How To Get Support From
Companies In Your Area

A presentation of Pathways Australia




What we'll cover today

¢ What kind of support is available
(more than just $$s)

¢ Finding companies that are the right
fit’

¢ Understanding how companies make
decisions

¢ How! to approach them (and how: net
to)

¢ How te develop engoeing partnerships




Support available

MoeRney.
Donations and/or Spensorship




Support available

EXpertise




Support available

Goods or services In kind




Support available

Facilities




Support available

Volunteers




Support available

Board/committee members




Support available

Seometimes the money. Is the last thing
Lo arrive
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Selecting the right company.

Willl they derive benefit from being
associated with your organisation
and its mission?

Can they give what you need?
Is their a fifiendly iInsider?

IS thelr Image one you: are happy: toe
PEe assoclated With?




How to approach them

Do not (I repeat, do not) write to
them as a first step

Use your insider to help get an
appointment withy a decision; maker

Use your other contacts

Call & decision maker yourself:..but
donrt ask fier help




How to approach them

Two stages

Meet with them to talk about
opportunities avout ways you may.
pe able te wWork tegether

PHOPBSE SPECIHC WaVs IR Wihlchrou
Can collaborate with them




‘How to approach them' tips

Learn how to get past the
gatekeeper

Always talk about a
partnership...about hew: Veur
erganisation: can help them

Never gor cap inf hanad

YOUr first mMEEting sheuld ve aboult:
exploring poessibilities

Unaerstand Wiy theyswill e anxiots




How to approach them

Network...Go where the decision
makers are

Learn how! to: directly ask for
assSistance




If they want a proposal




Critical success factors

Follow the guidelines
Make sure it's well-written
Avoid jargon

Tailor it te the fiunder

Be different




Critical success factors

Packagdge it properly
Present it as a good deal

Jnderstand what the funder is trying
to achieve

Wirite a compelling cover letter and
executive summalry




Proposal pitfalls

Failure to follow the application guidelines.

Failure to take evaluation criteria into
consideration.

Fal
Fea
Fal
gele
Fal

ure to submit your proposal on the
Uired date and time.

ure to include alll of the information
uested by the Agency.

Ure te tailer your response to the

SpEecific funder




Proposal pitfalls

Costs/budgets are unreasonable (too high
or too low) or incomplete.

Costs/budgets do not provide any detail or
breakdown information (if required) for
line and sub-line items.

Failure to include specifics: off your
Proposed approach te the project.

Propoesall is Unprofessional in appearance
(e.qg., typos, blank pages, unnummbered
|3 c_:l|<es smudges no whltespace Sloppy-
eoking|, etc.): Tihis reflects poorly Upoen
VOU CoOmpanys:




Proposal pitfalls

Proposal is poorly written (e.g., information is not
presented/organized in a logical manner,
proposal is difficult to follow, poor grammar,
etc. ).

Proposal does not explain how or by whom the
project will be managed.

Proposal does not contain RELEVANT information
about your organisation,its capapilities, and/oxr its
ManNagement and stafif.

Propoesall dees not demonstrate that your
Organisation; and personnel have the experience
and capabiliity ter carry, OUt the project.




ONCE YOU HAVE DEVELOPED A
RELATIONSHIP....

¢ Nurture it
¢ Communicate with them
o Never let them down

¢ PUFSUE newW epportURIties




Peter’'s details

Peter Holdsworth
Director. Pathways Australia

(03) 8530 6444
pholdsworth@pathwaysaustralia.com.au




