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Why I’m Here
(and What I’m Not Going to Do)

What this session is

What we’re seeing and hearing

across the national network

The questions organizations are

asking as they prepare

Where they’re getting stuck

What this session is not

Legal advice

A recommendation on how to

structure

A prediction about what California

will do

A pitch for any particular model

Where I’m coming from

FACTS has nearly 40 years of

partnering with schools and

scholarship organizations

FACTS Compass

Experience with scholarship

scholarship and tax credit programs



158M federal tax returns filed
annually

~50 million taxpayers have
$1,700+ in federal income tax
liability 

California by the numbers:

5,909,150 (92.4%) students
eligible

6M taxpayers with $1700
liability

30% participation: $3.1B 

The Potential Reach

Nationwide participation:

1% participation: $800M

15% participation: $12.1B 
 

30% participation: $24.1B

20 states that have not yet opted
in represent more than $11 billion in
annual scholarship funding  (30%)

Those dollars can instead be
redirected to SGOs in participating
states.

Education Research Network (ERN). ECCA Participation Projections. October 2025.



The Planning Problem

Where things stand

California has not opted in. 30+ states
have. No decision has been announced.

But the count keeps moving...

The election is annual

A state participates by submitting its
election and its list of qualifying SGOs
to Treasury. 

That means this question returns every
year. 2027 isn’t the only door. Could
Treasury allow opt-in states additional
time?

The question isn’t “if”

It’s how much notice would we get and
what will we wish we had already
decided?

The answer is work you can do now,
cheaply.

Tara covered the policy landscape so here’s what it means for planning



Hundreds of SGOs are
organized or preparing to

launch

Statewide coalition SGOs are
emerging to serve specific
student populations, faith

communities, or geographic
regions. 

Exsisitng SGOs are preparing
to expand their scholarship

offering 

Regional & national
organizations are entering

new states

Public education foundations,
charter school associations,
dioceses, and private school

organizations are creating new
501(c)(3) entities

Scholarship models of all kinds
are forming 

Market Outlook
2026–2027

The National Movement  
Rapid formation and expansion of SGOs



What We’re Hearing

The 90/10 rule bites early.
With roughly 10% of contribution income available for administration, year one is hardest. Small scholarship base, high setup cost.

Formation is one thing. Operations is what surprises people.
Entity setup is procedural. Eligibility verification, disbursement, reconciliaton, compliance is work.

Donor education takes longer than anyone budgets for.
A dollar-for-dollar federal credit sounds too good to be true. Major donor cultivation on tax credit programs has histroically run 12-18 months.

The tax preparer is the channel nobody planned for.
Many donors may hear about the credit from whoever does their taxes. CPA’s and financial advisors are a distribution network.

Schools are brought in too late.
Repeatedly. The organizations happiest with their launch involved school leaders in design, not just in rollout.



The Fine Line
What to decide now, and what to wait on

Worth doing now
No-regret work that’s valuable.

Align leadership on the “why”
Define who you exist to serve
What does success look like?
Take inventory of what you already have - 501(c)(3),
donor base, people resources, systems
Understand your options: partner, use an existing entity,
build new
Begin generic donor, school and community education
on the program
Monitor treasury guidance and California’s decision

Worth waiting on
Costs money or credibility.

Incorporating a new entity

Hiring staff to manage the program

Signing technology contracts

Naming and branding a scholarship program

Committing publicly to a launch date

Locking in a scholarship award methodology

Executing agreements with schools



Start with “why?”

Why would our organization
participate in this at all?

1 What are we actually trying to change? Access,
affordability, increase enrollment, sustainability?

2 Who specifically are we trying to serve? Which
families, which schools, which communities?

3 What would success look like long-term?

4 How would we know if we are successful?

5 Is someone already doing this well for our schools?



Then Build the Plan
What we want to accomplish → how we’ll accomplish it 

Mission & Philosophy

Who do we serve, how
do we prioritize?

Governance &
Compliance

Can we meet the
section  §25F
requirements?

Financial Model

Can we operate wtihin
the 10% admin cap?

Awareness & Donor
Strategy

Who gives, who
educates?

Technology &
Partners

What systems support
the work?



Three Doors
Different levels of control. Different levels of operational responsibility.

Partner with an Existing SGO Use an entity you already have Build your own SGO

Someone else holds the entity, the
compliance burden, and the

operations. You align to their model.

Trades control for speed and lower risk.

Treasury’s preview includes a safe
harbor: an existing scholarship-

focused entity that already largely
administers scholarships may be
able to administer federal funds
through a separately maintained

§25F account.

May be the shortest path.

Full control over strategy, awards,
donor relationships, and program

direction. Full responsibility for
governance, staffing, compliance,

fundraising, and administration.

Trades speed and risk for full control.



What a Partner Might Look Like
The kinds of organizations entering the space

Statewide SGOs serving private schools in one state National and multi-state SGOs specific types or all
school types

Faith-network and affiliated SGOs Existing SGOs expanding into federal



Questions to Ask Yourselves First

What do we want control over vs. what are we willing
to deligate?

Who owns the donor relationship?

Would this compete with any existing advancement
work?

What capabilities do we actually need a partner to
provide?

Before you talk to an SGO, decide what you’re not willing to give up



Questions to Ask Them

Mission, alignment & track record
Who do you exist to serve and how do our schools fit?
How are scholarship priorities set? Do we have input?
What programs do you administer today? At what volume?
How many schools and families do you serve?
Are you registered in California, or what is your timeline if we opt in?

Donors
Who solicits and provides receipts?
Who owns donor data?
What marketing and education materials can you provide our schools and communities?
How would your donor outreach coordinate with ours so we aren’t competing for a gift?
How will donors see the impact of their gift?

Money & Compliance
What do you retain for administration?
How will you manage compliance responsibility and audit requirements?
What reporting will our schools receive?
How often are funds distributed?



Building Your Own

DEFINE YOUR ORGANIZATION

BUILD THE ORGANIZATION 

What’s our why?
Who exactly will we support?
What does success look like?

Can we meet the section §25F
requirements?
Can we operate within the 10% admin
cap?
Who will do the work day-to-day?
What technology will we need?
Does the timeline and funding work?
What is our donor strategy?

Two conversations, in this order



What We Learned From State Programs

Complexity compounds with additional funding sources. 
One additional funding source is manageable. Multiple scholarships against one family’s account takes work.

Families don’t dinstinguish between funders. 
They see one tuition bill and one school.

Duplicate or complex applications kill participation.
If a family struggles in the process or needs to fill out multiple applications, you may lose families in the process.

Payment timing drives everything downstream.
Award frequency and disbursement schedule determine what a business office’s year looks like and cash flow.

Resources for schools exist.
Technology guidance, marketing resources, playbooks.



Thank you!
Hailee Sahs
hailee.sahs@factsmgt.com
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