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I.  Introduction

II.  What is Sponsorship?

A. Sponsor/Sponsorship: An entity that pays a property for the right to promote itself and its products or services in association with a property.  Sponsorship – The relationship between a sponsor and a property, in which the sponsor pays a cash or in-kind fee in return for access to the exploitable commercial potential associated with the property. (Ref.: IEG)
III.  Seven Mistakes & Myths about Selling Sponsorships

A.  Sponsorship sales is fundraising

B.  Sponsorship fees should equal the cost/expense of the of asset

C.  Selling off an event piece-by-piece generates the most revenue

D.  Sponsors are most interested in exposure

E.  Sponsor category exclusivity is generally not that important

F.  Gold, Silver & Bronze are popular sponsor levels with corporations

G.  Sponsor sales is a loathsome responsibility

IV.  Why should a company want to sponsor your association or event?

A. Media advertising simply not reaching customer as it used to

B. Want to have a closer, personal impact on their customers/clients – the opportunity for two-way communications

C. Create a brand experience with consumer

D. Increase their visibility

E. Shape attitudes

F. Communicate commitment to a particular profession or lifestyle

G. Differentiate product from competitors

H. Entertain clients

I. Showcase products attributes

J. Combat larger ad budgets of competitors

K. Increase Sales

V.  Step One: Conducting a property inventory

A. Break down your event into its smallest parts from mailing lists, to stages, to posters to audiences

B.  What makes your event special?

1.  The activity

2.  The setting

3.  The audience

4.  The purpose

C.  Quantify your tangible and intangible assets 

1. Tangible

a. Collateral Materials

b. Advertising Exposure

c. Commercial Displays

d. Signage 

e. Registrations

f. Hospitality

g. Mailing lists

h. Web Sites

i. Others?

2. Intangible

a. Prestige of event

b. Name, logo equity

c. Market impact

d. Audience size/draw

e. Desirability of audience

f. Category exclusivity

g. Degree of sponsor clutter

h. Historic media coverage (Trade Journals)

i. Competitive environment

j. Age/Track Record of event

k. Ability to Deliver Benefits

l. Networking opportunities

VI.  Step Two: Packaging your event for sponsorship

A. Philosophical Issues

1. Unacceptable sponsor categories

2. What are you willing to sell-off

B. Types of Rights

1. Exclusive Rights

2. First Rights

3. General Rights

C. Rights & Benefits

1. Status and Terms

a. Level

b. Category exclusivity

c. Renewal

d. Proprietary naming rights

e. Use of marks

2. Media/Advertising

a. Recognition in Paid or Promotional ads

b. Which media?

c. Press Releases ID

3. Promotional Rights

a. Collateral Materials

b. Publications

4. Direct Marketing

a. Mailing Lists

b. Internet

5. On Site Benefits

a. Signage

b. Exhibiting/Sampling

c. Introductions

d. Educational Presentations

e. Audio acknowledgements

6. Hospitality

a. Conference Registration

b. Tickets/Passes/Credentials

c. VIP events

VII.  Marketing Your Event To Potential Sponsors

A.  Creating a target list

1. Finding natural matches (Their customers are your attendees)

2. Similar organizations

3. Marketplace Opportunities

4. Exhibitors/Advertisers

B.  Preparing your pitch

1. Pitch from their perspective, not yours

2. How you will help them fill their objectives

3. Sell benefits, not features

4. Paint a picture of the opportunity

C.
Presentations

1.  Professional Quality

2.  Put property assets up front

3.  How you will help them reach their customers

4.  Fees/Terms

5.  Close

VIII.  Questions/Close
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Sample Summary of Rights & Benefits

Presenting Supporter 

· Recognition Status

· Status reserved for one company exclusively

· Singular recognition as Presenting Sponsor of ACME

· Exclusive Top-Level Supporter of ACME Annual Conference

· Dominant access to #____ ACME members 

· Right to use designation as “ACME Presenting Supporter” in own printed materials and stationary during term of agreement

· Conference Site Benefits

· Exclusive Host of Welcome Reception on (date)

· Logo Banner on display in exhibit hall for duration of Conference

· Exclusive imprinting of logo on one side of canvas Conference Bag

· Top-level recognition as the exclusive Presenting Supporter of ACME Conference through special name badge ribbon

· Top-level name recognition on Conference Acknowledgement Easel Sign

· Complimentary 10’ x 10’ exhibit booth and first choice of location (Booth is carpeted and includes pipe & drape, one table and two chairs)
· Advertising Benefits

· Full page B&W ad on back cover of Conference Notebook

· Banner ad on acme.org web site for entire year

· Link from ACME web site

· Full page ad in ACME newsletter published four times annually

· Trademark recognition on ACME ad published in 50+ additional state chapter publications

· Public Relations Benefits

· Opportunity for spokesperson to address conference attendees for up to five minutes during luncheon

· Opportunity to submit names of potential topics and speakers for Symposium at Annual Conference

· Opportunity to meet with ACME President and Conference Chair to review presentation topics and objectives developed by ACME

· Direct Marketing Benefits

· Two sets mailing labels of ACME’s (#) member list

· Advance listing of Conference attendees

· Complete post-event mailing labels for final attendee list
· Promotional Benefits

· Logo on “save-the-date” Postcard sent to # ACME members 

· Logo on back cover of Conference registration brochure sent to # members 

· Welcome Letter in Conference Notebook

· Top-level name recognition for Conference Supporters & Exhibitors in ACME Newsletter

· Company logo on “Visit the Exhibits” contest card

· Hospitality Rights

· Registration for two delegates to Annual Conference at (location) on (Dates)
· Tickets for up to six guests at the All-Member Luncheon on (date) (Advance seat confirmation required)

· Tickets for up to six guests at Conference Dinner Dance on (date) (Advance seat confirmation required)

· Exclusive use of Hotel Hospitality Suite for one evening during Conference (Catering costs are the responsibility of the Host) 

· One year annual subscription to ACME Newsletter
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