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Fundraising for
Board Members

@fundraiserchad



1. Introductions

2. What is Fundraising (really)

3. How Nonprofits Raise Money

4. Your Duties as a Board Member
5. Telling the Organization’s Story
6. How Can You Help?

/. Q&A / Strategic Discussion




Who is this guy?

And why does he think
he knows what he’s
talking about?



career
fundraiser
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( ENRICHMENT
FUND

AFP

Association of
Fundraising Professionals
Master Trainer
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What Is
Fundraising?
(really)
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IS
not what you think it
IS ...






=you have the power
=| have the power

=we have a relationship

@amandapalmer #IFC2016



The focus should
not be on the ASK,
It should be on the



It's not how do we
ASK people to give,
it's how do we
people give. It's an



We can't
someone to do

something unless we
have a
with them.



Fundraising Is about
RELATIONSHIP
BUILDING

(always).



How Nonprofits

Raise Money
(Fundraising 101 in 6 slides)
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the pyramid

ENDOWMENT GIFTS

SPECIALPROJECTS GIFTS

MAJOR ANNUAL GIFTS

RENEWED ANDUPGRADED DONORS

INITIAL DONORS

: ALL CONSTITUENTS

Credit: Campbell & Company



the chart

BEQUESTS
9.3%

$39.7 1 billion

FOUNDATIONS

TOTAL
FROMALL & A1.T%
INDIVIDUALS $75.86 billion
77.6%
$331.80 billion
CORPORATIONS
4.7%
$20.05 billion
LIVING
INDIVIDUALS . . are
68.3% 2018 Charitable Giving total: $427.71 billion
$292 09 billion All percentages adjusted for inflation

Source: Giving USA

Image Credit: imarketsmart.com



the cycle

(Pool of Prospects)—(QuaIlﬂed Prospects)— ' Initial Contact -

e

Interest

Cultivation

No--maybe

Credit: GoalBusters Consulting (Alice Ferris, CFRE, ACFRE)



the methods
In person

Peer to peer
By mail
By events
By email
Via crowdfunding
On a web site
By phone
By advertising



the mantra

donor centrism

Does it make the donor feel
important, valued &
considered?

43% 29%



the mindset

Your donors are amazing, and they want to help.
Let them decide what is relevant and important
to them. Your job is to clearly state how your
beneficiaries and your organization are being
Impacted by this situation. And how the donor
can help. Share a current need that they can act
on. Don't let your unease with asking take away
from a donor the chance to make an impact and
feel better about the world.

Source: Steven Screen



Your Fundraising
Duties as a Board

Member
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* Donor
* Visionary leader

* Ensure the presence of strong
fundraising policies & procedures

* Fundraising ambassador
* Fundraising supporter



Telling the
Organization’s Story
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what’s our mission?



LEADERSHIP
I< UMBERLAND

The mission of Leadership Cumberland is to
develop, promote, and inspire
community-based leadership skills and
encourage a deeper understanding and
appreciation of Cumberland County.



’ Blah blah blah since

1958 blah blah blatt our
founder's vision blah
blah cutting-edge blah
blalrsustainable blah
lah we are so dang
awesome!




your mission #
your story






“We help [who],”

[who] examples: children,
students, residents, citizens, the
homeless, seniors, animals,
farmers, artists, etc.



"So they can [do what].”

[do what] examples: thrive,
succeed, learn, survive, prosper,
live independently, be healthy,
have a positive future, etc.



“Let me tell you about
[first name], [story]”



* Compelling story about
, place or thing

* Rich detalil (create a vivid picture)
* Brings up a problem
that your organization can fix



2 Key Ways That
You Can Help
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the methods
In person

Peer to peer
By mail
By events
By email
Via crowdfunding
On a web site
By phone
By advertising






Opening the Door /
Getting the Meeting
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If they take
your visit,
there’s an 85%
chance they’ll
make a gift.

-Jerry Panas



But what if they
say no?

Or never return my
emalils & calls?



PITPER
POSITIVE
ENGAGEMENT




* Who were the last 5 people you've
dined outdoors with?

* Who do you send holiday cards to?
* Who do you exercise with”?
* Where do you go to have done?
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Donor Retention —
The Effective
Board’s Calling
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the pyramid

ENDOWMENT GIFTS

SPECIALPROJECTS GIFTS

MAJOR ANNUAL GIFTS

RENEWED ANDUPGRADED DONORS

INITIAL DONORS

| ALL CONSTITUENTS

Credit: Campbell & Company



43.6%

Fundraising Effectiveness Project (FEP), Q4 2020



People give to folks that
they KNOW, like and trust

People KEEP GIVING to
folks that they KNOW,
like and trust



What's the secret?

#Hdonorlove







The 3 most effective
things you can do as a
board member to boost
donor retention ...






What would
you say?






What would
you say?



Hi (donor’s name).

I’'m (your name) from (charity).

I’'m calling today to thank you for your recent donation. It means so
much and we wanted to tell you personally how grateful we are.

[pause]

If you have just a few seconds, I'd love to know what prompted your
gift?

[pause]

productivefundraising.com/resources

Thank yo
wonderful day!






What would
you say?



One last thing ...

-
y S
—

@fundraiserchad



“What can |

do to help you
with ?”






questions

productivefundraising.com/resources

: ¢
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Accountability
Discussion
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What are you
personally willing to
do to assist the
organization with
fundraising?



What will the
board commit to
doing as a whole?



How will you hold each
other accountable?



