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A Brad’s Eye View – of Grant Writing
(This monograph originally appeared in AdministratorÕs Voice)

by Bradford H. Lewis,  ACSW - Great Strides Therapeutic Riding, Inc.

This monograph will examine three processes for successful grantwriting. The first will be the
Grantwriting Cycle, or the steps in the process to guide you in your quest for funding. Second
will be Writing the Proposal, or what to include when you actually ask for the resources. Third
will be Finding Funders Who Match Your Needs. LetÕs start right in, shall we?

I. The Grantwriting Cycle

Okay, so youÕve found a community foundation, local corporation or other charity to approach
for funding for your therapeutic riding program. Now what? Time to write a grant!

The grant proposal is a major tool of fundraising for many nonprofit agencies. While there is
some variation between funding sources, the basic elements are similar, if not identical, for most.
Those who can master the basics, follow directions, and present what they do in a clear and
straightforward manner will succeed. (This is not brain surgery; itÕs a skill to be learned like
mounting a horse.)

That said, grant writing is often portrayed as a cycle. There are steps that most grant writers
follow, once theyÕve identified a potential funding source. They are:

1. Brainstorming
2. Matching your priorities (with those of the funder)
3. Planning the proposal
4. Writing the proposal
5. Internal review
6. Submit the proposal

LetÕs take them in order, shall we? First will be the general description, then the steps to follow.

1. Brainstorming Ð (Description) This oneÕs easy, isnÕt it? We can all think of things that
weÕd like funding for Ð perhaps a staff person, client subsidy, or a saddle that fits the new co-
therapist (of the four-legged variety)

• (Steps) Gather your program staff (even if itÕs just you) and perhaps a few others most
familiar with your program (a volunteer, a board member, or another ally.) Remembering
the rules of brainstorming, write a shopping list of things that would benefit your
program and clients.

(Rules of Brainstorming Ð nothing is rejected, all suggestions are welcome.)

• Once youÕre out of ideas for possible funding requests, prioritize your list starting with
the most urgent needs and ending with the Òthat would be niceÓ items on your list. This
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would be the time that you could drop items that are clearly not possible given your
current timeframe. (For example, if youÕre planning for the coming year and have just
started operations and have a fairly tight cash flow, you might not be anxious to get 5
horses donated, just yet!)

2. Matching your priorities

Now, we get to choose just one or two needs to ÒpitchÓ to the local funding source. At this stage
you have to compare your prioritized needs with the priorities outlined by the funder or funders
youÕve identified. If your number one priority is saddles for your horse, but the Community
Foundation youÕre planning to apply to specifically says: ÒNO EquipmentÓ in their guidelines,
youÕll want to go to a lower priority that fits their guidelines, or find a different funder that meets
your needs. Perhaps your next priority was staffing and they will pay staff time for programs
working with people with disabilities. Aha, youÕre in business!

• Balancing your priorities with the funding sourceÕs guidelines, choose an item or two to
focus on. Be prepared to state why this is a need for your organization with a ÒNeed
StatementÓ or ÒProblem StatementÓ that clearly shows what youÕre asking for and why.

3. Planning the proposal

The next step is to fill out the following chart. If you can fill in the blanks, you can be succinct
and focused in your request.

Goal
(Example)

Objective Activities Measurement WhoÕs
Responsible

Target
Date

A. To
increase
revenue.

A1. Write 5
grant
applications to
funders to
request up to
$150,000

A1. Search
State funders
guide for 10
appropriate
opportunities
.

A1. 5 finished
grants sent to
potential
funders, with
$150,000
raised

A1. Chair of
Development
Committee

A1.
12/1/01

Your turn:
Broad
purpose

Specific and
measurable
outcome

Steps to get
to the
objective

What it looks
like when the
objective is
reached

Who does it By
when

• Plan your work and work your plan. (Expressions like that get to be Òold sawsÓ because
they work, usually!) The biggest mistake most people make in grant writing is to set a
goal (hire staff) with a different objective (raise $5,000) that doesnÕt match the activities
(solicit equipment from vendors) with no measurement, no one to do it and/or no time
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frame. While most applicants get some of it right, many get parts of this wrong. This
chart will help you organize your thinking and present it in a succinct, clear manner.

4. Writing the proposal

In the next article, weÕll examine how you can write your best proposal to the funder. In the
meantime, there are some general steps to follow to write a good grant application.

• Like your old term papers, 1) tell them what youÕre going to tell them, 2) tell them, then
3) tell them you told them.

• Follow directions Ð get the funderÕs guidelines and follow them to the letter.

5. Internal review, or the ÒMom TestÓ

Once the document is done, itÕs a good idea to have someone read it who is sympathetic to what
you do, but may not totally understand it, (like Mom!)

• Have someone else read the proposal. You may know what you mean, but if the
uneducated reader/reviewer doesnÕt, itÕs points off your total.

• Ask them to look for anything that is confusing, such as jargon or unclear sections.

6. Submit the proposal

Make sure that youÕve included all the pieces that the funder requires, in the order they request
and that the signatures are in place. (Did they ask for 1 original, or 3?) Always send grants with
some form of signature required on delivery. That document can mean all the difference between
being funded or not. If you deliver it, get a receipt that shows the time you delivered it with a
legible signature.

• Submit on time Ð proposals that arrive late (even 10 minutes!) can mean all that work was
wasted.

• Thank the funder Ð whether you got it or not. If you didnÕt receive funding contact them
to ask why, so you can write a better one, next time.

Once you have submitted the proposal, you wait to hear from the funder about your application.
You may or may not receive the funding Ð itÕs often a numbers game. If funded, you spend the
money, as proposed, evaluate your program and brainstorm for the next one.

II. Writing the Proposal

Most funders request similar basic information in a proposal. They also will request information
that is specific to their guidelines.  By taking time to write some of the basic sections in advance,
you will be part way to your goal when you sit down to respond to the individual guidelines of a
specific funder. These basic sections are sometimes referred to as ÒboilerplateÓ or ÒstandardÓ
sections, because they will go in most proposals, in one form or another. Since funders usually
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have deadlines it will help you get the grant in on time if youÕre not writing everything from
scratch.

Of course, not all sections will be able to be written ahead of time, but sections like Needs &
Assets Assessment, Organizational Capacity and some of the appendices lend themselves to pre-
planning. Below is a sample of the various sections frequently seen in a completed proposal.

Grant Outline

A. Executive Summary/Abstract - What is the plan, in short?
B. Needs & Assets Assessment - What do you need and what do you have?
C. Goals and Objectives - Where are you going and what steps will you take?
D. Methodology - How will you do it?
E. Evaluation Plan - How will you measure it?
F. Organizational Capacity - What is your ability to implement this plan?
G. Budget - How will you spend the funds?
H. Appendices - What else will help your case?

LetÕs take these in order and outline a general approach to get you started.

A. Executive Summary/Abstract
 
 HereÕs a flash Ð Do This Last! Why? It should be a brief summary that gives the funder an idea
of how much youÕre requesting and what your program plans to accomplish.  This may change
while youÕre writing and revising and you want to make sure to hit all the highlights.
 
 What does the funder do with this?  First, it gives them an idea of what youÕre planning to
accomplish. It sets the tone for your proposal and shows them the Òbig picture.Ó Also, once
theyÕve reviewed the proposal and (we hope) decided to recommend it, the abstract reminds
them what youÕre planning to do so they can discuss your proposal intelligently with a brief scan
of the abstract. This comes in handy when they compare all the proposals in meetings with
decision-makers. Lastly, once theyÕve funded you, it helps them to write short summaries of the
funded proposals for their board, or other constituencies that they report to Ð including the
community.
 
 As you can see, if pays to be brief, compelling, and complete in this section. But wait until you
know what your grant proposal says, so youÕll get it all in and not have to do this section twice.
 
 That was easy, eh? WhatÕs next?
 
B. Needs & Assets Assessment

This is the section where you just explain the need for funding, right?  Half-halt Ð half right! It is
important to show that you have determined that you are applying for something that is really
needed, and meets their guidelines.  However, you may also want to show that you are taking
other steps to provide for your program and arenÕt putting all your eggs in one basket Ð theirs!
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So, first things first, how did you determine that this is a need? LetÕs say youÕre asking for
program funding to serve people with Cerebral Palsy, or Autism, or some other disability in your
area. It will help to provide some statistics that show that this is a serious need in your
community. It also helps if you can show that your area is more needy than other areas.

One way to approach this might be a paragraph like the following: (LetÕs say we work for Boo
McDaniel, in New Hampshire. Keep in mind that this is a totally fictitious example constructed
for this article.)

Pony Farm has determined that an underserved population in Temple, NH is children between
the ages of 5-12 with autism. Temple General Hospital statistics show that 25% of their non-
emergency referrals for service in this age range (approximately 100 each year) are for autism
and that the average waiting period for an opening at the local provider agency is 6 Ð 8 months.
This waiting period is above the state average (2 Ð 3 months, NH State Dept. of Health) and
estimated to be far above the national average (1 Ð 3 weeks) as reported by the National Alliance
for Autism.

Other factors that could be cited would be lack of other services, numbers of inquiries, a waiting
list at your program, and any other comparable information that makes the case that this is an
important need. Sometimes the need is as simple as the lack of a resource. To wit:

Pony Farm has recently had a crucial piece of equipment fail. Our Hydraulic Lift, which allows
wheelchair-bound clients to safely mount a horse, recently ceased to work. Repairs were effected
to enable it to be usable, but not for the long-term. Costs to have it fully repaired are estimated to
be nearly the price of a new lift and would carry no warranty. Each month 250 clients who need
this lift would be unable to receive services and there is no other similar program within 50
miles.

It is important that the proposal narrative reflect your other assets and steps to fill the need, as
well as including in-kind or in-cash donations in your budget (see below). By showing that
youÕre actively seeking other resources, you give the funder a sense of reassurance that youÕll be
around to use the funding and that youÕre going to leverage their funding to work towards
sustaining your program for the long term.

C. Goals and Objectives

Here is where you pick up from your Grant Planning Chart (see The Administrator Voice, V.2,
N.1) and fill in your goals and objectives. The key thing to remember, here, is that the goals are
general statements that represent the desired endpoint and the objectives are specific and
measurable. LetÕs go back to the Pony Farm example, shall we?

The goal and an objective that corresponds to the identified equipment need might be:

GOAL: To have the equipment necessary to assist wheelchair bound clients to safely mount and
ride horses.



A Brad’s Eye View of Grantwriting 7

OBJECTIVE: To raise $5,000 in order to purchase a Hydraulic Lift by June, 2002.

If we were fundraising for the program for people with autism, they might read:

GOAL: To provide services to an under-served group of children with autism in our community.

OBJECTIVE: To provide therapeutic riding services for 10 clients per week for an average of 10
weeks each (approximately 50 Ð 60 clients, total) during a 12 month period beginning in
September 2001.

ItÕs easy to see that the goals are global and general Ð we want to be able to mount clients onto
horses or serve a greater number of people. The objectives, however, are very specific and
measurable. Sounds easy Ð but it isnÕt always that simple. The other important point about this
discussion is that your evaluation will follow directly from your goals and objectives. Funders
like to know that their investment had impact!

D. Methodology

In equipment grants, the methodology is fairly straightforward. Program grants tend to be more
involved.  The methodology, of course, is the ÒhowÓ of the proposal. It makes sense to not only
tell the funder whatÕs needed and what the desired outcome is, but how youÕre going to meet that
need.

Therefore, in the equipment grant, we would price the lift and give the funder that information,
as well as let them know that we had investigated the warranty period and what is or is not
covered.

If, instead of buying some equipment, we planned to run a summer program for autistic clients,
we would talk about the outreach plan (to identify clients), the treatment planning process, the
kinds of activities we would do in the sessions, how many sessions we planned to do along with
their frequency and duration, and what would indicate success.

E. Evaluation Plan

Following the Grant Planning Chart, once again, makes this part easy. Once we have discussed
the methods that will get us to the goals and objectives, we tell the funder how weÕll measure our
progress, so that theyÕll know we did what we said we would do.

In the equipment grant the fact that we bought the lift and have a receipt and warranty is one
part, but the more convincing fact is that 250 clients are being served with a reliable lift. DonÕt
forget to go back to the original need from which you started. If we were doing the program
proposal, this would be where we talk about how many clients will make how much progress in
what time period. (Measurable and specific!)
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Evaluation often seems difficult and mysterious. We can see that if we know where weÕre going,
when we start, all we need to do is tell the funder how weÕll know if we got there, or not. Also, it
is not necessary to achieve 100% of what we set out to do, but it is important to set achievable
goals and then report on progress towards the goals and objectives.

F. Organizational Capacity

Now itÕs bragging time! This section is where you talk about the experience of your agency, your
staff, the facility and your track record with other grants and programs, if any. If we think of a
grant as an investment, itÕs easy to see that any ÒinvestorÓ (or funder) would want to know a
good deal about their proposed investment.

If youÕve been funded by this source before, a short summary of the previous funding and the
outcomes will help, here. If youÕve run similar programs in past, or received funding for related
efforts, then this would be the place to talk about it. Brief is the watchword in this section, but
provide enough to let them know that their funding (and faith in you) will be well placed.

Some funders want to know about your accounting practices (are you on a cash or accrual basis?
DonÕt know? Ask your accountant!) Some may ask for your latest Annual Report or resumes of
Òkey staffÓ (those who will be running the program or overseeing the use of the equipment.)

G. Budget

Many funders will ask for budget information in a specific format. If so Ð thatÕs what you do! If
not, or if they simply ask for a ÒProject BudgetÓ give them full accounting for the funds youÕre
requesting and let them know if these funds will leverage other contributions. Perhaps youÕve
already raised half of the funds for the equipment, or you got word that the XYZ Foundation will
provide a portion of the funds needed, or both. If you have other donations of funds or resources
that will offset the full cost Ð thatÕs very important information! (And itÕll help your case Ð no
one likes to be the Òone basketÓ in which all your eggs are riding!) Once again, please remember
that these figures are completely fabricated, simply for the purpose of providing an example.

A simple chart does just fine here, such as:

Pony Farm Hydraulic Lift Budget

Item Cost/Income

Hydraulic Lift $5,000

XYZ Foundation gift -$1,500

Annual Appeal funds -$1,000

Balance requested: $2,500
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If the proposal is seeking program funds, it may be a bit more involved, but still should be very
straightforward:

Pony Farm’s Program for Riders with Autism

Program Costs:

Staffing (and function): Request: In-Kind:
Autism Program
Assistant

20 hours/week x 50 weeks x $7.50/hour $  7,500

(Direct work with
clients)

Benefits @ 15% (FICA, WorkmanÕs
Comp, etc.)

$  1,125

Executive Director 2 hours/week x 50 weeks x $20/hour $  2,000
(Supervision of Program
Assistant)

Benefits @ 15% (FICA, WorkmanÕs
Comp, etc.)

$     350

Personnel subtotal $  8,625 $  2,350
OTPS: (Other Than
Personnel Services)

Program Supplies Cones, safety stirrups for additional
riders, horse treats for clients to feed
equine co-therapists, etc.

$  2,000

Transportation(fuel for
van)

50 weeks x 20 miles round trip x 5 days
x $2.00 gallon @ 25 miles/gallon
(5,000 miles * 25 miles/gallon =
200 gallons x $2)

$     400

Administrative costs Admin. Supplies (paper, folders, toner),
Copier supplies, insurance costs, etc.

$  1,000

OTPS subtotal $  $2,400 $  1,000

Total Request and In-Kind Budget $ 11,025 $  3,350
77% 33%

H. Appendices

Once again, follow the funderÕs directions. Some allow videos, photos, testimonials or
newspaper articles. Many donÕt welcome these items. Most are explicit about what is allowable
to include. If they say nothing, good practice would be to send 4 Ð 6 items that might include a
newspaper article (shows community support), full resumes of key staff (2 Ð 3 pages each at
most), a copy of your latest newsletter or brochure, a Òthank youÓ letter from a happy client, or a
letter of commitment from a partner agency or professional.

The letter of support vs. letter of commitment issue is worth a word, here. Letters of support
(which simply say youÕre a good agency) may well help, but funders know theyÕre easy to get.



A Brad’s Eye View of Grantwriting 10

(ÒHey, Mr. King, remember that letter we wrote you? ItÕs time to return the favor!Ó) However,
letters that commit the other agency or professional to a contribution to the effort are more
impressive and show a deeper level of collaboration. (ÒDr. Cherry will provide clinical
supervision free of charge, on-site at Pony Farm, once per month during the duration of the first
year of operation to assist in maintaining a high standard of care for the clients with autism.Ó)

Of course, letters from your alderman, city council member, state or US Representative or other
elected official can be helpful, but donÕt swat a fly with a sledgehammer, either! (That US
SenatorÕs letter will be impressive, but unnecessary, on the proposal to the local education fund
director from whom youÕre seeking $500.)

DonÕt overdo this section, but try to include items that directly relate to the goals of the particular
program youÕre proposing, the capacity of the agency, or that make important points that were
not able to be worked into the main body of proposal. Keep in mind that this is only an appendix,
and may not get the same scrutiny that the proposal will.

Final Thoughts on the Proposal

Remember to write as much of this as you can before you get to the next ÒRFPÓ or Request for
Proposals, so that youÕll save some time and plan ahead. The best ideas and plans come from
strategic planning in the absence of deadlines when youÕre thinking about Òwhat we do bestÓ or
Òwhat our community needsÓ or Òprograms that relate to our mission.Ó

Great Ð the proposal is done, donÕt forget the internal review, or the ÒMom TestÓ, we talked
about last section. Have someone you know and who likes you read it to make sure itÕs relatively
jargon-free and understandable and --- TA DA --- submit the proposal!

III. Finding Funders Who Match Your Needs

Here we are Ð back at the beginning, again! The last two sections dealt with the grantwriting
cycle, and the parts of a proposal. Wait, you say, how do I find the funding sources, so I can use
my skills? ThatÕs the focus of our attention, in this section.

Back in the grantwriting cycle, we learned that the second step (after brainstorming your needs)
is: matching your priorities with that of the funder.

The point of this process is to identify just one or two needs to ÒpitchÓ to the funding source. At
this stage you have to compare your prioritized needs with the priorities outlined by the funder or
funders youÕve identified. If your number one priority is saddles for your horse, but the
Community Foundation youÕre planning to apply to specifically says: ÒNO EquipmentÓ in their
guidelines, youÕll want to go to a lower priority that fits their guidelines, or find a different
funder that meets your needs. Perhaps your next priority was staffing and they will pay staff time
for programs working with people with disabilities. Aha, youÕre in business!

Fine, you say, but how do I do that? Well, it comes down to a few, simple steps Ð start here:
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Step 1 – Prioritize Your Needs

Most instructors have their riders sit on the horse looking forward. (Yes, some actually ride
backwards for good reasons, but we wonÕt go into that, here.) The reason? Usually itÕs because if
you donÕt see where youÕre headed Ð youÕll end up somewhere else! ItÕs the same with priorities.
Many centers get overwhelmed with all the possible needs and fail to pay attention to the most
pressing concerns. Opportunities may come along to seek grants for equipment, but if you need
to pay staff or build a ramp, all the saddles in the world wonÕt get your staff in the door or your
wheelchair riders on horseback.

• Therefore, sit down with your volunteers, staff, board and/or other supporters and list all
the needs. Brainstorming them will help you focus on the possible projects, and prepare
you for the next step.

• Next, group the needs that may be similar, so that you can organize your needs into
categories. Saddles, bits and safety stirrups may go in the ÒtackÓ category while half-time
Volunteer Coordinator and expanded time for your Administrator could go in Òstaffing.Ó
The reason for this grouping is that when you find a funder that supports one or another
of these categories, youÕll be able to pitch a variety of needs that fit their guidelines.

• Last, prioritize the needs. Decide on which need is most important to your program. If it
seems difficult to come to consensus, list the categories on a flip chart and then you give
the members 3 colored sticky dots and have them place them next to their top 3 choices.
The highest priorities become quickly apparent.

Step 2 – Research the Funders

If you have a Foundation Center or some other library nearby, theyÕll be your first stop. Whether
you do or not, however, youÕll want to cast your net as widely as possible. There are three main
types of funders and some other strategies to discover additional possible funding sources.

The three main types are:

• Private Foundations Ð There are nearly 50,000 private foundations in the US, and they are
usually independent, have their own managers and board and MUST pay out 5% of their
funds annually, by law. These can include the larger ones weÕve all heard of, like the
Ford Foundation or the Gates Foundation. ItÕs often good to start small, though, and even
larger programs should not forget the community foundations Ð many have giving
programs for a variety of community needs, and some host other, smaller foundationsÕ
giving activities.

• Corporate Funders Ð These funders are hosted within large businesses and tend to give
only in communities where they have a Òbusiness presenceÓ, meaning employees. Their
giving programs often are very aligned with their business (e.g. Ð Mitsubishi Foundation
funds adaptive technology projects for people with disabilities.) Corporations giving
programs that are often run in conjunction with their Public Relations or Community
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Relations office. Corporations tend to see grantmaking as a way of improving their
employeesÕ communities as well as a way of getting good publicity for their business.

• Government Funders Ð City, State and Federal Government programs are where many of
the larger grants are available, but also come with a great deal of paperwork and rules.
Make sure youÕre ready for government funds before going after them! You can find
these programs by asking the Health Department, the MayorÕs Community Relations
office or the local school district. Sometimes those entities are eligible for grants that
require local nonprofit partners. That can be a great opportunity to be a key player, and be
funded as part of another organizationÕs grant!

Step 3 – Create a List of “Likely Suspects”

Now that you have a sense of your ÒfitÓ with some local funders, narrow the list to the most
likely to fund your organization. WeÕve said before that the Foundation Center can be a prime
source for information on local funders. The Center has major libraries in large cities (like New
York and Washington, DC) but it also has participating libraries in all 50 states and the list can
be found at their website: http://fdncenter.org.  Those libraries usually have a 1 Ð 2 hour
orientation that they offer one day each week and if you can attend it, thatÕs a great place to start.
Their website also offers great information on how to begin your search.

Once you understand their collection, you can begin researching funders. If you donÕt have a
nearby foundation center library, try your local library, or a college or university library nearby.
Many of them will have books that give information on private and corporate foundations in the
city, state or region. By doing the same research with these sources, you can also generate a list
of possible funders to approach. (Tip Ð many states have a state Association of Nonprofits Ð
check with them for this kind of information!)

The Foundation Center has a Prospect Worksheet that asks you to match your priorities to your
prospective fundersÕ priorities. (That way, you donÕt set out to ride to the stream and end up at
the kennels!) Their worksheet has three columns Ð the information you need to match is in the
first, the funderÕs information is second and your organization is third. If you donÕt have the
form, you can create your own. Their form asks you to look at the:

• Subject Focus (What you need, and what they fund.),
• Geographic Limits (If they only fund Duchess County, donÕt apply if youÕre in York

County!)
• Types of Support (They may only fund training Ð better not ask for General Support.)
• Population Served (You serve primarily riders with autism and they focus on drug

treatment services? Not the match for you!)
• Types of Recipients (Foundations may fund individuals, schools or nonprofits, for

example Ð so make sure they fund your type of organization and that youÕre eligible!)
• People (ItÕs often useful to know who their board members, staff, and officers are, in case

you know them, or your board members know them), and
• Application Information (Do they have printed guidelines or forms? Is the initial

approach via letter, phone call, formal proposal?)
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Also, donÕt forget to scan your local newspaper for grant opportunities from government or
voluntary organizations, like Rotary or LionÕs Clubs. Often theyÕll advertise through the
newspapers to notify the community of their upcoming RFPÕs (Requests For Proposals).

What Else Should We Do?

These are not the only ways of finding funds for your program. Try these ideas, too!

Other possible funding ideas:

• Partnerships are what funders are looking for, these days. Does your local school
participate in Learn and Serve America, where you can get local school children to
volunteer at your program? (Horses of Hope in Kansas got their start, this way! Visit:
www.LearnandServe.org) Or does the school have an After-School Program funded by
21st Century Schools Program, from the U.S. Department of Education? (Visit:
www.ed.gov) Perhaps the Special Education department at the school or a local
rehabilitation facility is anxious to offer some Òadjunct therapiesÓ to their students with
disabilities. You could be just what theyÕre looking for! Of course, government funders
make larger grants, too, and can be a wonderful source to fund that research study youÕre
thinking about, or the replication site youÕre seeking to establish in the next town. Learn
who the local officials are and ask to be put on their mailing list for RFPÕs.

• Individuals Ð DonÕt neglect the biggest givers, of all. While smaller, newer nonprofits
will often build their donor base through the Annual Appeal letter, there are those
individuals who could write you a check for your annual budget on the spot. These are
not common occurrences, and require long-term investment of time and relationship
building, but theyÕre well worth it, if you can identify and meet the right people.

• Also, have you joined the local Chamber of Commerce? Some have nonprofit rates and
many work closely with government entities that may make low-cost loans or grants
available in the community. Most have ÒmixersÓ that allow their members to meet and
greet. Why not go meet the Bank President, who may have the name of her Community
Relations Director (often the corporate giving officerÉ.) on the tip of her tongue. DonÕt
have time to go? What are board members for, if not to mix and mingle?

• Businesses Ð think about the local businesses that have supported your organization in
past, in other ways. What about the restaurant where you hold your board meetings? The
local Tack Shop? The regional supplier who brings your grain? While many appreciate
being asked for time or talents, some will welcome requests for donations, as well Ð are
they on your mailing list for the Annual Appeal? They may not have ÒfoundationsÓ per
se, but they often support local nonprofits with cash as well as in-kind or low-cost gifts.

• Employers Ð Many employers (especially larger ones) have matching programs that
allow employees to double their gifts to local nonprofits. (Marriott, for instance, matches
dollar-for-dollar when their employees donate, in some communities.) Who do your
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board members work for? Did you remind people to check if their employer has a
matching donations program, in your Annual Appeal letter?

• What if the funders you discover are Òout of funds, this yearÓ or Ònot accepting new
applications till next yearÓ? Interview those funders in your area of interest Ð they may
have limitations that you donÕt fit into or may require you to be Òin businessÓ for a certain
amount of time before you can apply. Therefore, you may not be eligible, this year, but
they may be able to introduce you to other funders where you would qualify. Also, donÕt
forget to ask your funders whoÕve given, in past, who they might recommend. Can they
give you a name of someone who you can call? Is it okay to use their name?

Okay, so youÕve got your list of funders Ð go get them! Use your skills in grantwriting, from our
previous articles, and your passion for your program to let them know youÕre the best program
going and will be a credit to their foundation or program. Remember, this is a numbers game Ð
the more your write, the better you get at writing and the more youÕll get! Also, remember that
there are generally many more worthy ideas and applications than there are funds, so donÕt take
the ÒnoÕsÓ too personally. YouÕll get some funded and that is not only a great feeling, but a great
service to your riders and program! Good luck.

(This monograph originally appeared as a series of articles on grant writing in the
AdministratorÕs Voice Newsletter. For more information on grant writing and identifying
funding sources, consider a visit the Foundation Center website at: http://fdncenter.org Ð the
ÒQuicklinkÓ to the Proposal Writing Course has good information.)

Bradford H. Lewis, ACSW is a Program Officer (funder) at a federal agency, in Washington,
DC. HeÕs written successful grants for $500 up to $3 million and has taught at several graduate
schools of social work. He is a co-founder and the Chairman of the Board of Great Strides
Therapeutic Riding, Inc. (www.GreatStrides.org) in Damascus, MD.


