Finding funding for out of the box ideas

Workshop, Canadian Youth Workers Conference
Toronto, December 7, 2008

Introductions (10 min)
Intro self

Have each person intro themselves and organization name

Notes for workshop are available at http://www.bridgewayfoundation.ca/presentations
Who is Bridgeway and what do we do? (10 min)
What is Bridgeway Foundation?
· Stewards not owners

· Spark innovation

· Build capacity

· Learn and serve at the margins

Describe criteria for our partnerships
· Canadian charity

· Min $250k revenue
· Min FT employee

· Margins

· Not annual support

· Open Houses – see website for dates
· Concept paper before we talk

Context (20 min)
Who here has a project they want funding for?  

Give us your elevator speech.
Total cost?
What are your project goals?

Obstacles (20 min)
What are some of the obstacles you’ve faced to obtaining funding?

[List obstacles.]

Let’s start with feelings about fundraising:  fear, shame, embarrassment, timidity

How do you approach fundraising?  Are you paralyzed?  Why?

Fundraising as a call to conversion

Be converted from old frameworks, stale assumptions, false interpretations
Be converted from operating in crisis mode
Be converted from fear, paralysis, intimidation
A call to seven conversions:

(1) From transaction to transformation

a. Story: Do you cry when your banker visits you?  Legacy Kitchens involvement in microfinance led to an insight trip with Opportunity International – relationship and transformation for staff, transformation for employees of OI, transformation for clients
b. Fundraiser not beggar – beggars don’t offer anything back except reduction of guilt
c. Donor not ATM machine

d. Recognition that fundraising is not material work, but spiritual/relational work

e. “I will take your money and invest it in this vision only if it is good for your spiritual journey, only if it is good for your spiritual health.”  Nouwen, Spirituality of Fundraising, p5.
(2) From self-sufficiency to interdependence

a. There’s a reason you don’t have the funds you need to implement your project – we need each other – you need others to stand with you in your work

b. We are not meant to be isolated but connected – partnerships around your project lead to community
c. Story: Jacob and Lily

(3) From impoverishment to enrichment

a. We frequently have a poverty mindset, attitude of scarcity
b. But resources are plentiful
c. There are people out there who would love to partner with you in your vision

d. The are multiple ways to share resources – not just money

i. Eg. Ratanak and ICC share office space

ii. Eg. WVC hosting events, sponsoring Cdn capacity building
e. “God will generously provide all you need. Then you will always have everything you need and plenty left over to share with others.” 2 Cor 9:8

(4) From urgent crisis to premeditated plan

a. Story: Darian came to me several years ago with an urgent request to fund canadafire; but needed a written plan, a coherent strategy; coins the term “bridgeway-size” your plan – take a step back and a deep breath, and plan your projects
(5) From grasping for money to generosity with money
a. What is your relationship with money?

b. How do you talk about it?

c. Do you give?

d. How do you spend?  As if it will run out tomorrow, or do you clutch it and resist spending?

e. Does (having, not having) money affect your self-esteem?  Why?

f. Are you jealous, insecure, angry, suspicious?  Each of these inner attitudes will impact how you deal with money.  Facing root attitudes and dealing with them is essential; donors often can read underlying motivations
(6) From rich-poor divisions to all poor/all rich

a. Do you demonstrate love those who have wealth as well as those who have little?
b. Wealthy are often poor

i. Relational poverty, spiritual poverty, poverty of experience
c. Story of Greg Paul and Matthias at Sanctuary

d. “You won’t become poorer, you will become richer by giving.”  Nouwen, SOF, p5.

(7) From fear to joy

a. Fear constricts, impedes, paralyzes

b. Perfect love casts out fear

c. My friends that say: “I love fundraising”

i. Scott, Doris, Paula, Greg

Fundraising is about transformation, interdependence, enrichment, planning, generosity, unity, and joy.
Do you have questions about how to understand fundraising before we talk about the nuts-and-bolts?

Steps to advancement
(1) Channel your passion

a. Be confident

i. Know that your out-of-the-box idea is better than a run-of-the-mill idea

b. Articulate

i. Verbally

1. 30 second elevator speech

ii. In writing

(2) Develop a workable plan
a. Determine the costs and the timeline
i. Allow room for contingencies
1. Example: Project in Indonesia – lengthen timeline to allow for delays
b. Be reasonable
i. Make sure you have people with ‘sober second thought’ to review and critique your project before you present plan to potential donors

1. Example: An art show that dreamed too big
c. Know your risks and obstacles
i. Take steps to manage risk

d. Define your desired outputs, outcomes and impact
i. Example: Lemons

1. Output: Lemonade

2. Outcome: Thirst quenched

3. Impact: Benefit from citrus

ii. Example: Youths deliver coats to homeless

1. Output: 10 coats delivered

2. Outcome: 10 homeless people survive winter

3. Impact: Homeless people not as isolated, part of community that cares, compassionate social fabric

4. Another impact: Hearts of compassion developed in youths

iii. Impact may come years later
e. Measure it!

i. Quantify, define, label
f. Research possible partners

i. Who is a likely partner?

ii. What motivates them?

iii. What value would they provide?
iv. Know your organizational history with the potential partner

1. Example: a street hockey pad and a basketball court
(3) Be strategic
a. Your project must flow out of your strategic vision for your group and accomplish your mission statement

b. Avoid band-aid solutions
c. Can your project be leveraged? 

i. Eg. 

d. Can your project be duplicated?  

i. Eg. Refugee settlement toolbox

e. Can your project expand through partnerships?

i. Eg. This conference
(4) You need a community to surround your project
a. This is not about you
b. Group-owned vision
c. Donors, volunteers, boards, advisory groups, staff

d. Other organizations

e. You need their input, advice, help, money
f. Find and name champions
g. Start strong by leveraging initial support – find core donors
(5) Ask

a. For what?

i. To invest

ii. To participate

iii. To empower

iv. For specific amount

v. For specific involvement
b. Who?

i. Circles of relationship
c. Be challenging

d. Listen
e. View “no” as a positive 

i. Ask why

ii. Example: A new organization proposed a project which I declined – encouraged him to get basics in place – his org eventually earned our funding
f. Create value-added impetus for partnering

i. Matching grants, challenge grants, etc.

ii. Eg. Every coat donated will be matched by a core donor
(6) Implement project

a. Write down stories of success as they happen
b. Photos, blog, etc

(7) Thank partners
a. For specific ways they contributed to your success

b. Be creative in how you thank

c. Thanking donor is first step to future proposal
d. No plaques!

e. Should not be expensive

i. Eg. Letters from Cubans

ii. Eg. Decorated bottle from Colombian youths

iii. Eg. Personally chosen book
(8) Report back on progress

a. Not just at end of project, but midstream
b. Not just verbally, but in writing, with photos/video, visits

c. Measure your progress against stated objectives

d. View reporting template on our site as an example

(9) Evaluate, learn, and celebrate

a. Invite donor to reflect with you on success of project

b. Create and sustain a feedback loop

c. Debrief as a team

d. Celebrate as a team

e. Incorporate lessons learned into next project

Steps to advancement:  channel your passion, develop a plan, be strategic, invite partners, ask, implement, thank, report, and evaluate.
Questions?
End with my story of ‘the best grant we never funded’.  Give copies of Henri Nouwen’s The Spirituality of Fundraising.
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