
Welcome to Developing, Cultivating and 
Maintaining Foundation Relationships  

Take a moment to introduce  yourself:

1. What is your position or job title?
2. What is the name and location of your program?

3. How many clients does your program serve in a day?

Please type your responses in the webinar “Chat” box…

Make sure “Sent to” says “All participants” and click “Send”
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Session at a Glance
Part I: An Overview of Foundations: 
February 9 (3:30-4:30pm EST) 

• History of Foundations 
• The different types of Foundations that exist
• Researching foundations that are a match for your organization and programs 
• Differences and similarities in how foundations communicate their processes and priorities
• How to begin your initial approach and funding request to a Foundation

Part II: Developing, Cultivating and Maintaining Foundation Relationships:
February 16 (3:30 to 4:30 PM EST)

• A more in-depth conversation on the Do’s and Don’ts for building, cultivating and stewarding 
long-lasting relationships with Foundations.  

• Strategies for getting the attention of foundations who may not be aware of your organization
• Maintaining an existing relationship your organization has with a Foundation 

One foundation 

is one 

foundation 

You are not the 
only nonprofit 
foundations are 
working with 

Clarity in 

Messaging and 

priorities 

Stay in touch 
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The 
Right Fit.

A Positive 
Impression.



Foundation Decision Making.

Introduction

Paperwork 
submission

Review

Decision

Follow-up 

6-12 m
onths 

Working with Foundations Takes Time 



The Challenge

Helping a Foundation Understand the 
Purpose of Your Organization and the Need 

for Its Existence

The Decision 
Making Process

Guidestar
Organization website

Grant proposal
Conversations with staff and board

Community Partners
Peer organizations

Other funders (potential and committed) 
Site visits 



www.guidestar.org

Review your Guidestar 

profile at least twice 

annually

1. Verify for accuracy

2. Update missing or 

inaccurate information

3. Verify Publication 78

approved

Free updating for 

nonprofits.   

The importance of your website
Over 65% of individuals will review your website before making a donation  



A

Foundations look for the 

following on websites: 

- Mission and History
- Program overview
- Staff and board
- Contact Information
- Financial information
- #’s and demographics
- Supporters

Grant proposal 
Clear case for support (need and impact)

# and composition of numbers served
Trends   

Realistic implementation plan
Budgets are realistic and accurate

Community partners and supporters
Board engagement (giving, leadership, knowledge)

Outcomes (impact beyond #’s served)
Financially healthy  



Missed deadlines 

Did not follow submission instructions  
(format, page limits, copies, packaging)

Unrealistic budget 

Budgets don’t match narrative 

Mistakes: Typos, numbers don’t  add up 

Didn’t submit for the purpose amount discussed

Knowledge assumptions 

Use of jargon and acronyms 

Inaccurate community partners and/or  financial
supporters 

Common
grant proposal missteps 

Conversations with 
staff and board 

Knowledgeable about problem you are trying to solve
Quality leadership and expertise
Vision and strategic direction
Clear understanding of needs and priorities
Financial discipline and stewardship
Clear articulation of purpose and need for existence
Efficient and effective operations



Partner and peer 
organization 

conversations

Good community partner 
Efficient and effective 

Clear understanding of role and value add
Quality leadership and staff
Meeting a community need 

Site visits 

See program in action 
Conversations with nonpaid staff (participants, 
board members, volunteers) 
Quality programming
Quality and competent leadership and staff



Poor site visit experiencesPoor site visit experiencesPoor site visit experiencesPoor site visit experiences
Stories from a grant makerStories from a grant makerStories from a grant makerStories from a grant maker

Inaccurate or inadequate directions and logistics 

Staged or unauthentic experiences

Staff or board unprepared to answer questions

Didn’t do foundation homework in advance 

Limited to conference room or office

Knowledge assumptions and use of jargon

Overwhelming number of meeting attendees

“Rambling script”

Best site visit experiencesBest site visit experiencesBest site visit experiencesBest site visit experiences
Stories from a grant makerStories from a grant makerStories from a grant makerStories from a grant maker

Asked what I wanted to see or discuss

The right people in the room

Sent materials in advance 

Site visit confirmation, map and parking 

Engaging experience and conversational

Attention to detail 

Asked for opinion and advice 

Clearly articulated history, purpose, priorities and needs



By the Numbers

Board of Directors 

Board member name
Affiliation 

Board member name
Affiliation 

Board member name
Affiliation 

Board member name
Affiliation 

Board member name
Affiliation 

Board member name
Affiliation 

Established in 1980

6 Full-time staff

1,580 seniors served each year

15 Locations in 3 counties served

$1,800.000 annual budget

Meals On Wheels of Texoma At A Glance

Partners

Texoma Council of 
Governments

Area Agency on Aging;

Elderwatch

Revenue Sources

Meals On Wheels of Texoma
4114 Airport Drive

Denison, TX 75090

(xxx) xxx-xxxx

www.mealsonwheelstexoma.org

Executive Director: Greg Pitman

Texoma Meals On Wheels Program Overview

What We Do 
Home Delivered Meals: 1 meal per 
day six days a week

Senior Center Meals: 46,980 per 
year, delivered 5 days a week

Referrals by the Department of 
Aging and Disability Services 

(DADS), AAA’s Elderwatch and Self 

-Referral

Volunteers help monitor health of 
our clients 

Senior Center Managers work 
closely with Case Workers

Whom We Serve

1,070 Clients are 75 or older 

460 Clients are Low Income 

1,050 Clients Live Alone 

124 Clients are Disabled

Whom We Serve

1,070 Clients are 75 or older 

460 Clients are Low Income 

1,050 Clients Live Alone 

124 Clients are Disabled

2010 By the 
Numbers

624
Volunteers 

436,800
Meals 

Delivered

1,400
Home-Bound 
Seniors Served 

180 
Seniors in  

Senior Centers



Developing a Relationship

From Meals on Wheels 

of Texoma

Written Communication 
Email

Phone Call
Meeting or site visit 



Important to relationship building
Increases likelihood of success

Who Should I Talk With?

Scenario Approaching a Foundation 

Small foundation 1. Individual listed on website  (Executive Director,  Board President) 
2. If contact is unknown, call and indicate you are interested in applying for 

a grant, inquire about the most appropriate contact 

Large foundation 
multiple staff

Program Officer or Grant Officer responsible for health and human services 
grantmaking

Invitation only 1. Contact listed on website 
2. If contact is unknown, call and indicate you are interested in applying for 

a grant, inquire about the most appropriate contact 

No phone calls Follow instructions on website or in written materials  

Guidelines indicate
to submit  an 

online application

Try and have a conversation prior to the submission process to get
confirmation of request and amount . call and indicate you are 

interested in applying for a grant, inquire about the most 
appropriate contact 



The Online Submission Process

“My name is Joanna Nixon and I’m calling on behalf of Meals on 
Wheels of Texoma, Texas.  

I have reviewed your grantmaking guidelines and see your foundation 
has an interest in nutrition, seniors and self-sufficiency.  

Our mission is to promote and support the health and quality of life of 
senior citizens and disabled persons by preparing, serving, and delivering 
meals and we provide 1 nutritionally balanced meal a day to over 1,500 
low-income seniors annually in part  rural, part urban areas in Cooke, 
Fannin & Grayson Counties in Texas. I think our Meals On Wheels of 
Texoma program might be of interest to the foundation, I was wondering if 

I could schedule a time to meet with you and tell you more about the
impact we are making in the lives of low-income seniors.”

What do I say?



“Not of interest 
at this time”

“No” usually means  “not now” “not ever”

• Find out why
• Explore the possibility of future funding 
• Keep the funder informed of your work 

Cultivating and Maintaining a 
Relationship.



Maintaining a Relationship 

1 Send thank you notes

2 Avoid gifts of appreciation 

3 Provide periodic personalized 

organization updates 

4 Extend a personal invitation for a 

follow-up site visit  

5 Report back on your progress 

6 Add foundations to your mailing list 

7 Be proactive when something goes wrong 

Don’t be 
A Stranger. 



Engaging a Foundation 

Stewardship

Quarterly Communication 
Roadmap

• Updates in the Cause or
Issue

• Organization Updates

• What’s Coming Up 

• Story of an impact

• Opportunities to get 
Involved beyond giving 
(individuals) 



Revised Subject for a funder :  College Mentors – Indianapolis Foundation mention

Dear Joanna, 

Thank you again for the recent Indianapolis Foundation grant of $5,000 to purchase journals for our program 
participants! Over 1,300 low-income youth have benefited from the foundation’s generosity. 

In our November e-newsletter below we recognized the Indianapolis Foundation for their generous support.  We 
hope you enjoy the story of Carlos.  When Carlos started  our program he struggled with his writing but the 
journaling project has helped give him confidence and improved his creative writing ability tremendously .  The 
story he wrote in his journal featured below is absolutely amazing!  Thank you!!!!!

Sarah Fisher, Executive Director 
College Mentors for Kids

Personalized and intentional communications 
make a difference

Conclusion

1.  Make sure that all the ways a foundation can learn about you give the

impression you want (website, Guidestar, written materials, conversations)

2.  Create compelling and engaging conversations and site visits. 

3.  Think about the various ways to engage a foundation beyond a grant.  

How many different things are you doing to cultivate and maintain your
foundation relationships?

4.  Stay in touch regardless if a grant is awarded or not.



Questions? 

Joanna Nixon, Strategy Consultant

jnixon@achieveguidance.com

www.achieveguidance.com 

317.637.3000


