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I was one of the original four members of the foundation’s board of directors. We met
J{iw~ Kinif~ t{jw f ujwti tk ktzw rtsymxns 6>>=yt ufuxj fsi ijasj j{jw~ | twi fsi
concept of the Mission and Principles of the foundation. Three years later the remaining
three members of the board of directors met to review the foundation’s Mission and
Principles to see how they were working and whether or not any changes needed to be
made. We reviewed them in relation to the grants we had awarded and the proposals
awaiting approval and decided no fundamental changes were necessary. That being said,
we regularly review the rhetoric and the ways in which our Mission and Principles are
ujwhjn{g i g~ tymjwasin{nizfox ns ymj umngFsymwtu~ | twgi -xujhndhfog~ ymj xthnfy jsyjwuwnxj
arena) and potential grantees to make certain they are clear and direct.

\j zsijwxyfsi ymfyymj Iwfsyx fsi ymj uwthjxx ymwtzIm Jmohm |j asi fsi kzsi lwfsyjjx
are unique, and I am taking this opportunity to describe them in greater detail.

Why We Make The Kinds of Grants That We Do

Ymj Luwjfy Gf~ Ktzsifynts xujhnahfy~ xzuutwyx stsuwtayl xthnfy jsywjuwjsjzwx | tupnsl
within the following two parameters:

1. Those who are creating and/or operating revenue-generating projects that
kthzx ts rfpnsl ymj twlfsn fynts tw {jsyzwjx jhtstrnhfy~ xjgkexzkahnjsyl tw fuj
moving in that direction, and

2. Those whose projects help individuals living on the edges of society become
more self-reliant and less dependant through the acquisition of skills,
improvement of their faculties, training, jobs, etc. We don’t want to enable
individuals to become adept in obtaining handouts, grants, or donations. Giving
an organization or individual funds today might help the individual or
twlfsn fints yt Fitwjxx fsnrrjinfyj 1jahjsh~ gzyns ymj qtsl wzs itjx sty
change anything. After the funds are gone, the individual or organization will
again have his or its hand out, begging for more.




Twlfsn fintsx sjji yt rtijgymj xjk2xzkahnjsyl
stand-on-your-own two feet, behavior it is asking of
its clientele, the people it serves. We believe there is
a “disconnect” between an organization or venture
that is grant dependant but that asks its clientele to
be self-reliant. We want the organization to practice
what it preaches. For this reason we want it to be
income-producing and to seek to reach break even.
Ultimately, the Great Bay Foundation wants to effect
fundamental social change.

Who We Fund

Lwjfy Gf~ qttpx ktw stsuwtayl xthnfy jsywjuwjsjzwx
who will “get the job done.” No matter that it is a
great idea, that the board is fantastic, or that there
X Jtsijwkzg htrrzsy~ xzuutw? \nymtzy f xujhnah
entrepreneur to lead the venture and to make sure
the entrepreneurial venture is accomplished, we do
not fund it.

N\Jj fxpymj jswjuwjsjzwyt xjy ijasnjl rjfxzwfgy
goals, both social and business, for the venture, for
ymj yjwrr tk tzw Iwfsy3 \J fuj cttprsl ktw 1jasnyj
outcomes, not process goals. In addition to asking the
entrepreneur to articulate measurable goals for the
venture, we ask the entrepreneur to be accountable
(not legally but morally) to us for achieving the goals
he or she sets. If he or she is successful—good. If not,
we would like him or her to state where he or she has
gone wrong, to rethink the project, to articulate new
goals which are realistic (possible and probable of
succeeding), and to set forth new plans for getting the
project done in a manner in which we can support.
We encourage grantees to not be paralyzed by their
failures but to learn from the experience and move
forward. In one case, for example, the entrepreneur

told us that her original proposal just would not work.

But then she went on to say that she had re-thought
what she intended and wanted to try again. We
appreciated her frankness and direct approach and
decided to fund the second version of the venture.

How Do We Identify Entrepreneurs?

Great Bay does not have a simple check list
for identifying who is and who is not a social
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entrepreneur whose venture meets our foundation’s
principles and guidelines. While decisions are based
upon objective criteria, the procedure is also highly
subjective. For example, | usually make a site visit to
meet people who have been recommended to Great
Gf3 TsjyrjiN |jsyytymj tkahj tk f utyjsyfy
grantee and within ten minutes | knew he was the kind
of person we were looking for. Another time, I visited
a candidate and within ten minutes knew he had been
in the job too long, and that he was not someone
whom we could fund in a venture. Why? Both
individuals had run enterprises in the past. This was
sty ymymw awxy ufujw wtzyj3 Ymj~ | jwj sty alzwmsl tzy
[mfyyt it fxymj~ | jsy fitsBB Ymj htshjuy tk uwtay
and loss was not new to them. The concept of income
generation was familiar to them.

While both entrepreneurs were very committed to

ymj raxxntsx tk ymjnw twlfsn fyntsxt ymj awxy nsin{nizfy
was brimming with ideas for generating income. He
how he could make the business work, how he could
employ a certain number of the individuals he served,
fsi mt] ymj~ | tzoi gjsjay Ymj xjhtsi nsin{nizfy
had a general idea to expand what he was doing but
mfa kj | nigfx ts mt] ytnshwyfxj mox hfxm At] fsi
st ijasnyjnijf tsmt] rfs~ fiinyntsfy jrugt~jjx
mj htzoi jrugt3 Ymj awxy nsin{nizfy | fx fzifhntzxl
mj psj | xujhnahx fgtzy mx uwtutxji gzxasjxxt mj mfi
ijasnj nijfx fgtzy mt] rzhmymj ymsIx mj uwtutxji
would cost, he had thought about it. It seemed to

me that the second individual was waiting for me to
suggest things he could do. Rather than audacious, he
seemed risk averse.

\J kzsiji ymj awxy nsin{nizfox {jsyzwj gzy sty

the second’s. Both were good people. Both ran
organizations which did good, needed, work. But one
I would bet on, the other | wouldn’t.

Over the last (almost 10) years I've been doing this,

a couple of our grantees have proved not to be

good bets. Mostly, it is because they have not done
what they said they would. In those cases we have
ceased funding the venture. We are always mindful
that a cessation of our funding may harm those (the
clientele) who have depended on the venture, so we try




to mitigate any harm by phasing out our withdrawal
of support.

What Types Of Ventures Do We Fund?

As | stated earlier, we fund income-generating non-
uwtayx ymfy mf{j £ izfy 1t ymj xzxyfnsFgnyy~ tk

its organization or venture and the self-reliance

of the individuals whom the organization serves.
Oftentimes, the business employs physically and/or
mentally disabled individuals, youth at risk, and
battered, divorcing or divorced women, etc. In
addition, we have funded initiatives that helped
low-income individuals maintain their way of life
and economic independence, and individuals with
uttw hwjiny fsi st asfshfy qyjwfh~ ywisnsl gz~ f
car to get to work, the doctor, the supermarket, etc.
We have also funded transportation initiatives for
seniors who wish to remain independent and in their
own homes but are no longer able to drive. The list
Is as varied as are the individuals who head up the
twlfsn fyntsx ymfy &g ymtxj sjjid Gzy tsj ymsl
common to all the ventures we fund is that they were
perceived by us to be possible and probable

of succeeding.

We also look for ventures that are driven by need,

not by what we think would be a good solution to an
issue we perceive. Our grantees are addressing some
of society’s most basic needs. The entrepreneurs
envision ways to meet those needs — for and including
the individuals affected. We do not, for example,
announce an initiative in healthcare or aging and

Txp stsuwtayx ktw uwtutxfox Fiiwpxnsl ymtxj sjjix
Instead, we look for solutions and ideas from those
experiencing the problem or need.

What Is Our Grant Review Process?

Tshj |j mf{j nigsyaji f umshiug i jsywjuwjsjzu
who articulates measurable goals and who will be
accountable for the success of the venture, we request

a one or two page concept paper setting forth what
the entrepreneur has in mind, how the venture is
going to work, what its outcomes will be, and how
he or she — and we — will know that those goals
mf{j gjjs rjy3 \J foxt fxp ktw ¥ tsj uflj asfshnfy
projection of how the cash (income and expenses)

g A3

My observation is that if the applicant cannot put his
or her ideas down in a page or two and doesn’t have
a good idea of income or expenses expected, the
Tfuuphfsy 1tyxsiy mf{j £ awr Iwfxu tk ymj {jsyzwj’

If these simple tasks are not doable by the grant
applicant, we do not want to go any farther. If they
are doable, we initiate a dialogue, asking a variety of
probing questions about the impact of the proposal,
ymj szrgjw tk nsin{nizfix |mt g gjsjay kwtr ymj
{jsyzwjl fsi ymj xujhnah tzyhtrjx xtzlmy g~ ymj
applicant (and whether these are really outcomes and
not just process). As to the business, we ask about its
competition and whether the entrepreneur has done
a survey of the market. If not, why not, and if so, can
we review it? Has the applicant done any planning?
What has been the result? And the questions go on
and on.

All communications, the questions and the responses
by the grant applicant, are forwarded to Great Bay’s
grant review committee which often poses its own
questions. We don’t have a formal grant process and
don’t request a formal business plan. Our questions
and answers’ dialogue addresses all the issues a good
business plan might cover. In fact, we discourage a
grant applicant from providing us with a business
plan. We have found that business plans often contain
information we do not care about, and are a lot of
paper addressing issues of no concern to us.

We do not have all the answers. Effecting social
change is an ever-evolving, work-in-progress, and we
try to capitalize on our agility to see and meet needs
as they occur and/or are brought to our attention.

Peter Greenleaf can be reached at pgreenleaf@greatbayfoundation.org




