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Corporate contributions serve three purposes (Lant, 1990):

1. to enhance the image of the corporation in the community

2. to permit the CEO to project the image of a statesman when he needs money to do so

3. to a lesser extent to support the charitable activities of employees

Different types of companies require different types of approaches for gifts.

Companies can be broken down into the following categories:

· Those already supporting your organisation

· Those operating in the local or regional area

· Those that have facilities and large number of employees in the area but the central office is located outside the area.

· Those standing to benefit directly or indirectly from projects associated with the organisation

· Those having large and profitable sales volume in the area

· Those selling a large amount of goods to the organisation

· Those having participants in the organisation/sport

· Those vulnerable to undeniable requests by prominently placed friends of the organisation

· Those that have relationships with members of the organisation.

Companies give five different kinds of gifts:

1. Annual gifts - provide direct budget relief

2. Matching gifts - Gifts that are matched by employees

3. Capital gifts - generally multi-year pledges typically designed for a specific purpose

4. Gifts-in-kind - ie., equipment, supplies, etc.

5. Consulting or contracted services 

Guidelines for Seeking Corporate Support (Withers, 1993)

· Do not send a form letter to a corporation

· Do not send a letter to the CEO of a company.  Find the name of the contact person who handles contributions.

· Do not send a contributions officer a blind letter.  Call the person first.

· Do not go to far from home. Stay within the community

· Do not expect a response straight away.  Plan ahead.

· If at all possible, find someone who knows that company to make the first call.  

· Get the potential donor to do some of the work.  Get the contribution officer to work with you.

· Remember that big companies like big projects, those with elements that they can call their own.  

· Be patient.  If they say no this year, they may say ‘yes’ next year.

· Always say thank you.

Five steps to a Gift 

1. Develop a case - Why should the organisation give?

2. Identify the organisation's links with the prospect company - identify the impact of your organisation upon the particular corporation being solicited

3. Cultivate your organisation's relationship with the prospect - this takes time

4. Solicit the gift and make sure you follow up.

5. Recognise the gift appropriately - let the company know how the funds were used and recognise the organisation publicly (in an appropriate way).
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