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GRANTS, FUNDRAISING AND
SPONSORSHIP

Alison Hamblin
Community Development Coordinator
Alison.hamblin@noosa.qgld.gov.au
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* All levels of government give out grants,

as do many philanthropic foundations and
some corporations.

 The keys to success in getting a grant are
subtly different for each type of
grantmaker.

* You have to know the difference so you
know how to pitch your proposal!



Government Grants

« Government provides the overwhelming
majority of grants funding in Australia.

* Generally, government grantmakers are
Impartial, unbiased, and outcomes-
oriented.

o Government grantmakers are also
relatively inflexible and can seem_ . avernment
obsessed with detail. AR and Loans -
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Philanthropic Grants

« Australian foundations give out millions of
dollars in the service of the ideals of their
founders.

« At their best they can be innovative,
flexible, forward-looking, and
understanding.




Corporate Grants K4

 May not have a formal application scheme
e You need to be proactive.

e In any case, remember that companies
aren’t giving you money because they like




General tips for all grant types

Do some planning!!

* Appoint one person on the committee for
applications (not necessarily the treasurer).

* Prepare the basics of each application and keep
on file.

 Look outside the box!

e Check out
http://www.noosa.qld.gov.au/community-grants
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General tips for all grant types
The best way to negotiate the world of grants is to think about your needs before you start thinking about what’s available. Look outside the box!  Hold a brainstorming session and make a list of all of the things your group would like to do, if only it had the money. Make it a living list that’s accessible to key people within the organisation and can be added to and refined as new needs arise and old ones subside. Use this list to inform your decisions about which grants you want to apply for. Appoint a person in your committee to prepare applications
Some grant schemes are applicant-driven. This means various groups submit project proposals, and the grantmaker picks the one they like best. Others are project-driven. This means the grantmaker has a specific project in mind, and advertises for groups who want to run that project.
In any case, any money you receive from a grant will be earmarked for something specific. Before you accept the money, you must be sure you have the capacity to carry out the terms of the contract. After you’ve accepted the money, you have to deliver exactly what you said you would.
The more you can establish ongoing trust with grantmakers – that you can deliver projects on time, on budget, and in the same form as they were approved – the more hope you’ll have of achieving a second or third round of funding, or even ongoing funding.

Grant Opportunities
From time to time Council will publish news relating to grants. To start your search for grant opportunities begin with the websites below.
Searching for grant opportunities can be time consuming but well worth the investment. Council has set up a link to get you started.
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Sponsorship K4

 Have clear and realistic goals.

 \WWhat can your organisation do for the

business NOT what the business can do
for you!

 Manage the Sponsor Relationship |
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•Start planning and approaching sponsors 12 months before you need the money as decisions take time. 
•Its as easy to ask for large amounts as small. 
•Focus on what’s in it for the sponsor and how their businesses will benefit (Return On Investment) 
•Try and find out what your sponsor’s objectives are and show them how sponsorship will address them. 
•Keep a sharp eye on the long term ‐ build trust over time. 
•Use your time effectively, this takes persistence 
•Don’t let a month pass without contact via phone or email 
•Never endorse anything a sponsor sells or makes. 
•Make sure you have a written agreement highlighting exactly what you are agreeing to. 
•Ensure you meet your obligations. 

Managing The Sponsor Relationship 
• The relationship with your Sponsor is based on the delivery of your promises. 
• Keep in touch and keep them up to date. 
• The job isn’t over when the cheque arrives or event is done 
• Give great service and they’ll come back. 
• Do more than they expect, give more than they wanted. 
• Be early on delivery, prompt on contact returns and emails and flexible on their dates 
• Have a plan for deliverables to ensure fulfillment. Don’t over promise and not deliver. 

Appreciate your sponsors and follow up


Send emails and include sponsors activities & logos on website. 
•Take lots of photos of sponsored activities and send them on to sponsor. 
•Consider putting together a book of photos and comments from members about sponsorship activity. 
•Send cards & letters of thanks. 
•Invite the sponsors to attend any activity you are planning, even if they don’t come, they will appreciate the invitation. 
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e Again, have a plan and appoint someone to
Implement.

 Over 90% of fundraising comes from
iIndividuals.

e Check out:
www.australianfundraising.com.au

o www.fundraisingideas.com.au

e www.fundraisingvouchers.com.au

 Try commissions on insurances or bookings.
 Decrease expenses.
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4.6% comes from business 
95.4% comes from individuals 



Most clubs make about 10% of their annual income from fundraising. 
•Only 3% of clubs make more. 
•Pie drives, lamingtons may not suit your audience. 

Decrease expenses may be as simple as looking at your waste services


http://www.australianfundraising.com.au/
http://www.fundraisingideas.com.au/
http://www.fundraisingvouchers.com.au/

Benefits of fundraising $1000 @




Look for partners and grant sources
In unusual places!




How can Noosa Council help?

 Introducing.......

Kim Cummins, Grants Officer

grants@noosa.qld.gov.au
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