Immeasurable!

The Metrics of Nonprofit
Boards, Volunteers and Donors




Does your board provide
adequate resources for your
nonprofit to identify, track,

cultivate, solicit, and steward
individual donors? i.e.

“Budget for growth’
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Duties of a Nonprofit Board Member

(National Council of Nonprofits)

m Care: Ensure the prudent use of all assets, including facility,
people, and good will.

Duty of Loyalty: Ensure that the nonprofit's activities and
","\ transactions are, first and foremost, advancing its mission; Recognize
"" and disclose conflicts of interest; Make decisions that are in the best
interest of the nonprofit corporation.

Duty of Obedience: Ensure that the nonprofit obeys applicable laws
\\ and regulations; follows its own bylaws; and that the nonprofit
adheres to its stated corporate purposes/mission.




Fundraising Effectiveness Project

Three separate S1 gifts from one new donor

= |t costs an average of $1.25 to raise ONE NEW DOLLAR (S .25)
= |t costs an average of $.20 to raise a second dollar .80
= |t costs an average of $.20 to raise a third dollar .80

$3.00-51.65 = $1.35
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Presentation Notes
Giving USA researchers develop estimates for philanthropic giving to charitable organizations located in the United States only. Giving USA does not estimate all forms of revenue to nonprofit organizations. Among the types of revenue not included in Giving USA are allocations to nonprofits from other charitable organizations, such as United Ways or communal funds; fees for services; payments that are not tax deductible as gifts; gross proceeds from special events; government  grants; membership dues; and contributions from crowdfunding campaigns beyond what is reported on  IRS Forms 990 and 990-EZ of 501(c)(3) organizations on the recipient side.


Fundraising Effectiveness Project

Three separate S1 gifts from three new donors

= |t costs an average of $1.25 to raise ONE NEW DOLLAR (S .25)
= |t costs an average of $1.25 to raise ONE NEW DOLLAR (S .25)
= |t costs an average of $1.25 to raise ONE NEW DOLLAR (S .25)

$3.00-$3.75 = ($.75)
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The most effective fundraising strategy is

DONOR RETENTION!

Three separate S1 gifts from three new donors

$3.00-53.75 = (S .75)

Three separate S1 gifts from one hew donor

$3.00 - $1.65 = $1.35
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FEP Retention
Data:

> 8 out of 10 new donors leave
after first gift

» Fewer than 5 out of 10 are
still there after second gift

» Donors who have made 5
gifts OF ANY SIZE inup to 8
years are most likely to make
a bequest or other planned
charitable gift
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RELATIONSHIPS MATTER AND ARE
HARD TO MEASURE
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Did you know?

Only 11 % of Americans itemize their taxes.
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What you achieved
with my money

Why I made the right
decision to support you

About our mission

Why we need What our
your money values are

What we  Why we think

That you value me

believe you should |
Our new support us How we That you think You'l ask how
approach How you can el ST I'm special L LY Y
sup;;rf Uus a problem communicate

Why we think That you know with me

why I give and
what I care about

That you've remembered +

what I've done and what
How gf‘Eﬂ'l' we are I"q,,r.g said

weTre different e

We've been Facebook /
in the news Twitter



Do You Volunteer on
a Nonprofit Board?

Do you know the mission and annual operating
budget of your organization?

Do you know how many hours / year you spend on

this organization? I
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Time is money. Or is it MORE than money?

Your time is valuable. It is a limited resource.

What are the responsibilities of nonprofit boards to help their
organizations be financially practical, efficient, and sustaining?

What matters in the metrics of your mission?
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