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Introduction
This workbook comes out of more than a decade working inside the nonprofit sector — long enough to watch the
same barrier trip up organization after organization: the gap between needing money to build credibility, and
needing credibility to get money.

In-kind support is the most underused tool for closing that gap. It's not a consolation prize for organizations that
can't get cash yet. Used deliberately, it's a credibility-building strategy for new and small nonprofits, and a
leverage strategy for established ones. This workbook covers both.

Part 1 is written for organizations still facing the barriers — the unwritten age minimums, the revenue floors, the
“established track record” requirements that quietly disqualify you before you even apply. Part 2 is written for
organizations that have already built an in-kind roster and are ready to convert it into something bigger.

Work through whichever part matches where your organization is today, and use the fillable worksheets directly
in this PDF — type your answers, save, and keep this as a living planning document.



Part 1: In-Kind as a Bridge
For New and Small Nonprofits

1.1  The Barriers Nobody Tells You About

Many funders never publish their real eligibility criteria. You find out about them only after a rejection, or — worse
— never find out at all and just stop hearing back. The most common unwritten barriers:

• A minimum number of years operating (often 2–3, rarely stated outright)

• A minimum annual revenue or budget size

• An expectation of “prior grant history” — funders wanting to see that someone else has already trusted you

• Board-composition preferences that favor organizations with an established, well-connected board

None of these are usually illegal or even unreasonable from the funder's side — they're risk management. But
they create a real chicken-and-egg problem: you need funding to build the track record that unlocks funding.

1.2  Why In-Kind Sidesteps These Barriers

In-kind partnerships — product donations, event space, service donations, sponsorships — typically carry none
of these same gatekeeping requirements. A local business donating supplies for your first event doesn't require
three years of financial statements.

Every in-kind relationship you build does two things at once: it delivers real, immediate value to your
programming, and it becomes a documented, verifiable data point that a future cash funder can see and trust.

1.3  Identifying Realistic In-Kind Partners

Start local and start specific. National brands are possible, but a small, unproven organization has much better
odds with businesses that have a direct stake in your community.

• Retail and grocery — product donations, gift cards, event supplies

• Food and hospitality — catering, venue space, refreshments for events

• Professional services — printing, legal, accounting, design, photography

• Local attractions — tickets or passes as incentives, family-day partnerships, raffle items

• Financial institutions — credit unions and community banks often have community-partnership programs



Worksheet: Your First Five In-Kind Targets
List five realistic local partners you could approach this month. Be specific — not “a grocery store,” but the actual store
and location. Click into each cell to type.

Chapter / County / Region Name:

Organization / Business What You'd Ask For Why They're a Fit Contact Status

1.4  Making the Ask Without Over-Arguing

The same discipline that applies to funder research applies here: if you find yourself building an elaborate case
for why a partner should say yes despite an obvious mismatch, that's a sign to walk away, not push harder.

Keep the ask concrete and specific. “Would you be willing to donate [specific item/service] for [specific event, on
this date, serving this many people]” gets a faster, more confident yes than a general request for support.

1.5  Why In-Kind Belongs on Your Books

Every in-kind gift should be recorded at fair market value in your financial statements, not just mentioned
informally. A funder reviewing your financials sees real partnerships, not just a hopeful mission statement —
credibility you can point to before you ever have a major cash grant to your name.



Part 2: In-Kind as Leverage
For Established Nonprofits

2.1  Using Your In-Kind Roster as Social Proof

Once you have a real in-kind history, use it directly in cash funding applications — not as a footnote, but as
evidence. Naming your active partners tells a funder that your organization is already vetted and trusted by
others making their own independent judgment calls.

2.2  The Graduation Strategy

An in-kind partner who has supported you consistently over time is often a warmer, more natural prospect for a
cash ask than a completely new funder — but only if the transition is handled deliberately. Watch for signals a
partner may be ready to graduate:

• They've renewed or increased their in-kind support more than once

• A staff contact at the partner organization actively promotes your work internally

• They've asked about your broader funding needs or invited a deeper conversation

When you see these signals, frame the ask as the next, obvious step in an existing relationship, not a cold pitch.

2.3  In-Kind as a Hedge Against Funding Volatility

Cash funding is often unpredictable — cycles close, priorities shift, a reliable funder has a bad year. A diversified
in-kind roster is more stable by comparison. Organizations that treat in-kind only as a bonus, rather than a real
second revenue stream, are more exposed when cash funding dips.



Worksheet: Partner Graduation Tracker
List your strongest current in-kind partners and assess how close each is to a cash conversation.

Chapter / County / Region Name:

Partner Name In-Kind Value Relationship Length Readiness Signals Target Cash Ask

Closing Thoughts
In-kind support isn't a lesser form of funding — it's a different tool, with different rules, and used well it can do
something cash alone can't: build verifiable trust before you have the track record cash funders usually require.

Whether you're just starting to build that first partner list, or you're sitting on years of in-kind relationships you
haven't yet leveraged into cash conversations, the discipline is the same: be specific, be honest about fit, and
don't force a relationship that isn't really there.

Want This Done For You?

EJAH Business Consulting & Co screens funding prospects — cash and in-kind — against the same five-gate
discipline referenced throughout this workbook. If you'd rather have this research done professionally than build it
yourself, see our Monthly Prospect Brief, Funding Clearance Report, and Complete Intelligence tiers.

Email ejah@unsealedintelligence.com to get started, or request our Client Readiness Assessment first.
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