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Time is money so map and prioritise donors
The objective of donor mapping is to aide donor prioritisation and donor engagement.

Good donor mapping helps you:

● select opportunities and donors that fit to your future situation
● take decisions on where to invest time, money and resources

● choose next steps

Strategy is at the heart of a useful donor mapping
Ok so I have a list of twenty potential donors now what do I do?

BEFORE YOU START RESEARCH:
Be clear on WHAT you want funding for BY WHEN AND…
Set HOW the donor mapping with be used by WHO

PAUSE FOR REFLECTIONS

What? There could be different users and purposes?!

Executive
management

Board members

Programme
managers

Possible Users

Project staff

Consider funding
options for a new
programme

Possible Purposes
Study funding
feasibility of different
Broaden donor base
strategies

Better understand the
donor market
Fundraisers

These are indicative and non-exhaustive lists!

Inform decisions on
which donors to engage
and how

Streamline funding
pipeline

Where are we now?
Why map donors
How to set up good donor mapping
Set parameters
Where to put the data
Donor research
Prioritisation
Action planning & a little bonus
Q&A

Alright, we got it - and now how do we map donors?
With the funding strategy as a frame and having set the purpose and users, take
the following steps:
1. Understand your Parameters - Donors have a range of criteria and eligibility
standards. Your organisation has specific capabilities and a mission to fulfil.
Time wasted on ineligible projects is de-motivational and costly.

2. Build a Place to Collate Data (a table) - A donor map needs to be a live
accessible and interactive document (ideally cloud-based or on a platform).
3. Research the Donors - This is an exercise of strategic importance, the devil is
often in the detail. Time spent conducting proper research builds effective
prospect lists as well as avoids disappointment.
4. Build a Prospect Table - This is where you summarise and prioritise the
opportunities identified by your research.

Make sure that your mission and what you want to do drives the donor map,
funding for funding’s sake does not make a strong NGO.

Donor
Mapping
is a
Simple
and
Logical
Process
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A few questions to help set the parameters
1. What is your short-term, medium-term and
long-term funding target?
2. What is the target split?
(unrestricted/restricted)
3. Which projects/programmes/thematic areas
do you need funding for? What activities?
4. Which areas are new/innovative/might
attract funding?
5. What are the no-go areas of your funding
policies?
6. What type of donors are you looking for?
7. Which geographical areas are you seeking
funding for?
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Tables: as simple as possible is the best policy
Use a simple and accessible tool to collate, analyse and share data - We have found that
simple, and shared documentation is what our most effective clients use. (Google sheet,
Excel sheet on shared drives/network…).
Keep in mind:
● The prospect table is a living document - it needs revisiting regularly and actively managing.
The table needs to be accessible - Digital is Best!
● Prioritisation should be indicated in terms of active calls for proposals as well as overall
potential long-term value.

● Prospects should be allocated to team members responsible for running that relationship.
● The prospect table is as much about long-term strategic networking as it is about the
immediate opportunity.
See examples on the next slides

Here’s a sample prospect sheet
Name of donor

Website

Deadline

Status (e.g. applied,
contacted, rejected,
awaiting open call)

Next steps

Description/focus areas

Contact email

More sample prospect sheets
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There are three main tools for donor research
1. Your existing donor agencies, partners and foundations.
2. Look around you: sources of funds of competitors and
peers .
3. To explore the NGO-donor organization common portals
and databases. Such as:
• www.devex.com
• www.FundsForNGOs.com
• www.triple-funds.com
• https://www.developmentaid.org/home
• www.unpartnerportal.com
• www.reliefweb.com (more for tenders)
A combination of these three tools is often the best approach.

Make use of local knowledge and exploration
A good way to kickstart donor research (also known as prospecting) is a stakeholder network
mapping exercise.
During this exercise, all employees, board members, key individuals and, at times, alumni, past
international interns and even beneficiaries or past/current donors related to your organisation
brainstorm potential funding opportunities.
And remember: donors are interested in change in their focus areas. Imagine that Foundation
FundEducation (imaginary) funds schools in Libya and isn’t active in Tunisia. You work on education
in Tunisia. Maybe it’s worth exploring together with the donor!
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Priorities, priorities, priorities…. (1 of 3)

What criteria would you use to prioritise
opportunities or donors?

Priorities, priorities, priorities…. (2 of 3)
The perfect match is where you have high ratings in all of these criteria:

Priorities, priorities, priorities…. (3 of 3)
Other possible criteria (in addition to alignment and level of relationship) for prioritisation to consider
are:
● donor funding cycle (when’s the deadline)
● level of funding available
● chances of success
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After prioritisation, action planning (1 of 2)
If a donor mapping ends up in a drawer, it’s probably not serving its purpose!
Opportunity

Priority
Level

Next steps

People
responsible

By
when

Notes

Call for proposal
“Contribute to the
well-being of
guinea pigs”

High

Send clarifying questions

Joe

12 Nov

Deadline for submission of questions 13 Nov

Prepare high-level concept

Penelope

15 Nov

Share with finance and management for
information

Coordinate with finance for budget
preparation

Penelope

18 Nov

Yara = point person from finance on this

Draft concept note + budget

Penelope
Yara

2 Dec

Pay attention to donor requirements

Review concept note and budget

Yousef

7 Dec

Refer to the donor’s assessment criteria

Refine application

Penelope

13 Dec

Submit application

Penelope

14 Dec

Follow up with donor if no reply
received

Penelope

31 Dec

Via virtual platform. Deadline 15 Dec

After prioritisation, action planning (2 of 2)
If a donor mapping ends up in a drawer, it’s probably not serving its purpose!
Opportunity

Priority
Level

Next steps

People
responsible

By when

Notes

Foundation
Guinea Pigs for
Life

Medium

Send letter of inquiry and invite to
roundtable on “the role of guinea pigs
in community reconciliation”

Innocent

12 Feb

This follows call with a project manager on
10 Feb

Send copy of annual report

Bernadette

15 Mar

To the CEO and project manager

Invite to end of project event
“innovation in hay production”

Innocent

30 Mar

Call first to give background to the event.

Lessons learnt from our donor mapping experience
The little bonus
1.
2.
3.
4.
5.
6.
7.
8.

Invest time and human resources - at least once a week
Keep it simple and accessible
Use a practical tool that is intuitive and easy to use
Share it with the larger team but only give a few people
admin access
Have a bookmark folder with the regular opportunity
websites/databases to consult
Set up Google Alerts and sign up to newsletters for the
most relevant donors/calls
Develop a process across the team to keep the prospect
sheet up to date
Sign up to one or two subscriptions on the most relevant
donor databases (make use of their free trials!)

What questions do you have?

Stay in touch!

Upcoming webinars
Non-profit financial planning in
uncertain times
October 5th @ 2:00 pm – 3:00 pm CEST

Ben Lydon
ben@mzninternational.com

How to turn around a
financially distressed NGO

October 12th @ 2:00 pm – 3:00 pm CEST

Ewan Henworth
ewan@mzninternational.com

Check out our blog and upcoming events on our
website:

www.mzninternational.com

Ten tips to improve your
proposal budget

November 9th @ 2:00 pm – 3:00 pm
CEST

