
Alabama ASO – October 2025
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Learning Objectives

After today, we hope to equip you with 
the knowledge to:

• Explain a board’s role in fundraising.

• Establish and communicate 
fundraising expectations for your 
board.

• Equip and empower your board to 
fundraise. 



Foundations and 

corporations are the biggest 

donors. That’s where the 

money is and where you all 

should focus.

“So-and-so” has so much 

money, they’ve got to have 

enough to give a little 

something to us.

People should just want to 

give since Habitat’s 

mission is so good.

I’ll do anything but ask for 

money.

Isn’t fundraising the job of 

the Development Director 

and Executive Director?

I’m a board member, not a fundraiser 



Giving USA 2025
In 2024, Americans gave $592.50 billion to charity, 

growing 6.3% over 2023. When adjusted for inflation, 

total giving grew by 3.3%. Giving by individuals totaled 

an estimated $392.45 billion. 



Board Members can help



Board Members have a unique role



What is 
fundraising? 



A Board’s Role in Fundraising



Fundraising Expectations

Review top donor list annually, offer 
insights to help team prioritize. 

Attend a city hall or town meeting 
representing your affiliate. 

Serve as an event chair with their own 
fundraising goal. 

Conduct 3 thank you calls each 
quarter. 



Questions/Thoughts/Reflections?



Fundraising Expectations

Month 1

• Confirm board champions

• Set goals

• Review existing expectations or 

board experience

Month 2

• Brainstorm potential expectations

• Create draft of expectations

Month 3

• Refine proposed expectations

• Determine process for rolling out to 

the full board

• Finalize expectations

Month 4

• Begin sharing and socializing 

expectations to the full board and 

embedding into documented 

expectations and processes



The art of the ask

• The right person asking

• The right prospective donor 

• For the right gift

• For the right program

• At the right time

• In the right way
 Source: : The Fund Raising School at Indiana University’s Lilly Family School of Philanthropy



The five steps of an “artful ask” 

• State the 
purpose of 
the call or 
visit. 

• Personal 
involvement 
– BOD and 
donor.

• Provide 
update on 
affiliate’s 
priorities. 

• Ask, Listen, 
Answer. 

• Describe the 
need.

• How will the 
community 
benefit?

• Highlight 
areas of most 
interest. 

• Ask, Listen, 
Answer. 

• Ask for the 
gift! 

• Be silent.
• Answer any 

objections or 
offer follow-
up. 

• If Yes – Secure gift 
agreement. 

• If No – Ask Why? 
Determine next 
steps.

• I don’t know – 
Offer to provide 
additional 
information and 
follow up. 



3-Sentence Artful Ask Role Play!

1.You have __

2.You understand __

3.Would you consider ?



Questions/Thoughts/Reflections?



Let’s review

• Explain a board’s role in fundraising.

• Establish and communicate 
fundraising expectations for your 
board.

• Equip and empower your board to 
fundraise. 



Ways to Engage

• Newsletters

• Resource Feedback Cohorts

• Advisory Councils

• Join us on Viva Engage



®

Thank you! 

For more information email rdexpertisehub@habitat.org

Reflections 

& Feedback
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