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CHAPTER 1

Board Leadership in
Fundraising

Act as if what you do makes a difference. It does.

—William James

After reading this chapter, you wil l be able to:

� Take a leadership role in fundraising.

� Build an effective fundraising board.

� Understand the board’s fiduciary role.

A Challenging Economic Environment

There are many financial challenges facing the nonprofit sector today.

It is getting harder to predict where to find the resources that organizations

need to sustain their operations and to grow. An ongoing environment of eco-

nomic uncertainty has increased the demand for new sources of revenue.

Financial planning, modeled on what used to be regular and predictable annual

growth, has proven less and less reliable. Volatility is affecting markets and

service providers.
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For many nonprofits, almost every source of revenue is getting more diffi-

cult to maintain. There are perils in depending on earned revenue, which can

decline in bad times, when the organization needs the money the most.

Endowments, meant to be a savings account for a rainy day, dropped with

the falling markets a few years ago and are only slowly regaining their former

value. Government grants, whether local, state, or federal, have dried up.

Congressional earmarks have become unworkable in the current political envi-

ronment of budget deficits and spending cuts.

There are even growing concerns that private philanthropy has been

affected, perhaps over the long term, by the uncertain economic conditions.

The reports of weakness keep rolling in. In an article under the headline

‘‘Corporate Giving Slow to Recover as Economy Remains Shaky,’’ a survey of

180 companies from The Chronicle of Philanthropy finds that corporate gifts

will remain flat in the coming year because of the bad economy.1

Yet in the face of all of these financial challenges, nonprofit leaders report

that their boards are not doing a good job in fundraising. (See the national sur-

vey results reported in the In the Real World box nearby.) Fundraising at the

board level is the area most in need of improvement according to both executives

and trustees.

The Board’s Leadership Role in Fundraising

It seems clear that nonprofit institutions must become more effective and more

efficient at raising private funds to face the financial challenges ahead. But what

is the best way to make an organization’s fundraising efforts more productive?

There are a number of actions that an organization could take in an attempt

to improve fundraising results. Adding more advancement staff is a common

response. The hope is that by hiring the best, most experienced fundraisers, the

organization can implement new programs and find new donors.

1Eric Frazier and Marisa Lopez-Rivera, in The Chronicle of Philanthropy, July 24, 2011.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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This solution could work to a certain degree, but new fundraising staff often

lacks the entr�ee to potential donors provided by board members. Staff are often

more limited in their ability to influence wealthy donors to invest in a program

or project than their peers or associates, who often have personal connections

to those donors and who have made their own commitment to the

organization.

Another option often pursued by boards is to delegate all the responsibility

for fundraising to the board’s development committee, increasing the pressure

on a few board members to do all the work. Exerting more pressure on the

executive director to get out and raise money is also a common response.

Both of these alternatives increase the risk of burnout for board members

and CEOs, leading to blame for poor results being placed on a small number of

overwhelmed individuals. And implementing these options will only provide a

partial solution to the need for enhanced resources.

I N THE REAL WORLD

Fundraising Needs the
Most Improvement

A recent national survey showed that both executive directors and board

members rated fundraising as the area most in need of improvement among

all the responsibilities that board members are asked to take on.

The survey comes from The 2010 Nonprofit Governance Index, an annual

report produced by BoardSouce, an organization based in Washington, DC,

that focuses on improving nonprofit boards.

The survey reports that 53 percent of executive directors see fundraising as

the number one most important area for board improvement. Board mem-

bers surveyed felt just as strongly—54 percent of board members rated

fundraising as the area most in need of improvement.

As reported in Eric Frazier, ‘‘Trustees Don’t Do Well in Fundraising or Promoting

Diversity, CEO’s Say,’’ The Chronicle of Philanthropy, November 1, 2010.

T h e B o a r d ’ s L e a d e r s h i p R o l e i n F u n d r a i s i n g
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The best way to increase productivity in fundraising is to build an outstand-

ing fundraising team that involves every board member in the important work of

resource development.

Beyond ‘ ‘G i ve o r Get ’ ’

Effective fundraising requires an effective team. The strong team includes three

components: board, executive leadership, and fundraising staff (referred to here

as advancement staff or development staff).

The role of the board is the most critical because the board by definition

provides leadership for the organization. All the members of the board, in coor-

dination with the executive director/CEO and the advancement staff, must de-

velop into a strong, well-coordinated team for the nonprofit to excel at

fundraising.

Board members traditionally have been told to ‘‘give or get,’’ which means

they either make their own gifts or help to solicit others. The strongest fund-

raising boards, however, are those that encourage their members to do more

than just give and get. There are many ways that board members can participate

in and provide leadership for fundraising efforts.

TALES FROM THE BOARDROOM

A board member called on a wealthy widow to ask her to name the

new museum wing after her second husband, who had been a major donor to

the art museum before his untimely death. She admired the pretty color

rendering, looked back at the board member, and replied, ‘‘I like it, but can I

name it after my first husband instead?’’

RULES OF THE ROAD

The key to more productive fundraising is for the entire board to

commit to taking on an active, leadership role in fundraising.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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There are four key strategic reasons why all board members should commit

to taking on an active, leadership role in fundraising:

1. The board has fiduciary responsibility for the organization.

The board is ultimately responsible for seeing that the organization has

the resources it needs to meet its mission. In the great majority of non-

profits, this means that the organization must raise additional funds from

outside sources to ensure that the appropriate resources are available.

The board must be actively involved as part of the team to identify those

resources and help to secure them.

2. The board has oversight of all fundraising programs and operations.

Board members, whether through the development committee or

as members of the full board, must approve fundraising projects, goals,

and time lines; they must ensure that fundraising dollars are raised

in an ethical and responsible manner; and they must see that the finan-

cial goals of the organization are synchronized with its overall mission

and goals.

3. The board sets the pace for fundraising through their own giving.

Board members show their commitment to the organization by

making their own gifts first. Board members should give at a level that is

consistent with their financial capability. Many funders, especially founda-

tions, ask for participation rates and levels of giving from the entire board

when making their decision about whether to support a nonprofit.

A strong commitment from the board in giving helps to convince other

donors that the leadership group is committed to the organization’s

mission and to success in reaching its goals.

4. The board sets the tone for the broader community’s view of the nonprofit.

Board members’ level of commitment, engagement in, and passion for

the work of the organization are major factors in attracting others who

have the means to support the organization. One of the most visible ways

for board members to show their support is to make their own gift, then

participate in asking others to give. The level of passion for the cause

T h e B o a r d ’ s L e a d e r s h i p R o l e i n F u n d r a i s i n g
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shown by board members exerts a powerful influence on other donors

across the community.

The chair of the board, the executive board leadership, and the relevant

committee chairs must all commit to excellence and participation in fundraising

and call for the entire board to do the same. This commitment should start with

the board chair and the executive committee and be transmitted out to the full

board. A call for commitment from the chief advancement officer (CAO) does

not carry the same weight.

When the entire board, the executive director, and the advancement staff

are operating at peak performance, incredible things can happen. Goals that

seemed unreachable can be met. External roadblocks, including a weak econ-

omy, can be overcome. The services provided by the nonprofit can experience

tremendous leaps forward.

Ultimately, it is the clients, users, patients, students, and visitors—those who

make use of the organization’s services—who will be the beneficiaries of great

board fundraising leadership. (See Exhibit 1.1.)

EXH IB I T 1 . 1

Rating Your Board’s Fundraising Leadership
Quotient: Does Your Board Have It?

Take this test to determine your board’s fundraising leadership quotient.

Answer each question with a number from 1 to 3 based on the following scale:

3¼ Yes, everyone, always

2¼Maybe, some people, sometimes

1¼ Not really, not many people, not often

1. Do you think it is your role as a board member to help the organization

secure the resources it needs to meet its mission?

2. Does your board have a policy that everyone must make an annual gift?

3. Does your organization explain giving expectations and fundraising

responsibilities to new board members when they are being recruited?

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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Board leadership in fundraising is not an outcome that can be mandated

through an executive order. It is the product of a combination of factors, from

education to individual commitment, that all work together to create a success-

ful model. Not surprisingly, it starts with building a board whose members are

ready to accept their new role.

4. Does your board play an active role in setting fundraising goals, selecting

projects for fundraising, and meeting fundraising goals and timelines?

5. Does your organization have a board solicitation plan in which board

members ask fellow board members to make their gifts (peers asking

peers)?

6. Have you and your fellow board members been asked to make a gift to

the organization’s current campaign (over and above an annual fund

gift)?

7. Have you and all your fellow board members been asked to review pros-

pect lists and help open doors for fundraising calls?

8. Are you as a board member offered training in how to present the case for

giving to a potential donor?

9. Do you and your fellow board members make calls on prospects to solicit

gifts (either individually or as members of a team)?

If you scored from 24 to 27 . . . Your board has an A to Aþ Fundraising Lead-

ership Quotient! Keep it up!

If you scored from 20 to 23 . . . Your board has a B to Bþ Fundraising Leader-

ship Quotient. There is more work to do to get everyone on your board to

embrace their true fundraising potential, but you are on the right path.

If you scored from 15 to 19 . . . Your board has a C to Cþ Fundraising Leader-

ship Quotient. Your board needs a serious discussion about its role in fur-

thering the goals of the organization. Consider bringing in a consultant to

help with benchmarking and to provide an outside perspective.

If you scored 14 or below . . . Your board has a D or F for its Fundraising

Leadership Quotient. It’s time to reconsider how your board approaches

resource development. Reform may be needed across the board, from the

nominations process to committee structure. You can be a catalyst in

reorganizing and reenergizing your board through your own leadership and

involvement.

T h e B o a r d ’ s L e a d e r s h i p R o l e i n F u n d r a i s i n g
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Building a Fundraising Board

The first rule of board leadership in fundraising is to make sure that all board

members understand and accept the concept that resource development is the

responsibility of each and every member of the board.

Don’t delegate all the responsibility to the usual suspects: the advancement

staff, the executive director/CEO, the members of the development commit-

tee, or various fundraising committees and their chairs.

The advancement staff is there to provide structure, expertise, support, and

to implement fundraising programs, but the board is there to lead, and it is their

leadership that will inspire others to give.

In order to build an active fundraising board, the board leadership, the

nominating committee, the executive director, and the staff who prepare

the recruitment and orientation materials for new board members must

be committed to this principle. It is not enough for the executive director

(or even worse, the chief advancement officer) to get up at a board meeting and

ask every board member to help out in development.

A real commitment to outreach and fundraising efforts must be clearly identi-

fied in the selection of new board nominees, in the job description for board

members, in the discussion that takes place during board recruitment, and in the

training that new members experience as they prepare to join the board.

Realize that not all board members are going to be equal in the fundraising

arena. Not all board members are ready, willing, or even appropriate to send on

a call to ask for a million dollars. But everyone can do something, and a positive

attitude toward the development effort should be encouraged from the begin-

ning of board service.

It is important to set an appropriate board policy on giving and fundraising.

(See Exhibit 1.2.) The leaders of the board and of the nominating committee

should support this policy in three ways: It should be discussed in the nominat-

ing committee process as a factor in the selection of potential board members; it

should be discussed with the potential member during the recruitment process;

and it should be delineated in writing as a responsibility of all board members in

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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board orientation materials and reviewed with new members during their

orientation to the board.

Recru i t i ng the Fundra i s ing Boa rd

There are many reasons for including specific individuals on a board, and some

of them trump fundraising skills. Professional knowledge, familiarity with legal

or financial issues, community representation, service in a governmental or pri-

vate capacity that can be effective in furthering the mission of the organization;

these are all good reasons to recruit and to keep board members who may not

have a lot to offer in the development arena.

The members of the nominating committee should make a conscious deci-

sion, however, to include individuals who offer personal qualities or skill sets

that would be useful in the development sector. These are some of the qualities

to look for:

� Prior experience as a volunteer in asking for gifts.

� Knowledge of fundraising campaigns.

EXH IB I T 1 . 2

Sample of Board Policy on Giving
and Fundraising

All board members are expected to support the institution financially to the

best of their ability, first through an annual gift, and if the organization is in a

capital campaign, through a gift to the campaign. (Some nonprofits set a

minimum gift level—this will depend on each board’s culture and member-

ship constituencies.)

All board members are expected to assist in identifying potential sources of

financial support, opening the door to introduce the institution to these

prospective donors, and assisting with the solicitation of those sources to

the extent that they are able.

All board members are expected to support the organization’s fundraising

efforts by attending fundraising events, participating in fundraising

programs, and assisting with community outreach to broaden the base of

support for the organization across the community.

B u i l d i n g a F u n d r a i s i n g B o a r d
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� Access to a specific industry (e.g., mining, banking, or telecommunications).

� Access to a specific social or religious group.

� History of philanthropic giving (outside of this nonprofit).

� History of giving to this nonprofit.

� Passion and commitment to the cause (and ability to articulate this to

others).

� Ability and willingness to tap new resources for giving.

� Willingness to expend time and energy on behalf of the organization.

Finding and recruiting board members with strong development skills has

become a challenge for many nonprofits as volunteers have become less eager

to give up their free time. See the nearby Tips and Techniques for some sugges-

tions on ways to identify good people to build a strong fundraising board.

T IPS AND TECHN IQUES

Ideas for recruiting new members to help build a strong fundraising

board:

� Review the list of current donors who have made a substantial commit-

ment to your organization. Donors are often eager to join a board

where they are already invested, and board participation may encour-

age them to give more.

� Identify names of family foundation trustees and community founda-

tion board members who can either help secure gifts or who know

those who are philanthropic in your community.

� Look for representatives from key industries in your community who

can help introduce your organization to professional colleagues;

examples might include industries like oil and gas, banking, tourism,

or mining.

� Be open to the next generation: Invite younger people who show signs

of potential leadership to join your board before they are tapped by

others. Young people can bring new energy and new ideas to your

board. They might even understand social networking and how to use

it on behalf of your organization.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g

10



C01 12/12/2011 17:0:4 Page 11

The past several decades have brought positive changes to board selection

policies as boards have expanded their ideas about who should belong. Many

boards have diversified to include young people, seniors, people of all races and

ethnic backgrounds, and people of all wealth categories. An incredibly diverse

array of nonprofits requires an incredibly diverse array of board members to

provide oversight, hire professional leadership, ensure strategic planning, and

execute fiduciary responsibility for their nonprofit of choice.

There are many considerations in developing a truly diverse board. Diversity

in board recruitment affects fundraising because board members often make the

case for support to their colleagues and peers in the community. A strong fund-

raising board is diverse in racial and ethnic background, but also considers geo-

graphic distribution, age, gender, religious affiliation, social circles, economic

background, differing skills, and differing political viewpoints.

A truly heterogeneous board will operate more effectively in decision mak-

ing and will be more successful in reaching out into the community on behalf of

the organization than a board that is more homogeneous. This is particularly

important in fundraising, where board members’ social and business networks

are often the basis for community outreach and fundraising efforts. A diverse

board will be more able to tap diverse sources of support, whatever the actual

fundraising skills a specific board member might offer.

Recruiting to build a strong fundraising board requires long-term efforts at

board development. Your organization may want to think about ways to try out

potential members to evaluate their skills and develop their enthusiasm for your

� Identify skilled fundraisers in your community and ask them to join

your board after they have completed their commitment to another

project.

� Identify volunteers already working in your nonprofit (or in organiza-

tions that work in the same issues), especially those who volunteer in

fundraising. Annual fund volunteers, for instance, can become strong

board members who understand the need for fundraising and have

already developed the requisite skills.

B u i l d i n g a F u n d r a i s i n g B o a r d
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organization’s cause. One common method of trying out future board members

is to ask them to join a committee, where they can contribute right away to the

organization’s activities. Another method is to create an advisory council,

where potential future board members can become more educated about the

organization and demonstrate their commitment.

The Fiduciary Role of the Nonprofit Board

This book seeks to engage you in your role as a board member in the develop-

ment of resources for a cause that you already feel is important. This section is

meant to help you become better informed about your legal and ethical role as a

board member as it applies to fundraising.

Board service can be fun, thoughtful, demanding, productive, and reward-

ing, as well as time-consuming and exasperating. In recent years nonprofit

board service has become more focused on legal and ethical concerns and how

to improve transparency and accountability. Thus board membership has

become both more productive and more challenging, especially when it comes

to financial issues.

The Handbook of Nonprofit Governance,2 a comprehensive resource published

by BoardSource, identifies three primary roles for the board as a whole:

� Setting organizational direction, including ensuring effective planning.

� Ensuring the necessary resources, both financial and human.

� Providing oversight of the chief executive, assets, and programs and

services.

2BoardSource, The Handbook of Nonprofit Governance (San Francisco: Jossey-Bass, 2010), p. 31;

emphasis added.

TALES FROM THE BOARDROOM

What board members say about the donor who always wants to

have the building named after him: He has an edifice complex.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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Since nonprofits seldom generate enough money from revenues associated

with their programs to meet their needs, most organizations find it necessary to

seek charitable contributions. Thus fundraising becomes a board role when, in

order to ensure the necessary resources, the organization must turn to fundrais-

ing to meet its needs.

The New Ro le o f Boards in Ensu r i ng Accountab i l i t y

Board members are being asked to take on increased fiduciary responsibilities in

response to an increased demand for accountability and transparency in the

nonprofit world.

The Sarbanes-Oxley Act, passed by the U.S. Congress in 2002, was created

in an attempt to curb practices in the business world that were seen as abusive.

While most of the provisions of the act are not directly applicable to nonprofits,

there are several exceptions,3 and some states have drawn up related regulations

for nonprofits (e.g., the California Nonprofit Integrity Act of 2004).

The Handbook of Nonprofit Governance outlines some of the basic financial

practices set out by Sarbanes-Oxley that many nonprofits now observe:

� ‘‘Having an audit committee of the board, preferably separate from the

finance committee.

� Having at least one financial expert on the audit committee.

� Making the audit committee completely responsible for the relationship

with the outside auditor (if one is used).

� Having both the chief financial officer and the chief executive publicly

attest to the adequacy and effectiveness of the organization’s internal

controls and the fairness of the presentation of its financial statements.’’4

3Exceptions include ‘‘prohibition of retaliation against whistle-blowers and prohibition of the

alteration or destruction of documents that are relevant to a lawsuit or regulatory proceeding.’’

Handbook of Nonprofit Governance, p. 152.
4Handbook of Nonprofit Governance, p. 153.

T h e F i d u c i a r y R o l e o f t h e N o n p r o f i t B o a r d
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Sarbanes-Oxley has proven influential in the nonprofit sector, mainly be-

cause so many members of the for-profit business sector sit on nonprofit boards.

There have also been a number of congressional hearings, many of them spear-

headed by ‘‘watchdogs’’ such as Senator Grassley of Iowa, which have brought

to light various inappropriate uses of funds by nonprofits.

Through these recurring scandals, issues of transparency and accountability

in nonprofits have been elevated to the headlines of the national news media.

The nonprofit sector’s use (or misuse) of funds has become a thread of common

concern across society. See, for example, the report on the Fiesta Bowl in the

box In the Real World nearby.

I N THE REAL WORLD

Hanky Panky at the Fiesta Bowl

An investigative report showed that Fiesta Bowl money was misspent on

personal parties, outrageous gifts to staff, and trips to strip joints, while

employees were reimbursed for making political contributions with sham

bonus payments.

(The Fiesta Bowl, like many sports events, including football bowl games,

the PGA Tour and Tour events, and the NFL, is set up as a 501(c) (3) entity,

meaning that donations are tax-deductible, and the organization is not

allowed to lobby the government.)

The scandal resulted in the firing of the bowl organization’s long time president.

The Board released a statement claiming that although there had been rules

and regulations forbidding many of the actions that took place, ‘‘there was a

lack of enforcement.’’ The Board also noted that the actions taken ‘‘were ef-

fectively hidden from the Board of Directors.’’

Stronger board oversight might have helped to prevent this embarrassment.

‘‘Boards are legally expected to have their fingers on the pulse of the organi-

zation’s operations,’’ notes Michael Peregrine, a partner in the Chicago

office of McDermott Will & Emery, a legal services firm, in commenting on

the Fiesta Bowl situation.

Among his suggestions for cleaning up the finances:

� Board members must establish guidelines to set out levels of authority

to handle matters that require board approval and review.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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Fiduciary responsibility means much more than just reviewing the budget

and signing off on the financial statements. (See Exhibit 1.3.) The board that is

‘‘vigilant’’ must ask questions, review progress toward goals, and monitor any

changes to financial performance.

In the current nonprofit environment, where fiscal solvency depends so

heavily on outside financial support from both public and private sources, pro-

viding this oversight means gaining a true view and a deep understanding of the

fundraising programs, goals, and challenges of the organization.

� Ensure that information is distributed in such a way that potential

problems get the attention of board members.

� Put policies in place in areas that may be ‘‘prone to mischief, such as

lobbying and campaign expenditures, discretionary expenditures,

gifts, and travel expenses.’’

From the Chronicle Board Report for Nonprofit Organizations (May/June 2011)

and the Fiesta Bowl public statement at http://www.fiestabowl.org/_documents/

reports/Q_A.pdf.

EXH IB I T 1 . 3

Defining Fiduciary Responsibility

The principal financial role of board members is to act as fiduciaries for the

organization. This role entails securing organizational viability through plan-

ning and assessing the effectiveness of the plan. The board oversees the

overall financial activity of the organization and ensures that appropriate in-

ternal controls are in place. The board approves the budget and must receive

timely and accurate reports from staff to be able to survey the financial

development and achievement of the fiscal goals. Setting financial indica-

tors, asking pertinent questions, and staying vigilant about environmental

factors that might affect the financial performance of the organization all

allow the board to stay on top of its oversight responsibilities.

Source: BoardSource, The Handbook of Nonprofit Governance. San Francisco:

Jossey-Bass, 2010 (pp. 153–154).

T h e F i d u c i a r y R o l e o f t h e N o n p r o f i t B o a r d
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One way to ensure that everyone follows appropriate policy and procedures

in fundraising is to conduct a fundraising audit. This could mean an informal

review of policy by a fundraising expert from a similar organization, or the or-

ganization could hire an experienced fundraising consultant to make sure that

all the appropriate legal and ethical standards are being met.

Conducting a regular annual audit of financial records will also help to de-

termine whether donors’ funds are being used in the manner and for the pur-

pose that they were donated, whether pledges have been recorded accurately,

and whether donors’ financial records are being kept properly.

It is important for board members, as part of their fiduciary responsibility to

the organization, to know what is happening to the money they help to raise.

OVERCOM ING COMMON BARR I ERS TO SUCCESS

There are a number of reasons why nonprofits don’t develop

strong leadership in board fundraising. You will find some common

roadblocks identified at the end of each chapter of this book with suggestions

on ways to resolve them. Here are two that can be particularly insidious.

CONFLICTS OF INTEREST

Avoiding conflicts of interest is a basic requirement of good board manage-

ment. Like most bad news stories, conflicts of interest usually have a way of

coming out in the most embarrassing and public way, and they can sap the

energy and enthusiasm of board members while creating an environment of

cynicism and a sense of unfairness.

Conflicts of interest often involve business with, or favors granted to, com-

panies and entities associated with board members. While not all of these

activities pose legal challenges, they do cross ethical boundaries. Board

members should not derive personal or professional profit from their associ-

ation with a nonprofit.

Examples of conflicts of interest include:

� Requiring that a nonprofit move all its accounts to a bank run by a

member of the board.

� Requiring the nonprofit to use goods or services from a board mem-

ber’s company in return for gifts.

� Awarding a contract that delivers a profit to a board member’s company.

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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Boards should develop a conflict of interest policy and take clear action if it

appears to have been breached. See Exhibit 1.4.

BOARD BURNOUT

Board burnout is a common theme in complaints from board members who

feel they have expended too much personal time and energy on a nonprofit.

Burnout is a factor of too much effort being expended by too few people.

It occurs when the full board delegates its duties (either formally or, more

often, informally) to a few ‘‘worker bees’’ who are willing to shoulder the

day-to-day tasks required to keep the organization going.

Burnout is an especially common problem in board fundraising efforts,

because fundraising is often viewed (erroneously) as specialized work for a

few volunteers, and so many board members are happy to step back and let

one or two talented members take on the burden of major fundraising

efforts.

There are many techniques that can be used to avoid board burnout

(see Tips and Techniques nearby) but little that can be done once burnout is

experienced—so be prepared! Make plans ahead of burnout time to spread

the leadership and responsibility to a broader group of your fellow board

members.

EXH IB I T 1 . 4

Example of a Conflict of Interest Policy

Each individual board member should be committed to avoiding con-

flicts of interest by committing to:

� Serving the organization as a whole rather than any special interest

group or constituency.

� Avoiding even the appearance of a conflict of interest that might

embarrass the board or the organization; disclosing any possible

conflicts to the board in a timely fashion.

� Maintaining independence and objectivity and doing what a sense of

fairness, ethics, and personal integrity dictate.

� Never accepting (or offering) favors or gifts from (or to) anyone who

does business with the organization.

Source: Handbook of Nonprofit Governance, p. 47.

T h e F i d u c i a r y R o l e o f t h e N o n p r o f i t B o a r d
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T IPS AND TECHN IQUES

Ways to Avoid Board Burnout

� Rotate the chairs of key working committees, such as campaign com-

mittees or development committees, every year or two years.

� Limit campaign chair terms to two years, even during a longer cam-

paign, to bring in fresh leadership and fresh energy.

� Actively seek ways to delegate tasks to newer and younger board

members to bring them into the mix, so that the older and more expe-

rienced members of the board aren’t always leading the charge.

� Create a Young Leadership group that reaches out to younger donors.

� Ask new board members to ‘‘shadow’’ chairs of board committees to

learn the work of that committee.

� Create succession plans for board leaders by identifying and training

new leadership as an ongoing strategy.

� Encourage open discussion and welcome challenging questions from

board members who are not part of the inner circle to support broader

board participation and involvement.

I N THE REAL WORLD

Creative Solutions to Board Burnout

The fundraising staff at Horizons for Homeless Children in Boston created a

game as a fundraising challenge to motivate board members who felt that

the organization was asking them to take on too much responsibility for

fundraising.

The charity’s chief development officer, Meryl Sheriden, and her staff cre-

ated a competition they call the ‘‘Board Game,’’ a system in which all board

members compete to gain points for specific fundraising actions, such as

giving the organization a prospect’s name (one point) or bringing a potential

donor to the site for a tour (25 points). The winning team is given a dinner by

a board member. As Ms. Sheriden points out, ‘‘these are successful, highly

competitive people, and the game is a fun way of capitalizing on that.’’

As told in the Chronicle Board Report for Nonprofit Organizations (May/June 2011).

B o a r d L e a d e r s h i p i n F u n d r a i s i n g
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Summary

There are many good reasons why every board member should take a leader-

ship role in fundraising. A primary one is that the development of resources

to meet the organization’s mission is part of the fiduciary responsibility of

being a board member. In these challenging economic times it is more im-

portant than ever to have skilled, active, and strong board leadership on the

fundraising team.

The executive staff and leaders of the board should develop policies, proce-

dures, and orientation materials that support fundraising involvement by every

board member. When recruiting new members, nominating committees

should consider qualities like fundraising experience, giving capability, and

access to community donors in order to help build a strong fundraising board.

In a changing regulatory and legal environment, it is the board’s fiduciary

responsibility to ensure that the organization operates with transparency and

accountability. Even the appearance of conflicts of interest should be avoided.

Donors should be able to depend on the board to make sure that their gifts are

used in a manner that is legal, ethical, appropriate, and for the purposes they

have been donated.

S u mm a r y
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