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Objectives

After today, we hope to equip you with the 
knowledge to:
• Explain a board’s role in fundraising.
• Establish fundraising expectations for your board.
• Strengthen your board’s ability to garner financial 

support for your mission.
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What is 
fundraising? 

Presenter Notes
Presentation Notes
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Giving by source
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Board Members can help

Church Work

SchoolAlumni

Civic 
Organizations
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Board Members have a unique role
They may be a peer of 
the prospective donor. 

They can invite a 
donor to join them 
in making a gift. 

They have their own 
motivations and reasons 
for being involved. 

Presenter Notes
Presentation Notes
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But I’m a board member, not a fundraiser 
People should want to give since 
Habitat’s mission is so good. 

Foundations and corporations are 
the biggest donors. That’s where the 
money is. 

I’ll do anything but ask for money. 

“So-and-so” has so much money, 
they’ve got to have enough to give a 
little something to us.

Isn’t fundraising the job of the 
Development Director/Executive 
Director?
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A Board’s Role in Fundraising
ADVISE
Develop cultivation strategies.
Review and prioritize top donors and 
prospects.
Support investment in development. 

ADVOCATE
Articulate a vision that inspires and is focused 
on impact. 
Open doors. 
Participate in cultivation visits and events. 

INVITE
Solicit gifts and/or share your giving 
experience. 
Provide input on solicitations and proposals. 
Lead by example with your own meaningful 
gift. 

STEWARD
Thank donors.
Update donors on gift impact. 
Communicate regarding ongoing activity. 

Presenter Notes
Presentation Notes
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Fundraising Expectations
Month 1
• Confirm board champions
• Set goals
• Review existing expectations or board 

experience

Month 2
• Brainstorm potential expectations
• Create draft of expectations

Month 3
• Refine proposed expectations
• Determine process for rolling out to the 

full board
• Finalize expectations

Month 4
• Begin sharing and socializing 

expectations to the full board
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Fundraising Expectations

Presenter Notes
Presentation Notes
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The art of the ask

Presenter Notes
Presentation Notes
There are the  6 “rights” of Fundraising taught at the Fund Raising School at Indiana University’s Lilly Family School of Philanthropy. 
They are: 
The right person asking
The right prospective donor
For the right gift
For the right program
At the right time
In the right way.
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Why do people give?
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Why people don’t give
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The five steps of an “artful ask” 

• State the 
purpose of 
the call or 
visit. 

• Personal 
involvement 
– BOD and 
donor.

• Provide 
update on 
affiliate’s 
priorities. 

• Ask, Listen, 
Answer. 

• Describe the 
need.

• How will the 
community 
benefit?

• Highlight 
areas of most 
interest. 

• Ask, Listen, 
Answer. 

• Ask for the 
gift! 

• Be silent.
• Answer any 

objections or 
offer follow-
up. 

• If Yes – Secure gift 
agreement. 

• If No – Ask Why? 
Determine next 
steps.

• I don’t know –
Offer to provide 
additional 
information and 
follow up. 

Presenter Notes
Presentation Notes
Marcy Heim teaches an approach of the artful ask where you can make the “ask” in 3 sentences:
First sentence address, Why are you asking ME? “You have been….”
Second sentence, discusses the special connection to this request. “You understand….”
Lastly, the ASK, beginning with “Would you consider a gift of $X to support $X.”
Then be QUIET

What this would look is:
“Joe, you have been instrumental in helping three families achieve affordable homeownership by supporting previous home builds. You understand, in the process of purchasing a home, the financial education component of our program helps set families up for long term stability and success. Would you consider a gift of $5,000 to support our financial literacy program?”


ALWAYS Thank the prospect. 

To make the ask artful, Think conversation, not presentation. 
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In Review

Today’s Learning Objectives:
• Explain a board’s role in fundraising.
• Establish fundraising expectations for your board.
• Strengthen your board’s ability to garner financial 

support for your mission.
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Additional Resources
Boards and Fundraising (sharepoint.com)

Funding Opportunities (sharepoint.com)

Board Recruitment Toolkit (sharepoint.com)

Board leadership resources through BoardSource
membership (sharepoint.com)

https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/Boards-and-Fundraising.aspx
https://hfhi.sharepoint.com/sites/FundingOpportunities?src=nav
https://hfhi.sharepoint.com/sites/Governance/SitePages/Board-Recruitment-Toolkit.aspx
https://hfhi.sharepoint.com/sites/Governance/SitePages/Board-leadership-resources-through-BoardSource-membership.aspx?xsdata=MDV8MDF8fDc2OWE5YzNkMDE2NDQ0YTQ2MmE5MDhkYWI4MzE5YmFkfGY4YjY0Y2Y1MTYxNzQ1ODk4ZTAyZDNhNTZlZTA3OTJhfDF8MHw2MzgwMjQ4MjA0MzEwODYyNDl8R29vZHxWR1ZoYlhOVFpXTjFjbWwwZVZObGNuWnBZMlY4ZXlKV0lqb2lNQzR3TGpBd01EQWlMQ0pRSWpvaVYybHVNeklpTENKQlRpSTZJazkwYUdWeUlpd2lWMVFpT2pFeGZRPT18MXxNVGs2WVdFeE1HTmlNakl0TWpBeFl5MDBOMlV6TFdFeFpUVXROamsyTjJWbE1qRTBabUkwWDJRMlpXWXlOV1V5TFRZMk1XWXROR0prTlMwNU4yWm1MV1JoWW1RelpEVTRZbU14TUVCMWJuRXVaMkpzTG5Od1lXTmxjdz09fHw%3D&sdata=OUg1amJ6RW0zL0l2NmtoZllIa0JSQU5VK2JPcGtDaFRQZDdkczJka3JuRT0%3D&ovuser=f8b64cf5-1617-4589-8e02-d3a56ee0792a%2CLAvery%40habitat.org&OR=Teams-HL&CT=1667844708906&clickparams=eyJBcHBOYW1lIjoiVGVhbXMtRGVza3RvcCIsIkFwcFZlcnNpb24iOiIyNy8yMjEwMjgwNzIwMCIsIkhhc0ZlZGVyYXRlZFVzZXIiOmZhbHNlfQ%3D%3D


A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION

This presentation has been 
made available to affiliates 
through Habitat’s Resource 
Development Expertise Hub. 
Find more resources at My.Habitat.org > 
Knowledge Center > Fundraising How To
Contact the Resource Development Expertise 
Hub team at rdexpertisehub@habitat.org. 

REVIEWED: 8/2/22 UPDATED: 11.3.22

Presenter Notes
Presentation Notes
This QR code will take you to the Boards and Fundraising deck on the Fundraising How To page of MyHabitat. HFHI worked with Campbell & Company to compile information and create resources that were incorporated today. 


mailto:rdexpertisehub@habitat.org
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Thank you!
Please complete this survey to 
share your feedback and how we 
can improve this session. 

https://survey.alchemer.com/s3/70
80811/Michigan-ASO-Boards-and-
Fundraising

https://nam10.safelinks.protection.outlook.com/?url=https%3A%2F%2Fsurvey.alchemer.com%2Fs3%2F7080811%2FMichigan-ASO-Boards-and-Fundraising&data=05%7C01%7CLAvery%40habitat.org%7C778f0d96ded14523fb2508dab5fd4eea%7Cf8b64cf5161745898e02d3a56ee0792a%7C0%7C0%7C638022396807199969%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=sXWM6f4OsOTT%2FqZHSG05QVZWO6sh72jWiu2ZLtmBKZE%3D&reserved=0
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