The Grant Seeking Process
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Types of Granting Organizations

Funding from
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Federal
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Determining Funder Fit

Questions you will need to ask yourself when determining if a funder is a good fit with your project include:

YES NO

Will the funder fund my type of organization? (Nearly all require a 501(c)3
designation; if you do not have one, can you partner with an organization that does and

ask them to submit the application on your behalf as your fiscal agent.)

Will the funder fund my type of project, e.g., equipment, program development,

capital improvements?

Will the funder provide funds in the monetary range that | need? Note the upper
and lower limits to their funding; some funders prefer to make smaller grants, others
only larger grants. If they fund less than you need, you can ask for grants from multiple
funders to meet your overall goal; funders actually prefer to see that others have
bought into this project. If they do not fund projects as small as yours, it indicates that

they prefer to fund larger projects or projects with a broader reach than yours.

Look at the funder’s geographic reach. Does the funder provide funds in your state?
In your city? Is another area impacted by your project? Think creatively about who the
project impacts. Even if you provide services in one community, do you help people

from another community?

Can you meet the deadline? For some grants and well-developed projects,
experienced grant writers may need a week or less to put together a good application.
Other projects and applications may take several months. Honestly assess your own
comfort and experience writing grants, the amount of time needed to fully develop the
project, and the time you have available on your calendar before the deadline. Then

double it.

Will the funding arrive in time? Note not only the grant submission deadline, but
also the time it takes for the funder to reach a decision and disperse funds. On average,
expect a funder to make a decision before opening another round of grants. Federal

grants may take 6-9 months or longer. When in doubt, call the funder and ask!
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YES NO

Have you made provisions to meet any special requirements of the funder, especially
required matching funds? Funders increasingly want to partner in the funding process.
Most, if not all, will want to see some institutional commitment to the project before
they will provide funding. (After all, if your organization cannot demonstrate sufficient
interest or confidence in the project to invest in it, why should they?) Note that your
organization can invest in the project in non-monetary ways that can help you qualify.
When developing the budget, think creatively about all of the things required to
complete the project... space, oversight, telephones. These other items becomes in-
kind contributions your organization may contribute without adding to the operating

budget.

NEXT STEPS:

If you have answered “yes" to all of these questions, you have identified a funder worth pursuing and can

proceed to Step 3: Planning the Grant Submission.

If you answered “no” to any of these questions, go back to the drawing board and decide if a viable funder exists
for this project, you need to look harder for a viable funder, or you need to reconsider the project. Your project
may, on its face, appear suitable for grant funding but funders may not have an interest in it or funders who

will fund your community may have different priorities. For example, the funder may not see the project as
innovative (e.g., computer labs) or it may be something that they feel your organization should fund. In some
instances, you may find appeals to individuals rather than grant funding more appropriate, especially for ongoing

operations.

DOWNLOAD MY E-BOOK ON THE GRANT SEEKING

PROCESS TO LEARN WHAT TO DO NEXT.
So You Want to

Write a Grant?

A GUIDE TO GRANT-SEEKING

Making Ideas Happen Through
Integrated Fundraising Consulting

WASTYN

& ASSOCIATES

M. Linda Wastyn, Ph.D.
President, Wastyn & Associates, Inc.

Linda@WastynAssoc.com -/j )
(563) 210-1321 o o A

WASTYN

www.WastynAssoc.com

© 2016 Wastyn & Associates






