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IThis lesson tackles the single biggest barrier to organ donation in Australia: Family Consent.
Even if a person is a registered donor, the family (Next of Kin) is always asked to confirm the
decision. If the family is surprised, shocked, or unsure, they often say "No" to protect their
loved one.

The Solution: The "Catalyst" conversation. When a family knows the wish, the decision
shifts from a "Choice" (which is stressful) to a "Promise" (which is comforting).

The Goal: To equip students with the social skills to raise a serious topic without it feeling
"weird" or "scary."

Teacher Preparation 

Introduction for Teachers

Teacher Resources

Video: Search for "Elephant Toothpaste Experiment" to show a Catalyst in action (creating
a huge reaction from static ingredients).
Visual: showing the "Consent Gap" (40% vs 80%).

Safety and Sensitivity Considerations

The "Taboo": Acknowledge that in many cultures, talking about death is seen as bad luck
or disrespectful.

Strategy: Focus on Values. "We aren't talking about dying; we are talking about what
matters to us as people."

Diverse Families: Students may live with grandparents, foster carers, or in blended
families. Use inclusive language like "The adults who care for you."
Respecting Dissent: Some families may be anti-donation. That is okay. The goal of the
lesson is communication skill, not forcing agreement. "Even if your family disagrees,
knowing your view is important."

The Alchemist's Data: The Consent Gap (Year 9)

The "Doubt Tax" When families don't know the wishes of the deceased, the consent rate
drops to 44%. This means more than half of potential donors are lost simply because of
doubt. When families do know, the rate jumps to 80-90%.

Conclusion: The most life-saving tool isn't a scalpel; it's a conversation over dinner.

The Burden of Regret Families who say "No" because they were unsure often report feelings
of regret years later, wondering if they stopped a final act of kindness. Families who say "Yes"
knowing it was desired report feeling a sense of peace and pride.

The Catalyst: The Power of the Conversation

(Year 9 - Ages 14-15)
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1. The "Soft Opt-In" System
Australia has a register, but it is not a "Hard" legal mandate like a will. Doctors work with
families. They will not proceed if it causes severe distress to the family.

The Risk: If the family doesn't know, they are guessing. Guessing is stressful.
The Result: Stress leads to "No."

2. The Catalyst Effect
Chemistry: A catalyst lowers the energy needed to start a reaction.
Social Science: Knowing your wish lowers the emotional energy needed to say "Yes." It
makes the hard thing easier.

3. The "Ice-Breaker" Strategies
Year 9s hate awkwardness. Give them tools to bypass it:

The "Third Party" Hook: Blame the school. "We learnt this crazy thing in class today..."
The "News" Hook: "Did you see that story about..."
The "Driver's Licence" Hook: "I can't wait to drive. Did you know you can tick a box..."

Key Concepts & Language for Teachers


