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Setting the scene 

This community of practice (CoP) meeting looked more deeply into two key ideas raised at recent 

meetings: collaboration and fundraising, and some of the ways they impact each other.  

Community members recognise the need for greater collaboration amongst service providers, and 

amongst service providers and the various government departments that work in teacher 

development. If stakeholders with expertise in different areas were to join forces, both would 

benefit – as would their beneficiaries. 

One of the reasons organisations working in the teacher development space shy away from working 

together is the perceived lack of funding in this sector, and the competitiveness this produces. To 

give the CoP a better understand of funding issues, Damian Watson of Trialogue presented on the 

facts, figures and trends in corporate social investment (CSI), and provided practical advice on 

accessing CSI resources. This informative presentation drew on the extensive research that Trialogue 

has conducted over 20 years with corporates on their CSI practices, as well as the experience gained 

through working with corporates on their CSI strategies and programmes. 

 

Presentation 

Over the past ten years’ initiatives such as the King Codes, the National Development Plan and the 

BEE Codes have focussed attention on sustainability and corporate citizenship, and raised the profile 

of corporate social investment (CSI) in corporate governance.  Businesses have begun to see 

themselves as integral parts of society, and have begun to recognise their role in social 

development.   

CSI relates to social interventions with a developmental intent that are external to an organisation's 

core business function. While they are not pursued directly for revenue or profit, they do cater to 

the interests of the business. For this reason, developmental interventions usually align in some way 

with the company’s core business, e.g. an investment company that supports teacher development 

might focus on interventions aimed at improving financial literacy skills.  

Trialogue’s research in the sector, and its involvement with over 70 South African corporates has 

given it valuable insights into the current state of CSI in South Africa, future trends and fundraising 

implications. 
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The current state of CSI in South Africa 

The overall expenditure on CSI in 2016 has been estimated at 8.6 billion rand. This only constitutes 

1% of the amount that government spends on social development interventions annually. Prior to 

2016 there had been a fairly steep upward trend in CSI spend. This declined in real terms during 

2016, but is now gradually increasing again.  

CSI expenditure continues to be concentrated nationally and in Gauteng. A third of companies 

provide non-cash assistance amounting to 13% of total CSI expenditure. 70% of companies have 

formal employee volunteering programmes. 

 

Education continues to receive the most CSI support. Half of the education expenditure goes to 

school-level education, 17% to Early Childhood Development (ECD), and 29% to tertiary level 

interventions.   

Corporates surpassed government as the largest source of NPO funding in 2016. Over 80% of 

corporates funded NPOs, which received 45% of the total CSI expenditure.  Over half of the NPOs 

participating in the research (56%) increased their self-generated income. 

Forecasting trends 

● CSI is becoming more strategic – corporates are beginning to place more emphasis on the 

social, reputational and direct competitive benefits they derive from their CSI spend.  

● CSI is becoming more focussed – corporates are narrowing their focus so that they 

concentrate on only a few of the 9 CSI focus areas.  

● Involvement in advocacy work – there is greater willingness to get involved in funding the 

research aspects of advocacy (which could develop into involvement in systemic change).  

● Greater employee engagement – employee interests are able to influence the direction of 

CSI. 
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● More consumer buy-in – consumers are becoming more involved in raising funds through 

their purchases, or putting pressure on companies to act responsibly in terms of social and 

environmental issues.  

● Increasing collaboration – especially in the education space, where there is greater openness 

to working collaboratively and sharing resources in ways that are mutually beneficial. 

● More innovative financing – there is greater use of social impact bonds (if success can be 

proven, the next tranche of money will come through), non-cash contributions and 

crowdfunding. 

● Rise of technology and data – there is now much greater use of social media.  

 

Fundraising implications 

How can NGOs use this information on current conditions and trends to benefit their fundraising?  

Broadly speaking, the most important fundraising strategies are to target your approach to 

companies whose work is aligned to what you do, and to work with companies as partners. 

Unpacking these two main ideas gives NGOs a range of options and approaches:  

1. Seek a variety of funding sources to address different operational 

requirements.  

● Look beyond corporate funding, which is a relatively 

small pool compared to what else is available, and 

think outside of the box. Also consider: 

o overseas funders, whether individuals or 

corporates  

o lottery funding 

o the National Skills Fund for government funding  

o non-cash contributions  

o self-generated income 

● There are large pools of governmental funding. Governmental funding is more 

onerous and time-consuming to access than corporate funding, but it could be more 

sustainable as it is usually provided for a longer period, whereas many corporates are loathe 

to commit to longer than a year.  

2. Understand the strategic CSI positioning of the company you are applying to (including its 

business strategy and how CSI supports it) and tailor your approach to support this. 

● Research the company and the CSI programmes it supports and be prepared to show how 

your offering aligns with the CSI strategy and the company’s business.  For example, an 

investment company would benefit from improved financial literacy and numeracy in the 

general population, and could support teacher development with this goal in mind.   

● Approach corporates from the perspective of what the NGO can offer:   

o the social benefits to be gained from supporting your programme 

The once-off workshop 

approach to teacher 

development: “All you 

are doing is 

microwaving us!” CoP 

member. 
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o the reputational benefits to be gained from linking the two brands (elevating both 

profiles)  

o any direct competitive/ corporate benefits (e.g. through developing a pool of skilled 

people who could ultimately join the company’s workforce) 

3. Target fewer, more relevant CSI budgets i.e. those where your offering is aligned to the 

company’s CSI strategy and core business. 

● If companies are already supporting projects in particular focus areas, it doesn’t mean they 

aren’t interested in funding other initiatives in those areas.   

● Show the parallels between your offering and the existing CSI programmes – there may be 

opportunities to work together or potential benefits in linking your programme with what 

they are already doing.   

4. Strive to engage directly at a senior level (e.g. a member of the board or executive team with a 

corporate or senior government background), rather than submitting unsolicited proposals. 

Additionally, be sure to involve your leadership in the process to secure funding and agree on 

the terms. South Africans are conscious of hierarchy, and prefer to be approached by someone 

they see as an equal.   

● Aim to target decision-makers, who can see your passion when you present your proposal. 

 

5. Ensure the ‘compliance’ boxes are ticked. 

● Have all the documents in place when 

you approach the company (refer to 

the Trialogue CSI Handbook for 

information on the documents that 

funders usually require).   

6. Be proactive in suggesting win-win 

solutions. 

● Don’t approach with the mindset of just asking for money. Identify both financial and 

non-financial needs suited to company (e.g. skills, facilities, resources). Show how the 

company would benefit from partnering with the NGO. 

● Strengthen your relationship with funders through volunteerism. Involving a senior 

person through skills volunteering (e.g. presenting a financial workshop or talks) benefits 

both parties. The person will be aware of you and will be able to speak for you in the 

company, which will facilitate requests for funding.   

● The company can count the person’s salary and the venue towards their CSI spend. 

● Your organisation can assist the company to fulfil its skills requirements by linking it to 

beneficiaries for financial literacy initiatives. 

7. Adopt a partner mindset. 

● Show you have researched the company, its CSI approach and existing projects – and 

that you can see parallels for working together and the potential benefits to be gained 

from partnerships. 

“Ask schools what they need 

before you give them what 

you think they need!” 

Hassiena Marriott, BRIDGE. 
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● Support the company brand where appropriate, including through the use of social 

media. This could include media releases, branding on the NGO’s website and other 

forms of communication, as well as social media releases tagging in the company. 

● The company’s CSI people often report to the marketing department, so there is value in 

supporting the brand effectively and highlighting the marketing benefits to the 

company. 

● NGOs in the education space would need to make connections between their offerings 

and the funder’s core business, and leverage these for marketing purposes. 

8. Build in monitoring (and evaluation if possible) as part of the deal and consider how technology 

can be used to support this. 

● Detailed monitoring and reporting that both quantifies and qualifies the various aspects 

of the project and their impact is crucial for securing funding, especially new funding.  

● Be transparent in reporting on performance and financials. 

● Challenges should be shared and confronted, not hidden. Corporates take a positive 

view of a willingness to report on failure, provided that it is linked to learnings and 

solutions – so failure can lead to engagement, and can be leveraged.  

● The more informative and transparent you are in showing your successes, the better.  

This is the point where CSI and finance interface, so quantify your results with plenty of 

numbers and percentages. Qualitative surveys can also be used.  

A free copy of Trialogue’s CSI Handbook can be downloaded from www.trialogue.co.za.  

To access Damian’s full presentation, click here. 

Overview of discussion 

This part of the session focused on documenting some examples of collaboration stimulated by the 

CoP, to provide evidence of the kind of value the CoP is providing to it members.  

The group discussed/responded to several suggestions from the previous CoP meeting:  

1. We want to move out of our silos, but as NGOs we are all fighting for survival in terms of 

funding. How do we change this? 

2. Individually, many teacher development programmes have been stimulated by these CoP 

sessions. Collaboration is already taking place, but not being documented. How have you 

collaborated with others in this CoP? 

 

It is not so much about moving out of our silos as it is about understanding everybody else’s silos. 

There should be a database showing what people do, because if we know this we can collaborate. 

But there is more to it than this – understanding what others are doing will stop us from going into 

that same environment and offering the same things (often the same schools receive the same 

training from different projects).  It will also enable us to position ourselves better for success. 

http://www.trialogue.co.za/
http://bit.ly/2xF9bMF
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On collaboration, it is evident that NGOs are collaborating with each other outside the CoP. For 

example, Save the children has collaborated with DELIVER, Institute for Balanced Living (IBL), Global 

Teachers Institute (GTI), Trialogue, Vuleka and LEAP schools as well as with Brainboosters. The role 

players have to have a level of maturity.  Young NGOs/NPOs without much experience would jump 

at the chance to collaborate because they would benefit from having a partner with more 

experience. NGOs/NPOs have to make sure they have something of value to offer a partner. They 

also have to generate evidence through monitoring and evaluation of the impact of their 

programmes to enable them to sell to one another, and not only to funders.  

Collaboration is an easy concept when organisations have different skills and address different 

aspects of a project, but when NGOs/NPOs offer the same solutions in the same environment there 

will be competition. NGOs/NPOs have to recognise that competition exists and make sure that they 

truly become an organisation that others will want to collaborate with and funders will want to fund.   

The easiest and most effective way to collaborate is when you work on whole school development. 

Each organisation applies its expertise to a specific aspect of the school set-up thus supporting the 

school’s complete development.  

It is easier to collaborate if you introspect as an organisation so you know your strengths and what 

you can do on your own, and where you need to partner with others to work on your weaknesses.  

 

In Summary 

This presentation has given the CoP a lot of valuable information to take back. Some ideas that stood 

out were: 

● The value of strengthening CSI through volunteerism –initially one has to lead volunteers by 

the hand, but once they see the value of what you are doing, you no longer have to sell your 

programme to them and they become more deeply and productively involved.   

● The importance of effective M&E, including obtaining an initial baseline assessment – linked 

to that is the importance of asking the people you are targeting what they see as their key 

needs. 

● The BRIDGE teacher development NGO map will go a long way towards helping increase the 

amount of collaboration between NGOs. 

 

The next Teacher Development CoP will be held on the 1 November 2017.  

 


