Tool 2 - Typical Funding Sources and Advantages/Disadvantages of Each
(Hatfield, as cited in McNamara, 1999) 


	 Source
	Advantages
	Disadvantages

	Individuals
	 · Largest source of giving 
 · Ongoing source one can build 
 · Once a giver, also an advocate 
 · Volunteers are a good source of money
	 · Costly to develop, small return per

   individual unit 
 · Hard to generate unless broad-based direct

   service appeal 
 · Risky for the inexperienced 
 · Need significant assistance from the 

  organization's board and volunteers

	Large-Family Foundations
	 · Source of large sums of money 
 · Accessible, professional staff 
 · Clear guidelines, process 
 · Most likely to research your request 
 · Board volunteers can help, not always key
	 · Start-up funds only 
 · Lengthy process 
 · More difficult to access through personal

   influence 
 · Proposals may be more lengthy

	Community Foundations
	 · Much like large-family foundations 
 · Staff may be sufficient
	 · Host of foundations within foundations 
 · Most money is earmarked, special funds

	Small-Family Foundations
	 · May fund ongoing operating expenses 
 · Personal influence with board members helps 
 · Guidelines often broad 
 · Not very fussy about grant format
	 · Hard to access, no professional staff 
 · Often not large sums of money 
 · Without personal influence, may not be

   possible

	Large Corporations Corporate Foundations
	 · Can be source of large sums of money 
 · Smaller amounts of money may be ongoing 
 · Often accessible, professional staff 
 · May be tied to volunteer involvement 
 · Business strategy may be clear 
 · Source of cause-related marketing
	 · Large sums of money aren't ongoing 
 · Hard to get around staff 
 · Must be within their guidelines 
 · Not likely to contribute if not headquartered

   locally or have a public consumer base 
 · Often want board representation

	Small Corporations
	 · Very informal approach 
 · Money may be ongoing 
 · Personal connections will suffice 
 · Neighborhood focus will help
	 · Small amounts of money 
 · Narrow range of interest 
 · Personal contacts are key

	Government
	 · Large sums of money possible 
 · Process is set, clear 
 · Political clout helps 
 · May be source of ongoing money
	 · Application procedures may be long, 

   tedious 
 · May only pay by unit of service, fluctuates 
 · Unspent monies may need to be returned 
 · Difficult record keeping

	Churches and Social Groups
	 · Often looking for group projects
	 · In-kind services most likely 
 · Need to fit their service focus, 

   neighborhood or religious outlook
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