The Funding Pathway

Grants, Sponsors, Donors, Loans, Contracts & Capital

THE STRATEGY COUNSEL [ FUNDABLE « VISIBLE « COMPLIANT ]

Choose the right money path for your organization — instead of chasing
every opportunity.




FOUNDER

Why Funding Confusion Keeps
Founders Stuck

Most mission-driven founders don't have a funding problem — they have a
clarity problem. They're applying for grants they don't qualify for, pitching
investors who don't fund nonprofits, and accepting donations when they
actually need a contract. The result? Wasted time, missed deadlines, and
deferred dreams.

& Chasing vs. Choosing B Wrong Fit, Wrong Stage
Reactive funding leads to Each money source has
misaligned opportunities and requirements your org may not
burnout cycles. yet meet.

© Strategy Changes Everything

The right path — matched to your stage — builds sustainable revenue.



Not Every Money Source Fits Every Organization

Funding is not one-size-fits-all. The type of money you pursue must align with your legal structure, organizational stage, capacity to

comply, and mission focus. Pursuing the wrong source doesn't just waste time — it can damage your credibility and strain your team.
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Understanding the landscape is the first step. The following six funding paths each have distinct rules, requirements, and ideal candidates.
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Contracts

fit established orgs with
compliance infrastructure
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fits for-profit ventures
with scalable models
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FUNDING PATH 1
Grants

Grants are non-repayable funds awarded by foundations, government agencies,
or corporations to organizations that meet specific eligibility criteria. They are
powerful — but competitive, compliance-heavy, and time-intensive. Grants are
best suited for registered nonprofits, 501(c)X3)s, and mission-aligned
organizations with documented programs and measurable outcomes.

W Best For

Nonprofits, community organizations, faith-based entities with tax-
exempt status and documented impact.

A\ Watch Out For

Restricted use requirements, reporting deadlines, and reimbursement-

based disbursements that require upfront cash.

® Key Insight

Grants fund programs, not operations — most won't pay your salary or

cover general overhead without a specific line item.



FUNDING PATH 2
Sponsors

Sponsorships are strategic partnerships where a company or brand provides
financial support in exchange for visibility, access, and association with your
audience or mission. Unlike grants, sponsors are not primarily philanthropic —
they want brand exposure, community goodwill, and measurable ROI. This
path works best for organizations with events, media reach, or a well-defined

audience.

W2 Best For

Organizations hosting events, conferences, podcasts, or platforms with a
defined and engaged audience base.

A\ Watch Out For

Misaligned brand partnerships that compromise your mission or confuse

your audience about your values.

® Key Insight

Your audience is your asset. Sponsors pay for access to your community
— build it intentionally and make it visible.




FUNDING PATH 3
Donors

Donor funding is driven by relationship, trust, and shared values. Unlike grants
or sponsors, donors give because they believe in youand your mission — not
because of a formal application or brand exchange. This path is most effective

for nonprofits, ministries, and community-rooted organizations with a

compelling story and consistent donor stewardship strategy.

W Best For
/

Nonprofits, ministries, and cause-driven organizations with an active

community, email list, or congregation. Y

A\ Watch Out For

Donor fatigue from over-soliciting without adequate stewardship,

appreciation, or impact reporting. /—K_/

® Key Insight

Donors don't just give money — they give loyalty. Invest in relationships

year-round, not just during campaigns.



FUNDING PATH 4

Loans

Loans provide borrowed capital that must be repaid — with or without interest — depending on the lender and program. They are most
appropriate for businesses, social enterprises, and organizations with existing revenue who need capital to grow, bridge cash flow gaps,
or fund specific projects. SBA loans, CDFI financing, and microloan programs are common options for mission-driven organizations.

W2 Best For A\ Watch Out For ® Key Insight

Small businesses, social enterprises, Taking on debt without a repayment Loans build credit history and

and nonprofits with revenue history, plan or before your organization has financial credibility — a strong lending
contracts, or receivables to secure stable, recurring revenue streams. relationship can unlock larger capital

financing. later.



FUNDING PATH 5
Government Contracts

Government contracts are paid agreements where your organization delivers a
defined service in exchange for government funding. This is one of the most
lucrative and underutilized paths for mission-driven organizations. Federal,
state, and local agencies actively seek qualified vendors — and nonprofits and
small businesses can compete when properly registered and compliant.

W Best For

Established organizations with service delivery infrastructure,
compliance systems, and the ability to invoice and report.

A\ Watch Out For

Contract compliance requirements including SAM registration, reporting

timelines, and scope-of-work restrictions.

® Key Insight

Unlike grants, contracts pay for services rendered — your mission IS the

deliverable. Build your capacity to deliver consistently.



FUNDING PATH 6
Capital & Investment

Capital or investment funding involves bringing in equity investors, impact investors, angel funders, or venture capital in exchange for
ownership stake, convertible notes, or structured returns. This path is designed for for-profit ventures and social enterprises with

scalable models, growth potential, and leadership teams investors are willing to bet on.

W2 Best For A\ Watch Out For ® Key Insight

For-profit startups, social enterprises, Giving up equity or control before your Impact investors fund both mission
and scalable businesses seeking valuation justifies it — diluting and margin. Prove your model works
growth capital beyond what loans or ownership too early can limit future before approaching investors for scale

grants can provide. optionality. capital.



Which Funding Path Fits Your Stage?

Your funding strategy should match where you are — not just where you want to be. Use this matrix to identify which paths are most aligned

with your current organizational stage, legal structure, and capacity.

Stage / Structure Grants Sponsors Donors Contracts Capital
Startup (0-1yr) Limited Possible W Yes Difficult Limited Possible
Early Stage (1-3 yr) M Yes W Yes W Yes Possible Possible Possible
Growth Stage (3+ yr) W Yes W Yes W Yes W Yes W Yes W Yes
Nonprofit 501(c)3) WM Primary W Yes W Primary Possible W Yes Limited
For-Profit / LLC Limited W Yes Limited W Primary W Yes W Primary




What Grants Usually Require

Grants look accessible — but winning them requires deliberate preparation.
Most funders evaluate far more than your idea. Before applying, ensure your
organization can demonstrate each of the following:

3

Legal Status & Registration

A verified 501(c)3) determination letter, EIN, and active state registration in

good standing.

lad

Program Narrative & Logic Model

A clear program description with defined goals, activities, outputs, and

measurable outcomes.

S

Budget & Financial Statements

A detailed program budget, organizational budget, and at least one year of

financial statements or audit.

==

Board of Directors

An active, engaged board with documented governance policies — many

funders require a board roster and minutes.

GRANT
APPLICATION




What Sponsors Usually Want

Sponsors are making a marketing and brand decision — not a charitable one. To win sponsorships, you must speak the language of return
on investment, audience alignment, and brand association. Reframe your pitch accordingly.

|8§8| A Defined Audience @ Visibility & Brand Placement
Sponsors want to know exactly who you reach — Logo placement, social media mentions, speaking
demographics, size, engagement, and purchasing behavior opportunities, and email list features — make these explicit
of your community. in your proposal.

o@o Aligned Mission & Values E[ﬂj Proof of Reach & Impact
Sponsors protect their brand carefully — your values and Provide data: event attendance, website traffic, social
reputation must complement theirs for the partnership to following, email open rates. Numbers make your proposal

work. credible.



What Donors Usually Respond To

Donors give from the heart — but they stay because of trust, transparency, and tangible impact. Building a sustainable donor base requires

more than a compelling ask. It requires a year-round culture of stewardship and genuine relationship.

BA Story & Mission Clarity

Donors must feel connected to your "why." Share real stories of

real people impacted by your work.

KA Consistent Communication

Newsletters, thank-you notes, and milestone updates keep

donors engaged between campaigns.

B Proof of Impact

Annual reports, testimonials, and outcome data show donors

their investment is making a difference.

% Acknowledgment & Honor

Recognition — public and private — affirms that donors are

partners in your mission, not just a funding line.



What Lenders Usually Review

Lenders are evaluating risk and repayment capacity. Before extending credit,
they need confidence that your organization can manage borrowed capital
responsibly and return it on schedule. Preparation is everything in the lending

process.

Credit History

1 Business and personal credit scores, especially for small
businesses and sole proprietors seeking SBA or CDFI financing.
Revenue & Cash Flow

2 Bank statements, profit/loss statements, and projected revenue
demonstrating your ability to service the debt.
Collateral or Guarantees

3 Assets, receivables, contracts, or personal guarantees that
reduce the lender's exposure and strengthen your application.
Business Plan & Use of Funds

4 A clear, documented plan for how loan proceeds will be deployed

and how repayment will be generated.



What Government Opportunities
Usually Require

Government contracting is one of the most powerful —and most overlooked —
funding paths for mission-driven organizations. But it demands infrastructure,
compliance readiness, and administrative capacity before you can compete.

Here's what you need in place:

O o

SAM.gov Registration

—~

GOVERNMENT
PROCUREMENT

Active registration in the System for Award Management (SAM)is mandatory for

_ @ all federal contracting and grant opportunities.

Business Certifications

) Minority-owned, woman-owned, veteran-owned, HUBZone, and 8(a)

certifications open set-aside contracting opportunities.

=

Compliance & Reporting Systems

Contracts require detailed deliverable tracking, invoicing protocols,

performance metrics, and audit-ready financials.

&

Proven Service Delivery Capacity

Past performance documentation, qualified staff, and operational systems to

fulfill contract scope on time.



Common Funding Mistakes

Even passionate, well-meaning leaders fall into predictable traps. Recognizing these patterns is the first step to building a more strategic

and sustainable funding approach.

Mistakes That Stall Funding

Applying Before You're Ready

Submitting applications without required documents,
fiscal history, or organizational policies in place.

Pursuing Every Opportunity

Chasing every grant or sponsor without a filter —

spreading your team thin with low probability of success.

Mismatched Legal Structure

Applying for nonprofit-only grants as an LLC, or pitching

investors on a 501(c)3) that can't offer equity.

Mistakes That Break Trust

No Follow-Up or Reporting

Failing to submit required reports or donor impact updates
— burning bridges with funders who could renew support.

No Stewardship Strategy

Treating donors and sponsors as one-time transactions
instead of long-term strategic relationships.

Underdeveloped Infrastructure

Winning funding but lacking the systems, staff, or

processes to deliver, comply, and sustain it.



The M.O.N.E.Y. Fit Test

Before pursuing any funding source, run it through the M.0.N.E.Y. Fit Test — a five-point readiness filter designed to help you evaluate

whether a funding opportunity is truly worth your time and energy.

&@’ M — Mission

Does this funding source align with your core mission and organizational values? Misaligned money costs more than it's worth.

O — Organization Stage

2N

Is your org at the stage this funder expects? Startup vs. growth requirements differ dramatically across funding types.

D N — Necessary Documents

Do you have the required paperwork? 990s, audits, board lists, policies — missing documents are automatic disqualifiers.

E — Eligibility

Do you meet every eligibility requirement — legal structure, geography, demographics, and program focus area?

O Y —Your Capacity
G
Do you have the time, staff, and systems to apply, comply, deliver, and report? Capacity is your competitive advantage.



Download Included: Funding Pathway Decision Tree

Stop guessing which funding path is right for you. The Funding Pathway Decision Tree is a step-by-step visual tool that walks you through a
series of guided questions to identify your best-fit funding sources based on your legal structure, stage, and capacity.

V2 What's Inside @ How to Use It &a Where to Access

A branching decision framework Answer each question honestly based Available as a downloadable PDF in your
covering all 6 funding paths with yes/no on your current organizational reality — resource portal orincluded with The
filters for quick self-assessment. not where you hope to be in six months. Fundable Founder Series enrollment.

L) Thistoolis designed to be revisited every 6-12 months as your organization grows and new funding paths become accessible.



Download Included: Money Source Comparison Chart

The Money Source Comparison Chart gives you a side-by-side view of all six funding types across the criteria that matter most — so you

can make informed, strategic decisions about where to invest your application energy.

Criteria Grants Sponsors Donors Contracts Capital
Must Repay? No No No Yes No VEIES

For Nonprofits? W Primary WM Yes W Primary Possible W Yes Limited
For For-Profits? Limited W Yes Limited W Primary M Yes W Primary
Relationship Required? Moderate High High Moderate Low High
Compliance Load High Low Low Moderate Very High Moderate

Use this chart alongside the Decision Tree to build a multi-source funding strategy that matches your capacity and goals.



Your Next Step Starts Here

You now have a clear map of the six funding paths — and the tools to choose the right one for your organization. The question is no longer

"How do | get funding?”It's "Which path am | most ready to walk — and what do | need to do to get there?”

Book a Funding Strategy ¢ Join The Fundable Founder
Session Series

Work 1:1with The Strategy Counsel Our signature training program walks
team to assess your readiness, identify you through every stage of funding
your best-fit funding paths, and build readiness — from documents to donor
your custom funding roadmap. strategy to contract compliance.

The right funding path starts with the right readiness. — The Strategy Counsel

FUNDABLE [ VISIBLE ] [ COMPLIANT ]

&a Access Your Free Downloads

Grab the Funding Pathway Decision
Tree and the Money Source Comparison
Chart to begin your funding assessment

today.



