Role of grants in an organization’s fundraising strategy
· Grants are just part of the fundraising picture.

· Recent research indicates that over 80% of support for nonprofit organizations comes from individuals. If your organization is not fundraising from individuals, then you have a much-reduced chance of surviving. Discuss this and create a plan of action, if change is needed. Organizations of all sizes struggle with this issue.

· Businesses, churches, foundations, and government may supplement individual contributions. All make decisions each year on how to use their charitable resources. Although some of these sources may offer ongoing, annual support, many do not. Unless you have information to the contrary, expect that sources will be “occasional” funders.

· Organizations ask for all available resources, which is to say there are no bags of money under funders’ desks. Grants, like all sources of support, have many more requests than dollars to distribute. The Community Foundation’s Competitive Grants Program typically receives three applications for every application that staff site visits. This is why you must develop the best case you can.
· Most people in nonprofit activities are well-meaning, dedicated, sacrificing people who want to make the world they experience a better place. Each has a particular point of view, which they feel is valid, perhaps even excellent. This means most people seeking to raise money for their causes are coming from a similar perspective. To see your organization as exceptionally deserving may not be the most useful perspective.
Identifying potential funders

· Government Grants: Contact the branches of local government that address the issue of your organization. Many nonprofits would fit somewhere in arts, human services, community development, or health. Remember to contact all the cities and counties where your organization offers services, along with the State of Georgia.

There is an elected official at each level of government for the areas you serve. Make sure they know about what you do and how you are successful. They or their staff members can help you connect with government employees who might be in a position to help.
Foundations & Corporate Giving Programs

· The Foundation Center – Located in the Hurt Building, the Foundation Center is a library specializing in philanthropic and a remarkable asset for grantseekers. The Center maintains periodicals, hosts special programs with local funders, and offers training programs to help emerging grantseekers and build skills. It has access to a sophisticated, searchable database of foundations across the county that can significantly short-cut research, particularly of foundations that fund in Georgia but are located elsewhere. The local foundation community actively supports and advises the Center. Locate it at http://foundationcenter.org/atlanta/ .
· Southeastern Council of Foundations (SECF) – SECF, also located in the Hurt Building, is a “trade association” of foundations in the 11 states in the southeast region. Although you would want to visit its home page at: http://www.secf.org/, you may be especially interested in its membership list for Georgia. This list is a quick reference for larger foundations and includes links to those members that list a webpage.
· United Way of Metropolitan Atlanta – United Way is a major local funder, particularly in the human services. Located at 100 Edgewood Avenue and at http://unitedwayatlanta.org, this organization is a major force in support of local nonprofits.
· Google – Google or another internet search engine can help you locate foundations that fund the services you provide. Keep in mind that many community foundations, family foundations, and corporate giving programs fund in the areas where they are located. Although you may find local foundations more easily through other methods, use a search engine to find media stories about foundations, especially those that do not have a website. You may find clues to their interests and names of decision-makers or others that may influence grant decisions.
Understanding the Guidelines

Governments, foundations, and corporate giving programs operate in a variety of ways. Some programs are clear about what they want to fund and are less interested in unsolicited requests. Others are open to newcomers, advertising grant opportunities in the legal section of leading newspapers, on websites, through public orientation sessions, or through mass or targeted emails. Organizations that particularly value openness often use several of these strategies.

Reading the guidelines thoroughly and thoughtfully is one of the most important jobs of any grantseekers.

· Names of grants programs – What programs does this foundation have?

· Deadlines – When are grant applications due?

· Descriptions of application processes – What are the steps in the grants processes?

· Geography – the territory that the foundation serves, if any.

· Program Areas – How does the foundation organize the world of issues.
· Eligibility (Threshold Items) – Policies about the kinds of organizations that are allowed to compete.

· Ineligible Activities – Issues or strategies that the foundation will not fund.

· Names of Staff – names and contact information on people who can answer your questions.

· Instructions of How To Get Questions Answered – may include days and times when staff is available to answer questions. Often, opportunities to ask questions come before or after scheduled orientation sessions or within six weeks of a deadline.

· Frequently Asked Questions – A list of questions that are often asked and answered.

Any experienced Program Officer will know within two or three minutes how thoroughly you have prepared for your call to him or her. Remember, you are leaving an impression of yourself and your organization.
Strategizing – find the “perfect fit” – not a “force fit” 

Your time is an important asset of your organization. You want to choose grantseeking opportunities that have the best chance for success. Keep in mind money is not the only or, necessarily, the best result. A funder may give you constructive feedback or introduce you to a resource or colleague that may advance your organization’s purposes, which may be worth more than a grant.

Probably half of the success of grantseeking is to find the funders that share your interests and determine if you qualify to compete in their grant program. Compile information about each funder, particularly published guidelines for each program that interests you. Then ask yourself questions about:

1. Eligibility – Does your organization meet the minimum qualifications necessary (threshold items) to participate in the competition?
2. Fit – Does this funder have a program interested in the issue your organization is addressing and the strategies you use?

Consider these questions in this order:

· Past support – Has this organization supported you in the past? What did the program fund and why? Are you seeking funding from the same grants program or a different program? If you want funding from a different program, are there different eligibility requirements or priorities?

· Developmental Criteria – Are there any minimum organizational development criteria? (like having a 501©3 status; number of years operating with a 501©3; minimum staffing; minimum budget; maximum budget; work in specific places like cities, counties, or groups of counties) Does your organization meet them?

· Reporting – Have you met all the requirements, usually filing reports, to close past grants?

· Grant Size – What is the size or range of sizes of grants? Do the sizes meet your fundraising needs?

· Preferences – How does the funder present its interests or priorities? Organized by: place? Issue? Population? Where does your organization fit in this scheme?
Priorities – are aspects of issues that the funder prefers over other                               aspects. For example, a funder may prefer after-school programs  that feature tutoring, homework help, or some other links to academics over programs that are strictly recreational. Another may prefer to fund in Newton County or North Fulton County instead of your county. Keep in mind that some organizations may use several kinds of priorities working together.

Does the funder have preferred strategies? Does the funder have    opinions about how kinds of work should be done? (best or promising practices)
· Foundation’s Best Efforts – Keep in mind that writing guidelines is an extremely difficult undertaking. Although staff may make their best effort to develop guidelines and keep them current year to year, opportunities with significant merit can come along and may cause foundations to stretch or, even, act outside of their guidelines. Although this happens more around programmatic issues than procedural (process) ones, foundations make these decisions when they feel the decision will further the fulfilling their missions. Make sure to realize the difference between hard rules, practices, and priorities (preferences).
· Magic Bullets – There have been times when some believed that particular issues or populations were so compelling that they would virtually guarantee review funding. Although caring passionately about particular issues or populations is common in nonprofit work, they are not magic bullets. Alignment (fit) with an individual foundation’s interests accompanied by measurable evidence of effectiveness improves chances of funding, particularly from foundations with multiple interests.
· Being Honest with Yourself – This is among the more important of the characteristics and hard. With a need for funding, nonprofit organizations want to fit within foundation guidelines. As funders become more targeted in what they prefer to fund, there is an increased chance that some organizations may not fundamentally fit a particular institution’s interests. If your organization clearly does not fit, you are not likely to pursue that funder. If there is some fit, be realistic. After thinking it over, call the foundation Program Officer or leader and try to have a conversation about your organization’s fit. Knowing how to be honest about fit will save a precious resource – your time, which you can devote to more promising prospects.
· Calendar – Although some funders accept applications all the time (rolling application processes), others have particular deadlines, usually different deadlines for different funding activities or programs. What are they?
· Organize Prospects – Divide the funders you have analyzed into groups like critical, useful, and lower priority.

· Build a Resource Development Plan – Include grant seeking, other fundraising activities, and other activities to match human resources for grantseeking needs. You will also be using the budgeting process to identify your organization’s financial needs including the amounts it needs and when amounts are needed. The flow of income into the organization (cash flow) may be different than the flow of expenses, requiring cash-flow reserves and strategic fundraising.

Following Through
· Read award letter and/or grant agreement carefully. Are there conditions or revisions to be made to the scope of work, outcomes, or other aspects of the award?

· Send thank you cover letters with grant agreements and when you acknowledge receiving the funds.

· Put the due date on the end-of-grant report on the calendar, so you may file the report on time.

· Be conscious about achieving agreed upon outcomes, if there are any. If there are no outcomes, develop a definition of success and have data and a “war” story to illustrate the success of the grant. Funders often are looking for opportunities to demonstrate the effectiveness of their investments. Can be a source for positive publicity to a highly targeted audience you may never reach otherwise.

