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INTRODUCTION 

Grant prospecting is the process of searching out possible grant makers for your 
organization, your programs, and your capital needs. Grant makers can be private 
foundations, community foundations, a company-sponsored foundation, or local, state, and 
federal governments. The keys to successful grant prospecting are: 

 Preparation 
 Planning 
 Understanding prospective grant makers’ priorities 
 Cultivating grant makers 

 
There are many different places to find grant makers (explained in detail later in this 
chapter, pgs. 4-21), and many different ways to search available, free and subscription-
based databases. Experience matters, and the more often you employ prospecting 
strategies, the more competent you will be at using them. One thing that will remain the 
same throughout your prospecting work is the language (i.e. keywords) you will use to 
describe your organization and its programs.  
 
Grant prospectors use a number of different styles and techniques to find appropriately-
aligned grant makers (i.e. their priorities and giving history are a good fit or match for your 
organization’s needs). For example, one prospector may do a mass search to look for all 
prospective grant makers at once, resulting in a large amount of output, while another 
prospector may focus solely on one particular facet of your organization (a specific 
program or capital need) to search through a much smaller database of possible grant 
makers. Combining these methods is an effective way to canvas the many databases 
available.  
 
Grant prospecting is a labor-intensive art. There is no way to shorten the amount of time it 
will take you to search for grant funding prospects. Prospecting for one specific program 
for your organization could take 5–10 hours while prospecting for all of your organization’s 
needs could take 20 hours or more. Do not let this dissuade you from the possibilities that 
will come from grant prospecting. Within each of those searches could be the grant maker 
who will fund your organization’s new program for the next three years. That fact alone 
should help push you through the long hours of prospecting. 
 
Every year, thousands of grant makers change their giving priorities and methods. One 
year a grant maker may choose to fund new human services projects, and then, due to the 
economic climate, it may decide to not fund any new projects the following year. To better 
understand giving trends (which play a major role in all prospecting work), you need to 
have an understanding of philanthropy across the United States. One of the best resources 
for trends data is the Foundation Center. A recent report can be found at 
http://foundationcenter.org/gainknowledge/research/pdf/fgge11.pdf.  

http://foundationcenter.org/gainknowledge/research/pdf/fgge11.pdf�
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The annual giving report released by the Giving USA Foundation each year is another 
reliable resource for philanthropic trends. According to the 2010 annual giving report, 
charitable contributions have risen by 3.8% to an estimated $291 billion. Religious 
organizations around the country garnered the most funds, receiving 35% of the total 
contributions; religion has received the largest share of contributions for the last 56 years. 
Giving for “education” (5.2%), “health” (1.3%), “public-society benefit organizations” 
(6.2%), and “arts, culture, and humanities” (5.7%) rose slightly over previous years, while 
giving to “human services” and “religion” remained steady. These figures prove to 
nonprofits around the country that even in a recession, the indomitable spirit of giving of 
the American people will not be swayed. 
 

We believe the numbers underscore the fact that giving remains a core 
American value. Over the past decade, philanthropy has held its own in spite of 
two recessions, terrorism, wars, and a series of devastating natural and man-
made disasters. Adjusted for inflation, total giving exceeded $280 billion a year 
every year for the past decade and surpassed $290 billion in six of the last seven 
years. This tells us that despite personal and economic hardship, Americans 
remain steadfastly committed to each other and their communities. 
Philanthropy is at the heart of who we are as a society, and it is undeterred, if 
occasionally deferred by hardship. 

~The Giving USA Foundation 
 
Following the philanthropic trends each year will help your organization prepare for the 
future of giving. Prospecting based on trends is the first step to locating and securing new 
funding for your organization and its programs. A significant amount of time should be 
spent prospecting the possible grant makers and determining how well your organization’s 
needs fit into their giving priorities. 
 
  



 
GRANTS PRIMER:  

How to Find Grants

 

July 2011 4  

PREPARATION 

You will need a few tools to help you get started in grant prospecting. At the end of this 
chapter, you will find: 

 Grant Prospecting Questionnaire 
 Organization Summary Sheet 
 Grant Prospect Worksheet 
 Grant Prospect Database 

 
We will discuss using these tools in turn, but the first two are critical to your grant 
prospecting preparation. 
 
Step 1: Know Thyself 

The first thing you need to do is identify the areas that your organization serves. Make a list 
of the states, counties, and communities that you serve. This will be used in searching 
databases to find grant makers that are currently giving in the areas your organization 
serves. It is important that you are honest in the scope of your organization’s work so you 
capture the best matches for your needs. Use the Grant Prospecting Questionnaire to gather 
your data, and use the Nonprofit Organization Summary Sheet to detail your findings. Keep 
these documents available as you prospect. 
 
Step 2: Know What You Need 

The next step in prospecting preparation is understanding what types of support your 
organization needs from the possible grant makers. There are many different ways for a 
grant maker to provide support for your organization from paying for staff and hosting 
conferences to purchasing land. However, most funding comes through operating support, 
capital support, and program development. Operating support is a grant to an organization 
for day-to-day operating costs or to further the general work of an organization, rather 
than for a specific purpose or project (also known as unrestricted funding). Capital support 
is most commonly given for specific capital campaigns that involve building construction or 
acquisition, land acquisition, renovations, remodeling, or the rehabilitating of a property. 
Program development grants provide funding for a specific purpose or project (also known 
as restricted funding). The Foundation Center provides a listing and definition for all types 
of support at http://foundationcenter.org/getstarted/tutorials/fcsrch_adv/tos2.html.  
 
Step 3: Prioritize Your Needs 

The final step in prospecting preparation is listing your organization’s funding priorities 
and the keywords to use when searching for those priorities within databases. In many 
search databases these are called the “Fields of Interest”. There are literally thousands of 
possibilities in the fields of interest and too many combinations possible to list them all 

http://foundationcenter.org/getstarted/tutorials/fcsrch_adv/tos2.html�
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here, but the table below presents a few examples of possible keywords and the types of 
organizations or programs to which they are aligned: 
 

Organization Type Possible Keywords 
Organization that provides food to the 
elderly in their homes 

Food services, food distribution, aging, 
elderly services, disabled, economically 
disadvantaged, etc… 

Organization that provides education 
services to children 4–18 years of age 

Youth services, education, children services, 
youth development, child development, 
etc… 

Organization that provides shelter and food 
to homeless men, women, and children 

Adults, children services, youth services, 
food distribution, economically 
disadvantaged, homeless, human services, 
housing/shelter, etc… 

 
Each keyword may also have many different sub-keywords within it. For example, in the 
Foundation Directory Online (discussed in detail in the next section of this chapter) the 
“youth development” keyword has 23 different sub-groups to help target your queries to 
return the best possible matches for your needs. Keywords should not only focus on your 
organization’s mission but also on the people your organization serves. For example, if the 
organization in the third example in the table above also serves people with alcohol or drug 
addictions, those groups should be an additional set of keywords selected. Keyword 
selection is a critical part of the prospect process and should not be taken lightly. Given the 
amount of grants possible and the varying amounts of projects that grant makers fund, 
each keyword could likely provide hundreds of possible funders for your organization.  
 
Take time to prepare adequately for your prospecting work; the more time you put into 
preparation, the better your results. You must understand how, why, and where your 
organization provides services to prepare properly. You may want to keep a notepad handy 
to keep track of your keyword combinations. Each prospector will develop his/her own 
prospecting strategies through trial and error, but as long as you have the “how, why, and 
where” of your organization, the prospecting process will be much easier. 
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HOW TO SEARCH GRANT DATABASES 

Now it is time to start the grant database search process. Ensure that you have all of the 
information you gathered during the preparation process within reach. A good strategy for 
searching is to familiarize yourself fully with the organization or the particular program 
that you are going to prospect. This will help you avoid backtracking and reading up on 
something that you may have missed in the preparation process. During the search process, 
keep track of the keywords that you have used so that you do not spend valuable time 
prospecting the same keywords repeatedly. Also, many of the databases have similar 
keyword options, so keeping track of your keywords could become a valuable timesaver. 
 
Two other tools will be helpful to you in this process: the Grant Prospect Worksheet and 
Grant Prospect Database (GPD). Use the Grant Prospect Worksheet to keep detailed notes 
about each of the most relevant grant makers you find. Use the GPD at the end of your 
prospecting work to list all of the potential opportunities. This can be a useful tool for 
reporting your work to the executive director or Board of Directors. 
 
The databases highlighted in this chapter are either free or subscription-based: Foundation 
Directory Online, Grant Spy, GrantStation, Christian Foundation Grants, Urban Ministry, 
Grants.gov, AFI Grants Navigator, Fundsnet, and the Chronicle of Philanthropy. The maxim 
“You get what you pay for” rings true in this case: the best and most up to date databases 
cost the most money (some more than $1,000 a year). Check with your local library to see if 
they have purchased subscription-based databases for community use. Many libraries in 
larger cities provide a committed computer for grant prospecting, and some have 
professionals available to help.  
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Foundation Directory Online (FDO):  
http://foundationcenter.org/findfunders/fundingsources/fdo.html 

The Foundation Director is a subscription-based database. To begin searching, first you 
must login to FDO. Then click on the “Search Grants” tab on the opening page. 
 

 
 
For all of the search options, the view index link is the easiest way to input information into 
the dialog boxes. In the next window, click on the view index link under “Recipient Type” 
and do a thorough search under all letters for similarities to the keywords that you 
identified during the preparation process.  

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://foundationcenter.org/findfunders/fundingsources/fdo.html�
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Next, look under “Recipient Location” and fill in the information: the state your 
organization is located in and the counties your organization serves. Then, click on “Types 
of Support” and put in the necessary information utilizing the view index link. You must put 
in the years of grant giving that you would like to search, then click search. You will receive 
a list of all the grant makers that funded projects similar to your organization in your local 
area. These funders are the most likely to give to your organization because they have a 
history of giving in your area and will most likely do so again. Place the most relevant 
matches into the GPD, and move on to the next step. Do not search for grants authorized 
more than five years ago. This will likely skew the results with foundations that may no 
longer exist. 
 

 
 
Next, click on the “Search Grantmakers” tab. You will notice this tab has similarities to the 
“Search Grants” tab, but the search titles and parameters are slightly different. Also, utilize 
the view index link in this tab to increase the viability of your searches. Click on the “Fields 
of Interest” view index and search through the alphabetical listing of all of the topics and 
click the ones that are closest to the keywords that describe your organization’s interest. (It 
should be noted that it may produce a very large amount of grant makers to look through 
one-by-one. To alleviate this, limit the searches to a couple of fields of interest at a time.) 
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The next step is to put in the same “Types of Support” that you listed under the “Search 
Grants” tab. Next, put your organization’s state into the “Geographic Focus” dialog box. If 
your organization is larger than a community nonprofit, choose “National” in the view index 
section as well. Moving on to the “Types of Grantmaker” section, choose community 
foundation, company-sponsored foundation, corporate giving program, and independent 
foundation. This will allow you to get the most accurate results  from your search query. 
Click the “Exclude grant makers not accepting applications” if you would like to disregard 
the grant makers that are not accepting unsolicited proposals. (According to the majority of 
grant makers, they do not update their fact sheets as often as they should and this 
information may be incorrect. The best thing to do if it matches your organization’s 
programming is to place it into the GPD, and add a note beside the foundation’s name to 
indicate you need to verify their guidelines and information.) 
 
As an example search, I have chosen a nonprofit that serves the elderly or aging. This 
nonprofit is only looking for capital and operating support, and I have chosen the four 
types of grant makers listed above. After clicking “Search”, I can see that there are 31 
results from this particular search query.  
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After clicking on the individual foundation, FDO will show you a synopsis of where the 
foundation is located, contact information, why it was created, the area in which it gives, 
the foundation’s supporting activities, the types of support they provide, the methods of 
applying for support, a listing of officers and trustees, the total amount of money within the 
foundation’s accounts, and grants that they have provided to other organizations—this 
section details how much was given, to whom it was given, what type of support it was, and 
most importantly what type of programs or organizations the grant maker funded. All this 
information should assist you in deciding whether or not this particular grant maker is a 
good prospect for your organization or if your time would be better spent elsewhere. If the 
foundation is a good match, this page can be helpful in completing you GPD. Below is a 
small sample of the provided information.  
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If you have made it to this point and believe that this grant maker would be a good match 
for your organization, click on “Map Grants” in the upper right corner. It will provide a map 
of the United States that shows the states in which the grant maker has awarded funds to 
organizations. As you can see in the example below, the AK Steel Foundation has awarded 
funds in many states, but its primary focus is on Ohio.  
 

 
 

At this point, since my sample nonprofit is in Ohio, I click on the state of Ohio. I then get a 
by county break down of where this foundation has funded organizations. This tool is 
essential in determining if this particular foundation will fund your organization. As you 
can see from the example, AK Steel Foundation funds more projects in southwestern Ohio 
than elsewhere in the state. If my organization is in that area or very close to it, the 
probabilities of this foundation supporting your organization rise dramatically.  
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I have chosen AK Steel Foundation to go into my GPD, but I do not know how much funding 
would be appropriate for my sample nonprofit to ask them for, in the proposal. There is no 
formula for deciding the appropriate amount. You must “feel” out the foundation and their 
giving amounts. One method to see how much they have given to organizations similar to 
yours is to use the “Chart Grants” function on the upper right-hand side of the fact sheet.  
 
If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. Similar to the majority of the 
online databases discussed in this chapter, it will take time to learn how to navigate and 
use FDO properly.  
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GrantSpy: www.GrantSpy.com 

GrantSpy is a subscriber service and can be used to search for federal, state, and foundation 
grants across the country. For this example, a search through foundation grants will be 
used, but the search function is the same for each type of search. First, login to GrantSpy.  
 

 
 
Next, click “Foundation grants”. For searching in GrantSpy, there is a category dialog box 
that has a listing of many different focuses for your organization to use. Limit the use of too 
many keywords at one time to allow for easier prospecting. Ensure that you click on the 
circle beside “any words” to allow for better results related to your query, then click search.  
 

 
 
The results produced will show funder names, a summary of why the foundation was 
created, and what the foundation’s support focus is. If the foundation has a website where 
more information can be provided, it is shown here as well. GrantSpy has a “Save in my 
Folder” function that will allow you to save the foundations that you believe to be a good 
match for your organization.  
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If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
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GrantStation – www.grantstation.com 

GrantStation is a subscriber service that can also be used to search federal, state, and 
foundation grants from around the country. (The sample search from previous databases 
will be used.) After logging in to GrantStation, for this example, click on “U.S. Charitable 
Giving” (located on the left side of the page). 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Next, click on advanced search (located in the middle of the page).  
 

 
 

http://www.grantstation.com/�
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The advanced search function for GrantStation then will walk you through three steps to 
start your search. The first step is the “Geographic Focus,” or the state that the grant maker 
distributes funds. The second step is the “Areas of Interest”. Much like FDO, GrantStation 
provides many examples that you can “check.” Although, there is a limitation in that you 
can only “check” three areas of interest. The last step is selecting the type of support that 
your organization is attempting to have funded. This also utilizes the check boxes like the 
previous steps. (The “Types of Support” in GrantStation are worded differently than in 
other databases; you should carefully consider the type of support you choose.) 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
After clicking on an individual foundation, the database produces a synopsis of what that 
foundation chooses to fund and how to contact them. If you find a foundation that seems to 
be a good match for your organization, place the foundation’s information on a Grant 
Prospect Worksheet. 
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Christian Foundation Grants (CFG) – www.christianfoundationgrants.com 

The CFG database consists of funders that have given and will give to religious purposes, 
and like FDO it is a subscriber service. This service should only be used in conjunction with 
another database service due to the limits in foundation searches. The search functions on 
this site are very similar to FDO, therefore it is very important that you save your keywords 
and other information from the preparation phase. To begin your search, you must login 
using your subscriber information. After you are logged in, click the “Advanced Search” 
button in the middle of the page. 
 

 
 
The search section is broken down into dialog boxes that must be selected. This search 
section uses the same terms for everything except the keyword section. The keywords 
must be typed in and not chosen from a list. For this sample search, the same example from 
FDO will be used.  
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You will notice the dialog box labeled “State” is empty. This is left empty because many 
foundations fund organizations outside of their home states; therefore, selecting a state 
would only limit the search. When the search query loads, it will come back with a listing of 
all the foundations in the database that match the keywords you entered. Because 
thissubscriber service is more limited than FDO (and less expensive), the search query will 
produce far less results. By clicking on the individual foundation names once the search 
results are produced, you will bring up a short synopsis of the foundation (much like FDO). 
 
If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
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Urban Ministry – www.urbanministry.org 

Much like CFG, Urban Ministry is a database filled with foundations that have given or are 
willing to give to religious programs. However, unlike CFG, Urban Ministry is a free service. 
The first step is to go to the website and click on the “Christian Grants” tab at the top-right 
of the page. 
 

 
 

Because this is a free service, the database does not have the number of foundations 
provided by subscriber services and searching is more difficult. For a faster and easier 
search method, click on “Grants” under “Browse Content”. Next, type in the geographic 
focus of your organization and one keyword from your preparation notes. Search the 
results to locate any possible foundations that have interests similar to your organization. 
 

 
 
 
 
 
 
 
 
 
 
 

http://www.urbanministry.org/�
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If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
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Grants.gov – www.grants.gov 

Grants.gov is a free service showing all the grant opportunities the federal government 
releases. The first step is to click on “Find Grant Opportunities” on the left side of the page. 
 

 
 

 
If you do not have a specific opportunity that you heard from a colleague or email, the best 
option is to click on “Advanced Search”. The searching options for Grants.gov are limited to 
dialog boxes; ensure you search through each one and click on the option that most closely 
resembles your organization or what type of funding you are searching for. (When 
searching, always “check” the box for “Open Opportunities”. This will allow only 
opportunities that are currently available to appear in the results.) 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 

http://www.grants.gov/�
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This will likely produce many results that must be read through individually. The best 
option on this site (along with many others), is to join the mailing list that will supply you 
with opportunities in your email on a daily basis. Join the list at: 
http://www07.grants.gov/applicants/email_subscription.jsp. 
 
If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
 
 
  

http://www07.grants.gov/applicants/email_subscription.jsp�
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AFI Grants Navigator - http://grantnavigator.afisystems.com 

Grants Navigator is a subscriber service that produces grant opportunities from the Federal 
government. Its search functions are easier to use than Grants.gov, but it is not free. The 
website is arranged to allow you to save your information so it does not have to be entered 
each time you search, and has dialog boxes to choose all the information. After logging in, 
choose your agencies “Funding Eligibility”. This is what type of organization you are 
searching for: nonprofits, schools, higher education centers, etc. The next step is to choose 
which funding agencies’ opportunities to search through (the best option here is to choose 
“all agencies”). Next, choose what type of funding your organization is looking for (below is 
a breakdown of the categories): 
 

 
 

Much like Grants.gov, this search will produce a lot of results. Do not let this dissuade you 
from prospecting out federal grant opportunities. Federal grant opportunities may be 
difficult to apply for, but the grant awards are usually much larger than those from private 
foundations. 
 
If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
 
 
  

http://grantnavigator.afisystems.com/�
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Fundsnet - www.fundsnetservices.com 

Fundsnet is a free service that breaks down grant opportunities into categories for ease of 
prospecting. However, the results must be looked through carefully to ensure the grant 
maker is willing to provide funds in your area.  
 

 
 
Much like other free grant databases, Fundsnet does not provide the number of results or 
types of search options that the subscription-based databases provide. However, it is still a 
viable database that should be used in conjunction with other grant databases. 
 
If you find a foundation that seems to be a good match for your organization, place the 
foundation’s information on a Grant Prospect Worksheet. 
 
 
  

http://www.fundsnetservices.com/�
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The Chronicle of Philanthropy – philanthropy.com 

The Chronicle of Philanthropy is a subscription news service for nonprofit organizations. It 
provides print and digital copies of the latest nonprofit news, fund-raising success stories, 
management advice, grant announcements, and job opportunities. On the website there is a 
free subscriber service that will allow you to see limited sections of the website and receive 
emails everyday filling you in on the most recent news in the nonprofit world. These news 
stories will allow you to track philanthropic trends in real time. If you find a foundation 
that seems to be a good match for your organization, place the foundation’s information on 
a Grant Prospect Worksheet. 
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OTHER PROSPECTING OPTIONS  
While other methods (Google, Bing, etc.) may produce viable results for your needs, they 
are simply unreliable. More often than not, you will find limited results or grant 
opportunities whose deadlines have already passed. However, when conducting grant 
prospecting you should utilize all tools available to you. Conduct a few searches using these 
search engines, but do not spend large amounts of time on them. 
 
 
WRAP-UP 

There are many positives to using subscription-based databases for grant prospecting. 
They are updated frequently, allowing you to see the grant maker’s most recent giving 
priorities and grant proposal submission information. They also show you whether or not 
the foundation is currently active—knowing if the grant maker is still functioning is 
important because you do not want your organization to waste valuable resources 
preparing proposals for grant makers who will never review your request. They capture 
hundreds of thousands of foundations, maintaining highly-detailed information such as up-
to-date contact information. Cultivation is fundamental in grant seeking, and this database 
functionality allows for easier grant cultivation and streamlines the submission process. 
Depending on your organization’s budget, subscription-based databases may be out of 
reach. However, the benefits of the subscription services far outweigh the negatives of free 
online databases. Free databases are just too limited in their result outputs and may have 
outdated information that can be detrimental to the grant prospecting process. 
 
As you get started on your prospecting journey, remember to keep all of your prospecting 
preparation materials at hand. Maintain lists of the keywords you use. Allow yourself 
ample time to do a thorough search. It takes time to get into the rhythm of prospecting, but 
with experience you will help your organization yield measurable gains in grant revenue. 
 
Remember: 

 Preparation 
 Planning 
 Understanding prospective grant makers’ priorities 
 Cultivating grant makers 
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GRANT PROSPECTING PREPARATION QUESTIONNAIRE 

 
Grant Funding Priorities 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Why is this (or these) the priority and how did you come to that decision? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Problem Statement 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
Solution Statement 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Why are you best suited to solving this problem? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
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How Project Relates to Mission 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
Key Words  ____________________, ____________________, ____________________,                
____________________, ____________________, ____________________, 
____________________, ____________________, ____________________ 
 
Constituency Groups 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
Total Estimated Project Cost $ ____________________________________________________ 
 
Project Timeline   _______________________________________________________________ 
 
Personnel  $ ________________________________________________________________ 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Facilities Used/Required $ ____________________________________________________ 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
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Supplies or Equipment Needed $ ______________________________________________ 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Current Partners and Their Roles 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
Are any partners considered project leaders? Which one(s)? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Potential Partners 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
What foundation or corporate board contacts do you or your partners have? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
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With which foundations or corporate boards are you and your partner organizations’ boards 
familiar? Which are already dedicated to other projects? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
List any fraternal groups, social clubs, or professional organizations to which you or your 
partners belong. 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
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ORGANIZATION SUMMARY SHEET 
 

Summarize the population that your organization serves, how they serve that population, and where they serve 
them. Make it brief yet informative. Keep this information at hand for the entire grant prospecting process.  
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GRANT PROSPECT WORKSHEET 
 

Date: 
Potential Grant Provider Information 
Name  

Address  

Email  

Website  

Contact Person  

Financial Information 
Grant Amounts Given The 
Previous Year 

 

Is This Funder a Match for 
your Organization? 

Funder Your Organization 

Interests 
 

1. 1. 

2. 2. 

3. 3. 

Geographic Focus   

Type(s) of Support   

Population(s) Served   

Application Information 
Initial Approach (letter of 
inquiry, formal proposal) 

 

Deadline(s)  

Board Meeting Date(s)  

Notes:  
 
 
 
 
Follow-up:  
 
 
 
 

       



Organization Name GRANT PROSPECTS DATABASE Year

Rev. 7/19/2011 3:44 PM CONFIDENTIAL Page 1 of 1

Possible Grant Maker Point of Contact Grant Maker Address Website (If Provided) Types of Support Given Fields of Interest Deadline for next LOI or Proposal

TOTAL

GOAL
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