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Adding an HBS Alumnus to a Nonprofit Organization’s Board
Thank you 
Nonprofit organizations need competent, active, thoughtful and generous leaders. Getting the right fit and setting expectations are critical, however, to a fruitful, effective and rewarding experience. This note is intended to aid you in finding a good board member for your board.

The HBS Club of CT – Community Partners seeks to help its alumni interested in joining the boards of nonprofit organizations (NPOs).  If your organization is potentially interested in adding one of our alumni to your Board, please read on.

The Delicate Balance - Realities vs. Persuasion
You need to persuade the prospective board member, describing service as a rewarding and enjoyable experience,  that serving on a board can be critical for the NPO as well….board members can be needed to serve in certain capacities, help the NPO address certain issues, etc.    Prospective board members would want to know they’re needed, their valuable time would be well-spent, and they would be contributing to carrying out the mission of the NPO.   Most NPOs face important issues, often financial, that are frustrating and difficult to repair.  You must be open and frank about the realities. It is unfortunate that these recruiting tasks often pull in opposite directions. It is an awkward responsibility but will avoid serious problems in the future.  

The Process
Below, you are asked to complete a short description if you wish to participate, portions of the description which will be made available to our CT-based alumni on our website and in emails.  Those alumni interested in joining your board will contact you directly.  We suggest a preliminary phone call, followed by meetings and detailed discussion as appropriate.  Should you have questions at any time, contact Community Partners (Jeff Krulwich at Jeff@Kgrowth.com or Norman Toy at normantoy@aol.com)
What you ultimately need to reveal during the discussions – a newcomer’s kit
1. The mission and vision of your organization

2. Its structure: board, executive committee, committees, programs

3. By-Laws and statements of policy

4. Opportunities and threats

5. Results of any surveys regarding the organization

6. Financial situation and prospects: annual reports and Form 990s

7. Some thoughts about the role of the prospect and your expectations of them

8. Specific expectations in  “Give or Get” - giving funds or getting funds from others

9. A roster (preferably with pictures) of the board and key personnel in the NPO

10. If you organization requires a background check or has other special requirements.

Needs and Expectations (Next Page)
Be sure that your expectations are spelled out on the attached.  

Pay close attention to “Role and Expectations of the potential Board member” (#9) and “Financial Expectations -- Give and/or Get” (#10). 

DESCRIPTION – do not include confidential information here.  If furnishing any of the below is onerous or you wish to discuss before completing the form, please contact us.
1. Name of Organization:

2. Mission Statement:

3. Website:

4. Geographic Area of Operation:

5. Approximate Annual Budget:

6. Description of your Activities (not more than 3 paragraphs):

7. Frequency and Location of Board meetings:

8. Backgrounds of current Board members, if not available on your website:

9. Role and expectations of the potential Board member, including skills or expertise required or preferred: 

10. Financial expectations (“Give and/or Get”) for prospective board members:

11. Contact information (Name, title, phone and/or email): 

12. Comments:

Return completed form, use additional pages if necessary, and/or contact us if you would like to discuss.

Jeffrey Krulwich (Jeff@Kgrowth.com)

Norman Toy (NormanToy@aol.com) 
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