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Introduction
During this presentation we’ll cover the 
following topics:

1) How to conduct a Market Analysis
2) How to put together Corporate Prospect 

Research
3) Identifying your value propositions
4) Getting introductions
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Question Time

Does your organization have a team or staff member 
dedicated to corporate partnerships? 
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Market Analysis



How will a Market Analysis help your 
organization?

● Identify peers and competitors in your space.
● What types of fundraising are they doing? (events, grants, campaigns)?
● Who is funding them?
● How does your organization offer something different or unique from the rest?
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Tools Needed for Market Analysis:

● Google/other search engine
● Guidestar/Charity Navigator profile
● Bonus tool if possible: 

prospecting/wealth screening 
software: Wealth Engine, iWave, etc
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Our Market Analysis includes the following:

● Org Name 
● Location
● Org Size
● Mission
● Corporate Donors
● Foundation Donors 
● Events 
● Annual Report 
● Notes 
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Market Analysis
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Market Analysis
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Market Analysis
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Market Analysis
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Question Time

Has your organization ever conducted a Market Analysis? 
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Corporate Prospect 
Research



How will a Corporate Prospect Research help 
your organization?

● Identify which companies and foundations are already giving in your space.
● What types of partnerships do they already have?
● What types of partnerships might they be interested in?
● How does your organization offer something different or unique from the rest?
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Tools Needed for Corporate Prospect Research:

● Google/other search engine
● Guidestar/Charity Navigator profile
● LinkedIn profile
● Bonus tool if possible: 

prospecting/wealth screening 
software: Wealth Engine, iWave, etc
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Our Corporate Prospect Research includes the following:

● Company name
● Organizations supported
● Website 
● Funding priorities 
● Corporate Social Responsibility 

page 
● Top prospects
● Value propositions (what 

separates you from your 
competitors) 

● Contact information (if available)
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Corporate Prospect Research

cgcgiving.com



Corporate Prospect Research
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Question Time

How does your organization find corporate prospects?
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Identifying Value 
Propositions



Identifying Value Propositions

When pursuing new corporate donor prospects you must have a strong 
value proposition. These are some of our favorite questions to ask when 
determining the value proposition:

● How does your organization align with their funding priorities?
● What is the ask?
● What will be the impact of their support?
● How can you describe and quantify the impact?
● How will this benefit their company?
● Are there opportunities for their employees to get involved?
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Identifying Value Propositions
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Identifying Value Propositions
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Getting Introductions



Getting Introductions- Finding Connections
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Getting Introductions- Finding Connections
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Getting Introductions- Templates
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Question Time

Are your Board members making introductions for you?

cgcgiving.com



Quick Recap
1) Use a Market Analysis to gather information 

from your sector and find your competitors.
2) Determine what you can offer and how you 

can stand out.
3) Use Corporate Prospect Research to find 

companies that already love what you are 
doing.

4) Find value propositions- creative ways to 
speak to them and partner with them.

5) Search for connections you already have 
and use them!
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Questions?
Contact: 
Chris Hammond
chris@cgcgiving.com
323.238.5431
cgcgiving.com
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