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What is Corporate Fundraising?

Corporate fundraising is the process of raising funds from commercial 

organisations to support charitable and non-profit organisations. There are 

various approaches companies may adopt, including; 

Corporate 
fundraising

CRM

Corporate 
foundations

Corporate 
events

Employee 
fundraising

Corporate 
donations

Sponsorship
Charity of 
the year

Match 
funding

Payroll 
giving

Volunteering

Gifts in kind



Types of corporate fundraising

Employee Fundraising

Staff fundraising activities - dress down days, 

bake sales and quizzes. 

Sponsorship

Sponsorship packages in return for benefits to 

the company which may include branding 

opportunities and naming rights. 

Corporate Foundation

A corporate foundation is a non-profit arm of a 

company. The foundation often has the same 

name as the company but is its own entity. 

Funds are usually raised from company profits or 

staff fundraising and donated to a non-profit 

organisation. 

Charity of the year

A new charity is selected annually, usually by a 

staff vote or nomination process. The chosen 

charity will benefit from all staff 

fundraising/company donations and volunteering 

for the nominated time period. 

Cause related marketing

A form of marketing designed to increase sales 

and company profile whilst raising funds for 

charity. A percentage of sales of a particular 

product or service is donated to their nominated 

charity. 

Corporate Donations

Donations made from company profit.



Corporate fundraising

Match funding

Companies will match funds raised by their 

employees. 

Gifts in kind

Charitable giving whereby instead of giving 

money, companies will donate products, services 

or goods. 

Corporate benefitting events 

Incorporating fundraising into company events, 

for example corporate golf days or dinners. 

Volunteering 

Companies allow employees a number of days 

each year to volunteer with a charity. Charities 

provide volunteering roles which may include 

gardening, cheer squads and event registration 

or skill sharing. 

Payroll giving

Payroll giving allows employees to donate to 

charity through PAYE from their salary. 



Step by step guide; corporate 

fundraising

1. Research methods

Never underestimate the importance of research. Research is key in order to develop 

corporate pipelines and prospecting. Here are a few research approaches you may wish to 

adopt; 

- Follow industry and Third Sector news

- Competitor analysis  

- Follow company updates on social media 

- LinkedIn



Step by step guide; corporate fundraising

2. Research the company

Once you have created your pipeline, learn as much as you can about each company. The 

types of questions you should be asking are; 

- Is the company financially sound? 

- Check online news articles – is there any bad press that you wouldn’t want your 

organisation to be associated with? 

- Is there a history of charitable giving and if so how does that look? 

- What is their giving criteria (For example - you wouldn’t spend time applying for a 

COTY if they support children’s charities and you are an animal charity) 

- Do your company values and ethics align? 

- What motivates this company to give? 



Step by step guide; Corporate 

fundraising

Remember

- Do not be deterred if you   

have to make several calls.

- In normal times, there is 

just a 10-30% chance the 

person will pick up. Now 

this is 80%. 

- Building long-lasting, 

mutually beneficial 

relationships takes time.

- Quick wins do not often 

happen – it takes 

persistence! 

Identify who 
manages 

company CSR

The approach Introduce 
yourself 

Ask how they 
are

Explain where 
you are calling 

from

Explain what is 
difficult for your 

beneficiaries and 
what you are doing 

to support them

Try not to take up to 
much of their time –
ask if you can put 

time in their diary for 
a follow up

Follow up with 
an email 

confirming the 
date for your call

3. The approach



Corporate fundraising; top tips!

Find companies that have a natural alliance with your values and ethics.

Be tenacious – the more calls you make the more chance you have of success.  

When meeting, be prepared and make sure you have done your research – first 

impressions count. 

Adopt a flexible approach with your ask but make sure you have two or three 

compelling ideas to share.

Try not to focus on money, you have to gain their trust first – this can be a 

lengthy process. People buy people. 

Clearly outline the benefits they will receive from a partnership – will they gain 

brand awareness, increase sales/profits, staff engagement etc. 

Once you have secured the partnership, set measurable and achievable 

objectives. 

Create a stewardship programme – remember consistent communication is 

critical to maintaining a positive partnership.

Provide news and updates of anything they have funded. 

Ensure your thank you is personalised and well thought out. 
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A few principles

1. Be strategic: roughly 80% of donations are given by 20% 

of donors. Focus on growing those 20% who have higher 

return on investment.

2. Be transparent and clear: about your ask, your budget 

(no hidden fees or costs); on your expectations.

3. Be a partner: build a rapport with your funder “beyond the 

pay check”. Loop them in the experience!

4. Be efficient: build ready-to-use communication assets for 

fundraising purposes. As your funder about their budget 

cycle

5. Be specific: tailor your proposal with a clear differentiator 

(USP) and a focus on the “WIIFT”

Source: https://proposalsforngos.com/6-common-fundraising-mistakes-even-ingos-make/

More on: https://donorbox.org/nonprofit-blog/10-nonprofit-fundraising-mistakes-to-avoid/

https://proposalsforngos.com/6-common-fundraising-mistakes-even-ingos-make/


What is your “Unique Selling 

Proposition” (USP)?



What is your “Unique Selling 

Proposition” (USP)?

Winning zone: clear point of reference 

that meets the needs. Make it even 

bigger!

Losing zone: your competitor meets 

the funders needs better than you. 

You’ll be crushed!

Risky: competitive battle ground  

You can find this diagram on: https://neilpatel.com/blog/the-entrepreneurs-guide-to-google-adwords/

You can read more about Unique Selling Propositions on: 

https://cdn.shopify.com/s/files/1/1302/4463/files/Guide_to_Defining_Your_Unique_Selling_Proposition_-

_Acupuncture_Media_Works.pdf?9476579114135795705

What you do 
well

What your 
competitors 

do well

What your 
donor 
wants

Who 

cares?

https://neilpatel.com/blog/the-entrepreneurs-guide-to-google-adwords/
https://neilpatel.com/blog/the-entrepreneurs-guide-to-google-adwords/


WIIFT

1. What are your funder’s concerns and 

priorities?

2. How does your funder define value?

3. How can your funder shine? 

Source: https://trust.guidestar.org/whats-your-donor-value-proposition



WIIFT: elevator pitch

For FUNDER……

who THEIR NEED/WANTS…….

INSERT YOUR SERVICE/PRODUCT…… 

will allow the funder to VALUE/BENEFIT TO FUNDER ………………..

by HOW IT’S DIFFERENT FROM OTHER SERVICE/PRODUCT

……………………..



Know your audience!

Within the corporate funder which department has an 
interest in collaborating with you?

• Human Resources and Health & Safety: focus on 
”employer engagement” and healthy workplaces 

• CSR: focus more on the corporate strategy

• Corporate Comms/Marketing: focus on branding 

• Public Affairs: focus on key messages, policy wins and 
awareness raising  



THANK YOU!!
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Follow ADI on Twitter  
@AlzDisInt

Like us on Facebook
/alzheimersdiseaseinternational

Visit our website
www.alz.co.uk

THANK YOU!


