How to…. Approach local companies for support

You may like to have support from local companies in your area.  Here are a few places to start.

Hit list 

Ask yourself the following questions – 

1. What companies are geographically close to your services or offices?, 

2. What companies have a natural synergy with causes of your type?

3. Who are your suppliers of any goods or services?

4. What companies support your competitors?

Map contacts first

Firstly, ask everyone in your organisation if they know anyone on this hit list.  If so, try to get them so enthusiastic about the cause that they will ask their contact to support you.  They need to understand key ways the company can support.  Sometimes it can take you some time to enthuse them enough to approach their contacts.

Look at their needs

When you approach any company or support one of your staff or volunteers in doing so, you need to look at the company’s needs.  Ask yourself – 

1. What branding does it have?

2. What recent publicity has it received?

3. What are its business objectives and how could you help it to achieve these objectives? 

Make a careful approach using contacts if you have and try to meet their business needs.  

If you have no contacts

If you have no contacts, then you have to look at approaching companies with short-term ways to support that are easy for them to say yes to.  This could be something as simple at taking a collecting box or some badges to sell on their reception desk, or having a one-off collection for you.

Then you look after them and thank them so well they want to work with you again.  This gradual building up of relationships helps you generate more support over time from a range of companies.

It is unrealistic to expect companies to want to give you major support at the beginning of the relationship with you… the trust required to get to this point can take some time to develop but is worth working on over time.
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