
catalinaimpact.orgCatalina Impact Consulting

A five-minute diagnostic to help you understand where your
organization stands today.

A Corporate Partnership Scorecard

Before You
Reach Out
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There are no perfect scores here. Only useful starting points.

The most important question isn't which companies to approach. It's
whether your organization is ready to build the kind of partnerships you
want.

This scorecard will help you understand what's already in place, what may
be slowing you down, and where strengthening your foundation will make
the biggest difference. 

Before researching companies or writing your first
outreach email, take a moment to look inward.

Are You Ready?
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Add the scores at the end of each section, then total them on the final page. 
Don't overthink your answers. Your first instinct is usually the most useful one.

Not yet

1
Sometimes
or partially

2
Mostly

3
Yes,
consistently

4

Score each statement honestly.

How To Use
This Scorecard
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Section Total  / 12

Score

Score

Consider who owns the relationship, how many hours a week they can realistically
devote to it, and whether you have a way to track outreach, relationships, and
follow-up. Corporate partnerships succeed when someone owns the relationship.

Do you have enough staff time and basic systems to build and
manage corporate partnerships consistently?

Capacity

Consider employee volunteering, mentoring, skills-based volunteering, community
events, or other ways a company could participate before making a larger
investment. The strongest partnerships often begin with engagement before they
grow into funding.

Do your programs create natural opportunities for companies to get involved?

Partnership Opportunities

Score

Consider what genuinely sets your organization apart, what community, expertise,
or relationships are uniquely yours, and whether you can support your answer with
real evidence, such as outcomes, geography, or the people you serve.

Can you clearly explain what makes your organization uniquely
valuable to a corporate partner?

Mission Clarity

Corporate partnerships are built on more than a compelling pitch. 
They begin with a strong organizational foundation.

Organizational
Foundation

S E C T I O N  1
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Section Total  / 12

→Read: The ROI on Corporate Fundraising, a Look Beyond the Money 

Score

If leadership expects immediate financial returns, that mismatch creates
pressure that can damage the relationships you're trying to build.

Does your leadership team understand that corporate partnerships are
built through relationships first, with revenue following over time?

Internal Alignment

Score

Would you feel comfortable leading a conversation with a company as
a community partner, rather than asking for funding?

Executive Leadership

Score

Do two or more board members actively help create introductions or
open doors to companies?

Board Engagement

Companies partner with organizations, but relationships are built between people.

Leadership
Readiness

S E C T I O N  2
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Section Total  / 12

Score

If not, that doesn't mean they don't exist. It may mean they haven't been identified yet.

Can you identify at least one or two warm connections to local
businesses through your board, donors, volunteers, partners, or
supporters?

Existing Relationships

Score

Don't think only about national brands. Regional employers, healthcare systems,
utilities, credit unions, manufacturers, and family-owned businesses are often among
the strongest long-term partners. If those names come easily, your market awareness
is strong. If they don't, that's a gap worth closing before you begin outreach.

Without looking anything up, could you name five to ten companies that
actively support nonprofits in your community?

Market Awareness

Score

Think about community presence, events, media coverage, partnerships, and word of mouth.

Is your organization known and respected among local businesses
and community leaders?

Community Visibility

Strong partnerships often begin long before the first outreach email is sent.

Market
Position

S E C T I O N  3
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 / 12Section Total 

Score

Organizations that grow corporate partnerships consistently think beyond the first yes.

Do you have a vision for what a partnership would look like beyond the
first year? Can you imagine how the relationship could deepen over time?

Long-Term Thinking

Score

Can you name at least two specific ways your organization creates
value for a company's employees, customers, leadership, or
community?

Value Exchange

Score

Consider what you offer beyond sponsorship recognition, what the company
gains, and what opportunity only your organization could provide.

Can you clearly explain why a company would benefit from partnering
with your organization?

Partnership Vision

Before asking what you need from a company, make sure you can
explain why partnering with you matters.

Strategic
Clarity

S E C T I O N  4
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Everyone starts somewhere. The goal
isn't to become perfect before you begin.
It's to identify the first capability that
deserves your attention.

Ready to Begin
BELOW 17

You've already built valuable assets.
Now is the time to strengthen the
foundation that will support lasting
corporate partnerships. 

Ready to Prepare
17 – 28

Many important pieces are already in
place. Strengthening a few key areas now
will make your outreach more focused
and more effective.

Ready to Strengthen
29 – 39

You have a strong foundation. Your
greatest opportunity now is deciding
where to focus your time and which
companies deserve your attention first.

Ready to Build
40 – 48

What Your Score Means

 / 48Your Total Score 
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Corporate partnerships rarely begin because someone had the perfect
connection. 

More often, they begin because someone took the time to understand a
company, recognized a genuine point of alignment, and started a thoughtful
conversation.

You don't need to know everyone. You don't need the perfect introduction.
You need a practical way to decide where your time will matter most.

That's a skill. And like any skill, it becomes stronger every time you use it.

O N E  F I N A L  T H O U G H T  

If you're interested in building thoughtful, lasting corporate partnerships,
I'd love to keep the conversation going.

Every other Tuesday I share practical ideas, real examples, and the
patterns I keep seeing across nonprofits and companies. My hope is
that each edition leaves you with one useful idea you can put to work.

I'd be delighted to have you there.

SUBSCRIBE →

W H A T ’ S  N E X T ?  

https://catalina-corporate-partnerships.kit.com/9491ea438d
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Book a Complimentary Readiness Call →

No generic advice. Just a practical conversation about where you are
today and what comes next.

If you'd like a second perspective on your results, I'd be happy to help. A
conversation lets us look past the numbers, find the opportunities that
matter most, and map out what to focus on first.

Continue the
Conversation

https://www.catalinaimpact.org/crcintakeform
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Corporate partnerships, built to last.

Ani Manavyan
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