
How to Turn Your Board 
Members Into Fundraisers
A 3-Step Plan to Get Your Board on Board 
with Fundraising
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ABOUT NETWORK FOR GOOD

Thousands of small nonprofits rely on Network for 
Good’s simple and smart fundraising software to cultivate 
relationships with donors and raise more funds. From 
donor management and easy-to-build fundraising pages 
to guidance from accredited fundraising coaches, Network 
for Good gives small nonprofits the all-in-one solution they 
need to fundraise smarter and grow their good faster. 
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Your board of directors plays a pivotal role in your organization’s success. These 

volunteer leaders set a nonprofit’s strategic direction, manage its finances, and 

provide governance oversight. Not an easy job.

Board members also hold an invaluable role in an organization’s fundraising efforts. Their support 

(whether in time or dollars) affects donor behavior and determines a development team’s job 

satisfaction and likelihood for success. 

But in our experience, there isn’t a board that doesn’t groan when the topic of fundraising comes 

up. Board members often consider fundraising one piece of an organization’s fiscal health. When it 

comes to rolling up their sleeves and getting involved in it, they suddenly disappear. 

To combat this challenge, you’ll need to bring the fundraising to your board (rather than waiting for 

them to come to fundraising). In this guide, you’ll learn 3 steps to getting your board familiar – and 

even comfortable – with raising money for your organization. 

Step 1. Bring Fundraising to Your Board
For this exercise, let’s assume your board members mean well. They want to help your  
organization – and its fundraising program – succeed. So what’s holding them back from stepping 
up to the fundraising plate? Honestly, it’s probably just a lack of training and confidence. 

Level-set with your board. Invite them to a fundraising training session, or get on the agenda 
for your next board meeting. Here are three key misconceptions about fundraising that you  
must banish from your board!

3 Fundraising Myths You Need to Dispel
Myth 1: Soliciting gifts is the only way to participate in fundraising. 
To debunk this myth, explain the different roles board members can play in fundraising. 

Some board leaders are ambassadors who cultivate connections and introduce new people to an 
organization. Some can be connectors to their networks and bring other donors to you. Some may 
enjoy being solicitors and asking potential and current donors to invest in your work. 

Finally, all board members can and should be stewards of your donors. Board thank you calls to 
donors, for example, have an incredible effect on your retention rate (more on that later). 
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         PRO TIP

Some members may decide they may feel more comfortable making financial 
contributions instead of participating in fundraising tasks, and while not ideal, that’s ok. 

Each year, ask board members what role they feel most 
comfortable playing in fundraising and assign them a 
couple of tasks.

Myth 2: Only fundraisers can fundraise. 
Board members may not think fundraising is their “place” in your nonprofit. But, in reality, 
they are perfectly positioned to represent your organization to potential donors!  

They may be wary of fundraising if they weren’t given a good orientation when they started 
or aren’t provided regular updates about your organization’s latest successes, challenges,  
and opportunities. Focus your conversations with them on these areas.

         PRO TIP

Kick-off each fiscal year with a refresher orientation to ensure that all board members 
really understand your work and how to ask for support. Create standard talking points 
and an “elevator pitch” so that everyone is speaking the same message.

Give every new board member an in-depth  
orientation which includes fundraising training.
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Myth 3: It’s tacky or uncomfortable to ask for money. 
Board members may feel that fundraising is “begging,” or that they’ll make a prospective donor 
uncomfortable or caught off-guard. 

Here’s a little secret: If you’ve trained your board members to exude passion for your mission           
and you’ve brought them into the process well before the ask, there’s no question that they will 
be successful. 

         PRO TIP

How can you allay their fears? Coach the board members on the fundraising cycle and 
what they can do to ensure a potential donor eventually says “yes.” Let them experience a 
few fundraising wins – their comfort level will rise along with their excitement for the task!

Ask board members what’s holding them back from talking 
about your organization or feeling comfortable soliciting a gift.

WRITING GREAT APPEALS

It’s not just board members who feel
this way! Even seasoned fundraisers 
sometimes get stuck when it comes 
to writing great appeals. 

Network for Good’s simple, smart fundraising  
software makes this part of the job easy. We 
worked with fundraising experts to create 
effective appeal templates that you can simply 
customize and send!
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Checklist: Fundraising Metrics to Report
to Your Board
Fundraising needs to be an agenda item during every board meeting. And we don’t just mean an 
update on fundraising goals. Focusing only on the dollars raised encourages the board to only 
consider transactional relationships with donors. That’s not a donor-centric approach!

Here’s the good news: this data is extremely easy to gather and report! If you’re using a fundraising 
software like Network for Good’s, you’ll be able to track these numbers at a glance. That means less 
time spent reporting fundraising progress, and more time spent shaping conversations about how 
your board can help move the needle.

You can’t improve what 
you can’t measure!  
Network for Good’s simple, 
smart fundraising software 
puts key fundraising metrics 
right at your fingertips. 

Board Giving

• Is your entire board giving? They should be. 100% board participation is critically important
when applying for foundation and corporate grants.

• Are they all giving at the level you set in your expectations? If not, why not?

• Is your full board involved in some form of fundraising? If not, what’s holding them back?
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Donor Retention & Acquisition

• Total number of donors: Are you maintaining at least the same donor retention rate            
year-over-year?

• Total number of new donors acquired, compared to last year. How were new donors acquired? 
What opportunities do board members or the organization have to acquire new donors?

• Total number of lapsed donors: What can you do right now through communications and 
outreach strategies to bring back some of your lapsed donors?

Giving Levels

Are the giving levels of your donors increasing, decreasing, or staying the same? Track donors by 
gift ranges ($1-$249, $250-$499, $500-$999, and so on). You can see where to focus attention on 
upgrading through increased donor communication or staff/board outreach.

Donor Engagement

How are you engaging your donors now? What’s working and what’s not? We recommend looking 
at your email open and click rates, the success of your appeals and peer-to-peer fundraising 
campaigns, and any response to your donor outreach and acknowledgements. 

How can the board be involved in building relationships with your donors?
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Talking to Your Board About Fundraising Tools
If you don’t have an all-in-one tool like Network for Good’s fundraising software, you probably already 
know that you need one. Sometimes board approval can stand in the way, so here’s how  
to approach the conversation. 

You might not get approval from your board if you start with pricing and features without talking about 
the big picture. Focus your conversation on the positive outcomes your organization anticipates. To 
get your board’s approval you need to make it obvious what the outcome will be after you start using 
this new software. How much time will you save? Our customers save an average of 7 hours a week 
after switching to Network for Good. Where else will you focus that extra time? 

When your entire team, including your board, is on the same page when it comes to using a new 
piece of technology, you are more likely to find success with a new tool. If a purchase is made and 
your team isn’t sure what it will do, it will lead to low adoption. Low adoption leads to a lack of results.

Keep these tips in mind when discussing a software purchase with your board:

DO
 Tell your board what the tool will help you 

accomplish. What will be the result after using 
this tool for six months? A year? How much 
more could you raise (including increased 

donor cultivation) and how much time could 
you save by using a tool designed to help you 

be a smarter fundraiser?

DO
Ask board members to submit questions they 
might have before the meeting. Be prepared 

with accurate answers.

DO
 Break down the cost to show what you’re 
getting: software subscription, data import, 

product onboarding, ongoing phone and email 
support, and personalized coaching.

DO
 Show the board that you have someone in the 
organization that will “own” the implementation 

of the software. 

DO
Paint a tangible picture of what your 

organization could look like after this tool 
is purchased and adopted. Give them real 
examples of challenges you face now and 

how this tool will help you solve them. What’s 
something the board wants to accomplish and 
how will this tool help achieve the desired goal?

DON’T 
Get too detailed with product features. You 

don’t want your board lost in the weeds.

DON’T 
Start the conversation with price. Boards often 
get hung up on financials and it’s hard to steer 
them back to what matters: how this tool will 

help your nonprofit.

DON’T 
 Give a list of features without explaining how 
they will improve your processes—and what 
the impact will be (in saved dollars, increased 

donations, efficiency).
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Step 2. Introduce Them to Your Donors
Getting your board members in front of your donors is a sure way to keep them thinking about 
fundraising. They can help in a lot of ways – board members can call key donors during your year-
end campaign, reach out to lapsed donors to bring them back into the fold, or collect stories of 
impact for your appeals. If they’re feeling hesitant about any of those activities, have them start with 
sending a simple thank you. Your donors will love it too. 

         PRO TIP

Use this feature to create a list of recent donors for your board members to thank. Then 
just make a note right in your fundraising software when each donor has  
been contacted, so everyone can see the great work your board members did!

Network for Good’s fundraising software enables nonprofits 
to create custom filters and groups to segment their contacts 
based on whether they are active or lapsed, how much they 
have given, whether they have attended an annual event before, 
and many other factors.
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Donor Thank You Templates for Your Board
Do your board members think their calls don’t make a difference? Share these 

statistics: In a recent BoardSource study, donors receiving a thank you call from 

a board member within 24 hours of donating gave 39% more on a subsequent 

donation. Fourteen months later, those same donors were giving 42% more than 

donors who didn’t get the call. Plus, they had a 70% retention rate.

Before your board gets on the phone, set them up for success! Give them sample thank you 
statements, background on the donor, details on their gift, and sample discovery questions  
they can ask to learn more about them.
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Call Script

Hello, my name is XX. May I speak with XX? [once you’re connected to the correct person]

Hi, my name is XX, and I am a board member at XX. I am calling to thank you for contributing to XX 
this year.

Having been on the board for XX years, I want to personally express my appreciation for making our 
work possible.

I was hoping to learn more from you about what inspired your gift.

If they seem receptive to a short conversation, ask how they first came to know your organization. 
You may also share your personal story of how you became connected to the organization.

If you are ever interested in seeing our work firsthand, please let me know. 
Thank you for your continued support of XX. 

Voicemail

Hi, my name is XX, and I am a board member of XX.

I am calling to thank you for contributing to XX this year. 

Having served on the board for XX years, I want to personally express my appreciation for making our 
work possible.

If you are interested in seeing the impact you are having firsthand, please feel free to reach 
out to STAFF NAME, at PHONE or EMAIL, and she/he will be happy to help you.

In the meantime, thank you for your continued support of XX.

Email

Dear XX,

As a board member of XX, I was delighted to learn of your recent gift to XX and [your beneficiaries]. 
You have helped [provide a summary of your organization’s accomplishments  
this year—keep the focus on those you served, not you!]. You are making this possible. 

On behalf of [insert the beneficiaries or people you serve], please know how grateful we are 
for your support.

If you are interested in learning more about XX or seeing the impact you are having firsthand, please 
feel free to reach out to STAFF NAME, at PHONE or EMAIL, and she/he will be happy  
to help you.

Sincerely, XX
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INDEPENDENCE 
THROUGH GRACE

Network for Good customer and big fan 
of our video acknowledgments tool

Do you have board members who like to put a 
personal touch on their donor outreach?

Videos are more impactful and personal than a 
simple voicemail or email. Network for Good’s video 
acknowledgement tool makes it easy to create a 
short video to thank your donors. And the response 
from donors is fantastic! Delight donors and learn 
how you can make your own videos with Network 
for Good’s all-in-one fundraising software.

Click the video to see how Independence Through 
GRACE uses our video acknowledgement tool to 
delight donors and learn how you can make your 
own videos with Network for Good’s all-in-one 
fundraising software.
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Step 3. Make Fundraising Fun
If there’s one thing your board can help with, it’s sharing your mission with their networks! Some 
board members are natural ambassadors who cultivate connections and introduce new people to 
your organization, while others may need more encouragement. Make fundraising approachable 
by positioning your board members as talented matchmakers – connecting your organization with 
generous individuals interested in advancing your mission.

Here are two proven, fun tactics that every member of your board can use to contribute to your 
fundraising goals. 

Convert Social Media Followers Into Donors
These days, fundraising takes place on social media. If your board members are on any social 
media networks, they should be using those platforms to spread the word about your mission.

It’s easy -  just supply them with a few pre-written Facebook posts and remind them when to share. 
Every post should contain a link for followers to take further action, whether that’s to donate, learn 
more about a special event or initiative, or subscribe to your newsletter. 

We recommend timing the posts around major campaigns for maximum impact. If you’re planning 
a campaign that includes a matching gift, encourage your board members to post regular social 
media updates about how much has been raised so far and what’s still needed to complete the 
match by the deadline.
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THE VICTIM CENTER

Network for Good customer and avid 
social media user

The Victim Center posts on Facebook twice each 
week to share useful information about their 
cause. They’re using a hashtag #breakthecycle 
to make it easier for people interested in this 
topic to find their organization. Each post 
contains a link encouraging their followers to 
make a donation. 

And since The Victim Center is a Network for 
Good customer, any new donations they receive 
will automatically sync to their fundraising 
software, where they can track their campaign 
and quickly and easily thank their new donors 
and continue building the relationship.

Launch a Peer-to-Peer Campaign
Peer-to-peer is a popular form of crowdfunding for nonprofit organizations, and it’s easy to see why. 
Peer-to-peer fundraising lets you tap into your supporters’ networks to reach new donor prospects 
– if you’ve ever asked a supporter to share your fundraising campaign with their friends, you’ve done
peer fundraising!

Peer-to-peer software takes it to the next level.  Network for Good’s peer fundraising software 
empowers your supporters to set their own goals, create their own giving pages, and reach out to their 
family and friends – by editing and sharing the messaging, photos, and information that you provide. 
Peer fundraising software lets each fundraiser know they aren’t alone in raising awareness and money 
for the mission.

This is an ideal fundraising strategy for  board members. They don’t have to ask strangers for          
money! They simply get to share your amazing cause with their friends and peers (and look good in 
the process). 

Read on to see how one organization engaged its board in a highly successful peer-to-peer campaign.
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The Goal

The FOOD Pantry Serving Waukesha County is a 
nonprofit community organization in Wisconsin, 
dedicated to providing food, hope, and dignity 
to the many Waukesha County residents in 
need of assistance. The FOOD Pantry strives 
to contribute towards a thriving and healthy 
community free from hunger.

The FOOD Pantry staff set a goal to engage 
their board in fundraising. To accomplish this, 
they decided to create a peer-to-peer campaign 
using Network for Good’s fundraising software.  

The Strategy

At the next board meeting, staff explained how 
simple it is to run a peer-to-peer campaign 
with Network for Good and the impact it could 
have on their fundraising goals for the year. 
The board was excited to take on this new 
opportunity and the campaign was launched. 

The Results

The campaign was a success! In fact, it was so 
successful that the board decided to relaunch it 
just months later so that newer board members 
could participate.

The campaign focused on the organization’s 
infrastructure needs, such as improvements to 
the building’s layout, safety, and atmosphere. A 
challenging theme for any fundraiser, the board 
framed it as a good investment in the agency. 
Using Network for Good’s built-in peer-to-peer 
tool, board members added personal messages 
and began contacting their networks. To ease 
any concerns of over-asking, The FOOD Pantry 
staff checked board member’s lists to see if 
anyone had already given. 

And since The FOOD Pantry is a Network for 
Good customer, they didn’t need to purchase 
any additional tools or technology to make it 
happen.

Campaign Breakdown

• Goal: $12,500 (originally $10,000,
increased due to success and board interest)

• Total Raised: $7,600
(campaign still in process)

• # Donors: 24
• # New Donors: 14

A Board Fundraising 
Success Story

Network for Good believes in the power 
of small nonprofits and their boards.
Get in touch to learn how our simple, smart 
fundraising software helps organizations 
like yours grow their good.

LEARN MORE

https://learn.networkforgood.com/demo-request-gen.html?utm_medium=content&utm_source=stock&utm_campaign=cta__demo__2020-general-demo-request

