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THE GO TO WEBINAR
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BOARD FUNDRAISING WEBINAR OVERVIEW

|. Fiscal Responsibilities

2. Requirements & Expectations
3. Developing a Plan

4. Training & Support

5. Alternatives to the “Ask”

6. Tracking Implementation

/. Celebrating Success
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LEGAL DUTIES OF DIRECTORS

. Duty of Care Duty to Manage Accounts:
Duty of Loyalty Ensure financial accountability and that
. Duty to Manage Accounts the organization maintains fiscally
Duty of Compliance responsible and sustainable operations.

Establish an annual budget

Ensure proper use of restricted funds (grants) and public donations

Accurate financial records

Establish financial management and internal accounting policies with checks & balances
Establish fund-raising: plans, policies, requests, honest appeals

Ensure transparency and public accountability with respect to use of financial resources and assets




MAINSTREET BOARDS:
WORKING VERSUS GOVERNING? ACTUALLY BOTH!

MainStreet/ ACD Boards

Focus on implementing revitalization projects, while also maintaining traditional roles of
policy development and governance

Governance Work Program Work Fundraising Work

All Boards have the fiduciary duty to help their organization fundraise and
to use those funds responsibly in service to its mission.




SHARE YOUR FUNDRAISING EXPECTATIONS
WHILE RECRUITING

SAMPLE BOARD MEMBER GIVE/GET COMMITMENT FORM

Each Board member should give what he or she can. Some will be able to give more than
others, but every Board member must give annually to set the example for other donors and

funders.
» Recruit and orient board members with clear expectations. Fans
My personal giving goal:
° . . . . rsona e$ o e eatre To sl ortT our resource developmen
» Communicate that contributing and bringing resources s o T e e

into the organization is part of the job description. il make:
o One annual payme
o Quarterly pF:yymen:: of §
m] Monthly payments of $

» Not communicating this, or recruiting board members who

My goal for getting donations:

refuse to fundraise, sets the board up for fundraising

As a Board member, I will personally get (raise) at least $ from outside
sources.

failure and frustration.

T will solicit $ for the special event.
I will assist in building our donor base by soliciting a total of new donors.

I will

> C rea—te a Boa rd M e m be r G ive/G et CO m m itm e nt Fo rm a-n d I agree to participate in other fundraising as needed. I accept this commitment as an understanding

of my responsibilities as a Board member.

require a donation of some sort from each board member.




WHY REQUIRE BOARD
MEMBERS TO GIVE!?

¢ Creates “skin in the game”.

**Indicates the board member has committed to
the organization and its mission.

“*Makes public declaration that board member
has invested in the program.

“*Encourages other donors to give, by example

“*Impresses grantors and other funders, some of
whom require 100% board giving

**Remember that not all board members
can give at the same level.




LETS GET STARTED!!

But WAAAAAAAIINIIT?

HOW do board members get involved in fundraising?

WHAT do they actually need to do?

We need a PLAN!!!




WHY DO YOU NEED A FUNDRAISING PLAN?

» Prioritize your projects Prioritize

» Target your resources and energy effectively
Target

» Articulate your goals and activities to

potential donors Articulate

» Guide the actions of the individuals involved
Guide

in the campaign

» Provide structure and create a timeline for mplemen

Plan

implementation




WHO SHOULD BE INVOLVED IN
DEVELOPING THE PLAN?

* Board of Directors e Stakeholders (current donors, volunteers,

* Leading development of fundraising strategies clients, other community leaders, etc.)

 Sharing their ideas, contacts, talents and skills (this

* Setting fundraising goals
also applies to staff and board members!)

* Ensuring the organization has people, budget and
other resources needed to meet revenue goals

o Staff

* Providing input into the planning process
* Supporting the Board’s strategies and goals

* Driving implementation of the plan




EFFECTIVE EDUCATION & TRAINING

People who say they won't assist with fundraising often mean,
"l don't feel comfortable with or know how to ask someone for money."

Hold a board retreat or fundraising training session

* Guest Speaker — successful fundraiser from another board Educate

 Bonus if they were a “reluctant” fundraiser Board members must understand:

* Internal Expert — experienced fundraiser from the board o Dlsslen eif e ernbadien

 Shares the basics of their fundraising approach 0 e E (DR 1 Gerinis;

. S R f d o o
e Board members practice and develop: €ason you are tundraising

* Pitch

Benefits to donors and/or sponsors
* Mission Moment

Resource development training is required for fundraising success and an ongoing process.




THE “PITCH”

* Two Components
* Organization description
* A pitch, aka the ask or call-to-action

* Develop a succinct description of your organization
* Don’t use jargon or unnecessarily formal language

* Engage your audience

* Encourages them to learn more about your organization

* Excite them to become involved.

ME
L

2,
éia The “Pitch” is your elevator speech. Use it when you just have a few minutes to share your message.
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THE “MISSION
MOMENT”

Short inspirational examples of how your

organization is making an impact

Convey to donors what your org does, even

if they have never participated

Use real people — volunteer, business owner,

vendor, board member, staff

Keep your story under two minutes
* Donor should ask questions at the end

Share real results

AGAIN, Don’t use industry-related jargon!

Four Elements:

|.  An example of how your organization has

helped an individual, group, business,

community, etc., including exact results, both

tangible and intangible.

2. Specific Messages about the project, event,

program, etc.

3. Your money story — how much do you need

to raise? How much have you raised so far?
What does raising that money mean for your

organization, the district, community, etc.?

4.  Why does your organization exist! What is

its purpose?



FUNDRAISING SUPPORT

e Develop a donor portfolio for board members e Arrange some fundraising “wins”

* List of prospective and existing donors to cultivate * Pre-solicit a donation over the phone

and steward throughout the year. : : e« ”
& 4 * Take a first-time fundraising “asker” to meet the

* Phone calls, face-to-face meetings and interaction at donor and test out their “mission moment” story

organization events. : : ,
& * Donor is ready to give, “asker” gets a “win”

* Create ownership, build relationships

* Veteran board fundraisers mentor the least Resource Development Materials

comfortable or newbies.

* Solicitation Letter - Organization Brochure
e Staff accompany board members on face-to-

: : * Sponsorship Forms - Annual Work Plan
ace meetings.

: * Economic Transformation Strategies
e Board president and/or staff meet one-on-one °

fundraising comfort level/progress




FUNDRAISING “ASK” ALTERNATIVES

Remember, FUNDRAISING is a skill that can be learned!

However, some people will NEVER be comfortable with the “ASK” ...

There are MANY tasks involved

Break fundraising plan activities down into simpler tasks. in the fundraising process:

' ' Research - Planning - Organizin
Provide a checklist that allows board members to select 8 8 8

(or not) specific activities and tasks. Recruiting - Relationship Building

Outreach - Materials Development




CREATE A LIST OF FUNDRAISING TASKS

* Develop fundraising plan * Write fundraising email/e-newsletter

* ldentify fundraising activities * Write letters to personal contacts

* Plan fundraising $$ pyramid * Add hand-written sticky notes to letters

 Set fundraising timeline  Participate in face-to-face “asks” with the staff
e Brainstorm potential donor names * Place follow up phone calls

e Research service club funders e Use social media to promote fundraising events
* Research donations to other nonprofits * Host donor receptions

e Research online giving platforms  Assist in presentations to other organizations

e Create fundraising videos * Call donors and personally thank them

e Create fundraising brochures e Make donor thank you gifts

e Update website to reflect new campaign e Handwrite thank you cards
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TRACKING TASK IMPLEMENTATION

The board is trained and has identified which tasks they are willing to undertake.
How do we track their progress and ensure tasks are being implemented?

» Develop a timeline matrix of board fundraising tasks to track progress

» Prior to each board or fundraising committee meeting, ask each board member to
update the matrix, and then review progress at the meeting.

» Make fundraising a regular agenda item at each board meeting.

»Hold everyone accountable for their commitments and task implementation.




CELEBRATE SUCCESS

Board members require the same care

and attention as all volunteers.

Though they have a fiduciary duties to
the organization, they deserve
acknowledgement and praise.

Remember, when working with money,

it's very easy to measure success!!
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CALM
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QUESTIONS?

AMY M. BARNHART

NMMS ORGANIZATION REVITALIZATION SPECIALIST
AMBCONSULTINGNM@GMAIL.COM - 773.368.7557

Sources:
http://www.thirdsectoronline.com/page.cfm?pageid=14225
https://www.thebalance.com/how-nonprofit-boards-make-a-difference-2502002

http://www.afpnet.org/ResourceCenter/content.cfm?ltemNumber=2854
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