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1. The
Fundraising
Landscape
The National Lottery Heritage Fund is not the only external funder of environment and heritage. There is an
exceptionally broad range of funding sources out there - more than you might think. Being aware of what these are
represents the first step towards tapping them. By working collaboratively with partners that have differing
strengths in these areas, you will be able to start constructing a fundraising approach more effective than if you
were to try alone.
Here we will provide an overview of the fundraising landscape, with pointers towards more information.

1

Fundraising Summary
Your funding needs may be consistent, but the funding sources are not! No one organisation can access all of this
alone.

Statutory funds come from various

Statutory
Funding

Trusts and
Foundations

Lottery

Support from businesses, either

Corporate

government bodies, including
central and local government

cash or in-kind, arising from
partnership development

grants, contracts and initiatives

Make c.£3bn grants per year to
support public benefit using

A person providing a charitable
gift of money, ranging from major

private income. Decide
independently, so less influenced
by political priorities

donors and legacies whose sizable
donations follow careful
relationship development, through
to smaller sums raised through
public collections and fundraising
events.

Individual
Giving

Make grants using funds
redistributed from lottery income
- including Heritage Fund,
Community Fund, Sport England,
and Arts Council England
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Where to find more information
on these funding sources?
Statutory
Funding

Your local CVS may be able to help you with your funding
search. If you can't find your local CVS, the National
Association for Voluntary and Community Action (NAVCA)
has a directory of all of its members.

If an organisation is a member of National Council for
Voluntary Organisations (NCVO), they'll have access to a
wealth of practical advice and support.

District, Town and Parish Councils may have small
programmes of grant funding for communities.

Lottery

There is a joint website run by all of the lottery funders in the
UK - including Heritage, Community, Arts Council England,
Sport England and British Film Institute.
Searching here allows you to easily search for information on
current funding programmes from one place!
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Where to find more information
on these funding sources?
Trusts and
Foundations

There are at least 4,000 independent trusts and foundations
in the UK. Between them, they give around £3 billion each
year to charities and community organisations.
Most trusts and foundations work to strict criteria, so it pays
to do your homework. Find out what level of grant they
typically give out, whether they have an interest in your field
of work and if they fund work in the Brecks area.
Don’t approach a trust or foundation without a specific
proposal - they'll rarely offer money to cover general running
costs. You'll need to explain why you need the money, how
you'll spend it and what you expect to achieve.
There are a range of grant databases that allow you to quickly narrow your search - by geography (e.g. Norfolk), by
field of interest (e.g. environment), by type of beneficiary (e.g. young people) and by funding type (i.e. capital, core
funding etc)
These include:
Grants Online - 7 days free trial, then subscription
GRANTfinder - Many local authorities subscribe to this. Ask if they can perform searches for you
Directory of Social Change - Fantastic annual publications, which are usually available for free in libraries

Community Foundations are charitable trusts that support
local community causes. Their role is to manage donor funds
as well as make grants to charities and community groups,
linking local donors with local needs. Created by and for local
people they help donors express their long-term interest in
an area and its needs. Your Community Foundation can also
let you know if there is a local Community Fund you can
access. About 90% of the UK population has access to a
Community Foundation.
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Where to find more information
on these funding sources?
Corporate

Some companies have their own trusts or give specified
amounts to community projects, usually in areas where they
operate. Other companies can support fundraising by staging
events or fundraising days to raise money in support of
projects or by providing volunteers or in-kind support.
Groundwork often links with local businesses to support
community groups and funding
Many banks/building societies have a Community Fund.
Approach local branches initially. Barclays and Lloyds TSB
have supported environmental projects in the past

Individual
Giving
The NCVO highlighted that in 2018, individuals were the
largest source of voluntary income, accounting for almost half
of all fundraised income that year (£22.3bn out of £47.8bn).
This includes cash donations, regular direct debits, a gift in
their will, purchase of lottery/raffle tickets and payroll giving.
Development of individual giving requires consistent
and sustained marketing and communications over time
(perhaps a topic for another guide).
Local Giving is a service that allows charities and groups to set
up their own web page, enabling them to accept online
donations and keep in touch with supporters.

5

2. Pros and pitfalls
of collaborative
fundraising
Why should you fundraise collaboratively? When thinking about working with partners to jointly fundraise for a
project, it can help to fully understand the benefits and pitfalls of such endeavours. This section provides an
overview of these, which can be helpful to inform your initial thinking and help shape your business case. It also flags
up key local contacts to support brokerage, should you have a project concept in mind and wish to identify potential
collaborators to work with.
Here we summarise the pros and pitfalls...
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Pros

Pitfalls

Reduced costs and overheads

Lack of communication
If organisations do not have
culture open to external
communication, how can they
fundraise collaboratively?!

Sharing the load can help
increase effectiveness,
reduce duplication, and make
better use of resources
So long as roles and
responsibilities are clear

No joint objectives or measures
of success
Increased project reach

Without clear objectives and
shared vision of success, how
can organisations focus their
fundraising activities
accordingly?!

Able to reach a wider number
and range of beneficiaries

Likewise, rushing the process,
having different expectations
or unrealistic targets can
undermine likelihood of
success

Greater fundraising capacity
Reach a broader range of
funders and increase the
range of publicity
opportunities

Effectively working across
organisations
Greater public awareness

Without clear joint working
arrangements (e..g
partnership agreement, MOU
etc) it can be difficult for
cross-organisational teams to
effectively collaborate

Potential to champion project
with greater authority, access
a wider supporter base,
increase public awareness
and improve credibility with
decision makers
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Pros

Pitfalls
Lack of project

Improved access to funding

planning/management

Increasingly funders see
partnership working as a way
of getting better value for
money, and many small grant

Without a shared road map
for collaborative fundraising
and delivery, collaboration
will be far less effective.

funders offer funding to allow
organisations to explore the
possibility of working
together

Personality clashes
Improved learning and skills

Human nature - sometimes
people get on and sometimes
they do not!

Organisations can share
experiences and learn new
and better ways of working

Benefit from scale
Larger organisations can
benefit from the expertise of
small specialist organisations.
Small organisations can
benefit from the profile,
capacity and reach of larger
organisations

Until 2025, you can use these contact details to contact the Brecks
Fen Edge and Rivers LP team - they can support with brokerage
and further advice.
Brokerage arrangements post 2025 are being worked out as part
of legacy.
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Brecks Fen Edge & Rivers LP
The Carnegie,
Cage Lane,
Thetford,
Norfolk IP24 2DS
T: 01473 265600
E: BFER.admin@suffolk.gov.uk

3. Building a case for
support for a
collaborative project
Once you have your project concept in mind and partners working with you to make it happen, you next to need to
bring funders with you. Different funders will have different application requirements and you may have different
people across organisations that will be undertaking the fundraising. Ensuring a consistent, compelling case is made
each time can be difficult without a shared reference point. This is where a case for support comes in.
Here we explain the case for support and the process to put one together...
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What should a case for support
contain?
Five steps to build a case for support to prevent a funder from saying "So What?"

1.
The Need

2.
The Project

3.
The Impact

4.
The Budget

5.
The Added
Value

A Great Case
for Support is...
Easy to understand
Specific
Evidenced
Engaging
Concise
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1.
The Need

2.
The Project

3.
The Impact

4.
The Budget

5.
The Added
Value

Explain clearly what the issue/problem the collaboration
seeks to address?
Explain why this is important, drawing on evidence of need
or demand to back this up
Explain why this area if your project has a geographic
focus
Explain what would happen if nothing was done?
Explain the evidence of need and how you got this (e.g.
consultation work)

1.
The Need

2.
The Project

3.
The Impact

Explain clearly what it is you are going to do
Explain what the funding will pay for
Provide a simple timeline outlining when each of your
project elements will be delivered
Explain who will be involved and what expertise they bring
to the project
Identify who you intend to be the beneficiaries of your
project
What will be the key achievements look like?
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4.
The Budget

5.
The Added
Value

1.
The Need

2.
The Project

3.
The Impact

4.
The Budget

5.
The Added
Value

4.
The Budget

5.
The Added
Value

Explain how your project will change things for the better
(i.e what is your theory of change)
Explain what will be different as a result of the project
How will you know if you have achieved this? (i.e. what are
your measures of success)

1.
The Need

2.
The Project

3.
The Impact

Explain how much will the project will cost in total,
including a cost breakdown
Explain clearly what the key areas of expenditure are
Explain where you are planning on securing your funding
from

1.
The Need

2.
The Project

3.
The Impact

Explain why your collaboration will enhance the project
Explain your collective and organisational experience
Anything else that the collaboration brings to the project
that individual working would not?
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4.
The Budget

5.
The Added
Value

4. Funding
application tips and
tricks
Even with a clear fundraising strategy, partners on board and a compelling case for support in place, you will
ultimately need to write an application or proposal of some sort for a funder. A strong application is likely to include
several key ingredients that are consistent with other successful proposals. Whilst success is by no means
guaranteed given strong competition for funds, you can mitigate the risks by having these common ingredients in
mind.
Here we share some general tips as well as tips from both experienced fundraisers and funders....
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Preparing your Application
All funders have different aims, and you'll need to demonstrate how you meet their requirements. Don't waste your
time applying to trusts that don't fund projects like yours, or asking for £10,000 from a funder that only gives grants
of £500.
You'll usually need to fill in an application form at least, accompanied by a covering letter or even supporting
documents such as a project plan, support letters or detailed budget - depending on the funder. Make sure you find
out exactly what your potential funder requires and follow their instructions carefully.

Your Project
In every case you'll need to show the following (which can come from your
case for support)

The need or demand for your project
Why you need the money
How you intend to spend the money

You and your Partners
Funders need to know you are a credible organisation and partnership that
will spend money wisely. You should therefore include:

You and your partnership background and track
record
How you will measure success
How you will maintain the project after funding
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Top 10 Tips from Fundraisers
"When I write an application, I try to imagine I'm talking to someone I've just
met. I also always use a case study to help bring the proposal to life"

"I tweak the content of my case for support for different applications, making
sure they clearly link our mission and goals to those of the funder"

"Our local CVS was really helpful in pointing out some local trusts that could
help and local organisations that had been successful in applying to them"
"I research charities working in a similar field and download their accounts
from the Charity Commission website - this can highlight new funding sources"

"Keep a copy of the application form in case the funder contacts you to find out
about the project and keep this to hand"

"Keep a record of who you apply to and for what, and always ask for feedback
so you can improve next time"

"If they have a list of criteria or outcomes, use these as headings to help
structure your application saying how you meet each in turn."
"When researching a potential funder, look at their latest annual report on the
Charity Commission website for the latest information on what they have
supported"
"Always ask the funder to acknowledge receipt - funding applications are hard
work so make sure the funder sees it!"
"If you're able to summarise a project in a diagram or series of images, do so this can help the funder 'get your project' more quickly"
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Top 10 Tips from Funders
"Check eligibility first - we receive hundreds of applications and many are
turned down simply because they are ineligible."

"We get lots of applications to do similar things so its important you make clear
why and how their's is different."
"Successful bids stand out because the applicant is clear about what they want
to do, show clear evidence of why their project is needed, what they need
funding for, how they have involved people and how they know whether
they've achieved their aims. They have a clear plan."
"If unsure about anything, just ask. We're normal people too!"

"A common mistake is to say too much about the organisation in general and
not to say clearly what the project is about and why funding is needed."

"Every funder is different, so spend the time understanding their needs and
tailor the application to suit. Too many bids are submitted without adequate
research."
"Read the whole application form before putting pen to paper, and make sure
you answer all the questions."
"Don't twist your project into something it is not in order to fit funder
objectives - find a more suitable funder."
"Try and have a conversation with the funder before making a submission.
Building up an understanding of your project before the application goes in can
really help make the grant officer a better advocate when recommending to
their committee."
"Allow enough time. Factor funding decision processes into your timetable"
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