TIPS FOR SOLICITING BUSINESSES

Tip #1: Make Connections & a List
Start by thinking of any companies you may have existing contact with.  Use your extended network (contacts of contacts) and ask for introductions – ‘LinkedIn’ can be useful in identifying indirect relationships you never knew you had!

Tip #2: Identify the Right Person
Make sure you approach the right person - the store/company Manager or person responsible for Corporate Social Responsibility (CSR) is most usual.  Do some research, find out their name and approach them personally and directly – in smaller businesses, where there is no formal CSR policy, donations are often made at the discretion of the Manager.

Tip #3: Do Your Research
Take time to look over the company site or search for previous philanthropic giving. Does the company only give to specific causes, do they have a set amount, could they work better as an in-kind donor, or maybe partner with you for a donation jar, casual Friday for employees, or other event. You will have better results with a specific ask that shows you did your research.

Tip #4: Write Personalized Letters
While creating an online fundraising page and sharing it online is a must, sending a personal fundraising letter or email to potential donors can increase the number of donations you receive. Try to use the potential donor’s name or company name a few times in the letter. Make sure the ask is specific to them as an organization – is it monetary, gift in-kind, or employee support?

Tip #5: Don’t Get Bogged Down in Formalities
Using conversational language in your letter reminds potential donors that their donations will help an actual person whom they know. Stay away from generic openers and signoffs, like “Dear potential donor” or “Sincerely.” When it comes to fundraising, appealing to a person’s humanity is important—so make sure to use language that will remind them their donations can change someone’s life. 

Tip #6: Be Specific
You should be explicit in giving reasons why the organization you’re writing to should donate to your cause. Use numbers, list expenses, cost per athlete, team sponsorship, equipment needed, or other information. Have a specific ask in mind.

Tip #7: Make it Easy to Donate
This is a no-brainer but can be very easy to forget amidst all the other tips on the list. It’s important to remember not to make your potential donor have to work too hard to leave a donation. Include the link to your fundraising page in the letter. Don’t forget your contact information.

Tip #8: Follow Up
[bookmark: _GoBack]Following up can be as easy as sending a simple thank you letter to donors. But it’s also important to continue to update all your potential donors, even if they do not respond to your first letter. In our experience, people who don’t respond aren’t being rude, they’re simply busy. Persistence is key. It’s also important keep a record of what was received with SOWA so each company can get its official thank you letter and receipt of donation. This includes for all in-kind gifts. If a company finds the follow up lacking, they may not return as a donor the following year. 
