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These are legal duties

Obeying the law 

from federal law all 

the way down to our 

own by laws.

Duty of Obedience

What an “ordinarily 

prudent person” 

would do.

Duty of Care

Being loyal to what is 

best for the 

organization at all 

times.

Duty of Loyalty

  

Duty of Transparency
Be fully expository in all things. There are no secrets.



Planning

• Mission, vision & values

• Strategic planning

• Budget

• Desired results

Monitoring

• Financial status – approve budget, 

ensure resources, audit

• Salary scale and review

• Evaluation – program logic model

Board Gov. & Policy

• Executive oversight

• Board recruitment

• Policies for the org & the board

• Bylaws

Fundraising & 

External Relations

• Ambassador & Advocate

• Asker

• Giver – a charitable gift that is a stretch 

gift for you

Establish the structures, policies and plans that guide the org toward fulfilling the mission. 



Who Do You Need on Your Board?

Professional skills provide an advisory element to decisions.

Financial Management · Analytics · Strategy · Business 
Development · Technology · Human Resources · Legal · 
Fundraising · Communications · Social Media · PR

Expertise on topics relevant to your mission.

Educator · Academic · Research · Leadership 
Development · Nonprofit Program Design · Related 
Professional Fields

The people who build your network.

National Field · Industry Network · Regional Network 
and Representatives · Partnering Organizations · 
Fundraising · Donor Access 

People who represent other supporting organizations.

Corporate Sector · Donors · Government Sector · Nonprofit 
Sector · City Council · School Board · Philanthropy · 
Respected Community Leader

This is what we most admire and need in a person.

Dependable · Loyal · Reliable · Honest · Devoted · Attentive · 
Team-building · Financial Contributor · Visionary/Big Picture 
Persistent · Considerate · Available · Positivity · Wisdom · 
Punctual · Initiative · Diligence ·Thoroughness · Cooperation · 
Courage

People who represent the diversity of our communities and 
help us remain inclusive of our constituents.

Identified Gender · People of Color · LGBTQI+ · Ages · 
Incomes · Life Experiences · Native Populations · Religion · 
Geography · Hobbies · Education · Alumni of our 
organization



Board Composition and Recruitment Matrix Recruitment priority: 1st 2nd 3rd

Bylaws require X min to XX max members

Prospective Members
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Skill/Competencies

Financial management

Analytics (data, metrics)

Strategy, resource/business development

Nonprofit Governance

Mar/Comm./PR/(design, strategy & creativity)

Fund development skill/comp

Technology 

Human Resources

Legal

Intellectual Capital
Nonprofit program design/evaluation

Educator/Academic

Business Development

Leadership development

Social/Relationship Capital
Fundraising/Access to resources

National field/industry network

Bay Area Region

Other geographic region

Political/Reputational Capital

Corporate sector

Nonprofit sector

Government sector

Philanthropy

Respected community leader

Qualities

Availability/capacity to work

Facilitation

Team building/bridger

Strategic with follow-through

Mission passion/connection

Financial contributor

Visionary/big picture thinker

Strong communicator

Personal Demographics

Membership

Male

Female

People of Color

Age 18-29

Age 30-49

Age 50-64

Age 65+

LGBTQ

Committee Membership (*chair)

Fundraising Committee

Program Committee

Governance

Finance

Audit

Year Joined 2007 2008 2009 2007 2010 2005 2007 2010 2007 2008 2007

Term Expires 2010 2010 2010

Current Members



Sometimes you just have to call.

Recruitment Strategies

OSCPA · 

Bar Association ·  

Builders Associations

Rotary · Kiwanis ·

Junior League ·

Leadership Tulsa, OKC, 

Ardmore

Community Relations 

· United Way

Council Members ·
School Board ·  

Banks ·

Business Owners

Religious

· Community Friends ·  

Other Nonprofit 

Organizations



1. Get to know them. As people. In this context.

2. Let them see you in action.

3. Review expectations of board members with an 

engagement letter.

4. Ask and orient them to your board.

When You Recruit Your New Members



CEO/Executive Director Board of Directors

Takes an active role in fundraising by maintaining 

files and mailing lists, sending acknowledgements 

and thank you  notes, researching potential funding 

sources, writing proposals, and accompanying 

board members on fundraising calls

Fundraise by talking about their ties to the 

organization with current and potential donors 

Supports the board by motivating, recommending, 

encouraging and thanking board members 

individually and collectively 

Sign letters, write thank you notes, support special 

events 

Ask others to support the organization Ask others to support the organization 

Speak on behalf of the organization at social 

functions and advocate for the organization in 

other public settings 

Speak on behalf of the organization at social 

functions and advocate for the organization in 

other public settings 

Give personally – a stretch gift 



Expand Your Reach

Grow Your Network

Tell Your Story

Secure Your Future



Development Committee

Development Plan

Development Staff

Development Training

Know Your Strengths and USE them.



Strong fundraising programs are built on a 
foundation of trust, truthfulness, 
transparency, and policies that outline 
giving and how money will be used, 
procedures on acknowledgement, and an 
inherent understanding of individual roles 
and responsibilities. 



How will gift impact your population served? Public 
perception of your nonprofit?

Are all of your solicitations truthful, factual and 
appropriately tailored to the needs of the donor?

Do you adhere to the “Donor Bill of Rights?”

Do you compensate your professional fundraisers 
appropriately?



Checklist:

 Gift Acceptance Policy

 Fund Accounting Policies for Contributed Income

 Donor Privacy

 Fundraising Professionals and Registration



 Identify goals within annual budget

 Identify who is responsible / The Team

Objectives, strategies and activities to meet the goals

Have a corresponding calendar

 Living plan/document with regular check-ins



Overall Annual Goal

Split into subcategories
oGrants

oCorporate Sponsorships

oSpecial Events

oAnnual Fund

oBoard Giving

 Include expenses for all budgets

Timeline – If something is budgeted in January, when do 
you start the solicitation process?
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




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

 within last two years



 long-term, ten years or more, consistent



 haven’t given in last two years



 haven’t given in last five years



 haven’t yet donated, but a strong possibility they will in the future



 haven’t given, but we want them



 pain-in-the-rear donors – they exist and we have to be brave 
enough to identify them





 Have a get-to-know-you meeting (as in get to know the 
donor)
oMake it personal, ask their advice, listen for information, answer 

questions, probe the donor

 Behind-the-scenes tour of your nonprofit

 Special invitation that makes the donor feel “exclusive”

 Briefings, information, data or stories that are exclusive to 
donor groups



Dinner or lunch with the CEO

 Special house party with board member or other significant 
donor

 Concerts, art exhibitions or other unique events just for 
donors and ambassadors

 Unique mailings

 Phone Check-Ins









Donor attrition kills programs. 

Seek to RETAIN donors – don’t lose them because of 
bad stewardship. 

Come up with three ways of thanking a donor beyond 
just sending them a tax receipt for their gifts!





Major gift donors come 

from direct relationships. 

These relationships are 

developed over time. 

Together – you will discover 

how they will be involved with 

your organization.

Responsibilities of a Fundraising Board

 Know HOW the organization is 

funded

 Know WHO is responsible for 

securing funding

 Serve as KEY CONNECTORS

 ASK FOR MONEY!

 Say “Thank You”

 Use what YOU KNOW

 Make an ANNUAL gift



Oklahoma City

 Chesapeake Community Plaza

 720 W. Wilshire Blvd., Suite 115

 Oklahoma City, OK 73116

 Phone: (405) 463-6886

Tulsa

 Legacy Plaza

 5330 East 31st Street, Suite 200

 Tulsa, OK 74135

 Phone: (918) 392-7984


