Ethics in Fundraising
July 12, 2001 Joint AFP/GPA Meeting
Summary

Professional Obligations (Carol LeMasters, Patty Lavy)
1. Talk issues through with someone else – Don’t try to convince yourself about a decision on an issue. Discuss the issue with another person in the field with experience working with donors and/or addressing ethical issues, as well as good legal counsel.  It is fine to get a second (and third) opinion. 
2. Be open-minded to other points of view – While there might be detailed rules and regulations covering a variety of legal issues and procedures, there are few, if any “fine cut” ethics rules. As discussed in point one above discuss the issue with another person in the field with experience working with donors and/or addressing ethical issues, as well as good legal counsel.  It is fine to get a second (and third) opinion. 
3. Trust your gut feeling and beyond – Life experience is a great teacher; and we’ve all acquired an inherent sense of what is right and wrong.  If it doesn’t feel good; don’t do it.
Planned Giving (Angela Parsons, Sindy Craig)
1. Know your client (donor); what is best for them – Listen closely to your client and establish a professional relationship based on trust. See yourself as an advocate for helping that person establish a gift that closely reflects their feelings and wishes.
2. Know what you know – Being a good advisor means being able to tell your client that you might not know all the answers when it comes to complex rules, regulations, procedures and strategies. Always be able to tell your client that you “don’t know,” but can find a resource with the knowledge, skill and expertise to get the job done. 
3. Work with advisors – Related to point 2 above; always have a developed network of advisors that can be called upon to help you and your client address questions, needs and wishes.
4. Competency issues (elder donors) – Document all meetings and actions made on behalf of your client; always engage other resources within your organization – professional staff, legal counsel, etc. to help address competency issues. 
Establishing Relationships with funders (Lori Green, Eileen Kirsch)
1. Listening to what they say and don’t say -  Listen closely to your client and establish a professional relationship based on trust. Not everyone will be up to speed on the latest gift giving and donation strategies.  Help the person create a plan that efficiently and effectively enhances their donation. See yourself as an advocate for helping that person establish a gift that closely reflects their feelings and wishes.
2. Ask – Always establish how to recognize the client and their gift, and what method do they wish to use to hear from you.
3. Personal relationships – Yes, you will be working with a donor in a professional relationship based on trust. Remember that they give to an organization, not to you.
Solicitation of funds (Norma Sexton, Scott Williams)
Donor Intent – What if you receive more restricted dollars than are needed in your appeal?
1. Involve funder(s) as early as the issue is identified to obtain buy-in to the changes needed that will help ensure future support.
2. Identify creative ways to honor donor intent and appeal’s purpose.
3. To prevent such situations, very carefully word your appeal to allow more agency leeway in use of donated funds. 
4. The Red Cross’ handling of 911 donations is a lesson for us all. 
5. New channels for making donations (e.g., cell phone donations charged to phone bill) make contacting donors more difficult. 
Grant Intent – What if your grant award is changed by front line staff responding to pressing needs in the field?
1. Always engage agency chain of command to confirm changes were appropriate before engaging funder as soon as possible.
2. Use data to turn a potentially negative report into a win-win situation with funder that can deepen their long-term commitment. 
3. Improve grant implementation training to help front-line staff understand the importance of providing early feedback when a grant program needs to be changed in the field.

Consultant Compensation (Kerri Mollard, Hal Merz)
1. All work is mission-led, and based on the need of the donor. This is not for personal gain.
2. [bookmark: _GoBack]Pay is based on performance of specific standards detailed in a job description.  This is not a commission-based job.
3. If other professional resource persons are needed (legal counsel, other professional staff with the company, etc.) define all responsibilities and work accomplished on behalf of the donor to create a strategy/bequest/gift based on their wishes.
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