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Working together to reduce crime
This briefing paper has been prepared by Michelle Stokes and Alison Mather

of Crime Concern as part of the Partnership Support Programme, funded by

the Home Office. The programme has been delivered by Crime Concern and

Nacro in the government regions and Wales from 2000-2002.

Other briefings, in the series include:

For copies of the above, contact Crime Concern

Tel: 01793 863 500

e-mail: info@crimeconcern.org.uk
or visit www.crimeconcern.org.uk
or www.crimereduction.gov.uk

Introduction
Crime and Disorder Reduction Partnerships exist to identify and understand

the problems of a local area and find solutions. They offer an opportunity for

money to be directed to the “grass roots”, allowing the maximum number of

people to benefit. These are powerful and persuasive arguments when

seeking funds.

Fundraising and the management of funding streams has become an

essential task for many people working in the public and voluntary sectors.

The stakes are high: success can mean the difference between a project

continuing or closing down, people most in need being helped or not. Even

when there is a guaranteed core income, additional money is often needed

to extend the range of the work or to secure some of the “extras”.

Seeking and managing funds is in itself a time consuming process and

partnerships will need to identify personnel from amongst their membership

who have the capacity to undertake this work.

Crime and Disorder Reduction Partnerships (CDRPs) currently have access to

a number of dedicated funding streams from their Regional Crime Reduction

Team: Partnership Development Fund, Safer Communities Initiative and

Communities Against Drugs. However partnerships may wish to seek

additional funding to undertake specific projects which will contribute to the

achievement of their Crime Reduction Strategies. 

This briefing paper is designed to help CDRPs with their fundraising
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activities by providing advice on:

● preparing a fundraising strategy 

● key sources of funding

● principles of effective fundraising

● getting started

A fundraising strategy will support the aims of the Crime and Disorder

Reduction Strategy by helping to: 

● clarify the level of fundraising required, and how this can be resourced 

● engage partners in the fundraising process, identifying funding streams (or

other resources) to which they could provide access 

● provide a mechanism for partners to agree fundraising priorities and forecast

future needs 

● resist the temptation to be sidetracked, or ‘funding-led’

● demonstrate to potential funders that priorities have been carefully thought

through 

● highlight and track match funding requirements

Effective strategies 
The best fundraising strategies are flexible enough to be changed to reflect

key decisions as they are being made. Your strategy should include:

● a clear explanation of the partnership’s overall aims and objectives

● a brief and clear explanation of the work for which resources are required 

● an outline of where you would expect the work to be next year and in three

(or five) years time 

● details of how much money you need and how much you have already 

● identification of priorities: which initiatives you would like to raise funds

for first

● an outline of targets for the work

The strategy’s scale and sophistication should reflect your partnership’s

existing and required resources, and the ability of those involved to manage

both the fundraising process and related monitoring requirements.

It should be supported by:

● An action plan, setting out the work which needs to be done, who will do it

and by when. This should take into account any deadlines set by different

funders and estimate the time needed to prepare bids. It should also outline

arrangements for tracking and reporting progress i.e. how progress will be

assessed, how often and by whom.

FUNDRAISING STRATEGIES
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● A budget for all of the costs involved, including staff time and practical

resources such as stationery, brochures, postage etc.

Before undertaking any fundraising, the practicalities of managing the

incoming funding streams should also be considered and appropriate

systems put in place. For example, where is money going to be held? Who is

ultimately responsible for the solvency of the partnership?

See also: matched funding and making a bid sections

Partnership working opens up a potentially wide range of opportunities for

accessing funding sources across the public, private, voluntary and

community sectors. The list of funding sources is immense and constantly

changing, but this section maps a selection of those with potential for

partnerships at the time of writing. It also lists some useful information

sources.

National Government
In this area, the need to demonstrate the effectiveness of your project is

paramount. You must be able to prove how many people will use the service,

how they will benefit, and why your project is the best way to deliver it.

In many cases, ongoing statutory support is being cut back and although

more money is being made available via local and national government

offices and quangos, increasingly it is being targeted. As a result, competition

for the support which is still available has grown significantly. 

Undoubtedly, the key to success in this area is networking. Organisations

which succeed in attracting support from these sources have spent time

building up contacts and working in partnership with leading agencies.

They have learned to use the right language and have developed a good

understanding of the systems.

As in other fundraising areas, it is essential to think laterally in relation to

Government funding. It may not always come via a direct and obvious route.

For example, both community safety and environmental projects are

important for improving quality of life, which opens up potentially new areas

of “green” funding initiatives.

Understandably, the emergence of new funding streams promising large cash

injections can lead to “funding-led” decisions. It is very tempting to pursue

funding to undertake different projects than those originally planned.

However, the risks are obvious: you may not have sufficient or appropriately

experienced staff, the project may not fit with the partnership’s overall

strategy, it may divert too far from your priorities. It is essential to look as

objectively as possible at available funds and, even if relatively large amounts

of money are involved, learn to dismiss those which do not match the

partnership’s priorities.

SOURCES OF FUNDING
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Fund

Home Office
Family Support Grants

Home Office
Communities Against
Drugs (CAD)

Home Office
Race Equality Unit
Race Equality Grant
(4 programmes)

Home Office
Neighbourhood Wardens
and Street Wardens

DTLR
Community
Chests/Community
Learning Chests

Applicants

Organisations dealing
with socially excluded
parents

CDRPs, DATs and
Positive Futures
projects
An allocation is made
to each CDRP and DAT
Three year allocation
until March 2004

Voluntary
organisations,
community groups,
statutory bodies,
educational
establishments

Local authorities,
businesses/consortia,
Police

Community and
voluntary
organisations

Aim/criteria

Funding to national,
regional and local
voluntary organisations
for training,
information, education
and other forms of
support for parents

Disrupting drug
markets, tackling
drug-related disorder
and strengthening
communities’
resistance to drug
misuse

Building strong
inter-community
networks
encouragement of joint
initiatives; supporting
vulnerable women,
tackling racism

To develop warden
schemes in areas of
high crime or fear of
crime. Two rounds to
date, availability of
further rounds to be
confirmed.

To stimulate and
support community
activity in deprived
areas, involving
communities
in neighbourhood
regeneration

CDRP issues

Growing recognition
of the need to support
parents of young
people at risk

This funding needs to
be allocated to tackle
crime and disorder
problems underpinned
by drug abuse

Seeks to build trust,
respect and confidence
between minority
ethnic communities
and local agencies

Can provide additional
resources to tackle
local problems an
increase community
confidence

Community
involvement
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In addition to grants, partnerships could look at awards where community

safety is clearly a prime target, such as the Philip Lawrence Awards which

recognise “outstanding achievements of good citizenship by the young”.

Also see: www.volcomgrants.gov.uk

Regional Government
It is likely that almost all Government funding will become targeted,

eventually replacing the competitive bidding process. In addition, the trend

is for greater influence at a regional level. Funders identify particular needs

and allocate funding specifically to projects working in that area. In many

cases, they will also identify ‘mainstream providers’ who are recognised as

experts in that area. Ideally, your partnership should include one or more of

these agencies. 

At a local level, there will be stated priorities and decision-makers may also

be aware of specific schemes which they are keen to support. Understanding

local politics takes time and it is essential to develop effective networks

which can alert you to changing priorities and emerging opportunities.

Local Authorities
Although overall levels have fallen, some local councils still give grants

together with support ‘in kind’. As with central Government, partnerships

should investigate all relevant departments in each of the authorities within

their area to identify money which may be available for community safety

initiatives. 

As Government funds run on a 1 April - 31 March cycle, there is often

uncommitted money which must be spent by the end of March, often

resulting in money being made available at short notice during

February/March. This is, therefore, a good time to have a number of small

bids ‘ready to go’.

Many local authorities employ dedicated Grants Officers who can give advice

on a range of funding, available via their own authority and externally. These

officers should be an early point of contact.

Aims/criteria

Exploring ways of
involving local people
in improving quality of
life, in support of the
ODPM’s urban policy
objectives

Improvement of
services to local
people or reduction in
costs through
innovative, joint agency
projects

CDRP issues

Initial schemes
indicate impact on
local crime and
disorder problems

Mainstreaming
community safety
provision (Section 17)

Fund

ODPM
Special Grants
Programme

Cross- Departmental
Invest to Save Budget

Applicants

Community and
voluntary organisations

Government
departments, local
authorities, other
agencies, public
corporations
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Regeneration funding
Regeneration funding is targeted at the most deprived communities in the

country. Whether your partnership can access funding will depend on where

you are working. New Deal funding, for example, will only be an option if

your partnership comprises one (or more) of its target areas. Both the

Government Office and the Regional Development Agency for your area can

advise you on what currently is available. 

Undoubtedly, regeneration funding is a significant source of support for

community safety projects. However, the complexities of the bidding

process, the time involved, and its somewhat onerous monitoring systems,

have made this an area of expertise in its own right. Smaller partnerships,

particularly those without dedicated fundraising staff, should consider

carefully their capacity to apply for this type of funding. To be successful, you

will have to prove you are working in partnership - this is not work which

can be undertaken by individual agencies. Nor will it bring rapid results.

Applications progress slowly through a series of committees and

sub-committees and you will need the guidance and support of the Grants

Manager to steer you through the system.

Lobbying can be very useful. As the decision makers are publicly

accountable, their names are published and there is nothing to stop you

contacting them directly. In fact, it is advisable to ensure that all those

considering your project are aware of the detail before you submit the

application.

Community Chests and Community Learning Chests
These are designed to release smaller amounts of money from some of the

major regeneration funds and can be accessed more easily for smaller scale

community projects. Local authority funding officers and regeneration offices

have further information. There are also lists available of key local contacts

for each fund on the Neighbourhood Renewal Unit website:

www.neighbourhood.gov.uk/leadorgs.asp and

www.neighbourhood.gov.uk/leadcc.asp

Allocated funds
In some cases, both at a national and regional level, it is possible that funds

have already been allocated to specific agencies with particular goals in

mind. For example, NHS funds targeted at hospitals to help improve hospital

security. If the work is directly relevant to your partnership’s priorities, it is

possible that you might be able to access such funds via partner agencies.

Europe
It follows that if accessing government money is complex, the same is true

for European funds. Funding is available for priority regions and is always

targeted to meet clear objectives. It is a potentially lucrative area of

fundraising, but it requires significant investment of time, both for research

and for the bidding process itself. Typically, it can take up to 18 months from

submission of an initial application (a written outline proposal) to the final

decision and the release of money. This makes European funding unsuitable

as a ‘quick fix’ for emergency needs.
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Partnerships need to establish whether their area is eligible for funding.

For example, European Structural Funds are justified under one of

three objectives, each with a range of priorities:

● areas where Gross Domestic Product (GDP) is less than 75% of

average EU GDP 

● specific urban and fishing areas where industry has declined 

● schemes intended to improve training and employability subject

to regional priorities

Co-financing of funding, e.g. European Social Fund (ESF) money via

Learning and Skills Councils, means that different funds can be accessed via

a single process. 

Information about European funding is available from Regional Government

Offices. Partnerships with voluntary sector partners can also access advice

from Voluntary Sector European Funding Advice Offices.

The National Lottery
This section is relevant to partnerships with one or more active, voluntary

sector partners, as these funding streams can only be accessed by registered

charities or organisations whose purposes are charitable. If you have not

already done so, it may be worth considering engaging such partners. 

Since 1995, the National Lottery has been giving money to ‘good causes’.

These have changed periodically, with specific funds sometimes being made

available only for a limited period. Although the National Lottery still

provides large sums of money, the very large grants which made the

headlines in the past have largely disappeared. Newer, smaller funds have

been introduced to speed up the process and spread support amongst more

beneficiaries.

Community safety issues are supported primarily by the Community Fund,

which specifically supports the work of charities, voluntary and community

groups throughout the UK. The main aim of the Fund is to address the

needs of those at greatest disadvantage in society and to improve the quality

of life in the community. 

The New Opportunities Fund also focuses on supporting seriously

disadvantaged members of society, targeting its money through health,

education and environmental projects.

European Structural Funds

European Social Fund (ESF)

European Regional
Development Fund (ERDF)

European Agricultural
Guidance and Guarantee
Funds (EAGGF)

Financial Investment for
Fisheries Guidance (FIFG)

Criteria

Supports training, learning and guidance projects to enable
people to play a more active role in the economy

Aims to bring social, economic development and standards of
living into line across Europe, particularly in deprived industrial
and rural areas

Supports competitiveness of agriculture, ensures diversity of
economy in rural areas and improvements to the environment

Helps to revitalise areas dependent on the fishing industry
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This area of funding is also becoming more targeted. Over time it has

become possible for Lottery Officers to build a better picture of how the

money is being distributed, which areas of the country are under-represented

and which causes are most in need. It is essential to check the current

priorities for lottery funding in your area before you apply. Information and

application forms are easily available.

See: www.community-fund.org.uk    www.nof.org.uk

As with government and European funding, the amounts of money available

and the criteria will change from time to time so it is important to keep

updated. The following information was accurate at the time of writing:

Trusts and foundations
Trusts and foundations are often set up by wealthy individuals or families,

such as Lord Sainsbury, or by large companies. Others generate income from

their own fundraising efforts e.g. Children in Need. Together they offer an

estimated £700 million each year. They are independent and set their own

rules, publishing information about what they will give money for and how

much. The range on offer is vast, which is why thorough and accurate

research is essential.

In almost all cases, eligibility for this type of funding requires organisations

to hold registered charity status. Again, one of the strengths of a

partnership’s voluntary partners is that they can, potentially, bid for these

funds.

Lottery distributor

Community Fund

Community Fund

New Opportunities Fund

Community Fund and New
Opportunities Fund

All distributors

Fund

Main grants
programme

Medium grants
programme

Various
e.g. Green Spaces and
Sustainable
Communities

Fair Share

Awards for All
(Lottery Grants for
local groups)

Rang of grants

Up to £250,000

£5,500 - £60,000

£500 - £5,000

Unlimited (with some
matched funding)

up to £5,000

Criteria

Projects intended to
relieve poverty and
disadvantage, and
strengthen the
voluntary sector

As above, but the total
maximum cost of the
project is £60,000

Addressing social
exclusion and
deprivation - three
categories: health,
education and the
environment

Intended to ensure 62
areas will benefit from
the above grants -
aims to bring areas up
to a median level of
funding over the
next 3 years.

One-off project grants
for local groups to
involve more people in
activities which benefit
the community
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Matched funding
It is extremely rare for individual funders to give a grant to cover all the costs

of a project. Wherever possible you should be seeking to spread the costs

between different funders and/or to demonstrate the contributions available

from partners and other supporters. A financial value should be given to staff

time, equipment and materials which are given ‘in kind’, and presented in a

way which both demonstrates the partnership’s ability to attract other

support and shows the true value of the work involved.

Partnerships typically combine the support of many partner agencies, all of

them giving their employees’ time, sometimes at a very senior level. The

financial value of this expert knowledge is often huge and should not be a

hidden support, it represents the true cost of the work you do. This is

equally true for volunteers, without whom many of these projects would not

exist, their time has an easily quantifiable value.

The most successful community projects include a range of local people

making their own contributions towards a shared goal. For example local

businesses may give materials to help improve an area and local people may

help to get the work done, real cash may be just one element of a local

project.

The role of the fundraiser is to highlight common ground between the

partnership’s aims and funders’ needs. Try to establish why funders want to

make a donation. They will have identified target groups of people whom

they believe need support – what are their priorities? How could the

partnership help them to realise their vision? The Following are some of

the themes common to all fundraising:

● Research: Plan carefully and thoroughly, allowing plenty of time.

Fundraising is often a slow and meticulous process. At least half of all time

allocated to fundraising should be spent on research, identifying possible

funds, obtaining and reading guidelines, making contacts and keeping up to

date. 

● Realism: Try to be realistic, don’t expect to raise millions of pounds in a

short time unless yours is a very large and well-established cause. Identifying

smaller, more realistic targets for several donors is more likely to succeed

than trying to raise a single, large sum.

● Clarity: keep your messages clear and simple, minimise unnecessary jargon

and be succinct. Only send essential supporting information. Funders are

inundated with requests and will not have time to spend on lengthy, opaque

applications.

● Stay informed: Networking and being vigilant are essential. Experienced

fundraisers are always alert to relevant stories in the local press. They

participate in local discussions and keep informed about new funds coming

on stream and changes in criteria via websites and other sources of funding

information. 

● Confidence: Having devised a project which you believe can make a

significant impact, the task is to persuade potential donors that you are fully

committed and able to deliver. Wherever possible, use a personal approach.

A telephone conversation or meeting with key decision makers will have

much greater impact than a letter.

PRINCIPLES OF EFFECTIVE FUNDRAISING
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A good place to begin is to ask why it is necessary to raise more funds. Is the

aim to expand a project, to develop another area of work or, more

fundamentally, for the project to survive? The amount of money needed, and

the urgency of that need, will dictate when and where to begin your

campaign.

Try to raise money from a variety of funders. Multi-income streams may seem

more complex but are often more secure. Your project will be more stable if

you can spread the risk across a number of different income streams.

Dependency on a single funder can spell disaster if that funding is ever

withdrawn or reduced. However, be aware of the demands on time and

resources involved in the monitoring and evaluation required by each funder

as evidence of work undertaken. 

Research
Your fundraising strategy should help you to identify different themes or

priorities around which to begin your research e.g. are you looking to work

with a particular group? Such indicators will help you to cross reference

funders in the different guidebooks and websites. 

Make sure you have the latest criteria. These will change, in some cases each

year. You should also try to find out how different funders process

applications: how often, at which times of year. This information can be fed

back into your strategy. 

Information technology has made fundraising information much more

accessible. For example, the National Lottery websites are packed with

information about their grant programmes, how to apply to them and forms

which can be downloaded. Many trusts and foundations have comprehensive

websites, and there are various organisations offering help with research,

although usually at a price.

When you have completed your initial research you should aim to draw up a

shortlist of funders. Identifying a few, carefully chosen sources will be more

effective than using a ‘broad brush’ approach.

First approach
● A good introduction is a well-written leaflet explaining what you do and

setting out your plans, possibly including the aims and objectives from your

fundraising strategy.

● Try to identify a named contact, remembering that they will receive many

calls every day – how can you attract their attention?

● Mailshots to local companies are rarely successful except for very small

amounts of money. 

● If your first approach is unsuccessful, don’t be disheartened. Ask your

contact for feedback on why the bid failed and ask if it is possible to

re-submit. Perseverance is often rewarded.

GETTING STARTED
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Making a bid
In preparing a bid, you will need to address the partnership’s priorities first.

Having done this, you must then re-consider the criteria in the light of the

funder’s priorities. Answering the following questions will help:

● What are the aims and objectives of your project?

● Who is the work intended to benefit, where, how many, are there specific

groups?

● How does this project fit in with the partnership’s current and planned

work?

● What systems do you have in place for monitoring and evaluating the project

and can these findings be disseminated to benefit other organisations?

● What other funding has the partnership secured or can generate itself? Does

it have support ‘in kind’ to reduce the full cost of the work?

● How is your project different and why do you think it is best placed to

deliver the work?

● Is your budget realistic and what will happen when this grant comes to an

end?

● If you cannot raise all the money you need, which elements of the work will

you prioritise and deliver?

● Before submitting your bid, it is a good idea to revisit the funder’s guidelines

and published information. Check that:

● the bid matches their criteria in terms of beneficiaries and

geographic area 

● the amount of money you are requesting is in line with previous awards

made to similar causes or initiatives

● you will meet their deadlines

If you are applying to one of the more complicated funds, such as those

from Government sources, a recommended approach is to make some initial

notes and discuss them in detail with a Funding Officer to fine-tune the bid

and minimise the need for subsequent changes.

Evidence and supporting information
Statistics and other supporting information can add great weight to your

application and will make the initiative seem more realistic. All grants are

given with certain expectations in mind – expectations which will form the

basis of a funding agreement. 

Accurate and up-to-date statistics are essential if you are trying to make a

case for crime prevention or reduction. The Crime and Disorder Strategy will

obviously be the key source for such information, but data from partner

agencies, the Government Regional Office and the Home Office website can

provide updated statistics and fill in any gaps or more specialist details.
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Sponsorship
The fundamental difference between sponsorship and straightforward

donations is that sponsorship has measurable benefits for both parties.

To succeed with sponsorship requests, it is important to start by imagining

the sponsor’s perspective. Think about their priorities. If you are

approaching a commercial company for example, spend time building an

understanding of their audience and their markets. You will have to convince

them that supporting your project will enhance their product or service and,

ultimately, increase their sales. You may have access to an important market

for them, or association with your project could enhance the company’s

reputation or image at a local level. 

It is relatively easy to research potential sponsors because, by its very nature,

sponsorship is highly visible. You will see sponsors’ names on literature and

publicity materials - note those who are giving support to community safety

projects in your area. 

Often sponsorship happens at a very local level. A small firm, for whom local

support is vital, may be prepared to support a high profile and/or worthy

cause. Their aim may be to create or maintain goodwill amongst local

people. Alternatively, your project might have some personal significance to

a senior manager. It is advisable to do your research and develop contacts.

You may find as much (if not more) success obtaining ‘in kind’ support (see

matched funding). Although cash donations to local projects tend to be

small, the value of seconded staff, expertise and advice, use of transport or

materials can be highly beneficial. Once committed, the sponsor will want to

be able to give support as easily as possible. Think carefully about what you

really need, as you do not want to find your limited space filled with

unwanted in kind donations!

Once again, the basics apply: the key to success is making contacts. A circular

letter to companies in the area is unlikely to win you support and, if poorly

researched, could do more harm than good. Identify a small selection of

companies to approach and a named contact in each. In most larger

companies, sponsorship is the responsibility of the marketing department

and many have a dedicated sponsorship manager. Ask if they have a

sponsorship policy and try to find out if they have supported similar

schemes before. 

Successful fundraising is inseparable from good marketing. You have to get

your work known. Producing clear, concise literature about your aims and

plans, attending local forums, gaining membership of relevant groups will all

help you to gain information and experience. Think through how to keep

your work in the public eye and try to develop contacts within the local

media which could help to promote your achievements. Partners should

always be ready to talk about project plans and should seek out

opportunities which may become available. Even if you have not established

a direct link to a potential funder, you can raise your profile sufficiently for

them to have heard about what you do, or for them to able to find out.
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Fundraising events
Fundraising events are a good way to harness a community’s energy and

enthusiasm – particularly young people’s. Small, easily contained projects

e.g. seating or anti-graffiti schemes, can engage local people in helping you

to raise the money, as can sponsored events such as raffles, jumble sales, and

sponsored events.

Many local people will already have the experience to undertake these tasks

but it is obviously important to check any literature and details of events

which are being held in your name. Collections or raffles need prior

permission from the local authority and the Local Authority Funding Officer

can advise on this.

Fundraising is more than just one group of people giving money to another

group of people. It is about working together to achieve shared goals. Most

potential funders state their priorities very clearly. It is the fundraisers job to

match their priorities with those of your partnership. 

Fundraising is a relationship. It is another partnership. It is no longer about

a ‘good cause’ going to a charitable funder with a begging bowl. Without

you, they cannot achieve their aims of improving society and helping

communities. They need your expertise as much as you need their money.

CONCLUSION
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