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The Demise of the Proposal (sort of):  
The Power of a Single Page

--- Jennifer Henderson, Principal, Strategic Decisions LLC

Session Description

Grant makers spend many hours reviewing proposals that they are not interested in funding.  Grant seekers spend many hours creating proposal s that no one wants to fund. 
Ask yourself two basic questions:

1)  What if an “identity alignment” tool could help grant seekers stay true to their mission by approaching those grant makers with whom they are most aligned?  

2) What if a single page could become an effective initial form of communication and possible connection between the two?  

It’s happening now in New Orleans, Arkansas and other places across the country.  In this session, Jennifer Henderson will share examples of how the “one-page” investment opportunity has transformed one of the biggest challenges in the grant maker/grantee relationship --- establishing the mutually-beneficial “fit.”  

Participant Learning Goals

· Discover an approach for increasing interest alignment of grant makers and grant seekers by identifying the most likely investor/investment match
· Learn about the one-page technique and the impact its use has on grant making in New Orleans

•
Consider how your collaborative grant making could benefit from similar alignment approaches

The Five Funding Attractions:

A Tool for Aligning the Interests of Prospective Investors
with

Key Aspects of Your Organization’s Identity
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Aligning Organizational Identity with the Interests with Prospective Investors

The best investor/nonprofit organization relationship is one where the self-interests of the organization and the investor are mutually satisfied.  Sure, most nonprofit organizations need the financial support of foundations, churches, agencies, corporations and individuals to survive. Similarly, most investors (funding institutions or individual donors) have agendas that cannot be realized without the work of nonprofit organizations. Nonprofits and investors need each other. Generally speaking, the more aligned the self-interests, the more satisfying the relationship for both the nonprofit and the investor.
Five Basic Descriptors of Your Organization’s Identity

Nonprofits are as unique as snowflakes. Understanding the descriptors of your organization’s identity can help the organization remains true to itself and its interests. Nowhere is an organization’s “identity integrity” more important than when it comes to the relationship with investors.  Investors routinely channel or direct their funding commitments based upon their own identified self-interests. These self-interests are often stated in one form or another in the investor’s mission statement, annual report, funding guidelines, and application. Similarly, the effective organization is clear about who it is and can affirm its organizational identity through five basic descriptors:

Geography: the physical location in which your organization primarily works (for example, rural, urban, Southern, Midwest, West, Northeast, Appalachia, MS Delta, city, neighborhood, state, national, and/or international)

Constituency: the people, population or community of interests who are the primary beneficiaries of your organization’s work (for example, low income, working class, unemployed or underemployed, people of color, immigrants, youth, women, school-aged children, teenagers, LGBT, seniors, and/or differently- abled )

Strategy: the approaches and means primarily employed by your organization to accomplish its work and mission (for example, community organizing, advocacy, direct service, community development, physical development, coalition building, partnership, and/or collaboration)
Issue: the focus or area of priority interest of your organization’s work (for example, education, health, jobs, housing, hunger, environment, child development, domestic violence, and/or transportation)
Analysis: the philosophy, theory or rationale which is the basis for your organization’s work (for example, root causes, underlying situation and dynamics, and/or contributing factors or reasons for the conditions your organization is committed to address, change, improve or maintain
How to use this tool to “ID” your organization
Step 1: 
Gather people who are knowledgeable about your organization.

Step 2:
Give each person a copy of the tool.  Go over the definitions of each of the five basic descriptors of your organization’s identity.

Step 3:
Ask each person to place examples for each descriptor of your organization’s identity within the corresponding circle.

Step 4:
Compare everyone’s responses for each descriptor.  Note the commonalities and the differences. 

Step 5:
Test consensus on a set of examples for each descriptor of your organization’s identity.







How to use this tool to test “interest alignment” with prospective investors
Step 1: 
Gather information from current/past grantees, annual reports, website and philanthropic watchdog organizations about prospective investors.

Step 2:
“ID” the prospective investor by the five basic descriptors (constituency, geography, issues, strategies, and analysis).  Place the examples in the space allotted below each aspect.

Step 3:
Based upon the ID of your organization, rate the level of alignment with each descriptor.  Rate from 1 meaning little or no alignment to 5 meaning totally aligned. 

Step 4:
Note the descriptors where the alignment is rated 3 or better.  Count the number of descriptors reaching this level of alignment. 

Step 5:
The level of alignment (1-2-3-4-5) indicates the likelihood of a successful investment: 

1(unlikely); 2 (possible); 3 (likely); 4 (highly likely); 5 (most likely). 
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