
Framework for a fundraising Board
What makes up a solid fundraising board? The majority of the time it’s the people you pick to 
be on your board and what you do with them from that point forward. The framework you use 
to build your board will determine your success.

Written by Deanna Ackerman, CFRE

All successful fundraising begins with a vision that can 
transform lives. Whether it’s ending homelessness or creating 
a world class museum, without a vision the motivation for 
fundraising may languish. It’s essential that the nonprofit’s 
executive leadership keeps that vision alive when recruiting and 
retaining board members. This is an essential step to building 
the framework for a fundraising board. 

Committed volunteers who support the mission will make 
a difference in your fundraising efforts. But there’s more to 
fundraising then just passion. You have to set goals for your 
board and create an action plan to achieve those goals. If you 
don’t have a development plan, you should create one or hire 
a consultant to help you write the plan. This is a two-part 
process that involves staff and board members in establishing 
multi-year goals for all to achieve. “Board Ownership” is an 
essential piece of the framework for a fundraising board. 

How you achieve your development goals will depend on 
the people. You can’t take a one-size fits all approach to 
development. Each board member brings unique talents that you 
can tap into in order to reach your revenue targets. Assess their 
strengths and weakness. Work to the strengths and the areas that 
those skills support in your plan. Personalized “management” or 
coordination of the board leads to increased success. 

The tips on the following pages offer a few more quick ideas on 
how to build a better fundraising board. 

5 Traits of 
Successful 

Fundraising Boards 

1. They interact with 
     respect toward 
     each other and 
     function as a 
     team.
2. They are open to 
     new ideas.
3. They have 
    development  
    experience.
4. They know their 
    dollar goals.
5. They regularly 
    conduct board 
    self-evaluations.



If you want board 
members to give and 
get then you need to 
know them well and 
treat them like any 
other major donor of 
your organization. 
How much do you 

really know about 
your board members? 
You may know about 
their career and a bit 
about their interests, 
but do you know 
their family situation, 
their income, their 

other charitable 
giving preferences. 
You can’t build a 
relationship with 
them if you don’t 
know them well so 
take the time to really 
get to know them.

ESSENTIAL ELEMENT FOR 
LONG-TERM SUCCESS

The next generation of 
philanthropic leaders is 
being cultivated and grown 
among the millennials. 
What will it take to tap into 
these volunteers? They want 
meaning in their volunteer 
work. They want to know 
that their dollars are being 
spent on socially conscious 
activities that really do 
change the world. This 
generation is projected to 
be the most highly educated 
generation of our time. 
Studies have shown that 
millennials are willing to 
reach out to friends and 
family to fundraise. This 
is an amazing change in 
behavior that will ultimately 
strengthen the boards they 
serve on in the coming years. 
Millennials represent a new 
breed of donors. There are 
many new ways to engage 
this younger generation. Is 
it worth it to invest in them 
now? You bet since they 
hold the key to the future of 
philanthropy in  our country.                                 

What do successful boards have that others don’t have? If you’re 
talking about fundraising then the key is a “Give/Get” policy that 
actively engages the board members in fundraising.

RECRUIT
MILLENNIALS

KNOW YOUR BOARD MEMBERS

Recent surveys show that more than half of nonprofit 
organizations haven’t 
established a give/get 
policy for the board of 
directors. Many have 
failed to establish a policy 
because the executive staff 
and often board members 
themselves fear they will 
turn away prospective 
board members with such 
a requirement. So what 
exactly constitutes a good 
give/get policy and will it 
really prevent you from attracting prospective board members? 
The first part of the question is simple. The best  policies make 
it easy for a board member to financially participate and engage 
their peers. For instance, some boards start their policies off at 
$2,500 or $5,000. They require that the board members give 
that amount or raise that amount. These policies often take into 
account in-kind donations that board members secure. The other 
aspect of a strong policy is that it is reviewed on a regular basis 
and adjusted as needed. If only 50% of the board is  meeting 
the give/get it may be time to reconsider the guidelines or look 
at how you’re engaging your board members in fundraising. 
As for board recruitment, most boards have been able to attract 
the leaders they need even with a policy in place. The policy 
actually serves as a tool for better recruitment. Engagement of 
board members through a give/get policy can reap rewards such 
as bringing in new dollars that become steady ongoing revenue. 



INVEST IN BOARD TRAINING
ENSURE YOU’RE ON THE RIGHT PATH

ESTABLISH BOARD MENTORS
FOR NEW BOARD MEMBERS

Many nonprofits are recruiting young people to serve on their 
boards. These young individuals bring energy, excitement, 
and often social connections as a resource. However, as 
young volunteers, many have never served on boards before. 
Nonprofits are turning to mentorship programs to help orientate, 
educate, and prepare them for board leadership positions. 
The first step in setting up a board mentorship program is to 
identify those seasoned board members 
who are willing to mentor younger board 
members. Tap into these seasoned board 
members to develop the content areas to 
be covered in the mentoring program. 
Most likely you will include board issues, 
fundraising, finances, and programming. 
Establish several goals for the mentees in 
the program and ensure that the mentors 
all understand what is expected of them. 
After the mentoring partners have been 
paired, they will usually meet either in 
person or by phone prior to every board 
meeting or on their own schedule. Keep in mind that even if you 
have a mentoring program, the new board member should still 
go through any orientation you host and be familiar with the 
board handbook. The mentoring should be used to build board 
relationships while also speeding up the learning curve of the 
new board member. The goal of the mentoring is to help them 
understand how they can fundraise and advance the mission. 

Too often board members are recruited and expected to know all 
about fundraising. Unless they’ve served on multiple boards, odds are they haven’t been exposed to much 
fundraising. Even then it may differ from what your board fundraising expectations are at your organization. 
What can you do to help them? Get them the board training they need. If the goal is to build a board that can 
fundraise to help achieve annual revenue goals, then get them fundraising training. The best way to approach 
the training is to build it into your board retreat. 

Advanced Development Executives offers customized board fundraising training that ranges from two to five 
hours in length. During the training board members learn how to work as a team to raise money, how to make 
the ask, and how to think outside the box to generate new fundraising revenues. This training is appropriate for 
new and experienced board members. For more information on fundraising training, call 702-426-8949.

ASSIGN 
DONOR 
PORTFOLIOS 
Every board has at least two 
to three board members who 
are capable of soliciting 
major gifts. These board 
members should become 
your unpaid fundraising 
heroes. Assign them a 
small portfolio of up to 25 
prospects and/or donors to 
either acquire or renew. Help 
the board members create 
moves management plans 
on the prospects and donors. 
Review donors’ giving 
histories with the board 
members and help them 
determine an appropriate 
gift amount to ask for 
during the visit. Work 
with the board members 
to create solicitation and 
visit plans. Create a simple, 
easy process and put your 
board members to work to 
help raise money for your 
development program.
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“I am so impressed with Deanna’s depth of knowledge about fundraising 
and her ability to craft an effective board training strategy that was 
customized for our board of directors. She did a pre-survey of the board 
to determine areas of strength and opportunity and she designed the 
training to meet them where they are in their fundraising experience and 
abilities. She has a great sense of how to connect board members with 
our mission in a way that is meaningful to them personally. Deanna is a joy 
to work with and she deeply cares about the success of our organization. 
This is evident based on the follow-up emails and phone calls I have 
received since the board training. Her services are affordable and her 
passion for helping nonprofits achieve their goals shines through in every 
interaction. I would highly recommend her for any fundraising activities 
your organization needs assistance with.”

- Pam Czyz, CEO, Girl Scouts of the Sierra Nevada  

Do you have specific fundraising goals?
Advanced Development Executives 
can raise money for your 
organization while helping you 
connect with your community.     

Annual Fund
Major Gifts                                         
Grantwriting
Donor Events
Capital Campaigns
Board Fundraising Training
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