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This book is dedicated to my colleagues and friends of 

The Fund Raising School, with whom I worked from 

1991–2005—to all staf f, directors Bob Fogal and Tim Seiler,

and faculty.Thank you for supporting my ef forts and work,

for providing opportunities for me to excel, and for the 

pleasure of working with you.
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The AFP Fund Development Series is intended to provide fund
development professionals and volunteers, including board members
(and others interested in the nonprof it sector), with top-quality pub-
lications that help advance philanthropy as voluntary action for the
public good. Our goal is to provide practical, timely guidance and infor-
mation on fundraising, charitable giving, and related subjects. The
Association of Fundraising Professionals (AFP) and Wiley each bring
to this innovative collaboration unique and important resources that
result in a whole greater than the sum of its parts. For information on
other books in the series, please visit:

http://www.afpnet.org

The Association of 
Fundraising Professionals

The Association of Fundraising Professionals (AFP) represents 26,000
members in more than 170 chapters throughout the world, working
to advance philanthropy through advocacy, research, education, and cer-
tif ication programs. The association fosters development and growth of
fundraising professionals and promotes high ethical standards in the
fundraising profession. For more information or to join the world’s
largest association of fundraising professionals, visit www.afpnet.org.
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Fundraising professionals must employ many leadership skills in

order to carry out their responsibilities, yet many are not in top or

designated leadership positions. As a result, if they are successful, they

provide leadership in the truest sense—leadership that doesn’t come

from position or power but leadership that is built on proven charac-

teristics. Leaders in fundraising motivate, serve as examples, manage,

communicate, and make renewal possible. Leading without authority

isn’t easy, but is essential for the successful fundraising professional.

The plethora of books that are available on leadership—books that

have a variety of approaches and viewpoints—provide little discus-

sion on leading up. Even though the topic has increased in coverage

and popularity, there are very few materials that apply leadership

principles and practices specif ically to the fundraising profession and

professional. Fundraisers deserve to know and be taught how to assess

their own personal working situations and consider responsibility

without authority.Through this book, they can determine what leader-

ship strategies can be used to reach fundraising goals that benef it 

the organization and its mission, as well as enhance their personal

achievement records, while adhering to their own missions and goals.

Preface

xi
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L ife is like a jigsaw puzzle but you don’t have the picture 

on the front of the box to know what it’s supposed to look like.

Sometimes, you’re not even sure if you have all of the pieces.”1 This

comment is taken from A Whack on the Side of the Head by Roger

Von Oech. Von Oech believes that there are two main phases in the

development of new ideas: an imaginative phase and a practical one.

The motto of the f irst phase is “thinking something dif ferent,” and

the motto of the second phase is “getting something done.”2

Fundraising professionals are required to engage in both phases—

they must accomplish goals and meet expectations, and yet they must

also be creative in managing their programs because of the dynamic

state of the profession. The concept of leadership in fundraising takes

on both phases described by von Oech—fundraising professionals have

to get things done but they also need to exercise leadership from what-

ever rank or position they hold in order to motivate others, and this

Introduction

1 Roger Von Oech, A Whack on the Side of the Head, 3rd edition (New York:
Warner Books, 1998), p. 53.

2 Ibid., p. 42.

1
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means “thinking something dif ferent.”That’s what this book is about.

The essential questions it raises are:

● How do I get things done when I’m not in charge?

● How do I motivate others when I don’t have formal authority?

● How do I convince or persuade my colleagues and superiors of

the need for their action and involvement?  

● How can I lead when I’m not a recognized leader by virtue of

power or position?

The premise is that everyone in the fundraising profession can be

and must be a leader and must exercise leadership traits and develop

leadership qualities no matter his or her job or position. A leader is

one who breaks new paths into unfamiliar territory, recognizes a prob-

lem before it turns into an emergency, is reasonable and calm, sub-

merges himself or herself 3 in the fountain of the people, implements

noble ideas, is practical and a realist, is a visionary and an idealist, and,

sometimes, is the wave pushed ahead by the ship!4 Many of the tradi-

tional qualities of leadership, as will be discussed in this book, apply

not just to those who are in recognizable, appointed, usurped, or elected

positions of power but also to those who are outside the realm of for-

mal authority. Leadership qualities have to be learned and practiced by

all who wish to achieve in fundraising,whether they are the boss or not.

The words of James Kilpatrick are particularly appealing:“Find out

where the people want to go, then hustle yourself around in front of

2 introduction

3 In order to avoid cumbersome language use, I will alternate the use of gen-
der, sometimes referring to the feminine and sometimes to the masculine,
since leadership is gender neutral.

4 Paraphrased from “Leader,” Dictionary of Quotable Def initions by Eugene E.
Brussell (Englewood Clif fs, NJ: Prentice-Hall, 1970), pp. 323–324. The
last phrase is by Leo Tolstoy.
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them.”5 This implies that we must listen, analyze, and inf luence, whether

or not our position is one of power. Fundraising professionals have

learned that in order to be successful in our demanding profession, we

have to learn the art of leading up, which is equivalent to the practice

“lateral leadership,”6 a phrase coined by Harvard negotiation specialist

Roger Fisher and his colleague Alan Sharp. As described in an issue of

Harvard Management Update, a leader is def ined by a set of attributes,

attitudes, and habits that set a person apart from others. Real leader-

ship has never been about authority, positions of power, or dogmatic

dictatorship. It’s about listening, valuing, following advice, and bring-

ing people together for a common goal and vision.

Fundraising professionals often practice leadership without even

consciously realizing it. They serve by example, motivate others to

action, exercise inf luence, develop and share a vision, help others catch

the vision, plan and lead the action, consider the desires and feelings of

others, achieve consensus in a group, and obtain practical results. The

leadership skills that fundraisers use range from the concrete, such 

as bringing a group together for planning, to the ephemeral, such as

developing and sharing a vision of what can be.

Fundraising is a noble profession that takes a person beyond mere

technique to a higher plane of thought and action. The ideal profes-

sional is one who thinks about what he does, implements principles

instead of following technical blueprints, and has an ethical basis for

what he does.

This book takes up where many others leave off. Leadership books

number in the thousands. Many excellent volumes are quoted and

introduction 3

5 As quoted in Good Advice by William Saf ire and Leonard Saf ir (New York:
Wing Books, 1982), p. 195.

6 Harvard Management Update (March 2000) presents this concept by Harvard
negotiation specialist Roger Fisher and colleague Alan Sharp.
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