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Overview

In the order of $7 to $12 billion in extra donations to charity could
potentially be unlocked between now and 2030 if Australians could
access greater support on charitable giving from financial advisers,
accountants, lawyers and fundraisers. Equipping these professionals
with the right tools and removing barriers offers the prospect of
lifting donations by almost 50 per cent compared to today’s level.

Millions of Australians give generously to charity through financial donations and volunteering
their time. They derive great satisfaction from enabling charities and not-for-profits to support
the disadvantaged, protect the environment, fund cutting-edge medical research and a wide
range of other causes.

However, Australians give less generously to charity compared to people in comparable nations,
with donations as a share of Gross Domestic Product (GDP) less than half the level of New
Zealand and the United States.! Only 28 per cent of Australian taxpayers claim a tax deduction
for charitable donations, much less than the 37 per cent who did so in 2011.

A range of barriers stop people from giving more to charity, including feeling that they cannot
afford to give, not knowing how to structure their giving, or simply not having thought about it.
Even people who have money to spare may struggle to find a charity they can trust which aligns
with the causes they are passionate about.

When people do not give as much as they would like to, charities are constrained in being
able to sustain and expand their activities. Barriers to giving are barriers to charities serving
the community.

With over $6 trillion in wealth
set to be inherited over the
next two decades, the potential
benefits for charities are
enormous—but only if we can
reduce the barriers to charitable
giving. Over the next five years
alone, about $500 billion is

set to be inherited by the

next generation.?




This report focuses on the powerful role that professional advisers and fundraisers
could play in reducing these barriers and helping more Australians to give generously.

Professional advisers (financial advisers, accountants and lawyers) can prompt
people to consider charitable giving and offer support and advice to help them
do so. Although millions of Australians already engage with one or more of these
professionals, much of the potential to unlock generosity is going unrealised.

Original modelling in this report shows that charitable giving could be in the order of
$1.0 billion to $2.7 billion a year higher by 2030 if we can better equip professional
advisers with the right tools to have philanthropic conversations with clients and
reduce other barriers to these conversations. The increased giving spans charitable
bequests, donations made out of intergenerational inheritances and capital gains,
donations from high-net-worth individuals, and other donations (see Table 1).

Fundraisers play a central role in connecting Australians to causes they care about,
building trust in charities and sustaining long-term relationships with donors (especially
high-net-worth individuals). An additional $1.4 billion to $1.7 billion a year in charitable
giving could potentially be unlocked by 2030 by lifting the skills and capabilities of
professional fundraisers and by seizing more opportunities for fundraisers to work
alongside professional advisers. This is on top of what professional advisers could
potentially unlock, and is based on modelling which suggests charitable giving could
be 18 to 31 per cent higher if all fundraisers were as effective at raising donations as
some of their higher-performing peers.

Unlocking greater generosity from
Australians who can afford to give
will accelerate charities’ ability to
deliver benefits across the community.
The additional donations modelled

in this report would allow charities to
scale up their work, invest more deeply
in communities, create pathways out
of disadvantage, protect our natural
environment and drive cutting-edge
medical discoveries.
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TABLE 1 Modelled increases in annual donations by individuals, 2030, by source

Potential increase compared
to the baseline ($ million)

Bequests Lawyers ask more people about charitable $229 $357
giving when they make their wills, meaning
more leave a bequest to charity

Intergenerational Financial advisers and accountants discuss $110 $330
inheritances charitable giving with more inheritance

recipients and offer advice which lifts the

average amount donated

Large net Financial advisers, accountants and lawyers $12 $43
capital gains ask more recipients of large net capital gains

(of $250,000 or more) about charitable giving,

which means more people give

Donations from Financial advisers offer advice on charitable $610 $1,697
high-net-worth giving to more high-net-worth clients, which

individuals (not means more give. Accountants and lawyers

captured above) offer support with charitable giving to more of

the remaining high-net-worth clients, which
means more give

Other donations More taxpayers who use a tax agent are $69 $256
reminded about charitable giving, prompting
more to donate

Subtotal - professional advisers $1,030 $2,682

Additional Fundraisers connect more Australians $1,435 $1,670
donations from to causes they care about and inspire
fundraisers greater levels of giving, working alongside

professional advisers

In total, an additional $2.4 billion to $4.4 billion in individual donations could be generated each year by 2030.

If this can be achieved, it would make a material contribution to realising the Albanese Government’s vision to
double charitable giving by 2030. It would mean that individual donations are 34 to 49 per cent higher than
today’s level, compared to an increase of just 14 per cent on the current trajectory (see Figure 1). In the upper
bound, donations as a share of GDP would increase from 0.44 per cent to 0.58 per cent—moving Australia just
ahead of the United Kingdom.
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Unlocking the potential gains in practice will require sustained effort. This includes collaboration between
professional bodies and the philanthropy sector to better equip professionals with the skills and tools they need
and to reduce other barriers to helping Australians with charitable giving.

THIS REPORT IDENTIFIES FOUR AREAS WHERE THIS WORK COULD BE FOCUSED:
Improving access to education, training and tools for professional advisers

Reviewing potential regulatory and financial barriers to financial advisers helping clients with philanthropy

Further professionalising the fundraiser workforce

Improving data collection on charitable giving and the professional adviser and fundraiser workforces

FIGURE1 Potentialincrease in donations by individuals by 2030
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Bequests Intergenerational inheritances M Large net capital gains
M High-net-worth individuals Other Fundraisers - additional gains

Note: Estimates for high-net-worth individuals exclude bequests, inheritances and large net capital gains.
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The giving landscape

Australians give generously to charities and not-for-profits,
reflecting their deep levels of support for these organisations and
their causes. In 2024, Australians said they would be most likely
to support charities that promote health and medical research,
children’s issues, homelessness and animal welfare.®

TOTAL DONATIONS

In 2022-23, registered charities in Australia received $19 billion from donations and bequests.*
This includes all forms of donations by individuals (including charitable bequests) as well as
corporate donations. About $11.7 billion of the total is individual donations, after subtracting
the estimated share of corporate donations (see Table 2) and a single one-off donation of $4.9
billion made by Andrew and Nicola Forrest to the Minderoo Foundation that year.® Adjusting for
economic growth and inflation, this equates to about $12.3 billion in 2025.°

Surveys suggest that approximately 75 to 85 per cent of Australians donate to charity each
year.” Among those who donate, about 35 per cent make regular monthly donations to
charities or give a few larger donations at certain times of the year. However, 61 per cent
donate less regularly, such as when something catches their attention or in response to an
emergency or campaign.®

TABLE 2 Estimated composition of charitable giving

Donation type Share of total

Individual donations (tax deducted, excluding ancillary funds) 16%
Individual donations (not tax deducted) 31%
Ancillary funds 6%
Other charitable trusts 4%
Bequests 4%
Corporate donations 39%

Source: 2017-18 data from Philanthropy Australia (2021), A blueprint to grow structured giving, p. 7.
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TAX-DEDUCTED DONATIONS

Just over a third of individual donations are claimed as a tax deduction, which taxpayers can do for
donations to charities with Deductible Gift Recipient (DGR) status. Total tax-deducted donations and
average donations have increased over time, although the number of individuals claiming a donation has
fallen. In 2022-23 (the latest year of available data), 28 per cent of taxpayers claimed a tax deduction for a
charitable donation. This compares to a peak of 37 per cent in 2010-11 (see Figure 2). The total number of
taxpayers claiming deductions also fell, by about 450,000 people over the same period. These trends may
in part reflect the sharp increases in the cost of living since the COVID-19 pandemic

FIGURE 2 Individual tax-deducted donations over time (adjusted for inflation)
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In 2022-23, about $9.8 billion in tax deductions were claimed for charitable donations (converted to 2025
dollars). Although this is almost double the amount donated in the previous year, there was actually a slight

fall (from $5.3 billion to $4.6 billion) if the large, one-off $4.9 billion donation to the Minderoo Foundation that
year is excluded from the figures. This one-off $4.9 billion donation has also been excluded from the remaining
analysis in this report.

The proportion of people who give and how much they give also vary significantly across the population, with
wealthier people tending to give more as a proportion of their incomes (see Table 3). While just 28 per cent of
all taxpayers make tax-deducted donations, this rises to almost half of taxpayers earning at least $250,000

a year. This high-income group comprises just 2 per cent of all taxpayers but contributes a third of all tax-
deducted donations ($1.4 billion).

TABLE 3 Tax-deducted donations across the income distribution, 2022-23

Donations
. Share of Average Total Share
Taxable income range as a share .
. taxpayers amount donations of total
(in 2023) . of taxable .
donating donated . ($m) donations
income
$6,000 or less 4% $8,877 -22% $381 8%
$6,001 to $18,200 9% $765 0.5% $91 2%
$18,201 to $45,000 20% $586 0.4% $470 10%
$45,001 to $120,000 35% $531 0.2% $1,331 29%
$120,001 to $180,000 41% $845 0.2% $532 12%
$180,001 to $250,000 43% $1,586 0.3% $338 7%
$250,001 to $500,000 46% $2,957 0.4% $376 8%
$500,001 to $1,000,000 47% $7,369 0.5% $215 5%
$1,000,001 or more 47% $75,968 1.3% $824 18%

Source: ATO Taxation Statistics 2022-23. Dollar amounts are in 2025 dollars adjusted for nominal GDP growth.
Excludes a single one-off $4.9 billion donation.

However, not all donations are claimed as a tax deduction. There are various reasons why a donor may not do
so, for example, because they are not a taxpayer (e.g. a wealthy retiree living off tax-free superannuation income)
or because the donation was made to one of the 58 per cent of charities without DGR status (such as some
religious organisations).® Relatively little data are available on donations that are not claimed as a tax deduction.
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ANCILLARY FUNDS

Some people with higher levels of wealth choose to donate using formal structures such
as ancillary funds or charitable trusts. These can afford them greater control over how their
donations are used—and can also offer control over how funds are invested and the ability
to spread tax-deductible donations over time.

There are currently about 2,388 private ancillary funds'® (where donors have full control over
how money is invested and distributed, subject to meeting regulatory requirements) and
1,415 public ancillary funds™ (collective vehicles where multiple donors can contribute, and
money is invested and managed by professional teams on donors’ behalf).

The number of ancillary funds has grown steadily over time, with total donations paid into
these funds rising to reach about $3.4 billion in 2022-23 (see Figure 3). Over the past two
years, the number of private ancillary funds has grown by only about 4 per cent a year on
average, down from about 7 per cent a year over the previous decade.

FIGURE 3 Number of ancillary funds and total donations received, 2011-12 to 2022-23
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INTERNATIONAL COMPARISONS

While Australians give more generously to charity than people in many other countries, we donate much less
than people in comparable nations such as New Zealand and the United States. In 2021, Philanthropy Australia
estimated that total giving adds up to just 0.8 per cent of Gross Domestic Product (GDP) in Australia—compared
to 1.8 per cent in New Zealand and 2.1 per cent in the United States. Donations by individuals follow a similar

pattern (see Table 4).

TABLE 4 International comparisons of charitable giving

5 V’MW Australia

Total giving as a
share of GDP

0.81%

Individual giving
as a share of GDP

0.44%
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0.96%
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. id
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®

United
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4

2.10%

1.44%

Source: Estimate for individual giving in Australia is based on modelling in this report (see Appendix for details).

All other estimates are from Philanthropy Australia (2021), A blueprint to grow structured giving, p. 22

(noting that different years are used for each country given data limitations).
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The great wealth transfer

Australia is set to go through an historically unprecedented transfer of wealth as
the Baby Boomers leave an inheritance for the next generation. This transfer has
already started, with total inheritances reaching an estimated $165 billion in 2025
and set to grow to almost $500 billion in 2045 (in 2025 dollars) (see Figure 4).

Over the next two decades, over $6 trillion in wealth will be
inherited, with more than $3 trillion passing to the next generation.!2
Over the next five years alone, almost $1 trillion will be inherited,
with $500 billion passing to the next generation.

This is consistent with Productivity Commission projections that the amount of money passed from one
generation to the next will increase by nearly four times between 2020 and 2050."®

FIGURE 4 Annualinheritance flows, 2024 to 2045
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About half of inheritances flow to surviving spouses, and the other half mostly go to children
of the deceased or other relatives (e.g. when people die childless). The amount inherited
varies greatly, with the latest data showing that the average received is a bit over $700,000. '
This figure is projected to increase significantly over the coming years, reflecting rising wealth
among older age groups (especially housing wealth) and the long-term decline in fertility rates
which means estates are split across fewer children.

People are most likely to receive an inheritance when aged in their early 60s. This is a stage
of life when many people are approaching retirement, having already bought a house and
paid off their mortgage. The Productivity Commission estimates that over the next 25 years,
inheritances received by people in their early 60s will increase from about 16 per cent of their
existing wealth to 78 per cent, on average. And by then, about two thirds of people aged 60-
64 will have received an inheritance.'®

However, on current trends, only a small
proportion of the great wealth transfer will
be donated to charity. Today, only about

1 per cent of the value of deceased estates is

being bequeathed to charities!®

Donations could also be made by recipients of inheritances, especially if they are the next

generation and already have enough money for their own needs. The literature shows that
people who receive a windfall gain can be significantly more likely to donate to charity than
those who do not, and tend to donate higher amounts.'”

On current trends, just over $12 billion will be donated to charity out of inheritances over the
next five years, assuming that just 1 per cent of deceased estates are bequeathed to charity
and 2 per cent of the value of inheritances received are donated to charity.'® This is a material
amount but much less than what could potentially be realised from the great wealth transfer.
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Barriers to giving more

A range of barriers mean that many people who would like to give to charity do not end
up donating, or donate less than they would like. Some of these barriers are financial,
such as not having enough spare money. Other barriers are more practical, such as not
having thought about how to donate or not knowing how best to do it (see Table 5).

TABLE 5 Common barriers to giving

Share of taxpayers donating

Affordability

Other
priorities

Finding the
right cause
or charity

Charity impact

Accessing
information
and advice

Tax and legal
consequences

Administrative
hassles

Giving not
front of mind

Some people may not be able to afford to donate. Recent surveys suggest that somewhere
between 35 and 80 per cent of Australians may have reduced their charitable giving due to
increases in housing costs and the general cost of living.'®

Some people may not donate because they have other priorities —for example, choosing to
leave their assets to their children or relatives when they die, rather than bequeathing some of
their estate to charity.

People often say they want to support causes they strongly identify with, but may not know
which charity to choose or worry about picking the ‘wrong’ one. This can make them hesitant
to give. The importance of the cause is the primary reason for why 65 per cent of Australians
donate to specific charities.?

People are less likely to donate to a charity if they are not convinced their donation will have
a high impact, or if they are concerned a high proportion will be eaten up by overheads and
other costs rather than directly supporting the charity’s cause.?' For example, surveys show
that 8 in 10 Australians say it is important that a low percentage of their donations is used for
running the charity, and 9 in 10 prefer to donate to charities who can demonstrate clear and
measurable impacts.?

High-net-worth individuals are often open to giving, but few receive advice from financial
advisers, accountants or lawyers on structures for giving or how to give tax-effectively.?® The
Productivity Commission inquiry into philanthropy heard that donors often lack access to
quality advice, with too few advisers equipped to provide it.?*

Some potential donors may be discouraged by uncertainty about the tax treatment of
donations, the complexity of DGR categories, or the effort involved in setting up structures
such as private ancillary funds. Difficulty accessing the right information and advice (as noted
above) can compound these barriers.

Giving to charity can be a hassle because of cumbersome forms and processes, the need to
navigate payment options, and managing the tax and accounting considerations. Behavioural
research shows even small amounts of additional effort or administrative hassle can make
people less likely to donate.?®

An estimated 60 to 90 per cent of individual donations occur simply because people were
asked.?® Processes that make giving easier and more salient have been shown to increase
donation rates substantially?”’ —indicating that unless giving is front of mind, many people will
not donate. This could be one reason why only a minority of high-net-worth individuals donate
to charity: many may not have turned their mind to how they would like to use their wealth.
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he role of professional

advisers and fundraisers

Professional advisers and fundraisers can play a crucial role in overcoming many

of the barriers to charitable giving—at least for people who can afford to donate

and would like to ‘give back’ to society (see Figure 5). In doing so, they can enable

individuals and families to act on their intentions and pursue their objectives.

FIGURE 5 The current landscape of professional advisers and fundraisers
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However, the extent to which these professionals are effectively engaging with Australians to support charitable
giving varies. New survey data collected in August and September 2025 show that only 16 per cent of
professional advisers (of all types) discuss charitable giving with more than half of their clients, and over

60 per cent discuss it rarely or never. About 40 per cent of financial advisers and lawyers discuss the topic at
least occasionally, compared to only 24 per cent of accountants (see Figure 6).

FIGURE 6 Frequency of discussing charitable giving in the past year
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Source: The Edward Alexander Foundation. Survey sample of 109 financial professionals
including 57 financial advisers, 25 accountants and 19 lawyers.
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Other sources reveal that only about a third of financial advisers regularly discuss charitable giving with their
high-net-worth clients (see Figure 7). This is despite evidence that many more clients would like advice on
charitable giving. For example, in the United Kingdom, 62 per cent of high-net-worth individuals say charitable
giving is a meaningful priority for them,* yet only 16 per cent of those with a financial adviser are currently
receiving advice on charitable giving.*®

FIGURE 7 Financial advisers and charitable giving—the state of play

Discuss charitable giving with
more than half of all their clients

Say they regularly ask their high-net-worth
clients about charitable giving

charitable giving with
all of their high-net-worth clients

Do not discuss charitable giving
with any of their high-net-worth clients

470/ Consider charitable giving an important part
O of overall financial planning for their clients

Feel well informed about their clients’
philanthropic activities and interests

Do not know if they have any clients
who give a significant amount to charity

Sources: The Edward Alexander Foundation; Elston (2024), “Driving the conversation around philanthropy”; Crittall, M., Scaife,
W. and Boldeman, S. (2016), A study of professional advisers in Australia, Australian Centre for Philanthropy and Nonprofit Studies.

As for lawyers, about half of Australians have a will and about 40 per cent of them made their will with the
assistance of a lawyer.** However, just 20 per cent of people who used a lawyer said they were asked about
leaving a bequest to charity in their will*>. This implies that, overall, fewer than 5 per cent of Australians have had
conversations with a lawyer about leaving a bequest in a will, despite almost 30 per cent of people saying that
they would like to leave a bequest to charity when they die.*® In a recent survey, only 26 per cent of lawyers said
they consider charitable giving to be an important part of overall legal planning for their clients.*
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There are many potential reason why professional advisers may be reluctant to discuss charitable giving with
clients (see Box 1).

Potential barriers to professional advisers

helping clients with charitable giving

Skills and knowledge.

In a recent survey, 47 per cent of financial
advisers, 42 per cent of lawyers and 68
per cent of accountants said that lack of
adequate training or knowledge makes

it harder for them to discuss charitable
giving with their clients.“® This survey also
found that only 20 per cent of professional
advisers considered themselves experts
in giving options and structures (e.g.
ancillary funds). This is consistent with
other surveys in which two-thirds of
financial advisers said they lack an
adequate understanding of structured
giving.*® By comparison, 40 to 50 per
cent of professional advisers in the United
States rate themselves as knowledgeable
in various forms of structured giving.%°

Lack of
referral networks.

About a third of professional advisers
say that not knowing any experts or
specialists makes it harder for them
to discuss charitable giving with their
clients, and 70 per cent have not referred
a client to an expert in the past year.®!
Two-thirds of financial advisers say they

do not raise charitable giving with their
high-net-worth clients because they lack
a working relationship with a philanthropic
specialist.®? In earlier research, three in
five advisers said it was difficult for them
to find experts on charitable giving within
their organisation.®®

Professional,
regulatory and
ethical obligations.

Some professional advisers may be
concerned that charitable giving is not

in their clients’ interests, with half of
financial advisers saying they do not raise
the topic because their clients had not
expressed interest in charitable giving in
the past.>* Professionals may also feel
uncertain about how raising the subject
of charitable giving would sit with their
regulatory obligations, such as the duty
of financial advisers to act in the best
interests of their clients. Some may worry
about perceptions of their impartiality

if they are making recommendations
about charitable giving, even if they are
not recommending specific charities for
clients to give to.
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Fear of harming
the client relationship.

Some professional advisers may be worried
that a negative reaction from clients if they
raise the topic of charitable giving could
adversely affect their relationship. Professionals
may be concerned that asking clients to say
that they do not wish to give to charity could
make clients feel awkward or ashamed for

not doing something considered to be socially
desirable. For example, one in ten financial
advisers in the United Kingdom say that they
have clients who have reacted negatively when
broaching the topic of charitable giving.®
Some professionals may similarly fear their
clients will perceive them negatively if they
charge a fee for the work they do advising on
charitable giving.

Adverse
business impacts.

Some professionals may be hesitant to advise
clients on charitable giving if it reduces the
client’s wealth—and thereby the professional’s
fee revenue. This is potentially a significant
barrier for financial advisers who charge fees
as percentage of assets under management.

For example, if a financial adviser who
charges fees of 1 per cent of assets under
management has a high-net-worth client
who makes a $1 million donation, the adviser
stands to miss out on $10,000 a year in
ongoing fee revenue.®® In a recent survey, 11
per cent of professional advisers said they
were concerned that raising charitable giving
with clients could have a negative financial or
commercial impact on their firm.5”

Lack of
clear incentives.

Some professionals may be uninterested

in discussing charitable giving with clients
because it could require them to do additional
work with little perceived benefit to either their
business interests or their clients’ interests.
This is especially likely to be the case if
professionals feel uneasy about charging a
fee for work they do on charitable giving, or
their fee model makes this difficult. In a recent
survey, 12 per cent of professional advisers
said that lack of commercial benefit makes it
harder for them to discuss charitable giving
with clients.%®
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Potential gains from
expanding access to
advice on charitable giving

Charities stand to gain considerably if more Australians are able to
access advice on charitable giving through professional advisers
and fundraisers. Original modelling for this report shows the

size of the prize that awaits by equipping professional advisers
and fundraisers with the right tools to support Australians with
charitable giving and by removing other barriers.

Unlocking greater generosity from
Australians who can afford to give will
accelerate charities’ ability to deliver
benefits across the community.

The additional donations modelled in this
report would allow charities to scale up their
work, invest more deeply in communities,
create pathways out of disadvantage,
protect our natural environment and drive

cutting-edge medical discoveries.
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PROFESSIONAL ADVISERS

The modelling reveals that if more professional advisers were helping clients with charitable
giving, individual donations could be up to $1.0 billion to $2.3 billion higher each year by 2030
(see Figure 8). This is consistent with findings from the literature which suggest considerable
potential for professional advisers to increase levels of charitable giving (see Box 2).

FIGURE 8 Potentialincreases in donations that professional advisers could unlock each year by 2030
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individual donations®'—even though they comprise just over 2 per cent
of the adult population. It has been estimated that if all 200 people on
the Australian Financial Review Rich List donated 1 per cent of their
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“Australia had only 2,388 [public ancillary funds] at June 2025,
whilst at the same time there are 85,000 people earning over
$500,000 annually (2023) and an estimated 97,000 households with
net assets of over $10 million. This highlights our claim that with
policy stability and proactive focus, there should be 50,000 Private
Giving Funds in Australia and an even more substantial number of
sub funds within Public Ancillary Funds.” —JBWere.53

Evidence of the potential for professional advisers

B Research in the United Kingdom found that high-net-worth individuals are much more likely
to donate to charity if they receive specific advice on charitable giving (95 per cent of people),
compared to those who do not receive such advice (85 per cent).®* This is consistent with
evidence that people are more likely to donate to charity when asked about it and when the
process is easier.%®

UK research has also found that donors who receive advice on charitable giving donate higher
amounts than donors who do not receive such advice, with one study finding they give almost
twice as much.®® There is also considerable untapped potential, with wealthy people who
already donate saying they could afford to give around a third more to charity each year, on
average—and about one in six saying they could afford to give twice as much.®”

Professional advisers in the United States are much more likely than their Australian
counterparts to discuss charitable giving with clients. One study found that 67 of high-net-
worth clients in the United States have had discussions with their adviser about philanthropy,
with almost four in five advisers saying they feel it is their responsibility to raise the issue.
Among clients who have these discussions, over two-thirds say their professional adviser
plays an important role in helping them with their charitable giving.5®

Professional advisers themselves also stand to benefit from helping their clients with charitable giving. Several
studies have found that doing this can help professionals to better understand their clients’ objectives and
strengthen long-term client relationships. For example:

m In the United States, almost 80 per cent of professional advisers say that discussing charitable giving with
clients is good for business.®®

E In the United Kingdom, one in five financial advisers say there is a direct link between offering advice on
charitable giving and winning business,’ and almost one in five high-net-worth individuals say they would be
more inclined to become a client of a financial adviser if such advice was on offer.”

27
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FUNDRAISERS

Additional gains could be realised by lifting the skills and capabilities of professional fundraisers working across
the charity sector, and by seizing more opportunities for fundraisers to work alongside professional advisers. The
modelling reveals that this could unlock up to $1.4 billion to $1.7 billion a year in donations by 2030 —over and
above what could be harnessed via professional advisers.

The international evidence also points to large potential gains from enhancing fundraiser effectiveness and
training (see Box 3).

FIGURE 9 Additional increases in donations that professional fundraisers could unlock each year by 203072

Fu nd raisers Fundraisers play an even stronger role than they do today in connecting Australians
to causes they care about, building trust in charities and sustaining long-term
relationships with donors (especially high-net-worth individuals).

$ 1'4 Modelling for this report finds that individual donations to charity could be in
the order of 18 to 31 per cent higher if all fundraisers were as effective at raising
$1. donations as some of their higher-performing peers (measured at the 60th and
oyye 70th percentile in terms of donations raised per full-time-equivalent fundraiser).
billion P P 9 :

Subtracting the potential that could be harnessed by professional advisers gives an
indication of the additional gains that could be realised from the fundraiser workforce.

International evidence
on fundraiser effectiveness & training

Data from a major survey of Australian charities suggests that the donations generated by
each full-time-equivalent fundraiser position can range from about $470,000 (the average
for a small charity) to over $2 million (the 70th percentile for a very large charity), net of
fundraising costs.”

Research on professional fundraisers employed by universities in Australia and New Zealand
shows that each dollar invested in employing fundraisers generated an eight-fold return in
terms of new donations secured.™

A study of Swiss charities found that increasing fundraising capability by investing in
professional fundraisers and adopting more effective organisation-level processes is
associated with higher donation revenues (a 12 per cent increase in revenues for a one-
standard-deviation increase in the capability score) and with greater growth in donations over
the following three years (a 24 per cent increase).”

A US study of smaller charities found that the provision of an additional form of training

or education opportunity was associated with US$37,000 in additional donations in 2015,
equivalent to a 10 per cent increase in major gifts.”® The authors suggest that formal education
programs and certification schemes generate the largest increases in performance.
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OVERALL GAINS

Overall, the modelling suggests that the level of
individual donations made each year could be up to
$2.5 billion to $4.4 billion higher than otherwise by
2030 if more Australians are able to access advice
on charitable giving through professional advisers
and fundraisers. This represents an 18 per cent to
31 per cent increase relative to the baseline.

With donations expected to increase by just

14 per cent on the current (baseline) trajectory,
achieving the higher levels of giving would mean
lifting donations to be 34 to 49 percent higher than
today (see Figure 10). This would go a significant
way towards meeting Labor’s commitment

made in the 2022 election campaign to double
philanthropic giving by 2030.7” It would also mean

FIGURE 10 Potentialincrease in donations by individuals by 2030

that individual giving rises from 0.44 per cent of
GDP today to 0.52 to 0.58 per cent of GDP—
potentially moving Australia beyond the 0.54 per
cent level for the United Kingdom.

Assuming the increases are phased in gradually
over the next five years, the cumulative gains would
be as high as $7 billion to $12 billion between
now and 2030, relative to the baseline projections
(see Figure 11).

These gains are indicative, based on the available
data, evidence of what has been achieved in other
countries, and reasonable assumptions informed
by the research literature. Lower and upper bound
estimates are presented to reflect the uncertainty
in the estimates. The Appendix contains the

full modelling results and an explanation of the
methodology, data sources and assumptions.
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FIGURE 11 Annual donations by individuals, by year
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Unlocking the gains

Unlocking the potential gains in practice will require further work, including
collaboration between professional bodies and the philanthropy sector to better
equip professional advisers and fundraisers with the skills and tools they need and
to reduce other barriers to helping Australians with charitable giving. This report
identifies four areas where future work could focus (see Table 6).

TABLE 6 Four areas where future work could focus

1. Education,
training and tools
for professional
advisers

2. Reducing
regulatory and
financial barriers
for financial
advisers

Professional bodies for the financial advice, accounting and legal sectors could
work closely with the philanthropy sector to improve access to education,
training and tools for professional advisers, such as by:

Developing new educational materials and resources, informed by
professionals’ expertise in how to most effectively engage with clients.

Exploring opportunities to develop new training courses and certifications
that qualify for Continuing Professional Development (CPD) points.

Developing and expanding professional networks so professionals can
connect with experts on charitable giving and have someone to refer clients
to when more specialist advice is needed.

Working directly with licensees and firm owners to facilitate the delivery of
resources at the firm level and address barriers to their use.

As part of its review of the financial adviser education standards, the Australian
Government could identify and address barriers to education providers including
material on charitable giving in formal training (consistent with the Government’s
intent to make the new standards less prescriptive).”®

The Australian Securities and Investments Commission (ASIC) could consider
updating its regulatory guidance for financial advisers to include examples of
how advisers can provide advice on charitable giving to clients (e.g. by explicitly
clarifying that asking clients about philanthropy is not inconsistent with their
regulatory obligations) and how advisers can charge fees for this advice (e.g. on
a fee-for-service basis).

The Government’s planned reforms to the best interest duty and other financial
advice laws™ offer an opportunity for both ASIC and the Government to further
clarify regulatory expectations.
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3. Professionalising Peak bodies in the philanthropy sector could explore ways to further
the fundraiser professionalise the fundraiser workforce, such as by:

workforce m Collaborating to strengthen and promote high-quality training and
certifications for fundraisers —for example, by bringing together certification
programs already offered by various bodies across the sector.

B Undertaking rigorous evaluations of fundraiser strategies and sharing
the insights across the sector to help identify ‘what works’ and drive an
evidence-based culture.

B Reviewing and addressing barriers to improving fundraiser effectiveness,
including barriers to charities providing the level of support, recognition and
professional development that fundraisers need to be effective.

m Facilitating shared fundraiser workforce arrangements across smaller
charities to make it easier for charities to attract highly skilled fundraisers
while giving fundraisers greater opportunities for professional development.

4. Better data Professional and peak bodies could work together with government to improve
transparency on the size and composition of professional workforces and on
current levels and patterns of charitable giving.

The Australian Bureau of Statistics could introduce a standalone occupational
classification for fundraisers in the next update of the Occupation Standard
Classification for Australia. This did not occur in the 2024 update, despite the
fundraiser sector calling for the change and fundraisers being identified as a key
emerging occupation by the National Skills Commission in 2020.8°
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AppendiX:

Modelling results and

methodology

APPROACH

Annual charitable donations by individuals
(including bequests) were estimated for 2025 and
2030, in total and across several main types of
donations.

Total baseline donations were estimated by scaling
up total tax-deducted donations in 2022-23 (less
the one-off $4.9 billion donation to the Minderoo
Foundation) using the percentage of all donations
that are tax-deducted or paid into ancillary funds
reported by Philanthropy Australia (36 per cent).®!

Donations of each type were estimated as
described in the sections below. This was done
for the baseline (i.e. current trends) as well as
upper and lower bound scenarios for what could
be achieved in 2030 through greater provision
of advice and support on charitable giving by
professional advisers and fundraisers.

Annual donations for the years 2026 to 2029 were
imputed by assuming constant geometric growth
rates from 2025 to 2030 levels under each of the
baseline, lower and upper bound scenarios (for
example, if donations increase by 10 per cent
between 2050 and 2030, it is assumed that there

is a 1.9 per cent increase in each intervening year).
This was done for the overall estimates and the
individual components (with a different approach
used for additional gains from fundraisers, described
below). Minor rounding adjustments were made

to correct for the effects of non-linearities in the
equations which meant that cumulative estimates for
the individual components did not perfectly sum to
the cumulative overall estimate.

All modelling values are in 2025 dollars. Historical
figures have been inflated using nominal GDP
growth, and future values have been increased

in line with projected real GDP growth.®? This
approach has been used because donations are
often linked to incomes, which over the long term
tend to increase in line with GDP. Where relevant,
aggregates have also been increased in line with
population growth.

The base population is all Australian adults
(residents aged 18 or over) and assumed to
increase in line with population projections from the
Australian Bureau of Statistics.

Data on tax-deducted donations and the number
of taxpayers using a tax agent were sourced from
the Australian Taxation Office (ATO),®® with more
granular estimates calculated using the ATO’s 2 per
cent sample file.

BEQUESTS

In the baseline, 1 per cent of the value of deceased
estates is assumed to be bequeathed to charity,
based on estimates from JBWere.®* This value

is in between estimates based on data from
Philanthropy Australia (suggesting 0.4 per cent of
estates are bequeathed to charity)® and estimates
cited by the Productivity Commission (2 per cent of
estates are bequeathed).8®

Using estimates that 88 per cent of people who

die have a will¥” and 7.5 per cent of wills include a
bequest to charity,® it is assumed that 6.6 per cent
of people leave a bequest to charity. Applying this
to JBWere projections that bequests will total $2.2
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billion in 2030 (in 2025 dollars)® implies an average
charitable bequest of about $157,000.

It is assumed that the share of people leaving a
bequest increases to 10 per cent by 2035 in the
lower bound, and to 12 per cent in the upper
bound (which is based on an estimate that 29
per cent of Australians say they want to leave

a bequest, multiplied by the 41 per cent that
use a lawyer to prepare their will®?). The average
amount bequeathed per donor is assumed to be
unchanged.

The share of people leaving a bequest in 2030

is assumed to be mid-way between current

levels and the assumed share for 2035. A longer
transitional period is assumed for bequests than
for the other donation types in this report because
there will be a lag between wills being updated and
people dying and the money flowing to charities.

Charitable bequests are 1.1 per cent of estates

in the lower bound and 1.2 per cent in the upper
bound. These are modest increases compared

to assumed current levels, and below the
approximately 4 per cent of the value of estates that
is bequeathed to charity in the United States and
United Kingdom.®" Assuming an increase to the level
in these countries by the actions of professional
advisers alone would not be realistic given
differences in cultures of giving and the presence of
estate taxes in those other countries (which do not
exist in Australia).

INHERITANCES

In the baseline, donations made out of inheritances
(by their recipients) were estimated using the
JBWere projections of deceased estates, focusing
only on the 51 per cent of inheritances that would
go to the next generation (i.e. the modelling does
not consider inheritances that go to a surviving
spouse).®? It is assumed that 92 per cent of
intergenerational inheritance flows are potentially
available for charitable giving, based on estimates
of the share of total inheritances going to recipients
of ‘large’ inheritances (at least $500,000 per

recipient).® It is assumed no donations are made
out of the remaining (‘small’) inheritances.

This available flow of inheritances is then split into
two portions, with 28 per cent assumed to be
received by people who use a financial adviser
(based on the mid-point of the percentage of high-
net-worth people who use a financial adviser and
the percentage of non-high-net-worth people who
use a financial adviser, discussed below®*) and the
remainder assumed to be received by people who
have some relationship to an accountant (including
tax agents) or lawyer.

It is then assumed that a percentage of inheritance
recipients with a financial adviser receive advice

on charitable giving, using the same percentage
assumed for the high-net-worth analysis below (that
is, 35 per cent in the baseline, 45 per cent in the
lower bound and 67 per cent in the upper bound).
Of those receiving this advice on charitable giving,
62 per cent are assumed to donate to charity (again
consistent with the high-net-worth analysis) and in
the baseline donate 2 per cent of the value of the
inheritance. This is an assumption based loosely on
the effective share of net capital gain amounts that
are donated (described below). The share donated
is assumed to increase by 1 percentage point in
the lower bound and by 2 percentage points in the
upper bound (i.e. to 3 per cent and 4 per cent of
the value of the inheritance, respectively). These are
conservative assumptions reflecting considerable
uncertainty, noting that Philanthropy Australia has
set a target of capturing an additional 1 per cent of
intergenerational inheritance flows for charity®® and
estimates for the United States imply as much as
10 per cent of intergenerational inheritances may be
donated to charity in that country.®

A separate approach is taken for the remaining
inheritance recipients who do not receive charitable
giving advice from a financial adviser (comprising
of those who do not use a financial adviser, and
those who do but do not receive charitable giving
advice). These people are all assumed to have

a relationship with an accountant or lawyer. For
simplicity, it is assumed that accountants and
lawyers are half as likely to raise charitable giving
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with clients compared to financial advisers, across
the baseline, lower and upper bounds. The
remaining values remain fixed across the baseline
and scenarios: 42 per cent of inheritance recipients
are assumed to donate to charity (based on survey
evidence that 42 per cent of people say they would
likely make a significant donation to charity if they
received a sizeable inheritance or windfall gain®)
and donate an average of 2 per cent of the value of
the inheritance (the baseline value).

CAPITAL GAINS

This part of the modelling only considers tax-
deducted charitable donations made out of taxable
capital gains (i.e. taxable capital gains less losses
declared on tax returns, which excludes capital
gains from selling owner-occupied housing). A
threshold value of $250,000 in net capital gains

is used, on the basis that a material change in
charitable giving is only likely to occur when
capital gain amounts are large. This is lower than
the threshold used for modelling donations from
inheritances on the basis that people earning large
capital gains are less likely to be reliant on labour
income.

Almost all recipients of these large net capital gains
use a tax agent (i.e. accountant) to file their tax
return, and many are also likely to engage with
financial advisers and/or lawyers. In the baseline,
an estimated 33 per cent make tax-deductible
donations, with annual donations equivalent to an
average of 1.5 per cent of the value of the capital
gain (equivalent to $20,636 in 2023, or $21,023 in
2025 dollars, on average).”®

The proportion of recipients who donate to charity
is assumed to increase to 36 per cent in the lower
bound and to 45 per cent in the upper bound (with
average donations remaining unchanged). These
figures represent the same increase from baseline
levels (in percentage terms) as the assumed share
of donors among high-net-worth individuals who
do not receive advice on charitable giving from a
financial adviser (discussed below).

HIGH-NET-WORTH
INDIVIDUALS

This part of the modelling considers all other
donations made by high-net-worth individuals
(that is, total donations less those from bequests,
inheritances and capital gains).

In the baseline and all scenarios, it is assumed
that:

m 80 per cent of all donations are made by high-
net-worth individuals. This is consistent with 80
per cent of inflows to private and public ancillary
funds being tax deducted by high-net-worth
individuals (noting that some donors may not
need to complete a tax return or may not claim
a deduction) and 50 per cent of the remaining
tax-deducted donations being made by high-
net-worth individuals.

m 39 per cent of high-net-worth individuals
currently use a financial adviser.®® Because the
number of people using a financial adviser is
expected to increase by 27 per cent over the
next five years compared to only 8.4 per cent
growth in the overall population,'® the share
of high-net-worth individuals using a financial
adviser is projected to increase to 46 per cent
by 2030.

m 51 per cent of high-net-worth individuals with
a financial adviser donate to charity and 43 per
cent of those without a financial adviser donate
to charity. "

The modelling splits high-net-worth individuals

into two groups: those who receive advice on
charitable giving from a financial adviser, and those
who do not.

High-net-worth individuals who receive
advice on charitable giving from a financial
adviser

In the baseline and both scenarios, several
assumptions are made about the effectiveness of
receiving advice on charitable giving:

m Clients of financial advisers who receive
advice on charitable giving are 37 per cent
more likely to donate than those who do not,
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based on evidence of the maximum effect from
‘prompting’ people about charitable giving.'®?

m Clients who receive advice on charitable
giving donate 33 per cent more, on average,
each year than those who do not receive
such advice, based on evidence from the
United Kingdom that existing high-net-worth
donors could afford to donate a third more, on
average.'®

In the baseline, it is assumed that 35 per cent

of clients of financial advisers discuss charitable
giving with their financial adviser.’®* This rises

to 45 per cent in the lower bound (a simple 10
percentage point uplift) and 67 per cent in the
upper bound (based on the share of high-net-
worth clients discussing charitable giving with
professional advisers in the United States'®). As
a result, the share of all high-net-worth individuals
having conversations about charitable giving with a
financial adviser increases from 16 per cent in the
baseline to 21 per cent in the lower bound and 31
per cent in the upper bound.

High-net-worth individuals who do not
receive advice on charitable giving from a
financial adviser

A separate approach is taken for the remaining
high-net-worth individuals who do not receive
charitable giving advice from a financial adviser,
but are assumed to have a relationship with an
accountant or lawyer who may ask them about
charitable giving (some of whom also have a
financial adviser, who does not discuss charitable
giving with them). Overall, 44 per cent of this group
is assumed to donate to charity in the baseline,
derived using the estimates above for donation
rates by high-net-worth individuals with and
without a financial adviser. This is assumed to rise
to 48 per cent in the lower bound (a 10 per cent
increase, based on an estimate of the effect of
‘prompts’ on donation rates'®) and 54 per cent in
the upper bound (the estimated donation rate in
2011 for this group, when the share of taxpayers
claiming deductions for charitable donations was
near its peak'%’). Average amounts donated are
assumed to remain unchanged for existing donors,
and are half the average for new donors. This is

based on the approach used by Impact Economics
and Policy'® and reflects that existing donors are
likely to have a higher willingness and/or capacity
to give.

OTHER DONATIONS

This part of the modelling considers the remaining
donations not covered above, which by definition
are made by non-high-net-worth individuals. The
modelling only considers the 73 per cent of non-
high-net-worth people who use a tax agent (with
about 12 per cent of these also using a financial
adviser in 2025), as a proxy for the share who
engage with professional advisers.

The share of these people who donate is assumed
to be 27 per cent in the baseline (based on the
share of taxpayers claiming a tax deduction),
increasing to 30 per cent in the lower bound (a 10
per cent increase, consistent with the modelling
for high-net-worth individuals who do not receive
charitable giving advice from a financial adviser,
above) and 38 per cent in the upper bound (the
estimated rate for 2011, also consistent with the
modelling above). Average donations are assumed
to remain unchanged for existing donors, and

new donors are assumed to donate half as much
(consistent with the approach used above for high-
net-worth individuals who do not receive advice on
charitable giving from a financial adviser).

FUNDRAISERS

The potential increase in donations from increasing
the skills and capabilities of fundraisers was
estimated using survey data on the number of full-
time-equivalent (FTE) fundraiser staff and donations
raised (net of fundraiser costs) per FTE fundraiser
across a sample of 90 Australian charities over

six years.'® The average amount raised per FTE
was compared to the amount raised at the 60th
percentile (lower bound) and 70th percentile (upper
bound) levels to estimate the potential increase in
donations if every fundraiser performed at these
higher levels (noting that some already perform
above these levels).
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The calculations were made across four different
charity-size categories to account for differences
in non-staff fundraising expenditures, with larger
charities tending to invest proportionally more

in advertising campaigns (for example). The
percentage uplift in donations was calculated for
all fundraising excluding bequests (see Table 7).
Separate calculations based on bequests raised
per FTE yielded similar results (at 14 per cent
increase in net donations in the lower bound and a
29 per cent increase in the upper bound).

Where the current average net donations per FTE
was lower than at the 60th or 70th percentile
levels, the current value was used in the estimates.

Because the potential gains from increasing
fundraiser effectiveness are likely to overlap with
the potential gains from expanding access to

charitable giving advice through professional
advisers, only the additional gains from fundraisers
are added to the estimates for professional
advisers. This additional gain from fundraisers was
calculated by estimating the overall increase in
donations using the fundraiser estimates in Table 7
and then subtracting the estimates for professional
advisers.

A similar approach was used to calculate the
additional gains from fundraisers in the intervening
years (i.e. 2026-2029) and the cumulative additional
gains. These were calculated using the difference
between the estimates for overall donations and
the professional adviser components, noting that
because the additional gains are zero in 2025

(by definition) geometric growth rates cannot be
computed.

TABLE 7 Net donations per FTE fundraiser staff at the average, 60th and 70th percentile-all fundraising except bequests

Macro Super

(Over $45m)

Macro Large
($15m to $45m)

Macro Medium
(Between $5m and $15m)

Macro Small
(Under $5m)

Total/average

Net donations per FTE

50% $782,012

13% $651,258

5% $467,103

$920,902

$1,067,934

Percentage increase

n

32% $1,325,119

$1,792,700 $2,008,233 35% 52%
$809,401 $911,189 4% 17%
$586,337 $687,338 0%* 6%
$338,045 $396,871 0%* 0%*

$1,203,395

* Current average used in calculations as the alternative value is lower than the current average.

Source: Data provided by More Strategic.
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SENSITIVITY TESTING

Sensitivity testing shows that the estimated increases in charitable giving in 2030 are moderately sensitive to the
specification of some inputs and assumptions, with the most sensitivity found for assumptions relating to the impact of
charitable giving advice on the behaviour of high-net-worth individuals (see Table 8).

TABLE 8 Sensitivity testing

Change in incremental
donations (scenario

. . less baseline), excluding
Alternative assumption fundraiser uplift, 2030

Lower Upper
bound bound

High-net-worth individuals

High-net-worth individuals provide 60 per cent of total donations in the baseline

-706 _AO
(instead of 80 per cent) % 45
The number of people using a financial adviser in the baseline increases in line with overall population -0.5% 6%
growth, i.e. by 8.4 per cent by 2030 (instead of 27 per cent). e °
High-net-worth individuals with a financial adviser donate at the same rate as those without a financial 794 179

- (] - (o]

adviser in the baseline (rather than being 18 per cent more likely to donate)

Financial advisers discuss charitable giving with 27 per cent of advised high-net-worth clients (instead of
35 per cent), based on findings from the recent survey of professional advisers discussed in the report, +4% +3%
with the lower and upper bound assumptions also reducing by 8 percentage points.

Advised high-net-worth clients who discuss charitable giving with their adviser are 12 per cent more likely
to donate than those who do not have these discussions (instead of 37 per cent), based on UK evidence -10% -13%
that high-net-worth people receiving advice on philanthropy are 12 per cent more likely to donate.''®

Advised high-net-worth clients who receive advice on charitable giving donate 78 per cent more than
those who do not receive such as advice (rather than 33 per cent more), based on evidence from a UK +6% +9%
study.'"

High-net-worth individuals who start donating following a discussion with an accountant or lawyer

(o) (o)
donate as much as existing donors (rather than half as much). 1% e

Non-high-net-worth individuals

Non-high-net-worth individuals who start donating following a discussion with

0, 0,
a professional adviser donate as much as existing donors (rather than half as much). % +10%

Inheritances

46 per cent of inheritance recipients use a financial adviser (rather than 28 per cent),

(o) (o)
based on the percentage of high-net-worth people who use a financial adviser. e w1

11 per cent of inheritance recipients use a financial adviser (rather than 28 per cent),

. , ) . -6% -7%
based on the percentage of non-high-net-worth people who use a financial adviser.

The share of inheritances donated in the baseline by people having a discussion with a professional
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estimates from the Productivity Commission.'*? +10% 0.4%

Net capital gains

Net capital gains are modelled using estimates from the 2021-22 ATO sample file instead of the 2022-23
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——— cent donate; donations average $20,836 or 1.8 per cent of net capital gains. ——
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TABLE 9 Modelling results (all figures are in $ million, 2025 dollars)

Bequests

Intergenerational
inheritances

Large net capital gains

High net worth in-
dividuals (excluding
bequests, inheritances
and capital gains)

Other

Fundraisers -
additional gains

TOTAL $12,313 $13,999 $15,030 $16,682 $7,001 $12,182

$1,648

$436

$104

$8,124

$2,001

$0

$2,170

$574

$118

$9,237

$1,899

$0

$2,400

$684

$130

$9,847

$1,969

$1,435

$2,527

$904

$161

$10,934

$2,156

$1,670

Cumulative

increase 2026-2030,
relative to baseline

$628 $974
$208 $866
$34 $118
$1,744 $4,797
$208 $763
$4,089 $4,664

41




42

Footnhotes

10.

11.

12.

13.

14.
15.

16.

Philanthropy Australia (2021), A blueprint to grow struc-
tured giving, p. 22.

Estimates for 2026-2045 based on JBWere (2024), The
bequest report, p. 11, updated to 2025 dollars.

Workplace Giving Australia and Charities Aid Foundation
(2025), Giving in Australia 2025, p.20.

Australian Charities and Not-for-profits Commission
(2025), Australian Charities Report, 11th edition.

Australian Charities and Not-for-profits Commission
(2025), Australian Charities Report, 11th edition.

See Appendix for methodology.

Melbourne Institute (2022), “Taking the pulse of the
nation”, Available: https://melbourneinstitute.unimelb.edu.
au/data/taking-the-pulse-of-the-nation/charitable-giving;
Australian Red Cross (2025), “New research: Aussies love
to give but fail to claim”, Available: https://www.redcross.
org.au/media/releases/2025/new-research-aussies-love-
to-give-but-fail-to-claim/

Based on a 2024 survey of Australians who currently
donate to charity in some form. Data provided by More
Strategic.

Australian Charities and Not-for-profits Commission
(2025), Charity Data Explorer, Available: https://www.
acnc.gov.au/australian-charities-report-11th-edition-chari-
ty-data-explorer

As at June 2025. JBWere (2025), JBWere submission —
Giving fund reforms: Distribution rate and smoothing, p.
15.

As at March 2025. Treasury (2025), Giving fund reforms:
Distribution rate and smoothing, Consultation paper, p. 2

Estimates for 2026-2025 based on JBWere (2024), The
bequest report, p. 11, updated to 2025 dollars.

Productivity Commission (2021), Wealth transfers and
their economic effects, p. 8.

JBWere (2024), The bequest report, p. 20.

Productivity Commission (2021), Wealth transfers and
their economic effects, pp. 76-77.

JBWere (2024), The bequest report, p. 20; Productivity
Commission (2021), Wealth transfers and their economic
effects, p. 4.

17.

18.

19

20.

21.

22.

23.

24.

25.

26.

Li, H. et al (2018), “Does windfall money encourage char-
itable giving? An experimental study”, Voluntas, vol. 30,
pp. 841-848; Kellner, C. Reinstein D and Riener G (2019),
“Ex-Ante Commitments to ‘Give If You Win’ Exceed
Donations after a Win”, Journal of Public Economics, vol.
169, pp. 109-27.

See Appendix for method and assumptions.

. Graham, J., Saeri, A., Slattery, P. and Noetel, M. (2024),

Survey of Australians on giving effectively, Available:
https://osf.io/preprints/psyarxiv/rkcea_v1; McCrindle
(20283), The future donor.

Rutley, R. and Stephens, I. (2017), ACNC Public Trust
and Confidence in Australian Charities 2017, Market
Research Report.

Social Ventures Australia (2024), Paying what it takes:
Funding indirect costs to create long-term impact.

Graham, J., Saeri, A., Slattery, P. and Noetel, M. (2024),
Survey of Australians on giving effectively, Available:
https://osf.io/preprints/psyarxiv/rkcea_v1

Elston (2024), “Driving the conversation around philan-
thropy”, Available: https://www.elston.com.au/driv-
ing-the-conversation-around-philanthropy/; CAF America
(2025), Navigating donor trends: How financial advisors
can thrive during the great wealth transfer, Available:
https://cafamerica.org/draft/navigating-donor-trends-
how-financial-advisors-can-thrive-during-the-great-
wealth-transfer/

Productivity Commission (2024), Future foundations for
giving, Inquiry report no. 104, p. 388.

Chuan, A. and Anya S. (2014), “‘Feel the Warmth’ Glow:
A Field Experiment on Manipulating the Act of Giving”,
Journal of Economic Behavior & Organization, vol. 108,
pp 198-211; Rasul, I. and Huck S. (2010), “Transaction
costs in charitable giving: Evidence from two field experi-
ments”, The B. E. Journal of Economic Analysis & Policy,
vol. 10(1), pp. 1-32.

Fundraising Institute Australia (2024), FIA response to
Productivity Commission draft report, Available: https://
www.pc.gov.au/__data/assets/pdf_file/0008/378422/
sub602-philanthropy.pdf; Bekkers, R. and Wiepking, P.
(2011), Eight mechanisms that drive charitable giving,
Available: https://renebekkers.wordpress.com/wp-con-
tent/uploads/2016/02/bekkers_wiepking_16.pdf; Kenley,




27.

28.

29.

30.

31.

32.

33.

34.

35

36.

37.

Unlocking Generosity The potential gains from expanding access to advice on charitable giving

A. and Sykes, N. (2024), Mission Give: The potential of
better philanthropy advice, Pro Bono Economics; Council
for Advancement and Support of Education (2019), Ad-
vancement investment and fundraising returns, Research
Brief #4.

See Impact Economics and Policy (2024), Greater giving:
Tax time prompts to increase charitable donations.

Australian Securities and Investments Commission (2025),
Financial Advisers Dataset, July 2025, Available: https://
www.data.gov.au/data/dataset/asic-financial-adviser

Deloitte Access Economics (2024), Advice 2030: The Big
Shift, p. 3.

In this report it is assumed that 10 per cent of Australian
adults have used a financial adviser in the past year, al-
though available estimates vary considerably. See Deloitte
Access Economics (2024), Advice 2030: The Big Shift;
Adviser Ratings (2024), Australian financial advice land-
scape; Investment Trends (2023), “Media release: 2023
financial advice report”, Available: https://investment-
trends.com/2023-financial-advice-media-release/; Oliver
Wyman (2021), Future of financial advice: The Australian
renaissance.

Based on data from Netwealth reported by Cormican,
L. (2022), “How to market to wealthy older Australians”,
Money Management, Available: https://www.money-
management.com.au/news/financial-planning/how-mar-
ket-wealthy-older-australians

Australian Bureau of Statistics (2025), Labour Force,
Australia, Detailed, May 2025.

Tax Practitioner’s Board (2025), TPB public register,
Available: https://data.gov.au/data/dataset/tpb-register/
resource/6d698ad4-bdea-4e8e-99f3-fe17d66f8ff5.

Jobs and Skills Australia (2024), Employment projections,
Available: https://www.jobsandskills.gov.au/data/employ-
ment-projections

. ATO (2025), Taxation Statistics 2022-23, Available:

https://www.ato.gov.au/about-ato/research-and-sta-
tistics/in-detail/taxation-statistics/taxation-statis-
tics-2022-23; figure has been increased using projected
population growth

Based on data from Netwealth reported by Cormican,
L. (2022), “How to market to wealthy older Australians”,
Money Management, Available: https://www.money-
management.com.au/news/financial-planning/how-mar-
ket-wealthy-older-australians

Australian Bureau of Statistics (2025), Labour Force,
Australia, Detailed, May 2025.

38.

39.

40.

49,

42.

43.

44,

45.

Jobs and Skills Australia (2024), Employment projections,
Available: https://www.jobsandskills.gov.au/data/employ-
ment-projections

Include a Charity (2024), “One billion dollar question —
Executive Summary”, attachment to Fundraising Institute
Australia submission to the Productivity Commission,
Available: https://www.pc.gov.au/__data/assets/pdf_
file/0005/378446/sub602-philanthropy-attachment2. pdf

Based on data from Netwealth reported by Cormican,
L. (2022), “How to market to wealthy older Australians”,
Money Management, Available: https://www.money-
management.com.au/news/financial-planning/how-mar-
ket-wealthy-older-australians

There is limited information on how many fundraisers are
employed by charities in Australia, with the absence of a
dedicated occupational code meaning they are not easily
visible in government datasets. The peak professional
body for the sector, Fundraising Institute Australia, has
about 10,000 members, including individual members
and staff associated with member organisations. This fig-
ure is used as an estimate for the number of professional
fundraisers in Australia. Source: Email correspondence
with Fundraising Institute Australia, 25 July 2025.

CAF America (2025), Navigating donor trends: How finan-
cial advisors can thrive during the great wealth transfer,
Available: https://cafamerica.org/draft/navigating-donor-
trends-how-financial-advisors-can-thrive-during-the-
great-wealth-transfer/

Calculated based on half of high-net-worth individuals
having a financial adviser and 8 per cent receiving advice
on charitable giving. Kenley, A. and Sykes, N. (2024),
Mission Give: The potential of better philanthropy advice,
Pro Bono Economics, p. 11.

Include a Charity (2024), “One billion dollar question —
Executive Summary”, attachment to Fundraising Institute
Australia submission to the Productivity Commission,
Available: https://www.pc.gov.au/__data/assets/
pdf_file/0005/378446/sub602-philanthropy-attachment2.
pdf. This figure is for adults of all ages. A higher propor-
tion of people—an estimated 88 per cent—have a will at
the time of death. Impact Economics and Policy (2023),
Charitable superannuation bequests: Making giving easy.

Include a Charity (2024), “One billion dollar question —
Executive Summary”, attachment to Fundraising Institute
Australia submission to the Productivity Commission,
Available: https://www.pc.gov.au/__data/assets/pdf_
file/0005/378446/sub602-philanthropy-attachment2.pdf

43




L

46.

47.
48.
49.

50.

51.
52.

53.

54.

55.

56.

57.
58.
59.

60.
61.
62.

Include a Charity (2024), “One billion dollar question —
Executive Summary”, attachment to Fundraising Institute
Australia submission to the Productivity Commission,
Available: https://www.pc.gov.au/__data/assets/pdf_
file/0005/378446/sub602-philanthropy-attachment2.pdf

The Edward Alexander Foundation.
The Edward Alexander Foundation.

Elston (2024), “Driving the conversation around philan-
thropy”, Available: https://www.elston.com.au/driv-
ing-the-conversation-around-philanthropy/

US Trust and The Philanthropic Initiative (2018), The U.S.
Trust study of the philanthropic conversation: Under-
standing advisor approaches & client expectations, p. 14.

The Edward Alexander Foundation.

Elston (2024), “Driving the conversation around philan-
thropy”, Available: https://www.elston.com.au/driv-
ing-the-conversation-around-philanthropy/

Crittall, M., Scaife, W. and Boldeman, S. (2016), A study
of professional advisers in Australia, Australian Centre for
Philanthropy and Nonprofit Studies.

Elston (2024), “Driving the conversation around philan-
thropy”, Available: https://www.elston.com.au/driv-
ing-the-conversation-around-philanthropy/

CAF America (2025), Navigating donor trends: How finan-
cial advisors can thrive during the great wealth transfer,
Available: https://cafamerica.org/draft/navigating-donor-
trends-how-financial-advisors-can-thrive-during-the-
great-wealth-transfer/

These disincentives may be lower when giving advice
about private ancillary funds, as financial advisers may be
able to generate business by managing the investments
of the ancillary fund.

The Edward Alexander Foundation.
The Edward Alexander Foundation.

Figures are the lower and upper bound estimates of the
increase in annual donations by 2030, relative to the
baseline projection. See Appendix for methodology and
details.

JBWere (2024), The bequest report, p. 10.
See Appendix for methodology.

Flatau, P, Lester, L., Brown, J. T., Kyron, M., Callis, Z
and Muir, K. (2022), High net wealth giving in Australia: A
review of the evidence, Centre for Social Impact, p. 65.

63.

64.

65.

66.

67.

68.

69.

70.

71.

72.

73.

74.

75.

76.

JBWere (2025), JBWere submission — Giving fund re-
forms: Distribution rate and smoothing, p. 15.

Kenley, A. and Sykes, N. (2024), Mission Give: The poten-
tial of better philanthropy advice, Pro Bono Economics, p.
10.

See Impact Economics and Policy (2024), Greater giving:
Tax time prompts to increase charitable donations.

Charities Aid Foundation (2015), The art of adaptation:
Why talking philanthropy transforms the adviser-client
relationship.

Kenley, A. and Sykes, N. (2024), Mission Give: The poten-
tial of better philanthropy advice, Pro Bono Economics, p.
6.

US Trust and The Philanthropic Initiative (2018), The U.S.
Trust study of the philanthropic conversation: Under-
standing advisor approaches & client expectations.

US Trust and The Philanthropic Initiative (2018), The U.S.
Trust study of the philanthropic conversation: Under-
standing advisor approaches & client expectations.

CAF America (2025), Navigating donor trends: How finan-
cial advisors can thrive during the great wealth transfer,
Available: https://cafamerica.org/draft/navigating-donor-
trends-how-financial-advisors-can-thrive-during-the-
great-wealth-transfer/

Kenley, A. and Sykes, N. (2024), Mission Give: The po-
tential of better philanthropy advice, Pro Bono Econom-
ics, p.12.

Figures are the lower and upper bound estimates of the
increase in annual donations by 2030, relative to the
baseline projection. See Appendix for methodology and
details.

Excludes bequests. Data provided by More Strategic. See
Appendix for more details.

Council for Advancement and Support of Education
(2024), CASE insights on philanthropy (Australia and New
Zealand): 2023 key findings.

Controlling for a range of charity characteristics. Betzler,
D. and Gmur, M. (2016), “Does fundraising professional-
ization pay? Impact of organizational fundraising capability
on a charity’s net revenue from private donations”, Non-
profit Management & Leadership, vol. 27(1), pp. 27-42.

Controlling for other factors. Sargeant, A., Eisenstein, A.
and Kottasz, R. (2015), Major gift fundraising: Unlocking
the potential for smaller nonprofits.




7

78.

79.

80.

81.

82.

83.

84.
85.

86.

87.

88.

89.
90.
91.
92.

Unlocking Generosity The potential gains from expanding access to advice on charitable giving 45

. Leigh, A. (2022), “Labor to double philanthropic giv-
ing by 2030”, Media release, Available: https://www.
andrewleigh.com/labor_to_double_philanthropic_giv-
ing_by_2030_media_release

Treasury (2025), “Making financial advice a sustainable
profession”, Available: https://treasury.gov.au/sites/de-
fault/files/2025-02/p2025-627911-factsheet.pdf

Jones, S. (2025), “Improving access to affordable and
quality financial advice”, Media release, Assistant Treasur-
er and Minister for Financial Services, Available: https://
ministers.treasury.gov.au/ministers/stephen-jones-2022/
media-releases/improving-access-affordable-and-quali-
ty-financial

National Skills Commission (2020), Emerging occupa-
tions: How new skills are changing Australian jobs, p. 5.

Estimates are for 2017-18. Philanthropy Australia (2021),
A blueprint to grow structured giving, p. 7.

Australian Government (2025), Budget 2025-26, Budget
Paper No. 1, p. 6.

ATO (2025), Taxation Statistics 2022-23, Available:
https://www.ato.gov.au/about-ato/research-and-statis-
tics/in-detail/taxation-statistics/taxation-statistics-2022-23

JBWere (2024), The bequest report, p. 20.

Based on the ratio of bequests to tax-deducted giving
reported in Philanthropy Australia (2021), A blueprint to
grow structured giving, p. 7, applied to total tax-deducted
donations and the estimated flow of inheritances from
JBWere (2024), The bequest report.

Productivity Commission (2021), Wealth transfers and
their economic effects, p. 4.

Impact Economics and Policy (2023), Charitable superan-
nuation bequests: Making giving easy, p. 24.

Include a Charity (2024), “One billion dollar question —
Executive Summary”, attachment to Fundraising Institute
Australia submission to the Productivity Commission,
Available: https://www.pc.gov.au/__data/assets/pdf_
file/0005/378446/sub602-philanthropy-attachment2.pdf

JBWere (2024), The bequest report, p. 11.

Include a Charity (2024), “One billion dollar question.”
JBWere (2024), The bequest report, p. 20.

JBWere (2024), The bequest report, p. 3.

93.

94.

95.

96.

97.

98.

99.

100.

101.

102.

Roughly 40 per cent of recipients are in this group.
Derived from table 10 of Brimble, M., Hunt, K., Johnson,
D. and MacDonald, K. (2017), Intergenerational wealth
transfer: The opportunity of Gen X & Y in Australia,
Griffith University, p. 34.

This approach was taken because while some inher-
itance recipients will already have high net worth or
will do so after receiving a large inheritance, others

will not have been high net worth prior to receiving the
inheritance and may decide not to see assistance from
a financial adviser.

Philanthropy Australia (2021), A blueprint to grow struc-
tured giving, p. 22.

Based on an estimated 14 per cent of intergenerational
inheritances being donated (using figures reported by
Cerulli (2022), “Cerulli anticipates $84 trillion in wealth
transfers through to 2045”, Available: https://www.
cerulli.com/press-releases/cerulli-anticipates-84-tril-
lion-in-wealth-transfers-through-2045) less an estimated
4 per cent being directly bequeathed through wills
(UBWere (2024), The bequest report, p. 20).

Based on a 2024 survey of Australians who currently
donate to charity in some form. Data provided by More
Strategic.

Estimates derived from the 2022-23 ATO 2 per cent
Sample File.

Based on data from Netwealth reported by Cormican,
L. (2022), “How to market to wealthy older Australians”,
Money Management, Available: https://www.money-
management.com.au/news/financial-planning/how-mar-
ket-wealthy-older-australians

Deloitte Access Economics (2024), Advice 2030: The
Big Shift, p. 3; ABS population projections.

Based on 47 per cent of individual taxpayers earning
$250,000 or more in 2022-23 claiming a tax deduction
for charitable donations year (ATO Taxation Statistics
2022-23) and an estimate from the United Kingdom that
high-net-worth individuals who receive financial advice
are 18 per cent more likely to donate to charity than
those who do not (Kenley, A. and Sykes, N. (2024), Mis-
sion Give: The potential of better philanthropy advice,
Pro Bono Economics, p.10).

Based on the upper bound effects for option 1 in Impact
Economics and Policy (2024), Greater giving: Tax time
prompts to increase charitable donations, p. 33.




L6

103.

104.

105.

Kenley, A. and Sykes, N. (2024), Mission Give: The po-
tential of better philanthropy advice, Pro Bono Econom-
ics, p. 6.

Based on survey data on the share of clients that
advisers say they discuss charitable giving with, using
the mid-points of each range in Chart Q7 from Elston
(2024), “Driving the conversation around philanthropy”,
Available: https://www.elston.com.au/driving-the-con-
versation-around-philanthropy/. This figure is very similar
to the 37 per cent of advisers who ask high-net-worth
clients about their interest in philanthropy (from the
same source) and the 34 per cent reported by Crittall,
M., Scaife, W. and Boldeman, S. (2016), A study of
professional advisers in Australia, Australian Centre for
Philanthropy and Nonprofit Studies, p. 34.

US Trust and The Philanthropic Initiative (2018), The
U.S. Trust study of the philanthropic conversation: Un-
derstanding advisor approaches & client expectations,
p. 21.

106.

107.
108.

109.
110.

111,

112.

Based on the lower bound effects for option 1 in Impact
Economics and Policy (2024), Greater giving: Tax time
prompts to increase charitable donations, p. 33.

ATO Taxation Statistics 2022-23.

Impact Economics and Policy (2024), Greater giving:
Tax time prompts to increase charitable donations, p.
33.

Data provided by More Strategic.

Kenley, A. and Sykes, N. (2024), Mission Give: The po-
tential of better philanthropy advice, Pro Bono Econom-
ics, p. 12.

Charities Aid Foundation (2015), The art of adaptation:
Why talking philanthropy transforms the adviser-client
relationship, p. 5.

Productivity Commission (2021), Wealth transfers and
their economic effects, p. 4.




Unlocking Generosity The potential gains from expanding access to advice on charitable giving 47




To create alegacy is
to plant a tree under which

you will never sit

e
: RTY



