
Corporate 
Prospecting 
Made Easy



● Your partnership menu

● Your industries 

● Your partner criteria

What you need before 
beginning prospecting 



Which industries lend themselves to your partnership ideas?

Picking Industries 

Resource - 

Which industries 
have particular 
skills, products or 
tools which can 
help achieve your 
mission? 

Network - 

Which 
industries do 
your network 
have most 
presence in?

Alignment - 

Which 
industries 
align to you 
and your 
cause?



- Relevance - obvious fit, values, shared audience 

- Resource - profitability, skills/offerings, network 

- Realism - past giving, do they have capacity (not money), timing (is 
their focus elsewhere), do we have a route in?

- Reputation - red line areas, media coverage issues, values don’t align

- Shared Geography - offices, operations and charity work locations

- Benefit to them - What do they need? What can we provide 

What makes a good partners? 



If you sent 100 cold 
emails to companies, 
how many would 
respond to you?

On average less 
than

4 percent* 
of cold approaches get a 
reply, where up to 30%** 
of warm approaches 
get a meeting
*Hunter.Io, 2025  ** UpLead, 2025
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http://hunter.io


With over 5.5 million companies registered in the UK. It can be overwhelming to think,  I need to find 
‘the best of them’ and figure out who we know there at the same time. But don’t panic, I’m going to talk 

you through a manageable way to approach to this. 



Network Mapping
An exercise where you gather your most 
networked colleagues and supporters in a 
room or a call to look through who the 
organisation knows. 

FROGs…
● Friends
● Relatives
● Organisations
● Groups



Network diving process
In order to network dive, you need to 
gather a list of your current 
relationships including:

● Trustees
● Directors and Senior Leadership
● Existing Partners
● Suppliers
● Existing Donors who would be 

willing to make introductions to 
their network











● What do they do?
● Their locations
● Turnover and profit 
● Employee level 
● Charitable history 
● Light touch, key issue 

due diligence check



● What do they do?
● Their locations
● Turnover and profit 
● Employee level 
● Charitable history 
● Light touch, key issue 

due diligence check

● About us page
● Locations page or contact page 
● Investor page 

● Annual report - Overview, strategy, 
chairman statement, balance sheet, 
employee figure 

● ESG/sustainability/community 
pages 

● Blog/news pages
● Impact report 
● Linkedin Posts

● Google searches 



How I present my finding





● Linkedin comments and likes 
● Linkedin connections - if you’re able to connect

● Companies house 

● 192.com - If you have an address 

● Photos on Google  
● Social media
● Database & other services - e.g. challenge event sign ups & 

fundraising pages 

Alternative routes of warm prospecting



You know 
more people 

than you 
think, utilise 
your existing 
relationships 

Takeaways 

You have the 
tools to get 

started today, 
you don’t need 

wait for 
software or 

subscriptions 

This work is to 
generate 
further 

conversation 
and 

exploration 
within your 

network 



Building better partnerships - 

firesidefundraising.com/build-partnerships

What next?

https://www.firesidefundraising.com/build-partnerships


Any further questions find me at

lucy@firesidefundraising.com

Lucy Mitchell on Linkedin 


