
 

 

CEO – Rippling: The New Wave of Giving 

A joint venture initiative has been created to develop a fresh, innovative approach to 

charitable donor acquisition. This is being achieved by establishing an independent not for 

profit social enterprise, which brings together four of Australia’s leading not for profit 

organisations (the member organisations), for the purpose of achieving efficient, sustainable 

donor acquisition.  

The new social enterprise has been established as a separate legal entity with a Board 

comprising of a representative from each of the four member organisations and two 

independent directors. The entity has been established as a not for profit. 

The four well established not for profit member organisations are CanTeen, National Breast 

Cancer Foundation, Starlight Children’s Foundation and the Australian Committee for 

UNICEF. 

Whilst donor acquisition is nothing new, the aim is for the new entity to reframe the way the 

public, media, government, impact investors, and funders view direct dialogue donor 

acquisition by engaging with potential donors in a very different way. A central and 

distinguishing element of this new and innovative venture is that Rippling itself is a non-profit 

organisation working on behalf of the four member organisations.  

The context 

The Not for Profit (NFP) sector in Australia continues to play an essential role in providing 

services and support to a vast range of causes across Australia and around the world. Almost 

57,000 NFPs currently exist generating $107b of revenue and employing 1.1 million people. 

The sector’s contribution to Australia’s Gross Domestic Product is not insignificant at 3.6%. 

However, whilst demand for services from NFPs continues to increase, the sector is facing a 

number of headwinds including regulatory change, funding challenges, sector inefficiencies, 

as well as a difficult and increasingly complex economic environment. Specifically, income 

generation is becoming ever more challenging due to many factors including the limited 

number of successful fundraising channels. Few Opportunities for innovation in fundraising 

mean the sector is facing ever greater challenges in donor acquisition. Adverse media 

coverage of some aspects of charitable fundraising has also provided impetus for change. 

This unique initiative originated as a response to this challenging environment. This is a 

ground- breaking fundraising partnership between the four organisations. It is an exciting 

initiative to which the four organisations are fully committed because it will deliver the best 

experience and outcome for donors and beneficiaries through best practise.  

This initiative will set a leading example of how charitable organisations can respond to the 

community’s and government expectations that they work closely together to maximise the 

impact of donor’s support for their work.  

That said, and as with all new ventures, the initiative involves risks. The ultimate success of this 

initiative is reliant on the successful establishment of the new entity and its operations in a 

timely and strategic manner. Whilst the four member NFP’s will stay close to the initiative, the 

Rippling CEO and senior management team will be central in delivering and managing a 

successful and sustainable business. 



 

The Role 

A visionary leader is now required to take on the role of the inaugural CEO to establish and 

lead the new entity and establish a highly effective and innovative Direct Dialogue 

operation. The CEO will be accountable to the Board through the Chair, and in the early 

stages of planning, delivering and launching the new entity, the CEO will work closely with 

the Board to establish the organisation in a timely and efficient way. The production and 

development of a comprehensive business plan, which will include the following elements 

will be a key priority: 

o Rolling three-year strategic plan 

o Annual operational plan 

o Annual budget and rolling three-year financial forecasts 

o Resourcing and people plan 

o Governance and compliance strategy 

o Systems, technology, and infrastructure strategy  

o Marketing & communications strategy 

o Stakeholder management identification and strategy 

o Key risk identification and mitigation strategy 

Role detail 

Title:   Chief Executive Officer 

Accountable to:  Board of Directors through the Chair 

Role Summary:   Provide strategic and operational leadership for the new entity to ensure 

successful establishment and long-term sustainability in line with the new entity’s agreed 

vision and values. Fundamental to ensuring long term sustainability will be the requirement to 

achieve agreed financial and non-financial strategic and operational outcomes. 

Positions reporting into this role:   Senior management team – individual roles to be identified 

once the structure of the new entity is finalised.  

Key working relationships:   Board of Directors, senior management team, staff, regulatory 

bodies (e.g. Australian Charities and Not for Profits Commission, Fair Work Australia, 

state/territory government departments which have oversight of fundraising activities) and 

organisations that are purchasing donor acquisition services from the entity. 

Role responsibilities 

Establishment of the new entity 

• Establish the new entity from the ground up to enable the entity’s vision to be realised 

• Develop and deliver a plan to enable the new entity to commence operations on 

schedule and within budget 

• Identification of key roles and recruitment of staff into key roles 

• Development and approval of an initial Business Plan (as outlined above) 

• Establishment of a strong and effective working relationship with the Board and other 

key stakeholders 



 

Leadership 

• Develop, approve and implement an innovative Business Plan with clearly defined 

outcomes and objectives 

• Establishment of values and culture consistent with the vision and values of the 

founding member NFPs 

• Alignment of internal and external stakeholders to achievement of new entity’s 

outcomes and objectives 

• Establish the new entity as a leader in the NFP/Fundraising sector 

Brand, awareness, and reputation 

• Working with the Board, act as the new entity’s spokesperson and external 

representative 

• Ensure awareness of the new entity’s activities and objectives amongst key 

stakeholders and partner organisations 

• Expand and manage relevant external relationships 

• Ensure that any brand risks are promptly identified and a set of appropriate strategies 

are quickly implemented to protect not only the entity but the four member 

organisations  

Strategy 

• Lead and manage the key priority of establishing long term organisational 

sustainability 

• Develop a national, multi-site workforce model which attends to the core needs of 

staff whilst maximising their motivation to optimise outcomes on behalf of the 

organisations requiring their donor acquisition services 

• Continually explore opportunities for innovations that can deliver on the vision and 

outcomes for the entity 

• Maintain knowledge and awareness of the external NFP and fundraising landscape 

both domestically and internationally 

• Ensure key decisions take account of both short and long term implications  

• Ensure key financial decisions are made strategically and on an appropriate ROI 

basis 

Governance 

• Working with the Board, ensure best practice governance is in place at all levels of 

the organisation 

• Coordinate and ensure the smooth and effective running of regular Board meetings 

and Board reporting 

• Ensure all regulatory, legal, and audit requirements are identified and met 

• Ensure that key organisation risks are identified, reported and actively managed 

Planning, Operations, and Finances 

• Ensure the day to day operations are run in an effective and efficient matter 

• Work closely with each member organisation on the implementation of donor 

acquisition campaigns 

• Oversee the annual development of operating plans and budgets for presentation 

and approval by the Board 

• Develop best practice people operations to ensure a highly effective and engaged 

workforce is in place 

• Ensure systems are in place to monitor, analyse, and report key performance 

indicators, both financial and non-financial 



 

• Procure and establish systems and infrastructure which ensure efficient and effective 

operations 

People and relationships 

• Recruitment, development and ongoing management of a highly inspired, engaged 

and motivated workforce 

• Ensure excellent relationships are in place with/between the Board, staff, service 

providers and external stakeholders and are always a priority  

Key Selection Criteria 

• Genuine commitment to the vision, values, and ambitions of the new entity 

• Proven ability and experience as a respected leader in the corporate and/or not for 

profit sectors 

• Experience in a C level role would be advantageous 

• Experience in field sales at a senior level and/or managing sales teams across 

multiple sites would be highly regarded 

• An entrepreneurial approach to establishing a new business is highly desirable  

• Excellent interpersonal skills and an engaging and energetic leadership style, 

including a demonstrable ability to represent the new entity effectively and 

professionally at a wide range of industry and public forums 

• Proven track record at successfully leading cross-functional business teams to 

achieve financial and non-financial objectives 

• Strong people management skills with proven ability to lead a team-based, effective, 

engaged, and purposeful work environment 

• Significant experience and skills in managing the operations of a large entity 

• Demonstrable financial management capability with an ability to maintain effective 

and transparent governance 

• A proven and demonstrable ability to think and act both strategically and 

operationally 

• The ability to think and engage analytically 

• A genuine interest in fundraising and philanthropy. Experience in Direct 

Dialogue/Face to Face fundraising would be regarded highly favourably. 

• Direct experience in developing and establishing a new enterprise would be highly 

regarded 

It is anticipated, given the seniority of the position, that the successful candidate will be 

tertiary qualified in a relevant discipline and have significant leadership and management 

experience in organisations with a wide range of stakeholders and complex issues. 

Knowledge of marketing, partnerships, and or fundraising and prior involvement in not for 

profit activities at a CEO or senior management level will be an advantage. 

Competencies and Personal attributes 

Leadership 

• Visionary – creates a compelling vision that breaks new ground; effectively 

communicates the strategic vision and is a role model for engaging others to work 

towards that vision 

• Leading others – leads by example. Provides clear expectations and accountabilities. 

Causes people to believe what they do makes a difference 

• Consultative approach – employs astute judgement to involve relevant stakeholders 

in key decisions; recognises multiple agendas and takes decisions nurturing ownership 

and accountability 



 

Business acumen: 

• Commercial acumen – astute understanding of the industry in which the new entity 

operates, and an understanding of influences, opportunities and risks within industry 

• Financial management – analyses outputs and performance from financial 

information; ability to translate and explain financial/performance issues to others; 

adept at understanding, analysing, and interpreting financial statements and reports 

• Strategic thinking/planning – develops and drives strategy for whole of organisation. 

Ability to think longer term and anticipates and responds to change 

• Creating and establishing – experience and skills in starting a business from scratch as 

well as the management of an ongoing operation 

Operational Management 

• Planning and organising – has first class planning, project management, and 

organisational skills; is organised and able to consistently meet budget, deadlines, 

and achieve agreed outcomes. Prioritises well 

• Marketing & Communication – is experienced in developing and delivering marketing 

and communication strategies. May not be an expert but understands the principles, 

benefits, and role of technology and social media in marketing and communication 

campaigns and initiatives 

• Sales – possesses a thorough appreciation of the principles of selling and solid 

experience leading and/or working with sales teams. Understands what motivates 

and drives sales individuals and teams 

• Operationalising strategy – is adept at moving between the ‘balcony and the dance 

floor’ as required. Can communicate and translate strategy to operations/actions to 

others to achieve outcomes 

• Managing and measuring progress – has the ability to summarise and report key 

performance indicators to a range of stakeholders. Able to quickly identity and 

action areas of risk and opportunities 

• People management – is proficient at developing and managing highly engaged, 

performance driven sales teams. Has strong emotional intelligence to engage with 

hearts and minds; ability to genuinely and appropriately empower and hold people 

accountable 

Performance and Results driven: 

• Achievement drive – demonstrates tenacity in pursuing goals; shows courage and 

focus in the face of adversity or opposition; ensures personal goals are aligned with 

those of the organisation 

• Decision making – makes insightful, timely decisions in situations that are challenging, 

complex and/or will significantly impact the organisation 

• Initiative – anticipates problems and takes initiative to implement necessary action to 

ensure results are achieved and risks are mitigated 

• Motivating others – demonstrates the ability to optimise the performance of others 

through strong, engaging, and purposeful leadership 

Stakeholder Management and communication 

• Relationship management – achieves outcomes through building purposeful, 

sustainable relationships with stakeholders; takes a long term and genuine partnership 

approach to developing relationships 

• Influencing/Advocacy – develops and implements strategies which are aimed at 

influencing a broad range of stakeholders with differing viewpoints and positions 



 

• Customer/donor focus – is genuinely focused on customer/donor needs. Has strong 

emotional intelligence and empathy in understanding the customer/donor 

perspective 

• Representation/PR – manages complex interactions with high-level people and 

media; enhances the organisation’s awareness and reputation through 

professionalism, knowledge, preparation and commitment 

Industry knowledge and experience 

• Not for Profit sector – an understanding of, and experience in, the Australian NFP 

landscape (either on the NFP or agency side) would be well regarded. Experience 

across both the NFP and corporate sectors would be even more highly regarded 

• Fundraising – knowledge and an understanding of fundraising would be an 

advantage, especially in the area of Direct Dialogue/Face to Face fundraising. A 

genuine interest in philanthropy and the psychology of giving would also be 

beneficial 

Initially, the CEO will work closely with the Board to develop and agree an initial organisation 

structure and recruitment plan, particularly in relation to the senior management roles.  

Crucial to the development of the business plan and operational delivery will be the 

establishment of organisation values and a culture consistent with the vision of the Board and 

member organisations. 

 

Applications 

Applications and/or queries for this role should be directed to the HR team at UNICEF 

Australia, who is co-ordinating recruitment for this role on behalf of Rippling. Please provide 

an up to date CV and covering letter for your application. 

Applications and/or queries must be submitted by email and should be sent to: 

hr@unicef.org.au  

Closing Date:  

The closing date for applications is 21 June 2019. 
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