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INTRODUCTION

Whether you are a seasoned grants professional, preparing to take the Grant Professional
Certification Exam or someone newer to the profession, hoping to fine tune your skills, we hope
that this article will be of value to you.

We are a group of four Study Buddies who came to be great friends as we prepared to
take the GPCI exam in November 2010. We began preparing in June, meeting twice a month
until early fall, when we decided to meet weekly right up until test time. We can’t stress enough
how preparation helps. We studied with the aid of two Study Guides, one from the American
Association of Grant Professionals Broward County Chapter and the other from the Grant
Professionals Certification Institute’s Indianapolis Exam Study Sessions, held from February 4th

to March 4th, 2010. We are deeply indebted to these Grant Professionals Certified for the hard
work they put into preparing these materials, and we vowed as a group to do the same, to help
others prepare for the exam.

This article is based upon the first four of nine Competencies a successful Grant
Professional must master both to pass the credentialing exam and particularly to excel in his or
her field. The Competencies and their headings were created by the Grant Professionals
Certification Institute (Copyright 2007). Regardless of whether or not you choose to take the
credentialing exam, these set the tone for success as a grants professional.

A second article covering the remaining Competencies will be available on November 1, 2011.

Nancy Robbins-Lackey, GPC Competency 1

Clare Gorman, GPC Competency 2

Lynne Mullen, GPC Competency 3

Diane Sunden, GPC Competency 4
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COMPETENCY 1: Knowledge of how to research, identify and match funding resources to
meet specific needs

01. Identify major trends in public funding and public policy.

Federal, state, county and city funding trends include: Trends in public funding and public
policy include declining revenues, unfunded mandates, and cuts in social services. Included with
that is increased accountability, increased evaluation and required Government Performance &
Results Act (GPRA) reporting. There have been many technology changes resulting from
internet (grants.gov) including online application submissions and an increased number of
funders monitoring reports being submitted online. Changes in technology and the digital divide
have created both opportunities and barriers especially as it relates to marginalized communities.
In recent times we have also seen an increased number of government funders migrating to the
use of cooperative agreements, procurement contracts, discretionary, entitlement and formula
grants as a core strategy that comprises their funding.

The requirement to use evidence-based models is more present now than in years previous.
Funds are more competitive as government and private funders now wish to support only the
best organizations to accomplish the grantmaker’s particular goals. Grant applications include
requirements to state the purposes of a project as outcomes and include a logic model. Outcome-
based evaluation is now standard in many governmental and private funding sources. A growing
number of grantmakers only want to support projects that show appropriate collaboration with
various partners in both funding and implementation. There is an increased requirement for
collaboration, history of organization, matching requirements, cost sharing, capacity building and
how each of these areas is defined.

A major public policy change was the elimination of regulatory and policy barriers by the White
House to enable faith-based organizations to compete on an equal basis for funding with certain
safeguards like separation of church and state. However they cannot push their religion as a part
of their process, with secured funds.

Some other major trends in public funding and public policy include:
 Increased regulation of nonprofits by IRS as a result of

Sarbanes Oxley (Whistle blower policies)
 Grantsmanship now considered its own profession, with the

emergence of Grants Professional Association (GPA),
popularity of grant writing classes now offered at many
universities.

 Opportunists have emerged (hucksters).
 $400 billion annually – over 1 million applicants for 26

federal agencies.
 Requirements to state the purposes of a project as outcomes

and include a logic model
 State government has become a far more appropriate site of

decision on funds flowing from the federal government as
well as those provided by local tax dollars.
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 State and Local government funding has advantages over federal funding – more
accessible program staff and less competition.

02. Identify major trends in private grant funding.

There was a time when funders used to just ‘give’ money away and little if any expectation was
placed on the grant receiver related to outcomes. There were few if any accountability
requirements and reporting on them was – less than minimal (if required at all). But wow, how
the times have changed!

Some of the greatest ‘trends’ in grant making that have emerged in the past decade include:
 Increased accountability and competency.
 Local governments and public schools are seeking and getting private funding due to

cuts in state government funding. Also competing for federal grants.
 Nonprofits are shifting from government funding to private funding.
 Wealthy people (baby boomers) are dying and creating private foundations.
 Government and private funders now wish to support only the best organizations to

accomplish their particular goals. More capital and capacity-building.
 Content of proposals has evolved – common grant applications, outcome evaluations,

logic models.
 Focus on emerging issues, disasters, new needs, outcome data.
 Seek greater involvement with grantees and its partners, not just giving away money.
 Greater emphasis on measurable objectives, evaluation, logic models, and best

practices.
 Greater emphasis on partnerships.
 Emphasis on sustainability.

Top beneficiaries: children, youth, seniors, economically disadvantaged, nonprofit organizations
with a focus on capacity building and collaboration. Not surprising program support continues to
be largest type of grant support accounting for 45% of all grants funded. Funder focus areas
remain as:

 24% Education,
 21% Health,
 15% Human Services and,
 13% Arts and Culture

03. Identify methods of locating funding sources.

You’ll want to make certain you are signed up to receive email announcements from a wide
variety of sources and continue to add to and fine tune those listing profiles that you are currently
including:
 Google or other search engine to review websites
 Electronic newsletters, grant alerts
 Opportunities E-News (Charity Channel) or special focus,
 National Association of School-Based Health’s Grant Alert
 Don’t forget local advocacy groups and professional associations
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 Listservs
 Electronic or print publications, e.g. Chronicle of Philanthropy
 Philanthropy News Digest
 Local/state publications/databases
 Database
 RFPs, RFAs, SGAs, NOFAs, NOAs

04. Identify techniques to learn about specific funders.

There is a wealth of information available through the Internet that will assist you in learning
more about specific funders. However, you must also keep in mind that learning about funders
means you must engage in conversation with them. This will provide you with the information
you are seeking, and help to develop a relationship with them. In addition, the type of funder you
are seeking will determine what information you will be able to gather and review. As you are
reviewing information, be sure to have conversations with others to ask their experience with the
prospective funder.

To learn about funders:
Read their grant (RFP) guidelines, annual reports, Form 990-PF, websites, industry publications
and contact individuals who know board members and program staff, Foundation Directory, and
agencies/colleagues who’ve received funding from them.
Attend funder panel presentations and workshops.

Information to gather on potential Federal Funders:
 Name of grant program or category, administering agency, Program Officer.
 Major purpose of legislation that authorized the program.
 Eligibility requirements for applicants and geographic areas with funding priority
 How much funding is available and earmarked for continuation vs. new awards?
 What are the latest regulations governing the program?
 Has funding already been appropriated?

Information to gather on potential Foundation Funders:
 Name and contact information for foundation and eligibility requirements.
 Types of organizations they have funded (grassroots, institutions).
 Types of awards they prefer (challenge, seed, capital, capacity building).
 Minimum and maximum amounts awarded and anticipated number of awards.
 Do they pay indirect?
 Name and background of donors, trustees and officers, local contact person.
 Amount of assets, amount granted last year (990 and 990-PF).
 How much of last year’s awards went to continuation awards?
 Who are the reviewers? Do you have contacts that could help influence their opinion?

05. Identify methods for maintaining, tracking and updating information on potential
funders.
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Just start prospecting several funders and before you know it, you are trying to maintain multiple
deadlines, dates, key statistics and critical information. And you will want a way to sort that
information, track it have it at your finger tips in minutes. Therefore, a filing system of some
kind it critical as well as developing ongoing methods to, readily update your current
information. You may consider:

 Collecting and organizing data in
binders, by funder or focus area.

 Database software: Excel, Access,
Razors Edge, Other.

 Creating a grant calendar by date
with links to funders

 Creating, files and regularly update
tracking forms on funders that are
most promising.

 Using rss feed, or other tracking
software to alert you when sites
have been updated.

 Monitoring newspapers, news
releases, newsletters, and listservs.

06. Identify effects of applicants’ organizational cultures, values, decision-making
processes, and norms on the pursuit of grant opportunities.

As we know, organizations have their own personalities, organizational cultures and norms.
These affect the grant process just like they would affect the way an organization would
approach it programmatic work. Therefore, the board of directors must deem that the program is
needed for the constituency, the scope and size of the program is reasonable for the organization
and the program reflects the mission, vision, values and strategic plan of the organization.

Staff must look at and be able to articulate:
 How does the proposed project links to the agency’s mission?
 If the project is a new activity, how does it advance the mission statement?
 What aspects of the strategic plan does this project respond to?
 How does the project complement the funder’s stated interests?
 Does the funding timeline match the required implementation plan for the project?
 Who decides to pursue funding, and authorizes ‘match’ requirements?
 If it advances the mission, is it a priority?
 Some foundations have dirty money – oil companies, cigarettes and may not be an

option based on your mission.

07. Identify fundable programs and projects for specific organizations.
So what exactly makes a project/program funding worthy? If you are able to clearly and logically
present answers to the following questions then you will be in a better position to present your
need and understand how it aligns with identified funding sources priorities.

 It targets a significant /documented need, service gap or problem
 The agency has a deep understanding of issues and the target audience
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 The program has measurable objectives and targeted outcomes
 The program utilizes successful models/best practices tailored to address local

audiences/needs
 The program collaborates with others working on the same issue
 The budget/timeline is reasonable/adequate for the scope of work
 The agency is vested in the program and contributes either cash or in-kind.
 Community is supportive.
 The program is sustainable.
 Learning can be disseminated.

08. Determine best matches between funders and specific programs.

The process of identifying potential funding sources to approach about investing in your program
requires that you become somewhat of a detective and a matchmaker at the same time. You
should not approach either ‘occupation’ as if you were running a sprint; rather approach them as
if you were running a marathon.

First, familiarize yourself with the goals of your programs; know the target markets and related
demographics, geographic area served, the outcomes and impact. How would additional funds be
utilized? Know the assets of the program including staff, their qualifications and any awards
received.

Once you have identified a prospective funding source start your detective work by attending
funder panel presentations, becoming familiar with program officers in an effort to understand
their mission, constituency, culture, image, and market. Qualify each prospect by:

 Reading their annual report
 Reviewing their list of grantees, and guidelines for funding.
 Reviewing their 990s -- what is their
capacity to give and their average grant
amount
 Reviewing their listing of annual
grantees, does it vary?
 Asking if they have given to causes or
projects similar to yours?
 Inquiring if anyone on your board knows someone on theirs?
 Determining what is the best method to approach the funder?

Now you can change occupations and become the matchmaker. You need to look for alignment
with your detective work. It may take many months to really learn an organization’s culture, how
they approach their work and fulfill their mission. What programs may be aligned with their
mission, their goals, their past giving history, current initiatives? Who on staff has a connection
to your organizations and vice versa? Funders want to make sound ‘investments’. Therefore,
how is your program:

 Grant-worthy of their investment?
 Aligned well with a funder’s purpose, guidelines, and capacity?
 Involve partnerships with other organizations?

“Your chances for success go up
300% when you contact funders.”

(Miller, 2002, p. 37)
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 Can you clearly articulate this alignment and match to the funder?

09. Determine grant application request for proposal (RFP) guidelines and requirements to
accurately assess funder intent.

An RFP, also known as Funding Opportunity Announcement (FOA), Request for Application
(RFA), is an invitation from a funder to submit an application on a specified topic with a
specified purpose. In previous years, foundations occasionally used RFPs in specific fields, and
allowed the majority of proposals to be initiated by applicants. However, foundations have
evolved their paradigm and now RFPs are becoming an increasingly popular vehicle for
foundations, including corporate, to publicize new program initiatives. A RFP is basically your
operations manual and you’ll want to read it several times to make an informed decision about
submitting the grant application, or not.

An RFP contains information including:
 Purpose of the initiative/project, its goals and desired outcomes
 Amount of funding award, maximum for any group, geographic focus area
 Instructions for how and when to respond, date for the bidder’s conference
 Timeline for the project/acceptable begin and end dates
 Range of acceptable costs, geographic restrictions/client restrictions and targets
 Eligibility requirements; questions to be answered and their associated point value
 Formatting requirements including font size, margins, spacing, number of copies,

due date and submission requirements

COMPETENCY 2: Knowledge of organizational development as it pertains to grant
seeking

01. Identify methods for coordinating organizations’ grants development with various
available funding streams.

A grant writer is like the proverbial match maker. You
identify a compatible funder, introduce it to your
organization, and nurture a mutually beneficial relationship.
The first step is to find funders whose objectives complement your organization’s mission.

Introducing your agency requires having a comprehensive but concise organization overview
readily available. This two to three page document will be required in some variation for
virtually every application. It should include your organization’s mission, history, legal status
(501(c)3, programs, accomplishments, support, partnerships and differentiators. A differentiator
is a useful tool in setting your agency apart from the competition. An example of a differentiator
can involve demonstrating how your agency provides a unique service in the community.

There are numerous funding streams available, including grants from government opportunities
through federal, state and local entities. There is also a plethora of foundations nationwide with
specific parameters for funding. Additionally, there is a large range of corporate funding



8

available. Virtually every large corporation is involved in a community giving program. Some
are regionally based and some are mission focused such as providing job training for young
adults. Once again, identifying the most compatible objectives with your organization’s mission
is essential to success.

Several online resources can help facilitate your search. For example, the Foundation Center
(http://foundationcenter.org/) offers help in locating suitable funders based on areas of interest,
geographic regions, and type of support. GuideStar (http://www2.guidestar.org/) also provides
access to useful information such as the 990 forms of potential grant makers.

02. Assess organization’s capacity for grant seeking.

You need to be pragmatic in assessing your organization’s capacity for grant seeking. In order to
be successful in funding efforts your organization must be well managed, provide essential
community services, have sound fiscal management in place and a verifiable success record.

An organization also needs the following to secure funding:
 Required legal documents (501(c)3, 990s, Audited Financials and Monitoring Reports
 An explicit connection between the purpose of the proposal and that of the agency

submitting the proposal.
 A strategic plan endorsed by senior management
 A Quality Assurance program
 Professional staff with required credentials, including licensure
 A sound governing structure and Board of Trustees

03. Assess organization’s readiness to obtain funding for and implement specific projects.

In determining an organization’s readiness to successfully secure funding and implement
projects it is helpful to view criteria from a potential funder’s perspective. For example, the
following factors are key decision making points that funders will employ in deciding which
organization receives the grant:

 Can your organization prove it has made a positive and measurable impact on its clients?
 Is it a cost effective operation?
 Does your organization receive funding from other credible sources?
 Has it established previous positive relationships with foundations, government entities,

corporations?
 Is your Board of Trustees active and vested in the organization’s programs?
 Does your agency support other organizations in the community?
 Can your organization demonstrate cultural responsiveness and diversity?
 Does your organization have a history of successful collaboration?

04. Identify methods for assisting organizations to implement practices that advance grant
readiness.

As the ageless scout motto advises, “Be Prepared.” There are some standard practices
that can vastly enhance your ability to write a winning proposal… and meet daunting
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deadlines. Grant readiness requires having easily accessible content or “boilerplate” available on
subjects ranging from the organization’s history, mission, success stories, program overviews,
surveys, audits, insurance certificates, applicable statistics, budgets, audits, etc. Some of this
material can be obtained from previous (successful) grant applications.

You should also communicate with the funder as soon as possible after reading the RFP to
clarify any outstanding questions. It is estimated that chances for success can increase
substantially when proposal writers/managers contact funding sources to make inquiries
regarding the application. Most funders are very receptive to answering questions relevant to the
preparation of a proposal.

Relationship building is also key to any successful business endeavor. Meet with program
directors on a regular basis to better understand the challenges their programs face and their
changing financial needs. Funding once traditionally provided to certain programs may be
reduced or even eliminated in these economically challenging times. Additionally, communicate
with any financial professionals in your organization giving them ample time to meet deadlines
requiring their input regarding budgets, etc. Grant preparation is a team sport in any medium to
large organization.

05. Identify values, purposes, and goals of fund-seeking entities’ overall strategic plans in
the grants process.

As a grant writer, you must understand and be able to communicate the relationship between a
project and your organization’s overall strategic plan. If there is no relationship, or if it is only a
weak one, it is better not to submit the application. In fact, submitting an application that is
inappropriate can potentially damage your organization’s credibility with a potential funding
source for future, more appropriate opportunities.

Preliminary bid/no bid decisions also need to consider if the team can prepare a winning grant
proposal within the limited time allotted, if there support from administration, and can the
organization carry out the project. Your organization may also wish to conduct a Cost-Benefit
Analysis (CBA). This practical economic decision-making approach can help objectively
determine whether a proposed project or program is sustainable. CBA involves comparing the
total expected costs of each option against the total expected benefits and identifying viable
funding streams for ongoing support.

06. Identify methods of conducting mission-focused planning and needs assessments with
applicant organizations.

Mission focused planning requires both external assessment of the community’s needs and
internal knowledge of your organization’s resources. Externally, you must clearly comprehend
the need in your community in order to address it. Creating a “needs or problem” statement helps
identify the compelling conditions, problems, or issues that are prompting you to propose a
solution. An effective needs statement provides supportive evidence of the need or problem
facing those you plan to help, identifies factors contributing to the need, and demonstrates
current gaps in services.
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Some factors to consider in creating a needs statement include:
 Focus on the need of those to be served, not on your organization’s need for funding.
 Provide a detailed description of the population to be served (including age, sex,

economic status, geographic locale, minority population, etc.)
 Whenever possible, employ differentiators and show how your project is unique.

Internally, you must assess what resources are available to implement your proposed solution. In
meeting with key stakeholders, address SWOT (strengths, weaknesses, opportunities, threats)
associated with this initiative. Additionally, an organization must frequently commit to providing
its own resources, including staff and operating expenses when competing for funding. A
decision must be made on the feasibility of this added responsibility. Requirements may also
entail demonstrating the ability to match funds and sustain the project after the funding being
sought is exhausted.

If your organization does not possess adequate resources to apply, consider partnering with
another organization. Collaboration resonates well with the vast majority of funders today who
are seeking to maximize return on their investment.

07. Identify strategies and procedures for obtaining internal institutional support and
approval of decision-makers for grant-seeking activities.

Without the commitment of key stakeholders, a successful grant program is neither achievable
nor sustainable. Securing internal institutional support and approval is sometimes a matter of
informing the decision makers of the appropriate opportunities available and demonstrating how
they match your mission.

Strategic planning is crucial to your successful grant
program. Meet with senior management, board members
and the Executive Director to determine which programs or
projects require prioritization. You also need to be realistic
about the extent of your organization’s resources. Your
organization may need to meet certain requirements upon
being awarded funding, including extensive reporting,
modifying human resource policies, making a site handicap

accessible, etc. These requirements need to be addressed and agreed upon before submitting an
application.

08. Identify appropriate methods of working with local, state, and federal agencies and
stakeholders to support grant seeking.

In order to develop a mutually beneficial relationship between local, state, and federal agencies,
as well as internal stakeholders, you must fully understand the funding environment of your
organization. All grant makers have their own missions to fulfill. Corporations may target a
specific issue such as a health insurance company supporting programs that address childhood



11

obesity. The corporation may have public relations, practical and altruistic stakes in their funding
objectives.

Local and state funders are under increasing pressure as the amount of their funding decreases
while the need for it escalates. Therefore, you should employ the following practices whenever
possible:
 Open the lines of communication with local representative of foundations, or

corporations. These professionals can often help you identify issues to strengthen your
application and even suggest other sources of support.

 Contact officers in a federal agency where you plan to apply for information
 Join professional associations such as the Grants Professional Association for

professional development, knowledge sharing and collaborative opportunities.
 Seek information from elected official and their staff who have access to valuable

research and data.
 Access government and foundation opportunities via the internet.

09. Identify practices of grant seeking that are outside the boundaries of applicable laws
and regulations.

Establishing and maintaining credibility is essential to the
ongoing success of your organization. Grant makers
understandably want to fund the most worthy, dependable and sustainable candidates who will
fulfill the stated commitments in the proposal, including providing ongoing reports as stipulated
in the RFP.

Of course, it is equally important for the grant seeker to only apply to credible grant makers.
Although it may appear self-evident, it is worth repeating to always avoid any potential funding
source that you suspect of:

 Having policies that conflict with your agency’s missions or core values
 Providing products or services that could be detrimental to the health or safety of your

clients
 Associating with unethical/immoral/illegal entities.
 Expecting special treatment in return for their contribution.

COMPETENCY 3: Knowledge of strategies for effective program and project design and
development

Few of us would embark on a cross-country road trip to historic or recreational points of interest
without first consulting an Atlas, programming our GPS, using MapQuest or AAA. Likewise,
preparing a grant application without advance leg work will leave us frustrated and possibly lost.
Our efforts up front can ensure that we design and develop programs that impress the reviewers,
are in line with our mission, and can be realistically implemented. With today’s tight dollars and
strong competition, you need to wow your reviewers while convincing them that your proposed
program is well planned, realistic, that you have the capacity to achieve your stated goals and
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objectives, and that you will be able to sustain the project at the completion of the funding cycle.
To do all that, you definitely need to prepare.

01. Identify methods of soliciting and incorporating meaningful substantive input and
contributions by stakeholders, including client groups, beginning with the development of a
new concept or program.

A stakeholder is anyone with an interest in the project; this includes funders, agency staff
including senior management, current or potential project participants/ consumers, community
leaders, potential partners and others who have an interest in the program’s success. Stakeholder
input is critical to the success of your proposed project.

To gather input from project stakeholders, you can:

 Conduct focus groups, surveys and interviews, and planning meetings

If this is a continuation project, or if a similar endeavor has been conducted in the past,
determine whether or not any planning groups previously existed. Call upon their
expertise and their notes to assist with the current initiative. If there is no precedent
relevant to your project, look at other successful programs agency-wide or within the
community and seek input regarding how they conducted their initial planning process. It
can be helpful to establish a community advisory group, a planning body consisting of
project administrators and staff, clients, other community service providers, community
leaders, and your project evaluator.

Consumers can identify what they need but are not receiving. Community service
providers know what services are available, even if they are not being accessed by
consumers. Community leaders and funders can forecast the funding outlook for needed
services and how to access available financing. Your project evaluator, if you employ or
contract with one, should be involved throughout the project development phase.

 Look for gaps in existing community services

Does an existing council or body conduct a Gaps Analysis relevant to the type of services
you are proposing? You do not need to reinvent the wheel, if data already exists. But
you do need to access that data prior to determining whether or not there is a need for
your project. You will have to thoroughly prove that need to the funder. Identifying the
gaps between what consumers need and what services are available to them is a crucial
step in planning a realistic project that consumers will use.

If no one has previously identified gaps in needed services, your next step is to identify
community services available to your target population and gather input from a cross
section of consumers regarding whether or not they know of these services, do they know
how to access them, have they used them, why or why not, how would they rate them,
and is their need being met?
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 Consider potential partners before you seek the funding

When you begin to determine existing community supports, consumer needs, and
existing gaps between need and available services, it will be necessary to reach out to a
wide variety of stakeholders, including other service providers. As you conduct your
research and gather data, you will be developing relationships with many providers who
could become future collaborators.

 Determine what funding sources are a match with the ideas that have developed as a
result of this process

Questions to ask yourself:

- Does your idea match your agency’s or institution’s mission?
- Can your agency’s or institution’s infrastructure support this project, if it gets funded?
- Who has “bought into” your idea so far (do you have your own agency’s support)?
- What type of funder would support this initiative?

Research potential funding sources, including those discussed in Competency 1

- Know the terminology
- Use available resources
- Attend Bidders Workshops

02. Identify methods of building partnerships and facilitating collaborations among
applicants.

You might have attended a bidders’ workshop prior to the organization’s decision regarding
whether or not to pursue a funding opportunity. Take note of who else is in attendance.
Frequently, information gained at that meeting will be a determining factor regarding whether or
not to apply for the funding opportunity. Should your agency or institution decide to move
forward, those organizations represented at that initial meeting could be future project partners.

Consider these Questions Before Collaborating -

1. Why should we partner with each potential collaborator? What’s in it for our
clients/programs?

2. What type of partnership is best for this funding opportunity? Subcontract, with
payment to partner? Memoranda of Agreement, with no money to partner?

3. Who would make the most effective partner(s)? Who will strengthen this
proposal/our program? Is that agency’s mission in line with ours? Do we have
shared goals?

4. When should we form the partnership?
5. How should we structure & managing each partnership? Formal agreement?

Fiscal contract?
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03. Identify strategies for educating grant applicants about financial and programmatic
accountability to comply with funder requirements.

Regardless of whether or not a partner is a subcontractor receiving payment for services to the
project or a collaborator who receives no payment, a Memoranda of Agreement (MOA),
Memoranda of Understanding (MOU), or Letter of Collaboration is essential. This document
clearly defines the roles and responsibilities of both partners, and is generally signed by both
Executive Directors or persons with signatory authority. All such agreements are between the
Lead Agency, usually the applicant, and each individual partner. It is essential that both parties
have discussed agreement content prior to preparing the document.

If a partner agency will receive funds from the Lead Agency, the amount must be clear to both
parties. It is essential that the partner knows what services they are expected to provide, to how
many consumers, for a specified amount of funding, over a specific period of time. The Lead
Agency needs to know what services they will receive from each partner, for an agreed upon
amount of money, by a designated date. It is important that both parties know how and when
payment will be made, reporting requirements, and oversight of the sub-contractor’s
performance.

It is the Lead Agency’s role to educate each partner regarding funder requirements and
compliance with both programmatic and fiscal responsibilities. Many funders require the
Memoranda of Agreement to be specific to that project. If a generic MOA is in place between
partners where no financial responsibility is involved, agreements should be updated regularly,
and immediately if either partner who has signed the agreement leaves the organization.

It is important to become familiar with Office of Management and Budget (OMB) circulars and
with allowable costs. Know in advance whether or not your agency has the fiscal ability to enter
into a cost-reimbursement or other arrangement that would require expenses to be paid by the
agency in advance of payment from the funder. Make certain that the person who must
implement the budget when funded reviews the budget prior to submitting the application.
Budget Narratives must be concise, but need to explain why you need and what you will do with
the requested dollar amount. Budgets and Budget Narratives need to be supported by the overall
proposal narrative and vice versa.

04. Identify structures, values, and applications of logic models as they relate to elements of
project design.

The Logic Model is a planning tool that provides structure for your program design. It’s your
project’s road map that keeps it on course and sets the tone for project evaluation. You can
review samples of effective Logic Models by visiting United Way, SAMHSA, and Robert Wood
Johnson’s web sites.

This graphic of your project’s design will identify the overall project goal, the specific and
measureable objectives you propose to meet during a designated period of time, what inputs
(resources) you will need to meet those objectives, step-by-step actions you will take per
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objective, the output (overall result) of those actions, and the measureable outcome of each stated
objective.

Project Goal:
Objectives Inputs Activities Outputs Outcomes

05. Identify appropriate definitions of and interrelations among elements of project design
(e.g. project goals, objectives, activities, evaluation).

Goals are broad; they are your promise to the funder stating what this project will achieve. It
serves as the umbrella for the overall project. Inputs are the resources that make the project
work, such as staff, funding, planning tools, textbooks, etc. Objectives are SMART – Specific,
Measureable, Attainable, Reasonable (realistic), and Time Limited. They state specific numbers
and percentages to be achieved within a specific time frame. Activities are the actions you will
take to meet your Objectives, such as conducting outreach, classes, etc. Outputs are the services
provided by the project, the number of clients served, sessions or events conducted, items
produced, etc. Outcomes are the results of your Activities; they must be realistic and
measureable and determine whether or not you achieved what you said you would.

Your Evaluation is the methodology you will use to prove to the funder that your Outcomes
match your Objectives. It assesses how valuable or cost effective the program has been, by
collecting proven evidence. It determines if Outcomes were achieved, best practices attained,
etc.

The ultimate Goal of Program Evaluation is to show whether an effort is having a positive or
negative effect upon a targeted community. When planning a program evaluation consider what
you will do with the results. Will you use the data collected to change or improve the program?
Identify the decisions you might need to make as a result of the data you have gathered.
Consider where the evaluation results will go, who will see or use it. Considering all of this will
help you to recognize the type of data you will need to gather. You’ll also need to consider who
will collect the data, do project staff have the time available to do this, do you have the fiscal
resources to hire an outside evaluation, what other resources do you have available to assist with
your project evaluation

Here are a few useful data collection terms:

 Quantitative/Hard Data – Answers WHAT
 Qualitative/Soft Data – Answers HOW
 Cost Benefit Analysis – estimates costs and benefits of your program to society and can

be translated into monetary terms.
 Cost Effectiveness Analysis – “is a form of economic analysis that compares the relative

costs and outcomes (effects) of two or more courses of action. Cost-effectiveness analysis
(CEA) is often used in the field of health services, where it may be inappropriate to
monetize health effect. Typically the CEA is expressed in terms of a ratio where the
denominator is a gain in health from a measure (years of life, premature births averted,
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sight-years gained) and the numerator is the cost associated with the health gain”
(Wikipedia).

06. Identify design and development decisions that are data-based (e.g. descriptive,
qualitative, environmental, statistical).

The program development process should include identifying and documenting the problem or
need and determining strategies needed to ensure change. The process should include
developing an implementation plan as well as considering issues relevant to capacity building
and sustainability. Your program plan will be based upon your community needs assessment
and other relevant data from the target geographic area. When developing your project,
consider:

 Target number of program participants
 Breakdown of target population by zip code, county, or other geographic identifier
 Percentage of persons in the targeted location who are members of the target population

(e.g. HIV positive, homeless, etc)
 Explain how this data affects your project design

You can use the following federal data sources:

Bureau of Justice Statistics
Bureau of Labor Statistics
National Center for Health Statistics

07. Identify existing community resources that aid in developing programs and projects.

You Need a Team: You will need a team to work on the project design process. It’s possible
that only two or three people will fill every role, if your agency is not large. However, someone
is needed to play each of a variety of roles, such as: team leader, researcher, content area experts,
lead writer, reviewers/proof readers, budget preparer, needs assessment specialist, evaluator, and
clerical support.

The resources you select will be dependent upon the type of information you need to collect.
Local colleges and universities will prove to be one of your best resources. Frequently, experts
in specific fields will be more than happy to provide you with the data you require and/or refer
you to their relevant publications and those of colleagues. The United Way is another valuable
resource. Divisions of local, county, or state government are storehouses of data; become
familiar with their web sites and contact information. Surveillance system reports, county and
state Health Departments, the Department of Juvenile Justice, health planning councils (e.g.
West Central Florida Ryan White Care Councils), local funders (e.g. Hillsborough County
Children’s’ Board, Conn Foundation; in Pinellas – the Juvenile Welfare Board, Allegany
Franciscan Ministries), community groups, and many others are available sources the grant
developer can use. Florida Charts is a valuable data tool for Florida grant professionals. It’s
wise to identify local and other resources early in the process.
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08. Identify effects of accurate and defensible evaluation designs in program and project
success and sustainability.

Your intended audience and the purpose for the evaluation (how results will be used) will
determine which type of evaluation you will use. You must first decide what to evaluate, what
information you want (or need) to collect, and how best to gather it. You will need to determine
what analytical methodologies you will use based on what types of reports you want or need to
produce. Determine who will conduct your evaluation and what it will cost.

Depending upon how you intend to use evaluation results, you will probably conduct one of the
following types of evaluation:

 Context Evaluation – this examines how the project functions within the community
- Assesses needs, assets, resources, and gaps within the target community
- Identifies community strengths & weaknesses
- Can be an internal Organizational Assessment
- Asks will your proposed interventions/best practices be supported? By whom?
- Identifies project’s strengths and weaknesses
- Examines the impact of changing climates, including political, on your project’s

success

 Implementation Evaluation – This focuses on what happened and why. It helps with
planning, setting up and carrying out your project
- Identifies and maximizes successes
- Identifies barriers
- Determines if project goals match the target population’s needs
- Measures community perceptions of your project
- Monitors clients’ and stakeholders’ experiences with the project and their

satisfaction with project services – Satisfaction Survey
- Documents change
- Demonstrates effectiveness and makes a case for continued funding

 Outcome Evaluation – Assesses short and long term project results.

Focuses on:
- What critical outcomes are you trying to achieve?
- What impact is the project having on clients, staff, and the community?
- Determines what outcomes you expect from this project

 Product Evaluation – evaluates results of the program and is similar to Summative
Evaluation

 Summative Evaluation – asks if the project accomplished what it was designed to do.
This type of evaluation is usually quantitative, using numbers/percentages (e.g. numeric
scores or letter grades) to assess each objective’s success.
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 Process Evaluation – examines the conduct of the program and is similar to Formative
Evaluation

 Formative Evaluation – is generally conducted for the purpose of program improvement.
This type of evaluation helps to ensure that the project’s goals are being achieved by
identifying what needs to be improved and what corrective measures should be taken.

Robert Stake, Director of the Center for Instructional Research and Curriculum Evaluation
(CIRCE) at the University of Illinois, Urbana-Champaign, has been quoted as saying: “When the
cook tastes the soup, that’s formative; when the guests taste the soup, that’s summative."

For in-depth information regarding data gathering, Logic Models, and the Evaluation process,
you can refer to Carter McNamara’s Field Guide to Nonprofit Design, Marketing, and
Evaluation, 4th Edition, published by Authenticity Consulting, LLC; Minneapolis, Minnesota;
2007.

COMPETENCY 4: Knowledge of How to Craft, Construct, and Submit an Effective
Grant Application

Competency 4 addresses the heart of the grant application process. 25% of the
GPC exam focuses on this competency. Your ability to read and thoroughly understand
application instructions/guidelines is the first step towards the construction of a successful grant
application, followed by planning your strategy, then executing a thorough and polished
proposal.

01. Interpret grant application request for proposal (RFP) guidelines and requirements
(e.g., abstracts and summaries, problem statement and needs assessments, introductions of
organizations and capability statements, reference and past performance requirements,
timelines, narrative formats, budget formats, standard forms and assurances, scoring
rubrics) to ensure high quality responses.

 Carefully read the request for proposal (RFP) or grant application’s instructions/guidelines.
No matter how tedious, read it line by line.

 Determine if your agency is even eligible to apply for funding. Some funders will not fund
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agencies who receive support from the United Way; others may not fund agencies with an
annual budget above a certain limit (i.e., $1 million). Many funders also require that your
agency be established for a minimum amount of time, such as one year, before applying for
funds.

 Does the RFP present a promising funding opportunity for your agency? If so,
underline/highlight submission details such as relevant deadlines, formatting requirements,
word/page limits, fatal flaw criteria, required number of copies, contact names, and/or create
a checklist or “cheat sheet” listing key instructions.

 If the funder offers an application workshop, be sure you or another representative from your
agency attends.

 Make sure you understand each word/phrase contained in the application. If allowed, contact
the funder to request clarification of any concerns or questions and to establish a
contact/rapport with the funding organization.

02. Identify elements of standard grant proposal applications (e.g., needs assessments and
statements, project objectives, project designs and methods, project narratives, activities,
action plans, timelines, project evaluations, budgets, dissemination plans, future funding or
sustainability statements, appendices, attachments).

 Understand that there are standard sections to Federal and State funding applications. Private
and corporate foundations also use similar standard sections in their grant applications. The
more grants you write, the more familiar you will become with these standard sections.

 Complete all forms and follow the instructions given for each section of the proposal in the
order specified and within any stipulated word/page limits. Make sure to include all required
attachments.

03. Identify work strategies for submitting high-quality proposals on time.

 As is often the case with grant writers, multiple grant proposals must be juggled at the same
time, so excellent time management skills are essential. It is a good idea to give yourself a
personal deadline to complete each grant application before the funder’s deadline.

 Realize that your application will go through multiple drafts -- have a system in place to
date/save various drafts, but be sure to identify the final draft as the final version of the
application.

 Investigate (either via the funder’s web site or by accessing the funder’s recent 990 forms
through the Foundation Center online): Who has the funder funded in the past, and for what
and how much?

 Outline how you or other members of the agency (according to their expertise) will address
key sections of the proposal, making sure to fully answer/address each application



20

component (i.e., Introduction, Needs Assessment, Project Description, Evaluation,
Sustainability, etc.).

 Do you need or do you have collaborative partners?

 As soon as possible, obtain appropriate signatures if required for an “Intent to Submit
Application” form and for any other required assurance forms. Be aware that some funders
require original signatures in blue ink only.

 If appropriate, attach current letters of support for your agency and/or project; obtain new
ones if needed.

 Give yourself ample time to complete the grant proposal. Especially when working as a
team, it is important to create a table of contents and timeline so that each member of the
team knows what they need to do and when.

 Remember, the most important step is the very first step -- so get the proposal started! Any
anxiety you may have about preparing the proposal will greatly lessen once you begin the
process. Starting sooner rather than later is also an advantage should you run across any
unforeseen and unavoidable delays further down the line.

04. Identify accurate and appropriate data sources to support proposal narratives.

You will want to support your narrative with the most timely, accurate, and appropriate data
sources available. If you don’t already have it on hand, gather organization-specific data to
support the “need” section of your proposal. Utilize recent and known resources, such as the
United Way’s community statistics, and reputable published research relevant to your program.
Make sure your back-up data is appropriate to the need you describe, as well as to your
proposal’s response to that need.

05. Identify appropriate, sequential, consistent and logical presentations of grant-narrative
elements and ideas among or within proposal components.

 Construct your narrative in proper sequence, faithfully following the application instructions.

 Be specific. Exactly what need are you proposing to meet? What are your overall goals and
objectives? (Remember SMART: Specific, Measurable, Achievable, Reasonable, Time-
Based.) What activities does your program/project involve? And what methods will you
utilize?

 Proof readers are important -- for content and for grammar. Whether you are a consultant or
a member of the organization, be sure to have another set of eyes review your proposal to
ensure that the style, tone and format of the proposal matches the organization.

06. Identify proposal writing approaches, styles, tones and formats appropriate for
proposing organizations and various audiences.
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 Write in a clear, interesting and compelling manner. Avoid being bland -- use power
statements -- you want the reader to sit up and take notice of what you are describing.

 Do not use jargon, unexplained acronyms, or language that the average person would not
understand.

 It is helpful to have ready-made boilerplates containing standard agency and program
information that can be copied into or attached to the grant proposal (i.e., agency’s mission,
history, relevant resumés, and other commonly-requested attachments), so you do not have to
recreate these sections/attachments each time you work on a new proposal.

07. Identify appropriate and accurate uses of visuals to highlight information.

Provided they are permitted, appropriate (and not too elaborate!) visuals, such as pictures, charts,
text boxes, and attachments such as newsletters, etc., can highlight your proposals to foundations
and other private grant makers.

08. Identify effective practices for developing realistic, accurate line-item and narrative
budgets and for expressing the relationship between line-items and project activities in the
budget narrative.

(Note: The following are general guidelines; government funders often require much more
detailed budget information/back-up to determine allowable costs.)

 Most grant applications require you to attach the agency’s current yearly budget, plus a
program or project budget when you are asking for something other than general support. A
program or project budget has to be customized for each grant application; after all, it
includes the prospective funder’s hoped-for grant award. Ask your organization’s financial
staff to assist you in developing this budget. It should be specific, for example, what is the
cost of service per client?

 Funders often require that you include your agency’s most recent Audit and/or 990 along
with your grant application.

 Become familiar with the budgets you submit with your grant applications so you have at
least a rudimentary understanding of how much things cost and the relationship between
revenue and expenses and also understand the difference between direct (i.e. specifically
attributable to the project -- personnel, supplies, etc.) and indirect costs (i.e., facilities and
administration).

 Adapt a holistic view of the program/project budget in terms of how it relates to the rest of
your application and be sure that the line-item budget correctly reflects what you describe in
your proposal.

 The budget narrative section can provide a good opportunity to explain any significant
variances, deficits or surpluses. Try to anticipate any budget red flags the grantor may be
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concerned about, but not necessarily ask you about.

09. Identify sources of in-kind matches for project budgets.

Many funders either require or value a match. Identify in-kind matching from partnerships,
collaborations, volunteers, in-kind goods and services, etc, on specific projects if appropriate.
Also, utilize existing grants as cash match sources when appropriate to a specific program that
you are requesting funds toward. Be sure to include your own agency’s contribution to the
project.

10. Identify factors that limit how budgets should be written (e.g., matching requirements,
supplanting issues, indirect costs, prevailing rates, performance-based fees, client fees,
collective bargaining, allowable versus non-allowable costs).

 Your budget should be honest and accurately correspond to your narrative.

 Does the funder require a match?

 Are there restrictions to allowable costs? (Example: Some funders will pay for a project’s
materials, but not labor.)

 You cannot ask a funder to support a project another funder is totally supporting, but you can
ask for funds toward an unfunded portion of the project.

 Avoid asking for more than the funder typically gives.

 Many funders will offer financial assistance to launch a promising new project, especially
when the need for the project is supported by evidence-based research. However, once
launched, they expect you to find other money to keep the project going, rather than
returning to their funding well. When relevant, include your plan for continued financial
support of the project. What other future resources might be available? Be honest, if it falls
upon your agency’s optimistic outlook or as-yet undetermined ingenuity to keep the program
running, then so state it – in an appropriate manner of course.

11. Identify evaluation methods and components appropriate to grant applications.

 Today’s funders support organizations based upon successful results and outputs. Ask
yourself what evaluation models or evaluation components are appropriate to the grant
application at hand? Utilize the ones that enhance your application and can be properly
identified and referenced throughout the document. There are two basic types of evaluations:
Summative Evaluation and Process Evaluation.

Summative Evaluation: Product Evaluation - Evaluates the results of the program,
typically using quantitative measurements. It can help you answer a question such as
“Did the new therapeutic model show positive behavioral results?” (i.e., was the program
able to do what it was designed to do?)
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Process Evaluation: a/k/a Formative Evaluation – More complex than a Summative
Evaluation and more typically undertaken during the development/improvement of a
program/project. This method examines the conduct of the program. For example:
“What services were provided to alleviate homelessness among veterans?” This type of
evaluation can help you identify and address any problem areas.

 Become adept at using appropriate logic models and outcome based measurement tools.

 Also useful is supporting documentation from external evaluators whose expertise can back
up your organization’s success with a particular population or with the administration of a
certain type of program.

12. Identify methods for submitting proposals electronically.

 If you submit government grants, be sure to stay current on various government entity
electronic submission methods and requirements. For example: grants.gov requires that you
have a Dun and Bradstreet number or apply for one as a first step as well as follow other
application registration compliances.

 Though some private foundation grants are still submitted in hard copy, many private
foundations are increasingly adapting their applications to an electronic format. As with
government and corporate grant submissions, their electronic submission guidelines will be
included in the application instructions.

 Draft the narrative sections of all electronic grant proposals in Word and save them to your
computer prior to submitting your application online. Some standard sections will require
minimal updating should you re-apply next year for the same program/project.

Suggested Reading:

The Foundation Center's Guide to Proposal Writing, 5th Edition (available via
www.foundationcenter.com)

If I Were a Carpenter: The Tools of the Writer, by Roy Peter Clark (2006)
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Competencies 5 – 9; Introduction: 
 
It’s been a while since we prepared and posted Competencies 1 through 4.  Since that time, we 
have conducted presentations regarding preparation for the GPC exam and the benefits of the 
GPC designation; encouraged others to follow in our footsteps; and done our due diligence 
toward renewing our GPC designation.  As we review each of the Competencies ourselves, it 
becomes evident to us that we have benefitted greatly from this exercise. 
 
Grant professionals are often asked by others exactly what it is that we do and what, in addition 
to being able to write, is expected of us.  These Competencies help us to explain what we’re all 
about.  Questions regarding ethics in our profession arise on a regular basis.  We urge you to 
become familiar with the GPA and GPCI expectations for grant professionals, the Code of 
Ethics. 
 
As we share our own insights with you, we have strengthened our own commitment to our field.  
We sincerely hope that whether or not you pursue GPC certification that you will gain something 
from our efforts. 
 
 
Sincerely, 
 
Nancy Robbins-Lackey, GPC   Competency 5 
 
Glare Gorman, GPC    Competency 6 
 
Lynne Mullen, GPC    Competency 7 
 
Diane Sunden, GPC    Competencies 8 and 9 
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Competency 5. Knowledge of post-award grant management practices sufficient to inform 
effective grant design and development.  

 
01.  Identify standard elements of regulatory compliance.  
 
Having knowledge of post-award grant management practices is essential to the design of a 
holistic and effective program. This knowledge will inform the program design and development 
process, and ensure the grant writer has familiarity with regulatory compliance issues, and the 
different roles and responsibilities of project and management staff.  From the funder’s 
perspective, they will review past grant performance to see if the agency is capable of managing 
another grant. An agency’s reputation, including past performance is what earns the trust of 
funders.   
 

Grant compliance requirements differ depending on the grant type. 
A federal grant will require greater regulation than a foundation 
grant. It is best to identify and discuss internally, the implications 
of the regulatory and compliance measurements, prior to applying 
for any grant.  
 
The administrative requirements that apply to most programs arise 
from two sources: The “Uniform Administrative Requirements for 
Grants and Cooperative Agreements to State and Local 
Governments” (also known as the A-102 Common Rule) and 2 

CFR part 215 (OMB Circular A-110), “Uniform Administrative Requirements for Grants and 
Agreements with Institutions of Higher Education, Hospitals, and Other Non-Profit 
Organizations,” and the agencies’ codification (or other form of implementation) of OMB 
Circular A-110.  As a basic overview, the A-110 requirements which require prior approval of 
the program officer include:   
 
 Change in key personnel such as a Project Director or Principal Investigator.  
 Absence of a Program Director or Principal Investigator for extended period of time.  
 Reduction in time spent by the Program Director or Principal Investigator of 25% or 

more.  
 Budget revisions greater than 10% if federal part of budget is greater than $100,000.  
 Programmatic changes in scope or program design.  
 Subgrants (changes and introduction of).   
 No cost extensions.  
 Equipment purchases exceeding $5,000 per unit with a useful life greater than one year.  

 
Grant records must be kept for three years or until a dispute is resolved (including any 
subcontracts/grantees).  Just as the compliance requirements different for grant types, they also 
vary for grants and contracts. Grants are less restrictive than a contract overseen by a Project 
Director, have little oversight, and are obtained through an unsolicited project announcement. 
The organization receives payment up front. Contracts conversely, are restrictive, legal and 
binding, and are overseen by a sponsor. The organization receives payment at the end of the 
contract, unless stipulated as such in the contract terms.  A contract has no open competition, 
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provides goods and services to many different purchasers and is not subject to federal 
compliance requirements.  
 
02.  Identify effective practices for key functions of grant management.  
 
Upon notification of grant award, one of the most effective activities you can do as a grant writer 
is to immediately schedule a post-award meeting with the Project Director, Controller and 
Executive Director. The purpose of this meeting is to review grant timelines, benchmarks, 
evaluation measures, budgets, program tracking measures, and outcome measures. This 
important activity assists in taking the responsibility off of the grant professional and ensuring it 
resides with the appropriate individuals. In an ideal world it would be best to conduct this 
meeting with any commitment and reporting documents provided by the funding source.  When 
a grant award is made for a different amount or timeframe than applied for, internal adjustments 
need to be made in agreement with the funding source, the post award meeting is a great 
opportunity to discuss how you might propose retooling to the funder and/or implement the 
agreed upon retool program design.  
 
03.  Differentiate roles and responsibilities of project and management staff and other key 
principals affiliated with grant projects.  
 
Taking the time to develop and refine job descriptions for each role within the project will 
benefit program staff as well as serve as communication tools between the grantee and the 
funder. When you take the time to ensure that each position complements the program activities 
and covers the scope of the project, you will have an easier time identifying where improvements 
can be made, where greater economies and/or efficiencies of scale can be realized, etc. 
Additionally, the upfront time you spend on this important activity will ensure the alignment of 
staff expertise to job requirements and thus roles and responsibilities relating specifically to the 
goals and objectives of the project.  For the purpose of hiring staff, this facilitates making hiring 
decisions based on achieving grant outcomes rather than personality issues.   
 
04. Identify methods of establishing transition to post-award 
implementation that fulfill project applications (e.g. document 
transfer, accuracy in post-award fiscal and reporting)  
 
The best way to prepare for the project’s end (or the completion of the 
funding period) is to do so at the beginning of the project.  Ensure 
evaluation measures are properly in place and at project’s end to 
successfully transition to post-award stage. Continue to work in 
partnership with internal departments including human 
resources/personnel to plan for the hiring or transitioning of staff after 
grant funds have been expended. Work to ensure there is bridge funding 
or ongoing operation funding to support the project after post-award or 
until the project transitions to operational funds. Work diligently to 
ensure operations of the grant project do not end 
abruptly at the end of the grant period. 
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“It takes many good 

deeds to build a 

good reputation, 

and only one bad 

one to lose it.” 

Benjamin Franklin. 

The following is a list of activities that will assist to ensure a successful transition to post-award 
implementation.  
 

 Evaluate the extent to which measurable objectives have been met for internal and 
external purposes.  

 Be aware that effectiveness is not always measurable in statistics. Determine what has 
really occurred and been accomplished.  

 Perform or use internal audits and reviews.  
 Oversee project compliance with annual program or single audit requirements.  
 Submit financials, performance and closeout reports per terms and conditions of award.  
 Liquidate all obligations incurred under the award within set deadlines.  
 Submit allowable reimbursable costs for prompt payment.  
 Refund any balances of unobligated cash that have been advanced or paid, and that is not 

authorized to be retained for the project.  
 Negotiate any settlement necessary for upward or downward adjustment to the federal 

share of the costs after closeout reports are received.  
 Account for any real and personal property acquired with federal funds or received from 

the federal government.  
 Oversee any final performance audit and establish an adequate system for record 

retention. 
 

Competency 6. Knowledge of nationally recognized standards of ethical practice by grants 
professionals.  

01. Identify characteristics of business relationships that result in conflicts of interest or 
give the appearance of conflicts of interest. 

 

There are numerous scenarios in which a business relationship could 
result in a real or perceived conflict of interest within the non-profit 
sector. For example, non-profit board members are frequently affiliated 
with private businesses in their community that might benefit 
financially from a purchase by the non-profit organization. 

 

A proactive approach is the best method of addressing such issues. Having a clearly delineated 
set of operating policies precluding transactions that might result in financial gain to a board or 
staff member or their families can be instituted. Members of the board and senior staff should 
agree in writing to uphold this policy. Additionally, the non-profit organization should always 
obtain competitive written bids to ensure that the best product at the most competitive price is 
chosen. A non-profit’s good reputation is critical to the ongoing success of its mission and 
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should not be compromised by any situation that could be construed as a conflict of interest on 
the part of stakeholders. 

 

A grant professional working in a consultant capacity may also encounter opportunities 
involving a conflict of interest. For example, if a grant professional is working for more than one 
client applying for the same grant, he or she needs to be forthcoming and avoid a conflict of 
interest by providing professional services to just one client in this competitive situation.  

02. Identify circumstances that mislead stakeholders, have an appearance of impropriety, 
profit stakeholders other than the intended beneficiaries and appear self-serving. 

Transparency and accountability in all aspects of a non-profit’s operation can help avoid a 
perception of impropriety or self-serving behavior. Transparent activities which testify to an 
organization’s accountability include open meetings, a grant administration plan, financial 
disclosure statements, budgetary review, and independent audits. In the non-profit sector, 
transparency is critical to the sustainability of the organization and to its ability to fulfill its 
responsibilities to stakeholders, including donors, sponsors, program beneficiaries, board 
members, staff, and the community.  

Grant professionals must also adhere to ethical and transparent modes of compensation which 
translates to working for a salary or a fee. Unethical forms of compensation would include 
writing oneself into the grant budget as an evaluator or writing for a percentage of the amount 
requested. Percentage fees frequently entail falsifying a budget. 

Writing a grant on commission is usually unwise as well as unethical. The application typically 
succeeds or fails for any number of reasons outside of the grant professional’s control, including: 

 The non-profit organization’s reputation, success record and financial history 
 Existing relationships between the funder and the nonprofit board and senior staff 
 The level of competition entailing number of other requests and their origins 
 The amount of funding available in a particular cycle 
 The state of the economy and funders’ finances; whether assets are growing or shrinking 

 
Non-profit organizations exist to benefit the public but forfeit that ability if trust is compromised. 
A non-profit organization must continuously earn the public’s trust through ethical leadership 
and responsible practices. The reputation secured by accountable and transparent nonprofits is an 
invaluable asset. Funders will choose organizations they trust to fulfill their stated mission, 
community members will volunteer their time for ethical agencies, and clients will seek the 
services of reliable organizations. 

03. Identify effects of choices that foster or suppress cultural diversity and pluralistic 
values. 
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An organization attempting to suppress cultural diversity and pluralistic values is not only 
engaging in counter-productive and unethical practices, it is 
also violating the law. Equal opportunity for all people 
regardless of race, color, age, sex, religion, etc. is  
mandated by the federal government. Even a perception of such 
a violation could jeopardize funding. The legal and 
statutory requirements for Equal Employment Opportunity and 
Affirmative Action clearly require the inclusion of a 
diverse workforce by all non-profit organizations.  

A grant professional should also be aware of grant programs and funding opportunities that focus 
on cultural diversity within the client base. A comprehensive summary should be included in the 
proposal outlining the non-profit’s organization commitment to this initiative pertaining to 
clients based on demographic data.  

04. Distinguish between truthful and untruthful and accurate and inaccurate 
representations in grant development, including research and writing. 

Grant professionals must be truthful about their professional 
experience and knowledge before committing to any engagement. 
Grant development usually requires a great deal of cooperation and 
coordination among many different people in the organization. 
Misrepresentation of one’s level of expertise or depth of knowledge 
could hamper the efforts of fellow team members and jeopardize the 
opportunity for funding. Ethical standards promote values critical to 
collaborative work, including trust, accountability, mutual respect, 
and fairness.  

Additionally, grant professionals should not be associated with any opportunity that could be 
misleading to funders or stakeholders. Many grant applications focus on promoting a variety of 
important moral and social values, such as social responsibility, human rights, animal welfare, 
education, and health and safety. Ethical lapses in grant development can significantly harm the 
beneficiaries of these programs. An organization that submits faulty data may compromise 
funding and its ability to help those most in need of its services. 

05. Identify issues, effects and countermeasures pertinent to grant professionals’ individual 
heritages, backgrounds, knowledge and experiences as they may affect the grant 
development process. 

A grant specialist is morally obligated to treat all persons with dignity and respect by the very 
nature of the profession. Grant professionals must not only recognize but also embrace the reality 
that people have different cultural, linguistic, social, class and ethnic backgrounds. Every person 
can be enriched by the lives and experience of others. Therefore, grant professionals should 
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actively seek input from communities of color, the disabled community and from all stakeholders 
who are still under-represented in the profession. Additionally, the grant professional must be 
objective and always focus upon what actions are best for the program and the grant project. 

06. Identify funding sources that may present conflicts of interest for specific grant seekers 
and applicants. 

While a proactive approach to identifying new and potentially 
lucrative sources of funding is commendable, there will be occasions 
when a particular funder is inappropriate. Such funders may have 
“tainted” money through association with corporations whose 
operations are in direct opposition to a non-profit organization’s 
mission. For example, a non-profit organization offering health 

services would be ill advised to accept funding from any entity subsidized by the tobacco 
industry.  

Therefore, it is essential to thoroughly research potential funding sources and then determine if a 
grant from this entity conflicts with a non-profit organization’s mission. Inappropriate funding 
could damage an agency’s good reputation and adversely affect its 
relationships with other funders and the community. 

07. Identify issues and practices pertinent to 
communicating information that may be considered 
privileged, propriety and confidential. 

By necessity, personal and private information is often 
disclosed in a professional working relationship. Information 
may be required to provide services to a client. This information is confidential as mandated by 
the law, and disclosure could make a non-profit organization legally liable. Disclosure could also 
severely damage the non-profit organization’s relationship with the client and make it virtually 
impossible to help the individual. 

As noted by the Grant Professionals Association, a grant professional may not disclose any 
information that is considered privileged, proprietary or confidential. Such data includes, but is 
not limited to written and verbal disclosures, records, and video or audio recording of an activity 
or presentation without appropriate releases. 

Every grant professional is personally responsible for learning the specific legal regulations 
governing their scope of services. For example, one cannot disclose patient information that may 
be accessible in a health services organization as mandated by the Health Insurance and 
Accountability Act (HIPAA). If working for an educational institution, one must be conversant 
with the Family Educational Rights and Privacy Act (FERPA) which prohibits the dissemination 
of student information. 
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Additionally, all non-profit organizations must employ accurate and consistent accounting 
methods that conform to the appropriate guidelines adopted by the American Institute of 
Certified Public Accountants for the type of organization involved. The grant professional is 
frequently privy to confidential financial information regarding recompense for staff within their 
organizations would be in violation of ethical behavior in disclosing salaries, bonuses, or other 
financial data to unauthorized sources. 

08. Identify unethical and illegal expenditures in a budget. 

Unethical or illegal expenditures in a budget can damage a nonprofit organization’s reputation. 
Many ethical budget dilemmas can be avoided by educating 
everyone involved in preparing the budget on acceptable 
expenditures. Some of the key issues to be addressed include the 
following: 

 Track grant-related expenditures carefully. 
 Ensure the funds are used in accordance with the grantor’s 

intent. 
 Provide timely reports on the use and management of funds. 

 Obtain explicit consent by the grantor before altering the conditions of grant agreements. 
 Do not add grant writing services into the budget. 
 Do not request salaries for project directors that when added to other sources of 

compensation will total more than 100% of their yearly cost. 
 Do not inflate salaries for senior staff – the Form-990 is public information. Salaries 

should be budgeted on actual rates paid by the organization. 
 

09. Distinguish between ethical and unethical methods of payment for the grant development 
process. 

The Grant Professional Association provides clear guidelines regarding ethical and unethical 
methods of payment for the grant development process, including the provisions that a grant 
professional: 

 Receive recompense in the form of a salary or a specified fee. Percentage compensation 
based on the amount of the grant is unethical.  

 May accept performance-based compensation, such as bonuses, provided such bonuses 
are in accordance with prevailing practices within the members’ own organizations and 
are not based on a percentage of grant monies. 

 Will not accept or pay a finder’s fee, commission, or percentage compensation based on 
grants and shall take care to discourage their organization from making such payments. 

 Ensure that compensation is not written into the grant unless acknowledged and explicitly 
endorsed by the funder. 
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10. Distinguish between ethical and unethical 
commitment, performance and reporting of activities 
funded by a grant. 

It is incumbent upon a grant professional to make every effort in ensuring funds are used in the 
manner specified by the grantor. Additionally, accurate and detailed reports must be prepared 
and submitted in a timely fashion to the grantor delineating the specific use and management of 
the funding. Grant professionals must also be scrupulous in representing any financial data, 
including providing accurate information regarding matching requirements which can be verified 
by the source.  

In summary, a grant professional is responsible for adhering to a clearly defined code of ethics; 
also known as “the principles of conduct governing an individual or a professional group.” A 
comprehensive overview of the Grant Professionals Association’s Code of Ethics can be viewed 
at http://grantprofessionals.org/about/ethics.  

 

Competency 7: Knowledge of practices and services that raise the level of professionalism 
of grant professionals. 

Unfortunately, there are individuals and corporations who have given the grants profession a 
very bad name, charlatans who misrepresent what we do, with false promises.  For that reason, 
the Grant Professionals Association has adopted a code of ethics and Core Competencies that 
separate true professionals in the field from those looking to make easy money with false claims. 

   

 

“Trust me; it runs like a charm.” 

 

Competency 7 addresses steps that grant professionals can take to elevate how we are perceived 
by the public, potential funders, and even future employers. 

01. Identify advantages of participating in continuing education and various grant review 
processes.  Because our profession has been abused by those who misrepresent us, it is essential 
that we develop and demonstrate the highest levels of professionalism.  For that reason, the 
Grant Professionals Association has developed standards that denote this professionalism.  
Knowledge regarding best practices in our field, keeping abreast of new trends, and obtaining 
credentialing as a Grant Professional Certified are the means toward elevating the profession to 
the level it deserves.  What social service agency, private hospital, arts organization, or 
university could survive without the most proficient grant professionals? 
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Workshops, training sessions, and conferences are generally available for grant professionals at 
the local and national level.  The Grant Professionals Association holds an annual conference 
that has much to offer for grant writers and managers from entry level to seasoned, working at 
any venue.  Members of the Association also have access to multiple resources 24/7 via the GPA 
web site. 

At the local level, grant professionals in many parts of the country can join GPA chapters or 
grants collaboratives like the Tampa Bay Grants Collaborative.  Groups like these provide 
professional development with monthly presenters and trainers who specialize in topics relevant 
to our profession.  The relationships formed via networking at group meetings frequently lead to 
collaborations with new community partners.  In addition, GPA chapters and local grants 
collaboratives keep the grant writer informed regarding new funding opportunities, available 
resources, and additional opportunities for professional development. 

For those who are ready to take their professionalism and career to the next level, the GPA offers 
the opportunity for credentialing through testing.  This is not a certificate of completion for 
coursework or a training program, but a bona fide credential based upon rigorous standards and 
psychometrically measured testing.  The Grant Professional Certified (GPC) designation says 
that you have demonstrated that you meet the highest of standards in your field. 

But the journey doesn’t end there.  Those who pursue the GPC designation continue to elevate 
the profession while meeting standards required to maintain their credential.  This includes 
continuing education through attendance at approved conferences and other offerings, continuing 
paid employment as a grants professional, demonstrating your professional performance by 
submitting journal or newsletter articles, submitting no fewer than five grants in one year, 
conducting professional presentations, serving as a proposal reviewer, and by your professional 
service through volunteer activities such as mentoring those newer to the profession, serving on 
boards or committees for the GPA or your grant professionals organization. 

02. Identify advantages of participating in professional organizations that offer grant 
professionals growth opportunities and advance the profession.  Opportunities to increase 
your professional knowledge, develop new professional networks, and learn about increased 
sources of funding are very advantageous.  Within your professional network you have 
opportunities to exchange ideas, get answers to questions, and develop new approaches for doing 
your job, through unlimited communication with a large group of seasoned and emerging grant 
professionals. 

 “Our presenter today will address how to interpret 
 and use new Census Data in the proposal 
 development process.” 
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The information you receive at chapter and collaborative meetings is current and relevant to the 
audience.  Members who attend GPA and other conferences frequently report back to the group 
regarding new grantsmanship related trends and practices, new approaches to proposal 
development or writing for specific types of funders.  Membership in a professional organization 
alleviates feelings of professional isolation and assures the grants professional that you are not 
alone.  A sense of community within our profession benefits you both professionally and 
personally, while the impact of your professional development benefits your employer and the 
entire grants profession. 

03. Identify how grant professional networks (e.g. mailing list services, community 
alliances) enhance individuals’ professional growth and advance the profession.  In addition 
to what has already been said, the new relationships you develop as a member of a professional 
network open up even more doors.  For example, the GPA web site and Journal are available to 
members.  Local or regional professional organizations usually have their own web sites filled 
with current and useful information, as well as links to additional resources.  As a member of a 
professional group, you have the opportunity to share your knowledge and skills as a mentor to 
new members and those new to the profession.  You benefit by keeping on top of your game and 
those you mentor become grateful beneficiaries of your expertise.  If you are new to the 
profession or to the geographic location, a mentor will be of great value to you. 

Should you choose to pursue GPC designation, you will be assisting the Grant Professionals 
Association to enhance national recognition of the experience and qualifications required of 
those who engage in our profession.  By doing so, we all benefit, as our profession becomes 
nationally recognized by government, funders, and potential benefactors, as a career path 
pursued by professionals who demonstrate the highest ethical and professional standards and 
abilities. 

04. Identify strategies that grant professionals use in building social capital to benefit their 
communities and society at large.  Among those who seek grant funding, there are those who 

have a lengthy history of success and those who may be just starting 
out, who are not yet known by potential funders, who lack social 
capital and resources to obtain and sustain project funding.  Grant 
professionals can span the divide between the “haves” and “have-
nots” through collaborations, partnerships, and sub-awards that 
provide emerging entities with opportunities for growth and 
development.  Frequently, an emerging organization lacks the 
resources to even apply for certain grant awards.  Subcontracting or 

partnering with a “lead agency” can enable the fledgling organization to grow both financially 
and programmatically, under the guidance and mentorship of the larger organization. 

In addition, grant professionals can open the door for emerging agencies with funders they might 
not otherwise know.  Many funders encourage or even require collaborations among grantees; 
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this enables smaller entities to seek funding that might not otherwise be available to them.  “The 
creation of the social capital market is a bold, chaotic, possibly insane, but potentially game-
changing endeavor that has the power to completely rework how money flows through the 
market to shape society.”1 

Although assigned only five points on the Grant Professionals Certification Institution’s 
credentialing exam, Competency 7 emphasized that by 1) enhancing our knowledge base through 
participation in professional development activities and events; 2) participating in professional 
organizations for those in our field; 3) maintaining a professional network; and 4) building social 
capital, we can be expected to engage in practices and services that raise the level of 
professionalism of grant professionals. 

 

 

COMPETENCY 8: Knowledge of Methods that Cultivate Relationships Between Fund-
Seeking Organizations and Funders      

    One of your unheralded responsibilities as a grant writer is to cultivate 
relationships with new funders and maintain appropriate lines of communication with existing 
and past funders.  Relationships with funders need to be handed artfully and with sincerity. 

01.  Identify characteristics of mutually beneficial relationships between fund seekers and 
funders. 

When looking at a potential funder, think about what compatible interests exist between your 
agency and the funder.  Do you share a common mission, purpose, focus on a particular 
population in a particular area?   

 Determine if this is the optimum time to approach the funder in terms of where you are in 
your project planning and their funding cycle.  Are you able to provide adequate information 
as to the project’s goals, timeline, outcomes? 

                                                            
1 Edgington, Nell; Nonprofits and the Emerging Social Capital Market; http://www.socialvelocity.net/2009/09  
/nonprofits-and -the-emerging-social-capital-market/; September 9, 2009 
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 Assuming that your project seeks to address a relevant issue in the community, can your 
proposal reflect enough enthusiasm about the project to get the funder excited about it?  
Consider forwarding published articles about a promising approach your agency wishes to 
adopt. 

 

 Is your project looking to tackle a particular problem in a new and promising way?  The 
funder could find it very appealing to be involved in a groundbreaking approach, provided 
they trust your agency to handle the job.  

 

 Would a project you undertake with the funder’s support reflect well on the funder?   The 
funder needs to visualize a positive benefit for themselves as well your agency and the 
community.   

 

02.  Identify strategies to determine funder-relation approaches that suit fund-seeking 
entities’ missions, cultures, and values 

How you communicate with the funder is crucial; it must fall within the range of acceptable 
communication from the funder’s vantage point.  Establishing a personal connection with the 
funder is invaluable in easing communication. 

 Research a potential funder by visiting their website, viewing their recent annual reports, or 
utilizing online research sources (i.e., the Foundation Center’s online services).  990’s 
provide a wealth of information about what types of agencies/projects the funder supports 
and how much money they have given, or if they even accept unsolicited proposals. 
 

 Make sure that the funder is sufficiently aware of your agency’s history, strengths and 
standing in the community.  Convey what your agency is doing that aligns with the funder’s 
mission.    
 

 Be prepared to make your agency’s annual report and latest financial report available to 
      the funder, to assure them that you have the capacity and track record to successfully    

      undertake the proposed project. 

 Look toward establishing a long-term relationship with the funder, not only in terms of 
support you are seeking now, but also as a source of support for future projects. 

 

03.  Identify methods to help fund-seeking organizations create effective collaborations 
with other organizations appropriate to funders’ missions and goals. 
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Remember:  No one size fits all.  The way you approach and cultivate a funder has to be 
customized and fit the funder’s mission, culture and values.  Consider utilizing some of the 
following strategies:  

 Do any of your board members, staff members, or individual supporters of your agency  
already have a connection to the funder?  If so, are they willing and allowed to advocate for    
agency’s project? 

 Engage funders via luncheons, agency tours, recognition events, or visits to the funder (don’t  
      forget to bring appropriate organizational and project-related materials) 

 Include the agency’s key management in the cultivation process and make sure that relevant  
      agency staff understand the funder’s culture and cultivation preferences 

Can you convincingly relay your agency’s ability to successfully handle the project in terms of 
leadership, staff and resources?   (Hopefully, if you received past support from the funder, your 
agency’s reputation is stellar based on timely report submissions that describe successful project 
outcomes.  If your agency is new to the funder, your reputation in the community better be 
solid.) 

Collaborations have become increasingly important to funders.  Identify methods to help create 
effective collaborations with other non-profits who share a common purpose. 

 Be sure that each agency’s mission and area of interest fit well together. 
 Make sure to partner with reputable, well known and well supported organizations. 
 Is the potential partnering agency familiar to the funder? 
 Are additional funders already committed or will additional funders be solicited for the  
     project?   

04.  Identify methods of relationship cultivation, communication, recognition, and 
stewardship that might appeal to specific funders. 

At the very least, graciously thank funders who have supported your projects.  Make sure you 
convey to them exactly how their support will make a positive difference for those you serve.    
They will remember your appreciation the next time you approach them for funding. 

Also consider: 

 Will there be volunteer opportunities available to the funder’s employees? 

 Will there be opportunities for interaction with the program beneficiaries (provided that 
does not violate client privacy)? 

 Many funders ask if you will provide opportunities to promote their support.  You might 
consider promoting the funder’s support through press releases, newsletters, and other 
printed/electronic materials, preferably including photographs and agency logo.  Videos 
can also illustrate the funder’s support and importance to a particular project. 
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COMPETENCY 9: Ability to Write a Convincing Case for Funding 

Much of the guidance offered in Competency 9 is covered in the previous 8 
competencies.  However, good advice bears repeating! 

01.  Follow guidelines. 

The first rule of thumb in writing your case statement is to follow the 
funder’s directions, to the letter!   Read the application guidelines carefully.  

If you have any questions at all regarding the instructions, contact the funder in the manner they 
prefer (i.e., via e-mail, by phone, etc.)   

 Follow all formatting instructions, including margin widths, font size, word/page limitations, 
etc. 

 Proof-read your work and also have a colleague proof your case statement.  Did it move 
them?    

 In addition to required attachments, also include other attachments that bolster your case 
statement, provided you are allowed to do so. 
 

02.  Use conventions of standard English 

 No jargon - - try to write for a general audience 
 Use active verbs 
 Make sure spelling/punctuation/grammar is correct 
 Do not throw in unnecessary big words  

 
03.  Organize ideas appropriately 

State your project’s goal in clear terms and describe the project’s measurable objectives. 

Ask yourself: 

 Is your case for support sufficiently convincing? 
 Is it logical? 
 Does your narrative flow nicely? 
 Is your proposal cohesive as far as how the various elements tie together?  Does it bring the 

best possible case statement forward? 
 

04.  Convey ideas clearly 

Some time-worn tips: 

 Do not be overly-wordy, but do make sure to sufficiently cover key points. 
 Try not to be repetitive. 
 Find a balance between being too vague and overly descriptive. 
 Avoid being bland (for example, instead of writing, “This project is really important,”  

describe how it is important). 
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 Use a combination of long and short sentences; your writing should have a nice rhythm. 
 
05.  Make a persuasive argument 

Your writing skills are never more important than when you are trying to persuade a funder to 
support your agency’s program or project.   

 Try to be as enthusiastic, interesting and persuasive as possible.  
 Stress the urgency in addressing the problem. 
 Be accurate in your description of the problem and honest about how you will address it. 
 Convince the funder that your agency is well-positioned to get the job done. 

 
(Note:  Refer to Competency 4 for further elaboration on How to Craft, Construct and Submit an 
Effective Grant Application.)   
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