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Agenda —

* Why grants are great
* Our Grants Committee

e What we’ve learned about
grants

* The grantor’s perspective
* Writing winning grants

* Budgets

* Post grant



How do you raise funds?

How successful are your methods?

How much work is 1t?
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The amounts on this slide do NOT include endowments or donations or any funds given to us by our parishes or the archdiocese, or any funds we raise from our charity sales or from our thrift shop – this is purely money from outside organizations. 

In 2021 we raised $151,593 
applied for 9 grants and got all 9

In 2022, $154,832  
applied for 13 grants and got 11. 7 of them were awarded in 2022 and4  were awarded in 2023

2023 was our best year to date, we raised $416,458  
We got our biggest grant ever in 2023, $165,000, 
There was also a lot of money available for food that year because the government was providing money to non-profits as a response to the rising cost of groceries that people were facing post-Covid. We took full advantage of that situation and got 3 separate food grants for $50,000 each.
The remaining $100,000 or so came from 6 smaller grants. 
We applied for 11 other grants in 2023, including several with new grantors that we had never worked with before and got 6 of them

We expected 2024 to exceed our 2023 numbers but it didn’t work out that way. 
applied for 22 grants totalling $1,082,850, but unfortunately several of the biggest ones were unsuccessful:
Canada Post: $24,000 for furniture to distribute to our friends in need; don’t understand why we didn’t get this one. They sent us a letter saying that their decision wasn’t a reflection of our application, but a function of the fact that they get lots of applications and have to make very hard decisions; also because they get so many apps they don’t provide individual feedback. 
Alberta Treasury Branches: $50,000 for food; rejected. Their feedback was that they wanted to understand how we differed from our local Food Bank and whether or not we collaborated with our local Food Bank at all. 
We made a $795,000 request to a previous donor for a 5 year commitment at approximately $160,000 per year; rejected, even though we had the support o the local organization. Unfortunately the decision was made elsewhere. 

Based on when the grant money was received, not when we applied for it
 



How We Started %
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Started in 2013
The early committee had no experience in grant writing.
Used their connections to find grants.
Paid for training – grants writing course at the U of Alberta 
Edmonton Chamber of Voluntary Organizations provided training and taught us more about grants
Took the leap of faith and submitted some applications 
Success breeds success: you learn how to write a compelling application; how to tell your organization’s story.

Grants take a lot of work but the work leads to success. 

Today we’re still doing the same work. We’ve got more successes under our belt but:
The landscape is always changing.
We have to keep training the new people who join our Committee. 
And we have to keep putting out applications. 


Our Committee Today S
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Our backgrounds Centralized approach

Teaching Grants received benefit all
Journalism conferences

Academia Individual conferences

Business cannot apply for grants on
their own
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12 people on our Grants Committee, not including our Council President and Treasurer who also sit in on our meetings 
Our Consultant fills an important role but doesn’t write grants. 

Our committee members come from all walks of life. 

The Grants Committee applies for grants on behalf of all 20 of our conferences.
Any money we get from grants goes to Edmonton Central Council’s operations, which are for the benefit of all our conferences; or else the funding is distributed equitably amongst all the conferences. 
We have a rule in place that an individual conference cannot apply for a grant on their own. 
The only exception is if there’s a local or grassroots connection to the granting agency – for example, a local business in a more rural conference may give out small grants to local non-profits with the goal of keeping the grant money in that community. We would allow that local conference to apply for the grant and keep any money they get from it, but we still want to know about it so that we’ve get our eyes on who’s getting funding, and from who, and for how much. 
We feel there are advantages to this rule: 
We control the narrative – i.e. consistent messaging on every application we send out
We believe it helps us to get bigger grants. Instead of 4 conferences going to the same grantor for $5000 each, the Grants Committee can go to the same grantor on behalf of all 20 conferences and maybe ask for $50,000, or $100,000.
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Sources
Government – federal, provincial, municipal 
Corporations and organizations of all types and sizes - many companies have budgets that they specifically earmark for charitable work. 
Unions
Employers – May not offer grants to the general public, but may provide them to pet projects that their employees are involved in. 

Searching 
Third party databases compile lists of grantors; there’s a fee for this. 
Local library might have a list.
Local organizations that support the voluntary sector – e.g. Edmonton Chamber of Voluntary Organizations 
Internet searches
Networking 
Ask your members if they know of any grants, or if they work (or have worked) for a company or organization that gives grants
 Ask your family members and friends the same thing
Don’t forget other parish groups. Your local Knights of Columbus might provide small grants. Ask them.

Local grants
Want to work with grassroots organizations like ours that are also planted in the community. 
Some of these local grants, by their mandates, will only help local organizations.
Often they want local recognition – e.g. a photo op for their website
Can be easier to get a hold of someone when they’re local if you have a question 
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Grants that cover operating expenses vs project based grants. 
Operating grants can be used for anything, including your ongoing operating expenses such as rent and utilities.
Project based grants - money goes to a specific purpose
Restricted vs unrestricted: Once you get the grant money, your treasurer has to know if it’s restricted for a particular use and can’t be used for anything else, or if it’s an operating grant that can be used for general expenses. 
Matching funds – some grants will give you money on the condition that you are able to match whatever they give you.
It’s important to understand any requirements they have around those matching funds – e.g. must the matching funds be new money?
Set deadline vs continuous intake – refers to how often the grantor is open for applications. 
If set date, they will tell you when applications are due.
If continuous intake, the grantor is open to applications at any time because they review and make decisions every few weeks. 
Frequency is how often an organization can apply to the grantor. 
Some grantors are open to you applying as often as you want. 
Others will say that if they’ve given you money in the past 2 years, you can’t apply again until that 2 years is up.
Community vote component – grantor may want to give the public a chance to weigh in


What We’ve Learned About Grants — Know the
Grantor

What do they want to Is it a match for what you
support? do?

Don’t be afraid to think outside of the box

Promote volunteerism among seniors and engage them in the
ran

community

New furnaces will contribute to a safe, comfortable place for our
senior volunteers to come and support our work, while getting
them out of the house and into the community

We said
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Learn about the grantor – check their website or call
What do they want to support – i.e. their mandate
Is it a match for what you do? Want alignment, not misalignment
Don’t box yourself in: with a little creativity you might find that the grant is more of a match than you first think.



What We’ve Learned About
Grants — Build Relationships

* Sometimes you get more than
you asked for because the
grantor knows you and what
you do

* They may come through quickly
foryouin an emergency

* They may help you work up to a
higher level of funding
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Why a relationship with your grantor is good:
Sometimes you get more than you asked for because they know you and what you do. 
They may come through quickly for you in an emergency. 
Some grantors have tiers to their grants. 



Building Relationships e
How can you build a
relationship with your grantor?

Invite them ‘ Sort
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GROUP ACTIVITY



The Grantor’s Perspective

You’re not entitled to support

e You’re one of many
e Be prepared to sell yourself
e Convince me of the good work that you do

Meet my needs

e | want to understand what you do
e | want a trustworthy partner
e | want you to align to my mandate

Solve a problem | care about

e Focus on aneed inthe community
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Think about what a grantor wants to hear. 
You have to earn their support. 
You’re not the only organization asking them for money
You have to demonstrate why you deserve the money more than any of the other applicants. 
It is a competition so be prepared to “sell” yourself. 
Make sure the grantor understands how much good you do.
Your purpose in applying is to raise money but the grantor is looking to get something else. 
Likely want a partnership with someone who’s going to spend their money wisely, and on a project that makes them look good.
You have to stand out from the other organizations.  
Hand them a project that they can be confident in, with an organization they can trust. 
Align with their mandate
Make sure they understand how your project is a perfect fit for their organization.
They want to hear less about what you need, and more about a problem you can solve 
Focus on the needs you can meet as opposed to what you need as an organization. 



Coming Around to the Grantor’s Perspective %

All about us What the grantor wants to hear

What’s the @UWERYEIiaeNel(o\ilo [

QEJJCINYEN 00d to the poor but
don’t have enough
money.

What’s the
solution? RWEEKEEEXI0Relo]o]

What’s the

result? We can feed the With your $10,000, we could increase our capacity by
poor. 25% and help 100 more families for 3 months.

—

We receive 500 requests a month from people who
can’t afford to buy groceries for their families.

We currently run a supplemental grocery program.

Relying on donations from generous contributors, we
provide groceries and food cards to the working poor
and the unemployed. We currently fill 400 requests
per month but want to expand our resources so that
we can help all 500 families that call us.
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3 questions on the left hand side - fundamentally this is what a grant application is going to ask you.

Middle column - answers that might be provided on a grant application if the application all about you.
This would not be a compelling grant. Doesn’t inspire confidence or tell the grantor how we’re better than anyone else.

Right hand column - these answers keep the grantor’s perspective in mind, but still sell ourself and position us as a trustworthy partner.
Answer to the 1st question:
States a specific need in the community
It sounds like we have a handle on the problem – that makes us trustworthy 
We can back up our statement with data – that makes us trustworthy
Answer to the 2nd question:
Sets us up as the ones who can fix the problem
It’s less about the money and more about the people we can help
Supported by data
Answer to the 3rd question:
It’s focussed on others, not on us.
Provides a clear picture of how their money will be used.
Data driven 

By turning the tables and thinking less about what we need and more about how we can solve a problem rather than about what we need makes for a more compelling story.


What We’ve Learned — Writing Winning Grants %

Make sure what you’re asking for is a fit

Make sure you can accomplish whatyou need to do

Always assume the grantor knows nothing about you

m—— Answerthe questions

mmm Make it easy to find the info

Ensure your story is consistent from start to finish
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Make sure what you’re asking for is a fit. 
Find out what the grantor wants to support
Make sure you can accomplish what you need to do
Don’t overextend yourself just to get the money – stick to what you know you can do
At the end of the grant, you will probably have to report on how you accomplished what you said you’d do
Very important: Always assume that the grantor knows nothing about you and your project
Provide a very clear picture of who you are and what you do.
Answer the question in the very first sentence of your answer and embellish later. Don’t make the grantor read to the end to get your answer. 
You will be scored against all the other applications. 
5. Make it easy to find the info. 
“See attached” is not sufficient. 
Make it as easy as possible to find the info.
6. Ensure your story is consistent from start to finish. 
Inconsistency draws away from the picture of you as a reliable and trustworthy partner that you’re trying to create. 
 



What We’ve Learned — Writing Winning Grants
Data Is Your Friend &

Support your application with data
* Relevant data will help make your story compelling
* Don’tinclude irrelevant data that doesn’t support your story

* Gontributes to trustworthiness

We help many indigenous families.

Which is better: smmmndl IN 2024, we helped 1352 indigenous families.

G \ In 2024, we helped 1352 indigenous families,

an increase of 14% over 2023.

Grantor’s mandate What kind of data
new to promote volunteerism among seniors could support
furnaces and engage them in the community  § this request?
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Data elevates your application to the next level.
It provides evidence that confirms that the problem you want to solve exists.
It contributes to trustworthiness.
A good rule of thumb is to include as many numbers as possible – as long as they support your story.
Blue boxes in the middle of the slide - these statements move from less impactful to more impactful. Each subsequent statement shows that we have a handle on what we’re doing. We’re trustworthy. 
Data showing a change over time (eg 3rd statement) tells its own story. Not only are we helping indigenous families, but we’re helping more families than we did before, which suggests that our work is really having an impact. 
Orange boxes at the bottom of the slide. 
Group activity
 


The grantor may have a template they want you to use

Budget
Make sure the budget is consistent with the application

It should be easy to see how it supports your project

Do the research
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Almost every grant application you submit will ask you to provide a budget. 
The grantor may have a template they want you to use. If they do, use that. If they don’t then you’re free to complete your own statement of expenses. 
Make sure your budget is consistent with the application.
If you’re applying for an alarm system for your premises, don’t include a line item in your budget for furniture – unless for some reason the furniture is intrinsic to the alarm system. If it is, that should be explained in the body of the application. 
Make sure it’s realistic. 
Include related expenses – e.g. installation costs. 
Don’t be afraid to go big, but don’t ask for more than you realistically need.
It should be easy to see how your budget supports your project.
The expenses are relevant and don’t introduce anything new.
Do the research.
If you need to provide a written quote, get a professional one from a trusted vendor
If you don’t need a written quote, you can check out prices on-line. Just make sure that your pricing is accurate.
Most grants come with a due date by which you have to spend all the money. 
If you don’t, you’ll have to return the unspent portion, and that might work against you if you go back to the same organization for future grants.
Or, they might decide to give you less than what you ask for next time because you’ve shown that you overask.
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Most grants will come with strings attached. 
You are accountable
You’ve been given the money because the grantor wants to support your project, so now you have to do what you said you’d do.
The grantor will have deadlines
They will probably want the money spent by a certain date
They will probably want you to file a report to tell them how you spent the money, and how successful your project was 
If there’s a problem, let your grantor know.
Communicate when hiccups arise. Provide a solution. 
This will assure the grantor that you continue to be trustworthy, and that you’re competent because you can work through hiccups.
The grantor will likely want you to track expenditures and revenue in a particular format.
Give them what they want. Use their templates. 
Monitor your progress. 
Make sure that you’re on track to complete the project and spend the money by the due date.  
The final report is easier to write when you’ve collected information as you go. 
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Post Grant — The Final Report

Questions in the final report
Anticipate what you’ll

e Budget -~

e Data supporting the

SUTIEE Collect asyou go

Keep track of:

Community support
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Photos
Logos
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At a minimum, you will probably be asked to supply a budget showing all your expenditures, and data saying what the outcome was. 
Common questions for a more involved report:
Explain the community impact.
How many volunteers were involved?
Tell us one story that illustrates the impact of your grant.
How satisfied were you with the program that supplied this grant?
How were we recognized for supporting your project?
Know what you’ll need and develop it as you go
Eg volunteer hours 
Other things to keep track of
Copies of community support – letters, social media mentions
Anything with the grantor’s logo on it or that mentions the grantor
Photos that were taken while the project was being rolled out – you can use these in your final report
If you don’t submit your final report you won’t be able to make another application with that grantor until you do. Or you may not be considered again.
Helpful to set up a coordinator to work with your council treasurer




Questions?




Society of Saint Vincent de Paul

Sociéte de Saint-Vincent de Paul
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