Reprinted from Fund Raising Management Magazine, March 1997 Issue

FINANCIAL SERVICES

By Eliza Solender

Planning For Non-Profit
Real Estate Differs
From Business World

ost non-profit organizations

count real estate costs
second only to those of per-
sonnel in the budget.

Therefore, real estate
transactions are some of the
most significant business decisions made by
non-profit boards of directors. Making the best
decision for the organization requires plan-

Non-Profit organizations must
carefully execute the planning of
their current and future real estate
needs.

ning, giving authority for streamlined decision
making and finding a real estate professional
who understands the unique needs of the orga-
nization.

Start Planning Early

A non-profit organization can benefit greatly
by anticipating its real estate needs early.
Don’t wait until your lease is about to expire
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or you're about to burst out of your headquar-
ters to begin discussing alternatives. Allow
time for the staff and board to evaluate current
and future space requirements, and to explore
all options: leasing, purchasing an existing
facility or purchasing land for construction of
a new facility. If purchasing or building a
facility is an option, the organization also has
to allow planning time, sometimes several
years, for a capital campaign.

Once a real estate search has begun, a non-
profit organization should also allow time for
the following:

The executive director, staff, committee
members and professional volunteers to visit
selected sites and provide input.

Board members to visit one or two final
sites selected after initial screening.

The lease or purchase price to be
negotiated.

Final approval at the next regularly sched-
uled board meeting (which my be in several
weeks or months away).

And finally, to allow contingency time if
one or more board members insist there must
be a better deal somewhere.

Streamline Decision Making

The consensus building model that works well
for non-profit governance is cumbersome and
slows decisions in a real estate transaction.
Input from multiple committees, the executive
director and the board president are often






