Workshop: Grant Seeking – Finding Foundations that Fit and Engaging Them in Lasting Relationships

Trainer: Cynthia M. Bargar

1/13/10, Regional Center for Healthy Communities
In the first of two workshops, Cynthia Bargar discussed grant seeking.  In the workshop, she shared what to look for in a foundation, how to research foundations, and strategies for building relationships with foundations.
I.  Researching Prospective Foundations: Goals

· You must find out which foundations have the inclination and the capacity to fund your organization or program.  

· Foundations have their own missions and reasons for being existence, and the idea is to find the connection.  It’s research into what the foundation is and what they care about. 
· You also need to research the size and the number of grants a foundation gives out each year.
· You need to know whom to ask, how much to ask for, when to ask, and how to ask.

II.  Researching Prospective Foundations: Process

· It is a good idea to have a person at your organization assigned this work as a major part of their job; otherwise, fund receiving is really low. 
· Make sure that you have a great relationship/relationship building activities so that you can have a base of people that will support you.  If someone is not continually looking at what a foundation is doing they will not know that they may have changed focus. 
· Think carefully about who will be the face of your organization (mid to senior level with people, relationship skills should be charged with this type of work).  
· The researchprocess has 4 steps: Identify, Review, Qualify, Profile 

A) Identify potential funders
· Look at foundations that have supported you in the past

· Research reports and newsletters of organizations to see if they fund organizations similar to yours 

· Look for lists of donor-advised funds/family foundations.  They often advise foundations because they are charged with telling funders what groups are doing what to the funder.  By letting donor-advised funds institutions know you exist, you increase your visibility to foundations.
· Private philanthropic advisory groups are great ways to meet grant makers. 
· Use the Chronicle of Philanthropy and its website They tell who’s funding and what their funding.  You can sign up for daily alerts.  It gets you going.  It should be added to someone’s work. 

· Attend Meet the Grantmaker events (for example AGM and the Boston Foundation offer events and opportunities to meet with local community foundation) 

· Ask your Board of Directors (and others)  if they or anyone they knows is on the board of a foundation

· Look at foundation websites (but don’t use this as your sole source of information, because it  creates distance between you and the foundation) 

· Look at the Boston Foundation (trend setter of local foundation) website and Associated  Grantmakers website (where you can sign up for emails about meetings and events, and opportunities to meet grantmakers)
B) Review & Qualify identified potential funders
· There are some questions that should ask: 

i. Are they interested in the geographic area? 

ii. Do they make grants that are approximately the size we need? (If not, you still may want to get your foot in the door, propose a smaller project in order to build a relationship for future funding)
iii. Do they fund the type of support that we need: capital, operating, program/project, matching/challenge, capacity funding?  Most funders, fund programs.  You may need to conduct other fundraising activities to support operating expenses  

iv. Do they fund other organizations that are roughly the size of our organization? Address the same issues? 

· Narrow the list of foundations to ten and present to the Board of Directors in order to find out if someone on the Board knows them. 

· Find out if the organization knows you
· Don’t rule out foundations that have rejected you in the past – you may need to apply multiple times to get funded
C) Profile potential funders
· You will need to know foundations funding interests and priorities, and to keep track of how this changes

· You will need to be well-informed before making any contacts with a foundation

· The profile should answer the questions, “Who to ask, When to ask and How to ask” 

· Three methods for finding out about a foundation :
i. Look at 990’s (a tax form that that foundations fill out that includes information about all the disbursements made).  These forms are fascinating.  They don’t say a lot, but you find out what the levels of giving really are and where the money is going and what their level of process .   (See http://www.npccny.org/Form_990/990.htm for a good overview of 990’s)
ii. Use a foundation directory. 
1. The Foundation Center (http://foundationcenter.org) is a major national organization that has the largest and most updated database of foundations in the country. Their Foundation Directory Online has limited free information and a (very expensive) subscription service with extensive information.   
2. Associated Grantmakers (www.agmconnect.org).  Has a directory of Massachusetts and New Hampshire foundations.  Not as extensive or up-to-date.

3.  Guidestar (www.guidestar.org).  Good source of info about 990’s( website which contains information on Foundations and their 990s 
iii. Look at foundation websites. Check out the “About Us” section on a Foundation’s website to find out any changes in funding.
III. Stewardship and Donor Relations: 
· Stewardship is your obligation – it is what is required and expected of you, and how you are held accountable for using the fund you receive.

· Donor relations are “a planned program of maintaining donor interest and engagement”.  This is so important that larger organizations and universities have people whose only job is donor relations.  Goals of donor relations are to inform funders about what you are doing with their grants, to building connections between your funder and your organization, and to create a framework that positions your organization for the next request.  Someone is really a funder when they fund you over and over again – won’t happen unless you’ve built that relationship. 

· Good stewardship and donor relations includes: 

· The thank – you cannot say thank you enough.  Write and call.  And be enthusiastic about it, tell them what a difference the money makes.  Send another thank you when the money comes in, too, not just when you are funded.  Send personal thank you’s for gifts over a certain amount. Also send than you’s and congrats to the people in your org who wrote/will receive grant funds.  The thank you’s can come with photos, can be written by youth, recipients of services, etc.  The thank you letter should really relate to the proposal – something that shows you aren’t just sending a generic thank note.   Reference requests for anonymity in thank you notes. Restate any promises that you made for gifts for a certain amount, and how you will follow up on that promise. 
· Absolutely report ON TIME. Send them products when you finish them, as appropriate.  Remember that the staff at the foundations are your link to the trustees – you have to make sure they are happy with you, think you are worth refunding.  Reporting on time is one way to do this
· Remember that foundations give very little of total philanthropic $ - individuals give much more.  Need a mix of revenue for sustainability, and need to be careful with individual donor relationships too.
· Remember – the first benefit of donor relations is to the funder.  “donor centered funding” – “Ask not what your donor can do for you, but what you can do for your donor.” What is a foundation’s niche?  Where do they want to see a change?  And how can you show them that you can make that change? (And not just providing a service – what’s the ultimate outcome?) Fundraising is about people giving to people – you want them to take pride that they are giving $ to you, and supporting your work.  What about your organization can you showcase to your funders?  What they fund reflects on them. 

· It’s good to have measurable outcomes to report,  and also the passion you bring to the work that you do – you want to transfer this passion to your funder too.  Tell them a good story.   Having something tangible (a result) to show your funders after you’ve put their gift to use is really helpful Show that your work results in a lot of bang for the buck –e.g., showing how you foster collaborative relationships that lead to outputs outside of your organizations could also be important 
· Be creative about showing results – youtube, videos, other ways to show results  in action.   If you send something via email, follow up after a couple of days with a phone call – do you have questions about what you saw? I’d love to talk to you about it .  You can have a funder conference, when you invite them in to see your annual report 

· Make your program sound fresh, even if it’s not new – how it fits with current thinking, how excited you are about it, how you are enhancing/improving your program, how you are addressing current or new needs, how you are well positioned to respond to a new need (even if you won’t be changing your approach much). You need to teach funders about the world you inhabit and what you do. 
· Beware of ‘mission creep’ – changing your mission and work based on the funding you find.  This is not sustainable over time.  Whatever it is that you are doing, it has to sound interesting, meaningful, like it will make an impact.  You have to think big picture. 

· Have a communication plan, too – how often and how you will communicate to funders. Your communication to your funders should be a balance, don’t overwhelm them.  You learn over time what kind of communication is best for people and tailor your relationships based on that. Newsletters are good, but are part of the packet of communication.  Need to do individual communication too.
· You don’t want it to be that only one person in your organization has a relationship with your funders because your organization is in trouble when you leave.  Who communicates to the funder depends on the organization – might be a VP, might be a person who has the passion for and knowledge of the project. Might be both – just make sure it’s clear who does what.  Every once and a while, it really should be the executive director or other higher up who communicates because they have the big picture, strategic view of the whole organization, and funders care about this as well. 

· You do want to think about work flow- know what the VP will do, who will do other pieces of the communication. Use your board to foster these relationships too.  If they’re talking to too many people in the organization, then you lose some control over the flow of information. It’s a good idea to have a contact report, where you just make notes about what you talked about.  This document can be shared among the people who have communication with funders so that you are all on the same page. You have to be careful about what your funders hear about you. 

· Send funders any good press that you get. 

