
How to Train Your 
Board for Maximum 

Involvement

@fundraiserchad



AGENDA:
1. Introductions
2. Diagnosing the Board Involvement Problem
3. Prerequisites for an Engaged Board
4. Clarifying the Board’s Role
5. Providing Tools for Effective Meetings
6. Helping Them Tell Our Story & Fundraise
7. Keeping Them Motivated
8. Prompting Action
9. Q&A



Training
Activities / Exercises 

+
Management Tactics



@fundraiserchad

SLIDES + 
RESOURCES
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Who is this guy? 

And why does he think 
he knows what he’s 

talking about?



career 
fundraiser





Diagnosing the 
Board Involvement 

Problem
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clarity
knowledge
motivation



2 Prerequisites for 
an Engaged Board

@fundraiserchad



#1 get the right 
mix, for your 
organization
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tool:
board composition 

matrix
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#2 make sure the 
bad ones go away
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TERM LIMITS



tool:
board terms & classes 

template
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Clarifying the 
Board’s Role

@fundraiserchad



10 Basic Responsibilities of 
Nonprofit Boards

• Determine mission and purposes,  and advocate for them
• Select the chief executive
• Support and evaluate the chief executive
• Ensure effective planning
• Monitor and strengthen programs and services
• Ensure adequate financial resources
• Protect assets and provide financial oversight
• Build and sustain a competent board
• Ensure legal and ethical integrity
• Enhance the organization’s public standing

source: BoardSource





tool:
board job description
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exercise:
who’s job is it?
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further learning

productivefundraising.com/resources



Providing Tools 
for Effective 

Meetings
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marie kondo your  
meetings



XX



the 2 pizza rule



X

no reports @ meetings



Who is going to do 
what by when?

ensure action



tool: 
consent agenda



I. Call to Order
II. Introductions

III. Consent Agenda
A. Minutes
B. Executive Director's 

Report
C. Committee Reports 

(no requiring action)
IV. Financial Report
V. Strategic Discussions

VI. Old Business
VII. New Business

VIII. Adjournment



tool: 
committee reports 

portal



Helping Them Tell 
Our Story & 
Fundraise
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exercise: 
what’s our mission?



THE PENNSYLVANIA ASSOCIATION 
OF THE BLIND SEEKS TO PREVENT 

UNNECESSARY BLINDNESS AND 
PROMOTE THE PHYSICAL, SOCIAL 

AND ECONOMIC SELF-SUFFICIENCY 
FOR THE COMMONWEALTH'S BLIND 

AND VISUALLY IMPAIRED 
POPULATION.





your mission ≠ 
your story





Part 1
“We help [who],”

[who] examples: children, 
students, residents, citizens, the 

homeless, seniors, animals, 
farmers, artists, etc.



Part 2
“So they can [do what].”

[do what] examples: thrive, 
succeed, learn, survive, prosper, 
live independently, be healthy, 

have a positive future, etc.



Part 3
 “Let me tell you about 

[first name], [story]” 



story characteristics

• Compelling story about 1 
PERSON, place or thing

• Rich detail (create a vivid picture)
• Brings up a SOLVABLE problem 
that your organization can fix
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FUNDRAISING is 
not what they think 
it is …





It’s not how do we 
ASK people to give, 
it’s how do we LET 
people give.  It’s an 
INVITATION.



We can’t INVITE 
someone to do 
something unless we 
have a RELATIONSHIP 
with them.



Fundraising is about 
RELATIONSHIP 
BUILDING 
(always).



tool:
board fundraising 

menu
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   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, 
The Better Fundraising Company

the mindset



If they take 
your visit, 
there’s an 85% 
chance they’ll 
make a gift. 

-Jerry Panas



43.6%
Fundraising Effectiveness Project (FEP), Q4 2020



#donorlove

What’s the secret?



RETENTION > 
ACQUISTION



The 3 most effective 
things board members 
can do to boost donor 
retention …





What would 
you say?





What would 
you say?



call script
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]

Thank you for taking the time to speak with me today.  Have a 
wonderful day!
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Keeping Them 
Motivated
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tool:
mission moments



Magee Rehab Hospital Foundation – Jefferson Health - Philadelphia, PA



tool:
spontaneous quick 

updates

(best = video)



Prompting Action
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NO ASSUMPTIONS



recent organizational accomplishments

current staff priorities

current staff needs / areas for board assistance

prospects we’d like to meet
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One last thing …
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“What can I 
do to help you 

with _______?”











11/30 @ 12pm (eastern)
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questions
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