WEBINAR #2

Introduction to
Funder Prospect Research

(the research and cultivation part)

By Dalya Massachi




Type in the Chat:
What is the biggest thing you want to learn today?

Apunta en el Chat:
¢ Qué es lo mas importante que deseas aprender hoy?




Agenda

. What Funder Prospect Research is All About /

. How to Prepare for Research /

3. Databases & Websites /
4. Prioritize & Schedule /

. Cultivate Funder Relationships /

. Exercise: Role Play / Ejercicio:

. Customize for Specific Funders /
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Poll Question #1

Primera Pregunta de Encuesta

How does your organization look for funding?

¢,Como busca financiacion tu organizacion?



Choose wisely /

Is every funding opportunity a good or appropriate one for
your organization? Definitely not! /

NOT a good idea to apply to any and all funders: “shotgun”
approach = waste of time, money, and energy /

Instead, look carefully for a strategic role that your
organization can play in each funder’s world /




Strategize: which, when, how /

What programs are currently fundable at the
dollar levels you're seeking? /

Are your issues of concern “hot” how or are they
under the radar or controversial in the funding
world? /
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What grantseeking work is there in the next 6-
12 months, and the possible return on that
investment? /




Five Easy Steps to
Prepare for Funder Research
» =N

Cinco pasos sencillos para prepararse
para la investigacion de los financiadores




\ ste
y/ pasg

ID your program, budget /

Examples /
 Collaborative project /
* New program /

 General operating support /

e Capacity-building /




paso

Brainstorm keywords /

(from different points of view /

)

Geographic location /
Population(s) served /
Needs addressed /

* Type of solution /

Be as specific as you can /




List current, recent, lapsed
funders /

 What are their corresponding grant amounts? /

* You will use this list to try to find similar funders /
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/ paso

List similar orgs or collaborators /
Lista de organizaciones o
colaboradores similares

 What are some other orgs that do work
somewhat similar to yours? / ;Cuales son otras
organizaciones que funcionan de manera similar
a la tuya?

 Who are your collaborators? / ; Quicnes son tus
colaboradores?

* Their funders may also be interested in
supporting your work / Tus financiadores tambien
pueden estar interesados en apoyar tu trabajo




' / paso

List any funders you need to
avoid /

This may be due to issues such as conflicts of
interest, concerns about government or corporate

funding, etc. /




Your First
Pass:
Databases
and Websites

La Primera pasada:
Bases de datos y sitios
web




Choose a database /

* You will need access to at least 1 funder
database, and there are many out there /

 They range from completely free to highly paid
subscriptions /

 See several options in your workbook /

* Use your preparation to approach your chosen
database(s) knowing what you are looking for /




Research

Orient yourself /

« Compare your keywords to those in the database
- how can use their language? /

Look up your listed funders - what keywords are
they listed under? /

Check for any specific software tips, such as a
guided tour /
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Use the Prospect Research Worksheet (see
link on p. 2) /
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* It helps you track funders as you research and .
approach them / :'. |
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Research

Dig in! /

Enter as many of your search terms as you can - |
see what comes up! / = ;
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Review open Requests for
Proposals (RFPs) /

Sometimes an opportunity falls in your lap /

Released a few weeks or months before the
deadlines /

Remember: You’re trying to fund high-priority
current and future programs and projects -
not chase after money that is only tangentially
related or sends you off course /




Deeper Dive:
Start Vetting
Your Prospects

Ahondar mas alla:
Comienza a investigar mas
profundamente a tus
financiadores potenciales




Seeking: the best matches /

Do you qualify, given their eligibility
requirements? /

Do their specific funding objectives match yours?

/

Pay close attention to their grantmaking strategy

/

What special role can your organization can play
in the funder’s world? /



AND... / Y...

Have they funded projects in the past 5 or 6 years along similar lines as yours? / ;Han financiado
proyectos en los ultimos 5 o0 6 anos en lineas similares a la de ustedes?

What is their funding scope? (local/state/national) / ;Cual es su alcance de financiacion?
(local/estatal/nacional)

Remember: corporate funders usually only fund in areas where they have facilities / Hecuerda: los
financiadores corporativos generalmente solo financian en areas donde ya tienen instalaciones

23




Review funders’ websites /

Funders often change their priorities, and you need
the most up-to-date info you can find /

Fortunately, some funders’ websites include an
eligibility quiz as a preliminary screen - make sure
you're not barking up the wrong tree /



Prioritize!

PRICRITY *)
IDetermina tus PRIORITY #3
prioridades! PRTORITY #4




Prioritization questions /

Do you have an existing relationship with the funder? /

« How competitive are you in the funder’s world? /

* If the grantor has two relevant funding priorities, which
should you choose to apply for? /

« How much time is required to apply? /




Amount to |LOI Proposal |Interest [Similar Recommended [Relationshi|Notes |(Priority
request deadline (deadline |areas orgs/projects |program p (1 or 2)
funded (and cultivation
amounts)
+ = researching - current submission calendar ~ pending ~ 4 P

Move the most promising ones over to the “current submission calendar” tab in your worksheet /

This is your running list of good prospective funders to approach /
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Schedule!

Determina el
momento




Scheduling questions/

* Is the program developed enough yet? /

* How can the program timing line up with the funding
opportunity? /

Do you have the capacity, tools, stakeholders in place?

/

* Do you have time to create a strong proposal, including
pre-submission contact? /

Do you know enough about the funder or do you need
to do more research? /




Other prospecting notes /

 Thoroughly research at least 1-2 times per year /
* Sign up to receive funding opportunity alerts /
* Ask your team/Board members to look out for funders in your community /

* Ask current funders, collaborators for referrals /

* Create a folder for each good prospect — like an “intelligence dossier” that will grow /




Cultivate Funder Relationships

Cultivar relaciones con los financiadores




Honesty is the
best policy




Poll Question #2

Segunda Pregunta de Encuesta

What are some ways your organization has engaged with
funders - before, during, or after you submit a proposal?

¢ Cuales son algunas de las formas en que tu organizacion
se ha comprometido con los financiadores tanto antes,
durante o después de presentar una propuesta?



Initial funder Contact /

 Tryto have a brief conversation BEFORE
you submit /

 Does the funder agree that you are a

good match? /

 What can they tell you that didn’t
surface in your research? /




Relationships and persistence
are crucial! /

* After doing some funder research for a
client, | found a very interesting prospect
that had unclear guidelines /

 Another client of mine had an existing
relationship with a funder but wasn’t sure
about their interest in a new project /



Meet in person? /

 Attend meetings, conferences, trainings
with funders /

* Introduce yourself and explore mutual
interests /
* Learn how you can make their work easier /

 Then follow up with a “warm” call or visit at
a later date /



Your Proposal Plan Tu plan para la propuesta [FIRST]

Eacts and figures Eundamentos y cifras (contexto, 5 W [¢Quién? ¢{Qué?
(context, 5 W's) ;Cuando? ;Donde? ¢ Por qué?]
lmportance of the Issue !mportancia del asunto (necesidad actual; ¢por qué

. 2 2 . )
(current need; why should | care? sowhat?) o6 ria importarme? ¢y qué?)

Besults you envision

(outcome, impact; measurable benefits) Besultados que imaginas (resultado, impacto; beneficios

cuantificables)

§olution you propose

(program details; why chosen) § olucion que propones (detalles del programa; por qué
se ha elegido)

Irack record

(testimonials, history) Iestimonios que comprueban un historial

3/



Facts & Figures:
Prepare for your Fundamentos y cifras

conversation /

Importance of the issue (So what? Why they should care?):

Importancia del asunto

Put together a one-pager that will Results you expect
act as your “talking points” / Resultados que imaginas

Solution you are using and why you chose it:

Solucién que propones
This will help anyone making this

first funder contact /

Track record:

Testimonios que comprueban un historial




Grantseeker: Use your FIRST to talk
about your work (5 min)

Grantmaker: Listen for FIRST (what’s
great and can be improved) Ask for
clarification if needed.

Timekeeper/Observer: Set for 5 min.

What do you notice?

Other Observers: What do you notice?

Role Play:

Hacer Un Papel

Solicitante de subvenciones: ¢ Usa tus

herramientas “FIRST” para hablar de tu trabajo
(5 min)

Otorgador de subvenciones: escucha PRIMERO

(tanto lo que es genial como lo que puede
mejorar) Solicita una aclaracion si es necesario.

Cuidador del cronometro / Observador: fija el
contador para 5 minutos. ¢Qué notas?

Otros observadores: ¢ Qué les llama la atencion?




Role Play:

Hacer Un Papel

Debrief in chat / Informa en el chat:

1) Your role (grantseeker, grantmaker, observer) / ¢ Cual fue tu
papel (solicitante de subvenciones, otorgante de subvenciones,

observador)?

2) What was your biggest learning from the experience? / ¢ Cual
fue el mayor aprendizaje que te dejo esta experiencia?



Customize for Specific Funders
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Personaliza para financiadores
especificos \




conscience advocacy

human rights

Highlight your shared values and concerns / Resalta los
valores e inquietudes compartidos

 Getin the mindset of the specific intended grantmaker / Adentra en la mentalidad del financiador
especifico

* Focus on what they care the most about / Concentrate en lo que mas les importa

* Explain why your project is specifically worthy of funding from THEM / Explica por que tu proyecto es
especificamente digno de recibir el financiamiento de ELLOS

R TTTh ) .



Demonstrate your fit /

 Show how your work aligns with their funding
strategy and will create strong, measurable impacts

/

* Explain how your work will help them achieve THEIR
goals (not just your own) /

* Find out what exactly they want their grantees to
measure - and explain how you will do that /




Choose the right amount to request /

What is the funder’s average grant size and grant amount
range? /

Would a grant of that amount be significant but less than 50%
of the total funds you need? /

See if you can reconcile these humbers to come up with an
appropriate request amount /

Remember: An award may be less than your request /
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Consider their style /

* Traditional and corporate, or cutting-edge and
informal? Even rebellious? /

* Is there a large bureaucracy or are you just dealing
with one or two people in a family foundation? /

* Try to mirror their organizational culture /




Let’s review Part Il of
the workbook

{PREPARED




Any other questions
(please type in chat)

¢Hay alguna otra pregunta?
(Por favor apuntala en el Chat.)

Pl Al




Type in the Chat:

What is 1 new thing you can do in the next 30 days to improve
your grant writing?

Apunta en el Chat:
¢, Qué actividad nueva puedes realizar en los
para mejorar la redaccion de las solicitudes de
subvenciones?

DO A



Great Resource (free!) /

“Ask Dalya” YouTube playlist: 10 x 10-minute
sessions covering 40 questions and answers

GET YOUR GRANT WRITING
QUESTIONS ANSWERED

(just do a search for it)




Dalya Massachi’s Contact Info

DM@WritingToMakeADifference.com
WritingToMakeADifference.com

510-786-7415

Connect with me on LinkedIn
Conéctate conmigo en LinkedIn




Thanks for learning with
me and your
colleagues!

iGracias por aprender
junto a miy tus colegas!
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