WEBINAR #2

Introduction to
Funder Prospect Research

(the research and cultivation part)

By Dalya Massachi




Type In the Chat:
What Is thebiggestthing you want to learn today?

Apunta en el Chat:
¢, Qué es lanas importante que deseas aprender hoy?




Agenda

. What Funder Prospect Research is All About/

. How toPrepare for Research /

3. Databases & Websites /

. Prioritize & Schedule /

. Cultivate Funder Relationships /

. Exercise Role Play / Ejercicio:

. Customize for Specific Funders |
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Poll Question #1

Primera Preguntade 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 funderé:s h ot g u
approach = waste of time, money, and energy /

Instead, look carefully for astrategic role that your
organizationcanplay n eac h f u nkthénadds

vor |l d |/




Strategize:which, when, how /

What programs are currently fundable at the
dol |l ar | evel s yomwirane “’O

Are your 1 ssues of conc
under the radaror 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




) step
B / paso

ID your program, budget /

Examples /
A Collaborative project /
A New program /

A General operating support /

A Capacitybuilding /




/ paso

Brainstorm keywords/

(from different points of view /

)

A Geographic location /
A Population(s) served /
A Needs addressed /
A Type of solution /

Be as specific as you can |




) step

— paso

List current, recent, lapsed
funders /

A What are their corresponding grant amounts? /

A You will use this list to try to find similar funders /

rafearafefedeafedfeifeafedgrale:




paso

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

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

A Who are your collaborators? /; Ouicnes son tus
colaboradores?

A 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

Databases
and Websites

La Primerapasada
Bases dedatosy sitios

web




Choose a database /

A You will need access to at least Funder
database, and there are many out there /

A They range from completely free to highly paid
subscriptions /

A See several options in your workbook /

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




Research

Orient yourself /

A 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 /

> |




A B o D E

Funder Name Website/phone Location Date granted Amount grz
number/postal address
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A It helps you track funders as you research and
approach them /

A Get a strong handle on the information management:'- P '

financiadoras actvales pendientes  an investigacidn
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Research &6
pas

Dig in! /

Enter as many of your search terms as you can
see what comes up! /

Look up funders of collaborating and similar
nonprofits /
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Review open Requests for
Proposals (RFPs) /

A Sometimes an opportunity falls in your lap /

A Released a few weeks or months before the
deadlines /

A Remember: Youdr e ptiority i ng
current and future programs and project

A not chase after moneythat is only tangentially
related or sends you off course /




Deeper Dive:
Start Vetting
Your Prospects

Ahondarmas alla:
Comienzaa investigar mas
profundamente a tus
financiadores potenciales




Seeking: the best matches /

A Do you qualify, given their eligibility
A requirements? /

A Do their specific funding objectives match yours?
/
A Pay close attention to their grantmaking strategy

/

A What special role can your organization can play
I n the fundcereds cwarll d?




ANDeY d

Have they funded projects in the past 5 or 6 years along similar lines as yours? /- aniinanciacdo
proyectosen los ultimos 5 o 6 afios en lineas similares a la de ustedes?

What is their funding scope? (local/state/national) / ; Cuales sualcance de iinanciacion?
(local/ estatal/ nacional)

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

23




Review funder so

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

Fortunately, some funder
eligibility quiz as a preliminary screen make sure
youodOre not barking up tF




Prioritize! . B i i
PRIORITY #Q

IDetermina tus PRIORITY #3
prioridades! PRIORTITY #4




Prioritization questions /

A Do you have an existing relationship with the funder? /

A How competitive are youwmnin the fund

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

A 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 overtoth® c ur r ent s u b miakis your workehadt /&/ncdea r ¢

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

T ...



Schedule!

Determina el
momento




Scheduling questions/

A Is the program developed enough yet? /

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

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

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

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




Other prospecting notes /

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

A Ask current funders, collaborators for referrals /

A Create a folder for each good prospedi| i ke an o0intelligencrea doss




Cultivate Funder Relationships

Cultivarrelacionescon los financiadores




Honesty is the
best policy




Poll Question #2

SegundaPreguntade Encuesta

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

¢cCualessonalgunasde lasformas en que tu organizacion
se hacomprometido con los financiadores tanto antes,
durante o despuesde presentar una propuesta?



Initial funder Contact /

A Try to have a brief conversation BEFORE
you submit /

A Does the funder agree that you are a

good match? /

A What can they tell
surface in your research? /



Relationships and persistence
are crucial! /

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

A Another client of mine had an existing
relationship with a
about their interest in a new project /
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