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GRANTS INFORMATION COLLECTION

• Memorial Library Room 262
• go.wisc.edu/grants

• Funding Information Network partner of Candid (Foundation 
Center and Guidestar)

• Candid
• https://candid.org/
• https://learning.candid.org/

http://go.wisc.edu/grants
https://candid.org/
https://learning.candid.org/


COLLECTIONS AND COMPONENTS 

• Resources to identify relevant funders & available grants
• Nonprofit Organizations (not businesses)
• Individuals (i.e., researchers, students, prospective students, 

writers, artists)
• How to form a nonprofit organization
• Nonprofit management/best practices
• Proposal Writing
• Philanthropy in general



ACCESS TO MEMORIAL LIBRARY

• Day pass, once every seven days
• Extended day pass

• Unlimited access to Memorial Library up to 3 month per year
• go.wisc.edu/ResearchPass

• Community Borrowing Card
• Unlimited access to Memorial Library and borrowing 

privileged for UW-Madison items
• go.wisc.edu/BorrowCard

https://www.library.wisc.edu/memorial/services/research-help/request-an-extended-day-pass/
https://www.library.wisc.edu/borrow-request/card/


THE FUNDING PROCESS

Communication

Planning

ResearchWriting

Presenter Notes
Presentation Notes
While we will primarily focus on the research component, I want to acknowledge that writing is only one component of the funding process. I will briefly touch upon the other components as well. And please keep in mind that throughout this process, communication is incredibly important. You may need letters of recommendation. You may have questions for the funder. You will be working with local and/or international partners. Being communicative with anyone else involved will lead to an easier funding process.



PLANNING – YOUR NEEDS

• What are you trying to accomplish?
• In what stage of the project are you presently involved?
• How are you going to accomplish it?
• How long will it take you?
• Who will benefit from it?
• How much will you need?
• What types of support do you need?



PLANNING – POTENTIAL PARTNERS
• Topic/Subject 

• Technique/approach/theory/school of thought

• Technology used

• Population/location studied

• Population groups to benefit

• Future applications of understanding, technology, etc.

• Outcomes (immediate and long-term)



CREDIBILITY

• Legal non-profit?

• Strong Leadership?

• Mission statement compatible with the funder’s focus area?

• High quality programs that meet a real need in the community?

• Strong organizational and financial infrastructure?



RESEARCH – FIND THE MATCH

• Find the right match between your needs and a potential 
funding partner’s mission and vision. Specifically:
• Who funds in your area of interest and the population you 

serve?
• Who funds in your geographic region?
• Who will provide the type of support you need?



RESEARCH – TRACK RECORDS

• Past recipient
• Funded organization similar to yours?

• Ask for an appropriate amount
• Typical grant range?

• Check track records in Guidestar and the Foundation 
Directory Online



RESEARCH – APPROACH

• Connections from your network?
• Board members
• Key volunteers
• Staff

• Let them facilitate the introduction and build the relationship 
yourself.

Presenter Notes
Presentation Notes
Another thing you also want to do through your research is to see if you can find a connection.  It’s hard to get a face to face meeting with a funder before you actually apply for something, so it can sometimes help to use any contacts you may have to help set up meetings with funders or make introductions. Often times it’s better to have these kinds of meetings before you submit an actual proposal. They can give you some good information to put in the proposal (like what specific kinds of projects or types of funding they might be interested in, what would be the best time to apply, etc.) Also, you want to make sure that you’re the one building the relationship and not your board member because the contact will leave with the board member and you don’t want that to happen.So, when you are looking into the officers, directors, staff lists and board members of a potential funder, it is a good practice to show those lists to your key stakeholders.



RESEARCH – FUNDING DATABASES

• Foundation Maps – Memorial Library

• Foundation Directory Online – Memorial Library



RESEARCH – FOUNDATION MAPS
• Organizational based applicants (i.e., not individuals)

• Data visualization tool

• Shows grants based by recipient, funder, or area served
• Area served is excellent for international work



RESEARCH – FOUNDATION DIRECTORY 
ONLINE

• 150,000+ funders

• Search by geographic location, subject area, population 

served, and funding strategy

• Detailed funder profile information





KNOW GRANTMAKER’S REQUIREMENTS

• Eligibility
• Most recent guidelines
• Formatting requirements
• Initial Contact:  

• Email?
• Phone call?  
• Letter of Inquiry?

• Full Proposal? Or Own Application Form?
• Deadlines, follow-up, expectations, etc.



WRITING

• Common proposal elements
• What funders really want to know

• Project description, evaluation
• Executive summary
• File formats



COMMON PROPOSAL ELEMENTS

• Cover letter and/or Personal Statement
• Abstract 
• Narrative/Research Statement

• Statement of Purpose
• Objectives
• Methodology
• Evaluation

• Budget



WHAT FUNDERS REALLY WANT TO 
KNOW
• What specific need are you addressing?
• Who will benefit from your research or project?
• What evidence do you have to support this need?

Presenter Notes
Presentation Notes
This tells the reader what problem you are trying to solve and why they should care. It’s not enough simply to state the problem, you will also need to back it up with supporting facts and statistics. Make sure your facts and statistics are relevant to the specific population and community you are serving and fits the size and scope of your solution. Specifically for fellowships, why should they invest in you as a promising future scholar? What personal story and skills will you add to the future of academia?



WHAT FUNDERS REALLY WANT TO 
KNOW
• What are you trying to achieve?

• Your outcomes should be measurable
• Goals
• Objectives

• S(pecific)
• M(easurable)
• A(chievable)
• R(ealistic)
• T(imely)

Presenter Notes
Presentation Notes
The project description will be the longest and most detailed section of your proposal.  This is the section in which you will describe exactly how you plan to address the issue you raised in the needs section with measurable outcomes.This section will usually begin with a statement of project goals and objectives. People and even funders use these terms differently, but for our purposes today, we’ll say that goals are broad, general statements of what you plan to accomplish.  Objectives flow from the goals and they are specific and measurable within a realistic timeframe.  Some people use the SMART acronym to describe objectives which means your objectives should be Specific, Measurable, Achievable and Realistic within a defined Time frame.You should also discuss whether this issue is currently being addressed.  If so, how will your solution be different.



WHAT FUNDERS REALLY WANT TO 
KNOW
• What are your strategies for making it 

happen?
• What is your specific plan of action?

• Think of your proposal as an 
organizing plan.

Presenter Notes
Presentation Notes
Your project description should also detail the particular methods you will use to implement your project. In other words, what are your specific strategies for accomplishing your goals and objectives?This section details your plan of action which should clearly explain the who what, where, when and how of your strategy: how will your plan be implemented including who will do the work, what is going to happen, where will it happen and when will it happen.  In addition to a well thought out description, you should also include a timetable or step by step plan showing exactly how the plan will be executed and completed.   Be sure to also emphasize any collaborations or partnerships you may have with other organizations or community groups.  Foundations like to see organizations working together in collective and innovative ways rather than duplicating their efforts.Along those same lines, if you believe that your project is replicable and can be a model for others, include that information as well.  It will help demonstrate that funding your organization or project will have a more long lasting and far reaching impact.



WHAT FUNDERS REALLY WANT TO 
KNOW
•Evaluation

• Specific program objectives in measurable terms
• Identify key indicators of success
• Outline data collection and analysis activities
• Develop a timeline to monitor the success of the project on 

an ongoing basis

Presenter Notes
Presentation Notes
How will you evaluate your project is also a very important question that funders will ask.  It will show them, but also you, if you have achieved your goals and objectives.  It will also help you measure your success and overall impact and prove that what you are doing is making a difference. There are many kinds of evaluation techniques which will depend on many different factors, but be sure to consider both qualitative and quantitative aspects and measures.



WHAT FUNDERS REALLY WANT TO 
KNOW
Why are you the best 
person to do this work?

• What makes you unique?
• Consider your background and 

research



CONCLUSION

Tailor your conclusion to speak to THIS particular funder’s 
guidelines and interests

Presenter Notes
Presentation Notes
Last but not least is the conclusion. You should end with a compelling conclusion which speaks to why this particular funder should fund this project. It doesn’t have to be long. A paragraph or two will do. Your goal here is to answer what I call the “so what” question.  If this project is funded, how will life be better and for whom and why should this particular funder care? How will this be a mutually beneficial partnership?  



EXECUTIVE SUMMARY

How do I reduce everything to one page?
• Statement of purpose
• A brief description of you project including the goals and objectives
• Information about you
• And how much money you are asking for

Presenter Notes
Presentation Notes
The executive summary is one of the most important parts of the proposal because the reader will often read it first to determine if they want to read the rest of the proposal. If it doesn’t catch the readers attention right away, he or she may not continue reading. It also helps to have an executive summary on hand when making the initial approach so it’s good to have a one page summary whether the funder ask for one or not. Most people who write proposals find that it’s easier to write the full proposal first, and then extract the key information to put into the one-page summary.  Your Executive Summary will include your:            Statement of purposeA brief description of you project including the goals and objectivesInformation about youAnd how much money you are asking for



FILE FORMATS

• Use PDF to retain formatting
• Clear and consistent file names

• Name_Item.pdf
• Jacks_Budget.pdf

Presenter Notes
Presentation Notes
Since many funders require online submission, you will want to make sure your content is readable and formatted properly. Do not assume they are using the same word processing software as you are. To ensure your formatting, submit using PDF (may even be required). Also have clear and consistent file name (not too long) so it is obvious which organization is submitting and which piece of the proposal is contained in the file.



Questions?

Ellen Jacks: ellen.jacks@wisc.edu
Appointments: Email or visit: https://go.wisc.edu/grants and 

fill out the Contact form

mailto:ellen.jacks@wisc.edu
https://go.wisc.edu/grants
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