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introduction to kit
This fundraising kit has been created to help youth organisations in the Euro-
Mediterranean region to find funding. Whereas willingness, creativity and 
commitment are usually not in short supply in a youth group context, funds are 
often a problem when it comes to making projects happen.

Aware of such a constraint, the Euro-Med Youth Platform already took the 
initiative to conduct a research project with the aim of identifying funding 
opportunities for youth organisations, in the Euro-Mediterranean region. This 
publication, the “Fund Hunt” (see www.euromedp.org/resources) identified 
programmes, foundations and entities that can provide funding and assistance. 
The “Fund Hunt” handbook is a reference point for young people, youth workers 
and/or youth leaders who wish to embark on projects and are searching for 
support in order to implement their ideas.

However, although the “Fund Hunt” provides a wealth of contacts, address and 
funding criteria, it does not elaborate techniques and approaches for obtaining 
finding. This “Fundraising kit” publication aims to give you a methodology and 
understanding of how best you can approach the potential funders listed in the 
“Fund Hunt” guide. 

Moreover, the “Fundraising kit” aims to give you ideas and strategies to enable 
you to look for funding outside of the public and foundation sectors, notably 
through support from companies or individuals. 
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Based in Malta, the Euro-Med Youth Platform (EMYP) Secretariat is hosted 
within the European Union Programmes Agency (EUPA). The EUPA is responsible 
for the management and implementation of the Youth in Action Programme 
(YiA), the Lifelong Learning Programme (LLP), the National Resource Centre for 
Vocational Guidance (Euroguidance), CEDEFOP Study Visits, Euro-desk and the 
European Fund for the Integration of Third-Country Nationals.

The Platform aims at bringing young people from the region together in an 
environment of tolerance and mutual understanding, facilitating networking, 
increasing youth participation, sharing of relevant information, and exchanging 
good youth work practice.

The objectives of the EMYP are the nurturing of democracy and its established 
instruments, fostering mutual understanding as well as improvement in the 
issues of racism, gender equality and minority rights.

The Platform contributes to the development of co-operation in the youth 
sector between thirty-five countries, parties to the Euro-Mediterranean 
Partnership Agreement (Barcelona Declaration).

www.euromedp.org 
Email: euromedyp.eupa@gov.mt

the fundraising context
With the current financial context, where public sector budgets are being cut 
(except for the EU education budget, which will even increase in 2014) and an 
increasingly cautious private sector, the sources of funding for Community-
based organisation (CBOs) and Non-governmental organisations (NGOs) that 
we have become accustomed to these past decades are likely to be reduced. 
And combined with an ever-growing social and environmental urgency, the 
demands for funds can only grow. 

On the other hand, the extraordinary events of 2011 with the ‘Arab 
revolutions’ has put the “Mediterranean world” ‘back on the map’, creating 
new opportunities for youth activities. The European Union is aware of the 
importance of these events and of the need to support pro-democracy, 
pro-youth initiatives in these countries that have succeeded in overturning 
oppressive regimes after decades of stifling dictatorship. And internally, these 
countries (notably Tunisia and Egypt) can finally support youth activities without 
having to pass via the state apparatus. Whereas in EU countries there is a certain 
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inertia and repetitiveness in the funding system, the potential to innovate and 
create in the southern Mediterranean is both refreshing and exciting.

What is funding and why do we need funding?
Funding means obtaining resources to help your organisation carry out activities 
that correspond with its aims. Funding can be known as ‘donations, grants, 
financial assistance etc.’ 

What forms  of funding?
Most commonly funding means receiving ‘money’. This can either be global 
funding, for your organisation as a whole, to pay for purchases, travel, 
publications, salaries etc. according to your organisations needs or a funder can 
choose to specify the use of such funding e.g. the creation of a film, actions 
in a specific geographical area or a type of activity etc. Funding may not 
necessarily always take the form of a ‘cash’ donation. If a company prints your 
publications for free, this is an equivalent of funding. Equally voluntary unpaid 
work is comparable to funding – rather than paying staff for work, volunteers 
donate their time and effort, except for the European Voluntary Service (http://
ec.europa.eu/youth/index_en.htm), which cannot be counted as a work 
equivalent. This is a very important element to be taken into account when 
calculating your organisation’s resources. Bear in mind that approximately 140 
million people in the 37 countries of the European Volunteer Centre (www.cev.
be) engage in volunteer work in a typical year, the equivalent of 20.8 million 
full-time equivalent jobs or 44 percent of the non-profit workforce in those 
countries.

fundraising kit for the euro- Mediterranean youth Platform
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Before launching yourselves in a fund hunt take the opportunity to have a good 
look both at your organisation and the reasons for your funding request. Why? 
For two reasons: firstly because those you approach for funding will ask you 
potentially difficult questions – you need to anticipate these questions. And 
secondly because it is healthy to stop a moment and ask yourselves ‘what are 
we trying to achieve, are we going about it the right way, what can we improve 
etc.?’ If you haven’t done this amongst yourselves before approaching funders, 
this may well show up in your funding request. In any case, to be successful and 
to avoid misunderstanding/conflict/frustration within your organisation, you 
need to be clear about what you are trying to achieve and agree amongst those 
involved in the project so you share the same vision. 

You should be very clear about what your organisation is doing and why it is 
doing the work that it does, and what it hopes to achieve. If you don’t already 
have a statement of mission and specific aims, write them down. Often, you will 
have only five minutes to make an initial presentation and a potential funder 
will decide in the first five minutes of your presentation whether or not your 
organisation should be funded!

Preparation  
prior to fundraising
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Prepare and research your funding requests before starting  
to make contacts

The first reaction of many youth organisations or non-governmental 
organisation (NGO) seeking funding is to request/look for the contact 
information for possible funders, and once such information is received, to write 
immediately to the potential funder. Not only does it rarely attract funding, it 
can turn funding organisations against the NGO altogether.

Donors don’t give to organisations because organisations have needs; they give 
because organisations meet and correspond with their needs and criteria.

Every funding organisation - corporation, foundation, government agency, etc. 
- has its own requirements and ways of evaluating proposals so it is impossible 
to create a one-size-fits-all funding strategy. Even with these guidelines, a youth 
organisation/NGO still must do research on its own about possible funders and 
their grant requirements.

Good questions to ask yourselves
Our Mission, why we exist, the need (problem) and how we address it (solution)? 
Our Goals, what we hope to accomplish and our Objectives, how we will reach 
our goals more specifically; our programs, services or actions? Our Motivations, 
why we are involved in your sector of activities?
The internal structure of our organisation may well be scrutinised: i.e. our 
governance, who is on our Board and how it is structured? ; Staff and volunteers, 
who carries out the work, what is the availability of different members of the 
organisation? It is essential to clarify the engagements/availability of all 
those involved and that they understand the importance of respecting their 
commitments – both essential to make your project or activities happen and 
too often a primary cause of failure because people pull out or ‘make themselves 
scarce’. Also clarify the scope and location of your activities/project i.e. your 
geographic reach, where your actions take place and where you are based. 
Of course finances must be clearly calculated and stated: income and costs, 
both current and projected, for both the project and more globally for your project. 
The future of your organisation and how are you preparing for the future? 
Evaluation, i.e. how will you determine if you are successful? History: what is the 
background of the organisation and your successes?

Preparation  prior to fundraising
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the problem
The work of youth organisations & NGOs is vital. However, fund-raising for 
these organisations is particularly difficult, for numerous reasons:
•	 There is often great competition among numerous local groups for scarce 

local financial resources.
•	 International funders are reluctant to fund community-based NGOs 

“directly”, because of a perception of lack of accountability, difficulty in 
establishing credible references and perhaps practical issues such as the 
receiving organisation’s lack of experience in handing the administrative 
tasks.

•	 Some community-based organisations lack what donors regard as the 
necessary prerequisite structure for being able to receive donations, financial 
or otherwise. Resources would permit the necessary administrative changes 
to become more donor rule-compliant, but they cannot get those resources 
without making the changes.

fund-raising: some things you should not do
•	 Post to online discussion groups or send letters via post with desperate 

pleas for money. You will not gain funds this way. You may even harm your 
credibility and create bad feelings about your organisation among potential 
supporters.

•	 Send out information riddled with spelling or factual errors.
•	 Give up - if you are not successful with your first attempts, keep trying. 

Review the reasons a donor has rejected your request, and use the 
information you gather to improve future requests. If you don’t receive a 
reason, ask respectfully, and say it is because you would like to be able to 
do better in the future. Don’t pester the same donor with multiple requests, 
but if your organisation changes its work or administration and you believe 
your activities now better fit a funder’s guidelines, consider contacting a 
potential donor again, emphasizing how your proposal is different than the 
one previously rejected.

first fund-raising Step - networking & establishing Credibility
Funders want to know that your organisation is credible before they will even 
reply to an organisation’s request for funding. Establishing credibility doesn’t 
take money but rather it takes time, effort and personal attention. As noted 
earlier, the first impulse of many NGOs seeking funding is to request the contact 
information for possible funders and once such information is received these 
NGOs often write immediately to the potential funder. Sadly, this approach 
often harms the NGO’s reputation, rather than garnering support. Not only 

fundraising kit for the euro- Mediterranean youth Platform

10



does it rarely attract funding, it can turn funding sources against the NGO 
altogether.

two approaches
If you are contacting national or EU youth agencies, hopefully you will find a 
contact person willing to listen to your request. Put yourself in their place – 
make sure you provide clear, well written, emails with all the information that 
is relevant. Make their job ‘as easy as possible’. Make sure you respond to their 
emails as rapidly as possible. All this will demonstrate your motivation and your 
ability to make good use of funding.

With foundations, companies, private sponsors etc. the activity to start with is 
networking: establish relationships, formal or informal, with local NGOs, the 
press, large employers/companies, wealthy members of your community etc. Try 
to make your organisations known in the relevant circles. Attend conferences, 
local meetings etc. and make yourselves known. Having good local relationships 
means its more likely for the following to occur:
•	 Your CBO (Community-based organisation) or NGO may be able to 

collaborate with these organisations and institutions and, therefore, receive 
funding.

•	 When funding becomes available for an activity your CBO or NGO 
undertakes, these organisations will contact you and let you know.

even more credibility building
To network contact local reporters or local media outlets (newspaper, radio, 
etc.), large employers in your area, local EU or UN offices (UNDP, UNICEF, 
UNESCO, ITU, etc.), local offices for NGOs with excellent reputations with 
donors, local community based organisations and NGOs, churches, local 
universities, international volunteers serving in your geographic area any 
associations in your area, local embassies or consulates local and regional 
government offices. And most importantly try to find a ‘champion’, someone 
with influence, ‘who can open doors’ and help give your requests more 
credibility.

By doing this, you will lay the groundwork for funding! You will greatly increase 
your chances of receiving resources if you engage in these networking and 
reputation- building activities.

But remember, when networking initially, do not ask for funds, nor describe 
your organisation as desperate for support. The purpose of networking is to 
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establish your organisations reputation for excellent, quality work, and to 
create a network of organisations and people who will verify to others that your 
organisation is legitimate, credible and worth supporting.

The aforementioned networking tips should help to build up the reputation of 
your organisation, but there is more that you can do, if you have the resources 
to do such. However some of the following activities may not be possible 
in your geographic area or you may not have the funds to engage in these 
activities:
•	 Membership in formal networks and associations. If your city or region 

has a network of NGOs, you should be a member. You can find these by 
contacting other local organisations to find out if such exists, or searching 
on the Internet for such.

•	 Meeting face-to-face. Today the temptation is to do everything by email. 
But meeting face-to-face with people is extremely important, or if not 
possible, organise a video call or a phone call. It gives a face (or a voice) to 
your organisation so you will no longer just be an anonymous email request. 
And show them what your organisation/NGO is doing and introduce your 
organisations’ members. Explain the work it is doing or wants to do and why 
the organisation believes its activities are important. Invite representatives 
of these organisations to visit and see your work first hand. If you can, give 
them printed information about your organisation.

•	 Excellent online profile. If you type your organisation’s name into Google 
what happens? Does your organisation’s web site come up? What about 
online references for your organisation? Or newspaper articles highlighting 
your organisation’s work? Are you listed on sites such as the EuroMed 
Youth Platform (www.euromedp.org/join-platform) or important Euro-
Mediterranean networks such as the Anne Lindh Foundation (www.
euromedalex.org) or the Mediterranean Information Office website (www.
mio-ecsde.org). Make sure that an internet search for your organisation 
proves positive, leading to a presentable website or blog with up-to-date 
information. If you involve volunteers, write about how they help your 
organisation achieve your goals on your website. And try to be mentioned 
elsewhere, on ‘friendly’ website etc. Even doing these activities just once 
every year will help expand your online reputation, and increase the 
chance of your getting noticed by potential funders. And keep your website 
‘complete’, with a listing of your members, your board of directors, your 
organisation’s address, contact information, and at least a summary of your 
organisation’s budget. Media articles/interviews look great - just scan and 
insert images on your website.

fundraising kit for the euro- Mediterranean youth Platform
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Some organisations are small/young and therefore do not have 
paperwork, no official documentation and no official recognition 
by the government. Therefore, they must rely solely on local, in-person 
networking to attract local support, as most national or international funders 
require documentation and official recognition. Otherwise you need to take 
the administrative steps to get officially recognised and set up a separate bank 
account for the organisation etc. 

The following are items that most potential funders expect to see so don’t start 
soliciting funds until you have all of the following in order and ready to share on 
demand:
References. Have a list of people and organisations, and their contact 
information (phone number, postal address, email) who are willing to affirm 
your organisation’s work and credibility, should they be contacted by potential 
funders. If called upon, they will verify that your organisation is credible. Other 
NGOs in your area, an international NGO serving the same geographic area, 
a representative from a nearby university, or a local corporation that has 
supported your organisation in the past in some way, all make good references. 
Your national Youth/EuroMed office (contacts at the end of this guide) may 
be willing to serve as a reference for your organisation as well, if they are well 
acquainted with your organisation’s activities. If they don’t know you, visit 
them. Ask these organisations if they would be willing to be references regarding 
your organisation, and to be listed in your funding proposals. Even if your 
organisation is small and cannot do all the other following activities, it should 
absolutely have references.

Official papers. You need to have copies of your organisation’s official 
government documentation / registration papers (if you are officially registered), 
brochures, press releases, staff list (if your staff is entirely volunteer, you still 
need to have a list of names of key volunteer staff) and budgets/financial 
statements ready for review by other organisations. Proof of assurance may be 
required, for example if you are organising visits/activities with youths and to 
cover you for third-party liability. Potential funders will consider how quickly 
and completely you respond to their request for such, so get these in order and 
ready-to-share before you start meeting with such organisations.

Budget.  Have at least a simple budget for your most recent fiscal year covering: 
1. expenditures - all costs your organisation incurred, even if someone donated 

money or paid directly to cover these costs. Expenditures should include 
rent, salaries, travel expenses, website costs etc.

Preparation  prior to fundraising
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2. revenue - all income, including previous donations, and that means money 
spent by the staff/volunteers of the organisation (a donation is revenue) and 
put the budget in your local currency and Euros.

If you have this budget on your web site, it will add even more credibility to 
your organisation, as it will show that you are “transparent.” Donors want to see 
accountability and transparency. They want to know how your organisation’s 
funds are spent, so they can have an idea of how a donation they make will be 
spent.

Demonstrate that you are not a one-person organisation. Donors are 
reluctant to fund one-person organisations. Your organisation should involve 
local volunteers and other NGOs. Your written communications should 
demonstrate this and that different people are involved in the decision-making 
and management. 

before making a funding request research the potential donor
Research a potential donor’s areas of interest, what kind of organisations it has 
funded in the past, what kind of support it has provided (financial or in kind 
donations of equipment, space, or staff time) and what it wants to achieve with 
its support. And, very importantly, know the potential donor’s requirements for 
funding proposals and apply only if you 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 the organisation’s website, ask the potential 
donor for clarification.

Use this information in your proposal, showing how your organisation’s work fits 
into the potential donor’s funding focus. This often impresses donors, show that 
you have done research on them and know the focus of their previous funding 
activities.

Many donors have their own formats for proposals. If you are thinking about 
approaching a particular donor, always find out first if they accept uninvited 
applications and if they have a format to avoid spending all that effort on a 
proposal, only to find out they won’t accept it, as it does not fit in their area of 
focus.

fundraising kit for the euro- Mediterranean youth Platform
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have a ‘thank you Plan’ already defined
Prepare a plan to thank donors immediately after receiving their donations 
and a way to update them six months after their donations about what your 
organisation has achieved. This will increase the probability that they will 
contribute again.

Preparation  prior to fundraising
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finding donors  
and making contact

It can’t be stressed enough, all of the above needs to be done before you begin 
soliciting funds. By doing the previously detailed activities, you greatly increase 
the chances of your funding proposal being accepted and for organisations 
to actually approach you about funding your Community-based organisation 
(CBOs) or Non-governmental organisation (NGOs), rather than the other way 
around.

Having undertaken the previous activities, you should be ready to begin 
contacting organisations specifically about funding your organisation. Some 
basic tips about where to look and how to contact:

•	 Start by undertaking “donor mapping”. What organisations are funding 
NGO activities in your geographical area? What companies are funding 
for-profit activities? And what activities in your local community are being 
funded by local, regional or state government funds? These are all potential 
funders for a CBO or NGO. And if you engaged in the previously detailed 
networking activities, they already know about your organisation and its 
work. Once you have this informal relationship with them, you are ready to 
ask them about funding your organisation.

•	 Contact embassies. They often have small grants programs and favour 
organisations with whom they are already familiar. 

•	 Many institutions access funding from donors in other countries through 
international partnerships. This has to be taken into account and clearly 
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eSSential
respect the organisation’s Granting Guidelines
It is absolutely ESSENTIAL that you find out before submitting a proposal:
•	 that the funder will consider projects in your country/area/location;
•	 that the funder will consider projects that are focused on the kind of work 

your CBO or NGO undertakes;
•	 that the funder will consider funding the costs that you need (some will only 

fund capital expenses such as computers; others may only fund staff costs);
•	 that you provide the information the funder requires.

stated when approaching donors – they must understand the international 
aspect of the project. However, thankfully, even with exchange projects 
involving organisations from numerous countries there is generally as ‘lead’ 
organisation that handles the financial aspects for the others, as long as the 
others respect the accountancy regulations (provide all flight tickets etc.). 

•	 Local government may be able to provide small grants. But as we have 
said government funding is being scaled back in most areas, and the days 
of generous government funding are almost over (and are over in many 
places).

•	 Large transnational corporations are reluctant to fund unless the 
corporation has an office somewhere in or near the geographic area of 
the NGO. If you decide to approach a transnational corporation about 
funding, look at that company’s web site and read all information posted 
about that company’s philanthropic activities. Find out if they have an 
office in your area. If the company has guidelines for submitting funding 
proposals, respect those guidelines. Also, before you solicit funding from 
such companies, invite the company’s participation. These local employees, 
through volunteering, will get to know your organisation, and may be willing 
to champion your organisation for funding within the company.

•	 Foundations can be approached, but usually require all of the items detailed 
earlier. Many such foundations are listed in the Fund Hunt (see references).

finding donors  and making contact
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All funders are covered by legal documents and official policies that dictate how 
funds can be spent. Funders cannot give support outside the specifics stated 
in these documents. The information on what an institution will fund is often 
clearly stated on a funder’s website.

Foundations, corporations and government offices receive hundreds of 
applications a month from organisations that have obviously not checked 
their websites. These applications not only may never receive a reply, the 
organisations submitting them may be marked so that any future proposals are 
automatically refused.

The rest of this document deals with web sites that provide further information. 
Web addresses change frequently. 

Common reasons for funding request to be refused
“The organisation does not meet our priorities.”  
Research before applying.

“The organisation is not located in our geographic area of funding.”  
Get the guidelines before applying/at least check the grants guide.

“The proposal does not follow our prescribed format.”  
Read the application information very carefully and follow it exactly.

“The proposal is poorly written and difficult to understand.”  
Have friends and experienced people critique the grant.

“The proposed budget and grant request is not within our funding range.”  
Look at average size of grants given by the funder.

“We don’t know these people—are they credible?”  
Set up an interview before submitting the proposal and have board members 
and other funded organisations give you credibility.

“The proposal doesn’t seem urgent—and I’m not sure it will have an impact.”  
Study the priorities and have a skilled writer do this section to make it “grab” the 
funder.
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reflections about fundraising from a Jordanian perspective
When asked about fundraising, Sawsan Issa (co-founder of Green-Echo NGO in 
Jordan) replied: “Good question! How do we fundraise, we are often asking ourselves 
this question..…!

I’ll answer generally about the Arab Middle East countries and especially for Jordan 
and Palestine (OpT), as I know more about them. We actually lack the concept 
and methods for fundraising. In practice, when we fundraise locally what we do is 
to contact big companies. For example our NGO, which focuses on environmental 
protection, targets big consumer companies and partner NGOs. The big consumer 
companies are NOW applying “corporate social responsibility” criteria, under the 
influence of the international companies specifically, so they allocate budgets for 
providing NGOs or other organisations with funding. So they are a relatively easy 
source of funding to deal with and their funds can take different forms such as in 
kind (not money), so a water company for example will provide water bottles for 
kids at an event.

When dealing with partner NGOs, it is very difficult to organise coordinated partner 
events and projects, as the mentality of people is directed more to an individual 
attitude, part of which is due to a desire to guarantee that the success is for 
themselves. However, we do have partner NGOs where we fundraise together for 
events, but NOT projects.

“The objectives and plan of action of the project greatly exceed the budget and 
timelines for implementation.” Be realistic about the program and budget - only 
promise what can realistically be delivered for the amount requested.

“We’ve allocated all the money for this grant cycle.”   
Try the next available grant cycle.

“There is insufficient evidence that the program will become self-sufficient and 
sustain itself after the grant is completed.”  
Add a section to the proposal on plans for sufficiency and develop a long-term 
strategy.

“We did not apply at the right time of the year, or within the deadlines”.  
Funding organisations work in grant cycles, disbursing grants one to three times 
a year - apply for the next round.

finding donors  and making contact
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 We don’t approach governments for funding of course, as they do not have the 
financial capacity to fund NGOs (too poor!!!!) or they have not understood the 
importance of supporting NGOs.

One of the reasons why I believe we don’t know how to fundraise is that we 
are entirely dependant on international grants. And if generally some people do 
understand the process within our NGOs, then it is limited to certain people, like 
myself and my colleagues who have learnt how to fundraise though our education 
when abroad and from international partners. So we are almost thirty and we only 
just learned how to apply for funds recently. This means that the majority of youth 
20 - 28 lack the knowledge and experience and the ‘know how’ of fundraising.

frequently asked Questions (faQs) regarding prospect  
and funder research

It is easier to get money for one event than for a sustained long-term 
programme.
Develop a comprehensive long-term programme, but break it into smaller 
chunk sized bits to seek funding for each part, from the same or sometimes 
different sources. 

More and more NGOs are seeking more money from traditional 
funding sources.
Develop a more diversified range of donors who can provide different amounts 
at different points of a programme/project’s implementation. Seek both local as 
well as overseas donors.

Many donors are providing much less money than required, or simply 
do not have enough. 
A diversified fund-raising programme is very important and may require 
approaching ‘big’ funders. 

There are many conditions and terms imposed on funds provided by 
most donors that may restrict its use.
Understand the need for these conditions/terms by looking at it from the 
donors’ perspective; ensure that you have communicated your needs very 
clearly - the who, how, why and when; try to find a middle ground in negotiating 
with the donor - satisfy their needs without sacrificing your own. 
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example 1: les amis de la terre isère: opportunist fundraising
Les Amis de la Terre Isère is a local environmental protection organisation, 
part of the nationwide Amis de la Terre France. Originally founded in 1977 and 
instrumental in the battle against an experimental and risky new generation 
nuclear plant (Superphénix, project subsequently abandoned after fierce 
opposition), the group dwindled in the 1990s. Re-launched in 2004 , the new group 
chose as priority  to combat the terrible air pollution that effects the area, notably 
in its main city Grenoble. Air pollution in Grenoble is due to transport, heating, 
small business activities and the major chemical factories to the south of the city. 

The re-launch of the group coincided with public debates about two major road 
projects that concerning the city: 1. The construction of a major motorway (A51) 
from Grenoble to the south of France that would put Grenoble on a major traffic 
axis and  2. The construction of a motorway across the centre of the city with the 
supposed aim of helping traffic cross the city. 

Misdeeds and fraud by some NGOs taint the sector as a whole, 
creating mistrust and misunderstanding.
Show your professionalism and transparency. Provide information about goals 
and objectives, as well as programmes. Get third party organisations to write 
about the programme and projects. Keep good relations/profile with the media. 

Donors based in high-income EU countries do not provide funds to 
smaller non-EU NGOs.
Where possible, bring together a coalition of international partners: other 
NGOS, universities, research institutions, etc. 

Sometimes it is so difficult to find a donor who is willing to finance a 
specific programme or project.
Look in other places. Sometimes a local businessman or company may be 
willing to help - only if and when asked. Seek funding from ‘non-traditional’ 
sources that may exist in your own backyard. 

It takes so much time, effort and money itself to find and secure 
funding.
Share the time sent on fund raising, on different aspects of the process such 
as writing proposals, finding and networking with donors, negotiating, writing 
reports etc

finding donors  and making contact
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Les Amis de la Terre Isère decided to launch itself in the debate over the decision 
to build or not these projects. The group was lucky enough to have an experienced 
film maker amongst its members and we decided to produce a film to outline the 
arguments against these projects, both in terms of health and Greenhouse gases. 
Our film-maker, with a team of volunteers, agreed to work for free, merely requiring 
expenses (travel, purchase of material) to be covered. We contacted the French 
“Commission Nationale de Débat Public” which since 2005 organises major public 
debates for controversial public works projects and asked for funding for our film, 
as a contribution to the A51 debate. We received funding to cover the filming, 
editing and copying of 1000 DVDs. In parallel we also obtained funding from 
the local government authority through various budget lines, notably from the 
Greens group and also the environmental protection department. In total the film 
projects received about 3000 Euros funding. Funding was not given in advance, so 
the group and some of its members had to initially fund the project, but we were 
rapidly reimbursed upon presentation of the final DVDs and proof of our expenses. 
In addition the group also receives an income from its members – membership is 
between €17 and €40, half of which supports the national activities, half of which 
comes back to the local group.  





elements typically 
required for a funding 
application form

The funder’s application form might have information to help you, stating what 
they fund, about the funder, their criteria etc. Who do they fund and why? 
About who they fund and who/what they don’t fund. Their upper and lower 
funding limits?

Application: How the funder wants you to apply (email, paper), their address, 
contact.

Reporting: After your project is finished, you will have to provide a financial 
and narrative report, so make sure you keep complete traces (receipts, bills) 
for all your spending. Handling cash can be tricky. If possible money should 
be received in the form of cheques, bank transfers etc. are they can always be 
justified. The same applies for payments – if cash is used, make sure you have a 
written ‘official’ trace of payment.

information required for the application form
Contact information of the organisation
•	 Name of the organisation
•	 Address
•	 Zip Code & City
•	 Telephone number
•	 Fax number E-mail address/Website
•	 Registration number (if available) 
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Bank details
•	 Account number of your organisation
•	 Accountholder name
•	 Bank address

In case of a foreign bank account
•	 IBAN of organisation (international bank account number, available from 

your bank) or bank code / account number (outside the European Economic 
Union)

•	 Accountholder
•	 Address of organisation
•	 Place of organisation
•	 Country of organisation
•	 BIC code (you can find it at www.swift.com. Needed for transfers outside 

the EU): 
•	 Name of bank of organisation
•	 Address of bank of organisation (including town / city, country)
•	 Contacts of the organisation

Contact person of your organisation
•	 Name
•	 Address
•	 Zip Code & City Telephone number
•	 E-mail address 

And perhaps referees who are known by the funding organisation is 
widely known figures e.g. City Mayor, Member of Parliament etc.
•	 Name
•	 Address
•	 Zip Code & City Telephone number
•	 E-mail address 

You can perhaps explain how you found out about the funding organisation. 
Look into and accept any conditions for receiving funding e.g. agreeing to 
show their logo/ acknowledge their support in your communication and also 
to provide photos, an account of your actions that the funder can use for their 
communication. 

elements typically required for a funding application form
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information about your organisation
For example:
•	 What is the main goal of your organisation?
•	 When was the organisation founded?
•	 What is the scope of the organisation? (local/regional/national/global)
•	 How is the organisation structured?
•	 How many people are involved in the organisation? (employees & 

volunteers)
•	 What is the average age of the people involved? (board, volunteers etc)
•	 What activities have been organized in the past?
•	 Does the organisation receive government support? If so, how much?

information about the project
•	 Describe the project (and attach a detailed project plan)
•	 What is the main goal of the project?
•	 What is/are the main target group(s)?
•	 How many people do you expect to reach with your project?
•	 How are you planning to reach the target group(s)? How are you going to 

recruit your participants? 
•	 When will the project start and finish?

budgetary information 
•	 How much money (in Euros) is needed for the entire project? (attach a 

detailed budget).
•	 Specify the estimated costs of the most important expenditures (e.g. rent, 

material costs, publicity, representation, reimbursements, organisational 
costs, transport).

•	 Describe briefly how you expect to raise the required amount of money. 
(e.g. through sales, subsidies, sponsorship, advertising).

•	 Is this your first subsidy request with this funder? (if not the first, state 
previous requests/funds).

•	 What is the amount (in Euros) you are applying for? 
•	 For which part of the budget are you applying for here?
•	 Have you sent subsidy requests to other funds / organisations? If so, which 

organisations and for which parts of the budget?
•	 When can the narrative and financial report be provided (date)? Include a 

project report, financial report & evaluation, with achieved goals, number of 
attendants, publicity. 
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example 2 :  friends of the earth Middle east - international 
fundraising for local projects
Friends of the Earth Middle East (FoEME www.foeme.org) is a regional NGO, part of 
the worldwide Friends of the Earth International network. Combining an approach 
of environmental protection and peace-building by bringing different communities 
(from Jordan, Israel and oPt) together on shared environmental issues, a concept 
that is known as ‘environmental peace-building’.

Since FoEME creation its in 1994 (under the name of ‘Ecopeace’) has a successful 
track record of fundraising. FoEME applies most of the principles outlined in the 
guide: network building with potential funders, keeping a close relationship with 
funders, clear and timely reporting etc. It is interesting to note that, because of 
the complicated political situation in the region and in order to guarantee their 
impartiality regarding the different populations in the region, FoEME does not 
have local funders or members that could potentially influence the work of the 
organisation. However FoEME remains firmly anchored locally – the staff and local 
project managers are all ‘locals’, familiar with the areas they work in and projects are 
run in close coordination and with the full participation of the communities in which 
the projects take place. 

Mira Edelstein is project manager and co-fundraiser for Friends of the Earth Middle 
East (FoEME). This is what she had to say about FoEME’s fundraising:
“So what can I say about our “successful fundraising? Friends of the Earth Middle 
East has been supported over the years by foundations, foreign government grants, 
and to a lesser extent, by private individuals.  Large grants include programs from 
the EU, USAID, SIDA as well as Foreign Embassy grants and numerous Foundations.  
The innovation in successful fundraising for FoEME is the ability to “dance at two 
weddings at the same time”.  Being an environmental organization, we are able to 
answer “Calls for Proposals” that have to do with environmental issues, easily fitting 
them into our project structure and organization vision.  Since we are also a regional 
organization, Israeli - Palestinian - Jordanian, and working in a conflict area, we are 
also able to answer peace building / co-existence “Calls for Proposals”, and similarly, 
fit them into environmental issues that are better dealt with in a cross border 
fashion.  In this way, we are able to approach, and apply for, a large number of 
grants.  Our dual focus is attractive to many Foundations and government programs 
and has helped us to secure funding for our many projects over the years.”

elements typically required for a funding application form
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annexes
•	 A complete project plan, including budget. 
•	 The official regulations and / or registration of the organisation.
•	 An annual budget of the organisation with expenditures and income. 
•	 An annual review of last / this years activities. 
•	 References or newspaper clippings, photos.

elements that might be required for reporting
Name, reference of project
•	 Who organized the project? Please mention names and ages of people 

involved.
•	 What was the most important target group? Was this group included in 

the development. and implementation of the project? If yes, please explain 
how. 

•	 What do you feel were the major accomplishments of your project? 
•	 In what way does your project fit the themes the funder considers 

important? 
•	 How did you experience the working relationship with the funder? Do you 

have any comments or recommendations you would like to share? 
•	 Add a financial report of your expenses for the project. This should include 

information on: 
•	 How was the money granted spent? Please specify (amounts and prices). 

Did you spent more or perhaps less than budgeted for? 
•	 Please add a short narrative report and if possible add visual material, 

photos, newspaper articles or a website link. 
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Public funding sources
1) funding at local, regional and national levels

By far the largest amount of funding from government comes from the local or 
regional level. Funds from both national governments and the European level 
are mostly devolved to more local level with the intention that they should 
be used to meet specific needs as identified by local people. In the case of the 
European structural funds, these needs are described and prioritised in a regional 
development plan.

As with all funds, public funds are provided to meet specific agendas and 
priorities. The challenge for the fund-raiser is to identify where those priorities 
match those of the project. For those organisations with sufficient time and 
other resources, there is also the potential to influence these priorities so that 
when funding becomes available there is more likelihood of a match. This is one 
more facet of the concept of relationship fund-raising.

Public funds cover a wide range of activity and so there are often several 
“pots” of money – usually held by different departments in local or regional 
government – which may be used to support a variety of work with young 
people. There is not always a standard application process for accessing this 
money and often it is the reputation of your organisation which will make the 
difference. Where there is a formal application process there is a clear need to 
understand the regional and/or local agenda. It is worth identifying the links that 
your organisations might have with local and regional government, for example 
if you know elected representatives.
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Investment of time and energy in fund-raising is even greater at national level 
than at local or regional level as there are more political, economic and social 
influences at work. Sometimes investment at national level bears fruit at local 
level or vice versa.

At national level government priorities are closely connected to policies so an 
awareness of government trends and priorities is essential for tapping into any 
funds which might become available. Public funds are often time-limited and 
strictly constrained by deadlines and spending periods. Evaluation of work done 
with public funds is particularly important as use of public money is subject to 
public scrutiny.

2) european union funding – transnational european funds
The EU has a large number of funding “programmes” which are managed by the 
European Commission through its different directorates. You have to distinguish 
between activities which are “transnational” (involve more than one country) 
and activities that have no transnational element. The latter may still have a 
European dimension and qualify for European Union funding under another 
programme.

You should first consider the activity you wish to do in some detail and then 
start looking at potential funders. Prior planning will enable you to target the 
correct programmes and directorates. For example, if your project has to do 
with young people’s personal development then the directorate to contact 
will be the one with responsibility for youth work (the Directorate General of 
Education and Culture). If your focus is on a specific region then you will need to 
contact the directorate which deals with this (or one of its agencies). 

Many of the funding programmes are applicable to European Union countries 
and a selection of other European countries. These are known together as 
“programme countries” and often include EFTA countries (The European Union 
and the three European Free Trade Association countries – Iceland, Liechtenstein 
and Norway – together form the European Economic Area (EEA). Pre-accession 
countries are also often included in the list of programme countries. Countries 
that are not programme countries but which can take indirect advantage of the 
funding are known as “third countries”, and special rules again apply.

Funding programmes are often managed at national level by a national agency. 
Such national agencies sometimes operate at regional level though committees 
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or other bodies. National agencies can be NGOs. These national agencies 
are particularly important for the European Union’s youth and education 
programmes. 

Working with funding from an international organisation might require that 
you translate at least a summary of your application into English or French. 
Always write your application in a language which you master and in which you 
can really express what you want to do. If you are not sure that you are able 
to express yourself correctly in English or French, ask someone else to make a 
proper translation. 

European Union programmes usually do not cover all the costs of a project. 
As a rule, funding covers a maximum of half the costs. Funding in the youth 
and education field can however, in exceptional cases, be higher than 50%, 
depending on the type of activity and the activity’s programme.

3) the youth in action Programme
Certainly the most relevant contact point for informal and non-formal work 
with young people is the EU Youth in Action programme (http://ec.europa.eu/
youth/youth-in-action-programme/programme-guide_en.htm). The website 
is updated regularly and you should consult it before you plan to work with 
the Youth in Action programme. It is recommended that you contact your 
national agency (contacts at end of this document), they can assist with the 
development of your ideas and advise you about any national priorities.
The Youth in Action programme has several application deadlines each year for 
projects selected at national level and at European level. The website is mainly 
in English, but the user’s guide and other useful documents as well as forms are 
available in the other languages of the European Union.

The Youth in Action Programme aims to achieve the following general 
objectives:
•	 promote young people’s active citizenship in general and their European 

citizenship in particular;
•	 develop solidarity and promote tolerance among young people, in particular 

in order to foster social cohesion in the European Union; 
•	 foster mutual understanding between young people in different countries; 
•	 contribute to developing the quality of support systems for youth activities 

and the capabilities of civil society organisations in the youth field; 
•	 promote European cooperation in the youth field. 
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The Programme is structured around 5 Actions:
Action 1 Youth for Europe encourages young people’s active citizenship, 
participation and creativity through youth exchanges, youth initiatives and 
youth democracy projects.

Action 2 European Voluntary Service helps young people to develop their 
sense of solidarity by participating, either individually or in group, in non-profit, 
unpaid voluntary activities abroad.

Action 3 Youth in the World is most relevant to EuroMed activities and 
promotes partnerships and exchanges among young people and youth 
organisations across the world. Through the ‘Youth in the World’ Action, it 
helps strengthen relations between the EU and its neighbours, as well as the rest 
of the world by providing young people and youth workers from Europe with the 
opportunity to take part in exchanges and other non-formal education activities 
with their peers living outside the Union. ‘Youth in the World’ seeks to deepen 
mutual understanding, tolerance and intercultural awareness among young 
people within the Union and beyond. This Action supports various projects with 
EU Partner Countries, with a special focus on its neighbouring regions – Eastern 
Europe and Caucasus, the Mediterranean region, and South-East Europe.

Co-operation with eu neighbours 
This sub-action focuses on developing ties with partner countries that are part 
of the European Neighbourhood Policy, along with the Russian Federation and 
countries from South-East Europe. Reinforcing youth co-operation in these 
regions will ultimately also contribute to boosting democracy and civil society in 
the involved countries, as well as to empowering young people to play an active 
role in their societies.

Youth exchanges for young people aged between 13 and 25 are covered under 
this sub-action, along with training and networking projects. 

At least one group from an EU Member State must be involved in a project, 
along with one or more groups from neighbouring partner countries. Projects 
may take place either in a Programme Country or in a neighbouring Partner 
Country, with the exception of the Mediterranean region. Youth projects taking 
place in a Mediterranean partner country may get funding through the Euro-
Med Youth Programme.
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Examples of possible themes that could be covered include: strengthening civil 
society; tackling racism and xenophobia; improving understanding between 
different ethnic and religious groups; women in society; minority rights; regional 
co-operation; heritage and the environment, etc. More information about these 
three neighbouring regions, as well as support and advice in finding partners and 
developing activities, can be offered by the relevant regional SALTO Resource 
Centre:
•	 SALTO South-East Europe
•	 SALTO Eastern Europe and Caucasus
•	 SALTO EUROMED

Action 4 Youth Support Systems includes various measures to support 
youth workers and youth organisations and improve the quality of their 
activities.
Action 5 Support for European Co-operation in the Youth field supports 
youth policy co-operation at European level, in particular by facilitating dialogue 
between young people and policy makers.

4) the lifelong learning Programme
This programme aims to strengthen the European dimension within education 
by supporting projects which improve knowledge and awareness of European 
Union languages, promote cooperation and mobility and encourage innovation. 

Other programmes can be found via the Lifelong Learning Programme 
2007–2013 page such as Comenius for school education; Erasmus for higher 
education; Grundtvig for adult education and other educational pathways. All 
members (students, teachers etc) of the education community are eligible to 
apply. Mostly applications will need to go through their institution. There is a 
network of national contacts at the European level, contacts available on the 
Lifelong Learning website.

The Leonardo da Vinci programme encourages vocational training activities 
and in particular transnational mobility initiatives concerned with lifelong 
learning, employability and social inclusion. Exchanges of good practice, 
development of training materials and projects linked to other programmes can 
also be funded. Applications are made through National Agencies, and public or 
private bodies involved in vocational education and training are eligible to apply.

The European Youth Forum, as the platform of youth organisations in Europe, 
may be a source of inspiration for your projects – see www.youthforum.org

•	 1)       The page number of the contents page is all 00.
•	 2)       We kindly need an IBAN number for the publication
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5) Council of europe funding
The Council of Europe is an intergovernmental organisation, which has three 
main aims:
•	 to protect and strengthen pluralist democracy and human rights; 
•	 to seek solutions to the problems facing society; 
•	 to promote the emergence of a genuine European cultural identity.

example 3: attactV -  making a little go a long way
AttacTV (www.attac.tv/en/) is a Spanish based internet channel, part of the 
international alter-globalization NGO ATTAC. AttacTV produces and shares 
a wealth of audiovisual material about current economic and political issues, 
notably concerning the ongoing economic crisis in Spain and in Europe. AttacTV 
came about through the chance meeting of Attac members and experienced 
filmmakers. Together they had the idea to create short films or to interview 
experts, journalists, politicians to have their opinion about recent events. 
The strength of AttacTV is its reactivity combined with a skilful use of new 
technologies. For example the AttacTV team records interviews via Skype which 
can then be edited within a few hours at distance by different teams in Spain 
via shared online servers. Recently AttacTV has launched itself across Europe, in 
French, German and English as well as Spanish.

Their studio is equipped with lights and tripods donated by some film industry 
friends. To distribute contents, they use existing video platforms like Youtube, 
Vimeo or Blip and the Attac webpages network.

AttacTV has an impressive impact (thousands of visits per day) despite its limited 
resources. This is thanks to the free work time given by experienced members of 
AttacTV, who train newcomers to efficiently help with the workload. AttacTV is a 
product of the changes in recent years whereby cameras, editing equipment and 
access to powerful servers have become affordable, even for small organisations. 
Nevertheless AttacTV does require funding, to buy hardware, pay internet space, 
travel costs etc. AttacTV receives some support from Attac Spain (about €10.000 
a year) and about €3.000 coming from individual donations, notably via the 
website visitors are encouraged to spontaneously contribute to the project via 
Paypal and Bank Transfers.
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They use this money to pay the studio rent, internet connexion and buy 
equipment, but this is all the funding they receive. This year they expect to get 
€2.000 form European Attac Network to improve AttacTV´s webpage.

They have also created a cooperative which produces video contents for third 
parties. With part of the benefits they get from this they cover the rest of AttacTV’s 
expenses, such as travel and accommodation which they use for other projects. It 
is worth emphasising that the AttacTV project is only possible because all the crew 
are volunteers and because the cooperative puts in the necessary funds.

6) the european youth foundation
A fund established in 1972 by the Council of Europe to provide financial support 
for European youth activities. It has an annual budget of approximately 3 
million Euros. Its purpose is to encourage co-operation among young people in 
Europe by providing financial support to such European youth activities which 
serve the promotion of peace, understanding and co-operation in a spirit of 
respect for the Council of Europe’s fundamental values such as human rights, 
democracy, tolerance and solidarity. The EYF provides financial support to the 
following types of activity undertaken by non-governmental youth organisations 
or networks or by other non-governmental structures involved in areas of youth 
work relevant to the Council of Europe’s youth policies and work: 
•	 educational, social, cultural and humanitarian activities of a European 

character;
•	 activities aiming at strengthening peace and co-operation in Europe;
•	 activities designed to promote closer co-operation and better 

understanding among young people in Europe, particularly by developing 
the exchange of information;

•	 activities intended to stimulate mutual aid in Europe and in the developing 
countries for cultural, educational and social purposes;

•	 studies, research and documentation on youth matters.

Conditions for acceptability of projects and organisation types is outlined on 
their website.
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In the Council of Europe it is the Directorate of Youth and Sport that is 
responsible for all work in those two fields. The Council of Europe’s main goal 
in youth and sport is to work out common European youth and sports policies 
promoting youth participation, responsible citizenship, better educational and 
employment opportunities, democratisation of sport and the spirit of fair play.

The Council of Europe Directorate of Youth and Sport provides three different 
types of support to international youth activities and organisations by working 
with “multipliers”, i.e. young people and youth workers who are in a position to 
pass on new knowledge to other young people and colleagues. The Council of 
Europe’s youth sector does not allocate financial support to individual young 
people such as student grants, housing allowances or travel allowances.

The financial resources available to the Council of Europe are significantly 
smaller than those available to the European Union. However most of the 
funding is decided jointly, on a co-management basis, by young people and 
member states. It is therefore important to think of the funding as a means of 
establishing a partnership with the Council of Europe, rather than merely as a 
financial tool. Detailed information about the conditions for obtaining funding 
can be found on the website www.coe.int/youth

7) Study sessions at the European Youth Centres are seminars organised by 
international non-governmental youth organisations on a subject of relevance 
to their organisational development and membership. They take place at one 
or other of the European Youth Centres. The Centres provide the infrastructure 
for the seminars as well as educational back-up and guidance by an educational 
advisor or external consultant assigned to each study session. The advisor/
consultant is involved in the preparatory stage, in implementing the seminar 
programme and in any follow up. She/he works closely with a multicultural 
team and the organisation concerned. On average some 30 study sessions 
annually are hosted by the European Youth Centres in Strasbourg and Budapest.

other funding resources
The following are just a few of the very large foundations and networks that may 
be potential funders for your CBO or NGO. Look at the EuroMed “Fund Hunt” or 
online for more foundations. As has been mentioned frequently before, respect 
the funding guidelines of these potential funders. For instance, if an organisation 
says it only funds environmental programs, and your organisation is not an 
environmentally focused organisation, do not contact them.
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The Charles Stewart Mott Foundation 
www.mott.org promotes well-being of the community, both locally and globally 
through creative grantmaking, thoughtful communication and other activities 
that enhance community in its many forms.

The National Endowment for Democracy 
www.ned.org is a private, non-profit foundation dedicated to the growth and 
strengthening of democratic institutions around the world. Each year, NED 
makes more than 1,000 grants to support the projects of non-governmental 
groups abroad, working for democratic goals in more than 90 countries. 

Worldwide INitiatives for Grantmaker Support - WINGS
www.wingsweb.org is a global network that seeks to strengthen philanthropy 
and a culture of giving through mutual learning and support, knowledge sharing 
and professional development among its participants.

Westminster Foundation for Democracy
www.wfd.org

Foundation Jean Jaurès 
www.jean-jaures.org in French 

The Swedish International Liberal Centre
www.liberal-international.org

The Alfred Mozer Foundation
www.alfredmozerstichting.nl

Fondation Robert Schuman (France)
www.robert-schuman.org

European Foundation Centre-EFC
www.efc.be promotes and underpins the work of foundations and corporate 
funders active in and with Europe. 

German Foundation Index
www.stiftungsindex.de the most comprehensive resource on German foundations 
on the Internet. It contains more than 150 links to German foundations’ 
websites, a large number of reference to international grant makers, bibliographic 
information on the non-profit sector and advice to grant seekers.
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Women’s Funding Network
www.wfnet.org a partnership between women’s funds, donors and allies around 
the world committed to social justice. Its mission is to ensure that women’s 
funds are recognized as the “investment of choice” for people who value the 
full participation of women and girls as key to strong, equitable and sustainable 
societies.

The Anna Lindh Euro-Mediterranean Foundation for the Dialogue 
Between Cultures
www.euromedalex.org is an organisation shared by several countries of the 
Union for the Mediterranean. It aims at improving mutual respect between 
cultures, promoting dialogue and supporting civil society working for a common 
future of the Euro-Mediterranean region.

ideas for fundraising locally
Another approach is to raise money locally, in your community, with fundraising 
events. These can (and should) be fun. With a group of friends/members from 
your organisation, you can try the following ideas:
•	 Sports activity – enter a fun run, walk, or bike ride event and have family, 

friends and colleagues sponsor you. In fancy dress! 
•	 Undertake a personal challenge and be sponsored for it – quit smoking, 

climb a mountain…..the list is endless!
•	 Gala ball with a theme – add a donation to the price of tickets. Speak 

directly to clubs or hotels who may offer a reduced price for a function room 
or food for a charity event. 

•	 Dress up/fancy dress day – Get together with your friends or colleagues 
and sponsor the principal or boss to dress up for the day. Persuade them to 
match the funds raised and donate themselves.

•	 Dinner and auction – organise a dinner with friends, family and colleagues 
and include an auction to raise more funds, seek out local businesses who 
may be interested in donating goods to auction. 

•	 Donations in lieu of gifts – instead of Christmas, wedding or birthday gifts, 
why not consider asking for donations instead. 

•	 Dinner at home – ask your friends to bring a dish, have a dinner all together 
at home and donate what money would usually be spent on a night out. 

•	 Seasonal or themed fair – hold a Valentines, Easter or Christmas fair, selling 
crafts, cakes, cards and home made gifts. 

•	 Second hand clothing fashion parade and sale – get together with friends 
and donate clothing that isn’t wanted anymore, price the items, hold a 
fashion parade and sell them to the highest bidder. 
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•	 Giant raffle – approach local businesses and encourage them to donate 
prizes for a raffle and ask if you can advertise the raffle in their business 
windows – the business gains attention for supporting a good cause and at 
the same time it promotes your raffle.

It is a good idea to contact the local media – radio, newspapers, local television 
to publicise your event (where appropriate) and if possible have a journalist 
cover your event. 

You can also approach local businesses, perhaps they would fund a project. Ask 
what they might want in return – T-shirts with their logo, a photo of the activity, 
invite the boss or staff to join you. Find printing companies that will make 
calendars (or mugs, mouse pads, etc). See if company will give you a discount 
because it is for a fundraiser. Find businesses who will pay you to have their ad 
printed in the calendar.

Fundraising events can be a lot of fun to organize and, if planned well, can raise 
a lot of money. To get started write down all of the different ideas you have for 
fundraising. Look over your ideas and narrow your list down to your top 5 by 
asking what will it cost to run this event? Where will this event take place? Do 
you know anyone who has run this type of event before – was it successful? 
Do you think that people will want to come? How much money do you 
realistically think you will raise? Do you know any individuals, companies and/or 
organizations that would be willing to help? Before scheduling your event, check 
the community calendar to see what other things are happening on that day. 
Ideally you don’t want to be competing with another event of the same type.
Develop an action plan with a timeline. Sit down and make a list of everything 
that needs to be done and the dates by which you want to have them 
completed.

Use local media online networking (websites, Facebook, and mailing lists). 
Keep track of the money you raise. You should always be aware of how much 
money you’ve raised and where the money came from. Remember that you 
are responsible for every penny of the raised funds. Ask for help. Events are 
big projects that require the help of many to be successful. It helps to divide 
up the work and use peoples’ individual strengths and skills. Remember that 
help can come in many forms. Local community organizations such as schools, 
religious centres, service clubs and businesses might be willing to donate space, 
equipment and supplies.
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Pick an easy and central location. And make sure the space is free or donated 
space. There are lots of places to choose from: school gyms, community halls, 
rooms in the civic arena, libraries, and church halls are all free to use.

Joining Forces - you can join up with events that have already been planned and 
organized by another person or organization. For example, a high school may 
allow one of their students to take a portion of the money raised from door fees 
at a school dance if they believe it is going towards a good cause. To do this, you 
will need approach the event organizers and make a proposal.

Your proposal should outline who you are, what you are doing, how you would 
like to be involved and how you will help with the event. Third party fundraising 
events (fundraise within an existing event) are a great way to raise money and 
mean less planning, time and upfront costs for you. By attaching yourself to one 
or two of these events will free up time for you to organize and plan you own 
fundraising event.

You should clearly state the sum you are intending to collect, what has already 
been donated and of course state clearly how the donations will be used. 

Funds can either be collected directly (cheques are preferable to cash) or for 
larger amounts (from wealthy individuals, companies) they may prefer to make 
a bank transfer so have your bank details available.  There are also numerous 
online websites that allow for charity donations, look for one that works in your 
country, with you currency and that does not charge too much for their service 
(typically a small percentage of the donations). Or they can donate directly 
through the online money transfer service Pay Pal. And, of course, acknowledge 
reception (with receipt) for money received. 
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http://www.euromedalex.org/partner-search  

http://www.euromedalex.org/useful-links

http://eacea.ec.europa.eu/erasmus_mundus/index_en.php

http://www.euromedyouth.net/Actions

http://www.medayouthparliament.org/?page_id=40

http://ec.europa.eu/youth/orphans/contact-list_en.htm?cs_mid=152 

http://ec.europa.eu/youth/glossary/index_en.htm#eastern-europe-and-caucasus

http://ec.europa.eu/youth/glossary/index_en.htm#south-east-europe

SALTO South-East Europe  
http://www.salto-youth.net/see/ 
SALTO Eastern Europe and Caucasus  
http://www.salto-youth.net/eeca/ 
SALTO EUROMED  
http://www.salto-youth.net/euromed/

Youth in the World  
http://ec.europa.eu/youth/youth-in-action-programme/youth-in-the-world_en.htm

Youth Support Systems  
http://ec.europa.eu/youth/youth-in-action-programme/youth-support-systems_en.htm

The Leonardo da Vinci programme  
http://ec.europa.eu/education/programmes/leonardo/how_en.html 

Contacts  
and useful links
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Support for European Co-operation in the Youth field  
http://ec.europa.eu/youth/youth-in-action-programme/support-for-policy-cooperation_en.htm

European Youth Foundation  
http://www.coe.int/t/dg4/youth/fej/FEJ_presentation_EN.asp

Council of Europe’s priorities in the youth field for 2012-2013  
file://localhost/transit_src/Internet/DG4/Youth/FEJ/Web/Priorities_youth_sector_2012_2013.pdf

European Youth Centres  
http://www.coe.int/t/dg4/eycb/default_EN.asp

Algeria
www.algerie.euromedyouth.net
INFS/CJ (Institut National de Formation Supérieur des Cadres de la Jeunesse) 3, 
rue Madani Souahi Tixraine Alger - Algérie Tel: 00213 402 430 Fax: 00213 402 
231 uemj.algerie@euromedyouth.net

Egypt
www.egypt.euromedyouth.net
National Council for Youth 13th Floor - 26, July Str, Sphinx Square Mohandessen 
Cairo - Egypt emyu.egypt@euromedyouth.net

Israel
www.israel.euromedyouth.net 
Division of International Relations and UNESCO Ministry of Education 2, Devora 
Haneviah Street 91911 Jerusalem Israel emyu.israel@euromedyouth.net 

Palestinian Territories
www.palestine.euromedyouth.net 
Ministry of Youth and Sports 4th floor, Al-Irsal Bldg Al-Irsal Street Ramallah  
Tel-Fax: 00970 2 296 2722 emyu.palestine@euromedyouth.net

Lebanon
www.lebanon.euromedyouth.net
Samiel Solh Avenue -Alieh3rdfloor Beirut - Lebanon  
Tel-Fax: +961 1 42 43 87 emyu.lebannon@euromedyouth.net

Jordan
www.jordan.euromedyouth.net
Ministry of Political Development Queen Noor Street P.O. Box 841367 11180 
Amman - Jordan Tel: + 962 6 5695216 Fax: + 962 6 5686552  
emyu.jordan@euromedyouth.net
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Morocco 
www.maroc.euromedyouth.net
Délégation du Ministère de la Jeunesse et des sports Rue Soumaya -  
2e étage Agdal-Rabat -Maroc uemj.maroc@euromedyouth.net

Tunisia
www.tunisie.euromedyouth.net
Ministere de la Jeunesse et des Sports, Direction Generale de la Jeunesse  
Unité Euro-Med Jeunesse Tunisie Avenue 10 décembre 1948, Imm Saadi bloc D - 
1er étage Menzeh I 1004 Tunis - Tunisia uemj.tunisie@euromedyouth.net
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