Board Fundraising That Works

By TERRY AXELROD

hink about the best experience
T}rau've ever had being a board

member or volunteer of a non-
profit organization. It seemed like
whatever vou did just worked bril-
liantly. It never felt like anyone was
taking advantage of you. You felt
completely appreciated from the get-
go. In faet, they showered you with
nice notes and appropriate little good-
ies. They took into consideration your
other time commitments. They includ-
ed your family in various activities,

In a nutshell, they honored vour
time and talents, gave you a fun and
challenging assignment, and support-
ed you with great staff to have you
and the project be successful. They
showeased your strengths and had
others magically available to cover for
your weaknesses.

You still have a warm feeling
when you think about it.

1t's the Golden Rule of working
with boards and, too often, it goes
without saying: Treat yvour board
members as you would want to be
treated. Be even nicer to them than
vou're already being, Make this the
single best volunteer experience
they've ever had. Treasure them as the
litelong friend and supporter they will
become. Speak to their most noble
and generous qualities. Keep recon-
necting them to your mission.

Check Assumptions

Now, check out these assumptions
about the realities of your board;

Someone in your organization
{most likely vou) spent a lot of time
recruiting each board member. You
identified the categories of expertise
needed: human resources, real estate,
finance, fundraising, etc. You diligent-
Iy courted each potential board mem-
ber, checked them cut thoroughly, and
then popped the guestion. You were
thrilled when they accepted.

You had them read over your
written agreement of expectations for

board members: number of meetings
to attend, serve on a committee, ete.
You made sure they digested all the
fine print about their fundraising
responsibilities. They signed off on the
deal.

Susan, the CPA, your fresh and
eager new board member, arrives at
her second board meeting. One of the
main agenda items is, of course,
fundraising. I1 just happens to be the
time of year for the big annual ban-
quet, golf tournament, or the annual
fund drive,

Before she has even gotten orient-
ed to the basics of being on the board,
Susan is being asked to do the part
she most dreaded, Yes, she did know
this was coming, and she did agree to
help. 5o she takes a deep breath and
scans her address book for her 10
closest friends or colleagues whao she
knows can't refuse, After all, she's
helped them in similar times of need.

Let’s stop here, for a minute, and
reflect on how it feels to be on the
receiving end of one of Susan’s asks,
In most cases, the person cannot say
no. Their relationship with vour board
member, whether professional or per-
sonal, would make it very awkward to
refuse. Yet as soon as Susan goes off
your board, they stop giving.

Mot that it was a bad organiza-
tion. On the contrary, they were prob-
ably doing very great work, Had the
organization taken the time to educate
and cultivate Susan’s friend personal-
Ly, she could have become a lifelong
supporter in her own right. But that
did not happen. In the eyes of the
organization, this donor was Susan's
friend, so they left her alone, not
wanting to intrude.

In terms of their love of fundrais-
ing, vour basic random sample of
board members pretty much mirrors
the basic population. In other words,
fundraising is just not everyone's bag.

The same folks who may be bril-
liant at strategic planning or human
resources, may not have the bug for
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Board
Member
Roles

As many of us have
learned the hard way,
pressuring board mem-
bers to do fundraising just
doesn't work.

They may say they'll
make those three calls,
but never seem to get
around to it. Or their
attendance slacks off at
meetings and eventually
they withdraw or resign
from the board feeling

guilty, inadequate, and
frustrated.

Take heart! There is
another way—a way to
keep everyone happy and
still have a successful,
robust fundraising pro-
gram. In our Benevon
Model for building a sus-
tainable funding, there
are three roles for board
members,

They are:

A Inviting people to
introductory events

A Personally thanking
donors for gifts

A Giving money
themselves

— Terry Axelrod

fundraising. You didn't initially recrnit
them for their fundraising expertise.

On the other hand, there is that por-
tion of the bell-shaped curve that actual-
ly enjoys asking others for money. Those
are the folks vou recruited intentionally
to fill the fundraising slots. You put them
on the development committee.

At the proper point in the fundrais-
ing/cultivation cyele, these folles will be
of great help. But not until your poten-
tial donors have been personally intro-
duced to your good work and have
become more involved.

As many of us have learned the hard
way, pressuring board members to do
fundraising just doesn't work.

They may say they'll make those
three calls, but never seem to get around
to it. Or their sitendance slacks off at
meetings and eventually they withdraw
or resign from the board feeling guilty,
inadequate, and frustrated.

Board Member Roles

Take heart! There is another way—a way
to keep evervone happy and still have a
successful, robust fundraising program.
In our Benevon Model for building a sus-
tainable funding, there are three roles for
board members.

They are:

* Inviting people to introductory
evenls

* Personally thanking doners for
gifts

* Giving money themselves

Let’s look at each of these roles:

. Inviting People to
Introductory Events:

Regardless of their personality type,
whether introverts or extroverts, we can
assume vour board members signed on
because of their commitment to vour
migzion. At a minimum, they should be
excited enough about what you're doing
to invite a few friends and colleagues to
come and check the place out. Take a
tour, Come to a little box lunch dog-and-
pony show presentation or a reception or
dessert at someone’s home. No solicita-
tion will be made. It's just to come and
find out—to help you spread the word.

Set it up with an easy enough struc-
ture so that it's a no-brainer for the
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board. Help them come up with their
invitation list. By when will they: Make
the calls? Do their personal reminder fol-
low-up calls? Offer to drive the person to
the gathering? Or perhaps they'd like to
open the door by extending the initial
invitation and have vou or another staff
member follow up.

It's your job to take it from there, if
needed. Give their friend the royal treat-
ment. Show them around, talk with them
at length, Get their thoughts and advice.
Then call the referring board member to
give them the great feedback. They'll be
delighted that the person showed up and
truly enjoyed it

Finally, at your next hoard meeting,
hand out a list of everyone who attended
an introductory event the prior month,
with the name of the board member who
invited each of them. Not only does it
give the person a little recognition, it lets
the others see the guest list, which is also
very helpful for overlapping confacts,
The second board contact can put in a
good word the next time they run into
the person,

11. Thanking Donors for Gifts

When was the last time you received
a personal thank-you call from a board
membaer for your contribution 7 You
would definitely remember,

Mot that it has to be a big deal. A
simple voice mail message over the lunch
hour will suffice, “Hello, my name is
Sharon or Dave ¥, I'm on the hoard of
the Association for Blind Students. I'm
calling to thank you for your generous
donation last month. We truly appreciate
it." End of story.

In most cages, if your board person
times it right, they won't even have to
speak to a real donor. They can just leave
upbeat, truly-appreciative voicemails. If,
heaven forbid, a real person should hap-
pen to answer the phone, it will most
likely be a friendly real person. They can
have a niee, brief conversation and learn
what compelled the donors to give.

At the next board meeting, have the
board caller report on their calls. Let
them share any anecdotes. They will look
good to their fellow board members. Tt
will inspire others fo sign up for thank-
yvou duty the next month, Stick with this
every month for a year and your repeat







