
The GivinG 
RepoRT 2010

 A survey on the philAnthropy prActices of 
high net Worth individuAls in south AfricA

SummaRy ReSulTS





1

FoReWoRD 
It is with great pleasure that we present to you The Giving Report 2010.

BoE Private Clients strives to create prosperity through people and partnerships, and for 
us, philanthropy is an integral part of this. So much so that a number of years ago we 
set up a dedicated philanthropy services division, our Philanthropy Office, and recently 
elevated philanthropy to one of our key service offerings. 

In the course of providing these services, we are continually amazed by the generosity and 
passion of South Africans. Whilst we have always been aware of an active philanthropic 
community in South Africa, the nature of giving by the more affluent has not been 
well documented. It was apparent that further information was needed in order for 
philanthropy to grow and develop in our country. We were curious to know, for example, 
how many people were giving; to what extent; and to whom.

As a business centred around high net worth (HNW) individuals, we chose to survey 
giving by this group during the calendar year 2010. Whilst revealing in its own right, this 
first survey will also serve as a baseline for analysing future data from repeat surveys we 
plan to do. The survey process was completed at the end of October 2011.

The findings have been interesting, and have largely confirmed our experience. We are 
certain that they will prove useful to donors – they will provide an opportunity to explore 
how their fellow donors are approaching their philanthropic pursuits and may also lead 
donors to evaluate their approach to giving. Non-profit organisations (NPOs) will also be 
interested to see how donors choose the organisations they fund and what they expect in 
return.

We have been ably assisted in our task by a panel of experts, to whom we express our 
gratitude. Our sincere thanks goes also to all of those individuals that contributed to this 
research by openly sharing information about their philanthropic activities and plans. More 
detailed survey results can be found on our dedicated website: www.thegivingreport.co.za

The issues uncovered by the survey will no doubt stimulate debate. Information and 
discourse are crucial to the growth and development of philanthropy in South Africa, and 
we trust that this survey will make a valuable contribution to this. 

Paul Finlayson
Managing Director, BoE Private Clients
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pRoFile oF SuRvey Sample
Four hundred HNW individuals (those with an annual income exceeding R1.5 million or 
with investable assets of over R5 million (excluding primary residence)) were interviewed. 
The majority of respondents earned between R1.5 and R5 million in 2010 and most had a 
total net worth of between R5 and R10 million.

Professional success accounted for the majority of net worth, followed by family-owned 
businesses or start-up companies.

Approximately 60% of respondents were between 40 and 60 years of age. Just over 20% of 
respondents were younger than 40, and just less than 20% were older than 60. 

GivinG BehaviouR
The vast majority of respondents (93.5%) gave money, goods or time to social causes 
in 2010. Of the 6.5% that had not given, around one in four were disillusioned about 
philanthropy, while a similar number had simply not given it any thought.

AMOUNT GIVEN
Giving was measured in terms of cash donations, non-cash donations (typically in the form 
of equipment or products) or time.

Cash donations were typically in the range of R1 – R25 000 in 2010. The amount given 
tapers off quickly, with only 6% having given in excess of R100 000 in 2010. 

As may be anticipated, those earning more gave more. Those whose source of wealth is 
investment success also gave more. Similarly, those motivated by religious beliefs tended 
to give more.

Donations of goods, products or services were also largely valued within the range of 
R1 – R25 000. Close to one-quarter of respondents who gave during 2010 did not give any 
goods, products or services.

For those that gave, more than half did not volunteer any time. Those who did, typically 
spent anything from 1 – 200 hours doing so. Four percent of respondents volunteered in 
excess of 500 hours. 

ApprOAch TO GIVING

Motivated by a desire to make a difference
The desire to ‘make a difference’, to ‘give back’ and ‘caring about a cause’ are the key 
drivers for giving. Interestingly, religious beliefs play a strong role for at least one-fifth of 
respondents. 

Giving strategies and budgets
The vast majority of givers (over 60%) typically do not strategise or budget for giving. Only 
26% of the respondents have both a strategy and budget for giving.

Those giving smaller amounts are less likely to plan their giving than those giving larger 
amounts. Of those who gave more than R250 000, all had a strategy for giving in place. 
The pattern is similar when considering the existence of a budget for giving. 
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SELEcTION OF BENEFIcIArIES

Socially-focused giving
The most prevalent sector for giving was social and community development. For the 
purposes of the survey, social and community development served as a ‘catch-all’ category 
for welfare-orientated initiatives, including, for example, hospices, orphanages and support 
for the aged. Almost 50% of the respondents supported this sector and approximately 26% 
of the total contributions in 2010 went towards the sector. Religious causes were supported 
by 38% of givers, and received 14% of 2010 contributions. Over 30% of givers chose to 
support education in 2010, with the sector receiving 11% of total contributions. 

Type of recipients
Non-profit organisations (NPOs) were the most supported type of beneficiary, followed by 
unrelated individuals and religious institutions. Political parties and advocacy/lobby groups 
received the least support. 

Purpose of funding 
Those who gave were asked the purpose for which the funds were provided. Three-
quarters claimed that there was no specific purpose, but rather the funds were provided 
for ‘general support’. 

Identifying organisations
Over a third of HNW donors identify organisations to support based on those that directly 
approach them. Alignment with a donor’s interests was cited by 55% of respondents as 
one of the most important criteria for selection. This was followed by proven impact and 
reputation. 
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pOST-DONATION BEhAVIOUr

Limited expectations 
Just over half of givers do not expect anything in return for their donation. Others would 
like a thank you letter, receipt or report on the impact of the donation. 

Measuring success
Almost 80% of givers simply do not measure the ‘success’ of their giving. Where there is 
some sort of post-donation follow-up, it comprises a site visit, a report or meeting with the 
project leadership. 

These results contrast the finding that ‘proven impact’ is a qualifying criterion for 48% of 
donors. So whilst many donors expect to see an impact before selecting an organisation to 
fund, very few are measuring this.

STRucTuReS FoR GivinG
Limited use of formal giving structures
A mere 5% of givers (or 19 respondents) use a trust or foundation for the purposes of 
giving. Trusts are mostly set up by the individual givers themselves although more than a 
third of respondents utilise trusts set up by parents or grandparents. 

One-third of these trusts will be distributed entirely during the lifetime of the giver, while 
the other two-thirds will give in perpetuity. 

Provision for giving after death
Over 80% of givers have not made provision for giving after their death. Whereas almost 
14% of givers plan to give through their Will, 21.4% of those motivated by religious beliefs 
plan to do so. 

GivinG eXpeRience
The overwhelming opinion was that the giving experience was fulfilling and positive. 
While generally, respondents did not face challenges, the misuse and abuse of funds 
appeared to be the most frequent challenge experienced.

Finally, respondents were asked to give advice that could be taken on by new 
philanthropists. The general response related to the benefits of giving selflessly. Some 
caution was offered on ensuring funds are properly spent. A few suggested involving 
professional advisors and doing proper research before giving.

concluSionS
The survey highlighted the high propensity that HNW individuals in South Africa have to 
give. It also showed that much of this giving is characterised by small, frequent donations, 
undertaken without a strategy or dedicated structure, without any involvement between 
donor and recipient organisation or requirement for evidence of results. Based on the many 
questions asked, it would appear that this is the case for at least two-thirds of givers. 

Also emerging from the survey is evidence of substantial giving of cash or time and that 
those giving larger amounts tend to take a more strategic approach to their giving. 

A spectrum of giving clearly exists, ranging from incidental charity at one end to professional 
strategic giving at the other. Both will always have a place. 

The commitment of givers is apparent, with many having given for their entire lives and 
many continuing to support their chosen beneficiaries for significant periods of time.

The survey has provided a snapshot of giving amongst HNW individuals as it currently 
stands and will serve as a baseline against which the findings of future surveys can be 
analysed, enabling us to track and monitor the growth and development of philanthropy and 
giving trends.

It is apparent that the experience of giving is overwhelmingly positive and we hope that the 
discourse generated by the research findings will facilitate even greater numbers of givers.

Only 5% of HNW 
donors have set up a 
trust for the purposes 

of giving. 

Almost 80% of givers 
do not measure the 

success of their giving.



Boe private clients incorporates the following entities:

Boe (pty) limited. registration number 1997/009637/07

Boe private Bank, a division of nedbank limited. registration number 1951/000009/06

Boe trust limited. registration number 1919/00178506

Boe stockbrokers (pty) limited. registration number 1996/015589/07

Authorised financial services provider and registered credit provider ncrcp16/59

A member of the nedbank and old Mutual groups
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lynne Fïser
Trust consultant
Boe private clients
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nicola mcmurtry
portfolio manager – investments
Boe private clients
tel +27 (0)31 536 5336
fax +27 (0)31 364 0554
email nicolas@boe.co.za

www.boeprivateclients.co.za

for detailed survey results please visit www.thegivingreport.co.za




