Corporate Partnerships
for Community Fundralsers
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But when most
examples we hear

are major
partnerships, it can
be hard to see how
community
fundraisers can get
a slice of the pie




What good How to build How to get
partnerships your pipeline meetings

look like for
community

and build
partnerships

fundraisers




What good

partner,shIp?

dooK like s |
_ |




companies

give can
include...




N‘\.] €
"1 lenni







Prospect

criteria




Places

to meet
people




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.
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Identify who you want to meet
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Subject: COMPANY NAME - OPPORTUNITY STATEMENT

Dear NAME

As you may know, I'm a trustee of ORGANISATION - and recently our fundraising team asked me if |
knew anyone at COMPANY. I'm getting in touch on their behalf as we have a lot in common.

THING WE HAVE IN COMMON 1

THING WE HAVE IN COMMON 2

THING WE HAVE IN COMMON 3.

Ultimately, | believe we have a lot we could learn from each other.

It'd be great if you could book a thirty minute call with NAME (copied in) to explore the idea.
Best wishes,

NAME
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Companies
want to give
more than
cash - it helps

to be able to
say yes!

You know
more people
than you
think, you
just need to
know where
to look

Similarity
bias is one of

the most

powerful
principles
for securing
meetings




