
 

WRITING A FUNDING BID – BEST PRACTICE 
 

WHAT 

Funding bids can come from lots of different sources and come in all sizes, National Governing 
bodies (eg. FA or RFU), Enterprise networks and the University (including Sport Brighton and the SU) 
will all have opportunities, a bid is basically about about selling your cause in writing and learning 
how to write a really concise document that explains what you need and how that organisation can 
help you. 

 

WHO 

Bids can be written by any member of the club but we recommend it is a senior committee member 
as you will have the best overview of the club, its aims and the resources already available to you.  

 

WHY 

Funding pots can be a useful resource for developing the club, they tend not to be used for player 
owned kit but for investments in the clubs future. When using it for something like coaching or 
facility costs, it is always good to think in the long term about how you will maintain this 
development once the funding pot has run out. 

 

WHEN 

Pots will open throughout the year, some Sport Brighton will email straight to you, others you will 
need to look for yourself! In sport a lot of bids are opened ready for the beginning of the season, so 
this forward planning is a good job for a new committee to do! 

 

WHERE 

Some funding will come from national pots and some more local. For some bids you will need to put 
a bid in via Sport Brighton. If you are applying for anything external to the university you will need to 
get in touch with Sport Brighton first.  

 

HOW 

Plan Ahead - allow yourself plenty of time to write a funding application. Make a note of the 
deadline for submissions and think carefully about the 'turnaround' time. Some bids come round 
once a month other once a year, some relate to staggered funding over several years. Whatever the 
case deadlines are deadlines so don’t miss them! 

Make sure you are applying to the right funding pot - A beneficiary will only offer support to your 
project if it meets their aims and objectives. Make sure you apply to the right programme! 



 

Demonstrate that you can deliver the project, indicate how the benefits outweigh the cost and that 
you have internal buy-in. 

Involve others – Although you need a project lead, it is always good to have a group of people of 
people involved in fundraising, rather than leaving it all to one person. Involving other committee 
members/student volunteers in fundraising will help them buy in to what you are doing and ensure 
that what is applied for meets the group’s needs. If your funding bid involves a loan, or involves you 
fundraising part of the money yourself, having a fundraising team on board will also make it more 
credible. 

Good Management – If someone is giving or lending you money it is understandable that they 
expect you to have a strong committee structure,  

As a guide it is usually good if you can answer ‘yes’ to the below questions: 

• Does your club have a bank account? (ALL Sports Federation Clubs have bank accounts that 
sit with the SU) 

• Does your funding bid relate to a specific need or thought out strategy? 
• Does the project have the buy in of the committee/membership?  

Do the Prep - Most funders will expect you to be able to clearly describe the purpose of your 
project, who it helps and how it helps them. They will also want to know what difference any money 
they give to you will make. You will therefore need to be clear about what funding you need, what 
you are aiming to achieve, who you are aiming to help and what difference you hope to make. Some 
funders will expect you to report back on how it is going, so particularly good bids will include ways 
of measuring your success (eg. Tracking membership figures or performance).  

It may help you to work through the following checklist: 

Title:   Instantly tells us what it is about, make it clear and self-explanatory. 

Realistic:  Does the project have clear, measurable goals? Is it achievable? Does it meet an 
identified need? Clear concise answers to these questions show a funder that your 
bid has been well planned and organised. 

Focussed:  Make sure you stay clear on aims and intended outcomes throughout. Wherever 
possible use data to back this up (eg. We need money to buy a new hoop because 
the club grown from 10 to 20 members and our current equipment levels are 
hampering our ability to maintain this new, higher, desirable membership level). 

Costs:  Be honest about how much you need and wherever possible back it up with a quote. 
Funders won’t appreciate it if they think you are being greedy or are just guessing. 
As with any kind of bid or request, if you aren’t demonstrating that you have put 
time and effort in why should they? 

Monitor and evaluate – Not always essential but will never hurt. Set up a clear monitoring and 
evaluation system. Describe in detail how the project will gather evidence of its impact. For example, 
if you say that you will be increasing your membership or the access your membership has to playing 
opportunities, you can count heads or record the average time each member spends engaged in a 
drill rather than having to watch from the side-lines. For some bids it will be compulsory, for others 
it will just help to indicate that you have thought it through and that the project will have longer 
lasting impact (ie. Is a better investment). 



 

Exit Strategy – Funding is not indefinite. State clearly what you will do once the initial project and 
funding comes to an end. For example, will you look for funding elsewhere? Do you only need a one-
off investment? What fundraising are you doing in order to continue the project? 

For example, if your team doesn’t compete in BUCS but you get a funding bid which means they get 
home and away games for a year without needing to pay on top of their Sports Fed card, what 
happens when the money runs out? Will those players pay a membership next year if they aren’t 
getting the game time? Will they refuse to pay any extra on top for the same opportunities? This is 
where you need an exit strategy, whether that is a team sponsor or a ‘club membership’ on top of 
your Sports Fed one. This could be an example where actually rather than travel and play like a BUCS 
team, maybe the money should be focused on cultivating local playing opportunities which wouldn’t 
be so tricky to self-fund once the funding bid has run out.  

 

Final Tips: 

• Don't use jargon, being clear and easy to understand is the target! 
• Don't assume anything – the reader may not know you, or your sport or your strategies and 

aims. Best practice is always to set your bid in context! 
• Do your homework. Find out what's important to the person you are applying too, if possible 

try and use similar language to that of the bid conditions or align it with their values! EG. The 
BUCS mission statement is to ‘create the best university sport experience in the world’ how 
are you going to use their money to work towards this? 

•  Try to have some personal contact with it before you write the bid, not essential but you 
may get an inside view on what they are looking for and they may recognise our bid when 
they review it, communicating gives the impression you have put some time into your 
application.  

• Produce your evidence. As long as it is relevant and not a duplication there is no such thing 
as too much back up! 

• Make sure the sums add up. Sounds silly but a bad sum looks as rubbish as missing capital 
letters on a funding bid because it looks like you haven’t spent much time.  
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