GIRLS LEAD SAMPLE

2020 BOARD MEMBER PLAN

Thank you for stepping up as a board member to prepare
girls for a lifetime of leadership! Your contributions as board
member will build girls of courage, confidence and character
who make the world a better place.

We don’t take our mission (or your commitment) lightly.
There’s a lot to be done. We ask you to bring a positive
fundraising attitude, your skills, time, and effort. While you're
are on our board we ask to be one of your top three charitable
commitments. What can you expect from us? Training and
support to be effective, a variety of engagement options to
choose from and choice in how and when you give.

To accomplish this, we've crafted an “all you can eat” menu
of philanthropic opportunities to give board members lots of
variety in how you support our mission. Please select what
interests you and we’'ll follow up accordingly. We encourage
you to mark all the areas that interest you.

STEWARDSHIP

e Introduce myself as a Girls Lead Board Member at
networking and community events.
Write donor thank you cards (we’ll give you sample
scripts + materials)
Call and thank donors (we’ll give you sample scripts +
donor information)

CULTIVATION

e |nvite the Executive Director or Development Director as
my guest at a community/business event.
Serve as a table captain at the Inspire a Girl brunch and
fill my table.
Organize a group of friends and/or colleagues for a girl
event, or volunteer workday
Introduce my company’s leadership to the Executive
Director or Development Director.
Join staff on a discovery visit to get to know prospective
donors and their interests.
Post Girls Lead events to my social networks.
Make a “personal treasure map” identifying 5-10 people
to invite to: a free feel good cultivation event, Girls Lead
activity, or breakfast/lunch/meeting with the Executive

Director or Development Director.

Host event in my home to introduce Girls Lead to my
network. Best month(s):
Identify potential donors (individuals, organizations,
business, etc.) and share their contact information with
staff.

Be assigned up to 3 major gift prospects to cultivate
through personal visits and or phone calls.

AMBASSADOR

e Be agreeter at the Inspire a Girl brunch.

e  Recruit committee members for Inspire a Girl.

e  Bring interested friends and acquaintances for a tour of
our facility.
Bring interested friends and acquaintances to hear a
presentation from staff or outside speaker.
Use my social networking resources to send out
information on the organization or an issue we are
dealing with to my network of friends for the purpose of
raising their awareness of our programs.
Identify opportunities to introduce our Executive Director
or Development Director as a speaker.
Write (or record) my own personal story about why |
serve and give to Girls Lead.

ASKER

e  \Write personal notes to addressees on fundraising
letters. (Sample notes might read “I hope you'll join me
in supporting Girls Lead” and can be written on the top in
ink or added with a post it note)
Initiate conversations with potential donors for the
purpose of assessing their interest in making a gift,
update staff accordingly, help advance the relationship
and participate in making the ask.
Use my social networking resources to asks to my
contacts to give.
Write personal emails and/or make personal phone calls
to invite people to become donors.
Serve on the Inspire a Girl “Sponsorship Committee” or
“Champions/Host Committee” as a solicitor of sponsorships
using my contacts or contacts provided to me.

Did we leave anything out? If you've got ideas for other ways you want to engage tell us here!

Thank you for your service!

Signature:
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THE DO’'S AND DON'TS OF
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GETTING BOARDS TO FUNDRAISE

When it comes to getting board members to fundraise there
are some things you SHOULD do and other things to avoid.

DO’S

1. Beclear and specific about how board members are
asked to contribute. Have an open conversation during
the recruitment process led by a board member with a
positive attitude towards fundraising where you share
the fundraising expectations of board members. Offer
a fundraising “menu” boasting a wide selection of
fundraising opportunities in writing.

2. Share the outcome of their cultivation. At one charity
board members are asked to invite prospective donors
for an introductory tour of the organization. When
thanking board members, the staff shows them that the
average gift by a person who has been on the tour is
$3,000 compared to the average gift from a person who
hasn't taken the tour ($150).

3. Make it FUN. You expect a lot from your board members.
How do you make serving on your board fun and
rewarding? Tap into their motivational drives, give them
rewards, recognition, and special privileges. Many of
your members likely joined to expand their professional
network so make sure you give members time to enjoy
each other socially.

DON’TS

1. Don't circulate a list of wealthy, well connected
influential and important philanthropists in your
community and ask each board member to write their
names next to the ones they know. Board members
hate this. It puts them on the spot and can potentially
embarrass them. They feel “hit up” if they do know
these contacts or awkward and sheepish if they don't.
Fundraising is not a one-size-fits-all type of activity.

introduction to via email. Ask and share your intentions with
your board member, i. e. “I'd love an introduction to Julie at
Dropbox so that | can invite her to our upcoming open house.”
Keep them in the loop and follow up with your board members
to let them know what response you did (or didn’t get).
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N If you have board members who frequently have a
table at an event ask if you can be their guest at the
table. Work the room with them and brag on their
participation as your board member.

2. Don’t assume that just because they have prior board
experience, they understand fundraising and are ready
to be a great fundraiser.
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What to do instead
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Include an element of fundraising training in your board
meetings. Start out with your mix of revenue sources,
especially fundraising, and how your organization
compares with the national trends in giving from

Giving USA. Your board members may not understand
how fundraising works in your organization or how

your fundraising goals are set. Highlight where board
members can add the most value to the fundraising
program and how staff will support them in the process.

Have program staff and clients share impact stories
and testimonials.

Invite successful board members from other
organizations to come talk to your board about how
their board members fundraise. This is not only
effective, it also free!

Invest in professional development for your board.
Have an annual board retreat with fundraising training
by a professional trainer. A trainer can energize your
board and boost their skills and self-confidence. As an
outside expert working with hundreds of organizations,
they represent established fundraising best practices
and trends. Their opinion can go along way to persuade
your board. They can also have the tough conversations
that you may not be able to whether it terms limits,
participation or fundraising.

Invite board members who have successfully
introduced the organization to a new potential
supporter tell the story of how they did it. Interview
them with questions like, “How did it come about?
What did you do? What made it work? How did you feel
about it?” Again, these personal stories don’t have to
be limited to your board. Bring in board members from
other organizations.

Always make it easy for them to fundraise. For
example, during your end of year campaign send board
members a weekly fundraising message that they can
personalize and send out to their network of prospects.
Send them progress updates or client stories they can
use for stewardship and cultivation.
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