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HOW WOULD YOU HANDLE THIS?

In each issue, NBR presents a challenging scenario based on real-life nonprofit
experiences and asks readers how they’d handle it.

The Scenario

Executive director Marla spun
her chair in a slow circle while she
Thoughf about the new class of board
members. Great people - all of them,
she thought to herself.

She reached for the phone when it
rang. “Marla?” a voice greeted her.

“Hey, Stan,” she said to the board
president. “You all ready for tonight's
special fundraising meeting?”

“You bet,” he answered. “But that's
also the reason for my call.”

Recruitment included job description

“Uh, OK, Stan. What's that really
mean?!” she joked nervously.

“Well,” he began slowly. “You know
Jenn, the new board member? Well,

‘Nope, I don’t want to’: When
one member won’t make the ask

she called me last night. She wanted
to tell me she wasn’t going to be at
fonight's mini-refreat.”

“Is that s02” Marla said coolly.
“And why would that be?”

“She told me she doesn’t want to
raise money. | explained there were
many ways to get involved - like those
thank-you calls you're always talking
about - but she prefty much refused to
listen. She wants nothing to do with it.”

“But she got the whole talk about
job descriptions during the recruiting
process, didn’t she?” asked Marla.

“Yes, she even said that she did. But
she says she won’t do it. And I'm not
quite sure what to do about it!”

If you were a leader at this
organization, what would you
do next?

Karen Galbraith, executive director,
Pacesetters, Inc., Cookeville, TN

Next step: 'd want to sit down
with her and the board president and
talk to her about what’s going on. I
would want to know if there was a
concern about the organization or a
program or about asking in general
that’s giving her pause.

Reason: If she doesn’t want to ask,
she can get involved at whatever level
is comfortable for her, like letting us
use her name or giving us potential
donors’ names.

Tanisha Fuller, executive director,
Mosaic, San Antonio, TX

Next step: I’d call her myself,
figure out what’s making her nervous

and try to talk her into attending the
meeting. Then I’d coach her on parts
of the fundraising process that made
her nervous.

Reason: Everyone is nervous about
fundraising at first! Once they do it,
they get more comfortable.

Paula Fortunas, president, TMH
Foundation, Tallahassee, FL

Next step: 1 would review how this
person was recruited for the board
and see whether we might need to
go back and fill in some gaps in
the process. This person needs to
understand that fundraising is part
of a board member’ “job.”

Reason: If a board member has
sufficient passion for the mission,
then she won’t mind asking. When

trustees don’t have the passion, that’s
when they hold back.
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