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WHAT IS THE PURPOSE OF THIS REPORT?

Our intention when we set out to produce this report was to share the data from our Trust 
Fundraising Scorecard; experiences and insights from our interviewees along with the author’s 
own experience and recommendations, so that:

Grant-seekers can:

• Use the data as a benchmarking tool to assess their own trust fundraising programme 
in relation to the responses from 248 other charities or to compare against a sub set 
in the same income range.

• Gain insight into areas of weakness; learn from the experiences and insights of peers 
and take action to improve their approach to trust fundraising.

Grant-makers can:

• Gain further insight to the views and experiences of grant-seekers from an 
independent source, as a complementary addition to their own learning around their 
grantmaking practice.  

We use the terms grant-seekers and grant-makers in this report as a simplistic way of defining 
those who are applying for grant funding and those who are distributing grant funding (trusts 
and foundations, statutory bodies, lottery funders and others). However, we acknowledge 
that grant-making trusts and foundations are charities themselves, with their own charitable 
objectives and the same responsibility to deliver public benefit as the operating charities 
seeking funding. This common ground should be the basis for how we communicate and work 
together to maximise the difference we make with our finite resources. 

Rather than a conclusion, we end the report with an invitation to further explore the points 
raised and the question of how grant-seekers and grant-makers can collaborate to better serve 
our communities.

 

WHERE IS THE DATA AND CONTENT FROM?

The quantitative data used in this report is from the results of our Trust Fundraising Scorecard, 
which has been completed by 248 UK based charities of varying causes and sizes. The 
Scorecard was not designed with the intention of undertaking research, it’s purpose is to help 
charities assess their performance and take action in areas requiring improvement. However, 
the strong level of participation and the subsequent conversations this led to gave us a rich 
pool of quantitative and qualitative data that we felt a duty to analyse and share. 
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The scorecard was completed 272 times. Five entries were removed because they were not 
from genuine charities e.g. where people completed the scorecard out of curiosity. There 
were 19 ‘duplicate’ entries removed for the data analysis e.g. where charities have completed 
the scorecard more than once, for which we have used the most recent entry. Therefore 248 
entries were used for the analysis. 

The qualitative input came from:

conversations with 
fundraisers / charity 

leaders to discuss  
their results between  

August 2020 and  
May 2021

informal interviews with 
fundraisers / charity 

leaders to answer a set  
of seven  questions  

relating to this report 
during May 2021

conversations with  
people working in and 

with grant-makers  
who had sight  

of the initial findings, 
during May to June 2021.

53 1012

This report provides some really interesting insights to what’s happening in 
the grant funding landscape at the moment, and it’s right that the report 
is framed around the process of grant-seekers applying for support from 
funders. It’s also important to understand that these funders, charitable 
foundations, are charities too, and are all looking to use their resources as 
effectively as they can to deliver on their own charitable missions. Most 
foundations choose grant-making as the primary way to do this but some are 
drawing from the other tools available to them, such as looking at how they 
influence policy and practice, how they can break down power dynamics, 
encourage participation and be more inclusive. There is a lot of change taking 
place within the funding sector, accelerated by the events of the last year, all 
with the intent of making the most positive contribution to civil society with 
the limited resources available.

Max Rutherford, Head of Policy, Association of Charitable Foundations
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WHAT IS THE TRUST FUNDRAISING SCORECARD?

The Trust Fundraising Scorecard is an online self-assessment tool developed by KEDA consulting 
and launched in August 2020. The Scorecard enables charities to identify the areas where they 
can make the most improvement to increase their annual grant income. It is structured in five 
sections – Prospects, Case for support, Applications, Relationships and Management. The 
test is free of charge, completely confidential and it takes just 10 minutes to receive results 
and recommendations. It can help you to communicate with your colleagues around areas 
for growth and take action where it matters most. We have been delighted to see that it has 
helped charities to assess their programme and make targeted improvements, as described by 
some of our interviewees in this report. 

You can find out more and take the Scorecard for your charity here. 

WHO PRODUCED THIS REPORT?

The author of this report is Alex Blake, founder of KEDA Consulting, where we specialise in 
helping charities to secure grant funding and answer strategic questions. 

We have worked with around 100 charities who have benefited either from our strategic 
consulting or from our trust fundraising service, directly raising over £21 million in grant 
funding. Our client feedback survey receives 100% positive responses on the quality of 
our work and the way we communicate with our clients, scoring excellent by 81% and 84% 
respectively. 100% stated they would work with us again and over 90% would recommend us to 
others. Our training programmes have received 100% positive feedback, with an average rating 
of 9.6 out of 10 for content, delivery and resources.

Alex began his career in the charity sector with roles at St Christopher’s Hospice, ORBIS UK, 
WaterAid and the National Autistic Society before establishing KEDA Consulting in 2013. Alex 
has consistently enabled charities to increase their effectiveness through strategic support and 
secured major funding from national and local Governments, European Union, National Lottery, 
foundations and others. 

Alex has shared his insights with the sector through our own webinars and in articles, events, 
conferences and podcasts for the Chartered Institute of Fundraising, the European Fundraising 
Association, Civil Society Online, Fundraising Magazine, Charity Chat Podcast, Association of 
Chief Executives of Voluntary Organisations (ACEVO), Voluntary Organisations Network North 
East (VONNE) and Charities Management. Alex is also a trustee at LD: North East and Future 
Builders Uganda. 

THANK YOU
This report was only possible thanks to the Scorecard respondents and the fundraisers, charity 
leaders, grant-makers and others who gave their time to share their experiences, insights and 
opinions. Thank you. 

https://www.kedaconsulting.co.uk/your-scorecard
https://www.linkedin.com/in/ablake5
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WHO COMPLETED THE SCORECARD? 

The Scorecard was completed by either a fundraiser (68%) or CEO/senior manager (32%) with 
the latter generally being from smaller charities where securing funding is part of their role. 

The respondents represent a cross section of the sector with charities from across the UK, 
across cause areas and of various sizes, although the proportions are not directly representative 
of the sector as a whole. 

BY SIZE IN TERMS OF ANNUAL INCOME:

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m
30%

16%

7%
12%

35%

23%

24%

35%

19%

23%

19%

16%

15%

6%

5%
4%

4%
7% BY REGION:

Greater London

Scotland

South East

North East

South West

Yorkshire and the Humber

East Midlands

North West

Other regions with less than 10 each

None

One, part time

One, full time

More than one

HOW MANY TRUST FUNDRAISERS  
WORK FOR YOUR CHARITY?
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HAVING COMPLETED THE SCORECARD,  
WHAT WERE PARTICIPANTS’ REFLECTIONS  
AND WHAT HAVE THEY CHANGED AS A RESULT? 

In general, those that had scored highly were reassured that their activities were those 
that we would recommend. Those that had more room for improvement found the results 
with recommendations (provided on completion of the Scorecard) a useful resource to plan 
changes in how they work, with some using it as an independent tool to share with internal 
stakeholders, for example when advocating for more investment in fundraising or in learning 
and evaluation. 

Below are some examples of the responses:

This exercise reassured me that my trust fundraising has been effective and 
that I have explored almost every way in which I can maximise income for my 
charity. It was good to clarify that in order to produce the desired results I 
rely on others within the charity too. 

I have been able to speak with senior management about them being more 
proactive about the projects I need to write compelling funding proposals. 
They recognised that, just because I was bringing in good levels of funding, I 
could only continue that if I had more costed projects to apply for.

Room for improvement for us largely lay in how we communicated with 
trusts ahead of making an initial application and we have taken this on 
board. We have incorporated verbal applications as a measure of our trust 
approach, incentivising the team to pick up the phone and speak with trusts 
initially, rather than sending an application, and measuring these calls as we 
do email and mail applications.

Sara Read, Trusts and Grants Manager, Canine Partners

Anonymous, Head of Fundraising, health charity
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We scored high on areas like case for support, relationships and less good 
on things like management, which is partly due to lack of time. It made us 
realise I can’t just hide behind lack of resources. I do need a more systematic 
approach to fundraising and need to plan ahead more. This year, we will do 
a two day away day with trustees (part virtual, part live hopefully) and will 
review this alongside the Charity Excellence Framework.

It was useful to have an independent tool to take to the CEO, who then also 
completed it and found it useful. It gave us a plan for where we wanted to 
improve scores. I found that I needed to see the services and outcomes first 
hand and meet with the project staff to gather specific feedback, for example 
- For one young man the project is the reason he gets up in the morning. I 
never would have heard that if I hadn’t been proactive in speaking to front 
line staff and service users. Staff often don’t realise that they need to capture 
the feedback they receive informally.

The Scorecard was an easy process and the report was good. We took three 
main points from it:

1. Thinking more about how we develop and maintain the relationships. We 
do invest time in getting the relationship started but need to think more 
about how we maintain that through the life of the funding.

2. Funding strategy around different elements of what we need e.g. core, 
capital, staffing etc. – tend to focus on applications for delivery and fitting 
capital and core into that. Maybe need a better mix of approaching 
different types of funders for different funding needs. 

3. Mapping and communicating our impact. We collect a lot of data but we 
need to improve how we use that to tell the story of what we’re doing.”

Simon James, CEO, Josephine and Jack Project

Steve Padden, Trust fundraiser, Smile for Life

Kevin Franks, CEO, Youth Focus North East
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We looked at stewardship processes, which still feel transactional. We’d do a 
standard thank you, then a six month and 12-month report. All written. Now 
we’ve started to call to thank. If there’s no number we send an e-mail, then 
do a formal letter. We’re trying to think of other ways to communicate as well 
as formal reports, what can we do that’s more interesting, eg sending news 
article etc, normal times would be events and lab tours. We’re looking to be 
creative - How can we stand out? It’s early on so we’ve not seen what works 
but the smaller funders really appreciate the thank you calls.

Having the Scorecard report really helped to focus us on improving our work 
on outcomes and building relationships with funders, which has ultimately 
led to more impact for our beneficiaries. 

Building relationships with funders many of whom had been supporting for 
many years. And doing more research. Thinking about all comms with them 
– calling before applying, providing clarity. Not being afraid to call to talk 
through – the big funders are really good at that. 

Have done a lot of work this year on outcomes and outputs – to ensure that 
reporting systems are working. Getting numbers right, using surveys and 1-2-1 
interviews. Got a system for these to be used in assessing effectiveness and in 
fundraising. We’re also planning better and looking at capacity building.

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust 

Anonymous, Fundraising Manager, Community charity
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PERFORMANCE, SEGMENTED BY ORGANISATION SIZE 

As might be expected, the score charities achieved on the Scorecard tended to be higher for the 
larger organisations. We would expect this to be explained by the increased resource, not just in 
fundraising staff with specialist skills but supporting systems such as monitoring and evaluation.

The total amount of grant income and size of the largest grant received increased in line with 
the organisation size as you would expect. 

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

Overall

Under £50k £50k - £249,999 £250k - £499,999 £500k - £1m > £1m

Prospects Case for 
support

Applications Relationships Management

47
%

59
% 61
%

63
%

74
%

46
%

61
% 65

% 71
% 75

%

51
%

61
%

59
%

59
% 67

%

64
%

78
%

77
%

78
% 87

%

58
% 67

% 71
%

71
%

87
%

59
% 67

%
68

%
66

%
76

%

PERFORMANCE BY ORGANISATION SIZE

TOTAL GRANT INCOME BY ORGANISATION SIZE

12
%

11
%

12
%

67
%

22
%

72
%

28
%

72
%

35
%

32
%

13
%

38
%

32
%

17
%

14
%

4% 2% 1%

17
%
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< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

< £20k

< 10

£20k - £50k

11 - 30

£50,001 - £100k

31 - 50

£100,001 - £200k

51 - 100

> £200k

> 100

LARGEST GRANT SIZE BY ORGANISATION SIZE

APPLICATIONS SUBMITTED

62
%

45
%

52
%

19
%

10
%

7%
13

%
26

%
32

%

12
%

37
%

44
%

40
%

16
%

15
%17

%
11

%
7% 6% 6%

24
%

14
%

22
%

32
%

17
%

16
%

15
%

47
%

22
%

32
%

14
% 8% 7% 6%

1%

22
%24

%

23
%

20
%

72
%

26
%

22
%

22
%

22
%
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10-20% 21-30% 31-40% 41-50% 51-60% 61-70% 71-80% 81-90% 91-100% Don’t 
know

< 10%

SUCCESS RATE

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

< £100k

£100k to £749,999

£750k to £4.99m

£5m to £20m

>£20m

All

< £1 £1 - £4 £4 - £6 £7 - £10 > £10 Don’t know

RETURN ON INVESTMENT (ROI)

3% 2% 3% 5% 3% 3% 6% 3%

10
% 12
%

8%
15

%

13
%

9% 6% 10
%

28
%

64
%

79
%

60
%

26
%

46
%

33
%

17
% 22

%

12
%

11
%

In terms of success rates and Return on Investment (ROI), we don’t see the same correlation 
between the size of charity and higher performance. There is a distinct lack of trend in the data 
on success rates and some responses were clearly inaccurate when viewed alongside responses 
to other questions. The largest proportion of responses had success rates between 10% and 
40% (37% of responses) and 23% don’t know what their success rates are but this figure may 
be higher. 

Even more people were unaware of their ROI for trust fundraising, with 59% responding 
‘don’t know’. It is interesting to note however that the charities with total income of £750k to 
£4.99m had by far the highest ROI figures with 64% achieving a return of more than £10 for 
every £1 invested.

Several of the grant-makers interviewed were surprised and disappointed by the lack of 
understanding of success rates and particularly ROI.
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I would really support more work on the return on investment on fundraising/
trust fundraising. It can be easy to think that fundraising is the thing to 
remove when trying to streamline/manage costs, or that this is the last thing 
that should be invested in when growing, but it is worthwhile, and the more 
evidence that is available that shows this, the better. Are there simple tools/
frameworks that organisations could be supported to use to help with this?

Charities might find it helpful to develop a fundraising strategy that covers 
their expected return on investment. This will help to be clear where their 
points of growth and maturity lie and inform the development of well-aligned 
business plans.

Sufina Ahmad, Director, John Ellerman Foundation

Ngozi Lyn Cole, Advisor to grant-makers, consultant, coach  
and former director at the National Lottery Community Fund
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I was really struck by 94% of respondents feeling they had potential to 
increase their charity’s grant income. With a finite pot of funds available, this 
isn’t going to be the reality. In fact, as competition probably increases over 
the next couple of years as we recover from the pandemic, it seems probable 
that average success rates will decline.

The fact that all charities feel they had the potential to increase their grant 
income is interesting – it’s hard to imagine how this can be the case in 
practice. Although the number of trusts and foundations are growing each 
year, as is the spend level, it is in no way proportionate to the growth in 
numbers each year of UK registered charities, CICs, not for profits etc. I think 
there needs to be greater awareness raising that in proportion to the amount 
spent by Government on charitable activities, or the amounts raised by 
individuals/events etc., we grant-makers are a VERY small percentage of the 
overall levels of giving/funds annually.

Max Rutherford, Head of Policy, Association of Charitable Foundations

Sufina Ahmad, Director, John Ellerman Foundation

 When asked, do you think your charity is maximising  
 its grant funding potential? 

 94% said no. 

Almost all charities felt that they had the potential to increase their grant income. This raises 
an interesting question around how realistic expectations are and is perhaps not surprising 
when across the sector there is an ongoing desire for growth. No doubt many of the charities 
taking the Scorecard could increase the level of their grant income but there has to be a point 
where your trust fundraising programme reaches maturity. The grant funding landscape is 
finite – there are only so many funders whose criteria and priorities match with your charity. It 
also must be true that not everyone can increase their grant income when the total amount of 
funding is unlikely to increase significantly.
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PROSPECTS: RESEARCH + PLANNING = INCREASED 
RETURN AND STRONGER RELATIONSHIPS  

Prospect Score by Organisation Size

Average Score

Under £100k £100k - 
£749,999

£750k - 
£4.99m

£5m - £20m > £20m

AVERAGE PROSPECT SCORES:

46%

61%
65%

71%
75%

When asked to what extent they were aware of the funders who are a good fit for their charity, 
56% feel they have identified most but not all funders (scoring 4 out of 5), while 41% feel there 
are more funders to find (scoring 3 or less). Just 3% believe they have identified all relevant 
funders (scoring 5 out of 5). It’s true that it is unlikely that many people will have identified every 
single relevant funder as there are so many small trusts with no criteria set up to support general 
charitable causes, however the relevance of these trusts is questionable given how competitive 
the funding environment is. Anecdotally, it would appear that the return on investment a charity 
can gain from spending time identifying and applying to a large number of general trusts that 
give small grants (<£5k) is reducing due to ever increasing levels of competition. 

68% have researched all funders who have supported their charity in the past to assess if they 
should apply again. 

To the other 32%, we would strongly recommend that you review the current priorities of 
funders that have supported you in the past. Experience tells us that your chance of success is 
much higher with current and past funders than it is with those which have never heard of you. 

In some cases, a personal introduction to a funder can be very helpful in beginning a relationship 
and almost a third of charities had benefitted from this sort of informal approach. In our 
experience, this type of approach is more successful with trusts that have a less formal approach 
to their grantmaking as opposed to those that have a clear strategy, priorities and a staff team to 
manage their grant programme. 
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DO YOU KNOW PEOPLE WITH ACCESS TO POTENTIAL FUNDERS  
WHO CAN INTRODUCE YOU TO THEM OR ENDORSE YOUR APPLICATIONS.

No, we don’t have people with that type of influence in our networks

Yes, but we haven’t benefited from this yet

Yes, and we have had success with this

23%

30%

47%

The majority (78% scoring 4 or 5 on a scale where 5 is ‘understand everything fully’)  
feel confident in understanding the information provided by funders in their websites  
and annual reports.

Yet only 54% feel confident (scoring 4 or 5 on a scale where 5 is ‘very confident’) that they know 
the best approach to take with each funder (e.g. which aspect of their work to apply for), while 
46% scored three or less out of five. We have found that this is often due to having multiple 
funding needs that fit the criteria and not knowing which to ask for when grant-makers do not 
engage in pre-application communication. 

I’m pleased to see that most people understand the funding criteria so it 
looks like there’s been progress in terms of openness and transparency, which 
is good. But I note they still want the conversation on what best to apply for.

Emma Beeston, Philanthropy Advisor
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CASE FOR SUPPORT: A CLEAR, COMPELLING AND 
COMPREHENSIVE CASE FOR SUPPORT ENABLES  
YOUR CHARITY TO STAND OUT IN A HIGHLY 
COMPETITIVE ENVIRONMENT

Case for Support Score by Organisation Size

Average Score

Under £100k £100k - 
£749,999

£750k - 
£4.99m

£5m - £20m > £20m

AVERAGE CASE FOR SUPPORT SCORES:

51%

61% 59% 59%

67%

A clear, compelling and comprehensive case for support provides the building blocks for successful 
funding applications. To secure grant funding you need to articulate, with evidence and emotion, 
why funders should support your charity as opposed to (or in addition to) any of the other circa 
200,000 charities in the UK. 

There are some aspects of the case for support that the majority of charities felt very positive about: 

• 73% believe their case for support (proposal) can be easily understood by someone who 
knows nothing about their charity. 

• 86% include emotive stories or testimonials from beneficiaries but of this, 40% believe 
they could be more compelling.

• 82% have recent evidence of involving beneficiaries in their planning.

But there were also important areas that need more focus:

• While 34% felt their case for support explains their charity’s unique place in the world,  
56% felt it does only to some extent.

• Only 24% give full delivery details (aim; SMART objectives and/or measurable outcomes; 
clear activities that link to these objectives/outcomes; specific outputs; staffing), while 
16% don’t give details and 60% include some but have gaps.

• 40% have gaps in the budget detail and funding plans they provide.
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HOW WELL DOES YOUR CHARITY DEMONSTRATE THE DIFFERENCE IT MAKES?

We clearly demonstrate our impact with concrete outcomes 
and stories of change; with systems to monitor, evaluate and 
use learning and insight in our work

We have some impact stats and quotes but could do better

We struggle to demonstrate how we are making a difference

64%

8%

28%

Case for support recommendations:

Be clear: avoid jargon and acronyms; write simply and succinctly; someone who doesn’t know 
your project or charity should fully understand your work. Keeping it clear and simple will also 
help when it comes to tight word counts on applications.

Be compelling: you need an emotional impact. You can achieve this through authentically telling 
the story of the people and communities you serve. Ensure you are clear why a funder should 
support your proposal right now.

Be comprehensive: you need to deliver on the detail. Your case for support needs to include  
detailed information in each section, backed up by evidence, even if your content needs to be cut 
down in applications.  

Address key areas with low scores:

Explaining your unique place in the world means articulating why your charity is best placed to 
respond to the need you have identified. While most charities felt that they do evidence how 
they involve the people who benefit from their services, this important part of the case for 
support also includes describing what other support is available to them; what gap you are filling; 
how you are avoiding duplication with other services and how you work in partnership. It’s not 
about claiming to be completely unique; it’s about demonstrating why you are best placed to do 
what you do. 

The response to the question on ‘demonstrating the difference you make’ suggests that 
despite the amount of emphasis that has been placed (often by funders) on impact and 
evaluation in the sector over the last decade, many charities still don’t feel confident in how 
they demonstrate the difference they make. Interestingly, there was very little variation when 
segmenting the results by size of organisation. It appears that more needs to be done to ensure 
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that charities are able to monitor, evaluate and learn effectively so that they can continuously 
adapt and improve their programmes and also demonstrate to funders and other stakeholders 
the difference they make. 

Anecdotally, we have found that charities usually do have an internal monitoring and evaluation 
system of some kind, which they use to inform how they deliver and manage their services 
but that this is not translating into how they communicate with funders and other external 
stakeholders. We have spoken to many charity leaders and fundraisers who explain that while 
staff are speaking to the people they support every day and using their feedback and input to 
meet their needs, this is not necessarily captured in a formal way and so it is not being used as 
evidence in funding applications. 

It’s not about being unique. Often, we are going to need many charities 
working on the same thing in order to move the dial. It’s perhaps about 
having a clear sense of the difference you make, and that you are very much 
needed and are set up to continue to make a positive difference.

The case for support also has other benefits, it’s not just for funding 
applications but can help with other communications with internal and 
external stakeholders. Funders and people like me scoping out organisations 
look at websites and so the messaging should match up.

Sufina Ahmad, Director, John Ellerman Foundation

Emma Beeston, Philanthropy Advisor

The strongest applications tend to be from charities that can tell a 
compelling story of the need that they are trying to address; demonstrate 
a strong understanding of the people and communities they work with; 
and can articulate why they are in a strong position to make a difference. 
Case studies, stories, quotes and your learning and evaluation can really 
strengthen your case. Funders recognise the differences in the way that 
charities work so do not feel obliged to copy what another charity has done. 
You should always authentically make your own case.

Ngozi Lyn Cole, Advisor to grant-makers, consultant, coach  
and former director at the National Lottery Community Fund
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APPLICATIONS: MAKING YOUR CASE WITH CREDIBILITY, 
AUTHENTICITY AND PASSION

Applications Score by Organisation Size

Average Score

Under £100k £100k - 
£749,999

£750k - 
£4.99m

£5m - £20m > £20m

AVERAGE APPLICATIONS SCORES:

64%

78% 77% 78%

87%

For micro charities (<£100k income), there are some concerns over passing standard due 
diligence tests as part of funders’ assessment processes, such as having a minimum of three 
trustees, accounts filed on time with no issues, no significant surpluses or deficits that are 
unexplained, reasonable levels of reserves and fundraising costs. While 91% of respondents 
overall are confident they pass these tests, there is less certainty in the segment of respondents 
with under £100k income. 24% of the micro charities either think they don’t or they don’t know. 

1 - Little to no confidence

2

3

4

5 - Extremely confident

27%

33%

7%

13%

20%

HOW CONFIDENT DO YOU FEEL IN YOUR UNDERSTANDING OF THE QUESTIONS THAT 
FUNDERS ASK ON GRANT APPLICATION FORMS?
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BEFORE MAKING AN APPLICATION, DO YOU PHONE THE FUNDER?  
(ASSUMING THEY HAVE A NUMBER AND DO NOT FORBID IT)

Always

Never

Only if I have a specific query

76%

8%

16%

DO YOU HAVE SOMEONE ELSE REVIEW YOUR DRAFT APPLICATION BEFORE  
YOU SUBMIT IT?

DO YOU SEEK FEEDBACK FROM FUNDERS AFTER YOU RECEIVE A DECISION  
ON YOUR APPLICATIONS?

Only on the very largest applications

Yes, on all applications with new content

No

Only on the largest

No

Yes

54%

55%

7%

39%

26%

19%
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I always find it fascinating when you offer it (feedback) how few people take 
you up on it, so I was pleased to see 55% do but I still think that 45% are 
missing a trick. That’s free information that the funder should have a duty to 
share with you so why wouldn’t you get it?

Emma Beeston, Philanthropy Advisor

The application process can include phone calls, visits and other assessments as well as written 
applications and your charity will need to pass due diligence tests. If you can answer funders’ 
questions with the right mix of credibility, authenticity and passion, your charity will stand out 
and secure the funding you need.

The grant-makers we have spoken to have emphasised that where an initial phone call is offered, 
it is always worth getting in touch to discuss your proposal.
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DURING THE INTERVIEWS WITH GRANT-SEEKERS, WE ASKED: 

WHAT DO YOU THINK IS THE MOST IMPORTANT THING TO GET RIGHT  
IN FUNDING APPLICATIONS?

Clarity of need, whether that’s core costs or a specific project. I also think 
it is vital that I include relevant, recent, first hand testimonials from our 
beneficiaries. These transform a proposal into a compelling piece of writing 
which funders can identify with.

Probably to answer the questions correctly and to tailor your funding 
application to meet the needs of the organisation.

I would say the most important thing to get right in funding applications is to 
convince the grant maker of the urgency of securing funding for your cause.

I think it’s about understanding what the funder really wants to fund, what 
they want to achieve and how they want to achieve it. You can then decide if 
you fit that and really hit their criteria.

Sara Read, Trusts and Grants Manager, Canine Partners

Chris Antony Gray, Development Manager, Silx Teen Bar Youth Project   

Anonymous, Fundraiser, local youth charity 

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust 

Make sure it’s written well with no sloppy mistakes. Get the basics right.

Anonymous, Senior Development Manager, University
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Authenticity of passion.

Emphasise the difference it makes.

The narrative – it’s about telling the story. But it’s more subtle than that, it’s 
not just my narrative, it’s making sure the narrative fits with what you want 
to do and what the funder wants to hear. So sometimes it’s about slightly 
adapting - you need to listen to their story about why they want to fund 
things as well as telling yours.

Being very precise about what you are asking for and then telling your story, 
with evidence, about the difference it’s going to make to your beneficiaries.

The story of what we do and ensuring that the story engages the person 
reading the application – the journey that young people have with us. It’s 
important to bring it to life, not just use the buzz words.

Matching the criteria and having the projects on the shelf, not finding the 
funder and then making the project.

Anonymous, Head of Fundraising, national health charity

Steve Padden, Trust fundraiser, Smile for Life

Simon James, CEO, Josephine and Jack Project

Anonymous, Fundraising Manager, Community charity

Kevin Franks, CEO, Youth Focus North East

Carol Older, CEO, AVMK Sexual Assault and Abuse Support Service
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WE ALSO ASKED GRANT-MAKERS WHAT THEY SEE AS BEING THE MOST 
IMPORTANT THING TO GET RIGHT IN APPLICATIONS:

The thing that really stood out was the paradox of having to pitch with 
authenticity and try to anticipate what you think the funder wants to hear. I 
think using your genuine voice is the most helpful thing that you can do, as 
the application will be written in a more engaging/accessible way that will 
support with the review of the application.

At Corra we always strive to be open and approachable with fundraisers 
/ applicants, as in the end we both want to improve outcomes for people. 
We want to give applicants the best chance of success and would therefore 
encourage fundraisers to really focus on answering the questions asked 
on application forms as clearly as they can. To support fundraisers / 
organisations we run information and advice sessions for our different 
grant programmes, guidance is also provided on our application forms. We 
encourage potential applicants to take advantage of these before completing 
an application. For some of our programmes for smaller groups we will 
also support people to complete the form or offer the application form in 
different formats. It is important that we recognise what are the barriers to 
the groups we are trying to reach. To help with this our practice continues to 
evolve, e.g. we are developing more participatory grant making activity, as 
well increasing the involvement of those with lived & learned experience. If 
applicants are unsure of how to answer questions on our applications, then 
please do approach us before pressing the ‘send button’!

Sufina Ahmad, Director, John Ellerman Foundation 

Corra Foundation
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It’s about clarity, which is obviously easy to say and really hard to do. And 
that difference, not in the sense of ‘we are unique’ because people say that 
all the time and you go, no you’re not, but in the confidence of what they’re 
doing and why they’re doing it - that’s the bit that shines through. So, it’s like: 
we would be doing this regardless of whether you fund this or not because 
this is what is needed and this is what we do and this is what our purpose 
is and this is why we get out of bed in the morning, and that’s the kind of 
confidence that you are looking for. You can see they’re not chasing the 
funding or designing the project to fit.

Also, it’s important to note the application sits in a wider context – funders 
are also looking at your page on the Charity Commission, your website 
and social media. So, it’s interesting to think about what that means for 
fundraisers. Videos on your website can be great for explaining something 
complex in three minutes.

Emma Beeston, Philanthropy Advisor



FUNDING SOCIAL CHANGE 29

Relationships Score by Organisation Size

Average Score

Under £100k £100k - 
£749,999

£750k - 
£4.99m

£5m - £20m > £20m

AVERAGE RELATIONSHIPS SCORES:

58%

67%
71% 71%

87%

RELATIONSHIPS: WE CAN ACHIEVE MORE TOGETHER

While the scores in this category were generally quite positive, only 21% are satisfied with the 
number of funders who support them for multiple years, with 42% neutral and 37% dissatisfied. 
While part of this may be due to the number of funders who still prefer to fund a single year at a 
time, there is also an onus on charities to develop more positive relationships with their funders 
and make a compelling case for longer term funding. 

HOW QUICKLY DO YOU THANK A FUNDER AFTER RECEIVING A GRANT  
OR AN OFFER LETTER?

34%

15%

2%2%

47%

Never

After one week

Within one week

Within 2-3 days

Same day
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DO YOU REPORT BACK TO FUNDERS ON TIME?

DO YOU COMMUNICATE WITH FUNDERS OUTSIDE OF FORMAL  
APPLICATION/REPORTING WINDOWS?

No

Not always

Yes

13%

87%

0%

No

Yes

No

Yes

34%

38%

66%

62%

DO YOU SEND COMMUNICATIONS THAT MAKE YOUR FUNDERS FEEL GOOD ABOUT 
THEIR GIVING? THIS MIGHT INCLUDE CASE STUDIES, POLICY WINS, PRESS COVERAGE, 
EVALUATION REPORTS, THANK YOU COMMUNICATIONS FROM BENEFICIARIES.
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DO YOU INVITE YOUR FUNDERS TO MEET YOU, VISIT YOUR SERVICES  
AND/OR ATTEND EVENTS?

No

Yes

24%

76%

In our series of interviews for this research and also in our wider conversations, it is relationship 
building that comes up most often as an area for improvement. Everyone is looking for more 
effective communication and impactful relationships, although that means different things 
to different people/organisations, for example some see an excellent relationship as giving/
receiving a grant with minimal engagement in order to maximise efficiency in achieving shared 
objectives, while others see an excellent relationship as one with deep engagement which 
leads to increased understanding in how to work together to achieve a greater impact.

While we advise grant-seekers to proactively seek to develop strong and meaningful 
relationships with grant-makers, we must emphasise that these different views mean that 
communication is key and that begins with asking people what kind of relationship they are 
looking for. To grant-makers reading this report, we ask that you tell people what you want. If 
you want to engage through meetings, events and sharing knowledge, then say so; if you don’t 
want to hear anything for 12 months, then tell people so they don’t waste their time (and an 
element of your funding) on working out how to communicate with you. 
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DURING OUR INTERVIEWS WITH FUNDRAISERS AND CHARITY LEADERS, 
WE ASKED ABOUT COMMUNICATIONS AND RELATIONSHIPS: 

WHEN COMMUNICATING WITH GRANT-MAKERS,  
WHAT IS YOUR BIGGEST CHALLENGE?

At this time (due to Covid), it is getting hold of grant-makers which has been 
a challenge. Even now, many of them are not meeting and are working from 
home for limited hours per week. Many who have decided not to distribute 
at all for the time-being have not made this public knowledge so this wastes 
both my and their time. 

An on-going problem is the information provided by many on the Charity 
Commission website, which is my go-to for initial searches for trusts that 
would fit the criteria I’m working in. We often fit the profile perfectly given 
the information in the trust’s Annual report and Accounts and description 
on the CC website, then I’ll receive a rather terse rejection telling me they 
wouldn’t support our work. If a trust states clearly what they will and won’t 
support, it makes everyone’s lives easier.

Our biggest challenge when communicating with grant makers is that they 
quite often don’t understand how high the costs of delivering services actually 
are. Many are also too focused on the number of beneficiaries rather than 
the quality of the impact of services and do not understand the large number 
of support hours some beneficiaries need to experience long-term outcomes.

Sara Read, Trusts and Grants Manager, Canine Partners

Anonymous, Fundraiser, local youth charity
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The power imbalance – the sense that they have the money and we need the 
money. How do you get past that? It feels like they always have the upper 
hand. On the phone I often feel that If I say the wrong thing I’ll muck up our 
chances with this funder. At every stage you feel they are so oversubscribed, 
are they looking for the slightest reason to throw you out?

Working in partnership with charities across the British Isles we often approach 
funders of specific regions, but despite making clear that we have regional 
projects I think that we often perceived as being a London centric charity.

Response times. And clarity or ‘codedness’. If you can talk to a funding officer, 
there’s this strange coded language they use. I had three sleepless nights 
trying to decode what she was saying. When I e-mailed to ask, she ignored 
me. I wish they would get back to us quicker and more clearly and I don’t see 
why I should accept that they are busy. We’re all busy and it’s about how you 
deal with that.

Knowing whether you can communicate, do they want you to communicate? 
I think many don’t want to receive phone calls.

Challenge of communicating our impact. We tend to be very structured in the 
way we report – too quantitative. We need to improve our story telling. We’re 
keen to get funders more involved and connected in the work we are doing.

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust 

Anonymous, Head of Fundraising, national health charity

Anonymous, Director, disability charity

Steve Padden, Trust fundraiser, Smile for Life

Kevin Franks, CEO, Youth Focus North East
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CAN YOU GIVE AN EXAMPLE OF WHEN YOU’VE DEVELOPED A GREAT 
RELATIONSHIP WITH A GRANT-MAKER AND HOW THAT HAPPENED?

I have several really great relationships with grant-makers. These have 
often been born from a referral from one of our major donors, so a personal 
recommendation always goes a long way. Pre-pandemic, I made sure these 
people were invited to a behind-the-scenes tour of our working centre and 
also to come to our high-level events, where they would hear from one of our 
beneficiaries and see a live demonstration of our work. I keep in touch with 
my grant-makers on a regular basis and they have been very pleased with 
how we have adapted our work during the past year. Many of them have 
given more generously than in prior years as a result.

There are a number of examples that we can give- One is with our Community 
Foundation and we have a historical relationship based on our effectiveness 
and commitment to deliver quality work and our willingness to provide them 
with research relevant to their needs and what we have found that in return 
they have recommended the organisation to a variety of funding streams, 
that resulted in benefits to the organisation.

It’s one that was really difficult at first. We had a two hour call which was 
very detailed and asked about all sorts of aspects of the charity. But I never 
felt he was trying to catch me out. Asking about so many details. He was 
open about why he was asking the questions and how that would be used. 
Some of the info was confidential so I arranged separate calls with other 
colleagues. I appreciated him being very open with the process. In the end we 
got £225k having requested £150k.

Sara Read, Trusts and Grants Manager, Canine Partners

Chris Antony Gray, Development Manager, Silx Teen Bar Youth Project   

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust
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Wolfson Foundation have been really supportive and flexible, including when 
projects have not gone to plan.

It’s been harder during the pandemic because a lot of our long-lasting grant-
maker relationships started with a face-to-face visit to one of our projects. 
In one instance this led then to a presentation to the Board of Trustees of 
the grant-maker as a result of one trustee coming to see our project, and 
subsequent five figure funding.

I can think of three and the common factors are that they are prepared to 
adapt, change and be flexible – one relationship was special because they 
were very rigorous at the beginning but once you’re a grantee, as well as 
being realistic about the funding, they are really supportive and provide 
additional support. They are determined to break the mould and be a 
different type of funder. They attract people from the private sector who have 
an open inquiring approach. At another funders, the funding officers I’ve had 
seem to have a lot of discretion in supporting grantees and don’t need to 
go back for approval for everything, for example providing some additional 
funding to us while we wait to hear back about a significant application 
with another funder. The third one is the National Lottery Community 
Fund because they are willing to have a lot of discussion throughout the 
application process but the downside is it can be very hard to understand 
what they mean.

Anonymous, Senior Development Manager, University

Anonymous, Head of Fundraising, national health charity

Anonymous, Director, disability charity
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Yes – there was one particular funder who we found to be approachable, 
proactive, flexible and very generous.  We sent them an annual review we’ve 
done and as a result they asked if they could include some details in their 
website and invited us to apply for the next funding round.  I would feel 
confident about approaching our contacts there in the future. We’ve had 
similar experiences with local supporters e.g. housing associations.

The NLCF (National Lottery Community Fund) partnership team – it came 
through going in and speaking to them, having an open and honest discussion 
about our challenges and they related the challenges they have in the sector 
(we are an infrastructure org for our sector) e.g. frustrations around receiving 
the same applications from the same charities year on year, and applications 
showing duplication. We discussed how we could address this together. We’ve 
ended up with a five-year grant for a large partnership programme. 

Also the Inox Foundation, which we were introduced to by the Co-op, an 
existing funder. We’ve had discussions with them, sharing information and 
are now submitting a proposal by invitation.

Anonymous, Fundraising Manager, Community charity

Kevin Franks, CEO, Youth Focus North East
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WE ALSO ASKED PEOPLE WORKING IN GRANT-MAKING  
ABOUT COMMUNICATION AND RELATIONSHIPS: 

Relationships, relationships, relationships.  Communicate, communicate, 
communicate.  

Gathering feedback from the people you support and using that to tell your 
story is essential and will become even more important if we are to move to 
more ‘trust-based funding’. 

Everyone appreciates a thank you call. The decision-making process can 
be complicated and grants officers often have to fight hard to get funding 
approved.  It makes a difference if that work is appreciated, not just the money. 

What might make a good story for your funders to promote on their social 
media or present to Trustees?

The importance of relationships really comes through for me but I think what 
is often under estimated is what’s required to make it happen – it’s often 
talked about as if its resource neutral but it’s not.

If you can, have an honest conversation at the start to say what information 
do you want and funding officers can say if they don’t have time to attend 
events or read generic things. I find that usually what delivery organisations 
are in a good place to do is to inform the funder on the subject area of 
interest. There’s a thirst for that information and it’s quite hard to access 
[people with lived experience] ethically as a funder. So I think anything where 
you’re enhancing knowledge is a really good place to start as a basis of a 
relationship and has huge value, which is where charities can rebalance the 
power dynamic a bit. 

Also it’s important to think about who holds the relationship so it doesn’t end 
when one individual moves on.

Sarah Ridley, Advisor to grant-seeking and grant-making charities  
and former Chief Grants Officer at London Marathon Charitable Trust

Emma Beeston, Philanthropy Advisor
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I am not sure that you should always go above and beyond what funders 
ask of you in terms of reporting. I think it is important to meet the reporting 
requirements that are set out and to do so to good standards. Grantmakers 
have small teams often, and so the reporting requirements are set up with 
this in mind. If there are issues/ideas you want to explore then do – don’t 
leave it to the reporting moment to mention issues for the first time. I think a 
relational approach is really important too, but a grant manager may have a 
lot of grants in their portfolio, and so there is a balance to be struck. Perhaps 
a newsletter that you’re already circulating might suffice, rather than overly 
tailored and time-consuming additional reports/emails, over and above the 
requirements that have already been set out?

Corra believes that effective relationships are one of the foundations in 
delivering our 10-year strategy focused on Voice, Power & Change. For 
example, by listening to the sector in Scotland our Henry Duncan Grants 
programme was relaunched to better meet the needs of charities by offering 
unrestricted grants of up to five years. The report suggests that there is an 
opportunity for fundraisers to build on their relationships with funders. Again, 
it is important to recognise that relationships need to be proportionate to 
the size of grant and meaningful to applicants and successful organisations. 
Corra follows Harmonising Reporting principles and for our smaller funding 
programmes support light touch reporting for grantholders (and are also 
happy to receive reports provided to other funders). Where fundraisers 
have things to share with us, e.g. event invitations, policy papers and / or 
reports, we are happy to receive these.  Again, it is important that funders 
are clear about the type of relationship that is expected so that fundraisers/ 
organisations are clear about the expectations. This should then help them to 
understand whether it is the right relationship for them.

Sufina Ahmad, Director, John Ellerman Foundation 

Corra Foundation
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WE ASKED PEOPLE WORKING IN GRANT-MAKING, HOW DOES A CHARITY GO 
FROM BEING UNKNOWN TO HAVING A CLOSE RELATIONSHIP WITH YOU?

Most importantly speak to us, Corra is committed to working collaboratively 
and open to conversations. And like so many other funders:

• Read our website to understand what we are about; it may vary 
depending on what organisations do and / or programmes.

• Take part in our information & advice sessions for our grant programmes 
(potentially leading to applying).

• Sign up to Corra newsletter / follow us on Facebook, Twitter, etc.

• Engage in events and / or wider programmes we coordinate.

• Invite Corra to your events.

In addition to attending any events that your funder organises, tag them in 
your social media posts; respond to any surveys and invite them to your own 
events. The worst that can happen is that they say no but at least for a few 
minutes, you have appeared on their radar.

Corra Foundation

Ngozi Lyn Cole, Advisor to grant-makers, consultant, coach  
and former director at the National Lottery Community Fund
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How to communicate and build a relationship varies based on the grant-
maker. For us (John Ellerman Foundation) it is about using our website and 
seeking advice over email, phone, over video, in person. It’s important to 
make use of what works for you and we would rather people reach out for 
clarifications before applying. However, when we do offer pre- application 
advice, this doesn’t guarantee funding, as we are oversubscribed. People 
don’t always realise how small our team is either – we have three people 
working on grants full-time, plus part of my time, and so we’re trying to find 
a balance between wanting to engage more and build relationships in a way 
that we can resource.

Pick the phone up to understand if you are aligned. You won’t build a 
relationship from an e-mail. It comes down to personality – someone that’s 
got engaging persistence, who will push you a bit. Getting the emotion across 
of why they should work with you.

Keeping in touch with each other, showing reliability and looking at the ways 
you can work together to achieve shared objectives.

Sufina Ahmad, Director, John Ellerman Foundation 

Steve Grimmett, Head of Zurich Community Trust (no longer open to applications)

Sarah Covington, National Partnership & Partnership Development Manager, Zurich Community Trust 
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MANAGEMENT: INTERNAL RELATIONSHIPS AND 
EFFICIENT SYSTEMS DRIVE EFFECTIVENESS

Management Score by Organisation Size

Average Score

Under £100k £100k - 
£749,999

£750k - 
£4.99m

£5m - £20m > £20m

AVERAGE MANAGEMENT SCORES:

59%

67% 68%
66%

76%

To maximise your grant funding potential, you need to manage your trust fundraising 
programme effectively. This means developing valuable internal relationships and efficient 
systems. This will ultimately be the deciding factor in whether you can, not only secure grant 
funding, but maximise your potential. 

18%

53%

29%

To some extent

Yes

No

DO YOU HAVE A PLAN FOR THE NEXT 12 MONTHS THAT SHOWS WHICH FUNDERS  
YOU NEED TO APPLY TO, REPORT TO AND BUILD RELATIONSHIPS WITH?
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While most respondents have the effective working relationships with colleagues that are 
needed to develop applications (64% positive responses and 26% neutral), only 40% find it easy 
to gather the information needed for applications (financial, project, evidence etc).

To address these issues around planning and information gathering, we recommend:

• Build internal relationships with colleagues across your charity, for example in finance, policy, 
senior management and front-line services. Raise their understanding of what is required 
by funders and how they can help you to increase grant income, in turn leading to greater 
impact for your charity.

• Develop systems and templates that enable you to schedule application and reporting 
timescales, as well as relationship building activity and forecasting potential income across 
the year. Bid development systems are also important if your charity is often required to 
prepare applications within short timescales. 

I continue to have to push my senior management team for clear, costed 
projects and strategic plans for what their priority areas of funding are for 
the coming months. Getting them to recognise that without this information I 
am writing loosely and reducing my chances of success is a challenge.

I am also having to push my marketing team for more ‘literal’ photographic 
representations of our work. Again, they need to get inside the head of a 
grant-maker to understand how helpful this can be. Action shots of the way 
we transform lives are achievable and much more appealing than static, 
posed photos of our beneficiaries. We are getting there.

Sara Read, Trusts and Grants Manager, Canine Partners

DURING THE INTERVIEWS WITH FUNDRAISERS AND CHARITY LEADERS, 
WE ASKED: 

THINKING ABOUT YOUR INTERNAL RELATIONSHIPS AND PROCESSES, 
WHAT IS YOUR BIGGEST CHALLENGE IN RELATION TO TRUST 
FUNDRAISING (GRANT-SEEKING)?



FUNDING SOCIAL CHANGE 43

The biggest challenge will make it happen as we need to increase the hours 
of workers involved in fundraising and give it the attention it deserves and 
that may be difficult as we do not have the capacity.

Definitely around the timescales involved in medical research. Most funders 
don’t want to fund projects already started but often our research projects 
start just a few weeks after being approved so the timing is problematic.

In a large organisation (there are 60 people just in my own department) it is 
so slow to get what I need, there are so many battles. Your colleagues who 
are supposed to assist are hindering you.

The main challenge is setting up and following an annual fundraising plan.

As a small charity I think we benefit from having a very close working 
relationship between our fundraisers and projects staff. Our biggest internal 
challenge then is explaining to our Board the uncertainty of trust funding, 
especially over the past year where even those trusts who have a relatively 
clearly communicated meeting schedule had this disrupted. We were making 
measured guesses on whether trusts had or hadn’t made a decision on the 
application we had sent them three, six or even 12 months before.

Chris Antony Gray, Development Manager, Silx Teen Bar Youth Project   

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust 

Anonymous, Senior Development Manager, University

Simon James, CEO, Josephine and Jack Project

Anonymous, Head of Fundraising, national health charity
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Ensuring that project managers give me information on what they need in 
advance so I can seek funding. We mostly work part time so that can make 
it harder to chase for information. And giving feedback. Collecting stories is 
getting better.

The whole team approach – at the moment the grant-seeking tends to be 
the responsibility of the CEO or senior management team. Sometimes other 
staff think it’s not their responsibility and also that people might think their 
programme is more important than another one. And valuing grants of 
different sizes equally. Staff realising that the collection of stories as well as 
data is really important.

The biggest challenge is capturing the feedback from beneficiaries given 
informally to staff.

Anonymous, Fundraising Manager, Community charity

Kevin Franks, CEO, Youth Focus North East

Steve Padden, Trust fundraiser, Smile for Life
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TRUST FUNDRAISING TRAINING
We offer a high-quality training programme that covers the areas discussed in this 
report, through five live modules with practical activities, resources and peer support.

Whether you’re new to this type of fundraising or have a strong track record of 
securing grant funding, people like you have found huge value in this training.

Prospects: how to identify and prioritise the 
funders that are most likely to support your charity 
with the size of grant funding you need.

Case for support: how to articulate, with evidence 
and emotion, why funders should support your 
charity/project.

Applications: how to tailor approaches to meet the 
requirements of each prioritised funder from initial 
phone calls through to written applications.

Relationships with funders: how to exceed 
reporting requirements, demonstrate impact and 
build lasting relationships with funders.

Management: how to develop the internal 
relationships you need to build compelling cases 
for support and applications.

Our next programme, in November 2021, will cover:

We ask our participants for feedback at the end 
of each training course: 

would recommend this training 

now feel more confident in securing grant funding 

All modules, training delivery and supporting 
materials were rated as excellent with an overall 
average score of 9.6 out of 10. 

100%

100%

9.6/10

I just wanted to say thank you so much!  

I have never had such explicit conversations 

on what to do in this role. So many trainings 

are regurgitating the same advice (often 

without really practically telling you how to 

put something into practice). Your training 

was so clear and precise it honestly is the 

best training I’ve ever attended. I’ll be using 

all your templates and watching the videos 

again. Thank you.

Claire Larkin, Fundraiser, With Kids

Booking is open for our next programme and you can  
claim a 15% discount by using the code SCR21 at the checkout. BOOK NOW

https://www.kedaconsulting.co.uk/event/trust-fundraising-training-3/
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YOUR VIEWS

03
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VIEWS ON GRANT-MAKERS 

Some of the questions asked during the interviews related to how grant-seekers view their 
approaches to and relationships with grant-makers. 

There were a number of frustrations around beginning the conversation, from being unable 
to contact grant-makers due to a lack of contact details or availability and receiving no reply to 
e-mails, messages or applications. It was also noted that the inherent power imbalance makes 
it difficult to make that initial approach and have a meaningful conversation. 

A major issue for grant-seekers is the large number of grant-makers who still do not provide 
information on their funding priorities, criteria and application or assessment processes. 
While the Scorecard data showed that most grant-seekers are confident in understanding 
the information provided by funders, there are still a very high proportion of grant-makers 
who are not providing enough, if any, information. This results in higher numbers of ineligible 
applications and ultimately a waste of everyone’s time and resources. 

A recurring theme of frustration for grant-seekers was the waste of resource due to 
requirements that are seen as overly arduous, such as detailed reporting (including providing 
receipts) on small grants. 

When people gave examples of having great relationships with grant-makers it was generally 
with those who were open to having clear communication, particularly where this involved 
detailed, open and honest conversations.

WE ASKED: 

IF YOU COULD GET GRANT-MAKERS TO STOP DOING ONE THING,  
WHAT WOULD IT BE?

The reporting required on grants should reflect the size of the grant. Often a 
£5,000 grant-maker will demand a report similar to that given to a £100,000 
grant-maker. When reports repeat information that can easily be found 
within our Report and Accounts, this feels unnecessarily onerous. Also, our 
Report and Accounts are easily available on the CC website, Insisting I send a 
hard copy of these with each application does feel a little unnecessary.

Sara Read, Trusts and Grants Manager, Canine Partners
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I would like grant-makers to stop asking about the number of beneficiaries 
supported as more emphasis should be placed on the quality of support.

Approach bids without preconceptions.

PDF forms to fill in, or in one case a jpeg form, which we could only fill in by 
printing and handwriting on. During the pandemic, this has been especially 
challenging, and when the fund only donates gifts of up to £1,000 it just isn’t 
a cost-effective use of resource.

Stop patronising us. Why can’t we all just be more business like about this 
whole thing? There will be important little community projects that spring 
up for whom their first ever conversation with a funding officer will be very 
scary and, of course they need a sympathetic supportive response. But the 
whole system shouldn’t be predicated on that – some of us just want good 
professional dialogue. Just because I’m working for a small charity, don’t 
patronise me.

Be clear on what they want to fund. Most frustrating is when they don’t 
give any guidance and try to be open to everything. Because, usually they 
won’t be and will have areas of work that interest them more than others, 
particularly the small ones that give no criteria, no list of grantees etc. The 
biggest frustration is spending time on applications that were never going to 
be successful, particularly now it is so important to be targeted. They would 
get less but more suitable applications.

Anonymous, Fundraiser, local youth charity

Anonymous, Senior Development Manager, University 

Anonymous, Head of Fundraising, national health charity

Clare Chillingworth, Trusts & Foundations Fundraising Manager, Bone Cancer Research Trust 

Anonymous, Director, disability charity
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Charities often prefer to source funds that support their existing work as that is 
what they know they are best able to deliver, or funds which help them develop 
new ways of delivering their work.  It can sometimes be constraining for the 
charity if they feel they have to come up with one-off projects for which a 
funder wishes to be the sole funder and which the charity might not be able to 
continue once the grant has been spent.

We find it really helpful when funders do the following: 

• Contact details that are up-to-date and easily found
• Reply to e-mail enquiries from potential grantees etc 
• Make it very clear how to apply
• Make it very clear what you can/can’t apply for (eg core, project, any exclusions)
• Clear deadlines
• Amount you can apply for – some are a bit vague
• Acknowledge unsuccessful applications or at least say in their literature that  

‘applications not acknowledged after x months should be treated as unsuccessful)
• Reporting requirements, including dates
• How long before you can re-apply after successful and unsuccessful applications
• Think about wording of questions carefully to avoid possible repetition – most 

funders are very good about this but others less so
• Give a sensible character or word count to allow the charity to sell itself
• Clear guidance on publicity – what is and isn’t acceptable/expected?
• Core funding remains the Holy Grail!

Anonymous, Fundraising Manager, Community charity

Arduous processes. The Community Foundation wants every receipt – it’s a 
waste of time on admin.

Anonymous, Head of Fundraising, national health charity
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Stop funding in isolation, stop funding short term. We’re thinking about 
how we deliver our services in collaboration more and funders need to think 
in the same way. We need support for young people on mental health, 
employability etc – different funders need to join up. 

There is an opportunity to co-design funding programmes with charities  
and beneficiaries.

Kevin Franks, CEO, Youth Focus North East
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VIEWS FROM GRANT-MAKERS 

We asked grant-making professionals to share their reflections on the data and interview 
responses, as well as asking some specific questions. 

The grant-making professionals we spoke to work at or with larger grant-makers where they 
operate with a lean staff team who set clear, transparent strategies, criteria and processes, so 
they tended to strongly agree with the statements above regarding frustrations at the lack of 
such clarity. They used strong terms such as “unconscionable” and “unacceptable”, particularly 
for larger grant-makers. It was also felt that smaller grant-makers should at least make clear 
the focus of their grants and that they have chosen to maximise spending on grants over the 
cost of communication.

The issues identified here are unacceptable in modern grantmaking practice, 
and need to be challenged/redressed, and this is something that we as a 
sector need to work through and resolve (i.e. the onus shouldn’t be on the 
grant-seekers). Some grantmakers do conduct perception surveys, with the 
best ones designed to seek anonymised feedback independently, and I would 
very much encourage grant-seekers to complete these and to provide their 
feedback whenever it is sought, and if they feel able to do so safely.

It’s important to remember that we need them as well as them needing 
us – we need to think about how we can help each other. Relationship and 
communication is vital to learning and understanding what our shared 
objectives are.

Sufina Ahmad, Director, John Ellerman Foundation 

Sarah Covington, National Partnership & Partnership Development Manager, Zurich Community Trust 

It was interesting that there was no mention of the areas that we are 
discussing most at the moment, which are safeguarding and diversity, equity 
and inclusion (DEI). I think all funders are focussing on DEI now and when 
we’re (ZCT) looking at new partnerships we will be making certain that our 
portfolio is representative of the UK, which it wasn’t necessarily before.

Steve Grimmett, Head of Zurich Community Trust 
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In response to the comments about the guarded nature of conversations with grant-making 
staff, it was noted that grants officers need to be very careful and not raise expectations  
about decisions that they are not able to make (e.g. if a decision is actually made by the  
Board of Trustees).

There was an interesting point about how funding officers are looking to say 
‘you don’t fit’ to make the task manageable. I have to say that when I do 
training for grant-makers, we always start with the respect for the applicant 
and not to view things like that, so it will be depressing to know if that is 
happening. I don’t think it’s as heartless as some people might think. And 
I think in terms of clarity of communications, funding officers are aware of 
having to manage expectations, you want to be friendly and supportive but you 
don’t want people to take that as a sign that they’re going to get the grant.

In terms of assessment and decision-making processes, as well as consistency 
in approach across different programmes, at Corra we are increasingly looking 
to involve people with lived/learned experience to support development of 
materials and decision making. This is an area that increasingly other funders 
are doing as well, and fundraisers/organisations need to also consider how 
people who they seek to support are involved in the development of services 
and application proposals.

Emma Beeston, Philanthropy Advisor

Corra Foundation
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We also spoke to the Institute for Voluntary Action Research who play a valuable role in 
working with both grant-seeking and grant-making charities to improve the funding system.

I think it’s really interesting to see what grant-seekers think is most important 
in funding applications – there seems to be this game of second guessing 
what the funder wants and trying to slightly adapt to fit that. We’re doing a 
lot of work with funders to think about how they could change their practices 
particularly in applications and assessments, to better meet the needs of 
charities and how to align the process with what they’re really trying to do.

It’s clear that people want to have really good relationships but are not quite 
sure how to go about achieving that, not knowing how much to push or what 
the expectations are. 

The response to what grant-seekers want grant-makers to stop doing is 
interesting as well because its exactly what we’ve been hearing from the circa 
1,500 charities we’ve spoken to over the last year. 

We need to create more opportunities for building dialogue to open up grant-
making a bit more, demystify it and explore what could be more effective for 
both funders and charities. You’re not going to remove the power dynamic but 
creating an environment of mutual respect, we can build that dialogue. 

One other thing that chimes with our work is that the views here are very much 
based on what the current system looks like and how things can be tweaked to 
make it better, rather than anything more radical that totally turns the system 
on its head.

Eliza Buckley, Head of Research and Development, Institute for Voluntary Action Research



FUNDING SOCIAL CHANGE 54

WE ALSO ASKED GRANT-MAKERS, IF YOU COULD GET GRANT-SEEKERS  
TO STOP DOING ONE THING, WHAT WOULD IT BE?

Trying to squeeze too much detail into applications, particularly where 
it does not focus on answering the specific question. It is also important 
for applicants to be open and honest with funders, we recognise that not 
everything is perfect therefore it is important to know that we are all on 
a journey of change. It is therefore important that people know we trust 
applicants. If we want further information to guide our decision making, we 
will come back and ask for it.

Second guessing themselves – I want to see them embrace their expertise.

Stop sending e-mails without picking the phone up.

Stop thinking you have to use application speak. I’ve got examples where 
they’re using all the buzz words and you have no idea what they are actually 
saying, you just go there’s probably something really good in here but I can’t 
tell what it is and that’s really frustrating. It would be lovely if people can just 
write like a human - we need this, this is what it’s for, this is why we need it, 
this is what difference it makes.

Corra Foundation

Sufina Ahmad, Director, John Ellerman Foundation 

Steve Grimmett, Head of Zurich Community Trust 

Emma Beeston, Philanthropy Advisor
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HOW CAN WE COLLABORATE (AS GRANT-SEEKERS AND GRANT-MAKERS) 
TO BETTER SERVE OUR COMMUNITIES?

By prioritising individual/community/lived experience led approaches that are 
known to work well, and by operating in a way that champions continuous 
improvement and exercises humility.

Applicants are in a good position to be conveners – bring together other 
charities and other funders as a collective.

There’s no easy answer for collaboration. I think it takes time and needs 
resourcing to happen. It’s also easier when its place based or has a thematic 
focus but it is happening more since Covid.

Share learning and knowledge. 
Ask for help beyond money, funders have connections that can support 
charities as part of a bigger picture.
Co-creation of funding programmes.
Increased number of participatory grant making programmes.
Talk to each other :).

Sufina Ahmad, Director, John Ellerman Foundation 

Steve Grimmett, Head of Zurich Community Trust 

Emma Beeston, Philanthropy Advisor

Corra Foundation

We asked grant-makers this question and the responses support our belief in increasing 
communication, collaboration and seeking co-production. 
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Charities have the knowledge and ability to affect change in their 
communities. Charities need to feel and express their confidence when 
communicating with grant-makers.

We need more joint conversations together (grant-seekers and grant-makers). 
We need more confidence from grant-seekers – who have power in their 
knowledge, networks and expertise. It does feel like there is more desire and 
emphasis from grant-makers to operate differently. At a recent London Funders 
event, the main topics were on flexible funding, DEI and co-production.

Sarah Ridley, Advisor to grant-seeking and grant-making charities  
and former Chief Grants Officer at London Marathon Charitable Trust

Co-production: Grant makers sometimes receive very similar applications 
from different organisations working on the same issue in the same area, 
that do not mention the other organisations. This makes it hard to choose 
which one to fund. One way of tackling this would be for the organisations 
to come together to discuss the need they are trying to address and how 
they can work together and engage the people and communities they serve, 
to design a more effective project. This would be a more strategic approach 
and give the organisations the confidence to invite funders to join the 
conversation and hopefully provide funding to realise their ambition.

Ngozi Lyn Cole, Advisor to grant-makers, consultant, coach  
and former director at the National Lottery Community Fund
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NEXT STEPS

04
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WHAT NEXT? 

Questions of how to improve the way we achieve our charitable objectives and/or the way 
funding systems operate are far too complex for us to draw a conclusion from the work we 
have undertaken in preparing this report. 

Rather than drawing conclusions or making recommendations, we share this report with you 
as a way of adding further insight to existing conversations on these topics and invite you to 
explore these questions with us further:

We also signpost you to existing initiatives that are seeking to improve funding systems:

• Open and trusting grant-making - Institute for Voluntary Action Research’s call for funders to adopt 
more open and trusting practices that make life easier for those they fund, in light of the ongoing 
uncertainty caused by Covid-19.

• Grant Advisor’s #Fixtheform initiative to improve application systems - and the UK pilot of ‘the Trip 
Advisor for grant-makers.’

• A new rating, being developed by Giving Evidence to rate foundations on their diversity, 
transparency and accountability. 

• Association of Charitable Foundations with their Stronger Foundations initiative, Funders’ 
Collaborative Hub and publications on research and practice. 

Take what insight you can from this report to inform your approach to funding social change, 
whether you are grant-seeking or grant-making. 

If you are a grant-seeker, and haven’t already participated (or you have and want to see if your 
score has improved), take the Scorecard at www.kedaconsulting.co.uk/your-scorecard 

Engage in our programme of trust fundraising training and grant-making trends events at  
www.kedaconsulting.co.uk/events (to hear about future events, opt in at the top of the web page).

Share your reflections on the report, your experiences and your questions at  
www.kedaconsulting.co.uk/2021/06/22/fscreport

Book now for your free place at our online event on 14 July 2021 to discuss the questions: 
 

a. How can we collaborate (grant-seekers and grant-makers) to better serve our     
 communities with a more effective and efficient system for funding and delivering    
 social change? 
 

b. Can we envision a radical alternative to the current system, as opposed to making    
 incremental improvements?

Register your interest as a grant-maker in piloting an alternative model, by e-mailing  
hello@kedaconsulting.co.uk – by registering your interest, you will receive a brief paper 
with ideas from the above event and an invitation to join an iterative process of exploring the 
opportunity to pilot an alternative model of funding social change. 

1
2
3
4
5

6

https://www.ivar.org.uk/flexible-funders/
http://blog.grantadvisor.org/fixtheform/
https://grantadvisor.org.uk/
https://giving-evidence.com/2021/05/20/announcing-a-rating-of-uk-foundations-on-their-transparency-accountability-and-diversity/
https://www.acf.org.uk
https://www.kedaconsulting.co.uk/your-scorecard
https://www.kedaconsulting.co.uk/events
https://www.kedaconsulting.co.uk/2021/06/22/fscreport
https://www.kedaconsulting.co.uk/event/online-event-funding-social-change-how-can-grant-seekers-and-grant-makers-collaborate-to-better-serve-our-communities/
mailto:hello%40kedaconsulting.co.uk?subject=
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TO COMMENT ON OR ASK QUESTIONS ABOUT THE REPORT:  
WWW.KEDACONSULTING.CO.UK/2021/06/22/FSCREPORT

TO CONTACT US: HELLO@KEDACONSULTING.CO.UK

https://www.kedaconsulting.co.uk/2021/06/22/fscreport
mailto:hello%40kedaconsulting.co.uk?subject=
https://www.facebook.com/ConsultingKEDA/
https://twitter.com/KEDA_Consulting
https://www.youtube.com/channel/UCC-zv9UMtKsmP7AAeXXvVnA
https://www.linkedin.com/company/5221296/
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