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Allene Professional Fundvaising

Let Your Light Shine

Aliene Professional Fiu wdraishy

Building a Better Fundraising Board in 2011

The Treasure Map Exercise

The best way to conduct an individualized Treasure Map exercise is one-on-one although it can be done in a
group if necessary. Simply do the following:

1.
2.

3.

Take a blank sheet of paper and write the Board member's name in the middle of the sheet.

Around the name (leave plenty of room) like a constellation, write the Board member’s answers to the
next several questions.

Ask the person: “what group or groups of people do you come in contact with on a daily or weekiy
basis?” [Write these down as described above ]

Then ask: “For each of these groups, what do they have in abundance?” [Write these answers under
each group name. The answers will most likely be money, time, love, contacts, etc. but probe deeper if
they are having trouble; everyone has something in abundance even if it's garages full of gently used
recreational equipment.]

Finally, ask, “what would this group’s motivation be for becoming involved in our organization?” [Write
this answer under the other answers for each group. Answers will vary but can be guilt, tax write-off,
'because | asked them’, desire to give back to the community, etc.]

Once your map is complete, show it to the Board member and he/she will see that they do indeed know
people who have something to give and a reason to give it. Then ask them which group they would
feel the most comfortable reaching out to. Help them formulate a way they could do that such as phone
calls, letters, e-mails, holise parties, or “lunch and learns” at your office. Remind them of their treasure
map from time to time and use it as a tool to help them cultivate donors.

The Board Thank-a-thon

The Board Thank-a-thon can be done a number of ways and is implemented the same way a traditional phone-
a-thon is (donor information, usually printed on some kind of form, given to each caller, etc. and callers calling
from the same location at the same time). Here are a couple of tips:

1.

3.

You will have to do plenty of homework to set up the Thank-a-thon but the most important task is
training your Board members how to do it. Be sure fo create a script that is sufficiently open-ended for
them to feel comfortable using and conduct a training on the script and the phone-a-thon processes
prior to calls being made. Board members “going rogue” on the phone is not a good ideal

Board members can either call people, thank them and update their information; or they can renew past
year gifts in addition. it’s up to you but having them ask for money increases the competitive nature of
the event and some Boards really like that and have fun with it. Other boards are completely
uncomfortable with it so don't force the issue. The main thing is getting your Board members in touch
with people who care about the organization.

Be sure to support your Board members while on the phones in case they run into an unhappy donor.

P.O. Box 496

Lithopolis, OH 43136
614-893-7843
www.allenefundraising.com
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Board Development: 15 (or more!) Ideas You Can Act Upon THIS YEAR to
Develop a Fund-raising Board

List of Candidates:

» Maintain a list of prospective new board members
State why this individual would be a benefit to the organization

« List experience with other boards, history with the organization, or unique
talents of prospective board member

« Detail past history with the organization, is the prospect a current donor?
(individually or corporate)

« Does prospective member require additional cultivation? Is this an immediate
prospect or a longer term prospect. If longer-term, what are action steps to
further cultivate and increase their involvement and interest?

« What are the experience/expertise needs of the current board, and how does
prospective member fit into that mix ?

The nominating process should not be a brainstorming session of board members,
conducted once a year, it should be carefully planned, and the executive staff should
be driving the process and feeding information and structure to the overall process.

The nominating committee should study past performance, acknowledge the time
and talent requirements of its board, and recognize the unique characteristics of
individuals who have proven to be good board members in the past.... aswell as
the operating characteristics of the organization's board. Are board meeting held
during business hours or after hours, and how does that impact the selection of
candidates and the attractiveness of board service to the candidates. If a corporate
representative is target, they may view board service as job related, and thus prefer
to work with your organization during regular business hours, rather than mornings,
evenings and weekends.

Nominating Committee / Information Screening of Board Prospects

The nominating committee should really be a Committee on Trusteeship, working to
encourage the full participation of all board members, and monitoring board
performance during their term.

Screening: Be sure to have a clear definition of the organization's expectations for
board performance. State the job description and don't apologize about work and

expectations for performance. Simply stated, if the organization wants more from

their board members, then they should ask for more, clearly and explicitly.




Screening: Understand the potential board member’s personal interest and
commitment to the organization's mission: What is their motivation for service?
Donors have needs, and board members have needs. What is this individual's needs
and where do they find their motivation for board service.

Evaluate Board Performance

Track performance, meeting attendance, participation on committees, giving history,
and contribution during meetings.

Based on initial reasons for board recruitment, did this individual bring their unique
talents to their board service.

Evaluation is a tool. So evaluation of performance must then be used. Report on
board performance so that the organization creates peer accountability for
performance. This analysis should also be used by the Committee on Trusteeship to
further guide and support the individual members of the board in the fulfillment of
their responsibilities. Evaluation and analysis should not be used exclusively as a
negative reinforcement, but as a management tool. Acknowledge and celebrate
those who fulfill and excel in their duties as well.

For more information:
john Goettler CFRE
President

Goettler Associates, Inc.
614/228-3269 X102
john@goettler.com




Trudy Pieper, CFRE trudypieperphoenix@gmail,com
Debbie Beyer debbiebeyerphoenix@gmail.com
- N Cindy Viglet cindyvioletphoenix@gmail.com

\/ P hoenix
i Consulting

11057 Jug St., Jjohnstown, Ohio 43031, 614-560-5284

Tips for developing a fund-raising board
1. Romance — Teach your board how to cultivate donors.

Wihy? Keeping your donors is easier than finding new ones.
AFP article 2007, AFP & Urban Institute’s Center found for every 6 new
donors charities attract, 5 current donors stop supporting the
organization,
Cyngus Applied Research found that 90% of first time donors will be
lost by the 5" tenewal request.

4R¥s of Solicitation

Research 20%

Romance 65% - Board’s Responsibility

Request 5%

Recognize 10%

4 General Formats: Materials & Information Personal Contact
Events & Dinners Tangible [tems

*  According to Penelope Burke & Cygnus Applied Research Inc
(www.cvoresearch.com)

85% of individual donors and 100% of corporate donors said a thank you call form a

board member would influence them to give again.

84% of donors would give more to charities that provide prompt gift

acknowledgements and show how their gift made a difference

o Get out into the community and drink coffee with interesting people.

¢ Real signatures of CEOQ & Board Chair on letters

e (offee with the President

» Tours of service in action

s Insider’s newsletter

*  Send news articles or pictures

2. Be intentional! 5% of your constitueney can give a major gift

Create a prospect list for your board to help you qualify to determine your 5%
Qualify by Interest & Ability Rate High or Low

High Interest and High Ability top prospects

Low Interest and High Ability next level prospects - need cultivation
High Interest and Low Ability volunteer potential
Low Interest and Low Ability invite to special events

Also can use data mining companies to assist or you can pay a fee to use their resources

“The definition of insanity is doing to same thing
but expecting different results” - Albert Einstein




Vi hams
49 44

tiehanne
§0 47

Paukdig
R

Van Wert
S0 35

© o Necer
$0.53

Prebte
80 80
D

Cincinnati

; Trudy Pieper, CFRE trudypieperphoenix@gmail ,com
> l Debbie Beyer debbiebeyerphoenix@gmail.com
Q Cindy Violet cindyvioletphoenix@gmail.com

11057 Jug 5t., Johnstown, Ohio 43031, 614-560-5284

10 Year TOW for 2005 - 2015 - Billions
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3. Low Hanging Fruit — Boards should participate in the TOW

The Transfer-of Wealth during the 10 years of 2005 to 2015 in Franklin County is
estimated by research funded by the Rural Policy Rescarch Institute funded by the
Kellogg Foundation will be $14.96 Billion

Ask your board to launch a Legacy Society with their commitments building the
momentum

“You won’t get if you don’t ask” — Cygnus 2010 research found 1 in 3 Americans who
have a will said they would definitely or would strongly consider the possibility of
including a bequest if asked by a trusted charity.
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Top 10 Board Member New Year’s Resolutions

It's that time again — for turning over a new leaf, for
reexamining our work and life, for refocusing on what we
really want, and for refreshing our commitment to good
works.

Here are some great New Year's resolutions for nonprofit
board members.

If you do these, you'll set an example and be a “spark
plug” for your organization — and you'll also help make the world a better place through your
favorite nonprofit.

1.  Get more engaged.

Your nonprofit needs you to pay attention to your job as a nonprofit board member. Nonprofits
don't need disengaged bosses. And yes, you are the boss — you're the legal fiduciary guardian
of your nonprofit. The staff — through the Executive Director / CEO — report to you. Your favorite
nonprofit needs YOU to lead, to question, and to actl

Z. Have a bias towards action.

Do something. Your nonprofit needs more than talk out of you. Don’t be one of those board
members who think his or her only job is to come to meetings and pontificate a bit. Look for real
actions you can take to help the cause. Ask the staff what they need you TO DO this month, this
quarter, this year.

3. Think big.

You're not going to change the world, save the environment, feed the hungry, change your
community, by thinking small. And there is great power in a big, wildly exciting vision! You
attract people — and resources — to your cause. Energy is everything when you are trying to
create change.

4. Be optimistic, no matter what.

Ban the handwringing and naysaying. Negativity is self-defeating and deadening. It wipes out
energy and passion. It deadens momentum. Be the board member who has the point of view of
abundance rather than scarcity. You'll influence the rest!

5. Go back to your vision over and over and over,

It will keep you excited, focused, passionate, and results-oriented. If you feel jaded or bored,
ask yourself why you really care about this cause and this organization.

You'll fan the flames of your passion and your energy. You'll feel deep personal satisfaction
when you see the results your organization is creating in people’s lives.

555 Metro Place North, Suite 500 ¢ Dublin, Ohio ¢ 42017 ¢ Phone: 614.766.GIVE {d483)
Email: Michelle@CramerFundraising.com ¢ Web Site: CramerFundraising.com
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Forward Thinking. Forward Fundraising.

6. Be the catalyst; be the provocateur.

Challenge, challenge, challenge the status quo. Remember Jack Welch's quote: “If the change
is happening on the outside faster than it is on the inside, the end is near.” Well, guess what —
that goes for nonprofits too. Too many nonprofits plan for the future based firmly on the past.
Be willing to ask, “Why are we doing this?" If needed, point out the elephant in the room that
everyone is too polite to mention. Be willing to examine your nonprofit's business model if
needed.

7. Make your own proud, personal gift to support your organization.

AND encourage the other board members to give. If you don’t put your money where your
mouth is, you have absolutely no credibility. Set an example. Don't be afraid to bring up the
subject of board gifts in board meetings. Be willing to talk to other board members about their
annua! commitments.

8. Support the staff.

Ask them what they need from you. Ask them how you can support them. The staff is carrying
the weight of enormous responsibility on their shoulders. Pay them competitive salaries.

Don't let them overwork in the name of the cause. Return their phone calls. Respond to their e-
mails. Tell them what a great job they are doing. A self-confident staff will perform at a high
level.

9. Introduce 10 of your friends to your cause.

See if you can get them on your organization’s bandwagon. You’re not asking them for money.
Instead you're trying to get them to join the cause. Have a porch party and invite your friends to
mest your Executive Director / CEO, or take a group on a tour out in the field to show them the
good work your organization is doing.

10. Be a sneezer and spread your organization’s viral news wherever you go.

ldeas are like viruses—they are contagious, spreading from person to person.

You want to create an epidemic of good buzz about your organization all around.

All your friends, family and business associates need to know about your passionate
invalvement in your cause. Say, “Did you know that . . . ?" or “Can you imagine that xxxx is
happening in our community?" Before you know it, they'll be engaged and on your bandwagon!

| challenge you to MAKE IT HAPPEN in 2011. There’s too much at stake!

Don’t be bystander. Move Forward and Make it happen!

555 Metro Place North, Suite 500 ¢ Dublin, Ohio ¢ 43017 ¢ Phone: 614.766.GIVE (4483)
Email: Michelle@CramerFundraising.com ¢ Web Site: CramerFuncdraising.com




woaBuIsiepuRJIBWes) :aS gAML WodBuisielpunRweI)BaARyaIN ewg
(g8y) IND 99 719 ouoUd
ZL0SF OO ‘UHYNQ 005 SHNS “UHON 30BId 0591 565

LU} J2U] 1€ Joqiia PIEDY € 10U SBAR -
DUNBIW POy L0 JUBSQY O

[e5z5 o5 J05_Joszs Jos Jovcss (e [0 [z o 1+ 1o M T [0 [T 7 ST1i01]

m il g = m nou m ] m - = = =
g ~
d2le |5 B 1§ 38 (| |2 12 & |2 18 B I 12 I 2 |2 |o
S0 (3 = 2 e = 4 S S 3 S ] 2 a =S £ = b 3
E W Wm E) m @ ..V.. o > - - = .m E = it R 3 2 G <
- = [=% .m”: =4 w0 um b ™ - m m o H - = - m m.v
m r B
uonedpried ARJSUOK UOGEdDILIE] S9]JIILI0T 7167 "0 BUNC - 0702 T APDT 11/
adnseadlL JuI el SUILL
pieog sjdwes TT0TAd
’ 1 Bupiig] paomiog
S3IVIDOSSY 8 dIWVAD

uogen|eAs sOGUISp pieog



CRAMER & ASSOCIATES ({3

Forward Thinking. Forwerd Fundraising,

5 NO ASK Fundraising Strategies for Board Members
NO ASK fundraising strategies? What can | possibly mean?

If your board members flee when they are asked to help in fundraising, you need a new
approach and some new ideas. So here is a wildly different approach to try:

Tell them they DON’T have to ASK if they don’t want to.

Let's find some practical, easy ways your board members can help in fundraising, without
soliciting. They can open doors, and help you find new friends and donors — without having to
solicit.

Here are my favorite five ways to use board members in fundraising, without soliciting. It's just
the start of a long list of productive jobs they can do to raise friends and help create a
sustainable fundraising effort.

1. MAKE FRIENDS FOR THE CAUSE

We need to capitalize on our board members’ personal social networks to further our
organization's urgent work solving community problems. So the job is clear: we have to ask our
board members to introduce our organization to everybody they know.

Your board members need to be roaring advocates for your organization; they need to talk
about it wherever they go. They should be all over their friends, teiling them why it matters and
urging them to get involved.

Actually, you want your board members to start an epidemic—of good news about your
cause that will spread through your community.

Make Your Board Members into “Sneezers”
Teach board members how to be sneezers — spreading the idea virus and conveying excitement
about our cause everywhere,

2. IDENTIFY YOUR ORGANIZATION’S VIP PROSPECTS
Who are the important people who could catapult your organization’s future? | call them VIPs—
for Very Important Prospects.

These individuals may be civic, political, philanthropic, religious, corporate, or social leaders in
your community. They may also be among your current donors or on your prospect list.

555 WMetro Place Morth, Suite 500 ¢ Dublin, Ohio ¢ 43017 ¢ Phone: §14.768.CGIVE (4483)
Ermail: Michella@CramerFundraising.com ¢ Web Site: Cramarrundraising.com
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Let's start our board members on a strategy that | call “The VIP Prospect Game.”

It's a seamless, easy, polite way to get your board members talking about WHO THEY KNOW
and HOW THEY CAN GET THE DOOR OPEN. And this can be a tough conversation to pull off
with them, as we all know.

3. GATHER FRIENDS WITH SMALL SOCIALS

You can expand your community relationships and make friends fast through gatherings such
as Small Socials. This job is perfect for social board members who have many friends and like
to socialize.

A Small Social can take several formats. It can be a coffee, a tea, dinner, a porch party, a
cookout, or cocktails. It can be breakfast meetings or luncheons. It can include 3 people or 100.

When in doubt, throw a party!

Follow these rules for a successful Small Social:

1. A board member or volunteer invites people and hosts it.

2. There is no charge.

3. It is a cultivation event designed to fire up people about your cause.
4. A plan is in place for following up after the event.

If you don’t have a follow-up plan, don't do the event at all.

Small Socials always have a short presentation in the midst of the socializing. The board
volunteer host should welcome everyone, and the Executive Director / CEO gives a short
high-impact message with a clear call to action at the end.

4. BECOME A TOUR GUIDE — AND SHOW HOW WE CHANGE THE WORLD, OUR
COMMUNITY, ETC.

Board members can host tours to bring prospective friends closer to your organization.

A carefully scripted tour can be a powerful way to demonstrate your organization’s good work
and to illustrate unmet needs in the community.

The tour lets your work speak for itself.

Your guests will hear staff members or even clients/students/stakeholders express in their own
words their personal first-hand experiences with your organization’s mission— and the good it
does—in the community. A well-planned tour also has the board volunteer's welcome, the
Executive Director / CEQ’s visionary message, and the same follow-up plan.

555 Matro Place Morth, Suite 500 ¢ Dublin, Ohio ¢ 43017 ¢ Phone: 614.766.GIVE (4483)
Email; Michello@CramarFundralsing.com ¢ Web Site: CramerFundralsing.com
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5. OPEN THE DOOR WITH ADVICE VISITS
We all know that within our board members’ social networks there is a gold mine of potential

friends and donors. But they usually are not sure how to open the door o their contacts without
seeming pushy.

But they can ask their friends for advice, guidance and counsel about their favorite project. And
they can do it in person.

“If you want money, ask for advice. If you want advice, then ask for money.”

You're really having a treasure hunt, because when you get together personally with someone
for an exploratory conversation, you are not certain what you will find. But you always end up
making a friend for your cause.

People are usually flattered when someocne approaches them just to ask for advice. You would
be surprised at the number of doors that would open if you just ask for advice.

555 Metro Place North, Suite 500 ¢ Dubfin, Ohio ¢ 43047 + Phone: 614.766.GIVE (4483)
Email: Micheilz@lramerFundraising.com & Weab Site: Tramerkundraising.com
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Feedback Feed-Forward Sample Questions

1. How were you introduced to the organization and why did you join the board?

2. How has your experience been as a hoard member?

3. Do you believe your expertise/skills are being utilized?

4. What do you enjoy most about being a board member?

5. What is your favorite program? Why?

6. Are there areas in which you believe we need to improve as a board? As a staff?
7. Do you know someone that might be a gocd candidate to join our board?

8. Do you feel you add value to this board?

9. What has your experience been in terms of introducing people to the
organization and/or cultivating new potential donors?

10.What has your experience been in terms of asking for money?

11. What are your personal goals as a board member? How can | help you achieve
them?

12. How do you view the role of the board as a whole?

i.e. Does the board represent the organization in the community appropriately?
Do you believe they act as ambassadors? Do they follow-through with
commitments as a whole? Are they adequately knowledgeable about mission
and purpose of the organization?

555 Metro Place North, Suite 500 ¢ Dublin, Ohio ¢ 43017 ¢ Phone: 614.766.GIVE (4483)
Email: Michelle@CramerFundraising.com ¢ Web Site: CramerFundraising.com




