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members and professional...
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NGO Board Member & Professional
Volunteer Recruitment

Finding suitable human resources for your good causes

Tips for Recruiters

Finding new board members or professional volunteers can be a
challenge. Here are some suggestions to help your organization be more
successful with recruitment.

Do

* Take seriously your responsibility to ensure the future leadership of
your organization.

* Make recruitment a regular, on-going activity of the whole board.

* Seek the counsel and involvement of your key development staff in all
recruitment.

* Be frank, honest, and positive about the challenges facing the
organization.

¢ Establish and adhere to board recruitment standards and selection
criteria.

* Treat each board candidate as if he/she is a major-gift donor. You'll
never go wrong.

¢ Leave yourself and the candidate a gracious “out.”

* Document recruitment activity; make it part of the donor or prospect
file.

Don’t

* Wait until a crisis drives recruitment.
¢ Settle for less than who you really need and want.

* Misrepresent or sweep organizational challenges under the rug - they
may be just the things to “hook” a board candidate.

* Say yes to just anybody.
* Ask the candidate prematurely.
* Recruit outside the board for officer positions.

Remember
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Do your due diligence - check references and background. A bad decision or someone who doesn't fit may
be worse than no one at all.

People are rational actors - they do things for a reason. Find out why they are interested.
Know your value proposition - what you offer people, your “special sauce.”

Follow the Golden Rule: treat people how you want to be treated. Respect their time.
Thank them.

Content adapted from the Executive Service Corps of Washington, www.escwa.org.

Steps to Success

Ensure board policies are in place, up-to-date, and that you have insurance. Review annually.

1. Board self-evaluation: ensure the board conducts a self-evaluation and knows its strengths.
2. Gap analysis: identify the gaps and who you want to recruit. What type or profile?

3. Develop a prospect list: specific names of people or organizations you want represented.

4. Identify existing relationships: chart who you know and the relationships you already have.

5. Establish a relationship web: if existing relationships don't generate who you need, draw a web to see
how you can connect personally to your prospect list.

6. Follow a plan: write out a recruitment plan with timeline, who does what, and how. Stick to it and review
it at every board meeting.

What Type of People Do You Need on Your Board?

Different boards need different types of people. Have you done an inventory of who is on your board and who
you need? Key factors include the age of the organization, its mission, existing personnel, and missing skills.

Activist: usually attracted to and most effective in a new organization; a self-starter, risk-taker and free
thinker who willingly devotes high energy and many volunteer hours and is personally invested in the
mission. May have little tolerance for rules and processes; likes a dynamic leader.

Client: knows how the organization operates and what it does. Many boards do not have the members they
serve on their board; may be self-conscious and defer to the E.D. or others on opinions.

Donor / Funder: typically already supporting the organization financially; often cares about the mission, the
budget, and how money is spent. Willing to do so much, but no more.

Elected Official / Community Leader: comes to the board with their own mission and constituency; may
have an agenda open to lobbying. Relationships are important and they may seek quid pro quo.

Emeritus: most effective in an established organization; invests their name or representation. Not willing
to devote much time; more interested in tone, vision, and strategy. Often a forward, big-picture thinker.
Founders may be part of this group.

Professional: lawyers, CPAs, business people, etc.; most effective in a mature organization. Demands
accountability, dependability, and generally accepted business practices; results-oriented and less
sympathetic to surprises or informality.

Volunteer: has history with the organization and relationships with staff and clients. May find board
involvement less satisfying than volunteering and may struggle to move from operations to policy; prefers
specific tasks to long-term responsibilities.

Sara Rasmussen recently graduated from the Johns Hopkins School of Public Health and works as a research
intern at the Earth Policy Institute in Washington, DC.
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