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WHAT WE KNOW FROM A CROSS-COUNTRY EXPERIENCE

Educational Fundraising 
Challenges 

� Lack of Training 

(Professionalism) 

� Problems with Credibility 

� Leadership



WHAT YOU WILL LEARN FROM THIS PRESENTATION

� The general pattern of educational fundraising throughout 

public universities in Russia.

� Major Donor fundraising strategies we use at HSE 

University.

� How we all may be able to benefit from the networking 

opportunities that UNICA provides.



WHAT WE KNOW FROM STATISTICS
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TOP-5 RUSSIAN UNIVERSITIES’ ENDOWMENTS
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for Public Universities in Russia



HOW THE ENVIRONMENT WORKS FOR RUSSIAN UNIVERSITIES

� Private charitable giving - 50%; giving to education – 10-15% 
(from those 50%)

� Rare government calls relate to particular universities, 
no comprehensive approach

� No tax incentives for companies, tax deduction for individuals

� Law related to endowments only 10 years old

� Crucial role of university leadership

� Major Donors mostly are prominent national companies

� Little or no alumni involvement
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HSE University Revenue Streams (2012-2016)
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HOW HSE UNIVERSITY MADE $55+ MLN OVER 4 YEARS
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� We had strong internal and external leadership.

� We articulated the difference, added value and transformed the 

university image in brochures and in negotiations.

� We demonstrated exclusivity to potential donors. 

� We sought partners among the best Russian companies and 

businessmen.

� We got our staff educated in modern fundraising practices.



MAJOR HSE UNIVERSITY DONORS (examples) 
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MARKET VALUE OF THE HSE UNIVERSITY ENDOWMENT FUND
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HOW WE COULD BENEFIT FROM NETWORKING WITHIN UNICA 
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The real challenge for universities: the lack of 
professional development for fundraising and alumni 
relations professionals. 

The possible solution: UNICA  Fundraising & Alumni 
Relations Workshops - regular meetings with the aim of 
exploring new ideas and exchanging experiences.

Possible partners: we could invite CASE to support this 
initiative by recommending key speakers. 

The real driver: HSE University is ready to lead this
initiative if you will support the idea.



HOW YOU CAN CONTACT HSE UNIVERSITY FUNDRAISING TEAM

HSE University Endowment Fund

Marina Stupnikova, Deputy Director

Myasnitskaya ulitsa 18

101000 Moscow

Russia

Tel 007-495-621-44-64

Mobil 007-915-125-2050

mstupnikova@hse.ru

https://www.hse.ru/en/


