





Let’s get a grant?

Grants are an important source of revenue in the
nonprofit world. Grants help organizations:

°® get started;
® expand programs;
e develop innovative solutions; and

® meet capital needs.

First identify prospective funders Grants Sources

Grant seeking is a targeted endeavor, focusing on Foundations

grantors who share an interest in what your organization  Corporations
can do. Sometimes described as finding a “good match,” 0 ernment
your best prospect’s interests align with your agency’s

mission and programs.

Most foundations, corporations or government
agencies stick to their own priorities. Rightfully so!

A health department will be interested in public health
but not workforce development; a corporation
may wish to advance mathematics and
science learning; a foundation may make
grants for the arts or human services. How to Use a
Remember, too, that funders often invest Go! Guide

in a specific geographic location.

. 1. Read the guide text for
Fortunately, there are specialized databases

and directories designed to help you

practical advice.

research foundations or corporations that _Use numbered “Endnote”
may be a match for your project. For example, links that match with

the Foundation Center> offers resources both L ey ey
free and for a fee. The Center has over 200 one ") after key text points.
Cooperating Collections throughout the You'll link to materials that
United States. Four are in Indiana libraries— expand on the key points.
Allen County, Indianapolis-Marion County,

Vigo County, and Evansville-Vanderburg . Use other Web sites in
County. The collections have core the "General Resources”
Foundation Center publications and access for more access to

to online or CD databases. practical information.

For federal government grant opportunities . Not getting the answers you
start at the www.grants.gov Web site. It offers B @ o e e e
a portal for grants offered by all federal Allen County Public Library
agencies. There you can register to receive Nonprofit Resource Center
electronic notification of grant opportunities at (260) 421-1238.

that may coincide with your programs and
plans. Local and state government agencies
can also be a source for grants.




Finally, foundations, corporations and government
funders sometimes “advertise” fundable projects with
Requests for Proposals (RFP's). You can receive RFP's
by mail, in newspapers, or on Web sites.

Establish a professional relationship

Once you have identified a good match, you can start
to build a collegial working relationship with the
program officer, i.e., one based on mutual esteem,
proof of good work and integrity.

Program officers welcome meaningful communication.
Be aware that encounters without a clear purpose may
be seen as a waste of time, even disrespectful.

Try to see yourself as an ambassador, building lasting
respect for what your organization is and does. Pay
attention to the cues funders send about the type and
amount of communication they want. Some will want
written communication only; others may want to see
your programs in action.?

What does program planning have
to do with it?

Whether through goals, objectives and evaluation
plans or through program logic charts, thoughtful
plans become the story your grant request will tell *
Remember that funders are interested in programs that
reap benefits for people and communities. They expect
evidence that their investments are making a difference.
This is why they ask for outcome data and evaluations.

Writing the request

First, find out what form each funder wants their request
to take. This will be discussed on their Web site, in
guidelines or their annual report. Some want a concept
letter or letter of intent as a first step. Others suggest that
you speak with a program officer initially. It is becoming
more common to find application forms online.

After you pin down the expected format, use it.
This will show that you have done proper research
and reflects positively on your organization. In
preparing to write your request, make three lists:

1. information about your project and the needs
it will meet;

2. items the funder’s guidelines require; and

3. issues of funder interest.

“Not a mating
ritual or a private
club...but a
negotiation in
which thorough
analysis, skills in
problem solving,
professionalism in
program design,
and old-fashioned
effort are
rewarded.”
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