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\Welceme

JGeneralreles & responsibilities

S RECHUINING beard/chapter members
T Recruitment strategies

< @nentaton; e new: candidates

< Vietivating & energizing memhbers

< Elindraising tips & strategies to overcome
elstacles

« Group exercise: Making the ask
« Conclusion / Q&A




General Roles and

Responsibilities




GEReral Reles/Responsinilitiess off Nonprofit
BearE eI DIECIONS & Chapters

T Enancial

TPlanning/estanlisning goals, loeking ahead
AtRerthan drving thrt the real-view: mirror

TCeadership and Continuity,
‘TPersennel

T Poelicy

‘'Public Relations and Marketing

- Chapter Assessment and Evaluation




RECHUItING Boeara/Chapter
MEemers

ASSEsSing what you have




ASSESSINg Your Beard/Chapter's
Composition

b Examine YOUR! cuirent Board/chapter
Withrtihe help oia hoand grid

2, Coenduct a SWOT analysis of YOUR

Board

. Match the strengths and weaknesses of
YOUR boearnad/chapter with the life cycle of
YOUR organization




RECHUItING Boeara/Chapter
MEemers

Using the Board Grid




Boeard Grid

Board Member Names -

Demographics

Under 21 years

21-30 years
31-40 years
41-50 years
51-60 years
61-70 years

70 + years
Ethnicity
African-American

Caucasian

Latino

Asian

Native American




Boeard Grid
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Beard/chapter SWOH

cIHelps the hoeard/clhapter realize Its
SENENS and SHeCeMINGS

CViayrhelprereate a list of petential recruits
iorthe heard

«Helpiulin determining where the agency Is
Inits Lifiecycle development




RECrUlting Boara VMiembers
Assessing where You ARE In

PDevelopment




EiierCycles ol Nenprofit
@rganization

Governance
Stage

W ealth
Work

Wisdom

Start-up Stage | nstitutional
Stage




Eiier@ycle offa Nonprofit

T Beard/chapter reles change with the Life Cycle

T Beard compeosition should change with-the Life
Cycle

SHew well'yeurfundraise may. be determined by
WhHEre yeur erganization IS in its lifecycle

T Examine the culture of your organization

IHave: recent circumstances contributed to the
erganization’s desire to attract ether board members

[Dees the board resist getting involved due to Its
culture

\WWas your board designed as a fundraising board?




e Strategy: for

Recruitment




e RecUIting Strategy —
@VeERnIew

< Den‘tlese controli of the process. Serving
ERIYeUrbeard/chiapter should be a

privilege not a right

- You are netlecking for “‘warm bodies”

«ellfrecruits that your interviewing several

candidates; fior open
«Develop a written ap

noard slots

olication

o Recruit 2 to 3 NEW candidates at the

same time




RECIUING Strategy’ —
DEVeIepIng a List off Recruits

Use the Boand Grid anad SWOIL to guide you

Develeprnames of people whe matchwith the
AEEds of your erganization

Discand names that duplicate skills and

gualities of existing board members

Donit be afrald to add people to the list that
you den’t know — Don’t go into the process
loeking| for just anether warm body




RECIUIment Strategy’ — The Detalls

CUCKY/ T Step PleCEess

Stejprds
|[dEeRtiy thetep candidates

Step 2;
IHave o people gel out te coffee with the'top candidates

[DESErilkher e potential candidates what skills you think he/she brings to
tae beand and Why he/she was considered

Step 3¢
Eor these candidates where the first meeting went well, invite the
candidates in a greup meeting to your office




RECUIImeEnt Strategy (cont.)

Step 4:

IHave canadidatestill eut anrapplication and/er submit a resume so
candidate takes the initiative

Step s:

Have ther Board member( and.one other leader) set up a meeting to
negpliate the candidate’s rele, participation, time and

financial commitment as a board member

Step 6:
Election te the board

Step 7:
Determine and plan out orientation prior to FIRST board meeting




RECIUInel Beard/chapier Members
EinalNetes

“Develep Clear Expectations

CDefine What's expected ofi Board service
IHOUKS they: have available

Skill'and Expertise
\\W/ealth and connections

s Hjakeyourtime to recruit and make Board
SEervice be prestigious




@rentinmg New: Candidates




@rentnerBeard/Chapter Members

- THE KEY to SUCCESS

SRtEIew ancdimeet With board members
eguiany/

S Shoew Beard members your. facllity, historical
deCUMENRTS and financials

< Introduce them to stafff members, key volunteers
and clients

 Get them to understand your vision, mission
tArough stories from constituents

« Hit the ground running — Engage them early




@rentation —
[EStalelishra Budady System

< JASSIgnI anl existing member to check In

reguiady withra new member (first-3
MEEngs)

“IHave existing member email, telephone

e new member and answer guestions

JiHave the existing member take a new
Peard member to coffee

« Groom the new board members to
Pecome new leaders of the organization




[Factors that determine the
success of-the

pPeard/chapter member




ANENACritelie o SUCCESS
DEIEHMINES SUCCESS and engagement
ef the: heard

Relatiionships: are established between the
new beard memper andithe rest of the board

e erganizationis making| a difference In the
cOmmMURILY — demoenstrate this with at least 10

minutes at every board meeting

IS new member’s: time well spent — Are they
Using time well at beard meetings, etc.

IS'the new member learning and growing due
10 participation; in the board

- TThere should be 10 to 15 minutes devoted to
learning new things




Roele ofF the Board Chair
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ReIES o the Board Chair

« HIeHElp melvaie GLiers ie heceme. Invelved

« HIGraskimMEmBErS 1ol denate; ter the erganization on a
Veanasis

« 0 address the beand contract and make people
accolntanpieioFfuliling the contract

« o bearele model in Reseurnce Development Efforts

« jolCepradinate the efforts of the Development Committee
Withrthe whole Board

« Jolead the Board

« jo allow other opinions to be expressed and invite all
MEMmMBErs to participate




Vietivaung Boeard
VIEmBErS




Vietvaung Beard/Chapter Members

CIPersenalize therelanenship With your
Jealdl/ Chapler menbers

“lRvelve heard members In-as many
Programs and activities as possible. Invite
them te attend meetings with you, etc.

« Set high expectations early — people rise
1o the'level we set




Vietvaung Beard/Chapter Members

< Eeed yeur hoand memiers by conducting
Intellecitial Boarnd Sessions — [DISCuUsSS
ftnd2aIsing, marketing, at these sessions

“Eemma Care and Feeding Committee of
the Boeard

fiHave the boeard chalr spend time with new
Board members

o Have the Board chair take them out for
coffee/lunch




ps eRrERErgizing Your
Beard/Chapter Members

#




ERENGIZING Beard/Chall
VIEMBErS

CCenduct Yearly retreats
GEet 1o Knew: one anether
IHelp plan the year's activities

« Survey Beard/chapter Members Yearly

Use Survey moenkey as a tool to expedite
feedback




ERENGIZING Beard/Chall
VIEMBErS

SREMEMBEr the Personal fouch
(C2Aras oK Birthdays; anniversaries, etc.

‘TViake Board meetings ENTERTAINING,
Preductive and Educational

Start and End on time

IHave a 15 minute educational session conducted by
diffierent beand members

IHave a clealr agenda
Keep the meetings to 90 minutes
Invelve the hoard members In the discussion

IHave Action ltems Cleary Marked on the Agenda




Simple EunRadraising ldeas for
the Board

g




REIES O Boand/Chailr Members In
EURaraIsIing

T Beard/chiapler Isirespensinble for the financial
Well-Being oi the eraanization.

TEASIeriorapproachiioundations, corporations
and individuals i the board i1s committed

1i0 see that the Board/chapter passes the
Resoeurce Development and Yearly Operational
strategies

« ASsUre that fundraising IS erganizational rather
than an individual commitment




REIES O Boand/Chailr Members In
EURaraIsIing

[dERDI POIERAI PIOSPECTS

[DOBIFOPENENS

Strategists

AtiendiilRcheens, ceffiee & fundinganterviews
WhiiRg iiaank Yeu" netes

IHeSING Special events

Asking for$$$S

REcruiting commitiee & board members

Create a Board Contract
Define what Is expected ofi board members
Define what fundraising expectations are reguired
Sets Goals for the Board

1.
2.
3.
4.
5.
6}
/.
G
<)




Overcoming Opstacles to
EunRdraising

F)ﬂ




@PSiaCIes (eI EFunaraising

i Eear oI asking for moeney
Jlaleo of meney, religion & politics

2o i already donating my-time"
100 busy.

S, I dont have any rich friends”
Circle of friends and influence on others




@Vercoming Concerns

i Eear oif asking for moeney
Iiraining can help/ practice

Wiaat's the worst that can happen?
Diefiiem fear
Persen will say ne
RUIn & firendship




@Vercoming Concerns

Zo s imralreacy eenaing my. tume"

Programs depend onrpeople & financial
lESOUIces

Can't. denate time to pay for most things in
life
Ilnclude & encourage others to get involved




@Vercoming Concerns

Sy ldenihave any rchfriends”
Circle of friiends: & Influence on others

PEople give out of willingness & not
necessarily anility to give




2006 chiaiialnle giving
o2l ="%$295.02 billien

Corporations

$12.72
4.3% Foundations

$36.50

12.4%
Individuals

$222.89
75.6%

Bequests
$22.91
7.8%

Source Giving USA




IVPES) Gf rECIPIENTS Off contibutions,
fotall= $295.02 billion

International Envirenment
Arts, culture;  affairs

andanimails
and humanities ¢4 34 $6.60 Unallocated
5i12.51 3.8% ] 519, giving

Public-society Sy °\

benefit Foundations

$20.22
6.9

$29.50
) .
Healtn

Human —
services

$12090502 Education

$40.98
13.9%




VWhvaPeeple bonaier OR Don't

1Sense of helping; aiding those inineed
T Changing the waorld

T Creating a legacy. fior themselves or their family
1 rax break

‘T Because they are taught to or have an obligation
1612 higher purpese or calling

‘'Read — Who Really Cares — America’s Charity
Divide”




Erem\VWhe Really: Carnes

JAppreximately three-guarters off Amercans

gIve thelftine and money. to vVarous
charties,

chUrches, andl causes; the other guarter of
the

population dees not.”

Why...

Source: Who Really Cares
By Arthur C. Brooks




VWherReally Cares

EeuUrViajer Eactersiin determining whether a
persen Is likely to denate

L Sieng familiesiand persenal experience with
[he cause

. Church attendance

. Earmediincome (as opposed to state-
susidized Income)

. I'ne belief that individuals, not government,
ofifer the best solution to social ills-all




ViererEremiWihaoerReally: Cares

PEople Wiorarereligious give more across the
PEaE e all Causes than thelr non-religious
COUNLENRPaNtSs

« O average, religious people are far more
geneneus than secularsts with their time and
moeney. Religious people are' more generous than
Ssecularists towards explicitly non-religious
charties asiwell.

Giving supports economic growth and actually
creates prosperity

« Miany: studies show that giving and volunteering
Impreve physical health and happiness, and.ead
o better citizenship.




ViererEremiWihaoerReally: Cares

e werking peei mrAmerica give more to, charity than the middle class

TherAmerncan Working peor are, relative to their income, some of the most
GENErous peoplelintAmerica today e nenworking poor, however—those
O pukliciassisiance insiead erfearning low wages—qgive atlower levels
tian any ether group. Infetherwerds, peverty does not discourage charity in
America, huvweliane does.

Upper level inceme people often give less than the working poor

S Among Amercans Wit above-average INComes Who do not give charitally,
a majority say that tiey ‘don‘tiave enough money.” Meanwhile, the werking
POEr IRFAMErCa give a larger percentage of their incomes to charlty than
ainy/ e INcome group, Including| the middle class and rich.

Plus:
People whoe give meney charitably are 43 percent more likely to say they
anevery happy” than nongivers and 25 percent more dikely than nongiyvers
ter say thelr health is excellent or very good.




Group Exercise:

Making the Ask




e Viakinglthe Ask -- Prepare

SEIRC e IRiermaten alveut the prospect

Calculater the amount you: believe the-prospect
cainleonate e your erganization

T Cultivate: the relatienshipLbefore the ‘ask’
UNILEEESS an existing relationship exists

'Bling a coelleague (Boeard member, etc.)
OR the person who knows the contact




2, ViaKking therAsk - Prepare

T Practice withiinends — rollf playing will help
alleviaiernen/es

Utilize a propi— a written statement or bulleted
Infersheet that summarizes what you're asking
fer and why (Impact)

‘' Prepare your “elevator speech”




Sy Viaking the Ask — At the

Vieeting

USE YOUR IINEO torstant the conversation
LISTIENIte the prespect’s interests, ideas, etc.

PDESCRIBE your erganization’s needs
(Cencretely)rand Rew the prospect’s interests
may/fiv Withrthem

MAKE THE ASK — “Will you help us by
contrbuting $1.,000

PAUSE -- Moest important part in making the
ask Is;to stop talking




AZlVaKING e Aski= CounRternng
ANVpIcall RESPONSES

- INe) I'canft help yeu
<(Caniyournelprmext year? Or
DO VeU HaVve Ideas e people tor approach
« fcanit denatertiat mueh
«'Redefine the askramoeunter spread over multiple

Vears
« Iais a ot eff moeney.
* DIscuss other ‘like” donations from major domors

« Realffirm that It IS a let of money and reaffirm how
critical their support would be




AZlVaKING e Aski= CounRternng
ANVpIcall RESPONSES

N Reed otk anout i
-‘Needstiellow tp

- Scheduler a specific date: fier fellow up

< YES, I'll help

«WWhen can we anticipate the giit?




SyAERervVieetng

<Hiankyeuetier

< (CallNrem a heard memoer

“lRvite tera teur or gathernng en program. or
AIO|ECH'S Progress

‘ Provide written updates and information
periedically

« Buildthe relationship. Don’t just meet
WhHER you need the next gift




Meaking the Ask - Errors

TNt asking for'the giii
TINGirasking fera lage enough gii
T INetlistening — talking too much
!INot asking guestions

Hialking Inraldstract terms about organization
lather than stating how: the org Impacts its
clients

‘!Nt belng flexible about what you're offering the
Prospect

Nt knowing enough about the prospect and
thelr interests, etc BEFORE the solicitation




Meaking the Ask - Errors

s JASKIn@ e the glit teer soon

CISpPEeaKInaAamEr tian remaining silent after
2SKING oK the giit

« Settling oni the first offer from the donor

When you knew: they can donate much
more

« Noet cultivating the denor; prepardation and
ielatienship building.




Practice Makes Perfect




EACE o EACE EXxercise

- Break: Inte greups of two's.- One-person
dees tiie ask fior 3 minutes and the other
PErsenRIespond. Then switch roles

« Make the ask

« Jiell'us one thing you discovered during
e exercise and about your prospect

* Prospect — Tell us one thing you
discovered about HDSA
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