
Approaching Foundations for Support 

In today 's world, everything concerns everyone. - Vaclav Havel 

Foundation giving is both the best-known and the least understood source of funding. While the 
word "foundation" conjures up the names of some of the world's most prominent fami­
lies-Rockefeller, Ford, Laidlaw, Bronfman, and Tata, to name just a few- in fact, most foun­
dations are smaller family foundations with names that are rarely so well known . 

In the U.S., foundations are nonprofit organizations that have been established expressly to 
support charitable efforts, as defined by the Internal Revenue Servi ce of the U.S. government. In 
most cases, their support is made through grants to nonprofit organizations. Foundations repre­
sent the philanthropic interests of their founders and the interests of their founders ' appointees, 
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who serve as stewards of the foundation's assets . Most foundations outlive their creators, and so 
their wishes are likely to be interpreted, amplified, enlarged, and perhaps even changed by the 
trustees who stand as guardians. The founding mission of some found ation s, however, still 
serves them well. For example, the James Irvine Foundation in California was es tablished in 
1937 as a chari table trust of James Irvin e, a California agricultural pioneer, " to promote the gen­
eral welfare of the people of California." It is dedicated to "enhancing the social, economic, and 
physical quality of life throughout California, and to enriching the state's intellectual and cul­
tural environment." That mission statement applies as much today as when the foundation' s 
trustees originally adopted it more than six dec ades ago. 

Foundations may adjust their priorities to meet society's changing structure and needs. For 
instance, there are many foundations who se purpose is funding programs to improve the life of 
children. Foundations established during the early decades of the twentieth century frequently 
funded orphanages for children without parents, or children whose parents could not take care of 
them. Tod ay , few children are without someone to care for them, and with appropriate commu­
nity support, most children can remain with their family or be placed with another. Conse­
quently, foundations that used to fund orphanages now support children's centers, parent 
effectiveness training programs, foster care placement, community education, and so on. 

Another example of foundations addressing changing needs is found in the technology field; 
many proposals are funded today for the purchase of computers, or system upgrades. These 
items did not exist and could hardly have been imagined by the donors who, many years ago, 
endowed the foundations now contributing to the acquisition of this technology. 

Foundations exi st in most northern countries, and their numbers are growing in southern 
countries as well . Today there are foundations in countries as diverse as Mozambique (Mozam­
bique Foundation for Community Development), India (India Foundation for the Arts and the 
National Foundation for India), Colombia (Corona Foundation), Kenya (Kenya Community 
Development Foundation), Nigeria (Obafemi Awolowo Foundation), and Poland (the Stefan 
Batory Foundation). The most visible, however, are the private foundations in the United States; 
this chapter focuses primarily on these. 

Support from foundations can be an important part of a nonprofit's funding mix, and, as we'll 
discuss in the following section, can provide benefits well beyond the actual money received. 
Additionally, preparing a proposal for submission to a foundation affords an organization's 
board and man agers a valuable opportunity for self-assessment. When describing its program 
and their anticipated impact, listing board members and their qualifications, and reporting on 
finances and fundraising, an organization is brought face-to-face with its performance. If the 
organization has been thoughtful and diligent, the process of drafting a proposal will refle ct its 
mastery of the nonprofit basics outlined in Section 1 of this book. Writing a proposal also can 
reveal gap s that need to be addressed for an organization to be effective. This chapter will 
explain what foundations are, how they operate, which organizations receive their grants, and 
how they may best be approached to secure funding. 
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What Are the Advantages of Raising Support from 
Foundations? 

1.	 Foundations are the only institutions in the world whose mission is to give away 
money (except for operating foundations, which conduct programs consistent with 
their own purpose and IRS requirements). Foundations not only want to give away 
money, but are required to do so if they wish to maintain their tax-exempt status. 

2.	 Foundations tend to give big chunks of money at one time. Whil e $5,000 might rep­
resent a large gift from an individual or a business, it is a relatively smal l gran t from 
a foundation. 

3.	 In the United States, information on found ations is readily available to almos t 
everyone. Found ations must disclose how much they give, to whom they give, who 
is on their board, and what their assets are . In addition, many foundations (particu­
larly the larger ones) publish guidelines and annual report s that describ e their inter ­
ests, tell when proposals are due , and explain how best to apply. Grantseekers can 
find much of this information in any number of specialized directories as well as on 
the World Wide Web, where increasing numbers of foundations maintain home 
pages. 

4. Foundations confer credi bility . Individuals-who acco unt for the vast majority of 
charitab le contributions-are ofte n persuaded to make a donation in P31t because 
they see that an organization has received foun dation support. Foundation funding 
is like the Good Housekeeping Seal of App rova l, and one foun dation grant tends to 
lead to another as well as to gift s from indiv iduals and corpo rations. 

What Are the Disadvantages of Raising Support from 
Foundations? 

1.	 The very accessibility of founda tions ma kes co mpeti tion for their limited fund ing 
extremely intense. At best, only one out of abo ut 10 to 15 of all grant proposals are 
funded, and many only partially. 

2.	 It can often take a foundation six months fro m the time a proposal is submitted to 
reach a decision. 

3. It is extremely rare for a founda tion	 to con tinue funding an organizatio n beyond 
three or four years, at which time the org anization may have to develop a new pro ­
gram in order to reapply for additional funding, or look to other sources for support. 

4. ~a ny nonprofits inadvertently develop projects solely to secure fou nda tion fund­
mg. Their case statement becomes, "What do you fund? We can do that." They 
move away from their original purpose . 
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5. Grant money may be applied only to the program described in the proposal. Admin­
istrative expenses indirectly related to running the program (such as office rental, 
phone bills, and seeking more funding) must be met elsewhere, either from other 
funding sources or from foundation grants called "general support grants ." An 
exception would be those indirect costs that are specified in the proposal budget, 
usually as a percentage of overall costs . Understandably, foundations are fairly strict 
about how their money is spent. 

An Overview of Foundation Giving 

The origins of foundations go back to countries like Turkey, where foundations have flourished 
for close to a thousand years. However, the roots of the modern private foundation can be traced 
to the Statute of Charitable Uses, enacted in 1601 by the English parliament under the reign of 
Queen Elizabeth. In England during the 1600s, people of means set aside assets dedicated to sup­
porting a designated institution, such as a school, an orphanage, or a museum, or for more spe­
cific purposes, such as the assistance of elderly widows. Foundations were usually established 
by a benefactor and his or her family, who decided to leave a specified sum of money to be 
administered by a designated group of trustees for set purposes. Benjamin Franklin, Stephen 
Girard, and Peter Cooper established such trust funds in the early days of the United States. At 
the beginning of the twentieth century, Andrew Carnegie and John D. Rockefeller created the 
prototype of the modern foundation in the United States, as J. R. Tata did in India. 

Today the term "foundation"-or "trust," "corporation," "fund," or "charity"-is used to 
describe a variety of charitable institutions, most of which lend support to nonprofit organiza­
tions through grants. Most foundations are endowed; in other words, their benefactors' gifts 
were large enough to make grantrnaking possible over an extended number of years by expend­
ing accrued interest only . Afamilyfoundation is a trust established by one donor or family. Com­
munity foundations administer a number of individual charitable trust funds set up by different 
donors; they make most of their grants in geographically defined areas. Some corporations 
choose to create corporate foundations to administer their charitable contributions. Finally there 
are public charities, nonprofit organizations that raise funds each year from individuals and 
other sources, some of which distribute this money in the form of grants. Note that public chari­
ties technically aren't foundations, at least according to IRS regulations. In fact, even commu­
nity foundations, which manage funds established by many donors, are technically public 
charities. However, because their primary activity is grantmaking, they have long been viewed 
as part of the foundation universe. 

Private foundations receive distinct tax advantages that influence the extent of their benevo­
lence . In return for these advantages. the U.S. government has set requirements for the percent­
age of money that foundations must distribute in grants each year; since 1986, the rate has been 
set as the amount equal to 5 percent of the assets of the foundation . While most foundations dis­
tribute 5 percent, some occasionally give more . 

UPDATE In a survey of 450 U.S. foundations, including the 50 largest independent and 25 
largest community foundations, Giving USA reported that non-corporate foundations expended 
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Public Charities and Private Foundations 

The Foundation Center defines a pri vatc foundation as a nongovernmental nonprofit orga­
nization having a principal fund managed by its own trustees or directors, which maintains 
or aids charitable, educational, religious, or other activities serv ing the public good, pri­
marily through the making of grants to other nonprofit org anizations . 

To understand what a private foundation is, it helps to understand what it is not. Every 
U.S. and foreign charity that qualifies under Section 50 I(C)l3) of the Internal Revenue 
Service Code as tax-exempt is a "private foundation" unless it demonstrates to the IRS that 
it falls into another category. Broadly speaking. organizations that are not pri vate founda­
tions are public charities as described in Section 509(a) of the Internal Revenue Service 
Code. Public charities generally derive their funding or support primarily from the general 
public, receiving grants from individuals, government, and private foundations. Although 
some public chari ties engage in grantmaking activities, most conduct direct service or 
other tax-exempt activities. A private foundation, on the other hand, usually derives its 
pr incipal fund from a single source, such as an individual, family, or corporation, and 
more often than not is a grantmaker. A private foundation does not solicit funds from the 
public. 

$19.81 billion in 1999-10.4 per cent of the estimated total giving in the United States from all 
sources ($190.16 billion) . The report points out that, "With the ex ception of 1994, foundation 
giving grew well ahead of inflation. Over each of the past four years, foundation grantmaking 
grew by double-digit amounts and e ven when adju sted for inflation." ! 

Large foundations such as Ford, W .K. Kellogg, Andrew W. Mellon, Carnegie, Hewlett, 
Rockefeller, and MacArthur have taken the lead in exploring new international initia­
tives . Together, as of 1990, these seven comprised more than 70 percent of all international 
grantmaking by U.S . foundations. In the last decade, U.S . grantmaking for international 
progr ams has markedly increased, although as a proportion of tot al grantmaking, it remained 
modest? 

1. Ann Kaplan, ed., Giving USA: The Annual Report 011 Philanthropy for the Year 1999 (New York: American Associa­
tion of Fund-Raising Counsel, 2000) . 

2. Loren Renz and Josefina Samson-Ati enza, Internati onal Grantmaking: A Report on U.s. Foundation Trends (New 
York: The Foundation Center, 1997) . 
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General Characteristics ofFour Types ofFoundations 

Foundation 

Type Description Source of Funds 

Decision-making 

Activity 

Grantma ki ng 

Require m ents Repor ting 

Independ ent An inde pende nt Endowment Decisions may be Broad discretion- Annu al info rma­
foun dation gra nt making 

organization 
established to 
aid , soc ial, 
educational, 
religious, or 
other cbaritable 
acti vities. 

generally derived 
from a s ingle so urce 
such as an 
indi vidual, a 
famil y, or a group of 
individuals . 
Contribu tions to 
endow ment limited 
as to tax 
ded uctibili ty. 

made by donor or 
mem bers of the 
don or's fami ly; by 
an independe nt 
board of direc tors 
or trustee s; or by a 
ban k or trust offi­
ee l' acting on the 
donor' s behalf. 

ary givi ng allowed 
but may have 
specific guidelines 
and giv e only in a 
few specific 
field s. About 70 % 
limit their giving 
to local area. 

tion return s (Form 
990-PF) filed with 
IRS must be mad e 
available to 
public . A small 
percentage issue 
separa tely printed 
annu al reports . 

Co mpany- Legally an Endowme nt and Deci sion s mad e Giving tend s to Same as above 
Sponsored inde pende nt annual contributions by board of direc­ be in field s relat ed 
Foundat ion gran trnaking 

orga nization 
with close ties 
to the corpora­
tion providing 
funds. 

fro m a profit ­
makin g corp orati on. 
M ay maint ain small 
end owmen t and pay 
out most of co ntri­
bution s received 
annually in gra nts, 
or ma y main tai n 
endow ment to cover 
contri buti ons in 
years when corpo­
rate profits are 
dow n. 

tors often co m-
posed of corporate 
offici als, but 
whi ch may 
include individu­
a1s with no co rpo ­
rate affiliatio n. 
Dec ision s ma y 
also be made by 
local company 
offi cials . 

to co rpora te 
acti vities or in 
communities 
wher e corp orat ion 
ope rates . Us ually 
gives more grants 
but in sma lle r 
dollar amounts 
than independent 
foundations. 

Operating An organiza- End owment usually Decision s gener- Makes few, if any, Sam e as above 
found ation tion that uses 

its resources 
to condu ct 
rese arch or 
provid e a 
direct service. 

provided fro m a 
single source, but 
eli gible for 
ma ximum deduct­
ible contributions 
from publi c. 

ally mad e by inde ­
pendent board of 
directors 

grant s. Grants 
generally related 
directly to the 
foundation ' s 
program. 

Co mmuni ty A publi cly Contributi ons Decision s made Grant s generall y IRS Form 990 tax 

found ation sponsored 
organiza tion 
tha t makes 
grants for 
soc ial, 
educational , 
religious, or 
othe r chari table 
purposes in a 
speci fic 
community or 
region . 

received from man y 
donors. Usua lly 
eligi ble for 
maxim um tax 
dedu ctibl e 
contrib utions from 
publi c. 

by board of 
directors repre -
sc nting the 
diversity of the 
co mm unity. 

limit ed to chari ta­
ble organizations 
in local 
comm unity . 

returns available 
to publi c, Man y 
publi sh full 
guidelines or 
annual reports . 

Source: David Jacobs and Me lissa Lunn, eds. , The Founda tion Directory, 2000 Edition (New York: 
The Found ation Center , 2000). 
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Foundations usually make their contributions in the form of grants of money. Grants are 
given out for a variety of purposes. Considering the diversity of US. found ations and their dis­
tinctive individual characters, it is difficult and perhaps even misleading to categorize grants, but 
we will attempt to differentiate the major types. 

1.	 General support grants support the general work and goals of the organization, as 
outlined in its propo sal and accompanying materials. For obvious reasons, general 
support grants are desirable, but many foundations are less inclined to make grants 
of this nature, choosing instead to award funds for specific programs or projects. 
Grantseckers can strengthen their case for general support by including in their pro­
posals a self-asses sment component, which signals to grantmakers that the impact 
of their grant can be evaluated. 

2. Program grants underwrite a particular endeavor or project that is of value to an
 
organization ' s constituency and advances its mission. For example, a school might
 
request support to develop a new math curriculum, or a horticultural society might
 
seek funds to train at-risk youth in urban gardening. In both instances, the program
 
or project is spec ific and concrete, and its success can be measured.
 

In making program grants, foundations might provide seed mone y- support for 
new, experimental, or innovative projects that need initial underwriting to get off the 
ground, test their wings, and establish themselves sufficiently to attract ongoing 
support from other sources, such as the government or the public. The se project s are 
sometimes described as "pilot programs," or "demonstration projects," because 
they are designed and implemented as models for repli cat ion on a larger scale once 
they are evaluated. Sometimes an existing foundation supporter might consider 
awarding a plannin g grant to help an organization engage in research and develop­
ment to determine how best to implement the project. 

3.	 Capital grants are earmarked for "capital" purposes-for example , renovating or
 
acquiring a building, or purchasing equipment such as computers and software, or
 
elevators, ramps, and special doorframes that provide wheelchair acces s.
 

4. Challenge (or matching) grants are contingent upon an organization securin g funds
 
from other sources . If, for example, an arts organization needs $100,000 to secure a
 
building in which to conduct its classes, a foundation may make a grant of $50,000
 
provided that the grantee can raise another $50,000 from other sources. The fund er 's
 
intent in making a "soft" challenge is to encourage the grantee to actively seek out
 
the required matchin g funds, but the funder is committed to awarding the initial sum
 
in any event. A "hard" challenge means that the grant will become available only
 
if-and when-matching funds have been raised.
 

In addition to grantmaking, some foundations make program-related investments (PRIs): 
investments of some of their asse ts directly in nonprofit enterprises with the intent that the funds 
willbe returned at some point. PRIs were pioneered by the Ford Foundation, still the leading PRI 
provider.They are low- or no-int erest loans in such fields as community development , minority 
business development, rural cooperatives, low-income housing, education, and the arts . 
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Many of the larger foundations publish annual reports listing their past grant ees and specifi c 
areas of interest, as well as brochures that outline their application pro cedures. Th ese are mailed 
out upon request at no charge, but founda tions are not reyuired to do so. Ho wever, al l Un ited 
States pri vate foundations are required to file a specific ann ua l tax return with the Internal Reve­
nue Service (Form 990-PF). 

Publicly Available Tax Returns 

Sin ce 1987, the IRS has required that public charities and pr ivate foundations make both their 
annual tax fonns (Fo rm 990 for public charities and Form 990-PF for pri vate foundat ion s) and 
exemption applications (Form 1023) ava ilable to any person who requests that info rmatio n. All 
charities must make their 990 or 990-PF forms available in such a way as to make sure they are , 
in IRS parl ance, "widely availabl e" ; (1) interested parties can examine the materials at the char­
ity's office; (2) the charity must respond to written requests for photocopies of the m aterials, 
which can then be mailed or picked up ; (3) the charity ca n post the information on the Internet. 

How Do Foundations Operate? 

Foundation s of suff icient siz e and sco pe employ professional staff to provide informat ion on the 
foundati on ' s interests and procedures, screen potential gr antees, assist them in the application 
process, make rec ommendations fo r action to the governing body, and carry out oth er duties on 
its beh alf. li the foundation is rela tively sma ll, these duties may be carri ed out by the lawyer who 
handles the found ation' s busin ess, or they may not be carried out at all . Applicants tend to gain a 
better understanding of a foundat ion ' s interests and pri orities wh en there is a profession al staff. 

Gran tmakin g decision s are usually made by a found ation' s board of trustees, or by a distribu­
tion co mmittee whose members are designated by the board. When the re is a professional staff, 
in mo st eases staff members make recommendations for acti on to the governing body. Th e board 
might meet as fre quently as once a month or as rarely as on ce a year to select grant recipients and 
set general policy regarding the areas of interest of a founda tion. These governing bodi es usuall y 
make the final deci sions on grant awards, but some found ations empower their staff to make a 
limited number of discretionary gra nts, which are not subject to the approval of a board of trust­
ees or distribution commi ttee. Discretionary grants are usually sma lle r than the average grants 
the foundation aw ards. 

Foundation s make grants rang ing from $100 to more than $ 1,000,000 and, occasionally, 
many mi llions of dollars. Re viewin g data on a found ation will reveal the dollar range of gran ts it 
makes. Som etimes foundation s provide smaller amounts than the grantee has requested, in 
which cas e the grantees may then have to secure grant s from other foundati ons, or supplement 
the grants wi th revenues from other sources. In fact, when reviewing a proj ect that requires 
am ounts grea ter than the y can offe r, or whic h they do not wish to fund entirely , foundations will 
genera lly examine the proposal for evidence of an organization' s plans and abili ty to raise the 
add ition al funds needed to fully und erwrite the projec t. 
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.
 
As part of their decision-making process, some foundations initiate personal contact with 

prospective grantees by mail, telephone, or visits at the organization's offices or at their own. 
Others may decide without having any contact at all. The presence of professional staff is one 
indicator that a foundation generally desire s some personal contact with an organization during 
its decision-making process . If the foundation is seriously con sidering your request , you can 
expect to meet with one of its representatives to discuss your proposal in greater detail. A foun­
dation staff member may also arrange a "site visit" to gauge in person the capabilities of your 
organization and your staff. 

In many cases, a foundation may receive more qualified requests than it can fund; even the 
most targeted, deserving reque st may be rejected for reasons wholly unrelated to its value, or to 
the merits of the organization submitting it. And as mentioned, a foundation may not even ini­
tially provide the appli cant with an explanation of the rejection; frustrated applicants can write 
or phone to request an expl anation. The answer will help the grantee whose activity does fall 
within the foundation's concerns to deterrnine whether their prospects for receiving support will 
improve in the future. This is part of all fundraising. Don't be discouraged-persevere. 

Deciding Whether To Approach Foundations for Support 

In making this decision, consider these questions: Are you prepared to do the work outlined in 
the following steps? Can you take the time to write proposals and undertake the necessary 
research? If not, are volunteers available who would be willing to undertake these tasks? 

Be honest with yourself when you answer these questions. Success in winning grant s requires 
careful research, thorough program planning, and conscientious approaches to funders . 
Typically understaffed and overworked, nonprofit managers may be tempted to skip certain 
stages in researching and writing a proposal. Unfortunately, there are few ways to cut corners 
without compromising the quality of your work, and it is wise to wait before approaching foun­
dations if you do not have adequate time and resources. 

The good news is that, over time, your skills will develop and expand. You will find that less 
and less time is required to write solid proposals, and that research will come more easily as your 
knowledge grows, as you regularly review foundation annual reports, and as you become more 
aware of their activities through publications and Internet resources. Finally, you will learn to 
resist the temptation of approaching foundations when you discover that your programs do not 
fallsquarely within their interests, or when your minimum budget exceeds their stated maximum 
gift. 

Securing a Foundation Grant 

Step1. Ready Your Organization 
Aspresented in Section 1 of this book, organizations must complete certain tasks to raise fund s 
sUccessfully. These tasks take on added importance when you are approaching foundations for 
SUPPOl1 . The prospective grantee must: (1) have a cJearly articulated vision and mission; (2) be 
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incorporated and granted tax-exempt status by the IRS, or operate under the aegis of a 501(c)(3)
 
organization; (3) have a functioning board of director s; (4) have a program plan; and (5 ) ha ve
 
operating bud gets for the organization and for those programs for whi ch they are seeking sup ­

port. These accomplishments should, of course, preced e any fundrai sing activity .
 

Step 2. Frame Your Needs as Opportunities/or Prospective Foundation Supporters
 
Some foundat ions, particularly those with out staffs, will consider reques ts for gen er al support,
 
but most award gran ts for specific projects and programs. The applicant mu st the refore deter­

min e which of its current or projected efforts might be mo st attrac tive to prospective foundation
 
supporte rs. Think in terms of how your program will advance the work of the foundation in
 
achieving its own sta ted pro gram goals .
 

A succes sful proposal will des cribe in some detail how an organization's activities accom­
pli sh a specific set of objectives that are con sistent with its mis sion. Remember that you need to 
present a funder with more than an idea-even a good idea . You need to present a plan of action 
that describes precisely how you intend to implement that idea. You also need to demon strate 
wh y your organization and program are needed . What soci etal problems or opportuni ties are you 
addres sing? What are the merits of your proposed solutions? Why are you particularly qualified 
to carry out the program for which you are requesting funds? 

By thinking as concre te ly as possible in terms of potential outcomes, you will be better able to 
demonstrate to potential funders the importanc e of your pro gram s. At the same time, you will be 
developing a valuable progr am plan for yo ur or ganiza tion. Use the foll owing worksheet to list 
your current and projected activities that are, or could be , ca ndidates for foundati on funding. 

Worksheet 
Name of Organization:	 _ 

Date : _ 

1. Current Programs and Proj ect s 
a. 
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Step 3: Rank Your Programs for Possible Submission to Foundation Prospects
 
Next identify those programs on your list that may be of most interest to prospective founda­

tions. Develop your own list of criteria to help you make this decision, or adopt the following
 
list.
 

1.	 Compatibility with mission . Is this program consistent with your group's current 
stated vision and mission, or would its undertaking take your organization in a dif­
ferent direction? 

2. Drawn from acknowledged expertise. Does the program flow from your organiza­
tion' s experience and expertise, does it require skill s or personnel not currently 
available from within the organization? 

3. Achievability. If you do secure the needed financial resources, will you be able to 
accomplish the results that you are promising within a reasonable period of time? 

4.	 Topicality . Is the problem or opportunity you are addressing perceived as significant
 
by the public, as evidenced within the last year by media coverage, legislation,
 
speeches by civic leaders , or by some other external indices?
 

5.	 Documentation. Can you document the seriousness of the problem or opportunity
 
addressed by your project?
 

6. Reputation. Are there other nonprofit organizations that have also established a rep­

utation in this area? Are they more credible than your own or less?
 

7.	 Rationale for foundation support. Can you illustrate why foundations, rather than
 
other sources of support, would be the most appropriate for this project?
 

Your answers to the preceding questions will help you decide whether proposals to fund your 
programs are ready to be submitted to foundations or require further development. If the thrust 
and intention of the project do not flow from your mission, a funder may question your proposal. 
If the foundation staffers reading your proposal are not aware of the importance of the issue you 
are addressing, they may not view it with the same urgency that you do, or they may view agen­
cies other than yours as better vehicles to address it. You, the gruntseeker, must consider these 
factors carefully in advance, and addre ss them directly in your written and oral presentations to 
prospective funders. 

Step 4. Research Likely Prospects
 
Onceyou have developed your program(s) and decided that foundations are the most appropri­

atesource of financial support, develop a list of prospects whose interests most closely approxi­

mateyour own . Not long ago, grantseekers would mail out blanket requests for general support
 
to any foundation they had heard about-the shot-in-the-dark approach. This method would
 
occasionally net a grant, but most grant seekers obtained nothing for their efforts and became dis­

couraged in their search for foundation support.
 

The real problem with this broadside approach is that it makes life harder for everyone. Foun­
dation staff must spend substantial time reading and rejecting proposals that never had any 
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chance of success; as a result, more and more foundations are adding to their informational 
materials the dreaded phrase "grants to pre-selected organizations only-unsolicited applica­
tions not accepted ." As Andy Robinson, one of the most successful grantseekers in the environ­
mental movement says, "If you choose to be lazy or greedy by sending out proposals at random, 
you mess things up for everyone." Ellen Furnari, director of the grants program at the Ben and 
Jerry's Foundation, says, "60 to 70 percent of the proposals we receive don't fit our guidelines, 
and 50 percent miss by a wide margin. We respond to all submissions graciously, but it costs 
substantial staff time to reject all the proposals that should not have been sent to us in the first 
place. We try to limit our administrative costs to 10percent of our budget but a lot of our time is 
absorbed in saying 'no'." 

Grantseekers should therefore target recipients of their proposals as precisely as possible. 
This is not to suggest that programs should be tailored to a giv en foundation's interests by dis­
torting them into something they are not; such an effort will not only prove fruitless but will in 
the long run reflect poorly on your organization. How, then, do you use your limited time and 
resources most effectively in identifying the most appropriate foundations? First and foremost, 
do your research. 

Fortunately, the United States has an excellent resource of foundation information: the Foun­
dation Center. The Foundation Center has libraries of resources on all aspects of fundrnising, a 
publishing arm that produces reference works and research guides on foundations, and an excel­
lent Web site (www.fdncenter.org) that, in addition to a wealth of other information, provides 
access to searchable databases of foundation and grant information. The Foundation Center's 
most comprehensive resource is FC Search, the Center's exclusive database of foundation and 
corporate grantmakers in a fully searchable CD-ROM format, It contains data the Center has 
published in its principal reference works: The Foundation Directory; The Foundation Direc­
tory, Part 2; The Foundation Directory Supplement; the Guide to u.s. Foundations, Their 
Trustees, Officers, and Donors; the National Directory of Corporate Giving; and The Founda­
tion Grants Index . FC Search can be purchased from the Foundation Center, or accessed at more 
than two hundred locations around the country. (See Appendix C for a list of these.) 

The FC Search CD-ROM offers grantseekers many search criteria for researching profiles of 
more than fifty thousand U.S . foundations, corporate givers, and community foundations and 
other public charities. It reduces the time needed to target prospective funders from hours, or 
days, to seconds. From FC Search users with Internet access can link directly to the Web sites of 
approximately fifteen hundred grantrnakers. In addition, FC Search includes the names and 
foundation affiliations of more than two hundred thousand trustees, officers, and donors who 
make the funding decisions at these institutions. It also describes some two hundred thousand 
foundation grants reported in recent years. 

Grantseekers and fund raisers of all kinds can visit the Foundation Center's field office librar­
ies in New York, Washington, D.C., Cleveland, Atlanta, or San Francisco, and nearly everyone 
can access all their resources at its cooperating collections a t more than two hundred locations 
throughout the country. In addition, several of their publications are available in the reference 
section of almost any public or university library in the United States. If you aren't located ncar 
one of these facilities, you can accomplish a tremendous amount using the Foundation Center's 
Web s ite (www.fdncenter.org) . 
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Whetherat the Foundation Center, a reference library, or the Center ' s Web site, grantseekers 
may become overwhelmed. Here is a simple way to do research and identify the foundations that 
may be interested in your work. 

Th e easiest reference to star t with is The Foundation Directory, whe ther using the print ver­
sion, the CD-ROM version, or the searchable online ver sion ava ilabl e by subscription from the 
Foundation Center ' s Web site (www.fdnccnter.org ). Look through the inde xes and find the vari­
ous descriptions that most closely match what you are trying to do. Indexes in Foundation 
Directory reference works include foundati on and trustee names, fields of interest (subject 
areas), geographic location, types of support, types of recipient organi zation, and population 
group served. 

Your goal is to narrow the list of foundation s that might be interested in your work by cons id­
ering all the categories wi thin which your program might fall. The Foundat ion Center also pub ­
lishes special ized guid es and, depending on your program area , you may find that the Center has 
done a lot of research for you . A number of Center publications list gra ntmakers and the grants 
they have made in pa rtic ular subject areas. 

Narrow your list of foundations down to fifty, then write to them for a copy of their annual 
report and grant guidelines. Some of these rep orts may be available at a Foundation Center field 
office library or cooperatin g collection, or groups similar to yours may have them. Also, a grow­
ing number of found ations in the United States now ha ve Web sites containing their latest 
inform ation. 

Ho wever you obtain information on a foundat ion , read it care fully . By noting the size of 
grants they make and the type s of organization and program s they fund, you will be able to cut 
your list in half. With your list narrowed down to the best prospects, ask oth er organizatio ns sim­
ilar to yours if they have information on approaching these foundations. Above all else,follow 
the directions provided in the foundation's guidelines . If they ask for a letter of inquiry rust, send 
one-s-do not call. If they suggest calling first, call first-don' t write. If they will not accept a pro­
posal longer than five pages, don 't send six. Don't giv e the foundation an excuse to not read your 
propo sal, and don 't give them a reason to think your gro up cannot even follow si mple directions. 
Seemingly unimportant procedural steps can, if not followed to the letter , pro vide a foundation 
with the basis for rejectin g your proposal without further consideration , 

The follo wing works heet will help you list your prospects. As you identify foundations that 
appear to be good prospects, place them in the app ropriate section of the worksheet. On the basis 
of your information gathering and research, you should be able to assess those programs and 
projects that may be of interest to foundations, and to ide ntify which foundations those might be. 
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Foundation Prospect Worksheet 

Local Foundations 

1. Corrununity Foundation: 

2. Family Foundation s (staffed ; annual report av ailable) 
a. ­
b. 

c. 
d. 

3. Corporate Foundations 
a. 
b. 
c. 
d. 

4. Unstaffed Foundations 
a. 
b. 
c. 
d. 

National Foundations 

5. Large National Foundations (i.e., assets ov er $100,000,000) 
a. 
b. 
c. 
d. 

6. Smaller Foundations 
a. 

_ 

_ 
_ 

_ 
_ 

_ 
_ 

_ 
_ 

_ 
_ 

_ 
_ 
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Step 5. Build Your Knowledge about Foundation Prospects 

I. Subscribe to foundation trade journals, such as Foundation News & Commentary 
magazine (Council on Foundations, 1828 L Street, NW, Washington, D.C. 20036; 
tel: 800-771 -8187 or 202-466-6512; 6 issues per year , $48), and the newsletter of 
your local association of grantmakers, if one exists (check the Council's Web site 
for links to the various regional associat ions of grantrnakers) . 

2.	 Read your major local newspaper regularly for news about foundations grants . 

3. Network with other nonprofits seeking support from foundations. 

4. Seek advice from receptive foundation representatives. 

5.	 Subscribe to The Chronicle ofPhilanthropy and read their "New Grants" feature as 
well as their "Deadlines," which announces proposal deadlines (The Chronicle of 
Philanthropy, 1255 23rd Street, NW, Washington, D.C. 20037; tel: 800-728-2819; 
24 issues per year, $67.50; available for subscription on-line) . 

6. Examine the files at your local Foundation Center collection regularly for new infor­
mation. Read their free electronic weekly newsletter Philanthropy News Digest at 
their Web site (www.fdncenter.org) or subscribe to the free e-mail edition. 

7. Visit the many Web sites that provide comprehensive information about foundations 
and grantseeking. (See the Additional Resources section of this chapter for addresses.) 

Step 6. Make the Approach
 
Once you have prepared a proposal, you may be tempted to submit it without considering the fol­

lowing points . Don't.
 

I. Know thy funder. Be sure you have reviewed all the materials the foundation has 
published on its grantmaking policies, including brochures, annual reports, grant 
guidelines, etc . (see the samples that follow). Before applying, be absolutely clear 
on why the foundation should be interested in your project. 

2. Check your organization's files to see if anyone associated with your group has been
 
in touch with the foundation; you should be aware of any such exchanges.
 

3. Check if you have any personal contacts with the found ation. Do any members of 
your staff or board know a member of the foundation 's staff, or, if the foundation is 
unstaffed, a member of its board of directors? A pre-existing personal contact might 
help pave the way for your proposal. 

In approaching prospective foundation supporters, you must follow the application proce­
dures they have outlined in their printed materials. Your goal is clear: to make the most persua­
sive presentation possible of your project. Ideally, you'd like the opportunity to do that in 
person. Your first contact will most likely be made by sending a letter in which you tell why you 
areapproaching the foundation and outline the general thrust of your project as it relates to the 
fOundation's stated interests. The letter should always include a sign-off such as, "We would 
welcome the opportunity to meet with you in person to discuss this proje ct in greater detail, and 
to answer any questions that you might have ." 
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I: 
Corporate Foundation Profile 

The MONY Foundation, New York, NY 

General Foundation Guidelines
 
Backgroun d And Philosophy
 

About The Company 
MONY Life Insuran ce Company (M ONY), chartered in 1842 and now kno wn as the 
MONY Group, was one of the first compan ies in America to se ll life insurance to the ge n­
era l public, and within its sec ond week of ope ratio n, also the first to insure wom en and 
members of the armed forces in this country. MONY has since become a lead ing pro vider 
o f insuranc e and retirement program s to indi vidu als and companies, wh ile continuing to 
demon str ate a strong commi tme nt to soc ial responsibility. As an insurer, investor, and 
employer, MONY believe s tha t the health of and future of the Company are directl y 
rela ted to the health and future of the communities it serves. As a co ncerne d corporate cit i­
zen, MONY regard s its phil anthropic and business endeavors as valu abl e investments in 
the development of those co mmunities . 

About The Foundation 
The MO NY Foundation see ks to apply available resources in specific, well-defined areas 
of the phil anthropic community. At present, our philanthropic efforts are con centrated at 
MONY' s Home Office in New York Ci ty, and in Syracuse , NY. In add ition , the MONY 
Foundation partners with MONY' s sales offices nation-wide . 

MONY 's Foundation resour ces are targeted towards innovati ve, need respon sive pro­
jects and programs wi thin our priority areas offunding. Each si te has str ategic funding pri­
orities , wh ich seek to address the specific need s of the co mmunities where they arc 
located . Foundation and site contri butions staff assess and refine principal areas of giving 
on an annual basis, emphas izing specific programs as oppose d to genera l support grants. 

Grant Application Requirements/Guidelines 
Th e MONY Foundation accepts the "New YorklNew Jers ey Area Common Application 
Form." Alternati vely, the MO NY Foundation will consider grant applica tions that include 
a brief cover letter (I page), and a concise proposal (4-6 pages) pro viding the information 
specified below. Le gible copies of the (mo st recent) documentation list ed below are 
requ ired for all applica tions. 
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Organization 

• Name and address of organization 

• Contact person, title, and telephone numb er 

• Historylbackground and mission of organi zation 

• Geographic area served by organi zation 

• Target population served by the organization 

Syracuse, New York Contributions Program
 
"The Essential Needs ofChildren & Teens at Risk"
 

MONY's community leadership is well established, and the commitment to support the 
area' s vital needs continues. Consequently, to address concerns impacting our youth, 
MONY's primary focus at its Syracuse, NY site is The Essential Needs of Children & 
Teens at Risk . 

Our community is challenged to meet the ongoing and evolving needs of our children 
and our teenagers-safe , nurturing facilities providing centralized programs for children 
at risk and for their families; initiatives that impact stress or dysfunction resulting from 
difficulty of balancing job and family; structured programs that impact a child ' s develop­
ment (self- esteem, skills building, and prevention related projects); and coordination of 
services that respond to the urgent needs of pregnant and other "at risk" teens. 

MONY will consider grants to well-managed organizations that address the needs of 
ch.i ldren and teens at risk . Funding preferences include, but are not limited to: 

• Programs which could result in systematic change-enhancing linkages, 
removing barriers to services, and increasing resources through 
volunteerism and/or collaboration; 

• Pilot projects based on identification of unmet needs; 

• Interventions directed at preventing or shortening a crisis situation . 

To round out our concern for the quality of life in this community, limited financial, 
personnel, and in-kind support will be given to other volunteer-civic-health related efforts. 

Grants will be made two times a year (May/June and OctoberfNovember) to agencies 
that serve the greater Syracuse area . We prefer not to acknowledge multiple-year grant 
requests . 
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General Foundation Profile 

Guidelines for the Fuller Foundation, Inc. 

Mission Statement 
The Fuller Foundation, Inc. is a family foundation, inspired by its forward-thinking 
founder, Alvan T. Fuller. Our purpose is to support non -profit agencies which improve the 
quality of life for people, animals and the environment. The Foundation also funds the 
Fuller Foundation of New Hampshire which supports horticultural and educational pro­
grams for the public at Fuller Gardens. Our geographic focus area is predominately the 
Boston area and the immediate seacoast area of New Hampshire. Through our grants we 
strive to effect change, make an impact on our community, and inspire good deeds. 

General Guidelines For Focus Areas: 

1. No Capital Projects will be considered unless, in the opinion of the Trustees, the 
Foundation gift will have a significant impact. 

2.	 Proposals for these grants must folluw all current "Application Procedures" as 
outlined in The Fuller Foundation. Inc. Guidelines. 

3. Any Grant submitted that is incomplete will not be considered. 

4. The Fuller Foundation does not award grants to individuals. 

5. Faxed grant requests will not be accepted . 

Youth at Risk 
In funding Youth at Risk The Fuller Foundation, Inc . seeks proposals from qualified agen­
cies that involve youth 18 and under, predominately at or below the poverty line, in pro ­
grams that will : 

• Help prevent youth from experiencing the detrimental effects caused by 
the use of alcohol, tobacco and drugs through the early education of youth 
and parents. 

• Challenge and empower youth at risk through peer leadership, outdoor 
adventure education programs, and alternative educational experiences. 
We fund programs whieh help youth reach their potential and to lead pro­
ductive lives. The Foundation favors programs that are year-round, or 
summer programs which re-enforce values and skills that are learned dur­
ing the school year. 

Wildlife. Endangered Species-Their Environment, and Animals Helping People 
In funding Wildlife, Endangered Species-Thcir Environment, and Animals Hel ping 
People, The Fuller Foundation, Inc. seeks proposals from qualified agencies that will: 
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• Educate the public on wildlife and the adverse affect s of encroachment on 
their habitat. 

• Support shelters, animal hospit als, animal habitats, and pro grams that 
insure a healthy wildlife popul ation. 

• Protect endang ered species, their environme nt and habitat from extinction 
or unnecessary human encroachment. 

• Support programs which improve people's lives by interact ion with
 
animals .
 

The Arts 
In funding the Arts , The Fuller Foundation seeks proposals from qualified agencies that 
carry on the life interests of Alvan T. and Viol a D . Fuller in this area. The Foundation 
expects its grants to encourage , through the agencies, "hands-on" and parti cip ato ry collab­
orations between established cullural inst itutions, artists and communities. 

Spe cifi c program interest s include: 

• Art for viewing and listening 

• Art education in scho ol 

• Art and performing arts festivals 

• Art (murals & sculpture) that beautifies or insp ires a community 

• Programs that bring symphony, opera and theatre to the community 

• Adult and/or children' s museum education pro grams 

Please note that Th e Fuller Foundation, Inc. also wants to support "new" and "seed" 
organizations who do not have a finan cial history. However, we shall require that these 
organizations have a sound business plan with an act ive, cont ributing Board of Directors. 
We shall require that any agency "start-up" program, or those programs with a "history," 
have a financial plan for sustaining thei r mis sion and building the ir funding base that does 
not continuously rely on Fuller Foundation support. 

Application Procedures For The Fuller Foundation, Inc. 
With your grant submission we require the following: 

• A brief history of the organizati on ' s origins and its CU1Tent programs 

• A copy of the IRS letter of Tax Exempt Status 501 (c)( 3) 

• A narrati ve which describ es: 
-goals and objectives of the program/project, organization or capital campaign 
-how it will measure succe ss both short tenn and long term 
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-the evaluation process you will use 
- how the funding of this program/project will change existing conditions and 

benefit the constituency it serves 

Please Note: The Foundation will require a commitment from the applying organization 
to provide an "update" on its grant on or before the anniversary date of the grant. 

• A list of Board of Directors. Agencies we fund must have representatives 
of the community they serve on the Board of Directors (please note who 
meets this qualification) . 

• Board approved budgets: 
-Organization Operational Budget for all operations 
-ProgramJProject Budget for the project in question for the fiscal year, and the 

percentage of project budget that is being requested in this proposal 

• List of grants from	 other Foundations or Corporations and specifying the 
dollar amounts committed, pending, or requested for this project 

• Year-to-date Financial Statement for the current fiscal year 

• Independent Audit Report (if required by law) or an Accounts Review 

Recent Grants Of The Fuller Foundation, Inc. 

Partial List of Organizations Funded 

New Hampshire Theater Project Rockingham Community Action 
Sexual Assault Support Services Community Education Center 
Women's Educational & Industrial Seacoast Big Brother & Big Sis ter 

Union Daniel Webster Council, Inc. , 
World Musie Boy Scouts of America 
The Portsmouth Music Hall Boston Freedom Summer 
Boston Public Schools Special Bell Foundation 

Technology Resource Center Cambridge YWCA 
Family Services of Greater Boston STRIVE 
Pinewood Acres Hampton Pre-Court Diversion Program 
Voices of Love & Freedom Freedom from Chemical Dep endence 
Big Sister Assoc . of Greater Boston The Center for Wildlife 
Morgan Memorial - Goodwill Industries New Hampshire SPCA 
Hampton Academy Junior High School The Great Bear Foundation 
City Year 
Thompson Island Outward Bound 

Educational Center 
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Grant Proposals are reviewed two times a year. 

Submission Deadline Tmstee Meeting 
January 15 May 
l une 15 October 

Please submit proposals to: Questi ons please conta ct: 
John T. Bottomley P.K. Erickson 
Executive Dire ctor Program Administrator 
The Fuller Foundation, Inc. 
P.O. Box 461 
Rye Beach, NH 03871 

Fuller Foundation Trustees James D. Henderson, II 
Mindy Fuller Bocko Susanne Fuller MacDonald 
Stephen D. Bottomley John C. Pierce 
Ann Fuller Donovan Melinda vanden Heuvcl 
Peter D. Fuller John Bottomley 
Peter D. Fuller, Jr. 

Source: From the Fuller Foundation Web site: http ://www.agmconncct.Llfg/fullerl .html 

If the foundation requests a full proposal as a result of your initial inquiry, persist in trying to 
arrange a meeting. Will that come to pass? Will you be able to arrange a meeting with the execu­
tive director or a program officer of the foundation? The answer will depend on the volume of 
requests for such meetings the foundation staff receives. But if you are fortunate enough to have 
the opportunity to meet a foundation representative in person, be sure to bring along one of your 
board officers, as well as your project or executive director to present your case . During that 
meeting, listen carefully to any concerns or questions the foundation representative may raise, 
and be sure to address them fully in your proposal or in a follow-up letter. 

Aproposal is akinto a passport to another country. It is the document required to get past the door 
ofa foundation to receive a hearing. But submitting a proposal does not automatically lead to a meet­
ing with the foundation representative, or to money in hand. For guidelines on proposal preparation, 
reviewthe Proposal Design Chart and the Major Components of a Proposal, both below. Also below 
arethecover letter and title page of a sample proposal included in The Foundation Center's Guide to 
Proposal Writing. 

In the heat of writing letters of inquiry and proposals, be sure to keep in mind one important, 
simple truth: foundations fund people, not paper. The ability to state your ideas clearly and suc­
cinctly is vitally important, but a wise program officer know s that words alone are insuffi cient; 
good,talented people are needed to transform ideas into successful projects . Bear this in mind as 
you allocate your time to the various phases of grant smanship. 

The following chart provides only one example in each propo sal category. There might, in 
fact, be several procedures or evaluation strategies for this same objective. A complete chart, 
inclUding all major items in a proposal, could be several pages long . 
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