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Funding application writing toolkit  

Whether you are new to applying for arts funding or you have submitted applications before, this toolkit 
has been created to guide you through the key components of funding applications and to help you 
understand how to build a clear and compelling case for funding.  

This toolkit provides you with a range of tools which will assist you in developing your funding 
application, including:  

 10 tips – Applying for funding  

 Insights and advice from industry peers and assessors  

 Funding program criteria checklists and support documentation  

 Budget preparation 

 Example budget: annual performance program – Pineapple Quartet 

 Example budget: performance project – Jump-Up youth 

 Example budget: regional gallery exhibition project – Botanica 

 Example budget: career transition opportunity 

 Example budget: international residency 

 Example budget: mentoring and skill development opportunity 
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10 Tips – Applying for funding 

 

1. CUSTOMISE your application to the selected funding program. Understand its focus and address 
all criteria. If you are applying for government funding programs be mindful taxpayer funds are 
contributing to your initiative and you need to articulate the social, community or cultural return 
on the public investment.  

2. BE SUCCINCT. Tell the reader exactly what you plan to do, why and how. Keep to word limits. 
Write in clear and simple language. Avoid jargon and acronyms. Use headings and dot points to 
make it easier for the reader to quickly understand the structure of your work. Keep on topic - 
don’t answer questions with ‘not applicable’ or ‘see above’.  

3. SELL. Excite your reader! Have a compelling project description linked to your organisation’s 
purpose and vision. Present your unique selling point and value proposition in an engaging way.  

4. EVIDENCE. Demonstrate your experience and capacity to make this project a success. Letters of 
support should substantiate your claims. General testimonials or references not related to the 
project will not add value to your application. Good quality video of previous work, easily 
accessed via web links (e.g. YouTube, Vimeo) is an effective way to demonstrate the nature and 
quality of your work. 

5. DEMAND. Why does this project need to happen? How do you know this? How will you 
demonstrate this? Show your project is well researched. Evidence of demand is critical.  

6. BUDGETS must balance! Income must equal expenditure. Revenue estimates need to be realistic 
and evidence based. The more diverse (and realistic) your income sources, the more competitive 
you will be. It will also demonstrate that your project is valued by your funding partners and is 
viable. If you are applying to a number of funding bodies, indicate if funding has been confirmed 
and if not, when you are expecting to hear from them. The budget speaks volumes about the 
viability of your project. Ask a financially literate colleague to check your budget. 

7. MARKETING. Have you allocated adequate resources to market your project to your audience? 
Are you using social media to its best advantage? Include marketing strategies in your proposal.  

8. PARTNERSHIPS. If your project is supported by others (collaborators or financial supporters) 
describe their contribution, and provide confirmation of their commitment. 

9. SUCCESS. Be clear about the intended outcomes and impact of your project. Describing ways you 
will measure success demonstrates to assessors your project is well planned and likely to achieve 
the outcomes as stated in the application. 

10. CHECK. Proof read your document then ask a colleague to check it over. It should make sense; 
have no typos or budget errors. If a person reading your proposal had never heard of your 
organisation or your project, would they have a clear understanding of what you intend to do 
and why? 

 

 

 



 

 For more Arts Acumen resources visit www.arts.qld.gov.au 

Insights and advice from industry peers   

and assessors 

Assessors commonly report that successful applications were able to: 

• articulate clear proof of concept and demand for the project 

• generate a high level return on investment 

• demonstrate due diligence in preparation and research – i.e. show that the project has been thoroughly 
researched with solid planning 

• benchmark or demonstrate the potential impact of their work locally and nationally 

• provide a clear, concise and accurate budget where income equals expenditure and much of the 
income is confirmed 

• clearly evidence partnerships (cash or in-kind) and how they will contribute to project outcomes 

• adhere to support material requirements with quality, relevant material. 

Applicants should remember that all funding programs are highly competitive. Successful applicants were 

more likely to have applied to Arts Queensland previously, suggesting that even an unsuccessful 

application can be a learning experience. 
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Funding program                                         

selection criteria checklists 

Government funding agencies offer various funding programs to support a range of arts activities. While 
funding program selection criteria may differ slightly across funding agencies, there are common themes 
and priorities.  

The following checklists aim to help applicants understand what is required to effectively respond to four 
generic arts funding criteria:  

1. Artistic merit/quality  

2. Audiences and proof of demand reach and access  

3. Viability  

4. Market development  

• It is important that you view the checklists from your own perspective as not all questions or support 
material will be relevant to your project and/or chosen funding program.  

• Questions pertinent to organisations applying for annual funding will not be applicable to individual 
applicants or small project-based organisations.  

• Individual applicants should consider the nature and scale of their application when viewing the prompt 
questions and suggested support material. For example, if your project is for professional development, 
questions relating to public outcomes and audience engagement may not be as relevant.  

It is critical that you read the funding program guidelines and selection criteria for the actual program you 

are applying to, address what is required, comply with word limits and provide appropriate support 

material.



 

 

CRITERIA 1: How do you demonstrate concepts of artistic merit and/or artistic quality? 

Prompt questions for applicants  Support materials 

Artistic rationale & context 

– What is the artistic vision and how does it reflect diverse interests and ideas within our community 

and art form? 

– What is the context of the project (the reason it is being developed) – is it targeted at a specific 

community or location? 

– Who is the audience? How do we know? 

– How do we demonstrate there is a demand for this work? What evidence do we have? 

– How will the project be developed? What processes will be used? 

– Is there an element of risk/innovation involved in the project? What is it? 

 Letters of support relevant to the project  

 Feedback from surveys or comments from social media regarding 

interests of community  

 Past audience satisfaction survey data 

Quality 
– Does our creative team have the skills and experience required to deliver the project? 

– Does our work embody excellence in craft and skills and demonstrate imagination, distinctiveness 

and originality? 

– How can we demonstrate the quality of our previous work? 

– How unique/diverse is our artistic practice? How many other organisations/artists do what we do? 

– Can we demonstrate that we regularly reflect on the quality of our work and consider other 

people’s opinions when evaluating our activity? 

– What evidence can we provide that our work is well regarded by the public? 

 Brief CVs of all key personnel involved  

 Media/reviews Examples of previous work (e.g. links to YouTube, 

Vimeo)  

 Past program evaluation results 

Significance 

– Who do we currently engage with and how do we look beyond our existing communities? 

– How do we seek opportunities for partnerships and network-building across the sector? 

– If the project is targeted at a specific community (e.g. young people, culturally diverse, people with 

disabilities or Indigenous participants), how will they be contributing to the creation of the proposed 

work? 

– Will this work leave a legacy for the art form/participants/community/audience? 

– How do we intend to measure outcomes? 

– Does the proposal contribute to building the capacity of the arts sector (locally, nationally, and 

internationally)? 

– *If our organisation ceased to exist in our community – what would happen? 

 Marketing plan including digital media strategy  

 Evidence of increased brand recognition through participation in 

significant state-wide, national and/or international activities, including 

tours  

 Written confirmation of creative collaborations with innovative 

organisations, independent companies, and individual artists 

Demonstrated evaluation process for the project  

 Examples of contributions to career development opportunities 

Proposed high-level skills/artistic development opportunities 

* relevant to organisations 



 

 

CRITERIA 2: How do you demonstrate demand, growth of audiences, reach, and access? 

Prompt questions for applicants  Support materials 

Audiences & demand 

– How well do we understand and respond to our audiences? How do our audiences describe their 
experiences? 

– Have we spoken with the relevant communities and/or venues regarding the proposal? Are they 
supportive? 

– Have we considered local government and/or tourism agencies as partners or collaborators? 
– How do we document and/or record public outcomes and audience engagement? 

 Audience data including past satisfaction survey results and feedback, 

and evidence of increased first time and repeat attendees  

 Written confirmation of involvement and/or support from relevant 

communities and organisations (artists, venues etc.) 

 Letters of support from council outlining their contribution 

 Media reviews 

Access & participation 

– Does the proposal include practical, innovative steps to increase audiences (e.g. transport)? 

– How will our program ensure that the number and range of people participating increases, 
including people who would not otherwise access arts experiences? 

– How well do we use digital technologies and platforms to capture, create, produce and distribute 
our work? If someone searched online for our organisation and/or project what would they find? 
– How inclusive and accessible are our programs for socially diverse audiences and communities? 

 Demonstrated progressive approaches to stimulate audience or 

industry participation/engagement  

 Use of digital technologies and platforms - evident online presence  

 Digital data/statistics (e.g. website and social media data) 

 Regional touring plan/schedule  

 Demonstrated accessibility of the project or program to diverse 

audiences, participants and communities or to a specific target group 

Impacts 

– What is the intended impact of the proposal for audiences and participants? How will we measure 
the impacts of the project on our audience/participants/community? 

– If relevant, how will the proposal increase awareness and value of Indigenous arts and culture? 

– How successfully are our proposed programs likely to resonate with our targeted community? 
– What importance is given to our educational activities, demonstrated by how much we invest in 

and innovate in arts education, participation and engagement? 

 Evaluation plan for the project  

 Protocols to obtain support from diverse communities (children and 

young people, Aboriginal and Torres Strait Islander peoples, people 

with a disability, people from culturally and linguistically diverse 

backgrounds) have been followed  

 Examples of positive cultural and social outcomes of your 

organisation’s work (e.g. schools and broader community) 

 

 

 

 

 



 

 

CRITERIA 3: How do you demonstrate viability for your project and/or organisation? 

Prompt questions for applicants  Support materials 

Realistic & achievable planning 

– Is there a timeline mapped out for the project? Have contingencies been allowed for? 

– What resources are we using to successfully deliver the project? 

– Have we considered all relevant protocols, permissions, regulations and insurances to deliver the 
project? 

– What is our evaluation method for the project? How do we intend to capture outcomes?** 

– *How does this proposal fit with our organisation’s Business/ Strategic Plan? 

– *Does the organisation have a clear and credible plan to build earned income, diversify income 
streams or develop new business models? 
– *Does the organisation have adequate reserves, are they being used strategically, and do we have 

an appropriate plan to monitor financial risk? 

 Project plan and timeline with key dates  

 Protocols required to obtain support from diverse communities 

(children and young people, Aboriginal and Torres Strait Islander 

peoples, people with a disability, people from culturally and 

linguistically diverse backgrounds) have been followed #  

 Written confirmation of involvement from relevant communities and 

organisations, artists, venues etc. 

 Evaluation plan for the project **  

 *Business/Strategic Plan  

 *Evidence of new revenue streams through successful partnerships and 

strategies for ongoing growth and diversity of income 

Budget 

– Does the budget add up? Is total income the same as total expenditure? 

– Have we received quotes for significant budget items or researched basic costings? 

– Are the artist fees consistent with the relevant Industrial Award? 

– Are the earned income estimates realistic? How have they been calculated? 

– Do we have cash contributions from diverse sources (e.g. partners, funding bodies)? 
– Have we sought in-kind contributions for the project (e.g. venue hire, accommodation)? 

 Quotes or research into significant budget items  

 Evidence of income achieved from previous projects  

 Written confirmation of cash and in-kind contributions 

Skillset & ability 

– Are the roles and responsibilities of each team member clearly outlined? 

– Do they have appropriate skills and experience to deliver a successful project? 

– Who are our collaborators and do they have the skills and experience required to deliver a quality 

project/program? What is their background and track record? 

– *How does the Board’s skill set support the organisation Business/Strategic Plan? 

 Brief CVs of all key personnel involved including collaborators and 

partners  

 Written confirmation of participation from collaborators and partners  

 Media and reviews recording previous work of arts 

partners/collaborators 

Diverse audiences & communities 

– What are we offering the community? Is it relevant to our community? 

– Can we demonstrate an understanding of effective community engagement processes? 

– *How will we measure the value of our engagement? ** 

 Letters of support from community members  

 Personnel involved in project experienced working with diverse 

communities – experience to be evidenced through attached CV 

 Marketing strategy to reach diverse communities/audiences 

* relevant to organisations 



 

 

CRITERIA 4: How do you demonstrate market development and local, national, and international plans for the work? 

Prompt questions for applicants  Support materials 

– Have we benchmarked our organisation/group against similar national/ international 
organisations/groups? 

– What is our unique selling point? 

– Is there demand for our work nationally and internationally? How can we demonstrate this? 

– Do we promote our organisation/group to local, national and international markets? How? 

– Have we been successful in attracting interest in our work from other organisations and artists? 

– Do we provide opportunities for artists to collaborate on new projects? Or as a pathway for further 
development? 

– How successful are we in developing meaningful local, national, international partnerships? 

– Is there an online element to the proposal? Will this be accessed by local, national and international 
audiences? 
– Will the proposal raise the profile of Queensland/Australian arts and culture? 

 Media reviews  

 Confirmation of interest from national and international markets (e.g. 

festivals, producers, venue)  

 Participation at national/international showcasing events Marketing 

plan including digital strategies  

 Written confirmation of partnerships  

 Use of digital technologies and platforms and evident online presence 

 Digital data/statistics (e.g. website and social media data) 



 

 

 

Budgets  
Key considerations for budget preparation 
 

STEP 1: Cost the project first to determine expenses  

 Timeframes – determine the length of project, critical work periods (this will help you estimate fees 
for participating artists and other personnel) and completion dates.  

 Fees and living away from home allowances (per-diems) – make sure you are aware of arts industry 
awards when you are negotiating with artists and that you are budgeting appropriate rates.  

− Performing Arts Awards  

− Visual arts recommended fees  

− Literature rates  

 Travel – the more you can plan in advance the better rates you will get for air travel. For road 
travel, budget to reimburse participants for petrol and other related costs. Shop around for vehicle 
hire (truck/car). Travel is a competitive market and can be a source of in-kind support through 
discounts offered or a full sponsorship opportunity.  

 Accommodation – check for competitive rates (you may be able to negotiate a discount and this 
can be recognised as an in-kind contribution).  

 Insurance – you may need to arrange public liability insurance. Some peak bodies offer advice and 
discounted insurance cover through their membership benefits, e.g. Ausdance Queensland, Flying 
Arts Alliance, National Association for the Visual Arts (NAVA), Arts Law and Insurance in the Arts.  

 Venue or rehearsal room hire – any discounts offered or contributions made will not only save you 
money, it will also provide evidence that your project is supported by others.  

 Marketing – be sure you have a plan to maximise the outcomes of your project and that you have 
allocated sufficient funds to cover contracted personnel, online and printed marketing materials. 
Strategic use of digital marketing can be cost effective. Most projects have a limited number of 
public outcomes; you need to be sure you are reaching the widest possible audience.  

 Administration, evaluation and reporting – (this is often overlooked or under-resourced in many 
project applications) – make sure someone in your team is responsible for managing all 
administrative aspects of the project:  

− Financial: payments to artists, hire agreements, travel, insurances.  

− Evaluation: ensure an evaluation plan is in place from project commencement (audience surveys 
and data capture, blogs, media).  

− Reporting: understand the funding body’s outcome report requirements. Thorough and timely 
reporting at the conclusion of any project will enhance your reputation as a reliable applicant, 
worthy of further investment. 

 
 
 



 

 

 
 

STEP 2: Now you know how much money you need to deliver 
the project, construct the income side of the budget 

 Box office/participant fees – estimates should reflect the nature of the project, your target market 
(their capacity to pay), venue capacity and any risks such as weather impacting on outdoor events. 
It is best to estimate conservatively. Shortfalls will potentially put your project into deficit and may 
be viewed negatively by your funding body. 

 Other funding – plan ahead. Be aware of funding programs available to you (and closing dates) 
from local, state and federal agencies. Confirmed funding from other programs will make your 
application more competitive. 

 Sponsorship – again, plan ahead. It takes time to research and identify suitable sponsors or 
partners. Allocate appropriate time and resources to develop your proposal so that it aligns with 
the priorities of a potential partner. Even modest cash and/or in-kind contributions provide 
evidence that others see value in what you are doing, tells assessors you are organised and the 
project is viable. 

 Crowd funding and other fundraising – have a plan. To be successful in this competitive 
environment be clear about your unique selling point. 

The more diverse (and realistic) your income sources, the more competitive you will be. Most grant 
programs will not provide 100% of project expenses. Depending on the nature of the project, keeping 
your funding request below 50% of the total cost could be an advantage. 

 

STEP 3: The difference between income and expenditure is the 
amount of funding you should seek from the funder 

At this point you can assess whether this project is viable. If one of your funding sources is not 
forthcoming, would you be able to proceed? Do you have a contingency plan? 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 
 

 

Example budget: annual performance program – Pineapple Quartet 
 
Context: 
 

 This is an application from a music ensemble for their annual performance program.  

 Over the past 10 years the quartet has built a reputation for delivering quality music programs and audience demand is 
expanding nationally.  

 The company has received program funding from Arts Qld for 5 years. 

 The annual program includes national and regional touring, and an education and community engagement program.  

 The four musicians are supported by one full-time and two part-time administration staff.  

 Marketing services are contracted as required.  

 The ensemble shares an office with another arts organisation to minimise administration costs. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

What assessors may observe in this budget: 

1. There is a good mix of earned income which represents approximately 25% of total income.  

2. The application provides evidence of confirmed support from both State and Federal touring programs which suggests 
the organisation is well regarded for quality of programs and evident demand.  

3. There is room for improvement in sponsorship income. With a regular touring program, it might be possible to grow 
cash or in-kind contributions from airlines, vehicle rental and freight companies.  

4. Funding requested is 12% of total income, which is reasonable for an annual program. 

5. The largest expenditure item is salaries and fees, which is standard for most organisations. In this case it represents 62% 
of total expenditure. 
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6. Marketing and documentation is approximately 5% of total expenditure. This allocation may be adequate but 
investment in marketing is important and should not be under-resourced, ideally more than 5% of project costs. 
Participating venues can provide additional marketing support.  

7. Administration and overheads are minimised due to the opportunity of sharing space with another organisation. 

 
 
Example budget: performance project – Jump-Up youth 
 
Context: 
 

 This is a circus-based music/theatre performance project involving 25 young people from each of two regional 
communities – both more than 200 kilometres from Brisbane. 

 The Brisbane-based project leaders will schedule creative development periods with each youth group over a 5 month 
period. 

 There will be performance outcomes delivered in each regional centre and at a major venue in Brisbane — a total of 3 
performances. 

 The applicant claims important partnerships have been established with venues in each regional centre and in Brisbane. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

 
 

What assessors may observe in this budget: 

1. Is the box-office overly ambitious with $15,000 projected over 3 performances? Assessors will examine estimates and 
try to understand your assumptions. For example, assume $6,000 in Brisbane and $4,500 in each regional centre. With 
an estimated ticket price of $15 (to be affordable for a youth market), you would need a full paying audience of 300 in 
each regional community and 400 in Brisbane. Is this realistic with only one performance in each location? Justify your 
estimates with evidence of demand.  
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2. It is helpful to know what funding programs you have applied to and date of outcome. Confirmation date for Local 
Government and Australia Council funding should be provided in application  

3. It is good to see some diversification of income through merchandising (see earned income Item 1), donations, 
crowdfunding and an in-kind contribution towards equipment hire. This type of project could be attractive to 
philanthropic organisations – the application would be strengthened if there was funding from this sector. 

4. If, as the application asserts, important venue partnerships have been established, why is there no financial contribution 
– cash or in-kind? (e.g. rehearsal space, discounted technician costs, promotional support etc.). Investment from your 
partners provides evidence of their commitment and strengthens your application. 

5. In salaries, fees & allowances, no-one has been identified to manage or administer the project.  
6. Good to see “cost of merchandise”, this is sometimes overlooked.  
7. For a project with 3 locations, no travel costs have been included.  
8. For a project with an element of risk, no insurance has been included. 
 

Example budget: regional gallery exhibition project – Botanica 
 
Context: 
 

 This 8 week exhibition is a collection of historical and contemporary illustrations of plants and flowers.  

 It features works by local, national and international artists.  

 Some important historical works will be on loan from galleries and libraries across Australia and internationally. This is a 
major coup for a regional gallery and will be an important component of their marketing campaign.  

 The project has a strong community engagement strategy through public art classes and talks led by participating 
artists, as well as a comprehensive education program. 
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What assessors may observe in this budget: 

1. Given the location of the exhibition is in a mid-size regional centre, earned income levels are modest but realistic.  
2. The project is well supported through a good mix of income, including own (in-kind) contribution, other government 

funding, sponsorship (cash and in-kind) and earned fees.  
3. The project is well planned with evidence of cash and in-kind sponsorship (confirmation letters attached to application).  
4. Funding requested is modest at approximately 20% of total project costs. 
5. Artist fees and exhibition development costs are adequate for an exhibition of this scale. 
6. Offering public art classes, talks and education kits demonstrates sound community/audience engagement strategies 

which add value to all stakeholders’ investments in the exhibition.  
7. The marketing budget allocated to this exhibition does not reflect the scale of the project. Insufficient funds (less than 

4% of project costs) have been allocated to cover promotion of the exhibition and other community engagement 
initiatives. With limited time for the public to engage with your project, a strategic and well-resourced marketing 
strategy will improve your chances of a successful outcome and show your partners you have the skills and capacity to 
deliver successful projects. 

 

Example budget: career transition opportunity 
 
Context: 
 

 Dan has trained in circus since he was at school.  

 He has performed professionally with various circus groups in Qld and in other states for the past 10 years.  

 Dan now lives in a regional centre and is working with a youth circus group - Springboard, teaching and performing. 

 The group has been invited to perform at a youth arts festival in Ireland.  

 The group’s director has asked Dan to tour with them as a performer and mentor for the young performers.  

 Dan sees this as a great opportunity to meet with other directors and teachers of young peoples’ performance groups 
which will assist in transitioning his career from performer to mentor/director. 
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What assessors may observe in this budget: 

1. While it is acknowledged that youth performance groups are often not well funded, Springboard’s contribution to Dan’s 
engagement would seem inadequate. Dan’s own contribution is greater than the organisation engaging him.  

2. Good to see efforts have been made with fundraising and with support from local government; many local council’s 
offer community funding towards various outcomes. 

3. Dan’s fee and per diems reflect appropriate award rates for his 10-day engagement with the company.  
4. Ideally the company engaging Dan should cover all fees, travel and accommodation costs, however it is acknowledged 

that this is not a professional or well-funded organisation and this opportunity is providing Dan with an important 
career transitioning experience therefore inclusion of an artist fee could be considered appropriate. 

 

Example budget: international residency 
 
Context: 
 Kate graduated in 2010 with a Bachelor of Fine Art (Hons) from Qld College of Art.  

 She works with soft/fabric based sculptures and has had several solo exhibitions in galleries in Qld and NSW.  

 Kate has also been commissioned by a dance company to make sculptural pieces for sets.  

 She is keen to diversify her practice and explore wider market opportunities for her work. 

 She has been accepted into the Museum of Art of Design, NY, Artist Studio program. The Artist Studio supports the 
development of original works and fosters dialogue between artists, designers and the public.  

 This international opportunity at a prestigious art museum will expose Kate to a broad range of artists and expand her 
networks within the visual arts, design and performing arts communities. 
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What assessors may observe in this budget: 

1. Through her own contribution, funding from the AMP Tomorrow Fund and modest cash and in-kind sponsorships, Kate 
is contributing approximately 59% of project costs which would be viewed favourably. 

2. Kate’s budget estimates for fees & allowances and direct costs appear to be sound (New York is expensive and 
exchange rates need to be allowed for). 

3. For a project of this nature and scale, Kate should factor in documentation costs – for her own personal portfolio and 
records as well as supporting her reporting requirements for her sponsors and funding body. Documentation can 
include: online profile development, video recording etc.  

4. Good to factor in all direct costs of international projects. These expenses are sometimes overlooked. 

 

 

Example budget: mentoring and skill development opportunity 
 
Context: 
 Cairns-based Ben has been working as a musician for three years. He has identified an internationally renowned Sydney-

based singer-songwriter who has agreed to mentor him in various aspects of songwriting, recording and networking 
within the music industry and making key introductions to music industry professionals.  

 Ben has scheduled three sessions with his mentor in various locations across the east coast of Australia over a six month 
period. One of these sessions is planned at 301 Studios in Sydney.  

 Ben plans to attend the annual Bigsound conference with his mentor to network and further develop his contact base 
within the music industry. The third mentoring session will be held while both Ben and his mentor are in Brisbane. 

 The mentor has offered to provide accommodation for Ben on his second two-day trip to Sydney. 
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What assessors may observe in this budget: 

1. It is important to consider other funding sources when applying for a grant. Outline in the budget the grant programs 
you have applied to and if the funding is confirmed. Assessors will consider this favourably as external investment in 
your project supports its sustainability and shows that others see the value in contributing to your career development.  

2. Assessors will value the applicant’s success in raising funds from a variety of sources including crowdfunding and in-kind 
printing costs. It demonstrates there is an audience and community support for the artist/project and that you are 
organised and committed to the success of the professional development opportunity. 

3. The mentor is providing half his fee in-kind. Investment from your partners evidences their commitment to your career 
development and strengthens the application.  

4. Assessors consider if appropriate budgeting for airfares, accommodation, ground transport and per day allowances has 
been allocated. In this budget, the airfare allowance for three return flights from Cairns would not be adequate.  

5. Budgeting for additional promotional material for Bigsound could have been included.  
6. The budget requests 50% of the overall project costs. This would be considered a reasonable request. Individuals fund 

will not support 100% of project costs. 

 


