Mastering the Management Buckets – Chapter 14: The Board Bucket


Worksheet #14.1: 

Confidential Board Prospect List
Pray Before Prospecting – Why Settle for Second Best?
Bringing Board Prospects Inside the Circles of Involvement (see page 194)
NOTE. After your board has established criteria for board nominees, the CEO and the Nominating Committee should begin a CONFIDENTIAL “Prospect Prayer List.” Over the next 12 to 36 months, begin moving prospects inside the circles of involvement.  At each step, discern if you should continue “dating,” or whether this prospect’s heart is really with your organization or another organization.

Recruit with Prayerful Intentionality 
and Board-approved Criteria

Look for the “Six D’s” in every board prospect:

1) Discerning Decision-Maker (Policy, Financial, Hire/Fire CEO)
2) Demonstrated passion for the mission

3) Documented team player

4) Diligent and faithful participant

5) Doer (walks the talk)

6) Donor (#1, #2 or #3 giving priority—see Chapter 14)
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