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PSG Module 2  (Project Identification and  Conceptualization) and the Project  Life Cycle table indicate that engagement with potential donors should take place in the early phase of the life of project conceptualization.
This checklist seeks to assist project designers to identify and interface effectively with donors, and thereby mobilize funds for their project. The Strategic Partnerships Unit (SPU) stands ready to provide donor intelligence and assist with all donor engagements. 
Engage in dialogue with potential donors as “partners”. It is important to have donors involved in the initial design of a project. This is because many will want to influence or help to shape the project design to meet their own programmatic objectives. Most donors prefer to see themselves as “partners” in project design, implementation and monitoring rather than simple funders. 
The following principles should ALWAYS be taken into consideration when approaching potential donors: 
· Donors come in many different guises. They can be government ministries (development, foreign affairs, environment), multilateral agencies, private and corporate foundations, corporations, or individuals. Each group requires a different and tailored approach;
· Donors are investors. Any project / program proposed must align with their priorities as well as IUCN’s priorities, and deliver concrete outputs;
· Most donors do not like to be asked solely for money. They prefer to be engaged in the design and development of a project /program. It is therefore advisable to develop a Concept Note for initial discussion before developing a full proposal. Good Concept Notes should be concise (no longer than two pages) and include:
	
	Basic elements of a Concept Note

	Rationale & challenge addressed
	Why is this project relevant (related to the challenge and the donors  priorities)

	Objective  & Results
	How will this project deliver demonstrable results 

	Impact  & Beneficiaries
	Indicators of results, and targeted beneficiaries


	Role of IUCN
	How is IUCN uniquely positioned to deliver the project


	Budget & Duration 
	How much is the project  expected to cost 






Project designers should undertake a donor mapping exercise as the basis for developing a resource mobilization strategy. 

	
	Donor Mapping

	Gather information on past (and present) donors
	List donors which have traditionally supported your project/s (bilateral, multilateral, foundations) 

	Gather information on donors of similar projects 
	List donors which have supported similar projects in which IUCN may or may not be involved. This information can be retrieved from project reports, the  internet, partner NGOs, etc. 

	Structure of funds 
	For every donor identified, indicate the amount of support provided as well as their policy on management and administrative fees

	Analyse your past efforts and resource mobilization strategies 
	Based on the list  of donors  you have produced, identify  trends,  gaps, opportunities, and prioritize donors according to chances of support. “Hot” prospects are generally current donors likely to renew their support.  “Warm” prospects are generally past donors  which have supported in the past; “Cold” prospects are potential donors who support similar projects  / causes but have not supported IUCN

	Evaluate the current  donors climate
	Internal factors:  IUCN’s programme and priorities, change in management, etc
External factors: trends in donors community,  global priorities, relevance of the project in current context, etc

	Set your  project goals
	Identify fundraising goals



Once you have completed your donor mapping, consult   IUCN Global Strategic Partnerships Unit for further guidance and support (strategicpartnerships@iucn.org)


