Making it Easier for Funders to Say “Yes” in a Tighter Economy

1. A believable and documented customer or community centered need will be met by the project
2. The project fits well with the strategic plan of the funder
3. Institutional self interests, including “hero” and positive public relations payoffs, will be enjoyed by the funder
4. The proposing organization is seen as getting the “best bang for the buck” out of everything they do
5. Giving the grant will actually save more money than the amount of the grant (social, environmental, human)
6. By funding your organization the funder will also be able to fund others, by having a “pass though” dimension or having sub–contracts in the proposal
7. The project being proposed has a sufficiently professional level evaluation built in so that the funder will truly know what they will get for their money
8. Altruism and social contribution needs of funder staff (and/or trustees) will be met by supporting the project
9. The proposal itself is very well written, concise, and is exactly tailored to the specification (explicit and implicit) of the funder
10. If the funder is asked for financial support by someone to whom it is difficult to say “no”. 
11. The proposal fits with more than one of the funder’s giving categories or key Rhetoric Statements
12. Fear of ongoing dependency will not be triggered
