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What is Sustainable Funding? 

 
Sustainable funding is often seen as a question of simply getting better at fundraising or locating 
one ever-lasting source of income. However, it should be seen as a means of ensuring the 
sustainability of your organisation. This ‘rounded approach’ should include strategic planning, 
building skills and capacity to ensure the best and most effective use of resources, and pursuing 
the most appropriate sources of income, in keeping with the work of the organisation.  
 
Sustainability should not begin with money but with  organisational planning!  
If your organisation hasn’t spent time planning where it wants to be in 3-5 years time, then it is 
impossible for you to know how much or what type of funding will be needed. Before starting to 
fundraise, it is vital to  draw up a plan of proposed fundraising activities, which should fit into the 
wider strategic plan. The planning process should include developing strong financial 
management systems and having the ability to accurately analyse the organisation’s full costs 
(all core costs in addition to specific project-related expenses). The ability to assess the longer-
term outcomes of a project, not just its immediate activities, and to adequately monitor these is 
also vital to success. This is in addition to understanding what other skills and developments 
might be needed to ensure that your organisation continues to fulfil its mission beyond the 
timeframe of any immediate funding.  
�

3 Key Steps to Sustainable Funding: 
 
 
         Strategic Planning                  Fundraising                   Financial Management   
 
 

Fundraising: Sustainable relations with Donors ~ 
every story has a beginning, middle and end!  

 
BEFORE 

Know Your Organisation  
�� Be clear about the vision and mission of your organ isation.  Why does it need to 

exist, why is it doing the work that it does, and what does it hope to achieve? Have a 
clear concise written mission statement that can be easily remembered by everyone in 
the organisation.   

�� Why is your  organisation best placed to meet the needs of the target 
communities? 

�� Ensure any funding proposal is linked to your longe r-term organisational strategy . 
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�
Networking 
�� Establish relationships in your country.  Examples include: other local NGOs, 

international NGO offices, local government offices, NGO umbrella bodies, NGO forums 
and local businesses. You may be able to collaborate with these organisations on 
fundraising initiatives or they may let you know when funding opportunities arise. 

�� Networking also helps to raise credibility for your organisation and can be beneficial 
when securing funds from international donors.  

 
Know the Potential Donor 
�� Try to research a potential donor's areas of intere st .  Who has it funded in the past 

and what kind of support has it provided? What is it seeking to achieve with its support? 
�� Ensure that both the mission of your organisation a nd the project that you are 

planning to implement are compatible with those of each donor that you apply to.  
�� Know each donor's requirements and only apply if yo u are absolutely sure  that 

you can fulfil them .  
�� If you do not know the funder's details for any of the above criteria, and cannot find the 

information on their website, contact them to seek clarification.   
�� Try to find out the name of the person to whom you should write if at all possible (not just 

the organisation). 
�� Remember that many applications are required to be submitted in a set format so be 

sure to find out if one exists and abide by this (especially submission dates).  
�� Pay attention to whether there is a minimum or maximum number of pages required for 

a funding application. 
�� Never apply for more than the maximum amount they a re able to fund (if known).  
�� Keep it modest and you are more likely to be succes sful.   Donors will take into 

account the size and financial capacity of your organisation and track record so don’t 
apply for 3 times your current annual turnover or more.  

�� You will need to be accountable for any funds you receive, so ensure that you have the 
capacity to fulfil all of the reporting requirement s. 

�� Include details of other current or recent funders along with their contact details 
in your application as referees.  

 
Persistence 
�� Remember that potential donors have many requests for support. Don’t be disheartened 

if they don’t show interest initially.   
�� Contact as many donors as you can, but ensure you and your project fit their criteria.  
�� It may be better to focus on one quality application than lots of weaker speculative ones.  
�� If you have received no acknowledgement that your application has been received within 

the specified length of time, contact the donor to ask about the status of your application. 
�� Regularly check back on potential funders websites for updates on funding situations. 
 
What to do if your request is declined �
�� If the donor is clearly saying no, then accept this and do not protest. 
�� Ask if you may reapply in future and if so, find out when and what their priorities are. 
�� If your proposal was declined either because your organisation or the project doesn’t fit 

with the donor’s mission, then this is unlikely to change so don’t waste your time 
reapplying. 
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DURING 

What to do if you are successful in securing fundin g 
�� Find out exactly what your partnership could offer you besides funding e.g. request any 

training/resources or contacts the donor may have access to. 
�� Ask permission from the donor agency before making any changes to agreed 

project activities or budget lines .  Most donors will agree if it is broadly in line with the 
aims and objectives of the project and they are asked in advance.  

�� Transparency is key to a successful partnership.  If something is going wrong either 
with the project or within your organisation, don’t be afraid to tell your donor. 

�� Reporting:   Always know when your reports are due to be sent an d what is the 
required format. Ensure that you are able to report  adequately and timely and 
inform the donor if your report will be late.   

�� Good communication is vital for a successful partne rship . Ensure that you inform 
your donors of any changes to your telephone/fax numbers, email addresses, office 
location, project personnel or any other significant changes to your organisation or 
project. 

 
TOWARDS THE END 

�� Be sure that you know the length of your current partnership, when it will end and if there 
is an opportunity to reapply for further funding or not.  

�� Try to develop a clear exit strategy in advance to be prepared for the forthcoming 
changes. You may be able to ask your donor to help you with ideas on this. 

�� Ask to receive donor feedback from their evaluations. The future effectiveness of your 
organisation can always benefit from constructive criticism and advice. If goals have not 
been achieved as expected, identify why, if possible, this is so and what could have 
been done differently. 

�� Identify what the changing needs of the organisation/project are and approach donors 
who are willing to fund the direction you wish to take. 

�� Keep good relations with your old donors as it may be possible to gain advice or even 
further funding from them in the future.  They can provide you with a valuable reference, 
which will be very helpful when establishing new partnerships.  

 
 
 
 
 

 
 
 

 
 
 

Results for Log Frame Quiz (from P.9): 
1. Could be either b or c 
2. a 
3. b 
4. b, but could also be a) depending on the size of 

project 
5. c 
6. c 
7. a 
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Guidelines for Writing a Project Proposal  

Title Page 
The first page should provide a summary containing all key project information: 
�� Title of the project.  
�� Location of the project (village, region, country). 
�� Name and full office address of the organisation (including fax, email and 

telephone no.). 
�� Registered charity number and name of registration body.  
�� Start date and length of project. 
�� Total funds needed for the entire project. 
�� Total funds requested from the donor. 
�� Details of how you will make up the difference (local or other funder’s contributions). 
�� A brief summary of the project (a few lines summarising the project). 
 
Introduction 
�� Brief organisational profile, including when established, mission, aims and experience of 

implementing and managing programmes   
�� executive summary of the project, articulating what the project will do, who the beneficiaries 

are and how it will meet the need. 
 
Background And Justification 
�� What is the need that the project seeks to address? 
�� Who identified this problem as the priority? How were the beneficiaries involved in this? 
�� How will the project meet this need? Use facts and figures where possible. 
�� Who will benefit? Indicate number of people, in which villages/areas, where possible 

distinguish between men, women and children. 
�� Why was this group of people selected and how? 
�� What involvement do these people have in the project and at which stages? Ideally 

beneficiaries should be involved in every stage, beginning with the conception and planning.  
�� What are the limitations? i.e. What will the project not be able to do? 
�� Indicate what relationship the organisation has with relevant government ministries and 

other NGOs or agencies in the area (if any).  
 
Project Aims 
�� State the purpose, goal and objectives (in order of priority) of what the project will do.  
�� What is the intended outcome of the project?  
�� How were the beneficiaries involved in the planning of the project? How were their needs 

listened to and transferred into the planning process? 
�� How will the project become self-sustaining in the future? 
 
Project Implementation  
�� How will the project be implemented? 
�� List the project activities and the proposed timetable of activities. 
�� Who will be responsible for implementing each part of the project and who will manage it? 
�� How will the beneficiaries be involved in the implementation stage? 
�� What other assistance or support is available to the organisation e.g. government ministries, 

other NGOs or research institutes. 
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Monitoring And Evaluation 
�� How frequently will the project progress be monitored?  
�� How will monitoring be done? e.g. village meetings and bi-monthly reports.  
�� Who will be involved? Detail what role beneficiaries will play in the monitoring process. 
�� When will a final evaluation be done and how will this be undertaken? Try to involve all 

stakeholders in the evaluation, including any external agencies or government ministries for 
verification purposes. 

�� Have monitoring and evaluation costs been budgeted for? 
�� In addition to the direct outcomes of the project, a wider impact assessment should also be 

done, to demonstrate any significant changes in people’s lives. 
 
Future 
�� If the project is ongoing, how will lessons learned and feedback from the evaluation be 

incorporated into the next year’s activities to improve the project? 
�� How will the project continue when the funding is finished? 
�� Will further funds need to be generated? If yes, how will this be done? What percentage 

could be raised through local fundraising or from the Government? 
 
Budget 
�� Set out all expected costs, dividing them into sections as appropriate 

e.g. capital costs, programme costs, management and administration. 
�� Check if it is possible to add a small percentage to your budget for 

contingency.  
�� Show local contribution to the project both in money or in-kind. 
�� Show any expected income to the project e.g. interest from loans. 
�� Show any grants or in-kind gifts from other agencies or donors. If a 

donor sees that someone else is supporting you, they will be more 
likely to approve your application. 

�� Be clear about how much money you are requesting from the donor. 
�� If you are seeking salaries for staff that are not spending 100% of their time on the project 

e.g. an Accountant, ensure that these are cost shared with current donors and indicate what 
% you are seeking. 

�� Ensure other core costs such as office rent and admin costs are shared across donors. 
�� For long-term projects show a breakdown of how much funding is required for each year. 
�� Allow for inflation costs or any devaluation rates and bank charges. 
�� Check that the organisation’s bank details and address are all correct and that this account 

can accept foreign currencies. This is very important. 
�
Appendices 
�� A covering letter. 
�� References to support your application 

e.g. from other international funders. 
�� Maps, data, photographs (if asked for). 
�� Your latest externally audited accounts 
�� Your latest organisational annual report. 
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Outcome based reporting and the log frame 
 
Log frames are often a required part of an application, particularly for larger donors, and it 
needs to be right in order to secure funding.  At MRDF we created a simplified version for our 
application process, which focuses on outcomes. The idea is that you will report against the 
outcomes identified in the table in your original proposal. 
 
Why do we need log frames? 
It is useful at every stage of your project cycle for: 

�� Identifying and assessing activity options; preparing the activity design in a systematic and 
logical way; appraising activity designs, implementing approved activities, and 
monitoring, reviewing and evaluating activity progress and performance.  

 

It is a way of describing a project in a logical way so that it is:  
�� Well designed, described objectively, clearly struc tured, can be evaluated 
 
Goals 
A goal is the broader “why” and rationale for having the project.  A project on its own will not 
achieve the goal in its lifetime.  The goal is affected by other projects.   
 
Objectives 
These are what your project hopes to achieve by the time it is finished i.e. what change has 
occurred as a result of this project? The number of objectives varies depending on the project. 
Objectives must be SMART (Specific, Measurable, Achievable, Realistic/Relevant, Time 
bound).  
Example:  Improve access to safe drinking water in 12 villages in X District through the 
protection of 72 natural water sources. 
Dangers:  Do not get objectives confused with goals.    
 
Activities  
For this section, it is necessary to state what the project will actually do – it is about actions that 
will help the project achieve its objectives. Tangible steps and precise details are what your 
donor is looking for.  Don’t be too vague , include details of numbers, locations, duration etc. 
Example:  Dig 5 wells in 10 communities, train 75 community members to maintain wells. 

 
Outputs 
Outputs are the tangible products or services that the activities will deliver (rather than how 
these products will impact on the community). 
Example:  12 wells operational; 560 water containers supplied; 3 training courses run. 
 
Expected outcomes  
Do not confuse outcomes and outputs. Outcomes are what is achieved as a result of the activity 
i.e. the medium term benefits to target groups. 
Example: 12 wells operational making available clean and accessible water resulting in a 
reduction in water related disease and general improvements in health and hygiene  
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Risks & Assumptions �
This final section of a log frame (and the MRDF simplified version) records the conditions which 
affect the project, but over which the project management has little control. This could be  
factors such as climate, politics, market prices etc.  
Example risk: Political situation for NGOs deteriorates; new import laws make equipment less 
easily available. 
Example assumption: Government training officers are available to provide well digging training; 
political situation stays calm. 
Dangers : It is vital to consider this section very carefully – if you fail to acknowledge a key 
assumption, the project could be stopped in its tracks.  Identifying risks allows contingency 
plans to be constructed that may save the operation of your project. 
 
Example of MRDF style outcome reporting (simplified  log-frame)  
Project type: WATSAN. Implementer: WFA 
 
AIM:  To improve water and sanitation provision wit hin eight villages in Bimbila District  
 
 ACTIVITIES EXPECTED OUTCOMES RISKS & ASSUMPTIONS 
OBJECTIVE 1 
To improve 
sanitation facilities 
and promote 
behaviour change 
in hygiene 
practices in 8 
target villages 

�� Train 24 local 
masons for 3 days in 
latrine construction 

�� Construct 240 twin 
pit latrines 

�� Run week-long 
health campaigns in 
each village to 
promote good 
hygiene practices 

�� Community skills developed in 
latrine construction  

�� Access to hygienic and private 
sanitation facilities for 480 
households 

�� Community is motivated to use 
and maintain facilities  

�� Good hygiene practices are 
adopted by 60% of the population 
of 8 villages 

�� Support and 
commitment of local 
communities 

�� Agreement reached 
with community 
members on siting of 
latrines 

�� Support of local 
government health 
department 

Detail:  The local masons will be identified by the Village Water and Sanitation Committees (WVSCs) in collaboration 
with WFA field staff.  People will be sought who have some basic construction experience, but also a good ability to 
communicate with community members. 

The twin pit design uses one pit at a time.  When the first pit becomes filled, the household uses the second pit, and 
so on between the two.  Meanwhile, the waste in the first pit decomposes and can be used as dry compost fertiliser.  
Two households will share each latrine and between them will provide all of the labour and local materials for free. 

During the week-long health campaigns, staff will work with the VWSCs and the district health centre staff to promote 
good hygiene practices.  Activities will include street plays, discussion groups with mothers, and classes in schools.   
How to overcome or moderate the risks: WFA has been working in the Bimbila district for nine years and has 
established excellent working relationships with the local communities.  It seeks to work in a very transparent way, e.g. 
it paints the cost of a well on the side of a building so that everybody knows exactly what was spent.  Local community 
members serve on the WFA General Assembly.   

WFA will work with the VWCSs in identifying sites for the latrines.  Female-headed households and families with more 
than 2 children will be prioritised. 

WFA has been collaborating with the local health department throughout its work and the health campaigns will be 
planned jointly. 
OBJECTIVE 2 
To provide 
access to 
sustainable 
clean drinking 
water for 2,500 
people in 8 
villages 

�� Construct 8 hand-
pump wells, one in 
each of the target 
villages 

�� Train 16 hand-pump 
mechanics for 3 days 
in pump maintenance 
& repair 

�� 2,500 people will have access to 
sustainable clean drinking water 

�� Typhoid and chronic dysentery 
will reduce by 70% by the end of 
the project 

�� Time women spend collecting 
water reduced by 80% 

�� Wells are maintained and fully 
functioning 12 months after 
construction 

�� Suitable sites 
identified for wells and 
agreement reached 
with community 
members 

�� Conflict at the wells 
because of crowding 

�� Suitable candidates 
identified for training 
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Detail: WFA will employ a water engineer to advise on the suitability of the sites for the wells, which will then be 
agreed with the community representatives.  

The hand-pump mechanics will be identified by the Village Water and Sanitation Committees in collaboration with 
WFA field staff.  People will be sought who have some basic technical experience, but also a good ability to 
communicate with community members. They will be trained for 3 days, 4 people at a time, after every two wells are 
completed. 

How to overcome or moderate the risks:  The involvement of a water engineer in identifying suitable sites will help 
to ensure that the wells are constructed where water can be found at not too great a depth and which will not dry up 
in the dry season. The VWSCs will work with their own community members to agree schedules for the well usage, to 
avoid any conflicts.   The recruitment of hand-pump mechanics will be open and transparent and will be carried out 
jointly by senior WFA staff, a local government representative and members of the VWSCs.  It is expected that 16 
suitable candidates can be found from a population of 2,500. 

OBJECTIVE 3 
To build the capacity of 
target communities to 
manage and maintain 
wells 

�� Establish 8 Village Water & 
Sanitation Committees 
which include women and 
disadvantaged groups 

�� Train 80 VWSC members 
for 2 x 2 days in account-
keeping, user fees 
management and 
participatory monitoring and 
evaluation 

�� Wells are operated and 
managed effectively 

�� Social status of women 
and disadvantaged 
groups enhanced as a 
result of membership of 
VWSC 

�� VWSCs are 
representative of the 
communities 

�� VWSC members 
are competent and 
fair 

Detail:  The VWSCs will have primary responsibility for monitoring the usage and functioning of the wells and for 
collecting monthly contributions of 1,000 Shillings per household to cover the salaries of the hand-pump mechanics 
and the cost of spare parts. 
How to overcome or moderate the risks: Members of the VWSCs will be selected by senior WFA staff in 
collaboration with a local government representative and village leaders.  WFA will begin by sharing its expectation 
that the committees will be representative of the communities, including women and disadvantaged groups.   

Each VWSC will have 10 members and so it is hoped that they will together work fairly.  They will receive 4 days 
training to prepare them for their responsibilities. 
 

TOP TIPS 
�� Don't leave it to the last minute. Start working on your log frame/table when you begin 

planning the project.  You may need to gather information as you go along that will be 
difficult to get later e.g. baseline data against which to measure progress. 

�� Try and get those implementing the project to complete the log frame. If this is not possible, 
consult field staff and partners regularly on the implications of planned activities  

�� Find a mentor with experience of writing log frames who can offer advice and assistance. 
�� If you get stuck, don’t panic – move on to the next stage and try the tricky bit later. 
�� Work in pencil so you can erase things and make amendments easily, and use a large sheet 

of paper with plenty of room for “thinking” then reduce it down to A4 later. 
�� It is difficult to get it right the first time; keep reflecting and revising until you are satisfied that 

the project is workable and the log frame is clearly logical. 
�� Use the log frame as the basis of the funding application and then throughout the project 

lifecycle to track progress and adapt to changing situations. By reviewing assumptions and 
implications, you can keep donors/other stakeholders informed of significant changes.           
      Source: www.bond.org.uk 

   



���������	
����
���� � �

�
�
�

��	��	��

9

 

 

       

�������������	
�	��
��
�����
�������
���
��������� �
Have a go at the following quiz choosing which one of the options best      
describes the statement.  The example below is of an adult training course 
designed to increase employment in the area  

(Answers on p.3) 
1.   3 training centres established.  

a. outcome 
b. objective 
c. output  

2.  All potential trainees are able to afford the f ees 
for training. 

a. assumption  
b. risk 
c. output 

3. Construct 3 training centres. 
a. output 
b. activity  
c. goal 

4.  Trainees will achieve increased productivity an d 
income. 

a. goal 
b. objective  
c. output 

5.  Economic and employment development in the 
area. 

a. goal 
b. outcome 
c. both of the above 

6.  The trainees are not interested in the classes on 
offer. 

a. activity 
b. assumption 
c. risk 

7. Train 60 people per year to work in appropriate 
employment. 

a. activity  
b. output 
c. objective 

 

 
 

Local Resource Mobilisation 
What is local resource mobilisation (LRM)? 
LRM means the contributions to community projects from local sources, such as individuals, 
government, businesses, and institutions or from income generating projects within your 
organisation.  Various forms of self-generated income such as community donations, fees for 
services and sales of publications can all make a significant contribution. These resources 
assist through both financial and non-financial contributions. 
 
Mobilising local resources provides the finances, skills and materials needed to carry out an 
organisation’s activities. Yet it also works to continuously build public support for the 
organisation as well as long-term relationships with important individuals and institutions in the 
community. It may seem more difficult than securing resources from donors, but community 
contributions are a valuable way to strengthen your NGO in a way that outside contributions 
cannot.  In addition, diversifying your sources of income can increase organisational 
independence and flexibility to implement programmes whilst reducing reliance on external 
funding. Many donors seek to fund organisations where there are other sources of income to 
ensure that their funding will not create dependency.   
 
Before you begin 
The possibilities for local resource mobilisation will vary greatly from country to country and 
community to community. You must research your local and national situation, particularly in 
relation to which activities are most likely to succeed in your local environment, which 
community organisations could assist and any legal and tax obligations.  
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The support of well-known or respected individuals is an extremely important asset, and 
community members can be your best and most loyal supporters and promoters. Both groups of 
stakeholders should form a central part of your local resource mobilisation strategy. Local 
government and the private sector are also an important, but often underused, source of local 
support whose areas of expertise complement your own. Local government may be able to 
provide free office or activity space, cover utility bills, or offer technical and expert advice. Local  
businesses may also be able to offer valuable resources, such as material support and services, 
technical expertise, equipment and facilities.  
 
Consider the image your organisation portrays.  A positive image will help potential 
contributors feel confident and enthusiastic about supporting your organisation. Your 
organisation’s image is based upon the effectiveness of your programmes, technical expertise,  
and staff and board credibility.  In order to communicate this image, you should consider: 
brochures, newsletters, public bulletin boards, media coverage (such as local radio), and special 
public events. Focus on sharing not only what you are doing, but also on educating the public 
about the issues you care about and demonstrating the value you are adding to the community. 
 
Mobilising local resources  
Effectively mobilising local resources requires creativity, persistence and flexibility. There are 
many techniques you can adopt and combine in order to achieve your goals.  
You can: 

· Create a committee  to supervise and/or provide advice on the implementation of a 
particular project. This will not only make use of local expertise, knowledge and 
resources, but committee members can also keep the community informed about the 
impact of your work. 

· Maintain regular communication with representatives of local government, 
businesses, institutions, other NGOs, media and social leaders by holding regular 
meetings and/or attending theirs. You can use these networking opportunities to send or 
give regular project updates to interested individuals or bodies and invite people to visit 
your office and project sites to see the impact of your work.  

· Organise events  that raise financial resources and increase public awareness of and 
interest in your work. You could also invite local media to attend these events. 

· Hold local annual awards for the best volunteer, individual donor or socially 
responsible business. This will provide public recognition to your key partners, 
encouraging their continued involvement, and may also inspire others to get involved. 

 
PRACTICAL TIPS: 

�� Don’t be afraid to ask for support! 
�� Diversify your sources of support and think beyond money 
�� Get people to connect with your work 
�� Keep the local community updated 
�� Be visible 
�� Be cost-effective 
�� Build local skills 
�� Keep records and be transparent 
�� Stay in line with your mission 
�� Always express gratitude to your supporters 
                                                              Academy for Educational Development, 2004 
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Your Questions And Responses 
“What kind of organisational income generation acti vities could we consider in 
order not to be reliant on donor funds?” 
 
Some of the best suggestions from MRDF partners are : 
 

Candle Making : Candle making was identified as a major business opportunity as 
we discovered there were no other local companies specialising in this trade 
throughout our District.  Beneficiaries receive some preliminary training in candle 
making and the product is marketed through local shops and suppliers. 
Handicrafts Shop :  We also target foreign tourists who come to our area as our 
organisation is situated in an area of outstanding natural beauty, close to the 
pristine beaches of Lake Malawi. We have opened a handicraft shop located on 
the highway leading to the tourist beach houses.                SAFAPO, Malawi  

 

Publication of Books: In 2002, we published a Practical handbook on Cane Rat domestication. 
We have been able to generate some small income from the sale of some copies. 
Computer Literacy Training : We train young people in computer skills. Other projects like 
vegetable gardening in schools generate income. Although the income never enters into the 
coffers of YDC, it gives the schools some degree of financial independence. The introduction of 
piggery component in the programme is intended to make the schools financially autonomous.  
YDC also intends to breed pigs for itself, as well as to establish a giant palm nursery and farm to 
ensure the organisation’s sustainability. 
Adequate staff training: The training of staff on specific subjects is a good approach to local 
resource mobilisation.  Our staff assist other local community based organisations by training 
them on the formation and drafting of legal documents. We charge a fee for this service, which 
brings in income for the organisation. We endeavour to continue to build staff capacity in this 
area in order to make them become resource persons.  

 Youth Development Centre (YDC), Cameroon 
 

Development of a website to sell local products:  We came up 
with the idea of selling silk products and textiles and formed a 
partnership with the National Coalition for Disabled People (NCDP) 
who make the products. NCDP provided images, descriptions and 
information for the website, and have given us advice on shipping 
and ordering. We have a fundraising Director who is based in the 
UK and she designed the website for us, minimising expenditure. 
The advantage of selling online is that we don’t need to pay for 
overheads, other than the low cost of the web hosting. The project is 

in the pilot phase and the initial outlay was a little over £150.  We broke even during the first 
week of sales and have now raised around £300 from selling just over 60 items. NCDP gets 
50% of the sales, 15% is needed for postage and the other 35% is currently being used to 
support environmental education workshops. Currently we are only selling in the UK in order to 
avoid unnecessary postage costs. In the future, though, we might branch out to selling products 
in the US as well, where CCAF has many friends and supporters. Please visit our website at: 
www.cambodianweave.com.               CCAF, Cambodia  

 
 
 

The next issue of S2S will be on Rights Based Approaches. Please send any articles 
that you would like to be considered for inclusion to S2S@methodistchurch.org.uk  by 
31st May 2009. 
 
In addition, please feel free to respond to the question below and your responses will be 
included in the next issue of S2S: 
Has your organisation implemented a project using a  rights-based approach?  If 
yes, how did you address the violation of rights at  all levels – field and policy?  



���������	
����
���� � �

�
�
�

��	��	��

12

 

 

Resources & Websites 
Websites 
�� www.resource-alliance.org/  Resource Alliance 

supports the NGO sector by promoting excellence in 
fundraising.  It runs courses in partnership with 
institutions across the world, tailored to fit the local 
context.  It publishes a monthly newsletter. 

�� http://www.ciir.org/progressio/s/basket/91675/capac it
y_building_for_local_ngos__a_guidance_manua/   

This manual contains step-by-step guidance on a range 
of organisational issues for local NGOs in developing 

countries.  Chapters are: 1) The basics (covers organisational principles and mission), 2) 
Organisation, 6) Managing projects, 7) Office administration, 8) Publicity and fundraising. 

�� www.civicus.org  (useful toolkits on proposal writing, strategic planning etc.). 
�� www.ngomanager.org.  Resources on proposal writing and other related materials. 
�� http://www.akdn.org/akf_resource_mobilisation.asp . A training session on RM.   
�� http://www.aidworkers.net/?q=node/246 . Exit Strategy: How to withdraw responsibly. 

 

Books   

�� The Worldwide Fundraiser’s Handbook (2003), Michael Norton [can be purchased via 
Resource Alliance website] 

�� The Complete Fundraising Handbook (1997), Sam Clarke. Directory of Social Change in 
association with the Institute of Charity Fundraising Managers. 

[Available on: http://www.amazon.co.uk/Complete-Fundraising-Handbook-Sam-
Clarke/dp/1900360845] 

 
�� Towards Financial Self-reliance: A Handbook on Resource Mobilization for Civil Society 

Organizations in the South.   Richard Holloway. Aga Khan Foundation 

[Available on www.amazon.com/Towards-Financial-Self-Reliance-Mobilization-
Organizations/dp/1853837733 - 199k] 

 
Further types of resources available from MRDF 

�� Training sessions for staff and Board on:  Fundraising and Strategic Planning (as carried 
out at S2S Conference). (It is possible for these to be conducted by MRDF staff during a 
visit upon request, or materials may be provided for you to adapt and run your own 
training session).��� �

 
MRDF cannot accept responsibility for the content of recommended websites, training courses 
and resources or for information shared by partners and contributors.  All the information in this 
newsletter is correct to the best of our knowledge at the time of going to print.  Material from this 
newsletter can be reproduced to help with your work, provided it is distributed free of charge 
and credited appropriately.   
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