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Steps

Before you write a single word
1. Determined your chapter’s need
2. Collect facts, figures and stories 
3. Research funding opportunities

 

 

1. Communicate with your other members about what’s needed; ask the treasurer to help you 
come up with a budget and a funding plan; keep your president in the loop on any and all grants 
that you’re writing. 
2. You’re selling yourself, and the best way to sell yourself is to have supporting information that 
drives home the importance of your organization. A touching story is always a good way to 
engage others. 
3. Where do you go to get the funding? There are resources out there. Now, it’s time to locate 
them. 
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N
E

E
DFoundations typically won’t fund:

1. Individuals, religious organizations, other non-charitable entities
2. Event sponsorships, campaigns (building and capital aren’t popular)
3. Anything they don’t want to

Foundations like:
1. Innovative programming 
2. Sustainable nonprofits
3. Community impact

Sure-Fire Funding:
1. Ask members for connections
2. Connect with other fundraisers
3. Connect with other service orgs

 

 

1. There is power in having 501c3 status—it opens the door to being able to solicit funding from 
foundations and corporations. Most clubs identify as a 501c7—there’s tax benefit there, but 
some don’t have the ability to fundraise as easily.   
2. For some reason, capital campaigns and overhead cost are things that don’t get donors 
excited. Even though they’re the most important and sought after funding, the support isn’t out 
there like it should be. 
3. Sure-fire funding: I’m a member of the Association of Fundraising Professionals. My local 
chapter meetings have made it possible for me to meet and interact with others. Collaborative 
support is a wonderful benefit. 
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What’s your EIN number?
What’s your mission statement?
What year did your chapter charter?
Do you have the IRS Determination Letter?

How will you spend the grant?
How many lives have you changed?
Do you have a story of impact/relevance?
How have/will you change the community?

knowyour roots

 

 

These are questions that are generally asked. The top set are easier to answer. The bottom set 
of questions require more thinking. All are essential when demonstrating why someone should 
fund your chapter.  
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In most cases, granters require a: 
 cover letter
 brief history of the organization
 problem statement/need description
 audience/level of impact
 timeline 
 budget
 supporting materials

What do they want

 

 

Please see the grant writing guide. There are examples that help demonstrate what these 
documents look like. 
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http://nccsweb.urban.org/PubApps/search.php

 

 

1. This link will take you directly to the search application. 
2. If you go to the home link—http://nccsweb.urban.org, you’ll then need to click on “Search 
Active Organizations,” found under “Search for Specific Organizations.” This will also take you to 
the search feature. 
3. When searching for a potential donor, all you need to do is fill in your location. I would also 
recommend selecting “Private Foundations” as your “Organization Type.”  
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a 990 pro
becoming

Navigating the NCCS website
 “Search Active Organizations”

 Enter city and state
 Use Foundations as org type

 FIRST! Look at page 10, line 2: Are unsolicited requests accepted? 
 NEXT! Look at page 5, line 13: Is there a website?
 THEN! Look at page 1, line 25 to see their contributions for the year.
 WAIT! Look near the bottom for a breakdown of gifts.
 HEY! That might also include directions in the 990.

 

 

1. Don’t be overwhelmed! It takes some practice to get used to looking at a 990. Before wasting 
your time, look to see if the foundation accepts unsolicited requests. Some of them only fund 
those who have been invited to apply. Without that permission, they will not consider your 
chapter. 
2. If there’s a website, it may offer some helpful information to consider when applying. 
3. When looking at their contributions for the year as well as a breakdown of their giving 
history, it can help demonstrate a realistic amount that you should request. If the foundation’s 
general gift amount is $2,000, don’t ask for $10,000. 
4. If they do not have a website, they might give directions on how to apply on the 990. If not, 
prepare a letter of intent. This letter will request more information from the organization about 
applying for funding. There is an example in the grant writing manual. If a phone number has 
been provided, consider calling to introduce yourself. If this is not desired, the 990 will say so. 
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Writing
Right!

Follow directions:
• Stick to the word/page limit
• Stick to the requested content
• Stick to the deadline

“Please tell the grant 
committee in no 
more than two pages 
about the support 
your community will 
provide for your 
project if your 
proposal is granted 
the requested funds.”

 

 

Follow the directions! Let them know that you took the time to read their request. You may 
have a general grant that can be used for most requests. In the box above, however, this grantor 
deviated from the typical guideline. They are asking for a very particular piece of information. 
Again, follow the directions. 
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focus
the reader

Keep paragraphs short and sentences neat

Use key words/phrases (bold or italicize them for emphasis)

Use headings and subheadings

 

 

See an example within the grant writing manual as well as the AMBUCS website. This format 
makes it easier for readers to follow. It also makes it easier to see that you have included all of 
the required information. 
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Picture
This!

 

 

It used to be questionable if it was okay to include photos. I don’t know why? The truth has 
always been that a picture is worth a thousand words. Not only does it grab attention, it helps 
demonstrate what you’re describing. What in the world is an Amtryke?! 
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Facts
Figures

& According to a national survey, 98% of parents 
agree - the Amtryke has made a positive impact 
on their child’s life.

heart

As Ellie was fitted to an Amtryke, her mom 
grabbed a chapter member by the arm and said, “I 
am so nervous, what if she can’t ride, what if this is 
one more thing I have to explain to my child that 
she can’t do?”

With that, Ellie started to pedal the tryke. Tears 
began to run down Mom’s face. Now, instead of 
being pushed through the halls of school in a 
wheelchair, Ellie rides her Amtryke. It is included 
in Ellie’s Individualized Education Plan and is part 
of every school day.

 

 

There are two types of donors—those who are motivated by results and those who are 
motivated by emotion. Why not find a way to give them both within your request? 
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Speak their language

Present information 
in threes

Speak their language Align your needs
with their priorities

 

 

1. When a board or committee sits down to look at your proposal, they’re going to sit down 
with a checklist. Make it easy for them to identify if you meet the requirements. “With support 
from local and national funders and consultants, the Community Foundation engages youth in 
philanthropy, as grantmakers, grantseekers, and participants in youth-led projects.” With this 
request, I would be sure to use words like “philanthropy,” “youth,” “projects.” 
2. Like the community foundation, we also value continuing education for students in the 
medical field. To date, the Scholarship Program has given more than $8 million to studying 
physical, occupational and speech therapists. This helps show a similarity between the two 
organizations. 
3. The number three registers as easy to remember: There’s a reason why people remember 
things like: “Life, liberty and the pursuit of happiness” “red, white and blue.” Why not try: “The 
Amtryke improves the areas of health, mobility and socialization.” 
 
 

 


