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Advisory Board Overview
Fr: Auren Hoffman, Chairman of Stonebrick

Re: How to get the best out of an advisory board
Read time: 7 minutes

Overview:

This document is to serve as a guide to form and manage a terrific board of advisors.   

Recruiting:
To get a top-notch advisory board, it is best to use a recruiter that specializes in recruiting advisory board members (like Stonebrick).   Recruiters can access people that a CEO cannot -- like potential sales prospects, high-level executives, and people with high profiles.   A recruiter will also have a higher hit rate than a CEO for a particular company.
When assembling an advisory board, it is very important to focus on the lowest common denominator factor.   That means that any voluntary board will regress to the lowest status of its participants over time.   So we suggest that you keep that in mind when recruiting people and try to recruit people that are all at the same level of accomplishment.   One of the big values to advisory board members in serving is the colleagues they meet.  Make sure each advisory board member is impressive.

Compensation:
We do not believe that you should compensate advisors with cash.   We suggestion a combination of the following compensation factors:

· Options.   Give advisors a few thousand options vested over a period of two to three years.  This will allow them to feel like an "owner."

· Recognition.   Prominently display your board of advisors on your web site, through press releases, on your collateral, etc.   Thank them often.   Write them personal notes of thanks and let them know how important they are to the success of the company.
· Opportunities to meet others.   Give them plenty of opportunities to meet other board of advisor members, your management team, your board of directors, your investors, and your customers.   The biggest benefit to an advisory board member is to expand their network -- help them do it.   Have regular advisory board meetings.   Have at least one in-person company event a year that you invite them to socialize with board members and top investors and maybe even customers.
· Use.   Make sure you utilize them.   Advisors don’t just want to be on a press release.   They want to be used.   Call them often and ask them for help, advice, and insights.  
Meetings:
We suggest that you have one meeting per quarter via teleconference.   You should schedule these meetings at least 6 weeks in advance.   We suggest that you just pick a date and send it to everyone (rather then sending a series of dates and trying to collaborate around one).   You should expect only about 60% of your advisory board to be on each call.   If your participation rate falls to something like 30% you have a problem (or need to fire a few advisors).   
Teleconference meetings are so much easier to attend than in-person -- even if most of your advisors are local.   Though the value of an in-person meeting is immense, it is probably not worth the hassle.
All meetings should have an agenda.  We suggest a one hour meeting with three agenda items (running about 15 minutes each after chit-chat and intros).   You should be asking lots of questions in this meeting but presenting nothing.   Leave the presenting to slides and quarterly reports you sent them earlier.   If you are talking for more than 15% of the time, it is a bad meeting.  Good questions spur an agenda item.   And don’t be afraid to ask specific questions to specific members of the advisory board.  You should spend 45 minutes preparing for each call.   If you do not have time to manage the call, hire an outside advisory board manager (like Stonebrick) to do it for you.
Commitment:

Advisors should be committed to two to three hours a quarter.   That means one 1-hour meeting per quarter, one phone call from someone on the executive team, and reading your quarterly reports and presentations.   Of course, some advisors will inevitably spend more time in their role, but this is a good expectation.

That means that you will likely be "touching" each advisor at least once a month -- which means your company will always be top-of-mind for that advisor whether she is having lunch with a potential customer or talking to a potential strategic relationship.   

Other resource:

Feel free to read an article that Auren Hoffman wrote for BusinessWeek on advisory boards:

http://www.businessweek.com/smallbiz/content/aug2003/sb2003086_8777.htm
For more information, please contact:

Stonebrick Group

1328 Mission Street, Suite 4

San Francisco, CA 94103
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