Board Giving & Getting Commitment
Meeting Conversation Guide

THE SETUP (Before the Meeting)
1. Schedule one board meeting agenda item (30–45 min).
1. Decide on your annual giving expectation. (Suggested: Minimum $100–$500 per member depending on capacity. We are flexible on the amount—what matters is that every leader gives.)
1. Decide on your getting expectation. (Suggested: Make 5 introductions per year to people in your network who might care about our work.)

OPENING STATEMENT (Read or Paraphrase)
Thank you for being part of our board. Today we need to have a direct conversation about fundraising. This is not comfortable. I know that. But it is essential, so I am going to be clear about what we need from you as a board member.

THE ASK
Every board member has two roles in fundraising:

1. Give an annual gift. The amount depends on your capacity. It could be $100, it could be $1,000. What matters is that you give. You cannot ask others to fund what you do not fund yourself.

1. Get involved in fundraising. This does NOT mean making cold calls or being pushy. This means: introduce people from your network to us, write thank-you notes to donors you know, host a small event in your home, attend events and represent us with warmth. You are opening doors. Our staff closes the gifts.

THE EXPECTATION
Starting [DATE], here is what we are asking from every board member:

1. Make an annual gift of $_____ (or what you can afford, minimum $100)
1. Make 5 introductions to potential donors or supporters per year
1. Attend [X] events or touchpoints annually

THE REAL TALK
If you cannot or do not want to do these two things, I want to talk with you privately about whether a board seat is the right fit right now. This is not about judgment—it is about alignment. If our mission does not matter enough to you to give and to open doors, that is honest information we need to know.

INVITE RESPONSE
I know this might feel surprising or uncomfortable. I want to know your thoughts. What questions do you have? What would make this feel doable for you?

[Listen. Address concerns. Offer flexibility on giving amounts but not on the principle that everyone gives and gets.]

CLOSING
We are going to follow up with each of you individually to make sure you have what you need and to check in on how this is going. This is a partnership. We are in this together.
