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Objectives



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

Understand the minimum requirements to submit a proposal
Deliver an “elevator pitch” of their project idea

Learn about different kind of potential donors

Use a template to write a simple funding proposal

Develop a project report.
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*  Welcome by Olivia Ngou
* Introduction by consultant and participants

* 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.

ME
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55+ Welcome
* Summary of previous day training

*  Discussion on elevator pitch

*  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
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Global Giving 2021



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.

ME
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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.

ME

CIVL SOCETY FOR MALARUA ELIMINATION



ko '. .

N

» »
“we

% .« The world’s most generous countries

68%

INDONESIA

59%

UNITED STATES
OF AMERICA

80% @
61% @
37% ‘

helping a stranger

54%

NEW ZEALAND

66% @
61% @
3% @

51%

SIERRA LEONE

83% @
27% @
44% @

J

KENYA

61%

® 69%
@ 64%
@ 3%

AUSTRALIA

55%

® s55%
@ 73%
@ 23%

MYANMAR

52%

Charities Aid Foundation | World Giving Index 2022

® o5%
® s9%
@ 2%

CANADA

51%

® 7%
@ 7%
@ 2%

UKRAINE

49%

CSAIME

CIVL SOCETY FOR MALARL, ELMINATION



Global Resources for
Malaria
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Global resources for malaria in 2021 were estimated at USS 3.5 billion,
a consistent increase from the USS 3.3 billion in 2020 and USS 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
USS 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 USS 2.6 billion in 2019 to USS 3.5
billion in 2020 and USS 3.8 billion in 2021.

ME
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Who is funding Malaria elimination?

* Malaria financing currently derives from three major sources:
domestic financing, bilateral, and multilateral organisations.

Governments of endemic countries
33% United States of America

France

Other funders 3% Japan | Germany 5

/ 3% 3%
The Netherlands 1% /
Norway 1%

Australia 1%

Sweden 1%

European Commission 2%

Canada 2%

Bill & Melinda Gates Foundation 2%
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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.

ME
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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.

ME
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https://www.theglobalfund.org/en/country-coordinating-mechanism/
https://www.theglobalfund.org/en/lfa/

18

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:

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

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

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

ME
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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.

ME
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https://www.theglobalfund.org/en/country-coordinating-mechanism/
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. 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.

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

Organize follow-up consultations.

Discuss and contribute to national strategic plans.

Ensure each step of the process is documented, open, inclusive and transparent.
In addition to discussing priorities, discuss implementation arrangements.

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

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

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

Advocate for increased government investment in malaria and health systems.

ME
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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.

ME
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France

CSIME
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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’lvoire, 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.

ME
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Question to participants

Which donors do you know?



Working in a Consortium
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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.

ME
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I‘rri"‘bor‘tant approaches to maintaining successful partnerships:

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.

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.

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.

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.

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. ME
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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.

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

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.

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.

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.

ME
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Fundraising
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Ownership of
clear organisation
mission, vision,
objectives

Strong
organisational

y/ Strong
- leadership

ORGANISATIONAL
SYSTEMS AND Strong
PHILOSOPHIES systems in

= place
N\
\

Expeﬂenced
and well trained

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.



Fundraising Cycle
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*Fundraising should be
creative and proactive.

*Be persistent, if you do
not get the desired

response from your initial
/6. Feedback meeting, try again and
N adjust your presentation
' or proposal accordingly.
' |

N

FUNDRAISING CYCLE

s *Use your networks to
F build mutually beneficial
z partnerships with your
S. Stewardship <
<« / donors.

CSAIME
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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.”

ME
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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.

ME
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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

ME
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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.)

150l 143
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Exercise

Develop your own elevator pitch



Fundraising Proposal



Proposal Template

[TITLE: PUT THE TITLE OF YOUR
PROPOSAL HERE]

[Insert date here]

Submitted to
[Insert name of donor here]|

[Replace logo with the logo of your organization or write the name of your organisation]

CSAIME
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Proposal Contents

Table of Contents

Executive Summary

1) Introduction
2) Problem/Need Statement
3) Project Description
3.1 Project Goal
3.2 Project Objectives
3.3 Project Activities
3.4 Monitoring and Evaluation
3.5 Staff and Management Arrangements
4) Conclusion
5) Budget/ Timeline
6) Contact Details
7) Appendices

26
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27
27
28
28
28
29
30
30
30

31
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Budget and Timeline

e e e e eyttt | Days 4 2,500 | 10,000

[put what ever yvou propose here]
Subtotal Activities

Marerials

Flip Chart Flip Chart 1 100 100

Subtotal Material | 100
TOTAL COSTS 10,100

Notes to budget:
[Here you put any explanations of budget items you think the donor might need to better understand the budget]

[Example:
(1) These people will be trained as lay-counselors and are expected to counsel 20 youth per week ]

Other Funders:
[Here you write down any other donors that contribute to the project, you can specify the amounts they contribute if needed]

Project Timeline
[Delete this text and enter your data in the table below —
The timeline gives information about what happens by which date]

---I-FF

Prepare 5 meetings
Implement Meetings | and 2
Implement Meetings 3 - 5
Compile final report

S4ME
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RANT WRITING

GETY,
They pretty much ‘ or the initial vetting.
In general, about 60 % were i‘mmediately rejected,

20% were potentially fundable,

and about 20 % were actually funded.




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

44

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.)

ME
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% ~ Other reasons for rejection

The other 20% of proposals were reviewed and rejected because

- Too technical
- Unclear neecds 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

CIVL SOCETY FOR MALARL, ELMINATION
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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.

ME
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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.

CIVL SOCETY FOR MALARL, ELMINATION



Proposal content

INTRODUCTION -
AIM

Summarises clearly the aim of the project and your organisation’s
abilities and gqualifications to accomplish this aim.

MNEED STATEMENT

A concise, yet convincing overview of the needs your organisation
wants to address with the project. Describe briefly the overall
context - this will help the reader get a more complete picture of
the scope of the problem. When outlining the actual problem or
neaeds, use relevant facts, examples from the community or
statistics to underpin your statement, but make sure all data is
correct.

OBIECTIVES AND
GOALS

This section should tell the reader what your organisation will do to
address the identified needs. The aim should be broken down into

measurable objectives, and the objectives into measurable goals.
Goals represent concepts or ideal situations that are not
necessarily measurable. Objectives are specific, tangible and
measurable outcomes that should be adhieved within a specified
period of Gme.

METHODOLOGY &
TIMETABLE

How & when are the project's objectives going to be achieved? By
whom? An answer to these guestions should be provided in the
Methodology & Timetable section of the proposal. Be very dear,
specific and realistic - with regard to the methods, the timetable
and the human resources - as this will help convince the reader of
yvour expertise and credibility

ME
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g Proposal content (cont)

EVALUATION

Explains how you will measure the success of achieving your statad
goals. In this section, yvou should provide an outline of the
instruments that will be used for the evaluation, define whao will
conduck the evaluation and when they will conduct it, and state
howe the reporting will be done. Often, this involves an advisory
committee which monitors and guides its development regularly.

BUDGET SUMMARY

States the duration of the project and the total project cost, as well
as any already available income.

DETAILED BUDGET

There are different ways to structure a budget - depending on the
type of the project as well as on the funder's requirements.
Howewver, almost every budget includes the following standard
items: personnel; travel/meetings; equipment; overhead costs
such as rent, telephone, postage and accounting services; printing

and dissemination of project materials. Always check with the
funders for any special requirements before finalising your budget.

FUTURE FUNDIMNG
FLANS

Describes the finandal resources you will need to continue the
project, once the support requested has ended, and how your
organisation will armrive at thess resources.

APPENDED
INFORMATION

Any meaningful information that helps support your proposal. This
may be detailed work plans, your latest annual report, statistical
reparts you refer to in your needs statement., letters of support, an
organisational chart and any other documents which help establish
your organisation’s credibility.

ME
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Discussion



N i

M. s 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.

CSAIME
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Foundations



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
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https://thefundraisingauthority.com/fundraising-basics/demystifying-grants/

M« Mow 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?

CIVL SOCETY FOR MALARL, ELMINATION
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w to raise funds from Foundations (cont)

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

the foundation publishes its grant guidelines.
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.
The committee reviews the applications and decide what non-profits will

receive grants.
Lastly, the grants are funded and the grant recipients file any reports required by

the foundation.
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Research, Research, Research (on foundations and their interests)
Establish Relationships, Relationships, Relationships

Talk about Issues, Issues, Issues

Focus on Relationship, Relationship, Relationship

Q-4 L
19 o
4!
4

ME
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search

Foundations

v

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 (“1 would like to better understand....”)
Organize meetings

Invitations to your events

Use your knowledge, contacts

CIVL SOCETY FOR MALARL, ELMINATION
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Africa Foundations
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Corporate fundraising
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Exhibit 1:

Business goals
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Reduce or eliminate the effects of Malaria
on business operations

Decreased productivity - absenteeism
and staff turnover, low morale AT
Additional Costs - recruitment and training, health @7
insurance, leave. X

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

Stimulation of the business environment

Good reputation in national and
international contexts.

Retention of talented employees

ME
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Corporate Social - Cause Related
Responsibility . 3 ‘ Marketing

Corporate

S shi
Philanthropy HTE




Cash

In kind donations

Pro bono

Employee giving
Employee volunteering
Customers giving
Suppliers giving

Cause related marketing
Advocacy

Media

CSAME
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88% IN
FAVOUR

Likelihood of Buying A Product or Service if Portion of Price
is Donated to a Cause or Campaign

Question: Thinking of buying gifts during the holiday season, would you be more,
just as, or less likely to buy a product or service if you knew that a certain amount of
the purchase price was being donated directly to a cause or campaiagn that is
important to you?

{Base = All respondents, N=1,000)

4%

35% 8%

0% 20% 40% 60% 80% 100%

mMore likely mJust as likely  Oless likely  oDon't buy products/services

Note: Weighted sample sizes shown,

ME
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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

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.

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.

66

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.

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 USS47 million
from the Global Fund for the Regional Control of Malaria
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Question to participants

Have you had any experience
working with Foundations
and/or Private Sector?




Fundraising Campaigns



ROTARY FAMILY .~t . m%.m
E?M"R"“’AL A BASKETEALL GAME

Rotarians

Sundeay, March 10th @ 3:30-5:30 ROta r A
\gainst Malaria
mem y Finish the Fight

$1.00 for Students  $3.00 for Adults
Krvocheonit Carmm During Haime

SuunonratteH s 2116 SIARTS WITH ME

) ’m'l Every 2 minutes, o child dies of malaria. AN children
e Ao should have 3ccess to life-saving services that can
PP SN pravent. detoct and treat the disease

£} www.globalmalariacongress2023.org
Finish the Fight Against Malaria

KNITTERS

AGAINST MALARIA

& Custom Ink ® knittersagainstmalaria.org

g . y its $15 Million !u%vyi{%ﬂ
Mbombo Initiative Against Malaria

Mbombo Initiative Against Malaria

#¢ GoGetFunding
Medications for Malaria Sufferers ...

@ ne-np.facebook.com

FLAME Zambia - We can save our...

G JustGiving

RENTOKIL INITIAL Race To Kigali for MNM

Pinterest :Sq‘ME

Malaria Campaign ideas | malaria ... L SOETY FOANALAGA ELATEN
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Foothall Legend, Didier Drogbha,Taking Action
Against Malaria

Goodwill Ambassador

) C-SPAN

Angelique Kidjo,
Grammy award winning
singer and UNICEF
Goodwill Ambassador,
will be speaking to us
on the impact of malaria
in adolescents.

.-\‘/

REGISTER NOW!

——
-

e ot titusts Vesduns 331y

q:)lm malarla unicef & ;1 o® L) Licensable &=

W Twitter ® Alamy ME
Severe Malaria Observatory ... Belgium's Princess Astrid (C), good... e oo o e



https://donate-

ng.com

Examples malaria fundraising
campaigns Nigeria

Bassey Enoh’'s zoaxg World
Malaria Day Project

by Bassey Enoh
It's World Malaria Day!! {25 April). Join
us to help improve access to FREE life-

saving pr...

N 22 500 N 5,000,000

donations Target Completed

Malaria Rescue miission at

Fishing settlements.

by Ubong Uboh

The project main focus is to rescue
vulnerable children living at over 141
fishing settle...

N 7.500 N
donations 10,000,000 Completed
Target

HealthCare for AlL

by Julie Helping Hands Foundation

T he project objective is to provide
2200 Mosquito nets for the Internaily
Displaced pecple...

N 22 000 N 5,000,000

donations Target Completed

The Tsaragi Malaria Project

by Chuks Opara

Children and pregnant women in the
Tsaragi community are getting sick
and dying from Malar._.

N 5,500 N 338 000

donations Target Completed

CSAIME

CIVL SOCETY FOR MALARL, ELMINATION


https://donate-ng.com/

Raising
money from
Individuals
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Globally, individual giving is widespread
and growing

"1" w® o
. ‘s
: SENTL, I 'Y
1 e ".

O
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MORE THAN THREE BILLION MORE PEOPLE THAN EVER DONATED
PEOPLE HELPED SOMEONE THEY MONEY IN 2021

DIDN'T KNOW IN 2021 Despite a global pandemic and the economic
More people than ever (62%) reported that hardship experienced by many communities
they helped a stranger last year, which is worldwide, people continued to donate money to
the highest score recorded since 2009. The charity. In high-income economies, the rate of
need created by the pandemic, and the donations sharply increased by 10%. With the
subsequent feelings of community and exception of Indonesia and Myanmar -which have
solidarity, were likely behind this upward strong traditions of religious giving - high-income
trend. Except for the United States, the countries made up the top 10 for this measure.
countries in the top 10 for helping a

stranger are all located in Africa and South

and Central America.




. Foundations
Corporations

4.8%

Bequests
8.0%

Individuals
75.6%

74



Where did the generosity come from?

Giving by
Individuals

By percentage of the total

Giving by

$324.10 billion 69 A) 422
increased 2.2 percent 0

Foundations 19 /

$88.55 billion O 4170«

increased 17.0 percent over 2019

Giving by
Bequest
$41.91 billion

Q9%

increased 10.3 percent over 2019.

4@%

Giving by
Corporations
$16.88 billion

®

Giving by individuals
has grown in four of the
last five years.

@

Giving by foundations
grew 17 percent in 2020,
and has grown for ten

consecutive years.

declined 6.1 percent from 2019

*All figures on this infographic are reported in

current dollars unless otherwised noted.

CS4AME
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1.
2.
3.
4.
5.
6.
7.
8.
0.

N = N
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Someone | know asked me to give, and | wanted to help

| got moved from the story of someone

| want to be help somebody suffering (especially during disasters)

| feel that | can help to change someone’s life

| feel close to a community, a group

| need tax deduction

| want to remember someone (who fight or died for a disease, for example)
| was educated to give to organizations, it is the tradition in my family

| want to be "cool" with the support of this cause (e.g. wearing a bracelet)

| want to have a good image for me or my business

. I want to provide a gift that perpetuates my ideals or my cause
. | feel lucky (or guilty) and want to give
. | give for religious reasons / God wants me to share my wealth

| want to be seen as role model

ME

CIVL SOCETY FOR MALARUA ELIMINATION



BIG donations from FEW

Small donations from MANY
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Face to Face (F2F)
Fundraising



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)

Every £1 spent on face
to face fundraising

Gives £4.20 return
\ %
on investment

Q charitylink

CIVL SOCETY FOR MALARL, ELMINATION




OPEN
THE
WALLETS
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I will donate 100K to one individual's
favorite non profit organization.Of
course,you must convince me why by
using 140 characters or less.

L Hugh Jackman




A Case for Support

1. Aconvincing reason why YOU need the money?
2. Why thisis URGENT?

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

4. Why YOU?

5. How much each action will costs?

CSAIME

CIVL SOCETY FOR MALARL, ELMINATION



-

The Case for Support

Bringing Opportunity to Women

=

Mariam Noah
Proprietor,
Ladybird School
Kampala, Uganda

CSAIME
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Why Women?

The Case for Investing in Women

Warmen represent an extimated 70% of those living o= leax

than 52 3 day’ They aufer moat from the chrosic effects of

on, insuffident access to healthcare and bemited

cor mut

educatcns’ opportanities At they comprise the Tajority

of viction of forced labor, gender viokence, and legal and

cufesral inequities.

& the Sky Turming Oppreuson into Oppodumity
Jor Women Woridwide, Puitzes -win=ng authors Nichc'ss
Kristol and Shery! WuDamn offer smother rexson for making

women snd gira the focus of our effores to reduce poverty.

hen women gain comtrel cver sperding, lexs family money
2 deveted to instant grasScaticn and more for educating and

tarting xmali busineases ©

Numeross studies support e ermergiog view that

warmen and gitls creats more developmental change

for each dollar invested in themn The United Nations
Develcpment Programene summed it up this way: “Somen's
empowerment helps rEse economic productivity and seduce

nfart moctalty. it contributes 1o improved health and

on R increxses the chasces of education for the

=t

mext generation

When women are able to access the tools they need,
they can really make an enormous difference.’

Opportunity Intemational invests the majority of ks donce

dcllars in provid ng mrcrofinance services to the moat
vifmeratie secsie oo out phine—wo nen—whs use their
nereased income te suppornt thek chilicen. We believe n

the potenta’ of women to tranafaren their fves snd those

of their childeen s=d their community. Microfinesce is

avsifable o both men snd women s-teprencurs. Yee, the

gaia $at womnen schieve ave sl wee times more Beely

to be in their chldren—providing = powesful

gementional multizlier that sceelerates ecomomic growth

The Harsh Reality For Women
Living In Poverty
Twothirds of the world's Hliterate people

Somen are cwners of juat coe hendredth of the
werid'a property, yet they maks up the maierty

< Farrm labor, with wives working slongaide
their husbasda in the ficida.*

Wormen do 66% of the world's work sad receive
oty 10% of the pay*

Wormen on sverage exrn two-thirds of what men
warm, and spend at lrast twice a3 much time =3
men om unped work |

Deapite these malties, women bave
comaistendy shown mapring resibence and
determinstion to changs their cwn world and
creste & better futere for theis chidren

Living on less than $2 a day

@ 0% womes

30% men

Why Microfinance?

Women Use Microfinance Services to Transform their Lives

Cultural and legal equalry = slowsng comung
to the developing world. Microfinance can help
women change their own world-—and their
children's futures—starting today.

Microfinance has peoven to be & powerful sceelesant for
belping reaousceful amd entresrencurial women work

sut of powerty. According 1o Hall the Sky aushces
nn, “Micrefinance

2 of women, and 8o

ter
N
F=s done mcree to bolster the st

as Kristof and Sheryl WD

srctect themn from abuse, than any laws could sccsorplah

Capitaliam, it tums cut, can achieve what charity and good

ntentions sametimes cannot ™

Investing in women through Opportunity’s bank.
based microfinance model has the addtional
muitiplier of sustainability.

When cfents pay back their lcasa cn time—and 6%

of them do—the principle s loxned over and cver xgain

srondog s 1o ctuniy

nable scurce of capital ©

Opporumity Netwerk stasted an inmovative grosp-lending

methodelogy called the Trust Group, which has become = core

cemponent of Opocrunty’s sernce 1o communities sround

e glote

A typical firat point of entry, the Trust Croup helga wormen
Lreak Fre frum the limtaticns of poverty 1t promotes sclideriy

ameng = gro

of exteeprensurs, usualy women, who
guars-tee each other's loars = support one ancther. Mary
becorme employers sme! role models in $eir commusity Al

benefit bom dees commectans with $er grows and wan officer

=1 $wy maperience prevausy smimagnable groweh in ther lves

Savings: Planning For the Future

Opportunity’s micrafnance solations, which mow i
miereat-bearing awvnga zccounts, aleboa nesa beama md
sSordable iraurasce, have evolved 25 reflect the needs of ouwe
clients. Not everyone is an enteepreness, but all those Sving

n poverty need 33aet protecticn. Recent studies by the Worid

23 mporta s loars %

Banik Fave shown that ssvings ©

Opportunity

knows St when
» furdworking

wormsn gets s

mecfimnc o
ming.
Begina to buld her
Eusiness—zmythiog

ande

from  produce sl or chothing wemdar in = busting s-ban
rarket 1o 3 mcbile phone charging statcn or beauty shos
n 2 remote vitege I the deveioping world, cppamuntes
fce women in the formal labor sector sre aften lmited
Saarticg her cen business helps x womss geremte wn
necme, while givieg her the flexidity 1o case for hes
chidren and her household

With ber profits, she imgroves her children's dists 5% help
build streng minds and bodiea. She sencs her childeen to
school to receive the educstion ahe never had. She makes
2ure they get the medicne they meed when they're sick

The takes out Iife, cradit, preperty or health scrance from

Opportunity Intamaticral % reduce her farmily’s risk sheald
= hardabip occur

This woman—who cmce bved in extreme powerty with little

e hope for the

ture—ecw ineeats in an Opportusity
savings sccount for ber famniy's future needs. \When she has
enough money axved, she puls x bester roof over their heads
ce 2 concrete Boor under their feet. She may care for coe oo
mace of the childeen In her extended family who bawe been
cophaned by AIDS. Sk ofien starts mew Businesses, empicys
severs’ neghboss, becames 3 leadet Opoortunity leverages
et sxvings 5> make loans to other wemen in hes community

30 i they, 190, can stast [fe-changing businesses

Microfinance becomes a tocl not just in the
transformation of families, but of entire communtties.

Because clients” fves are precaricus and their incomes irregular,
& is criscal for them to save maney for buainess oppartunisies,
family seeds and emergencies

Urdfortunatey, a aege maority of wemen in the developing
world xee forcad to keep what fttle money Shey may have

n cash because of the kigh misimum depasits required by
mmcat bunks. Cash doean't e intesest and is Sfficult 1o keep
w

re—eapecally for women ‘When they lnck sccess to a bamk
pecple lving in poverty cften tum o local deposit tekers wie
charge op % 200 per duy 1o held their money*

The abiity % save maney with = bank Fke Opportunity, sod

£ exon inderest inatead of inl to the scccess

ying it s <

of wcrmer arcund the weed In develozing cointres where
#oeusands of chidern doe each pear from malaris for the ack

of 55 o purchuse medicine, women crderstand the walue of

savimg far famm by heath emergencies Marny che=ss a5
xway money each week Ls save for larger expernes tut exceed

et weety incomes such xa chidre's achool titioss

Women are g.ch to lemrn St independe—t savngs ca

On these pages, you will discover stories of hope
and transformation for the women of Uganda,
who are representative of the nearly 1.5 million
women in more than 20 developing countries
served by Opportunity International last year.

Women And Girls Are Powerful
Change Agents

Women irvest i their childesn and communiies.

+ in farvilies whers wormen bave s incomne, Sy
have s veice in Snasce decaions, reaulting
I better nutrition, health sad education for
chidren—ndudog gl

« A worman wil spend 90% of her income on her
family, while men fypicaily apend only 335¢.7

+ When family needs s met, women ame more
Hhely to imvest In thesir communities”

-+ When wemen have S 3cits to surtcipste
petlic ife, government corraston declnes '
Educated gits make & difference.

« When & girl receives seven or mere years of
education, she wil marry focr years laser aned
bawe 22 fower childoen.’

« When T0% mcre gira go 1o seccndary schoal,
the country’s ecanceny grows by 3%.7

« When wormen have the skils to partcipats
= pubiic ife. goversmers corrupticn Seclines *

resisce and rebuid the b

With & graet from the Sl & Meinds Cates Foundation,
Opportunity is providing meathesindes coop insurancs 1o
protect armallho kder farmers from the risk of crop loss fom

tating occurrence




Why Education?

Banking on Education Can Help End the Cycle of Poverty

Microfinance x Women x Educating Girls
= Sustainable, Generational Impact

% > midely recognized that education hoida the potentis of
Ereaking S cycie of poversy in the met gemerasarn, yet there
s 3till & great need for increxsed funding *

While mmcat African cosstries have public school syste=ra, many

schooks s of poor quality or are not acceasibée to children—

meranities. Pubd

=apecialy girls—in uee

sndedunded, which resuls in oves

cwde.

ture and an inefective leaming env

cne mosth's income ko many families. When book fees st
sanapostation expenyes ave added to His, educaticn i clien
t of reach for peaple Eving in poversy.

Opperturity International's Banking an Educzaton achocl

cgrem i3 proof that necessity i

he mother

vention Respcndieg to ber commus

s rmay have started o cuy care or

Fome. and then sought an Oppostuniy Trust Grous

exzand hes facifties

Now - Education

reugh the Sank gram, = 3c

+ can cbtain larges, lkeog-term foanz of $5,000 1o

sropres
$25,000 to 3dd classrcoms, improve infrastructioe sod hise

cuslifed teachers. Bua—ess skifs smd communty leadershic
g helps schoot

ning, 23 well 23 cogoing me=
cezafil busimess

implement & 3uc
swide childeen with the

gropriesors create =

slan. These entrepresewss, in turm, 3
1 lenering. With higher quality

achools, childeen slic bemefit from improved nutrition

greatess gift of al—the git

sankation and cles= water
Since 2007, Opportunity has grven 350 loans to private
schools serving 57,000 children kving in poverty.

When farmilies have financial d&culties, giris s often the

=t of school Opportunity &

ra to focus on &

tumty provides sd

hese accounts 33C Earn mtereat

nd savings scocunts

gusranize sisets f 2 chikd lozes her or his guardisns

end to exzand educations’

cpportunities for children on 3 larger scale, Opportunity

a ploting educstion koan programa in Chana, India

Malewi and Uganda

cation empowers studerts with the shills and

atrong farmilies

abilities o secure highes payieg

and help in the eccnomic develo of their communises

Banking on Education Coals
« lnvest in 1,000 schools
« Impact 250,000 children
« Provide $74 millon = loans

+ Develop new prodects, including child savinga
sccounts and achaol fee lowa

Why Opportunity?

We Help Communities Thrive

&

e homes.

Oppartunity uses

vliages and «

are afeaid

weskly t

e

Women - the develkeping wo
Fikdeen, fetching wates, g

van 3 prawli

Thess inncatve defivery crannels are
carry cash 5 banks that are wiles sway. =

with =arrcw profi margims can

Mary women clerts sre llsrate and lack formal ders®,
< finge-print tecknokegy
Surt, & cient preases her Soger to the

w e pewten relatives—can scoess her secount, gaving hes com

Reaching the Most Marginalized

shouder » huge smeunt of respomBily—carnng

owing food presaring meals—and cften umsing sl

usinesses. This keegs them busy from eary morning 1o lste sveming, md ties themn

oy 1o being the bank to dhese women's dooesteps. Satelits
Eranches and mobile bariks reach cients in peeviously unserved aress, bie rursd fasmicg
g markets. Cell phone technolegy gives dients in remote
weations sffordsile, refiable sccess 1o $osi acounts. Corveriant ATMs and paint<hasie

devices offar the only safe method for trammct

ma in mmarny mackets

wggling e

to distant towns

provide secoer banking senvices. T:
creen. No one elae—act even hes 3po

| owes the family's finances

preneur

e it taloes 10 ek

A School Entrepreneur Educates the Next Generation and
Impacts the Future
Romermary Namande is & Sanking on Educasion luan client in Uganda

Patrcs Tubshrws i bomman rescoes manages for Cppottumty Ugs—da

Fifteen pears sgo, Patsicis was Rexemasy's studest

When her husband died, Roseary (shown st right] started 3 school for Infants
makeshi® Gearters 21 3 way 1o support b owe family xndt help othess at S samme time

Like 30 many Ugssdans, Roserman’s IFe had bees deeply affected by the AICS exideme
She loat ber daughter, Two 3Bings 2nd a nephew sdozing the 11 children they leht
Behimd. Running her 3choc! emabied her to raise 3od educate all of them

Today, thanks 1o s sian ant Opp y keans, five pe
Buildings house hes tary schoc! and orcha-age Hee v cares for 300
ctiidran, 55 of whom are cephans Fifteen of them ware borm H IV positive and receive Lestment st the school
Reaerrary sxys, “Cod hua bleased me with the sbiity 1o case for His moxt needy children *

Rosermacy started with & groep loan of SI04 Today, throagh Opportesity's Banking on Edscation program, abe bas o
ke for $7.000 Resemary saes part of the loan 1o bay fabeic to make schoo! uniforms that she seks 5o defray the cost
oftution for those whe cant sfford &

Reaermary employs 53 people sl S achool xnd in her aewing businezs. snd greatly e—bamces ecomcme acivity in
e community

B grow up 1o be profenaiona’ women lice Patrici

She ahio bas helped sducate hundreda of girls, some of whem
(pictured in i photc below). her foemes student. who & =ow

Lank that srovides Rosemary her loans.

refinumce

semice marages at Opportunity Ugands, the mi.

Unlocking Human Capital

abmcat 40 years, Opportusity's services e tapped o S

ndredual potential that msiees tansfarmation possile ko Sose bving

werty. Our clients receive the took they meed to dewek

n

% the fulest—en sreay of fi

srograms aed business training. Given &

and courage

, ewen the moat vulrerable can besome powerful, active

Stizeea creating lating crmmge o their Bmiies and commun ties

Building Community

Every day the Snancial activity of our clients catalyres local commerce

and comeiutes to the iaeges ecomomies of regicns and coureries. With

profits from their busneases, ow can chents boy food and hosash:

p membens devekep strang concectons and learm

neaz 3kifa while saing Cpportunity services to improve their

fres and srengTen their o




Why Now?

Transforming More Women'’s Lives Requires More Resources

Serving the Women of Uganda

The Women's Opportunity Network (WOMN) is committed to
raising $1 million to provide Ugandan women with the financial
senvices they need to work their way out of poverty. In 2007,
Faulu Uganda, a small independent microfinance organization,
became part of Opportunity Intemational. Because Faulu gave
larger individual loans and fewer group loans, the Uganda
operation had a lower percentage of women clients {5195)
compared to Opportunity's average (B4%5). With WON's

help, Opportunity will increase its Trust Group loan program

to greatly increase access to microfinance for the women of
Uganda. In addition, Opportunity plans to invest in 17 full
branches, 18 bank satellites and several mobila banks to bring
services to women living in geographic isclation in Uganda. For
more information on how you can come alongside us in WON's
Uganda Campaign, visit opportunity.crg/won.

Banking on Africa

WOMN's Uganda Campaign is part of a larger $123 million
initiative called “Banking on Africa.™ Through this campaign,

wry important in her

ore hove aliweys had

ez develog

o they can mows up to the ne el ™

Opportunity hopes to provide financial services that will
impact mare than 30 million pecple—or one in 20 Africans
living on under $2 a day. The focus is on sub-Saharan Africa,
where less than 10 percent of the population has an account
with a financial institution. Over $100 million has already
been raised from individuals, corporations and foundations
such as the Bill & Melinda Gates Foundation and The
MasterCard Foundation. We are seeking an additional $23
million from our community of supporters to make our
campaign goal. For mere infermation on how you can bank
on Africa with us, visit opportunity.org/initiatives (banking-
on-africa.

Providing More Loan Officers

To expand access to more women, Opportunity Uganda
plans to hire and train 40 additional loan officers by the

end of 2011. The loan officer has the most transformaticnal
impact on cur clients. Serving as mentors, advocates and
trainers for Trust Group members, loan officers develop as
community leaders. With a heart for the most needy, they
become passienately invelved in their clients’ lives and
become instrumental in building their own local economies.

Creating Women Leaders

Opportunity has raised $10 million dollars to train
indigenous leaders, especially women, across Africa. A major
initiative of WON, this program has identified and developed
talented young professionals, and has prepared future
leaders for senior management positions in the countries
Opportunity serves.

Opportunity has jeined the Goldman Sachs 10,000 Women
initiative which aims to prepare 10,000 women across
Africa for jobs in the financial sector. Opportunity's 10,000
Women Emerging Leaders Program is training hundreds of
promising young African women for management careers in
financial institutions serving Africans living in poverty.

Women in the developing world are ready and waiting for the financial services and training they need
to build a business and a better life for their family. Here's how you can help them get this opportunity.

Deploy technelogy to make savings accounts
accessible and secure for women
$1,500 gift helps fund the purchase of a point-of sale
device that will provide access to financial services
in rural marksts, farm shops and other communal
locations

Expand Trust Groups for women
$5,000 gift funds @ Trust Group, impacting 25 clients and
their families
$35,000 gift provides @ new loan officer with a porifolio
that impacts an entire community

$40,000 gift, when combined with equal gifts from
four others, is enough to purchase and equip o mebils
bank that serves up to 5,000 entreprencurs each week

Educate the next generation

510,000 gift funds a Banking on Education

loan that impacts 635 lives today and the

future of a country Build capacity and train women leaders
$1,750 zift provides management development

Provide support for farmer families programs for ene woman bank employes

$15,000 gift employs and trains a loan officer who
touches the lives of more than 200 cliznts for one year

$30,000 gift provides lsans and crop insurance for a group
of 200 farming families

Get involved Board of Governors, opportunity.org/bog « Women's Opportunity Network, opportunity.orgfwon
Young Ambassadors for Opportunity, opportunity.org/yao

Join the conversation opportunitporgblog = twitter.comOppertunitylntl « facebook.com/Opportunitylntl

Fund a microloan at optinnow.org  Choose an entrepreneur to suppert = Host a fundraiser

Money Lenders
Project Uganda
lum Development Coals” = United Nabions

Busresu for Research and Economic Analysis of Development
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Reporting
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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.

ME
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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.

Reporting Guidelines:

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.

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.

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

Practice, practice, practice. Finally, developing excellent report writing skills requires

constant practice. Practice makes perfect. Write as many times as you can. ME
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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.

ME
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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.

93
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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.

ME
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https://proposalsforngos.com/proposals/best-practices-in-proposal-writing/proofreading-what-to-look-out-for/

Outcome 2 | Number of mentions of Alliance and/or its activities by high 3-6 mentions
level leaders and policy makers at inter-governmental
conferences and in publications by regional bodies
Number of requests from regional forums for follow up support | 3 requests 5
and engagement arising from policy dialogue events and
activities
Number of international and regional stakeholders who are 20 48
actively involved with the Alliance (disaggregated by type of
stakeholder)
Output 2.1 | Number of seminars/roundtables/meetings organized 4 events 7
Number of invitations to speak at regional and international 5-6 invitations 19
conferences and meetings of key stakeholders
Percentage of respondents who report increased 40 N/A
awareness/understanding of internet affordability issues
Output 2.2 | Increased media coverage of internet affordability issues 500 mentions 8,228
Number of opinion or feature pieces referencing the Alliance in | 8 features in targeted publications, 75 | 7 features in targeted On track
targeted publications journalists on media list publications, 179 journalists
on media list
Outcome 3 | Average number of downloads/views of the Alliance 100 256
publications published on Alliance website per month (best
practices, affordability report, case studies, position papers,
briefing notes and research)
Percentage of respondents reporting that they have found the | 50% 68%
information published on the Alliance website useful
Number of requests from think tanks, journals, researchers and | 10 8 On track
others to provide further explanation/insights on the
Affordability report, case studies, position papers and research
published
Output 3.1 | Publication of Affordability report 1 new report published in 2014 0 On track
Output 3.2 | Number of in-depth research pieces developed / supported 5 5
Number of publications in the Alliance knowledge bank At least 50 relevant publications in the | 40 On track
knowledge bank

Number of case studies, position papers and briefing notes
published

4 (average of one per quarter)

5 -
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Output 1.1: Coalitions established in 10-12 countries, which coordinate and catalyse national multi-
stakeholder advocacy networks that include public, private and CSO stakeholders and reflect the

diversity of groups in each

Indicator 1: Percentage of identified players who are actively involved in the Alliance coalition in each
country (disaggregated by type of stakeholder)

Achieved to date:

Ghana: 53%

Nigeria: 52%

Mozambique: 24% (still being built)

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

Progress toward milestone:

Please note: the number of coalition members below represents the number of organisations who
have joined. In many cases, there is more than one individual who has joined the coalition as part of
that organisation.

Ghana:
In Ghana there are 25 national coalition members, which include representatives from each of the
types of stakeholders being targeted by A4Al.

Type of Number of | Name of member

stakeholder members

Academic 2 CSIR-Science and Technology Policy Research Institute, Internet
Research

Individual 2 Education Support Services, EKBENSAH DotNet

Private sector | 8 Alcatel-Lucent, DreamOval Limited, Ghana Chamber of
Telecommunications, Google, GSMA, Intel, MTN Ghana, TechAide

Government 4 Ghana Investment Fund for Electronic Communications (GIFEC);

agency Ghana-India Kofi Annan Centre of Excellence in ICT; Ministry of
Environment, Science, Technology & Innovation; NITA

Other 1 DAILY GUIDE

NGO 8 Africa ICT Right, BloggingGhana, Center for Business

Transformations, MDi-Ghana, Consumer Advocacy Centre (CAC),
International Institute for ICT Journalism (penplusbytes), Internet
Society (Ghana Chapter), Media Foundation for West Africa

CSAIME
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https://pdf.usaid.gov/pdf docs/PAOOTDG7.pdf

Executive Summary

ARM 3 Results Sub-Results

Final Phase of Start-Up Activities

Key Achievements

Opened the ARM3 Field Office in Parakou

Held orientation of Parakou staff in Abomey and Cotonou
offices

Recruited a consultant to assist with M&E activities

Recruited and hired a MEDISTOCK advisor

MCDI recruited and posted a Case Management/Team Leader
and Field M&E Coordinator for the Parakou Field Office

MSH recruited and posted a Field Supply Chain Officer and
Case Management and Performance Improvement Manager for
the Parakou Field Office

Change in Africare’s project management organogram and
support in the project

1.1 IPTp uptake
increased

Prepared a draft MOU and received a funding request from
Faculté des Sciences de la Santé (FSS)

Currently developing a training of trainers (ToT) manual in
interpersonal communication

1. Implementation of
malaria prevention
programs in support of
the National Malaria

Strategy improved 1.2 Supply and use of

LLINs increased

ARMS, Coalition des Entreprises Béninoises et Assaciations
Privées Contre le SIDA, la Tuberculose, et le Paludisme
(CEBAC-STP) and the National Malaria Control Program
(NMCP) worked with a consultant to develop the LLIN
distribution plan for the 100,000 nets arriving in January 2013
Participated in a workshop to re-define the guidelines for routine
distribution of long-lasting insecticide-treated nets (LLIN) to
include the private sector and schools

Revised and resubmitted a request to Peace Corps for the
recruitment of a volunteer to assist with the bed net distribution
program

2.1 Diagnostic capacity
and use of diagnostic
testing improved

Supported the NMCP in organizing a workshop to develop
guidelines for RDT use at government and private health
facilities

Analyzed and published results from Outreach Training and
Support Supervision (OTSS) (Round 10)

Conducted OTSS (Round 11) in 47 facilities (32 public and 15
private)

2. Malaria diagnosis

and treatment activities

in support of the

national malaria

strategy improved 2.2 Case management
of uncomplicated and
severe malaria
improved

Advocated for the adaptation of World Health Organization
(WHOQ) recommendations to include IPTp administration until
birth

Reviewed Malaria Case Management Guidelines

Supervised 45 health care providers (21 from Adjarra-
Avrankou-Akpro-Missérété, Cove-Ouinhi-Zagnanado, Ouidah-
Kpomassé-Tori-Bossito health zones (HZs) and some private
health centers of Cotonou and 24 from Kalale-Nikki-Peréré and
Banikoara HZs) that were frained in the integrated management
of childhood illnesses (IMCI) in the last two quarters

Carried out integrated supportive supervision visits of health
facilities in the health departments of Donga-Atacora,
Atlantique-Littoral, Borgou-Alibori and Zou-Collines

Trained 35 practitioners in Emergency Triage, Assessment, and
Treatment (ETAT) of severe malaria from 8 hospitals. Four new

hospitals were added from the Atlantique-Littoral

Discussions held with MCH Directorate to implement Quality
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Questions?



Thank you!

CSIME



