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A Founder: Girlstart

A Featured on: Oprah,

A CNN

the Today Show

the Year
A What Rachel does: custom

A AFP Outstanding Fundraiser of

board retreats, online

training

classes
A Weaknesses: wine tastings,

queso

chips,

www.rachelmuir.com



What top
fundraisers
do differently " Art of the
ask: get the
4 visit, make
the case &
ask

Turn your
board into
fundraising
superheros

Small shop
survival
guide

How to be a Champion Fundraiser
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MAKEOVER

MY BOARD: The Do's and Don’ts of

HOW TO LEAD, Getting Boards to Fundraise

INSPIRE OR EVEN FIRE
YOUR BOARD

.

Scan QR code on left to
get your free board templates




GIRLS LEAD SAMPLE

2020 BOARD MEMBER PLAN

Thank you for stepping up as a board member Lo prepare Director or Development Director.

girls for a lifetime of leadership! Your contributions as board Host event in my home to introduce Girls Lead to my
member will build girls of courage, confidence and character network. Best month(s):
who make the world a better place, Identify potential donors (individuals, organizations,
business, etc.) and share their contact information with

We don't take our mission (or your commitment) lightly.
There’s a lot to be done. We ask you to bring a positive staff.

fundraising attitude, your skills, time, and effort, While you're Be assigned up to 3 major gift prospects to cultivate
are on our board we ask to be one of your top three charitable through personal visits and or phone calls.
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.

AMBASSADOR
Be a greeter at the Inspire a Girl brunch.
Recruit committee members for Inspire a Girl.

o accomplish this, we've crafted an “all you can eat” menu Bring interested friends and acquaintances for a tour of
of philanthropic opportunities to give board members lots of our facility.

variety in how you support our mission. Please select what Bring interested friends and acquaintances to hear a
interests you and we'll follow up accordingly. We encourage presentation from staff or outside speaker.

you to mark all the areas that interest you. 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

STEWARDSHIP

» 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)

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.




Racliel
\v )

Rate yaurrboand

Green 1 we are rocking and rolling
Yellow i meh, we could use some fine tuning
Red T please send help!!!

Slides: www.rachelmuir.com/handouts
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Welcome to

NEWBIE




1. At least a few board members are
% new to serving on a board.

& 2. 100% of our board members have
r prior board experience.




How often do you offer board training?

1. Yes! At least once a year.
2. Every other year.

3. Once every few years.

4. Aack! We know we

should...




4 EOAA OAAOI T O xEU

1) Expectations of service not made clear in recruitment
2) They donot nknow what they

3) We forget theyore volunteer
need




Mi s s ed connectionsé.

LETEER B .

V They have busy Ilves

VDonot have
context/background
that we do

V May lack connection to
mission

VNO NnNone s z

VThey donot
nonprofits (may be their

first experience with
one)




There IS NO such thing as an allergy to fundralsmg
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Oprah is not a
- fundraising strategy
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Unclear expectations are a path

e : TOiEs . AR e
baddy 1 e 2 . i,

.\’




Consider your invitation to fundraising




Made clear in the
board recruitment
process?

Specified in the board
contract?

Discussed In the
board orientation?



Give and Take

2| NR Y SY0SNRWhaiNg @ak 8xBeXt in return.

APositive fundraising attitude ATraining & support to be effective
ASkills, time, effort AEngagement options (fundraising
AGive generously i 1 of top 3 menu)

charitable commitments while | AChoice in how and when you give
on the board (online, monthly installments,

events, etc)

Source: Andy Robinson



Sample board member recruitment questions

1. Why are you Interested in giving your time & talent to us?

2. What do you think are the characteristics of a great board
member?

3. Fundraising is a part of board service. Can you tell us abo
your experiences with fundraising?

4. What skills, connections, resources and expertise are you
willing to offer or use on the behalf of the organization?

5. What motivates you?

6. Are you willing to make us one of your top 3 philanthropic

commitments with a stretch gift during your service?

NPT Py e e, T N, S S, e S, e RNy e ey e e e ey St ey e ey e ey e e St e et ey T e St ey S ey, St e, e SNy T ey Suee ey St ey S ey
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Have youée
ever been

given a fundraising
goal you had no
role

In setting?




Introducing board members to fundraising

Step 1 Step 2
AHow does fundraising work in ATheir role
our organization? AWhere they can add value
AShow model, mix of sources, AHow staff can support them
goals ,
ALine item for board giving in ‘ |
your budget N1

2

\



Make fundraising relatable






Board member motivation Is different.



Treat board members like donors.



Gtting board members excited about fundraisi
IS easier than you think






Donors are 43% more likely to say
t hey are nver y-dohoasp ¢




Most comprehensive study of American donc

Copyvighted Mates st

LhE Studied 2,000 people over 5 years
PARADOX
OF More generous you are, the happier &

heathier

Lower rates of depression

Lower blood pressure

Increased feelings of self worth

GIVING WE RECEIVE, GRASPING WE LOSE

Christian Smith &
Hilary Davidson

Copyrighted Msteciyl







Focus on the rewards of how good giving feels
‘ S




That warm and
glowing feeling
that comes over
you when
you give to a
cause you love.




How good it feels to invest
IN something that helps so
many e




How It feels to
be honored

and celebrated
for their
ISYSNPR aAI




How proud you are
of your friends who
work so hard for
the causes they
{t 20S X



~y

n | donot want t

Truth

A They likely share your values
A They want to help

A Our work as volunteersisa
source of pride for them

Source: Andy Robinson, J*J

What every board member needs to know, do and av0|.d).J"’J
g




What kind of giving feels best?

NDonors f ee
If they give to a charity
via a friend, relative or

¢ soclal connection rather
= than an anonymous

r*7--;‘;«7}donation. O

Source: International Journal of Happines:
and Development, 2013




nsSall vy, | O nof a this térdfie norpfd, JRRF. One of

my tasks Is to raise money. | was hoping you could help with a
donation of $500. If you have other priorities, | certainly respect

that. Butlhopey ou can hel p. o

Source: Andy Robinson,
What every board member needs to know, do and avoid
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Tlps to make board members fundralsmg
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“superheroes.




Name your
organization in
their will or estate

Invite 10 guests for Get assigned to
tour of org cultivate 2-3 donors

Fundraising ldeas for Board Members

Host cultivation Share their giving

event in their story or client
home testimonials



Board Member Thank You Calls

O (easy'winl)”




Board thank you call impact on gifts

Thank you call o
from board +39 /
member w/in 24 o

hours

14 months
later +4 Z%

Source: Donor Centered Fundraising, Penelope Burk & Cygnus Research




Impact on retention: board calls vs sta

Thank you call o
from board + 25 /
member o
Thank you call
from staff + o
member o

Source: Burk, P. (2012). The Cygnus Donor Survey, Where Philanthropy is Headed in
2012, US Edition. Chicago: Cygnus Applied Research




Simple Truth Why Boards Fall




B “:
> N
...“‘A - .
T s
4'?:. £
’. 3 "
..
‘0
». ;

These are my. special'goggles that allow

me to see through all your bullshit...






Give and Take

2 NR Y SYO0SNRWhaiNg @ak 8xBeXt in return.

APositive fundraising attitude ATraining & support to be effective
ASkills, time, effort AEngagement options (fundraising
AGive generously i 1 of top 3 menu)

charitable commitments while | AChoice in how and when you give
on the board (online, monthly installments,

events, etc)

Source: Andy Robinson



GIRLS LEAD SAMPLE

2020 BOARD MEMBER PLAN

Thank you for stepping up as a board member Lo prepare Director or Development Director.

girls for a lifetime of leadership! Your contributions as board Host event in my home to introduce Girls Lead to my
member will build girls of courage, confidence and character network. Best month(s):
who make the world a better place, Identify potential donors (individuals, organizations,
business, etc.) and share their contact information with

We don't take our mission (or your commitment) lightly.
There’s a lot to be done. We ask you to bring a positive staff.

fundraising attitude, your skills, time, and effort, While you're Be assigned up to 3 major gift prospects to cultivate
are on our board we ask to be one of your top three charitable through personal visits and or phone calls.
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.

AMBASSADOR
Be a greeter at the Inspire a Girl brunch.
Recruit committee members for Inspire a Girl.

o accomplish this, we've crafted an “all you can eat” menu Bring interested friends and acquaintances for a tour of
of philanthropic opportunities to give board members lots of our facility.

variety in how you support our mission. Please select what Bring interested friends and acquaintances to hear a
interests you and we'll follow up accordingly. We encourage presentation from staff or outside speaker.

you to mark all the areas that interest you. 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

STEWARDSHIP

» 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)

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.




GIRLS LEAD SAMPLE

2020 BOARD MEMBER PLAN

Thank you for stepping up as a board member Lo prepare
girls for a lifetime of leadership! Your contributions as board

Director or Development Director.
Host event in my home to introduce Girls Lead to my

member will build girls of courage, confidence and character network. Best month(s):

who make the world a better place, « |dentify potential donors (individuals, organizations,
We don' take our mission (or your commitment) lightly. business, etc.) and share their contact information with
There’s a lot to be done. We ask you to bring a positive staff.

fundraising attitude, your skills, time, and effort, While youre *  Be assigned up to 3 major gift prospects to cultivate
are on our board we ask to be one of your top three charitable through personalvisits and or phone calls.

commitments, What can you expect from us? Training and
support to be effective, a variety of engagement options Lo
choose from and choice in how and when you give.

AMBASSADOR

Be a greeter at the Inspire a Girl brunch.
«  Recruit committee members for Inspire a Girl.
To accomplish this, we've crafted an “all you can eat” menu e  Bring interested friends and acquaintances for a tour o

of philanthropic opportunities to give board members lots of our facility,

variety in how you support our mission. Please selectwhat  «  gring interested friends and acquaintances to hear

interests you and we'll follow up accordingly. We encourage presentation from staff or outside speaker.

vou to mark all the areas that interest you. e Use my social networking resources to send out WWW-

information on the organization or an issue we are

STEWARDSHIP dealing with to my network of friends for the purpose R aC h e I I\/I u I r‘ C O m/
* Introduce myself as a Girls Lead Board Member at raising their awareness of our programs "
networking and community events.

) ) « |dentify opportunities to introduce our Executive Dir
»  Write donor thank you cards (we'll give you sample or Development Director as a speaker.
scripts + materials)

_ _ e  Write (or record) my own personal story about why |
¢  Call and thank donors (we'll give you sample scripts + serve and give to Girls Lead
donor information)

(€
)))
(€L
200
(€
2))
1€
AN



Set them up for success

A Board orientation

AAssign a boa

A 3, 6, 9 month check in

A Check in after 1t term to
invite for 2"9 or thank and
release




Easy win: Boarmember thank you caIIs



Give them a thank you script

Hi Carol,
| Om John Smith, aPbhbo&radasmembe AssEoomati or

Wedre so thankful t o r dimeggiftiroen yauardihap@y tog e n ¢
welcome you to our donor family.

Your $500 gift will give movement t her aj
so thankful to you, Carol. Your gift makes everyday life easier for patients with
Parkinsondos and their families that | ove

We will keep you update on how your gift is making a difference in our
monthly emails but please call us here at If we can answer any questions or
help you in any way.




Prep them with discovery questio

Do you have any feedback for us’ _

Is there any way we can make yo
experience more positive?

How can we get you more involved? &

May | invite you to ?




" - to_ name youmrMelrwn_(ﬁ) 4
I & 2 dz niarhed & charity in your will

Raise your hand if...you have a will




Ask your board at next board meeting

Do you have an estate plan? Yes  No
Have you named a charitgg) in it? Yes  No
Do youhave our org in your will? Yes  No
If no, would you considerit Yes  No

Name (optional)

Ractel
T

Get the slides> www.rachelmuir.com/handouts



Ways to motivate board members

Tapping into their motivational drives
Giving them regular feedback

Giving rewards and recognition
Offering special privileges or incentives
Providing training

00000000000

Giving public affirmations é‘::,(o
Having fun with them o Oy, 70y,
Thanking their families o e,
Positive gossip (brag to peers) Q@& ;

Being available to them O

Source:The New Breed: Understanding and Equipping thé& &ntury Volunteer




Give a creative
toy to celebrate
great service like
the Energizer
Bunny

Create a
n Me mber
Moment O
for behind the
scenes leaders

Give a funny award
o fliketa trophy to the
a Wwa@ard chember who
asks the best
guestion

about fundraising,

$100,000 Candy

Before talking

Raclel
\_\/ _J

give board
members a

Bar or a Payday.

Fun ways to motivate board members

Celebrate big
events in
me mber 0s
personal,
professional or
volunteer lives.

After a long board
meeting or retreat,
hire a massage
therapist to do
chair massages

Include hobbies on
your board roster.
This gives members
an opportunity to

connecit.

Make an nAD
and Beyond The
Cal | o f Du

award to give
out anytime.

Source: Carol Weisman from Board Builders



Tips to support
fundraising
training

ASolicit board feedback
on topics In self
evaluation

ARecruit guest speakers

ATeam up with other orgs
to invest In training

ARecruit high performing
board members from
other boards as gue
speakers




What about low

performing
board members | ' Who
who need to go? Y e INnitiates?
S LN Gover_nance
~ y "= committee
Board Chair



Graceful exits

Acknowledge failure to properly |
set expectations

Be sensitive to any health, personal
or professional issues

ARAre you temporarilyl a IoT/'!'busi er
t han uswual ? Do you have tihe t 1 me

Offer a leave of absence

Explore less time-consuming options i.e
Ad hoc committee, consult, mentoring




A

aL KIFIR 0SSY
about not being a good
board member. Yes, .

RSTAYAGSEe O
— 3

e AR
\'\"I'm sorry, but that's true. |
"y I've got so much going on |
at work, |'have too many
* meetings in my life, and |
" don't feel like I'm making a
contribution here."

.
L

i ce: NonprofitHearts



P

MAKEOVER

MY BOARD: The Do's and Don’ts of

HOW TO LEAD, Getting Boards to Fundraise

INSPIRE OR EVEN FIRE
YOUR BOARD

.

Scan QR code on left to
get your free board templates







What great
fundraisers do
differently

Tools to
stand out and

4 win hearts,

ROI of
fundraising
strategies

Fundraising
pep talk

Small Shop Guide to Fundraising

rachel@rachelmuir.com www.rachelmuir.com



Fundraising
Pep Talk










Ractel
—

Wayne Gretzky




guaranteed ZEI0 revenue.

Jeff Brooks

n Facebook.comiRachelMuirFundraising






Top fearX




Theworld is full 95% of the ask Youd OUST Pdﬁé@é

of generous IS what leads up trying to make

: J
people who to it the world a \v
want to give better place

5 Fundraising Truths to Overcome Fea

Givingis
joyousand
feelsgreatto
donors

Being asked
makes donors
feel important



we can apply to fundraising.
Dr. AdrianSargeant

rachel@rachelmuircom n Facebook.comiRachelMuirFundraising



- Ca
people you CAl'€ about
Cal'€ about.

about what the



The best way to have a meaningful relationship
with a donor Is to be meaningful to them.




What great fundraisers
do differently




oy \ -

THEY FOCUS ON THE GREATEST PROFIT:

MAJOR GIFTS



ROI of fundraising strategies

Cost per $1 raised

Direct Mail Acquisition $1.15
Special Events 50 cents
Planned Giving 25 cents

Direct Mail (to house file) 20 cents
Foundations/Corporations 20 cents
Major Gifts 5to 10 cents

Monthly Donors 2 to 5 cents

Source: Erica Waasdorp, Monthly Giving: The Sleeping Giant




THEY HAVE A REVENUE GOAL & CULTIVATION PLAN

FOR MAJOR DONORS
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Put donor revenue goal & cultivation plan to a calendar

Last

Dec
FY 2019 FY 20 Goal Ti Interests Sep-20 Oct-20 N 20 Dec-20 Dec Goal
Name Name 1er P~ o Actual
Empty Invite to Thanksgiving Last chance
Carol Brady £10,000.00 | $15,000.00 Cats nestpcard networking call/card EOY EOY, holiday | $10,000
event appeal story
: Thanksgiving Last chance
Pit bull Photo of :
Sam Dollar £5,000.00 £10,000.00 rehab Lunch adopted pit bul call/card EOY EOQY, holiday $5,000
appeal story
Email no . Last chance
: : : Update photo of | Thank :
plice | Nelson | $2,000.00 | $5,000.00 Cats | kill article, | Fooc PROtO O SNESgVING |\ Eqy, holiday | $3,000

retweet

kitten nursery

card EQY appeal

story




The Myth of the Donor Pyramid

/ Major Gifts

Mid-Level Gifts

General Fund




What it really looks like

{ Major Gifts
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" Q
THEY KNOW THEIR DONOR

RETENTION RATES



Ther eos




3" YEAR DONOR RETENUQMVERAGE

35% to 75%



Why retention Is King

AVERAGE FIRST-TIME REPEAT MONTHLY
46% 23% 60% 90%
Ractel

MUIR
V SourceBloomerang
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THEY HAVE A

STEWARDSHIP PLAN



Set up Coogle alert, Twitter
and Google+ follow, add on
Linkadin

Thank-you call from
Development Director
Handwntten thank-you with
photo of pet and Develop-

ment Director’s business card

Personal thank-you call from
CEO

Thank-you letter from ED with

tax info on lettterhead and
business card
Letter “You've only been

supporting us one month and

already your gift has *
Short online survey with five

queastions to get to know their

interests

Short online/cffline donor
satisfaction survey

Personal thank-you call from
Board Chair

Thank-you note from Board
Chair

Int2mal memeo from ED wath
insider view

Invite to donor focus group

Card and call on anniversary of
first gift “You've been support-

ing us X year(s) and you've_”
Thanksgiving thank-you call

Invitation to tour shelter,

mobile spay/neuter clinic, etc

Personal note on annual
repaort

ANY TOWN

Dog and Pet Resource Center

Setup Development Director Immediate

Call Development Director 24 hours

Provide card Development Director 48 hours

Provide phone

number Sk

438 hours
Print letter for ED

G One week
1o sign

Development Director

Create and send Development Director 30 Days

Create and send Development Director Three months

Creats and send Development Director | Every six months

Give gift amount,

background, scnpt

Send Board Chair
info, card

Board Chair Annual

Board Chair Annuai

Write and send CEO Quarterly

Plan and organize Development Director Annual

Whrite card Development Director Annual

Pull list and call Development Director Annusl

Send invite Development Director Annual

Write CEO Annual

y

Stewardship
plan:

Business rules for how
donors will be thanked,
acknowledged &
cultivated.

Download at:

rachelmuir.com/stewardship
1



Fnl am neither
. gifted. |1 am only very, very
curious.(‘) Al ber

¢
» B




Rachel Muil r As
School Tips to Connect

with Donors

MOIR
gv J




NFI r st dateo di scover

A What motivated you to make your first gift to us?
A What is the most satisfying philanthropic gift you
ever made and why?

Al £#£ A1l OEA COAAO ACAT AEA
who does the best job of keeping you involved?
How?

A What legacy do you most want your giving to
have In the world?
A What do you love about what you do?

www.rachelmuir.com/discovery



Every visit Is a discovery visit!

Personal Interests/Lifestyle
Tell me about your life.

Reasons for Giving

Why did you first give to our organization?

What do you hope to achieve with your philanthropy?

How do you like to be invited to make a qgift?

What philanthropic gift has given you the greatest joy? How?
As you think about making a difference, what appeals most?

Knowledge of Organization

What interests you most about organization? Why? As you think about (this
Issue, the org, this program, the future) what are some of your worries? What
are your hopes?



Rapport building discovery questions B N

AWhich do you wi sh you
or money? What would you do with it if you

got I1t?
A What makes you happy despite anythlng’P ’
AWhat is something"*

learn?

A What mistake or failure in your life taught
you the most?

A If you could be famous what would it be for?

a

www.rachelmuir.com/discovery



The Lucrative
Art of Great
Discovery

¢ bloomerang

Scan QR code or download
rachelmuir.com/discovery




let them impress you.

Marty Neumeier,
The Brand Flip:
Why Customers Now Run Companie




they are excellent and
you help them realize their awesome selves.

Jeff Brooks,
How to Turn Your Words into Mone




O7EAT U
OAAS

A homeless person sitting
on a park bench, or sleeping |
under a bridge, you wonder
GKIFG @e2dz aK?2 dz
0KS 1AYR 2F LJ

Source: Jeff Brooks, How to Turn Your Words into Money







e 2dzNJ 2 NH |
and you leave out the problems

Pal

2Ay 0S8

\ 4

NI

alk too much about how wonderful things

dT

your donors can solve.

Jeff Brooks,

How to Turn Your Words into Money
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O Strategies to Get the Visit

Call

Email

Video emaill

Text
Message through Linkedln (Al om ¢
to set up a time..)

Meet donor at event

Another donor introduces you
Call to say thanks

Call to invite them to event







When,
where, and
plan B

p.S. we are setting an
appointment, not
making the case/ask
on the call.

‘\
,\\v

h
%




£1UIR
Vo

GET THE VISIT,
NAIL THE ASK!

10 WAYS TO GET THE VISIT

PLUS BONUS SCRIPTS TO ASK FORAGIFT

Scan the QR code to nail the ask!



Rachel Muil r As VI
Delight, Stand O ut & Know If
Your Message Is Getting

Through

MOIR
gv J




WiseStamp - Be recognizable!

Personalize your email signature file
Cost? .
1 OO% F R E E | From Rachel Muir <rachel@rachelmuir.com> ~

. Subject
www.wisestamp.com

—( —( —(

—(

Rachel Muir, CFRE
Keynotes, custom training & retreats

(512) 970-7983 | rachel@rachelmuir.com
www.rachelmuir.com

6

Want a front row seat to free webinars on fundraising? Sign up!

Racthel



Wish you knew donors read your email?

8 N
Microsot Ofice Outook S M

# Robert Dodd requested a read receipt be sent
LE when message 'Proposal’ is read. Do you want to
send a receipt?

Don't ask me about sending receipts again

Mo




O O« O« O¢ O«

O«

Video emall

www.BombBomb.com

Record videos straight from your inbox!
Send from gmail or outlook

racks opens

Jses your webcam or camera on mobile
ohone

Perfect for getting (virtual) visits &

stewardship
Record directly from your email or use

branded email stationary with your logo



http://www.bombbomb.com/

