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Bernal

Beyond Compliance Basics: Results-Driven 
Stewardship
By Erika R. Bernal, MBA, CFRE

For nonprofit organizations, the many issues of compliance can be clouded by the 
desire to maintain a sparkling public image and by the organizational aspirations 
to do exceptionally clear and transparent work in the eyes of stakeholders. While 
these are two of the most laudable goals for nonprofits to achieve, they exist 
beyond the basics of what it takes to keep your nonprofit in compliance. We 
discuss in this article what nonprofit compliance is in general terms and what it 
is not. This is by no means an article that offers any sort of comprehensive legal 
counsel, but rather a discussion about building trust between nonprofits and their 
donors, and about delivering honorable results that promote the mission and 
vision of the nonprofit organization.
 

Nonprofit Compliance Basics

Those who seek to start a nonprofit organization from the ground 
up would learn the many ins and outs of nonprofit compliance laws 
related to establishing and maintaining nonprofit status. The laws are 
complex and change often1. Yet there are a few basic concepts to share 
as a basis for this discussion:
 
1. No shareholders and no promise of accrued dividends to 

shareholders. 

This is not to say that nonprofit organizations aren’t deeply tied 
to a wide variety of stakeholders. Stakeholders will be defined 
for each nonprofit differently—they are our constituents, donors, 
patients, students, patrons, members, volunteers, employees and 
others. While nonprofits do not have the pressure of performing 
financially for shareholders, nonprofit performance is being 
increasingly scrutinized by all of our stakeholders, not forgetting 
the outside press and competing nonprofits.
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Manner-McLarty

A Call for Donor Recognition Strategy
By Anne Manner-McLarty

Strategic management of donor recognition is a hallmark of a fully mature 
approach to donor relations and stewardship. This article reviews the broad 
array of activities that fall under the heading “donor recognition” and addresses 
how the categories of donor recognition best align with organizational goals. It 
demonstrates how strategically planned donor recognition can benefit donor 
relations and stewardship, calls into question common practices and prepares the 
reader to better evaluate recent trends. The article includes tools for recognition 
program management, including preparing for change within the program over 
time.

Content

• Clarifying the range and purposes of donor recognition
• Establishing strategic goals for donor recognition
• Building a donor recognition program
• Developing standard program documentation
• Analyzing return on investment for donor recognition

Glossary

• Donor recognition: Any activity or item used by an organization to 
express appreciation to or for those who provide philanthropic support 
to the organization. Better examples communicate to the public the value 
placed on philanthropy by the organization, demonstrate an awareness 
of the individuality of the relationship to the donor and celebrate the 
donor’s role in the organization’s ability to meet its mission.

• Recognition program: A strategic model for creating recognition 
outcomes—messages, activities and product solutions—that can be 
applied to an unlimited variety of situations. A successful recognition 
program balances recognition for different types of giving, involves 
internal and external stakeholders efficiently, anticipates changes in 
donor volume, brand messaging, architecture and technology and 
ultimately contributes to increased giving. A recognition program is 
different from even the most comprehensive set of donor recognition 
product solutions in that it promotes problem-solving in the face of new 
circumstances.
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Powell

Required or Elective? The Importance of 
Creative Writing Skill to the Practice of 
Donor Relations and Stewardship
By Daphne B. Powell

In this article, the author argues for the importance of writing as a fundamental 
skill in donor relations and stewardship. Definitions of types of writing are 
presented along with how they might be useful in donor relations and 
stewardship. Hiring good writers is reviewed, with attention to testing skills 
during an interview. Developing and enhancing writing skills through training 
and practice are discussed. Organizational structure and distribution of writing 
assignments are also reviewed. A list of books and other resources conclude the 
discussion. 

Content:

• Writing as an essential skill in donor relations and stewardship
• Types of writing
• Writing style and writing for someone else
• Staff roles and writing skills
• Developing skill as a writer
• Style guides and writing conformity
• References for further information

Glossary:

•	 Expository Writing: The main purpose of expository writing is to explain 
a concept or idea while including details for support. Support is provided 
through facts, not opinions. It is mostly used in textbook writing, how-to 
articles, recipes, news stories, and business, technical, or scientific writing.

•	 Persuasive Writing: Like expository writing, persuasive writing uses 
specific details and examples for support, but opinion is largely used with 
emotion playing a large role in affecting the reader. It is mostly used in 
opinion/editorial pieces, advertisements, reviews (books, music, movies, 
restaurants, etc.), letters of recommendation or complaint, and cover 
letters.

•	 Descriptive Writing: The main purpose of descriptive writing is to 
entertain versus inform and is found in fiction and poetry. It is most often 
used in journal writing, nature writing, and descriptive passages in fiction.
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Emlen

Professionalism in 
Donor Relations & Stewardship
By Julia S. Emlen

Those of us who practice donor relations and stewardship are pleased to claim 
the title of professional for our work. Since 2004, we have had the Association of 
Donor Relations Professionals to validate our claim to it.1 Still, questions persist 
about what constitutes the professional dimension of our practice. This article 
attempts to advance this discussion with a review of literature on what defines 
professionalism and how theories of professional practice might be applied to 
donor relations and stewardship. A definition of professional donor relations and 
stewardship practice is advanced as well as some ideas about how to measure the 
professionalism of our practice. Ways to advance professional practice through 
training, which might form the basis for discussion at conferences and meetings 
to realize a definition of professional practice, are included.

Content:

• Review literature defining professionalism and professional practice
• Advance a definition of professionalism for donor relations and 

stewardship
• Recommend training to promote the criteria for professionalism
• Introduce a platform for measuring the effectiveness of our practice 

based on a definition of professionalism

Glossary:

• Commitment and character professionalism: a characterization of 
professionalism that can be applied to the status of anyone who is 
competent to practice donor relations and stewardship through training; 
maintains specific donor relations skills through continuing professional 
development; commits to an ethical standard of practice; and is 
dedicated to protecting the philanthropic intentions and interests of the 
public. 

• Compliance systems professionalism: a characterization of 
professionalism in which the practitioner has experience in all donor 
relations and stewardship skills and is responsible for collaboration and 
coordination across the organization to ensure that a philanthropist’s 
gift is used according to any agreement between the philanthropist and 
the organization. The compliance systems professional seeks to build 
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An Interview with Nancy Lubich McKinney

The Role of Shop Size and Configuration in 
Providing Donor Relations Services
An interview with Nancy Lubich McKinney

Editors Julia Emlen and Anne Manner-McLarty had the opportunity to talk with Nancy 
Lubich McKinney, executive director of donor and gift services at the University of 
California, Berkeley, and president of the Association of Donor Relations Professionals 
(ADRP) from 2009 to 2014. We discussed large versus small shops and centralized 
versus decentralized operations. Our conversation was wide ranging and we’re 
pleased to present our questions and her responses.

The comparison of centralized versus decentralized donor relations 
and stewardship shops has been a focus for you for many years. 
What brought you to study the field from this perspective and what 
has been your experience?

Originally my comparison of the workings of centralized and 
decentralized donor relations services was just about learning the 
landscape. I was the first person to hold the donor relations and 
stewardship position in the central development office at UC Berkeley, 
and I had the opportunity to create the role and envision our shop’s 
responsibilities within the university. We work from a central position 
in a distinctly decentralized organization. I needed to know how it was 
done elsewhere, especially in large organizations like UC Berkeley. 

As I look back on my transition from a position in the commercial 
banking world to my role as director of donor stewardship and then 
executive director of donor and gift services at UC Berkeley, I am 
aware of how much my position in the for-profit sector is similar to 
and has influenced my thinking about donor relations and stewardship. 
While the fundamental nature of the work is different, there are 
many parallels. I spent much of my time with the bank coordinating 
compliance and risk management requirements across many divisions. 
I managed a small team that grew over the years to a larger group 
carrying out this important reporting work. From the central office, I 
provided data and analysis, but I relied on thirty lines of business to 




