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NNOONNPPRROOFFIITT  LLIIFFEE  CCYYCCLLEE::  
CCHHAALLLLEENNGGEESS  AANNDD  OOPPPPOORRTTUUNNIITTIIEESS  MMAARRKK  GGRROOWWTTHH  SSTTAAGGEE  

  

PPaattrriicciiaa  AA..  DDrroolleett,,  CCPPAA,,  PPFFSS  
EExxeeccuuttiivvee  VViiccee  PPrreessiiddeenntt  

  
Co 

  
 
Nonprofits generally mature along a 
standard life cycle. An organization’s first 
steps are typically followed by a period of 
growth, which, ideally, is less eventful and 
stressful than those early years. The 
growth stage — beginning two or three 
years after “birth” and continuing until 
“maturation” at around age seven — isn’t 
without challenges. But this period also 
comes with a sense of accomplishment 
and the opportunity to diversify and bring 
in new staff and donors as the organization 
comes into its own.  

Also in this stage, many of the not-for-
profit’s administrative and operational 
systems become more formalized as the 
organization evolves.  

EEVVOOLLUUTTIIOONN  OOFF  TTHHEE  MMIISSSSIIOONN  

It may have seemed blasphemous to even 
consider when the organization was in its 
incubatory and birthing stages, but a 
nonprofit might adjust its mission during 
the growth stage in the face of new 
circumstances. Changed demographics, 
economic developments, or simply 
greater knowledge might make it 
appropriate to revise the organization’s 
purpose.  

An organization can home in more 
intensely on a subset of the original 
mission, or it may shift its focus to another 
area. The organization may for the first  

 
time develop a strategic plan to 
incorporate the changes to the mission. 
Such changes might be essential if the 
not-for-profit is to remain relevant and 
viable. 

EEVVOOLLUUTTIIOONN  OOFF  TTHHEE  BBOOAARRDD  

Perhaps the most common marker of a 
nonprofit in the growth stage is the 
change in the focus of the board of 
directors, from day-to-day operations to 
governance. While the board will usually 
continue to be active in operations to 
some degree, it also must begin to work 
on strategic matters — the policies, 
planning and evaluations necessary to pave 
the path to sustainability.  

The composition of the board is likely to 
change during this time, as founding board 
members move on. The result could be a 
larger and more inclusive collection of 
individuals, preferably with a wider range 
of skills, talents and backgrounds. Former 
or current volunteers or clients may 
ascend to board positions, propelled by 
their passions for the cause. 

Boards also can establish committees at 
this time. It’s important to resist the urge 
to form too many committees — 
particularly those concerned with 
operations. Some organizations 
implement a three-committee structure, 
with committees for only internal affairs  

 
(for example, finance, HR and facilities), 
external affairs (for example, fundraising, 
PR and marketing) and governance. 

EEVVOOLLUUTTIIOONN  OOFF  TTHHEE  SSTTAAFFFF  

As the demand for services builds and the 
board expands programming, staffing will 
naturally progress, as well. The staff, like 
the board, should expand in the growth 
stage to avoid burnout. The nonprofit 
should design a clear organizational 
structure and hire experienced managers. 

At this juncture, the not-for-profit should 
develop formal job descriptions, with 
greater job specialization. Employees will 
now be expected to work under formal 
systems, following policies and 
procedures and in a more efficient manner 
than seen before, during and after the 
organization’s launch. The executive 
director is generally still the primary 
decision maker, although he or she may 
not have time to be as involved in every 
area of the organization. 

EEVVOOLLUUTTIIOONN  OOFF  TTHHEE  FFIINNAANNCCEESS  

Growth-stage organizations are generally 
in a more comfortable financial position, 
with less uncertainty. But, for nonprofits, 
that uncertainty never completely 
evaporates. 

Although nonprofits in the growth stage 
have established good relations with their 
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key funders, there are still challenges in 
securing the necessary funding to support 
current programming.  Thus, nonprofits in 
this stage need to look into ways of 
maintaining — or, better, expanding — 
growth, such as diversifying their revenue 
sources, managing cash flow and 
developing solid budgets. They should 
work with financial advisors to identify, 
monitor and respond to appropriate 
financial metrics, such as cost per primary 
outcome, cash reserves and working 
capital.  

KKEEEEPP  CCAALLMM  AANNDD  CCAARRRRYY  OONN  

An organization that’s made it to the 
growth stage has overcome some 
challenging hurdles, but can’t afford to 
become complacent. Rather, the growth 
stage is the time to leverage what has 
been learned and steer into even greater 
success. © 2016 

 

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  
  

AABBOOUUTT  PPAATTRRIICCIIAA  AA..  DDRROOLLEETT,,  CCPPAA,,  PPFFSS  
 
Pat is an Executive Vice President with CBM. 
She had been the managing partner of Drolet 
and Associates, PLLC, which she founded in 
1997 after ten years as a partner in another 
Washington, D.C. based firm. Pat has served 
as the President of the Greater Washington 
Society of CPAs and as elected Council 
Representative to the American Institute of 
Certified Public Accountants representing the 
District of Columbia. 

Pat works with a wide 
range of clients doing 
business in the 
Metropolitan area. Her 
clients include 
individuals, not-for-
profit organizations, 
small businesses, law 
firms, and trusts and 
estates. She provides a variety of services, 
including, but not limited to, tax preparation 
and advice, compilations, reviews, audits 
(including OMB Circular A-133 audits and 
ERISA audits) and management advisory 
services. 

Pat can be reached by phone at 301.986.0600 
or via email at pdrolet@cbmcpa.com.  
______________________________ 

AABBOOUUTT  CCBBMM  ––  CCPPAAss  &&  BBuussiinneessss  AAddvviissoorrss  

              
 
Councilor, Buchanan & Mitchell, P.C. 
(CBM) has been serving Washington, D.C., 
Maryland, Virginia, and the Mid-Atlantic 
Region since 1921. Our professionals have 
first-hand knowledge and specialization in a 
wide variety of industries including automotive 
dealerships, not-for-profit organizations, 
construction and real estate companies, and 
privately-held businesses.      
 
In 2012, CBM was named “Firm of the Year” 
by Enterpr ise Worldwide (EW).  In 2014, 2015 
and 2016, the Washington Business Journal 
named CBM one of the 50 Top Accounting 
Firms in the DC Area.  Most recently, CBM 
was named “CPA Firm of the Year 2015” by 
Washington SmartCEO.                               
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