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Objectives
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Content
26 January 9.00-12.00- 27 January 9.00-12.00-

Resource mobilisation training - Participants will learn how to: 

1. Understand different types of funding available and how they can 
adapt this information to their country context

2. Understand the minimum requirements to submit a proposal 

3. Deliver an “elevator pitch” of their project idea

4. Learn about different kind of potential donors

5. Use a template to write a simple funding proposal 

6. Develop a project report.
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Agenda 
DAY 1 - 26 January 2023

9.00-9.30 

• Welcome by Olivia Ngou

• Introduction by consultant and participants  

• 10.30-12.00 (with one break)

• Introduction Objectives of the day by Mariangela Bavicchi

• Global Giving 2021

• Global Resources for malaria

• Key malaria donors - Discussion

• Develop a Fundraising Plan

• Develop an “Elevator Pitch”

 On the first day, participants will be provided with information to develop an 
elevator pitch. 
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Agenda 
DAY 2 – 27 January 2023

9.00-9.30
• Welcome
• Summary of previous day training 

9.30- 10-00
• Discussion on elevator pitch 

11.00-12.00 (with one break)
• Fundraising proposal

• Common challenges faced by CSOs (discussion)

• Foundations

• Corporate Fundraising

• Discussion on fundraising with Foundations and Private Sector

• Fundraising Campaigns

• Raising Funds from Individuals

• Project report

 Participants will be provided with forms to develop a project proposal and a project 
report.  
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Ground Rules 

 Online training offered to …….participants

 The training will be held in English and French

translation for 5 hours each day will be offered and

organized by CS4ME

 Questions can be answered in English and French

 Participate and ask questions



Global Giving 2021
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Global Giving 2021 – helping a stranger

• Despite a global pandemic and the economic hardship experienced by many 
communities worldwide, more people than ever donated in 2021.

• More than three billion people helped someone they did not know in 2021.

• (62%) reported they helped a stranger last year, which is the highest score 
recorded since 2009.

8
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Global Giving 2021 – helping a stranger

9

Charities Aid Foundation | World Giving Index 2022
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The world’s most generous countries
helping a stranger

• The act of giving exists in all societies.

• Except for the United States, the countries in the top 10 for helping a
stranger are all located in Africa and South and Central America.

• Low-and-middle- income countries increased their scores during the first 
year of the pandemic, with further rises in 2021, most notably for 
volunteering and helping a stranger.
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The world’s most generous countries
helping a stranger

Charities Aid Foundation | World Giving Index 2022



Global Resources for 
Malaria
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Global Resources for Malaria elimination

• Global resources for malaria in 2021 were estimated at US$ 3.5 billion, 
a consistent increase from the US$ 3.3 billion in 2020 and US$ 3.0 
billion in 2019. 

• Most malaria financing is currently used for commodity procurement 
and out-of-pocket expenditure at personal and household levels.

• The amount invested in 2021 continues to fall short of the estimated 
US$ 7.3 billion required globally in 2021 to stay on track for the Global 
Technical Strategy for Malaria 2016-2030 milestones. 

• The funding gap between the amount invested and the resources 
needed has continued to widen significantly, particularly over the past 
3 years, increasing from a gap of US$ 2.6 billion in 2019 to US$ 3.5 
billion in 2020 and US$ 3.8 billion in 2021.
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Who is funding Malaria elimination?
• Malaria financing currently derives from three major sources: 

domestic financing, bilateral, and multilateral organisations. 
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Who is funding Malaria elimination?

• Nearly two-thirds of malaria expenditure comes from a small number of
donors who finance most of the essential malaria commodities for testing
and treatment. This financing remains extremely vulnerable to changes in
the political priorities of donor countries.

• Domestic financing predominantly covers recurrent costs in human
resources for health.

• Without sustained malaria investment from both donors and domestic
financing, achievements made over the past decades are at risk of reversal.
Accordingly, it is critical to expand countries’ domestic financing base, and
to advocate globally to sustain and increase the funding from major donor
countries.

• It is also important to attract new and emerging donors.
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The Global Fund
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The Global Fund

• The Global Fund provides 63% of all international financing for malaria
programs.

• As of June 2022, the Global Fund has invested more than US$16.4 billion in
malaria control programs.

• Each Global Fund grant is implemented by a Principal Recipient, which can be
any type of organization (government ministry, community-based
organization or private sector entity).

• In general, Principal Recipients disburse funds to other smaller organizations
who serve as sub-recipients or even sub-sub-recipients.

• Principal Recipients are selected by the country’s Country Coordinating
Mechanism and assessed by the Local Fund Agent in that country for their
financial, managerial and programmatic capacities.

• After being selected, Principal Recipients sign a grant agreement with the
Global Fund.

https://www.theglobalfund.org/en/country-coordinating-mechanism/
https://www.theglobalfund.org/en/lfa/
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Global Fund and Communities

• Growing importance of community engagement.

• Data show the close link between the capacity of communities empowered to 
engage in decisions that impact on their lives, and the effectiveness of health 
interventions, programmes and systems which are responding to their needs

• The Global Fund 2023-2028 strategy includes focus to maximizing the 
engagement & leadership of most affected communities to leave no one 
behind.

• The Global Fund expects to see progress in three areas: 

1. Demonstrable enhancements in community engagement and 
leadership across grant life cycle. 

2. Improved Global Fund policies, process and approaches informed by 
evidence generated by communities. 

3. Clear roles, responsibilities, and accountability in the Secretariat and 
across the whole Global Fund Partnership



19

How to get funded by the Global Fund?

• Establish relations with your country’s Country Coordinating Mechanism
(CCM).

• Participate in the country  dialogue: the new funding model stress the 
importance of engagement with local actors, through an ongoing country 
dialogue.

• Organize an inclusive caucusing process among civil society actors to 
identify unmet needs in your communities, priorities and principles for the 
country and then report the recommendations formally to the CCM and 
other stakeholders and into the overall country dialogue. 

• Representatives of civil society who are officially part of the CCM should 
be engaged.

• The process needs to be inclusive, open and transparent.

• Work in a consortium.

https://www.theglobalfund.org/en/country-coordinating-mechanism/
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Practical Tips for a Successful Process

1. Inform the CCM of your intention to organize civil society’s contribution to the 
country dialogue, with the involvement of a strong coalition of civil society 
organizations.

2. Convene a planning team of diverse, committed members of civil society and 
organize an initial consultation.

3. Organize follow-up consultations.

4. Discuss and contribute to national strategic plans.

5. Ensure each step of the process is documented, open, inclusive and transparent.

6. In addition to discussing priorities, discuss implementation arrangements.

7. Strengthen internal governance systems among civil society as part of the 
process.

8. Use resources from the Global Fund and other partners to support a successful 
country dialogue.

9. Work with your CCM representatives to prepare and submit a formal document.

10.Advocate for increased government investment in malaria and health systems.

For more details: https://www.theglobalfund.org/media/5675/publication_engagecivilsociety_brochure_en.pdf

https://www.theglobalfund.org/media/5675/publication_engagecivilsociety_brochure_en.pdf
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The US Government
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• The U.S. government (U.S.) has been involved in global malaria activities 
since the 1950s and, today, is the largest donor government to global 
malaria efforts. 

• U.S. malaria efforts include activities primarily through the U.S. President’s 
Malaria Initiative (PMI) that is overseen by the U.S. Global Malaria 
Coordinator, as well as through other U.S. activities; collectively, the U.S. 
reaches approximately 30 countries. 

• U.S. funding for malaria control efforts and research activities was 
approximately $1 billion in FY 2022, up from $812 million in FY 2012. 
Additionally, the U.S. is the largest donor to the Global Fund to Fight AIDS, 
Tuberculosis and Malaria (Global Fund), which in turn is the largest overall 
funder of malaria efforts in the world. 

The US Government
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France
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Initiative France
• France is contributing around €700 million a year since 2013 to fight HIV/AIDS, 

tuberculosis and malaria. 

• Reduce Malaria, France is focusing in the following areas:

 Collecting data and training researchers
 Understanding residual malaria transmission
 Identifying the obstacles to protecting pregnant women against malaria

• France is investing 20% of its contribution to the Global Fund towards 
technical assistance. 

• Funds will be directed to support civil society organizations at country level.  
OPPORTUNITY

Eligible countries: Algeria, Benin, Myanmar, Burkina Faso, Burundi, Cambodia, 
Cameroon, Capo Verde, Comoros, Congo, Cote d’Ivoire, Djibouti, Ethiopia, Gabon, 
Gambia, Ghana, Guinea, Equatorial Guinea. Guinea-Bissau, Kenya, Laos,
Liberia, Madagascar, Morocco, Mauritius, Mauritania, Mozambique, Niger, DRC, 
Rwanda, Senegal, Sierra Leone, Tanzania, Chad, Togo, Tunisia, Zambia.
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Which donors do you know?

Question to participants



26

Working in a Consortium
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Working in a Consortium

• A consortium is a group of NGOs working together to reach 
a common goal. Joint donor applications by a group of 
NGOs are becoming more common.

• Each NGO brings its own expertise and resources to a 
programme, so that the impact can be multiplied.  

• In a consortium, one NGO typically takes on the lead role 
with the other NGOs acting as supporting partners. 

• Clear agreements are signed among the NGOs to define the 
relations and responsibilities among the partners.

• Usually, the leading partner signs the contract/agreement 
with the donor, receives the grant into its bank account, 
and takes responsibility for managing the partnership. 

• In a consortium, NGOs can also benefit by accessing funds 
they may otherwise have been out of their reach, and 
minimize their own managerial and overhead costs.

27
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How to establish a successful consortium?  
Important approaches to maintaining successful partnerships:

1. Start early - Working together with partners should be a priority for each 
organization to maximize impact, even if it does not lead to funding in the short 
term.  

2. Use each partners’ strengths - Focus on programme success to ensure that each 
partner’s role complements to other and all partners win. Success attracts 
success.

3. Choose a lead - All partners need to agree on which NGO will play the lead role. 
The lead partner should act in good faith, as it will have a large amount of 
control over the budget.

4. Agree on activities and budget – Establish activities and assign each activity to a 
partner. Once the activities have been agreed upon, the budget linked to those 
activities should be earmarked to the NGO implementing the activities.

5. Establish a system to resolve disputes - In a partnership it is inevitable that 
some disagreement will arise. It is important to establish a process to find a 
mutually acceptable solution. Important to agree on this before you apply for 
funding. 

28
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How to establish a successful 
consortium? (cont.) 

6) Put your agreement in writing - A Memorandum of Understanding (MoU) will 
make clear which partner will do what and how much budget they will have. 

7) Meet partners often - Organize regular meetings to discuss issues and 
progress. This will help resolve any issues before and strengthen collaboration 
among partners.

8) Be willing to make changes - When implementing a program, in general, 
changes have to be made to project activities and the budget. These needs to 
be openly discussed amongst partners and changes made it, if needed.

9) Report jointly to the donor - All partners should be involved in reporting to 
the donor. This allows for a comprehensive report, with each NGO’s 
contribution. By reporting on success you can boost the reputation of all 
partners.

10) Engage with donors as a group - Make sure all partners are involved in your 
engagement with the donor, as this may result in continued funding.

29
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Fundraising

30
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Before fundraising… need to establish key
organizational systems and principles 

Key organizational systems and 
principles needed to successfully 
fundraise:

1. Building a good reputation.

2. Sharing information with 
stakeholders, including 
beneficiaries of services.

3. A proven track record of good, 
consistent performance. 
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Fundraising Cycle

•Fundraising should be 
creative and proactive.

•Be persistent, if you do 
not get the desired 
response from your initial 
meeting, try again and 
adjust your presentation 
or proposal accordingly.

•Use your networks to 
build mutually beneficial
partnerships with your 
donors.
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Tips for Writing the Proposal:

• Many donors have their own specific requirements and proposal templates 
and it is important to read the instructions very carefully and ask questions if 
some of the criteria are unclear.

• Donors like it when they are engaged. Ask questions to clarify components 
of the proposal - this sends a message to the donor that the partnership and 
their requirements are taken seriously.

“Communicating results is

the most important thing a

fundraiser can do to ensure

on-going loyalty.”
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Developing a Fundraising Plan

• Understand your Target Audience (group of people/organisations)

 Ask: Why would they want to get involved in the project or programme?

 What is in it for them?

• Define Objectives for the Target Audience

• Develop your Marketing Tactics and Message (Advertising, Public Relations).

• Develop an Implementation Plan.
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Practical steps to improve the visibility 
and reputation of an organisation:

• Ensure everyone in the organisation knows the mission and mandate

• Create a brochure

• Create a website

• Develop a profile (one-pager) of the organisation 

• Communicate successes with local media and social media

• Develop good media relations – with editors, journalists, etc.

• Develop skills to write effective press releases 

• Develop a media contact list
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Develop an Elevator Pitch!
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Develop an Elevator Pitch!

• An ‘Elevator Pitch’ is a short summary used to quickly and simply define your
service or organisation. 

• It should explain in the time span of an elevator ride (30 seconds - 2 minutes) 
who you are, what you do, with whom you work and why your organisation is 
so special (i.e. your Unique Selling Proposition). 

• The aim is to engage your audience, be it a potential donor, volunteer or 
beneficiary.

• Everyone in your organisation should be part of developing the Elevator Pitch 
and should know it by heart!

• Include some key quantifiable information/data (e.g. number of beneficiaries, 
funds spent, funds needed, years you have been operating, etc.)
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Exercise

Develop your own elevator pitch
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Fundraising Proposal
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Proposal Template
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Proposal Contents 
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Budget  and Timeline
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THE PROPOSAL: SECRET TIPS FOR GRANT WRITING

I received 20-30 proposals daily 

They pretty much went into three groups for the initial vetting. 

In general, about 60 % were immediately rejected, 

20% were  potentially fundable,

and about 20 % were actually funded. 



Most common reasons for 

rejection

Proposal received late

Handwritten proposal

Submitted on notebook or loose-leaf 
paper

Addressed to the wrong foundation or 
department

Addressed to the wrong person, 
including misspelled name, title or 
gender

It was outside our geographic areas

Outside of our funding areas of interest

More than the requested number of pages

Organization did not have a legal status

Full of spelling mistakes  

Unusual gaps, crossed-out words

Proposal was not signed

Parts of the proposal were missing (financials, 
application, current program report, etc.)

44
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Other reasons for rejection

The other 20% of proposals were reviewed and rejected because 

- Too technical
- Unclear needs or issues addressed

 The purpose is to convince the funder that your project addresses a specific 
need or issue they care about. 

 In very concrete terms, you're telling the foundation how you propose to 
spend its money
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Criteria for eligibility

• Proposal is well prepared.
• Demonstrate knowledge on the issue/project/activities.
• Show that you are not only knowledgeable but you care about the work and 

express some passion.
• Simply written, with short sentences , without spelling and grammar mistakes ,

and without jargon. Written for a non-technical reader.
• Acronyms are explained.
• Use the active rather than the passive voice when you can (e.g. “specially 

trained project staff will run all training courses” rather than “all training 
courses will be run by specially trained project staff”).

• It is short – not more than 10 pages for the body of the proposal and less if 
possible.

• Pitch the tone correctly – be human rather than academic, let the human story 
come through, but don’t go overboard on emotion.
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When submitting a proposal

Ask yourself these questions:
• How can you make the donor representative's job easier?
• Will this information help make your case? 

 Remember that foundations and donors in general are inundated with requests.
• To make your proposal stand out, the answer is not flashy graphics or color, which 

can make the donor think you're all "style" and no "substance." Instead, clearly 
and concisely focus on four questions:

Many grant writers make the mistake of focusing on the prose and leaving the 
budget until last. In fact, the detailed budget you send with the proposal is often 
one of the first proposal sections the donor will examine.

How much do you need?
What are you going to do?

Who will benefit?
Why is it important?
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Discussion
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Some common challenges faced by CSOs

• Lack of track records
• Structural weakness
• Difficulties accounting for funding 
• Small networks

• Other challenges?

• Can we discuss?

• Possible solutions? 
 Work with partners (e.g. accounting firms, UN agencies)
 Work in a consortium. 
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Foundations
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What is a foundation?

A grant-making entity – it is an organized non-profit that exists for the 
purpose of giving out money, in the form of grants, to other non-profits, 

in order to bring about positive change according to its own mandate

Family

Community

Corporate

Board

Staff

https://thefundraisingauthority.com/fundraising-basics/demystifying-grants/
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How to raise funds from Foundations
Ask these questions

• Who will head up our grant program?
• How will we find foundations to approach?
• Who will write the grants?
• How much time and effort can we spare in approaching foundations?
• How likely is it that our mission will match the priorities of a grant-making 

foundation?
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How to raise funds from Foundations (cont)

Keep in mind
1. In general, a foundation sets its grant priorities for the year.

2. the foundation publishes its grant guidelines. 
3. Third, after applications are submitted, the foundation staff reviews the 

applications which are then ranked and sent to a committee of the foundation’s 
board of directors.

4. The committee reviews the applications and decide what non-profits will 
receive grants. 

5. Lastly, the grants are funded and the grant recipients file any reports required by 
the foundation.
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Steps To Succeed (4 x 3)

1. Research, Research, Research (on foundations and their interests)

2. Establish Relationships, Relationships, Relationships

3. Talk about Issues, Issues, Issues

4. Focus on Relationship, Relationship, Relationship
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Foundations

Research

• Web based

• Your competitors

• Staff and your contacts

• Foundations in Africa www.philanthropistsinafrica.com

• European Foundation Centre www.cof.org/organization/european-foundation-centre

• Foundation Centre for US www.cof.org

Why they should or could be interested in us?

• Calls (“I would like to better understand….”)

• Organize meetings

• Invitations to your events

• Use your knowledge, contacts

http://www.philanthropistsinafrica.com/
http://www.cof.org/organization/european-foundation-centre
http://www.cof.org/
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Africa Foundations 
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Corporate fundraising



WHY do 
companies 
give?
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1. Improve reputation 

2. Clients and employees loyalty

3. Innovation and new business 
opportunity

61



1. Reduce or eliminate the effects of Malaria 
on business operations

 Decreased productivity - absenteeism 
and staff turnover, low morale

 Additional Costs - recruitment and training, health 
insurance, leave.

2. Threats to supply chains - e.g. 
multinationals that relies on SMEs

3. Stimulation of the business environment

4. Good reputation in national and 
international contexts.

5. Retention of talented employees

Why do companies give?
62



Corporate 

Philanthropy

Corporate Social 

Responsibility
Cause Related 

Marketing

Sponsorship
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Corporate Engagement Spectrum

• Cash

• In kind donations

• Pro bono

• Employee giving

• Employee volunteering

• Customers giving

• Suppliers giving

• Cause related marketing

• Advocacy

• Media 
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Donate for a cause

88% IN 
FAVOUR
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http://www.marketingcharts.com/wp/wp-content/uploads/2007/12/ama-cause-related-product-purchase-likelihood.jpg
http://www.marketingcharts.com/wp/wp-content/uploads/2007/12/ama-cause-related-product-purchase-likelihood.jpg


Examples of Corporations involvement
in Africa

The MTN Group, a telecommunications services 
provider operating in 21 countries in Africa, Asia 
and the Middle East, used an internal employee 
awareness campaign to educate 34,000 
employees at risk of malaria. The company 
distributed information about malaria and
prevention strategies, and enlisted employee 
volunteers to distribute 28,000 mosquito nets in 
their communities. 

MTN Uganda launched a country-wide
SMS campaign to 7 million cell subscribers and raised 
money from 20,000 respondents. The funds were used 
to purchase 800 mosquito nets for pediatric and 
maternal wards in an at-risk region of Uganda.

Manzi Valley, a Zambian beverage company
with a 60 percent share of the national bottled 
mineral water market, increases awareness by 
incorporating conversations about malaria into the 
company’s weekly radio programming, which 
reaches hundreds of thousands of listeners per 
week.Said Salim Bakhresa & Co., an East African

flour mill based in Tanzania, initiated a malaria 
treatment and prevention program to educate 
and protect its 6,000 workers. The company 
provided mosquito nets to
its employees, made rapid diagnostic
tests and medicines accessible at its clinics and 
modernized the company malaria protocols.

The aluminum smelter company BHP Billiton operating 
in Mozambique and partnered with the Lubombo Spatial 
Development Initiative to help reduce malaria infections 
in the Maputo Province.
In addition to savings resulting from reduced
absenteeism and healthcare costs, the initiative’s
success helped secure two grants worth US$47 million 
from the Global Fund for the Regional Control of Malaria
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Have you had any experience 
working with Foundations 

and/or Private Sector?

Question to participants



Fundraising Campaigns
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Fundraising for Malaria
69



Goodwill Ambassadors for Malaria
70



71Examples malaria fundraising 
campaigns Nigeria

https://donate-
ng.com

https://donate-ng.com/


09
Mobilizing resources for AIDS –

RAISING MONEY FROM 
INDIVIDUALS 

Francesco Ambrogetti, 

RMO

Raising 

money from 

individuals 



Globally, individual giving is widespread 
and growing
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Individuals
75.6%

Foundations
11.6%

Bequests
8.0%

Corporations
4.8%

Breakdown of donors 74



US data shows the importance of 
individual giving
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Why do people give?
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1. Someone I know asked me to give, and I wanted to help
2. I got moved from the story of someone
3. I want to be help somebody suffering (especially during disasters)
4. I feel that I can help to change someone's life
5. I feel close to a community, a group
6. I need tax deduction
7. I want to remember someone (who fight or died for a disease, for example)
8. I was educated to give to organizations, it is the tradition in my family
9. I want to be "cool" with the support of this cause (e.g. wearing a bracelet)
10. I want to have a good image for me or my business
11. I want to provide a gift that perpetuates my ideals or my cause
12. I feel lucky (or guilty) and want to give
13. I give for religious reasons / God wants me to share my wealth
14. I want to be seen as role model

Some reasons why people give
77



BIG and Small Donors

BIG donations from FEW

Small donations from MANY
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Face to Face (F2F) 
Fundraising
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What is F2F fundraising?

• Professional fundraisers approach and connect directly with members of the 
public to sign them up to cash donations and/or regular monthly donations.  

• Very popular in many countries and successful

• F2F fundraising provides a person-to-person interaction; Charities get to be 
represented how they intend; When done well, a simple chat can lead to a 
donor long term commitment.

• Great return on investment (ROI)
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OPEN BRAINS

OPEN HEARTS

OPEN 

THE 

WALLETS



Why you need the money ? 
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A Case for Support

1. A convincing reason why YOU need the money?

2. Why this is URGENT? 

3. What are you going to do with the money?

4. Why YOU? 

5. How much each action will costs?

84
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Reporting
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Reporting  

• Report writing has become a vital component in the day-to-day 
operations of organizations of all types and particularly civil society 
organisations (CSOs) who rely largely on both international and local 
donor support to fund their projects.

• CSOs use report writing as a primary means of communicating with 
donors and rendering accountability on how activities have been 
implemented and funds have been used. 

• A good report is critical in establishing CSO credibility and ultimately, 
increasing their chances of broadening their donor base.
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Reporting 
1. A strong report is concise and factual. This means that the information should not only 

be useful, but relevant to the reader. Put yourself in the reader’s shoes. Ask yourself 
whether you would understand the report if you had not partaken in the activity. 

2. Reporting Guidelines:

3. Planning. Plan what you intend to report. This requires you to brainstorm on your 
content, ask critical questions like who is going to read the report and why is the report 
being written. Planning also helps to identify the resources you need to write the report.

4. Keep it simple. The report must be delivered in simple language. Some CSOs write 
overly lengthy reports filled with jargon their stakeholders and donors cannot 
appreciate. Always ensure maximum use of the Keep It Short and Simple (KISS) 
principle. This guarantees a factual report and minimizes the use of jargon while 
ensuring that it is reader-focused. You can always add detail in an appendix.

5. Training. Training sessions on report writing should be part of staff development.

6. Practice, practice, practice. Finally, developing excellent report writing skills requires 
constant practice. Practice makes perfect. Write as many times as you can.
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1) Reporting starts at the beginning: 

 Many NGOs approach reporting as the last step in a long process of 
project implementation. 

 When you get the notice that your NGO won a grant, make it one 
of the first steps to check their reporting requirements (after 
sending off your thank you email). 

 Maybe you need to collect pictures or even videos along the 
process of implementation, maybe the donor wants you to 
compare specific numbers from before and after. 

 It is always good to know from the beginning what you have to 
provide in the end to avoid waking up to some unwanted surprise.

92

Points to be considered while 
writing a Project Report

https://proposalsforngos.com/sample-proposal/sample-thank-email-donors/
https://proposalsforngos.com/sample-proposal/sample-thank-email-donors/


2) Make sure you understand all requirements:

 Understanding all reporting requirements is crucial for a 
good report. 

 Watch out for what kind of visuals the donor wants to see. 

 Many times, they will want to use pictures in their own 
marketing, so be sure you can provide high-quality images 
from every stage of your project. 

 Sometimes they want you to prepare case studies, so 
make sure you identify potential participants early on in 
the process.
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Points to be considered while 
writing a Project Report

https://proposalsforngos.com/proposals/case-studies-for-stories-and-marketing/


Points to be considered while 
writing a Project Report

3) Leave enough time for your reporting:

 Towards the end of a project, things can become very 
rushed.

 The deadline is approaching quickly and there are so many 
tasks that still need to be done.

 Take enough time to prepare the report for your donor 
and do not rush it.

 Mistakes in your report are as bad as mistakes in a 
proposal. 

 Make sure you double check all numbers and dates and 
have someone proofread your document before you send 
it off.
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https://proposalsforngos.com/proposals/best-practices-in-proposal-writing/proofreading-what-to-look-out-for/


Report Sample Summary  
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Report 
Sample  

December target: 50% in 3 target 
countries; 30% in 2 target countries
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Report 
Sample

2  

https://pdf.usaid.gov/pdf_docs/PA00TDG7.pdf
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https://pdf.usaid.gov/pdf_docs/PA00TDG7.pdf
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