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Tool #1: Pros and Cons of Public vs. Private Fundin g Sources 
 

Public  
Advantages  Disadvantag es 

• Purpose established by legislation. 
• Focus on functions usually affecting 

significant groups in society. 
• Have the most funding available. 
• More likely to make big 

grants/contracts.  
• More likely to pay all project costs. 

(Note: this has been changing) 
• More likely to pay all indirect costs. 
• Can be easier to identify and 

research. 
• Have known application processes 

and firm deadlines. 
• Use prescribed formats for proposals. 
• Have policies about renewals. 
• More staff, with resources for 

technical assistance. 
• Funds available to a wider array of 

organizations. 
• Accountable to elected officials if the 

rules are not followed. 
 

• Much more bureaucratic. 
• Proposals tend to be lengthy, more 

complex, and require compliance with 
a variety of stipulations. 

• May require institutional cost-sharing 
and matching funds. 

• Many more requirements to follow 
once funds have been received. 

• Reviewers tend to favour established 
applicants. 

• Sometimes find it difficult to support 
new ideas or high-risk approaches. 

• Proposal preparation cost to applicant 
of securing such funds and carrying 
out projects can be much higher. 

• Changing political trends affect 
security of some programs and 
continued availability of funds. 
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Private  

Advantages  Disadvantages  
• More likely to focus on emerging 

issues, new needs, populations not 
yet evolved into special interest 
groups. 

• Some can make very large grants. 
• Better source of funds for start-up or 

experimental projects. 
• Proposals need not be complex or 

lengthy. 
• Can be much more flexible in 

responding to unique needs, 
circumstances and time frames. 

• Less likely to have bureaucratic 
requirements to follow in 
administering grants. 

• Can help leverage large public grants. 
• Usually have fewer applicants. 
• Can generally be much more 

informal. 
• Often better sources for more local 

needs and small sponsors. 

• Average grant size usually smaller. 
• Priorities can change rapidly, making 

continued support harder to predict. 
• Applicants have limited influence on 

the decision-making process. 
• Information on policies and 

procedures harder to track; require 
more lead time for research. 

• Some unwilling to pay all project 
costs. 

• Limited staff size lessens 
opportunities for preliminary 
discussion/site visits. 

• May not explain a rejection, making it 
harder to compete more effectively 
next time. 

 

 
Source : Ohio Literacy Resource Centre, “Differences Between Public and Private 
Sources of Funding,” accessed March 21, 2012, 
http://literacy.kent.edu/Oasis/grants/publicVSprivate.html 

 

Tool #2. Tips for Corporate Fundraising 
 

Companies get many letters of request each year, but they can only support a limited 
number of organizations. The following tips provided by the Community Sector Council 
will help increase your chances of success in corporate fundraising. 
 

1. Get to the point! What exactly do you want?  
What are you requesting from the potential sponsor? Do you want a donation? How 
much are you asking for? Would you like to partner with them? Are you willing to accept 
in-kind contributions? Are you looking for a long-term or short-term commitment? It is 
important to know what you want before you ask for it. If you are requesting a donation, 
be clear about it. Don’t say you would like to partner with an organization if you are 
looking for a one-time only donation. 
 

2. Learn about the company  
It is important to know with whom you are dealing. Inquire about the altrustic nature of 
the company. Do they have a limited number of organizations with whom they work? Do 
they support only registered charities and not informal voluntary organizations? Does 
your organization's mandate fit with their corporate giving philosophy? If you represent a 
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heritage organization and the company from which you are soliciting sponsorship 
focuses on education or youth issues only, you may want to go somewhere else. 
 

3. Develop a clear plan  
Don’t just phone or mail a letter asking for money. Have on hand an explanation of your 
organization's mission and goals, as well as your plan for potential funding or in-kind 
contributions. A clearly laid out plan is needed by potential donors to understand where 
their support will be used best. Remember, just as your organization needs to justify and 
report expenditures to funding agencies and others, a private sector company must also 
justify expenditures to its shareholders. 
 

4. Learn to compromise and be flexible  
If you do not get the amount of donation requested, be flexible. Be willing to take a 
smaller donation or ask for in-kind support. For example, if you are soliciting donations 
to buy computers for your office, perhaps the donor can supply you with used 
computers from their company. If you are looking to purchase a fax machine or do a 
massive mail-out, perhaps the company would be willing to fax out information on your 
behalf or put inserts in their mail-outs.  
 
Remember, you are more likely to get in-kind support than money. It is easier for 
companies to provide in-kind support because it usually does not require a long-term 
commitment and can be done relatively inexpensively. 
 

5. Who are the decision-makers?  
Who are the top-level decision makers? Is there a sponsorship and donations 
committee in the company? Larger organizations may have an application or granti 
process and eligibility criteria of which you will need to be aware. 
 

6. Develop a partnership  
Corporations like it when community groups work together. Teaming up with another 
organization for a particular project and asking for joint assistance gives corporations 
the opportunity to reach out and support more than one community group. 
 

7. Shop around  
Do not simply target the typical community donors and large companies. A smaller 
company may have a limited expenditure for charitable giving, but partnering with a non-
profit organizationimay be an ideal way for a small company to increase its profile in the 
community. 
 

8. Show recognition!  
Recognize and thank your donor. Corporations sponsor non-profit activities to raise their 
profile, and in turn, increase customer loyalty. Recognition will increase the likelihood 
that this company will support your organization in the future. 
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Source:  Community Sector Council of Newfoundland and Labrador and Envision, “Tips 
for Corporate Fundraising.” accessed March 21, 2012, 
http://communitysector.nl.ca/voluntary-sector-resources/funding-and-fundraising/tips-
corporate-fundraising 
 
 
Tool #3. Steps for Setting up a Community Developme nt Loan Fund 
 

As outlined in Tools & Techniques for Community Recovery & Renewal, some practical 
steps when organizing a Community Development Loan Fund (CDLF) include:  
 
1) Organizing a CDLF assumes that a special credit gap in the community has been 

identified; and private sources are willing to provide capital at concessionary rates to 
fill this gap. In short, the private financiers for CDLFs (usually churches and their 
pension funds, local citizens who can afford to get less than market returns, 
corporate social responsibility funds, etc.) will have to be mobilized. They must share 
a consensus with the organizers on the critical community credit needs. Only then is 
it appropriate to begin the formal organization process for the CDLF. 
 

2) Since this kind of private capital at a sufficient scale is rarely available (especially in 
the early stages of CDLF operations), the organizers will have to develop a business 
plan that is based upon realistic assumptions of subsidies for transaction costs at 
varying levels of operation. The subsidies may be in cash or in reliably available 
essential services (for example, pro bono legal services pledged at specified levels 
of effort). In addition, it will probably make sense for the CDLF to assume that it will 
initially operate at a very low level of activity, increasing only slowly over time.  

 
3) Joining the initial community representatives, board and loan review committee 

members should also be recruited from among those who are supplying the capital 
as well as from those who have the technical skills to manage the fund.  

 
  
Source:  Centre for Community Enterprise, “Tools and Techniques for Community 
Recovery & Renewal (First Edition)” Centre for Community Enterprise, accessed March 
20th 2012, http://communityrenewal.ca/sites/all/files/resource/P201.pdf   
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About this Community Development Toolkit 

This community development toolkit was created by Matthew Southall, with editorial review and 
revisions by Kelly Vodden, Ahmed Khan and Gail Collins. The toolkit was created as part of a 
community-based research project undertaken by students in an undergraduate course at 
Memorial University, Department of Geography, instructed by Dr. Kelly Vodden (Geography 
3350 – Community and Regional Planning and Development). The project was completed in 
partnership with the Central Region Community of Practice – Community Development. Using a 
‘Community of Practice’ learning approach the project was intended to provide resources that 
introduce students and community development practitioners to several key community 
development and regional planning tools and concepts. The financial support provided by the 
Rural Secretariat-Executive Council and the support and participation of Regional Partnership 
Planners Linda Brett and Tanya Noble are gratefully acknowledged.  
 

 
 

  


