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BoardSource envisions a world where every social sector organization has the 
leadership it needs to fulfill its mission and advance the public good. Our mission 
is to inspire and support excellence in nonprofit governance and board and staff 
leadership.
 
Established in 1988, BoardSource’s work is grounded in the fundamental belief 
that boards are critical to organizational success. With decades of hands-on 
experience working with and supporting nonprofit boards, BoardSource is the 
recognized leader in nonprofit governance and leadership, and a go-to resource 
for nonprofit board and executive leaders. BoardSource supports a broad and 
diverse cross-section of social sector organizations with
 
• leadership initiatives addressing key opportunities and issues within the 

nonprofit sector
• research and benchmarking of board composition, practices, and performance
• membership and board support programs
• customized diagnostics and performance assessment tools
• a comprehensive library of topic papers, publications, and downloadable 

infographics, tools, templates and more
• live and virtual education and training
• governance consultants who work directly with nonprofit leaders to design 

specialized solutions to meet an organization’s needs
• a biennial conference that brings together approximately 800 board leaders for 

two days of learning and sharing
 
A note to our global readers:
The need for effective board leadership and governance knows no geographic 
boundaries, and BoardSource is committed to strong social sector board 
leadership and governance around the globe. While BoardSource uses 
United States laws and policies as the legal framework for our resources and 
recommendations, most of our resources do not focus on legal matters but 
rather on good governance practices, making them relevant to organizations 
working outside of the United States. We do suggest, however, that you refer to 
applicable laws in your country regarding financial reporting and other legal and 
transparency issues.
 
BoardSource is a 501(c)(3) organization.
 
For more information, please visit our website at boardsource.org, e-mail us at 
mail@boardsource.org, or call us at 800-883-6262.
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ABOUT THE BOARDSOURCE
GOVERNANCE SERIES
As BoardSource celebrated its 20th anniversary in 2008, we
introduced updated editions of the books in the Governance
Series, BoardSource’s flagship series created to help nonprofit
board members understand their primary roles and
responsibilities. BoardSource believes that board members and
chief executives who know and understand their mutual
responsibilities are better equipped to advance their
organizations’ missions and, in turn, strengthen their
communities. 

WHY IS A STRONG BOARD IMPORTANT? 
There’s no denying that the 1.6 million nonprofit organizations
in the United States play a vital role in society, from assisting
victims of natural disasters to beautifying our neighborhoods,
from educating our children to healing the sick. To ensure that
their organizations have the resources, leadership, and oversight
necessary to carry out these and other vital activities, nonprofit
boards must understand and fulfill their governance
responsibilities. 

Although there have been headline-worthy scandals by a few
nonprofits and their boards, the vast majority try hard every day
to be worthy of the public’s trust. Nevertheless, BoardSource
frequently hears from nonprofit board members and chief
executives who say that they are not always sure what the basic
components of good governance are or how to educate every
board member in them so they can serve their organizations and
the public in the best possible manner. The revised Governance
Series helps bridge this gap in knowledge.

Within the board’s broad roles of setting the organization’s
direction, ensuring necessary resources, and providing oversight,
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board members wear many hats. They are guardians of the
mission; they ensure compliance with legal and financial
requirements; and they enforce ethical guidelines for their
organization. They are policy makers, fundraisers, ambassadors,
partners with the chief executive, and strategic thinkers. They
monitor progress, evaluate the performance of the organization
and the chief executive, and demonstrate integrity in everything
they do on behalf of the organization. Because of their many
roles, board members need more than enthusiasm for a cause,
passion for a mission, or just “good intentions.” They need to
understand all of their stewardship responsibilities and perform
all of their duties. 

WHAT WILL BOARD MEMBERS FIND IN THE
BOOKS?
The six books address all of the fundamental elements of service
common to most boards, including board member
responsibilities, how to structure the board in the most efficient
manner, and how to accomplish governance work in the spirit
of the mission of the organization. 

1. Ten Basic Responsibilities of Nonprofit Boards, Second Edition
(Book 1) by Richard T. Ingram describes the 10 core areas
of board responsibility.

2. Legal Responsibilities of Nonprofit Boards, Second Edition (Book
2) by Bruce R. Hopkins, JD, LLM, elaborates on the board’s
legal responsibilities, liabilities, and the oversight it should
provide to protect the organization. 

3. Financial Responsibilities of Nonprofit Boards, Second Edition
(Book 3) by Andrew S. Lang, CPA, explains board fiduciary
responsibilities in the areas of financial oversight and risk
management.

4. Fundraising Responsibilities of Nonprofit Boards, Second Edition
(Book 4) by James M. Greenfield, ACFRE, FAHP, helps
board members understand why they should be actively
engaged in ensuring adequate resources for the organization
— and how to get involved in fundraising.
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5. The Nonprofit Board’s Role in Mission, Planning, and
Evaluation, Second Edition (Book 5) by Kay Sprinkel Grace,
MA, Amy McClellan, MNO, and John A. Yankey, PhD,
shows how to define and communicate the organization’s
mission and link strategic planning and evaluation to
achieve organizational success. 

6. Structures and Practices of Nonprofit Boards, Second Edition
(Book 6) by Charles F. Dambach, MBA, Melissa Davis, and
Robert L. Gale offers guidance on how to build and
structure the board (size, committees, term limits) and
enhance leadership roles and the partnership between the
chair and the chief executive. 

Each book focuses on one topic, breaking information into
manageable amounts that are easy to digest. Readers will find
real-world examples that provide insight from effective boards,
statistics from the BoardSource Nonprofit Governance Index 2007
survey of nonprofit organizations, tips and pitfalls, lists of the
most important things to remember, end-of-chapter questions,
glossaries, and resource lists for further reading. The authors of
the books are subject matter experts with years of experience in
the nonprofit sector.

WHO SHOULD READ THE BOOKS?
Board members and senior staff, especially chief executives, in
nonprofits of all types and sizes will find the information
contained in the Governance Series relevant. They can use it to
set standards, to develop their own approaches to board work
and interacting with board members, and to modify practices as
the organization evolves. 

There’s something in the Governance Series for everyone
associated with the board. A board chair, for example, might
share Book 5 (The Nonprofit Board’s Role in Mission, Planning, and
Evaluation) with board members before starting a strategic
planning process or give this book to the development
committee. Chief executives will find it beneficial to give Book 3
(Financial Responsibilities of Nonprofit Boards) to the board
treasurer and to review Book 1 (Ten Basic Responsibilities of
Nonprofit Boards) and give it, along with Book 6 (Structures and
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Practices of Nonprofit Boards), to senior staff and the board chair
to clarify board–chief executive roles and strengthen the
partnership with the board. All board members will want to
read Book 2 (Legal Responsibilities of Nonprofit Boards) so they
understand how to protect themselves and the organization. The
chair of the governance committee might give new board
members all six books. This sharing helps ensure that everyone
associated with the board is “on the same page” and has a
common understanding of the board’s responsibilities,
expectations, and activities. 

Board service entails serious obligations, to be sure, but it can
also deliver immense satisfaction. A board that knows what is
expected of it and performs at the highest level is a strategic
resource for its organization and chief executive. And ultimately,
this commitment by dedicated board members translates into
mission impact in our communities. 

The Governance Series was made possible in part
through the support of MetLife Foundation.
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INTRODUCTION
A PERSONAL COMMITMENT
TO FUNDRAISING

“Members of the governing board bear the responsibility of 
approving all financial transactions and, as a consequence, 
they should also bear the duty of determining how financial 
resources can be secured and how they themselves can be 
involved in the process…trustees should be part of the action 
to acquire the resources…they should be willing to play a 
major role in fund raising.” — Henry J. Rosso, Rosso 
on Fund Raising   

Nonprofit organizations — particularly public charities —
depend on several revenue sources to sustain or increase their
annual operating budget. These sources may include fees for
services, reimbursement from third parties, interest and
investment earnings, membership dues, unrelated business
income, and in-kind gifts, as well as grants and contributions
from individuals, corporations, foundations, and others. The mix
of these revenue sources differs for each organization. One may
depend primarily on dues and unrelated business income to fund
its operations, for example, while another may rely more heavily
on grants and individual and corporate contributions. 

The board is responsible for ensuring that the organization has
adequate resources. When other revenue does not provide
adequate income, fundraising often becomes one part of that
duty. In fact, the board’s fundraising responsibilities are directly
linked to the organization’s mission, vision, and values.

Boards, however, may carry out their fiduciary duties and tasks in
different ways. Nonprofit organizations are unlike one another in
mission, vision, and values in addition to age, complexity,
geography, history of service, size, sophistication, staffing, and
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more. Newer and smaller organizations usually cannot afford to
hire staff with expertise in the areas of nonprofit accounting and
finance, for example, and must rely more heavily on one or
more board members to provide professional advice and counsel
in these areas. In these instances, board members may need to
take an active role in the cultivation and solicitation of gifts,
grants, and contributions to meet annual budget needs. When
organizations have achieved a more mature status, board
members can rely upon employees for these professional skills
while retaining their oversight duties over all financial affairs.  

Success in fundraising begins with leadership, both from the
board and the chief executive. By identifying and clarifying the
vision, they define the agenda for the organization’s future and
justify a greater effort by the board. Vision is the foundation for
strategic plans that contain specific goals and objectives to be
accomplished over a fixed period of time. Included is the multi-
year fiscal plan with defined revenue amounts required from
each funding source, including gifts, grants, and contributions.
The board, in formally adopting these plans, makes the
commitment to take the action necessary to fulfill all its own
fiscal initiatives, including personal engagement in fundraising.

In any situation where an organization finds fundraising
necessary, board members should actively participate by
contributing time and effort, as well as money, to emphasize
their personal commitment. Strong, direct evidence of the
board’s support — whether through personal contacts, public
appearances or appeals, recognition activities, and/or monetary
contributions — builds the case for others to join in supporting
the organization’s mission and fulfilling its vision. When the
board demonstrates its convictions, the public becomes more
likely to join in the effort. 

SUPPORTING THE PRIORITIES
Most nonprofit organizations face the challenge of meeting ever-
increasing demands for their services, often determined through
periodic community needs assessments, internal audits, and
strategic planning initiatives led by the board and top
management. Rarely does the status quo remain static for long.
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Altered and uneven funding levels from government and other
grant-making sources often call for replacing and expanding
other fiscal resources to fulfill annual operating requirements. In
most nonprofit organizations, a continuous flexibility
characterizes the board’s fiscal strategy. 

Annual operating expenses — for staff salaries, programs, and
services — are among the first areas that need full fiscal support.
Additional funding also may be needed for new programs and
services, construction or renovation projects, new or
replacement equipment, staff education, basic and applied
research, endowment building, and more. When such categories
of funds are required, board members must not only resolve the
priority of these needs and their validity but also participate in
providing them. 

The Independent Sector’s Panel on the Nonprofit Sector notes in
the following its “Principles for Good Governance and Ethical
Practice”: “A charitable organization should spend a significant
percentage of its annual budget on programs that pursue its
mission. The budget should also provide sufficient resources for
effective administration of the organization, and, if it solicits
contributions, for appropriate fundraising activities.” 

While the fiscal process calls for a careful review of current
budgets and expenses, it also requires the search for additional
revenue sources. The outcome will be a new multiyear program
plan and fiscal strategy that validates the urgent need for
increased public support — through new and larger gifts,
grants, and contributions — to achieve defined goals and
objectives. Why? To deliver benefits back to the community, as
directed in the organization’s mission statement. 

AN ACTIVE ROLE
Most public charities rely on fundraising to meet both annual
operating needs and future funding requirements. When an
organization depends on fundraising for a significant level of its
annual revenue, board members are likely to be directly
involved in one or more of the several fundraising tactics, from
prospect identification and qualification to the steps involved in
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cultivation, solicitation, and renewal. In larger organizations
with multiple revenue sources, some board members will need
to be involved actively in fundraising while others will indirectly
provide their time and expertise. 

Fundraising is one of many board responsibilities, yet some
board members are either unaware of this requirement, unsure
how to proceed, lacking in specific fundraising skills, or just
unwilling to participate. BoardSource’s Nonprofit Governance
Index 2007 found that more than four out of five respondents
felt comfortable sending letters to prospective donors (92
percent) and providing donor leads (86 percent). These board
members, however, were not as comfortable meeting face to face
with donors (81 percent), calling prospects (71 percent), and
asking for money directly (67 percent). 

Besides explaining why fundraising can be an important part of
the board’s duty to ensure adequate resources, this book also
puts any and all fears to rest. It is written to encourage board
members to take an active role in supporting the organization’s
fundraising staff, if applicable, and its development efforts in
general. It explains fundraising strategies, offers guidelines for
evaluating the results of fundraising efforts, and recommends
helpful ways that board members can be involved every step of
the way.  

Specifically, Chapter 1 describes board fundraising roles and
responsibilities, followed by descriptions of fundraising methods
and techniques in Chapter 2. Chapter 3 offers a short course on
the basics of fundraising, while Chapter 4 covers the three main
strategies of fundraising: cultivation, solicitation, and
stewardship. Results analysis and performance evaluation are
discussed in Chapter 5, along with sample gift reports for
presentation at board meetings so board members can monitor
results. Chapter 6 recommends procedures for selecting and
evaluating potential board candidates for fundraising duties, and
the Conclusion summarizes key messages related to fundraising.  

Throughout the book, the board member’s role in fundraising is
illustrated through the experience of Rudy Sanchez, a new board
member recruited for a specific fundraising assignment. (The
fictitious Mr. Sanchez is offered for illustrative purposes only,
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not as an example of the standard for board service.) Discussion
questions, designed to prompt board dialogue, appear at the end
of each chapter. These questions can be used during a board
retreat or at regular times set aside on the board meeting
agenda. 

Appendix I offers a sample worksheet to help board members
gauge their participation in fundraising activities; Appendix II
provides a sample job description for board members to clarify
their fundraising responsibilities; and Appendix III presents the
Donor Bill of Rights that many nonprofit organizations subscribe
to and board members approve for internal guidance and
direction. Finally, the Suggested Resources section describes
other publications that members of nonprofit boards may find
useful as they fulfill their myriad responsibilities.
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CHAPTER 1
BOARD ROLES AND RESPONSIBILITIES
FOR FUNDRAISING
As the nonprofit organization’s governing body, the board is
primarily charged with leadership, oversight, and overall
performance. Each elected member accepts the role of a public
trustee charged with the organization’s welfare. Each member
also is responsible for faithful observance of the organization’s
mission, vision, and values.

In addition, board members are entrusted with the organization’s
resources and must dedicate these resources to programs and
services for public benefit. And, they must develop plans to
ensure the organization’s future and provide faithful advice and
counsel throughout their term of office. These plans include the
fiscal responsibility to ensure adequate resources to meet current
and planned needs as defined in the strategic plan and to be
carried out through the organization’s programs and services. 

There are only five sources of revenue for nonprofit
organizations: fees or reimbursement for services provided;
investment earnings; for-profit enterprises; gifts, grants, and
contributions; and borrowed funds. Because borrowing money
is not a recommended strategy for meeting annual budget needs,
nonprofits must rely on the four other sources. Further, because
they are exempt from income tax — and usually some sales and
property taxes — nonprofits have a chance to eliminate those
expenses and therefore can retain any potential excess revenues
for future needs, to be set aside for next year’s budget priorities,
invested with other reserves, or placed in endowment. 

This important work for the board begins with developing the
resources to fully fund the operating budget it approves each
year. For many charities, one source for this annual budget will

1



12 FUNDRAISING RESPONSIBILITIES OF NONPROFIT BOARDS © 2009 BoardSource 

be through gifts, grants, and contributions — better known as
the annual fund campaign — that will require each board
member’s active leadership and support, as well as a personal
contribution. As additional needs are identified, the board may
authorize one or more additional fundraising initiatives, such as
a major gifts program, capital campaign, or a planned giving and
estate planning initiative to develop endowment funds.

TIP
Find out how board members feel about their fundraising
responsibilities by conducting a quick survey or brief discussion
in which they can share their perceptions and fears about raising
money. Then board development activities can target those areas
that cause board members the most discomfort or confusion.  

STRATEGY
Successful fundraising requires the board to provide overall
strategic guidance and direction to the entire organization. These
details must be defined as written statements of the mission,
vision, and values that guide the organization in meeting its day-
to-day commitment to community needs and, in turn, set the
priorities for the organization’s path for the future.

Based on this strategic plan, the board also defines how the
organization will apply its financial and human resources to
fulfill its mission, vision, and values and meet its own defined
priorities through programs and services that meet specific
annual goals and objectives. For example, the organization may
need to replace key equipment, renovate existing facilities,
invest in program expansion in new locations, add additional
staff to keep pace with public demand, and so forth. Such
specific objectives are defined as priority funding needs and are
added to annual giving goals or become multiyear fundraising
campaigns. 

Each specific objective calls for development of costs and a
timetable. Where and when appropriate, the organization invites
the public to help fulfill these well-defined responsibilities.



Financial support may be requested for direct program support
or to increase internal capabilities to further meet the needs of
the public. (For more information about setting the mission and
priorities for a nonprofit organization, see The Nonprofit Board’s
Role in Mission, Planning, and Evaluation, Book 5 in the
BoardSource Governance Series.) 

As the organization works on its strategic plan, various
departments naturally need to collaborate during the process.
The financial and fundraising departments serve as the reality
check. Once completed, the strategic plan should be translated
into specific language that explains how the organization 
intends to carry out these objectives, including the multiyear
fiscal plans to fund this work and annual details of exactly how
and where these funds will be spent. This funding explanation 
is necessary to link the costs of specific goals and objectives to
defined programs and services. With these details in hand, it 
is possible to prepare the overall detailed fundraising plan for
the year. 

These combined goals and objectives guide the fundraising
action plan — how the organization will seek the external
financial resources necessary to support its well-defined
priorities. The fundraising action plan establishes the types of
funds needed based on their intended uses (for example,
program budget or new equipment), which has a much greater
appeal than simply asking for money. The intended result
should be a fundraising strategic plan that justifies to
prospective donors how their gifts, grants, and contributions
will be used to benefit the organization’s constituents and the
community. Without the organization’s strategic plan and
matching fiscal objectives, however, the fundraising message by
itself stands incomplete, unattractive, and unworthy of support. 

As an example, if a health care facility needs to add new
diagnostic equipment, the organization must find and prepare a
space, order and install the equipment, and train staff to use it.
As a result, the public has three separate funding opportunities:
space renovation, equipment cost, and staff training. If offered
only on their own, the reasons behind this expansion would
remain unknown. But with direct linkage to the facility’s current
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strategic plan, the expansion becomes an opportunity for the
organization to improve the quality of its public service as well
as meet an identified health care need that directly benefits the
community. 

This story also illustrates the working arrangement between
board and staff because both worked jointly to conduct the
strategic planning process that identified and verified the need
for this equipment to deliver the expanded service. Securing 
the necessary funding also will require the efforts of both board
and staff.    

PITFALL
“Why does this organization deserve $1 million or $10 million?”
If board members aren’t prepared to answer why fundraising is
important, if not critical, to the fiscal health of the organization,
the effort will stall.

PARTICIPATION
Whether or not a nonprofit requires its board to participate in
fundraising efforts, it still depends upon the board’s expertise
and active engagement to help fund its priority needs. “It is
generally said that the primary responsibility of a governing
board is to hold the nonprofit organization in trust in the public
interest to ensure that it functions according to its statement of
mission,” writes Henry J. Rosso in Rosso on Fund Raising. “This
can be a heavy duty for each member of the board. By taking
their charge seriously, trustees become both servant leaders and
stewards.” 

Board members have responsibility for approving the annual
budget and fundraising plan and seeing that both are carried
out. Both also are essential for identifying the resources to meet
these fiscal responsibilities, and members typically offer names
of potential donors they know and with whom they have some
level of personal relationship. Other ways that board members
can participate in fundraising efforts include 
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• introducing staff and volunteers to prospective donors

• setting up face-to-face meetings with donors

• arranging a table of prospects as their guests (along with a
few donors) at a benefit event to enjoy the occasion and its
purpose of supporting their favorite organization 

• adding their signature to event invitations, a personalized
request for attendance that can be quite effective 

• sending a personal note or making a telephone call to
donors they know, expressing their personal thanks for each
new or renewed gift 

Through such direct involvement with various steps in the
fundraising process, board members can appreciate the care and
attention donors require and adjust their own commitment to
serve the organization to their maximum ability. (See Appendix I
for more information on board member participation in
fundraising efforts.) 

OVERSIGHT
In addition to offering a big-picture view and approving well-
defined, multiyear strategic plans, board members approve
annual budgets, monitor periodic financial statements, hire (and
fire) chief executives, and guide and direct the organization as it
fulfills its mission and vision for the future. These strategic
plans, developed and approved by board members, are their
plans, and it is the responsibility of the board to ensure the
plans are followed. 

In the fundraising area, board members also have the
responsibility for stewardship to oversee the faithful use of all
funds received in accordance with donor restrictions, accounting
standards, and legal and ethical requirements. (For more
information about the big picture and the legal issues involving
a nonprofit board, see Ten Basic Responsibilities of Nonprofit Boards
and Legal Responsibilities of Nonprofit Boards, Books 1 and 2 in
the BoardSource Governance Series.) 
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QUESTIONS THE BOARD SHOULD ASK
1. Have we participated in forming the organization’s strategic

plans for the future?

2. Have we participated in the fiscal strategic plan to finance
this future?

3. Do the organizational fundraising plans and operating
policies match these strategies?

4. Has the board reviewed and approved the fundraising
budget?

5. How do we as a board provide leadership to fundraising
committees and activities?
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CHAPTER 2
METHODS AND TECHNIQUES
OF FUNDRAISING
Understanding basic terminology used in fundraising will help
board members to establish a firm foundation in the methods
and techniques of fundraising as they learn about and carry out
these important responsibilities. These concepts are organized
within the three primary solicitation areas  — annual, major,
and planned giving — and will be referred to throughout this
book as the board’s role in fundraising is put into action.

ANNUAL GIVING
The first and most important fundraising requirement is to
provide sufficient money each year to fund the current operating
budget if other sources of revenue do not cover all expenses.
Donations of this type primarily come from individuals — the
nonprofit world’s principal source of support. 

Annual data from Giving USA, a report on philanthropy
published by the Giving USA Foundation, reports that
individuals gave $229.03 billion in 2007, representing 74.8
percent of total giving that year. Another $23.2 billion also was
received from individuals in the form of charitable bequests (5.1
percent of total giving). Together, individuals provided more
than $252 billion for nonprofit causes, accounting for 80
percent of total giving. The remaining 20 percent came from
other annual gifts and grants from corporations, foundations,
associations, and societies, for a grand total of $306.4 billion.

Acquiring, retaining, and upgrading these individual donors are
an organization’s primary goals each year, and it uses nearly
every communication channel to reach the widest and most
diverse audience possible. Given the depth and breadth of these
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efforts, annual giving is the most expensive type of fundraising
and largely depends upon staff. 

The funds raised are unrestricted, meaning that the organization
can channel them to the annual budget areas where they are
most needed at the time. Goals assigned to annual fundraising
activities typically increase each year as budget needs increase,
so fundraising programs continually face the challenge of
meeting ever higher levels of financial support. 

The most common fundraising methods and techniques used as
annual solicitation activities are described briefly below.

Mailings. Mailings are a reliable method to market the
organization’s programs and services to wide audiences and
allow a nonprofit to reach the largest number of potential
clients, as well as prospective donors, with its direct appeals for
support. While necessarily expensive in the acquisition phase,
renewing and upgrading of a prior mail donor’s gifts is highly
profitable. Three years may pass before the organization achieves
a reliable level of profitability or return on investment as a
combined acquisition and renewal efficiency rate.

The board should consider this area as an investment strategy.
Mailings build an enduring relationship with reliable donors —
those who are willing to invest each year in the organization’s
present and future needs. Some among these donors can do
much more, if given adequate personal attention.

Membership Programs. A membership program actively invites
donors to join as annual partners with the organization in
meeting its mission and vision. Such programs typically use a
range of gift levels and offer a variety of benefits and privileges
to maintain the member’s interest and involvement.

Donor Clubs. By offering higher giving levels, donor clubs
identify and qualify major gift prospects as well as potential
volunteer leaders. The personal attention accorded these donors
will help to cultivate them as quality candidates for future
capital campaigns and planned gifts.

Benefits and Special Events. Along with mailings, benefits and
special events are the most pervasive forms of public solicitation
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in current practice and are highly popular with volunteers and
attendees. They also provide opportunities for high media
visibility for the charity and its cause and are good vehicles for
volunteer recruitment and leadership development. 

Visibility for the organization, not net proceeds, is a key
achievement of special events — but they still should generate
income. However, they are the least cost-effective means of
raising money and are highly staff intensive. For maximum
efficiency and effectiveness, they should be volunteer-led,
volunteer-directed, and staff-supported rather than assigned to
the fundraising staff to do everything.  

Telephone Solicitation. Interacting with prospects on the
telephone enables the organization to personally communicate
and connect with donors and prospects. The telephone proves
most beneficial with prior donors, where the discussion ties a
variety of annual giving priorities to past giving results. Using
the telephone in combination with mailings and/or e-mail has
proven effective as well.

Testimonials. Many donors participate in memorial gifts to a
charitable organization to honor the life of a relative, friend, or
business associate as an expression of sympathy to the family.
Another form of testimonial giving is to honor someone, such as
a retiring administrator, professional staff member, or board
member. While such gifts may not occur each year,
organizations should be prepared with memorial and tribute
giving options. They offer donors another opportunity to
express admiration and respect for another person with a gift
made in that person’s name.

Web-Based Giving. Web-based giving is the newest fundraising
vehicle, and many organizations have designed their Web sites
with this solicitation technique in mind. Nonprofits use this
medium actively for direct solicitation as a preferred
communications channel to request contributions. Its ultimate
effectiveness and efficiency is its ability to integrate with other
annual solicitation techniques.

Web sites should be interactive, inform visitors about annual
priorities needing gift support, and provide a “donate now” icon
that offers a secure means to accept contributions via credit card



and other forms of electronic funds transfer. Thank-you letters
and official receipts can be sent electronically to donors more
quickly than by mail. Perhaps the most advantageous use of this
technology is its ability to encourage direct communication
between donors and their favorite charities. The Internet offers
multiple avenues for direct interaction, such as e-mail, special
reports, and newsletters. Blogs and other interactive channels
allow for networking between volunteers and donors, public
commentary with questions and answers, making appointments
for service, and even virtual meetings of committees and
support groups, charity auctions, and more. 

Groups, Guilds, and Associations. These groups combine
membership affiliation with a vehicle for volunteers and donors
to become personally involved in supporting their favorite
nonprofit organization. Examples include college and university
alumni associations, guilds that support the arts, and hospital
auxiliaries.

Many nonprofit organizations structure these volunteers into
semiautonomous support groups with their own boards of
directors and committees, all approved and appointed by the
board of the parent charitable entity. Such groups often identify
and carry out their own membership recruitment and renewal
activities, stage fundraising benefit events, and serve as informed
advocates for the parent organization. They also can adopt one
or more programs or service areas as “their” project to support
each year through fundraising.

Volunteer-Led Personal Solicitation. The most effective and
efficient method of fundraising involves personal, face-to-face
solicitation. The only downside is the lack of qualified and
energetic solicitors, including board members, who are willing
to ask their friends for money during the year. To succeed, all
volunteer solicitors (including board members) must receive
proper training and supervision, focus on larger gifts from the
most qualified donors and prospects, and receive adequate
recognition for their efforts.

Regardless of its components, the overall annual giving program
requires board member participation in several areas that
support fundraising. Personal gifts are essential each year, as is
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visible participation in fundraising activities and events. Board
members also should actively participate in thanking donors;
there is no higher level of appreciation that can be offered to
new and faithful donors. Board members also must take action
to ensure that funds raised are used for the purposes that donors
intended; regular reports, provided by staff, should explain how
these funds were applied for the benefit of the community the
organization serves. 

TIP
To encourage board members to model all types of giving,
ensure that the board’s policy on personal giving clarifies that
contributions to a capital campaign or endowment campaign are
in addition to annual gifts. 

MAJOR GIVING
To meet their long-term and major needs, many nonprofits rely
on large gifts from individuals, corporations, and foundations,
usually solicited through special major giving initiatives.
Significant gifts are the result of time and attention given to
qualified donors and prospects who resolve to make a sizable
gift to meet an urgent and relevant need while simultaneously
realizing one or more of their personal aspirations in their
decision. 

Major gifts result from relationships established and fostered
over time by the organization’s board and staff, usually through
one or more annual giving programs. To maximize these
opportunities, board and staff must prepare a separate strategy
of appropriate cultivation and solicitation for each prospective
donor. Large gifts are quite similar to major investment
decisions for donors. Each qualified donor will require complete
knowledge of the organization, its leadership competence, and
its fiscal strength, as well as its well-prepared plans for how
these funds will be used. The processes of identification,
qualification, cultivation, and solicitation are presented next for
each of the three main sources of major giving decisions. 
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Individuals. Individuals are the largest source of giving; often
their generous contributions come as a direct result of personal
conversations with board members on the merits of the
organization. Individual motives for giving are varied and
increasingly donor directed; in other words, donors want to
specify how their money will be used to benefit others. 

Thus, donors who specify that their gifts should pay the tuition
for students majoring in chemistry will expect chemistry
students to benefit from their contributions. Or, if donors agree
to pay for a piece of new equipment, they expect that
equipment to be purchased, installed, and used as intended. In
both instances, the organization has the opportunity to cement
its relationship with donors through communication from and
meetings with the students and a site visit to view the
equipment in operation.

Securing major gifts from individuals requires extensive personal
involvement, cultivation, and solicitation. Board members can
be highly effective throughout this process. They provide the
assurances that the donors’ funds will be used as requested, as it
is the board’s duty to oversee how all funds are spent.

Corporations. Corporations can make both annual and major
gifts when the decision fits one or more business objectives,
sometimes called a value exchange. Careful work is required to
establish the return value for a gift from a company, business, or
firm. The return usually comes in the form of visibility to one or
more corporate customer audiences or target markets for its
products. Nonprofit organizations can respond in several ways,
generally in the form of visible recognition. As an example,
colleges and universities offer corporate giving clubs directly
related to their academic units; the value exchange is access to
faculty, research, and students. 

At a business, corporation, or firm, an internal committee
typically makes gift decisions. The corporation may require
nonprofits to observe complete adherence to application
procedures as a way to identify those applicants that best match
its giving criteria. Board members can assist in seeking corporate
contributions by identifying candidates and opening doors for
staff and volunteers, along with seeking sponsorships and
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underwriting gifts for benefit events and other activities.
Developing long-term relationships with corporations can yield
secure annual giving levels along with occasional major gift
investments that both parties find advantageous.  

Foundations. Foundations exist to give away at least 5 percent
of their annual asset value — but only to those that most closely
match their well-defined policies and procedures. Competition
for these grants is fierce, as hundreds of organizations may apply
for every grant decision possible from a foundation’s available
funds.

Here again, board members can identify candidates and, where
appropriate, make contact with foundation board members on
behalf of the nonprofit organization. Foundations often request
confirmation that board members are supporting the
organization financially. Also, they routinely ask for
documentation on board governance and accountability as part
of grant application procedures. Because of such specialized
requirements, grant writing tends to be a labor-intensive and
therefore staff-centered activity. 

SPECIAL-PROJECT CAMPAIGNS

By designing a fundraising objective around specific priorities, a
nonprofit invites immediate support due to an urgent need
linked to a relevant public problem within its mission. Examples
include fires, floods, hurricanes, earthquakes, and the like.
Special-project campaigns offer a defined goal with a specific
project that must proceed as soon as the money can be raised.
Other forms may be designed around a unique situation (for
example, a retiring chief executive or long-term employee) or an
individual contributor, family, alumni class, or group of friends
giving a memorial or tribute. 

The board’s role is to decide on the project and delay its
implementation until all the funds required have been received.
Board members also should participate visibly in one or more
leadership positions in this special campaign as well as support
it financially.

Capital Campaigns. Capital campaigns are the most
productive, efficient, and cost-effective method for raising large
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sums of money for the highest priorities in the organization’s
future plans, usually developed from a thoroughly prepared
strategic plan. A capital campaign requires several years in
planning and preparation prior to initiating the multiyear
campaign itself and is applied only when other revenue sources
are insufficient to fully fund the overall plan.

In general, capital campaign objectives include new
construction, major renovations, new equipment, and/or
building the endowment (if the capital project does not include
a separate endowment campaign). In most cases, the strategic
plan identifies the most urgent needs for one or more (or all) of
these objectives, which is why extensive campaign planning and
preparation are required. Campaigns reach the public only after
all preparations are complete and the board, staff, and closest
friends have made their best gift commitments to the project in
advance. It is not unusual for this entire process, from initial
planning to conclusion, to take from three to five and even
seven to eight years. 

Campaigns require a total effort by everyone associated with the
organization and are board-led and board-supported
throughout. Board members must set a personal example by
giving to the best of their ability before inviting others to make
their best gifts. Further, successful capital campaign efforts
require board members to assist staff with specific tasks such as 

• endorsing, supporting, and participating in the preparation
of the strategic plan

• identifying specific fundraising objectives along with
campaign policies and procedures

• supporting marketplace research surveys, development
program audits, and pre-campaign planning or feasibility
studies that test the public’s response to campaign objectives

• selecting qualified campaign counsel and recruiting qualified
and experienced fundraising staff

• supporting funding requirements for campaign budget, staff,
space, and systems

• identifying, cultivating, and arranging opportunities to meet
with major gift prospects
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• resolving the need for other, ongoing fundraising
requirements for annual operating support during the
campaign period

Without the board’s full engagement in the decisions that lead
up to the need for a capital campaign strategy, the campaign
itself — as well as the plans for the future — are likely to be
unrealized.

Endowment Campaigns. Nonprofit organizations are
increasingly aware they need an investment strategy to secure
their future. The purpose of a permanent endowment is to
produce a reliable level of annual income (usually determined to
be at 5 percent of annual asset value) to meet annual operational
budget needs.

However valid the need to build an endowment, the decision to
embark on this strategy must be made with full awareness of its
impact on all other fundraising activities. It is possible to
conduct a separate fundraising strategy to seek endowment gifts
while pursuing the full range of routine annual giving methods
and techniques, chiefly because the most qualified audience can
be identified as individual prior donors interested in or
concerned about estate planning, not annual gifts. Some
organizations include an endowment goal within their capital
campaign’s list of objectives, with the intent to add a level of
permanent funding to support those programs and services
linked to the campaign goals, as well as to provide maintenance
funds for the building and equipment into the future.

The chief fundraising method to seek endowment is a planned
giving program. This effort requires technical knowledge of
estate planning, plus experience and expertise in investment
management. Such programs should proceed only with full
information and board-approved policies and procedures for all
operating details. 

Board members also should consider including the nonprofits
they serve in their own estate plans. This decision may take the
form of a planned gift commitment during their term of office or
for a specific amount listed in their will or living trust, a
percentage of their entire estate, or the gift of a specific asset
they currently control. 
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PITFALL
If you haven’t familiarized board members with the language of
fundraising, they may not understand the many ways that
people can contribute to the organization. 

PLANNED GIVING  
A secure financial base can be established by donations made
through planned giving — future assets that a donor commits to
contribute through bequests, charitable trusts, gift annuities, life
insurance, or other forms. Current donors may consider
increasing their current contributions by adding a planned gift,
once its benefits (including tax advantages) are explained clearly. 

Planned gifts offer donors, prospects, and friends another means
to increase their contributions and leave a legacy gift to their
favorite nonprofit organization. Donors should be encouraged to
review any proposed planned giving with their own advisors to
ensure the proposed gifting arrangement meets their personal
needs and long-term financial requirements. There are two areas
of planned giving or estate planning: 

Current Planned Gifts. With these major contributions, the
decision and the gift are made today, with the funds invested
and managed by the nonprofit for the donor’s lifetime (or other
term as described in the contract). The donor derives income by
transferring a current financial asset, by contract, to a charity,
with the residual principal delivered to the nonprofit
organization following the donor’s death.  

As an example, a donor can establish a charitable remainder
trust or charitable gift annuity today, negotiate the income
payment schedule (usually between 5 percent and 8 percent of
the total gift value), claim an income tax charitable contribution
deduction in the year the gift is made, and begin receiving
income from the trust or annuity for the balance of the contract
or life. Upon the donor’s death, the charity receives the
remainder value in fulfillment of the contract. 



Future Estate Gifts. With these major contributions, the
decision is made today but the organization does not receive the
funds until after the death of the donor. For example, a donor
may decide today to stipulate a specific gift for a favorite charity
in a will or living trust. The gift may be in the form of a
specified cash amount, specific asset, or percentage of the overall
estate, all decided at the time the will or living trust is created
— but not transferred to the organization until after the donor’s
death. Wills and living trust documents can be modified over
time, suggesting that continued attention to the donor is needed
to limit any unfavorable changes. 

The board’s fiduciary duty includes managing the organization’s
planned gift contracts and endowment funds. The board must
faithfully observe donors’ wishes and be vigilant about investing
and managing donors’ money. Planned gift contracts require the
nonprofit organization to accept full trusteeship responsibility or
to place the funds where all such legal obligations will be met
faithfully on the donor’s behalf (for example, with a local
community foundation or bank trust department). Board
policies should define whether it will act as trustee for each
contractual agreement, and, if so, what professional investment
policies and procedures will be in place to ensure the donor’s
interests are preserved for the life of the contract.

QUESTIONS THE BOARD SHOULD ASK
1. How does the board provide leadership to the organization

and staff in the area of fundraising? 

2. What type of fundraising training and background
information do we receive from staff? Is it adequate?  

3. What percentage of our board makes a personal gift? How
does this compare with the organization’s historical data?

4. Has the staff briefed the board on estate planning and how
to make planned gifts? 
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CHAPTER 3
THE BASICS OF FUNDRAISING 
During their first six months of board service, new board
members should have the opportunity to attend a series of
training sessions that introduce them to the basics of fundraising
and their responsibilities in this area. Conducted by experienced
board members and fundraising staff, these sessions could be
folded in with orientation for new board members. (See page 37
for a sample agenda.)

These programs — which also can serve as refresher courses for
returning board members — should clarify the expectations for
individual board members, explain the tools available to help
them participate with confidence, and discuss the options
available for board members’ fundraising assignments. Useful
topics include

• industry trends in giving

• regulations on contributions

• organization-specific details on how fundraising goals are set
and results reviewed

• the status of all annual, major, and planned giving programs

• current fundraising staff and assignments, fundraising
budgets, and board-approved solicitation plans

• analysis of fundraising results, based on board-approved
performance evaluation criteria

• fundraising policies

• use of staff-created fundraising materials

These and other subjects also should be provided as continuing
education topics at regular board meetings, board retreats, and
fundraising committee meetings. Many nonprofits charge a
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board committee — often called the development committee —
with making sure that every board member is involved in
fundraising. The committee’s duties may also include reviewing
and approving fundraising plans and budgets, as well as
developing criteria to evaluate results achieved. 

We now introduce our fictitious new board member, Mr. Rudy
Sanchez, beginning with how a hospital board’s governance
committee determined his candidacy by evaluating his
credentials against its current needs.

Mr. Sanchez is a 43-year-old accountant whose practice features
financial and estate planning as well as auditing small to medium-
size nonprofit organizations. He is a 21-year resident of the
community, father of two daughters, active member of his church, and
a past president of both the Chamber of Commerce and local Lions
Club. He is an annual donor to the local American Red Cross
Chapter, Boys & Girls Club, Girl Scout Council, and United Way. For
the past five years he also has been a $500 annual donor to the
Grateful Parents Club of the local hospital where his twin daughters
were born eight weeks premature.  

Both the current and past board chair of the hospital board know Mr.
Sanchez from their own volunteer efforts with the Chamber of
Commerce and Boys & Girls Club. Mr. Sanchez speaks highly of the
hospital that “saved the lives of both my girls at birth.” The hospital
board has approved plans to build a permanent endowment of $50
million to withstand constantly changing reimbursement policies, and
Mr. Sanchez’s estate-planning expertise will be valuable to this effort. 

The current and past board chairs have agreed to invite him to join
the board and chair a new committee of estate-planning professionals
as part of the board’s endowment effort. Mr. Sanchez’s assignment will
be to prepare plans for a $50 million endowment as a planned giving
program. The governance committee reviews his name at its next
meeting; after approval, the board chair, governance committee chair,
and hospital chief executive are selected to recruit Mr. Sanchez. 

Even board member candidates who have served other
nonprofits will require instruction specific to your organization
— such as how you conduct your fundraising activities, which
tasks development staff members undertake, what level and type

30 FUNDRAISING RESPONSIBILITIES OF NONPROFIT BOARDS © 2009 BoardSource 



of board participation is expected, and what specific
assignments are offered.

Understandably, each organization has a different leadership
style, organizational structure, fundraising history, and culture.
One nonprofit may have a dedicated volunteer who chairs a
large volunteer committee to produce the annual benefit event;
new board members might feel intimidated by being asked to
join such an established group. At another organization, the
timing of current fundraising activities may have been
established for years, with mailings in October and May and
benefit events in January and July — and suggestions for change
or offering other experiences might be unwelcome. A new board
member should tread carefully into these areas, fully aware of
the potential to be viewed as a hostile intruder. However, new
ideas should be considered openly within the organization
where increased performance and net profits will be the result.

The hospital’s board chair invites Mr. Sanchez to a luncheon to
discuss the hospital’s current plans and board vacancy. The
governance committee chair and hospital president also attend the
luncheon. The board chair explains the hospital’s need to establish an
endowment to provide financial flexibility and long-term security. The
hospital president provides details on current development office staff,
adding that none has experience in planned giving. He promises to
add such professional staff and an operating budget to support this
new endeavor such as Mr. Sanchez and his new committee deemed
necessary. 

In addition, the board chair provides a written job description that
outlines tasks Mr. Sanchez is expected to undertake. The description
estimates the time frame for accomplishing these tasks and even
describes guidelines for personal giving. The document makes clear
the level of time commitment that would be required. Mr. Sanchez
realizes he is ready for the challenge and agrees to be considered.

INVESTING TIME AND MONEY
Successful fundraising is the result of a dual strategy. First, it is
an investment of time and budget with an expected high rate of
net income in return or profit for each solicitation method used.
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Overall performance expectations are for a cost-benefit ratio of
$0.20 to $0.30 to raise $1.00, or in excess of 300 percent
annual return on expense. This return on investment is usually
achieved after three or more years of continuous program
activity. Such a level of success requires expertise, patience, and
consistent leadership at all levels.

Second, fundraising programs engage donors and volunteers in
giving their time, talent, and treasure. They help donors fulfill
their personal goals and aspirations through active involvement
with charitable work. 

“Friend raising” and relationship building are fundamental to all
levels of fundraising success. Unfortunately, too many
organizations and their boards think fundraising is only about
asking for money right now, not about building relationships
that provide repeated, reliable, and increased gifts next year and
for years after that. Experience has shown that while boards and
staff will change, nonprofit organizations and their supporters
remain. Actions can and should be taken today to preserve
donor loyalty and trust over time.

Those outside the organization, for example, typically view
board members as well-informed, committed, and always
prepared to discuss the organization’s current status, priority
needs, and future plans. Thus the board should share its vision
and passion for the organization; engage and involve others in
its work; and actively advocate for the organization’s mission,
vision, and values. These duties should not be neglected in the
continuing quest for new money from new donors.

Each fundraising method commonly used each year in public
solicitation — such as mailings, membership programs, and
special events — has its own means test for demonstrating
success. Each method will have different results, just as
organizations do not have the same performance, average gift
size, numbers of donors, or dependence on volunteers and staff.  
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Success for each fundraising program depends on a list of varied
internal and external factors such as

• age of the program

• size of the organization

• required levels of gift support

• geography

• zeal of the board, volunteers, and fundraising staff

Of course, any level of success depends upon direct leadership
from the board. Fundraising tactics planned and executed with
collaboration, cooperation, coordination, and communication
between board and staff are more likely to meet institutional
needs as well as reinforce the value of personal allegiance and
the commitment of many volunteers and donors. 

PITFALL
When an organization cannot report that 100 percent of its
board members made a personal gift, corporations, foundations,
and other individual donors may question their own support. If
the full board is not able to stand behind the organization by
supporting its programs with personal means, how is an
outsider supposed to do it?  

INTEGRATED FUNDRAISING: THE PYRAMID 
OF GIVING
To many board members, senior staff executives, and
fundraising staff, the concept of integrated fundraising refers to
the comprehensive, planned use of multiple solicitation methods
to achieve annual, major, and planned gifts throughout each
year. This strategy, known as the Pyramid of Giving, focuses
time and attention on retaining donors and increasing their
interest and involvement, along with continued financial
support. 
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The Pyramid of Giving is analogous to the overall master plan
for a fully integrated fundraising program. Donors do not make
the biggest gift of their life first. It takes years and lots of work to
build a pyramid — and always from the bottom up. 

Donors are invited to begin their relationship at the base of the
pyramid through annual giving methods and techniques. Over
time, they are encouraged to engage actively with the
organization and expand their personal involvement with
increased giving. The estate gift decision gives them the option
to perpetuate their prior commitments with their final
investment. The overall result is an established and loyal
foundation of reliable, committed donors and gift income to
support the organization’s priorities in a world of ever-changing
economic, environmental, and financial conditions. 

FIGURE 1: THE PYRAMID OF GIVING 

The greatest numbers of donors participate through a variety of annual giving
options. Out of these loyal supporters, some will “step up” when needs are
defined at major giving levels, usually through well-defined campaigns. At the
top of the pyramid are those few who also choose to commit funds from their
estate to their favorite charities. 

Reprinted with permission from Fund Raising: Evaluating and Managing the Fund
Development Process by James M. Greenfield (John Wiley and Sons, Inc.,
Second Edition, 1999). 
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“Today, integrated fundraising is a goal for most nonprofit
organizations, not a reality. In fact, the concept of integrated
fundraising is generally better known in the abstract for the
benefits it’s thought to bring as well as its drawbacks,” states Mal
Warwick in Direct and Interactive Marketing: New Techniques for
Fundraising Success. “In theory, integrated fundraising reduces
inconsistencies in communicating an organization’s message,
strengthens donor relationships, and yields increased revenue,
especially over the long haul. The price that’s paid for these
considerable benefits includes heavy capital requirements,
greater demands on management, and sophisticated skills to
operate the more complex systems entailed in the process.”  

TIP
Build a solid Pyramid of Giving by offering your most reliable
annual giving donors the opportunity to expand their
involvement through major gifts and planned giving. This can
lead to continued support for years to come.

PERSONAL GIVING
In Managing the Nonprofit Organization: Principles and Practices,
Peter Drucker notes, “The board is the premier fund-raising
organ of a non-profit organization. If a board doesn’t actively
lead in fund development, it’s very hard to get the funds the
organization needs. Personally, I like a board that not only gets
other people to give money but whose members put the
organization first and foremost on their own list of donations.” 

Does your organization ask its board members to place it as one
of their top one or two charities during the period of their term
of office? By establishing a policy of personal giving by board
members, the organization’s board sends a message that its
members believe in the cause.

This duty is not about the amount each board member can give;
rather it is about achieving full participation. For example, a
constituent of the organization may make an excellent board
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member, lending perspective and valued opinions to the group,
yet be unable to afford to donate a large sum of money. In other
nonprofits, such as arts or cultural institutions, sizable gifts are
expected and may even be required of board members. In those
cases, prospective board members need to be informed of the
specific giving expectations during the recruitment process. 

Board members should be encouraged to make an annual
stretch gift that is within their means. It is both their personal
and collective example that encourages others to make gifts. In
particular, some grantmaking organizations, including
foundations and corporations, require 100 percent board
participation as a prerequisite for their grant decisions. In a
similar fashion, when board members are asking others for gifts,
they must be prepared for the question, “Have you made your
own gift?” If they cannot answer “yes,” there is little reason for
another person to give to an organization its own board
members do not support. 

The job description provided to every potential board member
should clearly state the board’s personal giving policy, so
everyone is clear on the expectations (see Appendix II). The
board chair and development committee chair should take a
lead position in soliciting personal gifts from board members
after making their own personal gift decisions.

After meeting with the hospital’s recruitment team, Mr. Sanchez is
pleased to be invited to serve in this special capacity and accepts the
recommendation to place his name in nomination for a three-year
term. Later that month, the board approves his election and a
meeting is scheduled for his fundraising training session. The agenda
appears on the following page. 
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QUESTIONS THE BOARD SHOULD ASK
1. Does everyone on the board understand and accept our

roles in the organization’s fundraising activities? 

2. Does the organization have an integrated fundraising
program in place?

3. Do we have an annual expectancy statement each board
member has to sign?

4. Does the board chair take a strong role in fulfilling this
policy?

SAMPLE ORIENTATION AND
FUNDRAISING TRAINING SESSION 

Introductions and Mr. Jacobs, Chair of the Board
Opening Remarks

Board Meetings Mr. Jacobs
(officers and structure) Mr. Edwards, President & CEO

Fundraising Committee Briefing Mrs. Davis, Committee Chair
(Development committee Ms. Miller, Director of 
meetings, agenda, minutes, Development
reports; development staff
and budget; gift results;
upcoming events)

Discussion: Questions and Answers

Attachments: Board minutes (for the last six meetings), schedule of
upcoming board meetings, bylaws, long-range and strategic plans
(with fiscal projections), board policy manual, fundraising policy
manual, recent gift reports, and fundraising staff directory 



CHAPTER 4
THE DEVELOPMENT PROCESS 
Think of fundraising as a series of steps to engage donors in
continuing and increasing their support. During this
engagement period, board members will have multiple
opportunities to be significantly involved (see Figure 2).

FIGURE 2: STEPS TO SOLICITATION

Board members can assist with each step, from identifying
prospective donors, assisting with cultivation and solicitation,
then stewarding the gift and the donor by reporting how the
organization used the donors’ contributions to further its
mission. In time, with continued contact to maintain the donor’s
interest, opportunities to renew and upgrade the gift will be
possible. Donors deserve nothing less.
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For example, staff may generate a list of 30 new prospects that
the organization has identified for future support. Board
members should review the list to see if they know any of the
prospects, can verify a prospect’s likely interest in the
organization and its mission, could arrange a meeting with a
prospect, and might estimate the person’s potential gift as well as
likely area(s) of interest within the organization. Such
information helps staff to qualify prospects to receive personal
attention. 

For each name a board member indicates knowledge of and a
willingness to contact, development staff can prepare a
distinctive cultivation strategy. It will include several steps, such
as meeting with the donor, informing the donor of the
organization’s mission and vision, and learning the donor’s
potential interest and inclination to give. 

These cultivation and solicitation steps should lead to the point
when the donor has all the information needed to make a
decision and is willing to consider an important gift request.
Stewardship, which follows each gift, includes care of the gift,
its use, and the donor as well as any recognition for the donor
associated with the gift. The final step is continued engagement
with the donor out of respect and because another gift
opportunity likely will arise in the future.  

CULTIVATION
Successful solicitation begins with cultivation, which follows
qualification of prospective donors as valid candidates. Typically,
the staff prepares an individual cultivation plan with details on
how to inform each potential donor of the organization’s
mission, vision, and values; cite organizational
accomplishments; validate the need for the prospect’s personal
involvement and support; and explain how the donor’s funds
will be used to benefit the mission or cause. 

An invitation to participate cannot be rushed or conducted
without attention to these details — you must first build the
prospective donor’s confidence and trust in the organization and
its mission. Remember that the organization’s job is to ask and
ask well; donors decide what, when, and how they will give.
Giving is voluntary, after all. 



BOARD MEMBER TASKS

Board members’ involvement can include verifying the potential
interest and ability of the prospect, identifying the best team to
call on the prospect, arranging an appointment, and more.
Board members also can assist development staff by supplying
details to the prospect’s profile record, such as known special
areas of interest, prior gifts and service to other charities, family
interests, occupational details, and leadership skills. These are
all necessary first steps to take with each new prospect. 

Current and past donors require this same level of respect and
preparation before being asked for their next gift. All these
details, when collected together, are quite sensitive. Therefore,
they must be treated in a confidential manner and used only as
appropriate to benefit the organization. Because this information
has been accumulated from public sources, neither the source
nor the data require security. The overall collection of personal
and professional details, however, requires sensitive treatment by
all board members, volunteers, and staff. Those who will contact
each prospect need only the details essential to their cultivation
and solicitation efforts.

Board members can help this cultivation process in a variety of
other roles. For example, they can

• host social occasions and invite prospects as their guests to
public events that provide a venue for sharing information
about the organization’s priority needs

• act as spokespersons, publicly addressing the organization’s
future plans for meeting current needs in the community

• review cultivation and solicitation strategies, suggesting
likely areas of support, gift amounts or ranges, sensitive
issues that may need to be addressed, key team members
required, and meeting locations

• understand why these details are highly pertinent to the
donor’s interest and potential ability and how each step of
successful cultivation will lead to an equally successful gift
solicitation 
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TIP
Use board members’ guidance and familiarity with major donors
and prospects to plan the seating arrangement at activities and
events to ensure that important guests and participants receive
personal attention. Paying attention to these details also serves
the organization’s current cultivation and solicitation strategy.

It is widely recognized that board members exercise their fiscal
duty by aiding cultivation and extending personal invitations to
give. It also is widely recognized that current and prospective
donors appreciate this level of personal attention. These and
other extra efforts establish the positive relationship essential for
successful solicitation, leading to a right time for the donor to
make an informed decision.

SOLICITATION
Solicitation activities call for board and staff to establish a
working partnership built on mutual respect; each partner must
be reliable, responsive, and able to keep confidences. Further,
the organization should express its appreciation for the
board/staff solicitation team’s efforts in this delicate work.
Success greatly depends upon collaboration, coordination, and
communication by all those engaged in the business of seeking
gifts, grants, and contributions. 

As an organization’s investors, donors deserve the same — if not
more — attention and service as any financial investor would
receive from a for-profit corporation. Donors do not provide
money to the organization solely because they were asked; they
invest their money and trust in the organization’s ability to
deliver quality programs and beneficial services.

Given this mind-set, the best solicitation requests explain what
donors’ money can do and how those funds will benefit others.
Donors are less interested in appeals that appear to help the
organization serve itself. For example, appeals will fail to inspire
serious gift decisions if they emphasize internal objectives
without demonstrating how the funds would be used to benefit
those whom the organization aims to serve through its mission. 
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The board duties of setting fundraising policy and procedure
and approving solicitation activities may not be as simple as you
might think. That’s why orientation and training of board
members must address these details — especially when new
board members have limited experience with a nonprofit
organization and its fundraising process.

For some board members, being involved in active solicitations
may be an entirely new experience. Each charitable organization
and its board are legally and ethically responsible for the
conduct of all those who solicit on its behalf and should provide
complete training for these assigned duties. Guidance on this
issue, released by Independent Sector in its “Principles for Good
Governance and Ethical Practices: A Guide for Charities and
Foundations,” reads: “A charitable organization should provide
appropriate training and supervision of the people soliciting
funds on its behalf to ensure that they understand their
responsibilities and applicable federal, state, and local laws and
do not employ techniques that are coercive, intimidating, or
intended to harass potential donors.”

PRACTICE MAKES PERFECT

Education and training will help, but actual practice is the best
teacher. Typically, staff invite board members to join a veteran
team at three to five face-to-face meetings with potential donors.
Such personal interaction leaves a positive impression on the
donor or prospect. 

To prepare for each contact with a prospective donor, board
members should review information provided them, such as 

• the donor’s or prospect’s interests and likely inclination to
give

• all research data to corroborate the prospect’s interest in the
project
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• a range of potential gift amounts to be offered

• key members on the visiting team (who have rehearsed their
roles)

• the time and place of the meeting 

• information about the prospect’s spouse and/or financial
advisors (if they will be at the meeting)

• the donor recognition options 

Before each meeting with a prospective donor, the team should
rehearse the content of the meeting plan. Decide such fine
points as who will start the meeting, who will speak about the
project, who will answer questions on specific issues, and who
will ask for the gift if the donor seems prepared to make a gift
decision. 

Cultivation and solicitation teams should rehearse the role of the
donor as well as their own function. This allows them to
appreciate the conditions each donor is subjected to. Such
preparation may seem contrived, but if a meeting is not well
planned, it could result all too easily in a “No, thank you”
response from the prospect. “No” doesn’t always mean “never”
— but a negative response makes it challenging to arrange
another meeting with this prospect for some time.  

One of the most paralyzing feelings can be the fear of rejection.
But in Fearless Fundraising for Nonprofit Boards, Second Edition,
Dave Sternberg puts potential rejection into perspective: “‘No’ is
rarely a personal rejection. It may mean not now, not yet, not for
that amount, not for this program, or not until I feel more
comfortable. If a person says ‘No,’ keep the conversation going
and try to learn what kind of ‘no’ it is. This will tell you
whether, and when, to try again.” 

Board members must remember that donors have their own
processes for making gift decisions, not unlike other investment
deliberations in real estate, bonds, or securities. To succeed, it is
necessary that an organization present a mission and vision that
matches a donors’ aspirations to accomplish something
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meaningful with their money for charitable purposes. If there is
no match, the organization should seek other candidates who
believe in its cause and can agree a gift will be the best use of
their money.

These solicitation procedures apply to corporations and
foundations as well as individuals. In fact, corporations and
foundations usually have more formal structures and processes
for decision making; they may require months to evaluate,
review, and debate before completing their grantmaking decision
steps.  

PITFALL
If board members do not become directly involved in cultivation
and solicitation, they are less likely to remain in contact with
their donors and prospects after the gift. Beware the practice
that, after making a donation, the organization also drops them
from their active donor contact list. And, if board members do
not keep in touch, these current and future donors will feel as if
the organization values them only for their money. 



RECOMMENDED POLICIES TO HAVE IN PLACE
The intricate relations with donors and volunteers require close
coordination between board members and fundraising staff.
Written guidelines should clarify the roles of the board,
individual board members, the chief executive and development
staff, and all those who volunteer to follow board leadership in
cultivation and solicitation activities that will benefit the
organization. 

These board-approved job descriptions and policies should
appear in the organization’s policy and procedure manual
covering all areas related to fundraising operations.  

• Development Committee

• Chair of the Development Committee

• Director of Development

• The Role of Volunteers

• The Rights of Donors

• Goals and Objectives for Fund Development

• Fundraising Budget and Results Evaluation

• Public Solicitation Programs

• General Fundraising Guidelines (donor recognition policy,
stock gift procedures, etc.)  

• Types of Gifts That Are Acceptable

• Gift Processing Procedures

• Gift Acknowledgment Procedures

• Accounting and Reporting Gift Revenues

• Investment and Endowment Management

• List of Donor Honors and Recognition

• Donor Relations and Communication
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STEWARDSHIP
The care required to maintain positive relations with donors
begins at the board level. Donors value the fact that board
members are actively engaged in the work of those nonprofit
organizations they support. Any board members involved in the
cultivation and solicitation steps leading to a gift should remain
involved through continuing contact with these donors. Further,
every nonprofit board should study the Donor Bill of Rights (see
Appendix III) and consider adopting this text as both the board’s
and the organization’s statement of official policy governing its
relationships with all its donors. 

Board members help foster continued good relations with
donors, beginning with their personal thank-you letter,
telephone call, or e-mail along with occasional notes to keep
them informed of the organization’s progress and how the
donor’s funds have made a difference to the organization and to
those it supports. While donors may appreciate recognition from
the chief executive or a senior executive of the organization,
receiving an additional, personal expression of appreciation from
a board member can help cement their resolve to continue
supporting the organization and perhaps to increase their
generosity in the future. 

An organization’s board can say thank you in many ways. People
know how to be nice, and that is all donors really expect.
Opportunities to thank donors for their support include greeting
them with a simple “Thanks again for your gift” and inviting
them to participate in donor-recognition activities such as
receptions, building dedications, and the like.

However board members choose to express appreciation, they
must be sincere and do more than simply follow a standard list
of follow-up activities. In those instances when donors wish to
remain anonymous, the organization must respect their wishes
regarding public notice. Still, board members and staff should
continue to maintain personal contact, report on how their
funds were used, issue invitations to public events, send copies
of annual reports, and so on.  
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Reporting the results of the organization’s successful programs to
the donor, delivering proper recognition for a donor’s generosity,
and maintaining the relationship offer opportunities for the level
of continued contact each donor deserves. Board members can
join in any of these steps where they can offer assistance; each
step is necessary to realize the next gift.

BOARD
RESPONSIBILITIES

STAFFRD
RESPONSIBILITIES

Approve annual operating budget
and fundraising plan that support
organization’s strategic plan

Prepare fundraising plan with
specific goals and objectives that
link to the strategic plan and its
fiscal imperatives

Approve fundraising policies and
procedures, in accordance with an
articulated code of professional
fundraising ethics

Select and implement fundraising
techniques aimed at building and
sustaining donors and prospects in
a Pyramid of Giving

Support staff by identifying
potential donors, participating in
face-to-face meetings and special
events, and fostering
communication with donors

Develop a donor cultivation and
solicitation plan, including
identification and qualification of
prospects, recruitment and
preparation of solicitation teams,
and scheduling of face-to-face
meetings

Support organization’s fundraising
efforts with a personal annual gift
and/or a planned gift

Handle all administrative tasks
associated with fundraising,
including data management,
accounting, and donor recognition

Monitor performance of fundraising
results compared to approved goals
and budget

Prepare regular reports that
evaluate fundraising efforts based
on gifts received, costs incurred
compared to costs budgeted, and
other metrics meaningful to the
organization

Ensure funds raised are used in
accordance with legal and
accounting requirements and any
donor restrictions

Maintain stewardship of donors
and their gifts by maintaining good
relations and communications 



Because fundraising programs depend upon personal action,
board members should evaluate their efforts as a group, using
their own governance guidelines. Important criteria include
their leadership assignments, service on committees, assisting in
prospect identification, participating in cultivation and
solicitation activities, and personal expressions of appreciation to
donors. And the greatest evidence of personal participation is
when an organization can report that 100 percent of board
members have made a personal contribution.

Again, the amount each board member gives is not important;
the percentage of board participation means more to individual
donors, corporations, and foundations being asked to support
the organization. Of the charities responding to BoardSource’s
Nonprofit Governance Index 2007 survey, 68 percent require their
board members to make a personal financial contribution. The
findings also reveal that nearly half of the organizations
responding — 46 percent — register 100 percent participation
in board giving. 

WORKING WITH STAFF 
Successful fundraising requires the time and talent of board
members working alongside professional staff and trained
volunteers. To ensure that your fundraising efforts go according
to plan, make sure that everyone is clear about the following:
who is in charge, who tracks activities, who sets goals and
records results, and who evaluates performance.

Hiring a fundraising staff represents an investment decision by
the board to not only give priority to public solicitation but also
to manage this function in accordance with professional
practices. Having such a staff also allows board members to
concentrate their time and efforts on selective solicitation
activities.

If your organization has a development staff, its role is to
coordinate the overall fundraising plan and support board
members in implementing the plan where and when most
appropriate. Development staff, for example, should take care of
routine administrative activities such as gift processing, data
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management, prospect research, accounting, and other support
responsibilities that are not appropriate duties for board
members.

Mr. Sanchez begins to work with the development staff to prepare the
hospital’s planned giving program. He meets with the director of
development about preparations and asks for a report for the
fundraising committee and board of directors on the steps involved to
initiate a planned giving program, including any new staff positions
and other budget requirements. Past donors, beginning with those for
whom a tax deduction for a planned gift is based on life expectancy
(such as those aged 55 and up who have made annual gifts of $1,000
or higher), are identified as likely prospects. In addition, a list of local
estate-planning professionals with prior contact with the hospital
regarding estate gifts are identified as potential candidates for the new
Endowment and Planned Gifts Committee. Last, a job description for
the new director of planned giving is prepared, along with a
preliminary budget that includes staffing and marketing funds to
introduce this new estate planning service.

The chief executive has multiple duties, which include
personally engaging in fundraising. What’s more, the chief
executive monitors and supervises the fundraising staff and
budget in keeping with board decisions and assigned goals and
objectives. This includes managing the solicitation of all donors
and prospects and directing the back-office work of prospect
research, committee meetings, volunteer training, gift processing
and gift reports, employee relations, budget and expense
management, donor relations, and donor recognition programs.
The fundraising staff is engaged full time in supporting board
members and other volunteers with their cultivation,
solicitation, and donor stewardship responsibilities as well as
completing their own assigned calls on prior donors and
prospects for new gifts. 

Some organizations rely on board-appointed committees to carry
out day-to-day fundraising activities with professional guidance
and clerical support from fundraising staff. An alternate model is
known as staff-led, staff-directed, staff-conducted fundraising. In
this case, the board’s active involvement is limited to setting
policy and approving plans and budgets, deferring to staff the
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actual work of fundraising — including most, if not all, of 
the cultivation and solicitation steps. Both models appear to 
work equally well, with neither being proven to produce more 
net revenue. Using a mixture of both approaches appears most
effective.

For the board meeting, Mr. Sanchez prepares a report that describes the
proposed planned giving program. Prior to the meeting, he meets with
the board chair and hospital chief executive to review a proposed three-
year budget for staff and start-up costs.

At the board meeting, Mr. Sanchez outlines the required policy issues
that will guide the overall planned giving program. These include
operating policies and procedures; types of planned gifts to offer;
minimum gift amounts and payout rates; investment policies for
managers for funds held in trust; the required marketing and
communication efforts to introduce this new estate-planning service to
the hospital’s donors, volunteers, and friends; and appointment of a
director of planned giving with a first-year operating budget. He also
recommends eight estate planning professionals for board appointment
to the new Endowment and Planned Gifts Committee. The board, after
a full discussion, approves this plan and the committee appointments.

In organizations without a fundraising staff, these responsibilities
fall almost exclusively to board members and the chief executive.
In such situations, hiring a professional fundraising consultant
may allow the chief executive and other personnel to carry out the
internal support work. Few board members may be able to design
and execute a direct-mail acquisition and donor-renewal program,
research and write corporate and foundation grant proposals, or
initiate a planned giving program — nor should they be asked to
do so. Professional guidance can help to define and initiate a
successful program with likely potential for growth and reliable
gift levels to meet the most urgent, short-term need for cash until
the organization is able to add experienced fundraising staff.  

Whatever the organization’s fundraising structure, the board/staff
team must maintain positive relations with all current donors.
Otherwise, through inattention, these donors will be lost to
another cause. Fundraising is a complex and demanding duty;
asking people to give away their money is no easy assignment,
even when it is for worthy causes and charitable purposes.
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QUESTIONS THE BOARD SHOULD ASK
1. Are we clear on the differences between the board and staff

roles in fundraising?

2. Do we routinely provide staff with information on
prospective donors?  

3. Do we directly assist staff in soliciting qualified prospects
for gifts? 

4. How can we work more effectively with staff on donor
cultivation and solicitation teams? 

5. How do we as a board actively participate in stewardship of
the organization’s donors?

6. What board–staff fundraising model do we currently use?
What changes might make this model more effective? More
efficient?
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CHAPTER 5
EVALUATING FUNDRAISING
PERFORMANCE
The board, working with the chief executive and senior
fundraising staff, should establish quantifiable goals for
fundraising in the form of performance objectives, such as
growth in the overall giving program, and to a cost-benefit ratio
analysis. Performance criteria, for example, may include
timetables for completion; documentation of stewardship
activities; results for each fundraising method and technique;
and reasonable cost guidelines for effective and efficient use of
budget, staff, and volunteers. 

Complete data are often difficult to capture, especially
fundraising cost allocations by specific method or solicitation
technique, making typical statistical analysis elusive. This reality
often results in simplistic bottom-line analysis of total funds
raised compared to total cost — but that approach reveals
nothing about how each solicitation method actually performed.

To understand effectiveness, you must measure how many
people responded to each solicitation made. And, to understand
efficiency, you must measure actual expenses against funds
raised. Only then can the board fully understand fundraising
performance and know where to focus efforts to improve. 

REASONABLE RANGES FOR COSTS 
When analyzing fundraising results, it is misleading to measure
only one element — simple bottom-line gift income against
fundraising costs. This ratio hides actual performance details.
Total revenue fails to disclose the results of each fundraising
method used to produce its share of gifts, grants, and
contributions received and promised.

5
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As illustrated in Table 1, each fundraising technique has its own
reasonable cost-benefit levels that may require three years or
more to achieve. Grants from corporations, foundations, and
government agencies will expire; replacing them from other gift
sources requires time and expense — and new grants may not
be received until the next fiscal year. Cash from bequests and
matured planned gifts are unpredictable and cannot be repeated.

TABLE 1: REASONABLE COST GUIDELINES FOR
SOLICITATION ACTIVITIES 

SOLICITATION REASONABLE COST GUIDELINES
ACTIVITY RAISED PER $1.00 ACTIVITY

Direct mail (acquisition)* $1.25 to $1.50 

Direct mail (renewal) $0.20 to $0.25 

Membership associations $0.20 to $0.30 

Activities, benefits, and special events** $0.50 

Donors clubs and support group organizations $0.20 to $0.30 

Volunteer-led personal solicitation $0.10 to $0.20 

Corporations $0.20 

Foundations $0.20 

Special projects $0.10 to $0.20 

Capital campaigns $0.10 to $0.20 

Planned giving $0.20 to $0.30 

* Studies have shown that it costs as much as $1.25 to $1.50 to raise $1.00 in
acquiring first-time donors by mail. This same guideline also shows that
paying more than $1.50 suggests that the list(s) being used are not going to be
productive, appeal message and project are unattractive, timing of the mailing
is incorrect, or other factors that offer clear evidence future mailings are not
going to be productive within these guidelines.  

** The best guide for managing event costs is to measure gross revenue and
direct costs only; to add a full analysis of staff salary and benefits, office
support costs plus volunteer hours will defeat the purpose and the financial
goals for the event altogether.

Reprinted with permission from Fundraising Fundamentals: A Guide to Annual
Giving for Professionals and Volunteers by James M. Greenfield (John Wiley &
Sons, Inc., Second Edition, 2002).



That’s why setting new fundraising goals based only on the
previous year’s bottom-line results can be unrealistic. Each and
every previous gift is not likely to be repeated, even if the
organization uses the same method, timing, and appeal message.

Board members will find it more valuable to monitor each
solicitation method for its growth factors as well as its efficiency.
Any individual fundraising method performing within acceptable
ranges of efficiency should be continued, even expanded. 

PITFALL
Benchmarking and surveying the standards and practices in other
organizations are helpful when defining your own expectations.
However, indiscriminate comparative analysis among nonprofits,
even those with a similar mission, can be misleading.
Organizations do not use the same solicitation methods
conducted by the same volunteers, at the same time, for the same
purpose, to the same audiences. If you do not take this into
account, you may base your standards on incorrect criteria.

TRACKING GROWTH
It is a fact that money follows people. Growing the number of
donors, especially donors who renew faithfully each year, leads to
greater potential for major gifts and estate gifts over time. Key
performance indicators should focus on the number of new
donors added, number of current donors that renew, and
evaluating those who increased their gifts.

Optimum performance measurement that tracks results over
multiple years will illustrate what fundraising activities have
improved in their effectiveness as well as in their efficiency.
Frequent gift reports disclose to board members, management,
donors, and volunteers the numbers of supporters who
participate each year, which solicitation programs were used and
their results, value of gifts received, purposes or uses of funds that
donors have specified, and more. 

Ideally, the board should receive quarterly a summary of
performance on every fundraising activity, not only because 
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the activities are integrated but also because budgets are 
allocated based on expected performance for each method and
technique used. 

For example, the summary should measure each solicitation
method against several performance criteria including percent
participation, average gift size, average cost per gift, net income,
fundraising cost, and return on expense (see Table 2). Reviewing
these data over several years also permits forecasting of continued
results with reliability. Without such analysis, guesswork takes
over — but no crystal ball can deliver reliable estimates.
Guesswork also leads to unrealistic expectations, and an
organization disappointed by missing its goal each year may lose
faith in fundraising as a reliable source of additional revenue.

Table 2 reports a 31 percent cumulative increase in numbers of
gifts received over three years and reflects a commitment to this

TABLE 2: REPORT ON OVERALL RATE OF GROWTH IN
GIVING USING NINE-POINT PERFORMANCE INDEX

Two
Years Last
Ago Year

Participation 1,355 1,605

Income $448,765 $507,855

Expenses $116,550 $123,540

% Participation 39% 44%

Average Gift Size $331 $316

Net Income $332,215 $384,315

Average Cost per Gift $86.01 $76.97

Cost of Fundraising 26% 24%

Return 285% 311%
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acquisition effort with a corresponding 31 percent participation.
Gross revenue has increased by 26 percent, with a 13 percent
increase in expenses in the same three years — all favorable
ratios. Additional assessments begin with calculating net income
that increased by 30 percent in this period. 

Average gift size over three years was slightly above $300 and
reflects the reality that other fundraising activities are in place as
well; it is unlikely that new donors made their first gift at this
high level. Average cost per gift signifies the financial investment
required to achieve these results and has declined due to
increased efficiency. Cost of fundraising also declined due to an
effective strategy to use profitable solicitation methods, resulting
in a corresponding increase in the return on investment
percentage above 300 percent in 12 months. All are positive
results, indeed.

Reprinted with permission from Fund Raising: Evaluating and Managing the Fund
Development Process by James M. Greenfield (John Wiley & Sons, Inc., Second
Edition, 1999).

Annual Annual Cumulative
Rate of This Rate of Rate of
Growth Year Growth Growth

18% 1,799 12% 31%

13% $571,235 12% 26%

6% $131,850 7% 13%

13% 52% 18% 31%

-4% $318 0.4% -4%

16% $439,385 14% 30%

-11% $73.29 -5% -15%

-6% 23% -5% -11%

9% 333% 7% 16%
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TIP
By reviewing a performance analysis of every fundraising
activity, board members not only see how the activities are
integrated but also better understand how budgets are allocated
based on each activity’s expected performance. 

One of the special challenges to board members is to
understand that fundraising has ups and downs in its results. It
is not an exact science, nor can it predict future income with
total accuracy. Suppose, for example, the organization receives
an unsolicited and unknown bequest for $100,000. While
welcome, it alters the analysis of prior year’s performance and,
without attribution, could result in unrealistic expectations
when setting goals for next year. What is possible, as Table 2
illustrates, is to track performance over multiple years in order
to establish reasonable performance levels that can be
anticipated.

Fundraising is a profit center with growth potential but, because
it is highly dependent on relationships with donors, donors have
the final say in when, for how much, with which asset, and for
what purpose their gifts will be made. It is also important to
study efficiency and effectiveness as performance characteristics
beyond income and expenses and to perform simple bottom-line
analysis such as average gift size and return on expense.

Because every organization conducts fundraising in a different
manner, results will not be the same even if using the same
methods and techniques delivered to the same audiences. That’s
why attempts at comparative analysis between similar
organizations, even in the same community, can be misleading.
No two organizations solicit the same people, using the same
methods, for the same purposes, at the same times.
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Further, because there is no uniform set of standards for
accounting for funds raised, no two organizations count things
in the same way, either. How can such disparate results be
compared equitably and fairly? The answer is by assessing the
organization’s own results in detail. Each fundraising program is
designed to be a profit center and each solicitation method has
its own reasonable cost-effectiveness guideline (see Table 1 on
page 54). 

New donors are most often acquired using mass solicitation
tactics such as direct mail, memberships, benefit events, and
donor clubs. The initial cost to secure a first-time gift at $1.25
to $1.50 per $1.00 raised appears high, while the “profit” lies in
the renewal effort at $0.20 to $0.25 per $1.00 raised in
following years’ appeals. 

Both donors and their money require a constant effort at
stewardship to maintain and stimulate increased interest and
commitment to the cause. Thus, memberships, events, donor
clubs, and more are designed for this purpose and, with
reasonable investment, are highly profitable at retention and add
to the positive relationship between donors and their favorite
charity. The most effective and most efficient solicitation method
involves board members, management staff, and volunteers who
also are donors asking qualified prospects for gifts; such face-to-
face solicitation has a $0.10 to $0.20 return per $1.00 raised.



FUNDRAISING BUDGET AND EXPENSE
CATEGORIES
To calculate the cost to raise $1.00, you divide expenses by
income received and multiply by 100 for the percentage. The
basic problem with this calculation is what nonprofits, their
staff, and auditors choose to count as fundraising expense.   

The full costs of fundraising include direct expenses as well as
both indirect and overhead costs. Here are some examples in
each category. 

Direct Costs

• Printing

• Postage

• Meeting space and equipment rentals

• Food and beverages

• Entertainer fees

• Travel expenses

• Photocopies

Indirect Costs

• Staff salaries and benefits

• Overtime

• Meeting support

• Prospect research 

• Gift processing and reporting

• Donor communications and recognition

• Newsletters, brochures, annual reports

• Supplies

• Telephone

• Travel
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• Education and training

• Computer equipment

• Consultants

• Purchased services

• Budgeting, accounting, auditing

Overhead Costs

• Computer software and usage fees

• Electricity 

• Heat

• Insurance

• Rent

• Water

Some of these expenses, however, are shared as operating costs
with other departments, such as time and costs for preparation
and printing of brochures, newsletters, and annual reports.
Guidelines for joint cost allocation are provided by the
accounting profession but are subject to interpretation,
especially when the organization’s board and management feel
strong pressure to report minimal expenses in areas of
management and fundraising, as compared to costs of providing
programs and services.

The accounting guidelines for nonprofit organizations published
by the American Institute of Certified Public Accountants
(AICPA) for preparation of annual audited financial statements
and the detailed instructions from the Internal Revenue Service
in completing the annual IRS Form 990 explain how to calculate
and report fundraising expenses. However, some amount of
creative accounting occurs in interpretation of these regulations
within the finance department and auditors, with the result that
it is difficult to evaluate performance with consistency.    
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RECOUPING THE INVESTMENT
Experience by nonprofit organizations has demonstrated that
public solicitation methods require an average investment of
three years of continuous operation to achieve net income at
these levels of reasonable cost. According to Robert E. Fogal, in
his chapter titled “Designing and Managing the Fundraising
Program” in the Jossey-Bass Handbook of Nonprofit Leadership and
Management, “The cost of raising money and the effectiveness of
fundraising programs are critical issues for nonprofit leaders.
Donors have the right to know that the nonprofits in which they
invest are credible. Nonprofits that merit philanthropic support
are able to justify fundraising costs.” 

Board members also need to appreciate several other staff
functions essential to a fundraising program. The following
back-office activities do not solicit any gifts directly but still
require staff time and budget support: 

• gift processing, reporting, and accounting

• gift receipts and thank-you letters

• donor communications 

• committee meetings

• management of funds raised

• regular gift reports

• prospect research

• staff training and evaluation

• performance analysis

When evaluating overall fundraising productivity, board
members must factor the entire cost of the fundraising program
into the analysis. Again, using total gift revenue received as the
only measurement fails to disclose whether the organization’s
entire fundraising program is truly effective and efficient. 
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Year 1 Year 2 Year 3 Year 4

Bequests 
Received 8 9 12 29

Bequests 
Income $55,000 $870,000 $39,500 $964,500

New Planned 
Gifts 5 13 9 27

Value of 
New Gifts $110,000 $425,000 $375,000 $910,000

Total Number 
of Gifts 13 22 21 56

Total Value 
of Gifts $165,000 $1,295,000 $414,500 $1,874,500

Expenses $125,550 $165,000 $142,250 $436,800

% Participation 38% 61% 42% 47%

Average Gift
Size $12,692 $58,864 $19,738 $33,473

Estimated 
Net Income $35,450 $1,130,000 $272,250 $1,437,700

Average Cost 
per Gift $9,965 $7,500 $6,774 $7,800

Cost of 
Fundraising 79% 13% 34% 23%

Return on 
Expense 27% 685% 191% 329%

TABLE 3:  THREE-YEAR RESULTS OF PLANNED
GIVING PROGRAM

Reprinted with permission from Fund-Raising Cost Effectiveness: A Self-
Assessment Workbook by James M. Greenfield (John Wiley & Sons, Inc., 1996).
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In Table 3, bequest income represents completed planned gifts,
either as provisions by will or living trust or the maturity of life
income contracts that occur after the death of the donor. The
splendid results in Year 2 illustrate a common reality in planned
giving analysis, that bequests are not predictable in amounts or
timing. And, although the organization may have information
about this bequest, it has not been included in any financial
statements or audits because bequests are revocable. Further, the
value established for new irrevocable planned gift contracts is at
the fair market value at the time of the gift, which is entered as
an asset in the organization’s audited financial statement after
making provisions for the time value of money over the length
of the contract (expected life of the donor).

Under the leadership of Mr. Sanchez, the Endowment and Planned
Gifts Committee has been quite successful during the first three years
of this new planned giving program The hospital received a total of 29
bequests, with a combined cash value of $964,500. Further, 27 new
irrevocable planned gift contracts were completed with a fair market
value of $910,000. These 56 gifts and their current value of
$1,874,500 were obtained with a start-up budget of $436,800. 

The three-year average fundraising cost of 23 cents per dollar raised
is within the reasonable cost guidelines for a planned giving program.
And, as these gifts mature and are added to endowment, they will
continue to provide a level of fiscal stability to the organization in
perpetuity. Suppose the endowment reaches $25 million or $50
million? Using the standard investment policy of limiting withdrawal
at 5 percent of current or three-year average of asset value, an
additional $1,250,000 or $2,500,000 is now available to supplement
annual budget requirements.

GIFT REPORTS
Each month or quarter, board members should receive three
types of gift reports to monitor the performance of the
organization’s fundraising program. These reports provide three
areas of detail: sources of gifts (see Table 4), purposes and uses
of gifts received (see Table 5), and results of each solicitation
program in use (see Table 6). 
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Number Average
Source of Gifts of Gifts Gift Income Gift Size

Trustees/Directors 15 $25,500 $1,700

Professional Staff 21 $3,025 $144

Employees 65 $3,675 $57

New Donors (acquisition) 285 $8,030 $28

Prior Donors (renewal) 282 $18,010 $64

Corporations 17 $8,500 $500

Foundations 12 $38,800 $3,233

Asociations/Societies 6 $2,850 $475

Bequests Received 3 $31,500 $10,500

Unsolicited Gifts 42 $2,950 $70

Other Gifts Received 12 $21,500 $1,792

Grand Total 760 $164,340 $216

TABLE 4: GIFT REPORT ON SOURCES OF GIFTS
RECEIVED 

Reprinted with permission from Fund Raising: Evaluating and Managing the Fund
Development Process by James M. Greenfield (John Wiley & Sons, Inc., Second
Edition, 1999). 
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Purposes or Uses Number Average
of Gifts Recieved of Gifts Gift Income Gift Size

Unrestricted Funds 225 $34,519 $153

Temporarily
Restricted Funds

Capital/Equipment 295 $26,950 $91

Programs/Services 138 $18,500 $134

Education/Training 14 $22,500 $1,607

Research/Study 15 $26,450 $1,763

Staff/Employee 58 $3,016 $52

Other restricted purposes 12 $905 $75

Subtotal 532 $132,840 $175

Permanently
Restricted Funds

Unrestricted Endowment 2 $6,500 $3,250

Restricted Endowments 1 $25,000 $25,000

Subtotal 3 $31,500 $10,500

Grand Total 760 $164,340 $216

TABLE 5: GIFT REPORT ON PURPOSES OR USES
OF GIFTS RECEIVED

Reprinted with permission from Fund Raising: Evaluating and Managing the 
Fund Development Process by James M. Greenfield (John Wiley & Sons, Inc.,
Second Edition, 1999). 
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Soliciations Number Average
Activities of Gifts Gift Income Gift Size

Annual Giving Programs

Direct Mail (acquisition) 285 $8,030 $28

Direct Mail (renewal) 282 $18,010 $64

Membership Dues 0 0 0

Donor Clubs 0 0 0

Support Groups 0 0 0

Telephone Gifts 0 0 0

Benefit Events 2 $12,850 $6,425

Volunteer-Led Solicitations 65 $3,675 $57

Unsolicited Gifts 42 $2,950 $70

Other Gifts Received 16 $21,500 $1,344

Subtotal 692 $67,015 $97

Major Giving Programs

Corporations 17 $8,500 $500

Foundations 12 $28,800 $2,400

Individuals 38 $28,525 $751

Special Projects 0 0 0

Capital Campaigns 0 0 0

Bequests Received 3 $31,500 $10,500

Subtotal 70 $97,325 $1,390

Grand Total 762 $164,340 $216

TABLE 6: GIFT REPORT OF SOLICITATION
ACTIVITIES AND RESULTS (BY PROGRAM) 

Reprinted with permission from Fund Raising: Evaluating and Managing the Fund
Development Process by James M. Greenfield (John Wiley & Sons, Inc., Second
Edition, 1999). 
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As seen in Tables 2 and 3 earlier in this chapter, it is necessary
to assemble data from two or more prior years in order to
conduct a valid performance analysis of fundraising results along
with the budget required. The data in Tables 4 through 6 are gift
reports that provide operational details for board members and
staff to illustrate how all current fundraising activities are
working with focus on the sources of gifts, the purposes or uses
of money that donors prefer, and the individual solicitation
methods in practice to produce these gifts.

With such clear information about actual results, board
members and staff can more easily see where improvements lie
and what adjustments might be necessary to meet annual
operating goals. The development committee, in its review of
these regular reports, will have sufficient results to begin
forecasting consistent and reliable future returns. Further, these
results provide reliable data for future budget planning and also
verify the valuable efforts of board members, volunteers, and
staff working together.

QUESTIONS THE BOARD SHOULD ASK
1. How do we establish quantifiable goals and performance

objectives for fundraising? 

2. Does staff regularly provide us with reports of fundraising
results? Do we analyze prior years’ results? 

3. Do we monitor the organization’s solicitation methods for
their growth as well as their effectiveness and efficiency?

4. Do we routinely review evaluations of fundraising
performance against assigned goals and within approved
budgets?

5. How do overall fundraising results compare to the
organization’s financial performance?

6. How do we evaluate future fundraising objectives against
year-to-year progress reports?
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CHAPTER 6
IDENTIFYING POTENTIAL BOARD
MEMBERS
To fulfill the organization’s mission along with its annual
responsibilities and long-range goals and objectives, a board
must seek qualified candidates in all areas that can help the
organization succeed — including in the fundraising area. 

Finding the best people who can and will be active in
fundraising is key to an organization realizing its full potential
for financial success. As Henry Rosso notes in Rosso on Fund
Raising, “Fund raising is the gentle art of persuasion. Each
person asking for gifts should go forth with pride and
confidence in the work that she or he is doing and in her or his
dedication to serving the public good.”  

Ideally, more than one member of the board will have previous
fundraising experience, but this is not always possible in many
organizations. For example, arts organizations seek board
members with strong fundraising skills, hospitals seek board
members with management skills, and social service
organizations seek board members with program skills. When
recruiting new board members, look for people who possess
abilities similar to the tasks they will be invited to consider as
their board-appointed assignments. Given the proper orientation
to the organization and training in fundraising, any board
member who is willing to learn can become a highly valuable
and effective member of the fundraising team. 

In organizations with a limited (or nonexistent) fundraising staff,
board members need to be active solicitors along with the chief
executive and senior program staff. The lack of experienced
fundraising staff is more common in newer and smaller
nonprofits. Established organizations generally have

6
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administrative staff at sufficient levels so they can justify adding
fundraising professionals and their support workers, perhaps in
a combination of part-time employees and volunteers.

RECRUITMENT
The governance committee is charged with finding and
evaluating candidates who are qualified for one or more roles in
board service, including fundraising. The committee also needs
to look for people with skill sets directly related to all other
board-defined areas of responsibility, such as strategic planning
and fiscal acumen. Too often, candidates are recruited only for
their knowledge and expertise in the organization’s program and
service areas, not for leadership or management abilities.

The task of recruiting men and women to join a board,
including those who will be selected to serve as active
fundraisers, becomes easier with a written job description in
hand (see Appendix II). Whatever their level of knowledge or
experience about fundraising, board candidates are better
prepared to respond when the task is presented with a clear
explanation of its goals, timetable, budget support, staff
resources, and expectations for personal giving. 

Still, finding people who will agree to engage in public
solicitation is no easy assignment. When seeking board
candidates with prior fundraising experience, look at their
potential to help based on their track record of giving and
getting gifts for other organizations. One place to look is among
previous board members and current donors, especially those
who have given multiple times over several years. Another
source is the pool of volunteers who have served the
organization in some capacity. In organizations where volunteers
already are involved with fundraising operations, for example,
some may expect to be considered for a board position in
recognition of their demonstrated commitment to the
organization. Also ask the current board to identify potential
candidates from within the community. 

When evaluating candidates for board membership, ask what



they believe they can do for the organization. Answers to look
for may include their willingness to

• lend their image and reputation in the community to the
cause

• provide access to individuals of affluence and influence

• apply their current and past fundraising experiences with
other nonprofit organizations

• make personal gifts and attend public and benefit events

Candidates to be recruited for specific fundraising assignments
ought to receive full details about the organization’s overall
income and expense positions, solicitation programs already in
place and their results, other volunteers currently involved,
sources of contributions, fundraising staff capability, current
strategic plans and fiscal goals, and fundraising expectations for
the future. Nonprofits can invite board candidates to attend a
development committee meeting, tour the facility, and meet with
fundraising staff before extending an official invitation to join
the board. 

The fictitious Mr. Sanchez appears to have been an ideal match
for his new assignment, which is precisely the result desired by
the governance committee. As Kay Sprinkel Grace notes in
Beyond Fund Raising: New Strategies for Nonprofit Innovation and
Investment, “Dynamic board development is the proven key to
successful fund development. Recruitment matrices reflect this
in their focus on people with connection, concern, capacity, and
clout. Every organization wants people with influence and
affluence, hence the harsh rubric, ‘give, get, or get off.’ ”  

PITFALL
By not telling potential board members in advance about the
board’s policy on personal giving, you may miss an opportunity
to find out how helpful they can be in fundraising — and
whether they are truly good candidates for the board.  
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BOARD COMPOSITION
Most board members should expect to serve on at least one
board-level committee that best matches their areas of expertise.
Nonprofit organizations with an active fundraising program
require one or two board members to provide direct leadership
to the development committee. Because this committee actively
invites and engages non-board members from the community to
join in its work, it serves as a useful vehicle for recruiting and
developing future board candidates.

Board leadership may invite several community members, prior
donors, and former clients or patients to serve on one or more
subcommittees appointed to assist the work of the development
committee. For example, the public activities and benefit events
staged by nonprofit organizations, whether for fundraising
purposes or not, offer popular volunteer opportunities. The area
of major gifts and capital campaigns will need individuals of
wealth and access to wealth, along with executive-level business
and corporate leaders. The highly technical area of planned
giving and estate planning calls for the help of accounting and
tax experts, financial planners, and insurance and real estate
professionals. 

Separate from these direct fundraising programs are support
roles that also depend upon recruitment of volunteers.
Subcommittees can be formed to define and monitor all areas 
of donor recognition; provide advice and counsel on marketing
and communications priorities; aid in strategic planning, audit,
and finance; and develop investment management policy.  

TIP
If a member experienced in fundraising will soon complete
service on the board, ensure at least one member has been in
replacement training or a new member joining the board has
similar expertise.
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The recruitment and selection process may include 

• an assessment of board size and skills — the smaller the
board, the more imperative it is that members have a wide
range of applicable skills or expertise 

• the need to recruit some board members who have access to
high net-worth individuals and/or affiliations with
corporations and foundations that contribute generously
within the community

• the need to plan recruitment efforts so that board members
skilled in fundraising are in place and prepared when a
capital campaign is being planned 

• the appointment of vice chairs to all board committees and
subcommittees to ensure that experienced and qualified
leadership candidates are trained and available at all times

• the recruitment of fundraising volunteers who bring a
variety of skills and interests that will support the overall
program 

• the appointment of one or more special or ad hoc groups
with an assigned task, such as market research studies of
community opinions about the organizations, its programs
and services, and its public solicitation 

QUESTIONS THE BOARD SHOULD ASK
1. Does the governance committee evaluate each board

candidate’s fundraising skills during the nominating
process? 

2. Does board member orientation include an introduction to
fundraising concepts, plus details on the organization’s
current and future fundraising assignments?

3. Do we provide board member candidates with accurate
financial information and reports of fundraising results?
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CONCLUSION
TOWARD A BETTER BOARD 
No board-level assignment is easy, nor should board service be
taken lightly. Included in the important work that board
members must perform throughout the year are fundraising
duties that may be among their most challenging assignments.

Board members should develop their personal convictions,
which will motivate others to make the gifts the organization
needs. New gifts have to be secured each year, just as previous
donors need to be asked to continue their support. Both require
board involvement. Otherwise, donors can lose interest, change
their allegiance, or turn to other causes where they receive the
attention they deserve. 

NINE THINGS TO REMEMBER
No small amount of effort will be needed to keep as many
donors and volunteers as possible and to replace the generosity
of those who have left. Yes, this is work — but it is good work
that needs to be done and done well. Board members should
keep the following in mind:

1. Bring a positive attitude to fundraising responsibilities.
Engaging in fundraising activities provides an opportunity
to share your vision and passion for the organization.

2. Set aside any fears. Fundraising is not the same as cold
calling. The “ask” itself is only a small part of fundraising
— you also need to identify, cultivate, and thank donors.

3. Demonstrate your commitment to the organization by
making a personal contribution.

4. Identify potential donors who would be a good match
(skills, expertise, contacts, and so forth) for the
organization.
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5. Participate in fundraising training and education activities.

6. Read the gift reports so you know what techniques the
organization is using with success.  

7. View fundraising as a means to achieve the organization’s
long-term goals — not just as an emergency measure to
balance the budget.

8. Understand that teamwork is essential — board members
provide leadership and personal engagement, while staff
members actively support board members to succeed in
meeting board-approved fiscal goals and objectives. 

9. Advocate to all that mission, vision, and values provide
overall guidance to the organization’s future as well as to
setting fundraising priorities based on the strategic plan
with its revenue responsibilities.  

Nonprofit organizations provide quality programs and services
of value to their communities. The community should
appreciate those who accept board-level responsibility to lead
and serve, those who follow them, and those who generously
provide their time, talent, and treasure. When performing
within their fiscal limits and actively working to secure the
necessary gifts, grants, and contributions, board members are
among the best people any organization can hope to find. 
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APPENDIX I 
FUNDRAISING PARTICIPATION
WORKSHEET
Board members can use this worksheet quarterly, semiannually,
or annually to facilitate their active participation in fundraising.
Boards will benefit from exploring board members’ motivations
and feelings about fundraising; doing so might make it more
comfortable for everyone to become engaged in and take action
to support annual and multiyear fundraising programs. 

1. What is preventing me from getting more involved in the
organization’s fundraising events and programs? 

2. What do I think I need from other board members and staff
to be more actively involved? 

3. What am I willing to do to get started? 



78 FUNDRAISING RESPONSIBILITIES OF NONPROFIT BOARDS © 2009 BoardSource 

4. What do I actually know about the organization’s current
fundraising practices? 

5. Where are the opportunities for the organization to grow
its efforts? 

6. What fundraising training can I expect from staff?

7. What is my understanding about how long this fundraising
assignment will last? How does this fit with other
responsibilities I have on the board?

8. How do I find out how much I am expected to give? 
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9. What is my understanding about how the organization   
used gift dollars in previous years? 

10. What kind of information should I have about use of    
donor’s funds?

11. What is my understanding of the board’s guidelines and 
expectations on fundraising from board members?

This list of questions was developed in conjunction with Denice M. Rothman
Hinden, PhD., President, Management Performance Concepts, Inc.,
www.managance.com.
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APPENDIX II
FUNDRAISING JOB DESCRIPTION
FOR BOARD MEMBERS
Unlike other board duties and responsibilities in which
deliberation and discussion lead to decisions to guide the
organization, fundraising duties require these same elements
plus active participation in three areas — leadership, personal
action, and advocacy. A summary of board and board member
duties to support fundraising can be used as a guide to
performance evaluation for board members in this area.

BOARD MEMBER DUTIES
• Identify and evaluate prospects, cultivate and solicit gifts,

and actively support fundraising programs by their
presence.

• Offer personal acknowledgments to donors and volunteers.

• Provide leadership and actively advocate for the
organization’s priorities and the necessity of its fundraising
efforts. 

• Provide personal gift support to their level of ability. 

BOARD DUTIES
• Attract and supervise all fiscal resources the organization

needs to carry out its mission, vision, programs, and
services.

• Develop a strategic plan that will deliver benefits to the
community the organization serves. 
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• Study and develop fundraising plans that address staff,
systems, space, and budget to attract public support
sufficient to meet fiscal priorities.

• As part of a team, lead, support, and work together with
staff and volunteers in the design, supervision, and conduct
of fundraising activities.

• Select and evaluate the chief executive; this includes rating
the chief executive’s performance as a key member of the
fundraising team.

• Provide guidance and direction on ethical and professional
practices in all fundraising activities, including use of budget
allocated for fundraising and correct use of all gifts,
contributions, and grants as directed by donors.

• Ensure that budget appropriations for fundraising are
evaluated as an investment strategy designed for reliable
long-term results from faithful donors and committed
volunteers so that there is reliable net revenue to meet
organizational priorities.

• Regularly review the results and evaluate the performance of
all fundraising activities, in accordance with established
goals and objectives.
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APPENDIX III
DONOR BILL OF RIGHTS
Out of respect for all donors, a nonprofit board should study the
Donor Bill of Rights and consider adopting it as the board’s and
the organization’s official policy toward donor relationships. 

Copyright 2008, Association of Fundraising Professions (AFP). Reprinted with
permission.
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The nonprofit sector is growing rapidly each year, creating a
major need for guidelines and expert advice on how to manage
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making, and much more. Included are interviews with nine
experts who address key issues in the nonprofit sector. 
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achieve public good. To get across this message, Fogal discusses
three themes: fundraising as a management function, fundraising
as a management process, and issues in fundraising management.

Fredricks, Laura. The Ask: How to Ask Anyone for Any Amount for
Any Purpose. San Francisco, CA: Jossey-Bass, 2006.

The Ask is a complete resource for teaching anyone —
experienced in fundraising or not — how to ask individuals, in
person, for a contribution to a local nonprofit for a special event
or community project, an enhanced annual gift, a major or
planned gift, or a challenging capital campaign gift. Written by
fundraising expert Laura Fredricks, The Ask shows what it takes
to prepare yourself and others to make an effective ask and
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includes over 100 sample dialogues you can use and adapt. Step
by step, the book reveals how to listen, what to say, and how to
follow up on each and every ask until you receive a solid and
definitive answer. 
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Nonprofit Innovation and Investment, Second Edition. Hoboken, NJ:
John Wiley & Sons, 2005.

In this revised and updated second edition, fundraising expert
Kay Sprinkel Grace presents her internationally field-tested core
beliefs, principles, and strategies for developing long-term
relationships with donor-investors and volunteers. Share in the
wisdom and experience that have helped countless nonprofit
organizations grow their base of support and go beyond
fundraising into true donor and fund development. 

Hopkins, Bruce R. The Law of Fundraising, Third Edition.
Hoboken, NJ: John Wiley & Sons, 2008.

Completely updated and expanded, this third edition of The Law
of Fundraising is the only book to tackle the increasingly
complex maze of federal and state fundraising regulations.
Written by one of the country’s preeminent legal experts on
fundraising laws pertaining to tax-exempt organizations, this
comprehensive reference details federal and state laws with an
emphasis on administrative, tax, and constitutional law.
Exploring compliance issues, prospective laws, and regulatory
trends, this authoritative resource also provides you with
summaries of each state’s Charitable Contribution Solicitation
Act, the most important regulation impacting fundraising
practice and professionals within almost every state. 

Independent Sector. Principles for Good Governance and Ethical
Practices: A Guide for Charities and Foundations. Independent
Sector, Washington, DC, 2007.

The Panel on the Nonprofit Sector released Principles for Good
Governance and Ethical Practice: A Guide for Charities and
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Foundations in 2007. The Guide presents principles of ethical
conduct, accountability, and transparency that all organizations
should aspire to and encourage others to follow. The Guide
outlines 33 practices designed to support board members and
staff leaders of every charitable organization as they work to
improve their own operations. 

Mutz, John, and Katherine Murray. Fundraising for Dummies,
Second Edition. Hoboken, NJ: John Wiley & Sons, 2005.

Whether you’re a small outfit or a big organization, you’re
competing for donors’ dollars and time. This hands-on, vital
guide shows you how to take full advantage of the strategies and
resources available and advises you how to promote your cause,
research potential donors, organize events, write winning grant
proposals, and utilize the latest technology. 

Rosso, Henry J., Rosso on Fund Raising: Lessons from a Master’s
Lifetime Experience. San Francisco, CA: Jossey-Bass, 1996.

For several decades, Henry Rosso has worked to enhance and
advance the work and lives of professional fundraisers all over
the world. In this book of thoughtful essays, he explores a
variety of topics including leadership, stewardship, the art of
asking, and building relationships, all in a writing style that
makes fundraising human and accessible to all. 

Speaking of Money: A Guide to Fundraising for Nonprofit Board
Members. Washington, DC: BoardSource, Hosted by Hugh
Downs. 1996. 

Former ABC News journalist Hugh Downs walks viewers
through a series of candid interviews in which real board
members explain why fundraising is an essential board
responsibility, how board members work in partnership with
staff, and how to ask for a gift. Equally suitable for use at board
orientation sessions, development committee meetings, or board
retreats, Speaking of Money is a thoughtful, inspiring, and
humorous look at a critical board responsibility. 
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Sternberg, Dave. Fearless Fundraising for Nonprofit Boards, Second
Edition. Washington, DC: BoardSource, 2008.

Nobody is as credible a fundraiser as a board member with
passion for the organization's mission. But too often board
members are uncomfortable making a request or they’re afraid
to ask. Written for the individual board member as well as board
chairs, development committee chairs, and chief executives, this
updated second edition of Fearless Fundraising presents ways to
motivate and empower board members so they wholeheartedly
involve themselves in fundraising activities.

Tempel, Eugene R. Development Committee. Washington, DC:
BoardSource, 2004.

Development Committee brings with it a necessary clarity in
defining what the roles and responsibilities of a development
committee are and how to work together with board and staff
members to make them effective. This book teaches board
members how to take a more hands-on position of board
leadership as they participate in fundraising for the organization
— straying from the normal oversight and policymaking role of
the board. Discover how to use different people in a variety of
ways in order to build relationships with donors and members
of the community.

Warwick, Mal. Direct and Interactive Marketing: New Techniques
for Fundraising Success. San Francisco, CA: Jossey-Bass, 2002.

Direct and interactive marketing plays an important part in
generating income for U.S.-based nonprofits. Yet despite its
significance, this form of fundraising is often overshadowed by
the emphasis on major donor gifts. This manuscript discusses
varied aspects of direct and interactive marketing, its role in
generating and building donor relationships, the impact of data
protection legislation in Europe and the US, fundraising trends
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since September 11, and “face-to-face” marketing, an emerging
new fundraising medium that successfully attracts a new
generation of charity donors. With a focus on strategies in
Internet fundraising, and the lessons learned so far, this resource
is also an excellent guide to nonprofits investing in technology
or expanding their online presence. 
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