
Have you ever been to a board meeting where everyone is so focused
on the day to day operations that it was almost impossible to take
board action on an actual policy decision? If so, take three steps back
and objectively look at who the board members were and their
affiliation with the nonprofit.  

When a small nonprofit starts out, the people running the organization
may be the ones serving on the board as well. If you are a service
organization, it is easy to find stakeholders who are paying clients.
However, when the board votes to take board action at any given time,
just how many board members will be allowed to vote when the
conflict of interest is verified?

IRS Rules for Nonprofit 501-c-3 organizations require ongoing
certification and documentation that no one on the board of directors
benefits directly from any decision (board action) that the nonprofit
board makes. If you have a small percentage of your board members
who are clients that benefit from your services, it is okay to have those
voices on your board; however, those individuals will need to identify a
conflict of interest when financial decisions are discussed and voted
on. 
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Nancy's Nonprofit Notes
Diversifying Your Board of Directors



Why involved and the strong connection to the organization. 
Credibility sharing.  
ONE MINUTE BRAG on results. 

NOTE: Best practices for presenting staff salaries and benefits are to present the information as a total
line item in your budget and not break down individual salaries. If you share detailed, current pay
information, you open your salary budget up for individual opinions instead of focusing on competitive
pay and retention. Salary ranges may be shared and adopted without indicating where individuals are
currently on the scale. Board members who are also paying for services will most likely have a conflict of
interest and strong personal opinions if service fees need to increase.

So, how do you get a diverse board if you have not been able to spend time connecting with potential
board members in the community?
______________________________________________________________________________________________________________

*NOTES FROM THE PUBLIC VIDEO LOCATED ON TERRY AXLEROD’S WEBSITE. WWW.BENEVON.COM
How to Raise Money – two things required, passion for the mission and a system.
Most Important Step in the Raising More Money Model (Major Donor Model)

Point of Entry (POE)
 – 1 hour jam packed introduction to your organization – tour of your mission. 8 am, have a greeter, card
to fill out with name of person invited and they will receive 1 *follow up phone call (*to learn what they
think about your organization) and invited by a friend to attend. Not asking for money at this event was
assured.

Mix and mingle time as we wait for people to arrive by starting time. People pick up on what goes on
with your organization currently. 10 to 15 people. Informal, no power point – like friends sitting around a
table talking.

Welcome from a board member, each person must share authentically, why they are involved in the
organization. Connection that people can identify with.

Visionary leader talks under 5 minutes with a personal story.  
1.
2.
3.

http://www.benevon.com/


Give basic 101 facts about your organization and only three areas of impact.
Give people an emotional hook that they will never forget, donors want rational facts to justify
emotional decisions to give. Head and heart. Success and needs.
Capture the names and contact information of the people who show up, with their permission. We are
not doing interruption marketing by taking their business cards. We are earning people’s permission
to continue the conversation. Intravenous permission donors means that they will allow you to ask
them for anything, they want to hear even the problems that you are having. They may be your board
members and current donors. Permission correlates with trust. If you sneak their information out of
them, they will not listen later. They are invited to your event by a friend and not taken from a list.
They are happy when they arrive to fill out a card giving their information and they are excited to
learn more about your organization. They have been invited to the POE by a friend. Make sure the POE
is life changes. Everything at a POE is what do you think?

Thank you for coming!  
What did you think? I want to get you talking and me listening.
Be quiet and listen, they will share their hot buttons and what they are most interested in.
Is there any way that you can see yourself getting involved with us?
Is there anyone else that you can think of that we can invite to a similar (Fun name you have given to
your POE) event?  

Each of three impact areas and what we are most proud of and then where we are going – identify the
challenges and clearly describe the gap. Then walk around and take a tour, clearing up any myths about
your organization, sharing a real story and facts. They will maybe be there only once, so it must be life
changing. Most will say that they had no idea of what you really do.

1.
2.

3.

At the end of the tour, people are moved and inspired. When done with the tour, one on one exchange
with people – think about it for a couple of days, I would love to get your feedback. I will give you a call.

Follow Up Call
 - Not an ordinary call – it is like a focus group dialogue.    

1.
2.
3.
4.
5.

NOTE: “Individuals who attended these events asked us if they could serve on our board of directors.
They filled out potential board member applications that were forwarded to our nominating committee.
These board members were active on committees, and they supported our annual fund drive and
participated in special projects.” Nancy Heskin-Rakness, Former CEO of Regional Nonprofit



Blue Avocado has a process that can be used as a guideline to recruit effective board members.

Online Resource
https://blueavocado.org/board-of-directors/blue-ribbon-nominating-committee-for-your-board/

TERRY AXELROD has an introduction to your organization process that is highly effective in spreading the
good word about your organization and introducing people to your organization who may be interested in
serving on your board.

Online Resource
Overview of Raising More Money by Terry Axelrod 55 minute video
https://www.benevon.com/fundraising-training-video/

https://blueavocado.org/board-of-directors/blue-ribbon-nominating-committee-for-your-board/
https://www.benevon.com/fundraising-training-video/

