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Sample Questions to Get to Know  
Prospective Funders and Build Relationships 

 
So, you have a meeting or phone call with a contact at new foundation or 
corporate prospect. Congratulations! Remember that in a first meeting with a 
new contact, you want to ask exploratory questions to learn as much as possible 
about what is important to them, to help you better share aspects of your work 
that they will find interesting.  
 
Feel comfortable asking anything that is of interest to you and engages your 
contact. Even when we are talking with companies, we are talking with people 
and building human connection. You want your contact to be intellectually and 
emotionally engaged in what you have to offer. 
 
Below are some sample discovery questions to consider asking in a first meeting: 
 
For Corporations: 

Corporations’ key philanthropic objectives are generally related to their business 
goals and financial earnings, including marketing to their customers, and retaining 
good employees. You can learn more about these strategies through various 
questions exploring different aspects of the company. 

About the Business 
● What are your key geographic markets right now? Is Washington State or 

Seattle a focus for growth or new investment? 
● Can you tell me about your business objectives in this market or 

company-wide this year? 
 
About Employees 
● How many employees are in this local market? 
● Tell me about your employees- their characteristics, their values, the 

company culture 
● Are there Employee Resource Groups or Affinity Groups for employees or 

family members of people with disabilities? 
● Is there a structured volunteer program for employees? Do they volunteer 

individually or as a group? Do they get paid time off or PTO for 
volunteering? 
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● Is there a company matching gift program for employees who give 
donations to nonprofits? 

● What training and engagement opportunities for employees do you look 
for?  

 
About Community Relations 
● Who do you consider your customer? (General public, niche market, 

business-to-business, etc.) 
● What matters to your customers? What do they value? 
● Do your customers intersect with people with disabilities either directly or 

indirectly? 
● What do you look for in nonprofit community partnerships? 
● Is there a company foundation? Do you offer grants? 
● What do you look for in marketing partnerships? 
● Does your company like to sponsor and attend events? What do you look 

for in events? 
● How does your company use social media?  

 
For Foundations: 
Many foundations publish a considerable amount of information about their 
interests on their website. Be sure to read all available information first and focus 
on clarifying questions to develop a deeper understanding of what interests the 
foundation. 
 
About the Foundation’s Goals: 
● I understand that the foundation’s current priorities include X. Can you tell 

me more about what that means to you in your own words? 
● Tell me more about the long-term change that you are seeking to make. 
● What are some examples of work that you have funded that you feel has 

been particularly effective in reaching your goals? 
● When communicating the impact of our work, do you prefer stories, 

statistics, or both? 
 
About the Grant Process 
● What do you look for in successful grant application? 
● What areas of the grant application should we pay particular attention to 

when submitting a grant? 
● Tell me more about the review process and timeline. 
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● Who reviews the grant (staff, trustees, community reviewers)? 
● Who ultimately makes the funding decisions? 
● Are there more opportunities to speak with or get to know the reviewers 

and decision-makers? 
 
About the Foundation’s Relationship with Grantees 
● What type of communications do you like to receive from prospective or 

current grantees (phone calls, emails, print materials, videos, etc.)? 
● How often do you like to hear from a prospective or current grantee? 
● Do you like to receive public recognition of your funding? If so, how? (press 

releases, social media posts, opportunities to speak to a nonprofits’ 
constituents, etc.) 

● Tell me about a particularly successful funding partnership that you have 
engaged in. What aspects of that partnership really satisfied you? 

● How many years do you typically fund a grantee? Do you prefer short-term 
or long-term partnerships? 

 
 
 
 


