
Main Takeaways from Today:  
 
1. Never submit a grant unless you have 25% or more already committed (internal unrestricted 
funds). 
2. Rule of thumb in large development projects: never announce your project until 80% of the 
funding has been committed. 
3. When you are good at something, continue doing it.  If you are not good at it, now is not the 
time to learn (unless you are bringing on a new team member to do it). 
4. It isn’t about how much money you have- it’s about how you use the money and if it aligns 
with your values. 
-> Development work involved aligning your personal funding values with your professional 
values. 
5. Best place to find new opportunities: look at your competitors for inspiration. 
6. Storytelling is both an art and a tool.  
7. Actually read the application for a grant: and if you don’t meet all the requirements, don’t 
bother writing it. 
8. Never partner with someone you don’t like or don’t trust, no matter how much money. 
9. Never apologize for receiving financial support.  
10. It is not your fault if a funder or donor says no.  
11. Emotional messages have a memory making capacity, and will help you stand out.  
-> On average, you must reach out 8 times before they remember who you are- but don’t send 
the same 8 messages. 
12. Unrestricted funds have value beyond monetary- they give your organization freedom.  
13. There is always an exchange – meet the needs of your funders without compromising your 
values.  
14. NEVER tell a funder they are the first to engage with a project.  
15. You never know who your champions will be – welcome and celebrate every dollar and 
effort. 
16. Be informed on who your audience is – demographics (age, gender, background, etc) will 
affect a message is received. Consider holding a focus group where you ask for opinions, not 
money. People will feel involved and valued. 
-> Ask the “decision makers” to be direct. Who can actually make the choice? Eg, asking your 
local bank for 500$ is made at that level, but higher amounts will go to a different leadership 
team.  
17. Say thank you. Be genuine.  
18. Be conscious of your branding – show people what you do. Eg, children’s art, your logo, 
testimony from the people you serve. But don’t exploit this valuable info. 
19. Diversify the team; you need an asker, you need a persuader… 
20. Scale the ask. Make your argument relevant, local, actionable, and persuasive. 
21. Get for feedback from your applications.  
-> acknowledge your failures and learning. 
22. Ask! 
 
 


