumni spread around the world. At one of the institutions, the 

alumni coordinator holds senior breakfasts every two months, organizes formal events for 

the seniors and their parents, and publishes a booklet for seniors called Moving On. The 

booklet includes memories from the class, but it also gives seniors information on culture 

shock, transitional issues, and adjusting to college. The goal of these efforts is to develop  

 



Strategies for International Schools in Japan   146  

relationships “…with the seniors so that when they leave, they leave with more of a 

fondness for the school as an institution and not just memories of their friends and of 

their teachers” (personal conversation, March 30, 2005). 

At this institution, where both the Development Director and Alumni 

Coordinators are alumni of the school, they recommend building the alumni program and 

relationships with the alumni community before soliciting them for donations. The key 

informant explains that,  

“the board wanted me to go out and fundraise among the alumni. I resisted it and 

still resist it. The reason being that as an alum myself, I understand that a lot of 

former students are not American and do not understand the culture of giving. 

You need to really show them that the school is gong to be here for them long 

after they graduate by providing programs and services to them before you start 

asking them for money.” (personal conversation, March 30, 2005) 

The school plans to solicit their alumni community for the first time when their capital 

campaign goes public.  

 Question 6:  Do you use languages other than English in your fundraising 

efforts? If yes, can you provide some specific details? 

The majority of overseas international schools utilized other languages for both 

oral and written communications. In most cases, they used the language of their host 

country. For campaign materials, several schools also used Korean, Japanese and Chinese 

as they felt these groups required more education and also had less familiarity with the 

English language. At one institution, the Annual Fund director speaks Japanese and uses 

Japanese for in-person meetings with the Japanese community.  



Strategies for International Schools in Japan   147  

One European international school is fortunate to have an alumni director who speaks 

over six languages. 

Among the four educational institutions located in the United States, three did not 

use languages other than English. The exception is that one institution did translate 

business cards for travel in Asia. Another organization had made past attempts at using 

foreign languages, but found that it did not add much. At one institution, spoken 

Mandarin and Japanese are used, but written materials are all in English.  

 Question 7: What skills do a development professional need to be successful in 

working with an internationally diverse constituency? Education? Resources? 

Experiences? 

International development professionals need many of the same skills that are 

required in domestic fundraising. Good oral and written communication skills are the 

most important skills. Experience with publications, graphic design, and public speaking 

will also be valuable, especially in a smaller office. Strong interpersonal and diplomacy 

skills are also a must.  

Other skills mentioned include project and time management skills, people skills, 

good listening skills, the ability to acquire knowledge quickly, the ability to be a strong 

advocate of development, and computer skills. Personal characteristics mentioned 

include: a passion for education and the institution, a courteous nature, extroverted 

nature, the ability to be happy being in the background, flexibility, patience, self-starter, 

common sense, sensitivity, openness, affability, sincerity, and stamina. 

In addition to the skills required by all development professionals, international 

development requires additional skills. First, international development professionals 
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need to be internationally minded and culturally sensitive. Development professionals 

must understand that cultural differences exist and can be difficult to overcome. Next, 

development professionals working in internationally diverse environments need a 

curiosity about other cultures.  

By making the effort to understand another culture, development professionals 

will be better equipped to cultivate and solicit people from that culture. The ability to 

speak the same language was also recommended by many, though not all, of the key 

informants. The development professional must also be willing to travel to meet 

constituents in person.  

Advanced degrees are highly recommended because many members of 

international school communities will have advanced degrees. If the development 

professional also has an advanced degree, it is easier to approach community members on 

a peer level. The development professional should also have the “intellectual fire power” 

to gain knowledge about international business, international politics and the business 

climate of the region (personal conversation, March 29, 2005). 

If the development professional works for an American university or an American 

school located overseas, it is important to have direct experience as a student at an 

American educational institution (personal conversation, March 30, 2005). 

Resources mentioned included CASE, and local and international networking.  

Prior experience working in development, especially at another internationally 

diverse institution, is highly recommended. Ideally, international development needs a 

“good all around development professional who has seen it all” with the flexibility to 

present information in various ways (personal conversation, March 15, 2005).  
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Experience living abroad offers “an incredible advantage” (personal conversation, 

March 25, 2005). If the person has not lived abroad, then they should have international 

travel experience. Experience abroad is important because it broadens a person’s 

perspective.  

It is also important to have the experience of learning another language. The 

ability to communicate with a constituent in their native tongue is beneficial for obvious 

reasons. The other benefit of learning a foreign language, no matter what the language, is 

that it gives you the sensitivity to the experience of someone who doesn’t know how to 

speak a language. 

In the case of international schools, it is beneficial if the development 

professional’s children attend the school. This enables the person to speak to parents on a 

peer-level as both a parent and an expatriate (personal conversation, March 25, 2005). 

It can be extremely beneficial to be a graduate of the educational institution. As 

one key informant finds, “You are a product of the school. There is no better reflection of 

what the school can do than that” (personal conversation, March 30, 2005).  

 Question 8: What elements would an “ideal” successful development effort at an 

educational institution with an internationally diverse population include?  

First and foremost the leaders of the institution have to believe in and invest in the 

development effort. As one of the key informants said, “If there is not that commitment 

from the institution, you just are not going to get anywhere” (personal conversation, 

March 29, 2005). First, school leaders need to understand that establishing a development 

program is a “big up front investment” (personal conversation, March 24, 2005). 
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Next, the leadership must recognize that they need to make a minimum five-year 

investment of time and money for a new development program (personal conversation, 

March 24, 2005). 

The support of the Board of Trustees is a key element to all successful 

development efforts. In fact, “only after the board buys in, should the school start 

fundraising” (personal conversation, March 3, 2005). All board members must make a 

gift themselves. If the top leadership of the school does not support the effort, the 

community will question why they should contribute to the school. Unfortunately, several 

international schools interviewed have found that they are not able to get all board 

members to actively support the school. The board also needs to have and support a 

development committee.  

In addition to a committed and well-trained board, the school needs a head of 

school, who supports and is actively involved in the development effort. “The headmaster 

has to be the foremost proponent” of the development efforts (personal conversation, 

March 30, 2005). The head of the school needs to devote some of their time to meeting 

with key potential benefactors.  

Finally, the development effort requires a well-trained staff. Ideally, the staff will 

be internationally diverse as well. One of the overseas international schools felt that the 

perfect team would include three people: a director to focus on major gifts and corporate 

relations, a bilingual assistant to manage the database and help with alumni relations, and 

another person to manage publications and help with the annual fund (personal 

conversation, March 25, 2005). The development effort should only include elements that 

the staff will be able to sustain consistently.  
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Institutions with staff responsible for admissions, development and 

communications should use an integrated marketing approach where an assistant head for 

external relations manages both admissions and development. At a minimum, 

communications needs to be part of the development office. 

A strong communications program, both print and electronic, is another key 

element. The entire development and communications effort should be based on a 

strategic plan with a clear vision. This allows the communication to be well thought-out 

and mission driven. The communications plan needs to include a strategy to reach the 

corporate community. 

Although special events aren’t normally considered the most effective means of 

fundraising, several of the international schools found that an annual special event to 

raise money worked very well in an international community. One of the key informants 

suggested that “maybe special event fundraising is the way to go initially because it 

comes more under entertainment than under philanthropy” and is easier for a culturally 

diverse community to understand (personal conversation, March 11, 2005). Sometimes 

this event was part of the annual fund. Special events, such as international festivals, can 

also serve as community building events. 

Two of the international schools interviewed felt that an Annual Fund is also a 

key element. This is because Annual Funds “…get people into the habit of giving and to 

understand why the school needs funding” (personal conversation, March 3, 2005). 

However, each international institution needs to determine what works in their 

community. Other international schools found that focusing first on major gifts, both 

individual and corporate, worked better in their community. 
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 Question 9: How would you define/describe a culture of philanthropy? Does your 

school have a culture of philanthropy? 

Several of the key informants gave definitions similar to the one used by Joyaux 

and Williams. For example, one key informant found that institutions with a 

philanthropic culture are places “…where every constituency participates in making the 

institution better…starting with the board of trustees all the way down to the maintenance 

people” (personal conversation, March 25, 2005).  

This key informant once gave a speech to faculty about how the culture of 

philanthropy begins with the person who answers the telephone. “That person is equally 

important to the chairman of the board of trustees so that the idea is that everyone speaks 

the same language, everyone treats others with respect” (personal conversation, March 

25, 2005). In the international school environment, this key informant talks to parents 

about philanthropy as a love of mankind and how philanthropy fits into the mission of an 

international school.  

Another key informant described a culture of philanthropy: 

…as understanding the need to be accountable for the future development of an 

organization or institution. And by accountable, I mean time and money. 

Philanthropy embraces both. It is not just altruistic. I think very often if you say 

philanthropy, it means just giving money. That is not what schools are all about. 

Actually, philanthropy in educational institutions is about understanding and 

valuing the program and then feeling you want to give. (personal conversation, 

March 24, 2005) 



Strategies for International Schools in Japan   153  

This key informant used a “formula” to describe a philanthropic culture. The “formula” is 

AIDA. A: Attract ATTENTION. I: Convert attention into INTEREST. D: Convert 

interest into DESIRE. A: Convert desire into ACTION (personal conversation, March 24, 

2005). 

Key informants cited other definitions of a philanthropic culture. At institutions 

with a philanthropic culture, the community recognizes “the mission of the institution” 

and “ the population expect to support the institution for its mission for the greater good” 

(personal conversation, March 15, 2005). Another key informant defines a culture of 

philanthropy as,  

a community that is aware of, and supportive of giving to the school in order to 

improve facilities and programs. Recognition that tuition can only go so far and 

that in order to make a really good school, we need help from everybody. 

(personal conversation, March 30, 2005) 

In order to have a culture of giving, this key informant points out that there also has to be 

a culture of asking. 

Another key informant described a philanthropic culture at a school as a culture 

that “builds” and “celebrates the very best that life has to offer.” Rather than material 

goods, schools with a philanthropic culture emphasize the wonder of learning and 

discovery (personal conversation, March 26, 2005).  

At most international schools, the mission is to educate students to become 

responsible global citizens. Service to the community is often one of the core values at 

international schools. Several of the key informants felt that a philanthropic culture is one 

where people are willing to help other people or serve the community.  
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These institutions felt that a philanthropic culture is one that teaches students about 

service to others by offering service clubs, and opportunities to fundraise for various 

worthy causes outside of the school.  

According to their own definitions, most of the key informants feel that their 

organizations do not yet have a philanthropic culture fully established in their 

community.  

 Question 10: If yes, how do you nurture a culture of philanthropy at your 

institution? 

One key informant provided advice specifically for internationally diverse 

institutions. This person suggests:  

Getting to know the needs and the desires of your different segments within the 

school and planning a specific strategy. Not seeing your audience as 

homogeneous. Recognizing that it is a heterogeneous audience and each one has 

to be cultivated. (personal conversation, March 24, 2005) 

The most consistent technique key informants use is to plant the seeds by using 

every opportunity to educate the community. One of the best forms of education is to 

involve volunteers. Consistently use a clear message and compelling case in every 

publication and appeal. Create interesting and enjoyable events, especially for thank you 

events. Continue to remind parents in the community that “there is nothing more noble, 

more worthy of our efforts than providing education for children” and that education is 

“the most important legacy” parents can leave their children (personal conversation, 

March 26, 2005). It may take 10 years, but eventually a philanthropic culture will happen. 
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Educate your students about philanthropy while they are still in school. One key 

informant involves student volunteers in the annual fund, but does not solicit students 

until after they graduate from the school. Another school uses student volunteers to make 

calls to thank donors. Senior gifts to the school are another technique schools used.  

Don’t forget the importance of thanking people. “… [An] important part of the culture of 

philanthropy is saying thank you and finding fun and interesting and unusual ways to say 

thank you” (personal conversation, March 26, 2005). 

 Question 11: What is the reaction to charitable giving AND fundraising within the 

diverse cultures in your school?  

The responses to this question were varied. Some of the key informants focused 

on reactions of various cultures in their communities. Some of the people interviewed 

found that people of an Anglo-Saxon background were in general more receptive. In the 

case of the United States, families familiar with private schools were more supportive 

than those from a public school background. People from Western Europe, where the 

education is paid for by the state, had difficulty understanding why they are being asked 

to make donations in addition to paying school fees. In Spain, people are more familiar 

with giving their time than their money.  

Several of the individuals mentioned that with the Koreans, Chinese and Thai, 

where some people have been victim to corruption and greed from schools, you have to 

overcome suspicions of graft and the feeling that giving to a school is a sign of 

corruption. Several of the key informants also found that in the Japanese community, 

once the leaders give they all give. Many of the schools also mentioned that they have 

problems getting the Indian community to financially support the school. 
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Others focused on the differences they found between their long-term and short-

term communities. One of the people interviewed didn’t find differences among the 

various cultural groups, but instead felt the difference was between the long-term and the 

transient population. In general, the long-term families tend to be more invested in the 

school and receptive to fundraising. Among the transient families, their support will 

depend in part on whether they have lived overseas or if they have been at other 

international schools.  

Other key informants chose to respond to how their community as a whole 

responded to fundraising. Responses included: a lack of understanding, puzzlement, a 

quid pro quo sensibility, pride in being able to make a difference and a strong resonance 

with the sense of investment. Some communities also felt their schools were constantly 

asking them for money.  

One key informant stated, “I like to think that most people by nature are generous. 

So I believe philanthropy is a learned behavior” (personal conversation, March 24, 2005). 

It is our job, as development professionals to teach philanthropy to the people of various 

cultures in our community. 

 Question 12: What schools or organizations have you found that effectively model 

fundraising best practices in an internationally diverse environment?  

Among international schools, the unanimous choice is the American School in 

London. Atlanta International School, the International School of Paris and Frankfurt 

International School were also cited as leaders. All of these schools participated in the 

study. International schools mentioned that did not participate in the study include:  
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Zurich International School, Munich International School, International School of 

Brussels, AIGLON in Switzerland, Roberts College in Turkey, the International School 

of Prague and the International School of Düsseldorf. 

At the university level, Stanford University, Harvard University, Cornell 

University, Princeton University, Thunderbird School in Arizona, and Johns Hopkins 

University were cited. 

One key informant advised that when looking at other organizations ask: “Here 

are some ideas. What do we think would work here?” and “if this is what it takes to make 

that work, could we even do that?” (personal conversation, March 29, 2005). 

 Question 13: Is there anything that I’ve missed or additional comments you would 

like to make? 

One of the key informants, who leads the international roundtable at the CASE-

NAIS conference, finds that more and more international schools are involved in 

development. In addition, many international schools are “struggling with a corporate 

pull back of funding or a government pull back of funding” (personal conversation, 

March 15, 2005). 

One key informant felt that guidelines on best practices should be issued for 

international schools by some official body. Furthermore, this key informant felt that the 

development and marketing function should “be reviewed as part of the accreditation 

process” (personal conversation, March 24, 2005).  
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Summary 

The results of the survey of EARCOS members provide for the first time a sense 

of the scale of development efforts at international schools in Asia. The survey results 

indicated that schools in the region must increase volunteer involvement in fundraising, 

especially by board members. The selection, education, and training of board members 

also must improve in order for all board members to understand that fundraising is their 

responsibility. 

The key informant interviews provided important insights into fundraising among 

internationally diverse constituencies from experienced development professionals. The 

researcher found the opportunity to interview and learn from leaders in international 

school development a rewarding experience. The key informant interviews revealed 

numerous techniques and strategies for international schools to practice donor-centered 

fundraising. In several cases, the interviews revealed best practices that contradicted 

North American fundraising practices.   

Overall, the findings of the survey and key informant interviews revealed some of 

the challenges that face international schools and indicated that many fundamental 

fundraising practices work at international schools. However, other techniques need to be 

adapted in order to be effective or should not be used at all. The key message of the 

findings is that culturally sensitive, donor-centered fundraising is even more essential 

among internationally diverse constituencies.  


