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SUMMARY OF THE OPPORTUNITY 

Dickerson, Bakker & Associates is seeking to add a professional fundraising consultant to our team. If 
you have a successful track record in major gift and/or capital campaign fundraising and are interested 
in pursuing a career in consulting, then this is an exciting opportunity to join one of the nation’s fastest 
growing and most recognized consulting groups in the faith-based sector. Unlike most consulting jobs, 
which ascribe to a “eat what you kill” sales and compensation model, this is a full-time,  professional 
salaried position.  

COMPANY PROFILE 

Founded in 1985, Dickerson, Bakker & Associates has been providing 
professional consulting services to nonprofit clients for over 30 years.  
 
DB&A has grown to become a market leading professional services firm by 
employing a multi-disciplinary team of experts who are leaders in many 
areas, each important to the long-term success of non-profit ministry.  
 
Headquartered in North Carolina with full-time consultants living in almost 
every region of the country, we have served hundreds of nonprofits across 
the USA as well as in Canada and several countries overseas.  

Ü  Too many nonprofit leaders tell me they can't move forward because their fundraising is stuck in neutral.  
Our goal here at Dickerson-Bakker is simple. We want nothing less than to help non-profits transform the 
way they raise money, so they have the resources they need to unleash their potential. 

- DERRIC BAKKER PRESIDENT, DB&A 
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THE DB&A BRAND PROMISE 

Our Purpose 

We aim to provide the best possible platform for exceptionally talented people to perform their life’s 
best work by helping nonprofits make a greater impact in their respective areas of passion.  

Our Core Values 

v Faith-based. Our faith inflames our passion to do what we do. Even though we do not exclusively 
serve faith-based organizations, each member of our team possesses a Christian calling to service. 
Much of how we approach our work is founded on Biblical principles. And since we take our faith 
seriously, clients can count on us to serve with integrity and be held accountable for everything we 
promise. 

v True Partnership. We are passionate about what our clients do and seek authentic personal 
connections with each. For us, it’s all about mission and service, not a “flash and dash” sales pitch. 
We will never sell a bill of goods and then hardly show up when the real work starts. When we 
engage a client, we commit to being there every step of the way until the job is done. We do what 
we say we’re going to do, and usually even more. 

v Relatable Expertise. Experience matters. Each member of our team has a proven track record of 
achieving real success in what clients hire us to help them do. Because at the end of the day it’s not 
about being the smartest person in the room – it’s about knowing how to get things done. At the 
same time, while we take our work seriously, we try not to take ourselves too seriously. We love 
what we do and gain joy from doing it.  

v Real Outcomes. We are committed to achieving real measurable results with each of our clients. 
For most nonprofits, money is always in short supply. Our clients are typically making a big 
investment when they retain us, and need to see a real return on our work together. We understand 
that. But when dealing with complex situations, real change isn’t easy, and it doesn’t come cheap, 
especially when bringing a depth and breadth of experience to bear, as we do. Fortunately, most of 
our clients also have some measure of latent opportunity bottled up waiting to be released, so we 
can usually drive a net positive return on investment quickly. 

Key Principles of Our Practice 

v Success is always an equation. It is never about just one thing. That is why we don’t focus on just 
one thing. At the highest level, we believe that success in nonprofits is primarily driven by three 
factors: talented people, abundant resources, and effective strategy. As you drill down into each of 
our areas of practice, the same principle applies. Regardless of what they hire us to do, our job is to 
help clients understand the factors necessary to achieve success, then to identify both their 
performance gaps and unique opportunities, and finally to develop and implement a plan to fuel 
their growth, build sustainability, and achieve a greater impact.  

v Talent matters most. If there is one thing we’ve learned in all our years working in the non-profit 
sector, it’s that every nonprofit is only as great as the people who lead it. Placing exceptionally 
talented people in the right roles is critical to driving success. Nothing is more important than 
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talent. And since talent always attracts more of the same, building an organization that’s magnetic 
to talent starts at the top. It is critical to have leaders with the right combination of competencies, 
experience, vision, and drive. At the same time, missional alignment and cultural fit are of equal 
importance.  

v Every engagement is unique. In the thirty-plus years we’ve been in business, we’ve served well over 
a thousand clients – each one different from every other we worked with before. There are 
similarities, for sure, but each is a diverse group of people, with their own unique mix of 
personalities, working from their own place, balancing their own challenges and opportunities, 
pursuing their own vision in their own singular way. We’ve learned that before we can help a client 
accomplish their goals, we need to gain a firm understanding of who they are, how they operate, 
where they want to go, and the unique opportunities and challenges they face. Our first step in any 
client engagement therefore is to perform a comprehensive assessment of a client’s situation and 
context for future opportunities. Once this initial assessment is complete we work with them to 
develop a customized solution to help them reach their goals and objectives. We then partner with 
them to implement the plan and deliver real, tangible outcomes.  

 

 
THE OPPORTUNITY 
 
As it exists today, Dickerson, Bakker & Associates was formed with the 2012 merger of Dickerson & 
Associates Inc. (founded in 1985 by Clark Dickerson) and Keystone Consulting Services LLC (founded 
in 2010 by Derric Bakker). Clark remains active in the firm, but the firm is now 100% owned and 
operated by Derric, who serves as President. DB&A provides services to nonprofit organizations in three 
main areas - fund development, talent recruitment, and strategy consulting - helping each client gain the 
experience and resources necessary to fuel their growth, build sustainability, and achieve a greater 
impact. With our corporate headquarters nestled in the beautiful Blue Ridge Mountain town of Asheville, 
North Carolina and a team of approximately twelve full-time consultants working remotely from 
locations all across the country, we serve organizations throughout the United States as well as in 
Canada and overseas. In total, we have worked with over 1300 different non-profit organizations – from 
well-known “blue-chip” brands to small grassroots organizations you’ve probably never heard of, 
covering a broad spectrum of fields of interest: Churches, Christian Schools, Rescue Missions, Global 
Aid and Outreach Ministries, National & Regional Nonprofits, and Local Community Organizations. 
 
DB&A is financially healthy – the company is debt-free, well-capitalized, and consistently profitable. 
Accounts are reliably paid on time and business is well-diversified across multiple service lines and 
sectors, with no single client comprising more than 5% of total revenues, and no single service line 
accounting for more than 25% of the total business. 
 
The business has been growing at a healthy pace – in fact the five-year average growth rate exceeds 
20%. To keep up with that growth, we are presently seeking to hire a full-time professional fundraising 
consultant to join the team as Vice President – Client Services who will focus primarily on providing 
services in two principal areas: 1) helping clients in planning and implementing capital campaigns, and 
2) helping clients in growing and improving their major gift fundraising performance and outcomes.  
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POSITION DESCRIPTION / CANDIDATE PROFILE 
  
The ideal candidate will align well with our corporate culture and core values, and will be able to 
demonstrate ten plus years of successful experience in major gift fundraising with some prior 
involvement in a capital campaign, plus a degree in nonprofit administration, marketing / 
communications, fundraising, or business. Strong communication skills and strong organizational skills 
are critical ingredients to success. Previous consulting experience is not required. 
 
DB&A consultants provide counsel and assistance to clients in developing and/or executing strategic, 
operational plans to help them achieve their fundraising goals. On a day to day basis, the types of 
services DB&A fundraising consultants would typically provide include: conduct assessments to 
determine gaps and opportunities for fundraising; train and motivate client personnel in all aspects of 
fundraising; create fundraising plans and help in implementing and evaluating those plans; research 
prospective donors and coach clients in how to cultivate relationships and ask for gifts; help create 
compelling fundraising offers, materials and media; help manage donor information; conduct feasibility 
studies; study and recommend structural changes in an organization to improve functioning and 
fundraising efficiency; and provide assistance in building and developing clients’ fundraising teams.  
 
DB&A has well-developed service delivery models in many of its practice areas, and the successful 
candidate will spend time with the firm’s principals and/or service team leaders to receive training in 
each area of work, prior to being expected to deliver services to clients. The typical cadence of work is 
to be on-site at each client approximately once per month for meetings with their leadership and/or 
fund-raising personnel. The purpose of these visits is to plan, develop, and calibrate strategy, organize 
the specifics of each phase of the program, and coach and train personnel. Following each visit, 
consultants prepare a follow-up memo to summarize key issues, assignments, deadlines and plans. In 
our experience, these on-site visits are important to maintaining priority for the work and to ensure that 
tasks and assignments are progressing on pace. In between on-site meetings, consultants typically 
devote between five and ten additional hours per week to each client, providing hands-on assistance, 
planning, preparation & follow-up related to the onsite meetings, document production/review, 
professional thought leadership, and strategic counsel via phone, email, memorandums, or video-
conference meetings.  
 
Most DB&A consultants typically are able to fulfill revenue expectations by serving approximately four 
clients at a time. 
 
 
LEAD GENERATION / BUSINESS DEVELOPMENT  
 
DB&A invests heavily in marketing to generate business leads, and employs a full-time Vice President 
of Client Development, Mindy Dickerson McKinley, who helps manage and close new sales 
opportunities. Consultants are expected to participate in the new business development process 
(including helping to generate leads and opportunities from within their own circles of influence), but 
are not expected to source and sell their own book of business.  
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LOCATION 

This position works remotely,  but you must be willing to travel domestically at least 40% of the time.  
While location is flexible, we may give preference to candidates who live in close proximity to areas 
where we have concentrations of clients (e.g. Dallas area), and/or to hub airports. 
 
 
COMPENSATION 

DB&A is committed to attracting and retaining high-performing consultants who are both exceptionally 
talented and highly relatable in their approach. This position offers a competitive salary commensurate 
with approximately ten years of professional fundraising experience in DB&A’s market space. In 
addition, DB&A offers the following benefits to full-time professional employees: 
 

BENEFIT DESCRIPTION 

Healthcare  Since our consulting team members are dispersed across multiple states 
located in various regions of the country, DB&A is not able to offer a 
traditional company health insurance plan per se. Employees use 
HealthCare.gov or their local state health insurance marketplace to 
choose their own individual insurance policy. DB&A then provides a 
defined contribution to help offset the costs of health insurance 
premiums. Employees may receive this contribution via a pre-tax Health 
Reimbursement Account (HRA) available through Zane Benefits, or—if 
they prefer—may receive it as a taxable monthly stipend. This stipend may 
also be used to pay costs associated with health insurance provided 
through a spouses’ employer, if applicable. 

Personal Time Full-time consultants accrue 5 hours paid time off per pay period totaling 
120 hours annually (equivalent to three weeks of paid vacation per year). 
Employees may carry over 1 week (40 hours) to the next year with a 
maximum of 160 hours accrued. Consultants are responsible to make 
sure that any and all client responsibilities during their absence are taken 
care of in advance. Time off in excess of 2 consecutive weeks requires 
prior authorization from supervisor.  

Holidays DB&A recognizes nine holidays per year during which the company will be 
closed for business: New Year’s Day, MLK Day, Good Friday, Memorial Day, 
Independence Day, Labor Day, Thanksgiving, the day after Thanksgiving, 
and Christmas. These are paid holidays for all eligible full-time employees. 

Office/Technology 
Stipend 

Full-time salaried employees who work remotely receive a monthly 
stipend to cover office and technology expenses, including but not limited 
to mobile phone, internet service, computer hardware/software, ordinary 
office supplies, and other related costs. 
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Matching Gift 
Policy 

When it comes to giving, we believe in leading by example. Charitable 
contributions made by eligible employees to qualified organizations will 
be matched dollar for dollar up to $10,000 cumulatively per year, subject 
to certain terms and limitations, as outlined in the company matching gift 
policy. 

401 (k) 

 

DB&A offers a company 401k plan, and will match eligible employees’ 
retirement contributions up to a specific percent of salary. Employees are 
eligible for matching contributions after one year of employment. 

Disability /            
Life Insurance 

Currently under review. 

 
 
THE SEARCH AND SELECTION PROCESS 
 
Candidates will be identified through a number of sources and DB&A will review and evaluate all 
interested parties in the process of determining a final group for consideration. The final candidate 
selection will be made by the President of DB&A.  
 
The search will be conducted in a professional, consistent manner with a commitment to all potential 
candidates being afforded the same considerations. All reasonable efforts will be made to protect the 
confidentiality of candidates.   
 
Additional information on the search process may be obtained by visiting www.nonprofit-executive-
search.com and clicking on the “Opportunities” page for position information and to submit an 
application online. 
 
 

 
 

For further information on this opportunity, please contact: 
 

DICKERSON, BAKKER & ASSOCIATES LLC 
Derric Bakker, President 
Mobile: 616-706-4900 

Email: Derric@Dickerson-Bakker.com 
 

1998 Hendersonville Road, Suite 23  | Asheville NC 28803 
 

www.nonprofit-executive-search.com 
 
 


