NiOVE
JNITED 0

CELEBRATING 70 YEARS ROblnSOH

Mobilize Your Board to

Raise More Money
Move United conference, Apri 21, 2026



Welcome!

’m Andy...

Author, trainer, board
chair, and the Swiss
Army knife of

nonprofit consultants



Outcomes for today’s workshop

You will learn how to:

Redefine fundraising to make it more
accessible

Understand the psychology of fundraising
Build a board fundraising menu

Help board members embrace fundraising

leadership




Getting started...

Why did you
choose this
session”?

What would
you like to
learn?




Redefining fundraising
To raise money successfully,
you heed four things

® A strong case for giving

@® Prospective donors to ask

@® People to do the asking

® Systems to track data, money,

donor recognition, etc.




Most nonprofits can strengthen
all these areas, but here’s the
biggest challenge

\ A strong case for giving

\ Prospective donors to ask

Il Not enough askers

\ Systems to track data, money, donor

recognition, etc.




However, not everyone will be an asker,
so we have to redefine fundraising to
better engage our volunteers —

It’s not just about
asking for money




Cycle of fundraising
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Cycle of Fundraising
A DONOR ENGAGEMENT

Create a menu of activities for each stage of the relationship:

\dentify Prospects

1.
2.
3.
4.
5.
6.

Thank and Recognize

1.
2
3.
A
5
&




Exercise
Cycle of fundraising

» With your colleagues, pick one of the
five boxes: Identify Prospects, etc.

 Brainstorm relevant items

* OK to use sample (North Lakeland
Discovery Center) for inspiration



The psychology of fundraising
Why do you give?




Fundraising: Three things that
every board member can do

* Give money
e Give names

» Participate




Everyone can
give money because:

® Karma: It's easier to raise money if you
give it yourself

® |[t's a litmus test: Are you prepared to lead if
you're not prepared to invest?
® People are watching: Donors ask, “Do you

have 100% board giving?”



Everyone can
give names because:

@ All fundraising begins with the creation of lists

® 50%-plus of the people you know give to nonprofits

® The average American adult knows 150-200 people
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Everyone can participate because:

® The more people involved, the more money you raise
® We need to break down the false division between

program work and fundraising



Menu of 2017
Fundraising Opportunities

GARDEN CITY ) )
HARVEST Board Member: Date:

This is an “all you can eat” menu!
We ask you to commit to as many items as you like — but at least one per category.

Appetizers

Q0 Provide names of donor prospects

O Personalize letters to current and prospective donors

O Attend and mingle with donors at a House Party

O Introduce development staff to members of the business community

gyl

ntrees

Host a House Party

Arrange a site tour for some of your friends, conducted by the Executive Director
Accompany the Executive Director or other staff on donor visits

Organize a 2-hour volunteer party with friends or colleagues

Recruit new board members with fundraising experience and connections
Recruit Wintergreens or Farm Party sponsors

Volunteer to help at Wintergreens or the Farm Party

poooood

Desserts

Q Collect copies of other organizations’ solicitations and annual reports for GCH staff
O Make thank you calls to donors

O Promote and attend one of our annual events and mingle with donors



Sample board
fundraising agreement

(Adapt for your needs and circumstances)

Name Date

To support the mission of our organization, | agree to take on the following:

1. My gift: $ Payment completed by (date)

Terms of payment (check, credit card, installments, etc.)

2. Prospects. | will provide names and contact information for prospects by

(date) . Even if | am unable to follow up with all of these people personally, |

will still add names to the list for mailings, event invitations, etc.




Sample board fundraising agreement (continued)

3. My fundraising support tasks (taken from our menu):
a. Activity
Date(s)

Projected revenue (if applicable) $

Help / support needed from staff or board

b. Activity
Date(s)

Projected revenue (if applicable) $

Help / support needed from staff or board

c. Activity
Date(s)

Projected revenue (if applicable) $

Help / support needed from staff or board

Signature of board member/volunteer  Signature of board chair



The unspoken truth about
boards and fundraising....

Is it OK to expect less of your board?







Action planning
How will you implement what you've
learned today?




Andy’s book —
with Andrea Kihlstedt

Available from
https://hilborn-
civilsectorpress.com/




Thanks and stay in touch!

www.andyrobinsononline.com

www.trainyourboard.com




