HOW TO WRITE A
SPONSORSHIP PROPSAL

Sponsorship is a great way for athletes to meet the costs of training and
competing. This resource will look #bat important first step of how to
prepare a sponsorship proposal and ideas on approaching, making contact and
signing on a sponsor.

Before you start...

Remember that gaining sponsorship is not easy. It is just as competitive as
taking on the oppositionn your sport. To be successful you really need to
approach sponsorship in the same way you approach traigntprough
targeted, smart and focused effort.

Step One: Identify Your Product

First off you need to understand what your product is. In shois §ou, as an
athlete. However you need think broadly to capture all the aspects that can be
of value you to a potential sponsor.

Activity One:

On a piece of paper write
your name in the middle.
Using a mindmap, write

down all the things you
believe are strengths that
can be marketed to a
potential sponsor. Use these
four categories, X-Factor,

Personal SkillsSponsorship
Properties, Achievement$

help.
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completing this activity. &u
need to be aware of all the
factors that make you a
great investment for
potential sponsors.

This info should be specific.
This information tken forms
the basis of thedproduct
that you can sell in your
sponsorship proposal

Personal Achievements

Skills Gold Medal at the
People person Canada Games
Media Skills Ranked top 10
Great Time Canada
Management Experienced
Goal Orientated Overseas Comps
Tenacious & College Degree
Driven
IT Skills .
Public Speaking A||Ce

Athlete
Sponsorship

X Factor Properties

Personality Plus!!!! Branding

Potential 2010 Olympian
Attitude to Succeed

Media Connection
Personal

Hard Working Appearances
Fresh Face Public Speaking
Can Connect to a Corporate
Variety of People Functions
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Step Two: Identify Your Needs

Before approaching a sponsor or starting your sponsorship proposal, it is
essential that you understand what your needs are. This will give you a clear
indication of the level of support you require from a potential sponsod a
show them that you are organized and that their investment is needed and will
be utilized in the right way.

Activity Two :

On another piece of paper
My Needs... outline what your current
Financial... nheeds are.hTIhe for cgtegor!els
Training Camp - $780 t at.Can elp areFinancial,
Travel - $3,000 Wish List to help provide an
Accommodation - $2,000 order.
Equipment...
New Board - $600.00 Try to be as specific and
_';ractilci Boots - $2$03°OO realistic as possible and
raveltiggage include a dollar amount for
Services... each item.
Physio - $460
Equipment Maintenance - $250 An Excel Spreadsheet is a
Cell Phone - $550 .

good tool for keeping track of
Wish List... not only your needs, but also
Massage Therapy - $300 abudget_
Nutritionist - $440
New Outerwear - $330
Additional  Training Camp - $5000 Once you have your need

identified you can start to

build your proposal.

Looking at the information you haymilled together in Activity One and Activity
Two you can start to highlight opportunities with different sponsors. From your
information you should be able to draw some conclusions from these two
underlying questions...

Which potential sponsors matches d@nlinks well to you as an
individuaP (These are the components identified in Activity One)

Which potential sponsors have the ability to meet the needs you have
identified?(These are the components identified in Activity Two)

If you are still strugglingo find the answers to these questions, go back to

Activity One and Two and take another look at completing this information.

Other resources that could be beneficial in helping you determine your profile
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Step Three: Choose Your Approach

From here most athletes choose totarget sponsorsi ¢ A 0 K SA G KSNJI
2 NJ Way A LlagphachNIBGEHE Si@hods have their advantagesd
disadvantages and are explained below.

2 AGK P WakK2d3dzyQ FLINRIOK | GKfSiSa
sponsorship proposal and distribute this to a wide range of potential sponsors.
The advantages to this are that it is less time consumingyandcan hit a large
number of potential sponsorefficientyd ¢ KS RA&l Ry Gl 3S
approach is that it is not personal or specific ahds fails to really show a
connection between you as an athlete and the potential spon$ors often
easer for potential sponsors to disregard a generic and mass produced
sponsorship proposal. If you do choose this method, here are some tips:

Ensure that even though your sponsorship proposal is generic that it still
reflects who you are and your needs.

Decde whether you will mail, email or use both when sending your
proposal to potential sponsors.

Use a database to compile a list of sponsors and their contact details
¢tKA&a Syl ofSa e2dz G2 aSS ¢Kz2 @&2dz |
send proposals twice.

vaiAy3a | WalAf aSNHSQ FNRY &2dzNJ R |
proposal a little more specific and it adds a personal touch.

52y Qi F2NBSG G2 72 tpordwss talzpppoach goadz O |
All it takes is a quick phone call to each potentialrsgor that you sent

a proposal to.

CKS WAyALS NAFESQ YSGK2R Gl 1Sa G4KS
identify a smaller number of key sponsors that have a strong connection to the
particular athlete. Once identified the athlete tends to spend miimee putting

a specific sponsorship proposal together showing the specific linkages and
benefits of the partnershipThe advantages to this are that potential sponsors
are more likely to consider and say yes to a proposal that specifically identifies
with their company. The disadvantage to this approach is that sponsorship is
still very difficult to sell to companies and after all your time and effort, you still
may be unsuccessful. If you do choose this method, here are some tips:

Find out as much as yatan about the potential sponsor first. Good
information to collect includes, mission statement or company ethos,
key products or services, contact informatigheir customers or target
market,locations, connections to the community etc.

| Using this informtion make a short list of the base information that you
‘ need to link your proposal to.

Construct your sponsorship proposal around linking your own traits with
that of the potential sponsor.
Be as specific as possible, connect your experiences and whatayou
offer to the potential sponsor and identify the specific benefits of the
sponsorship.
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Step Four: Constructing Your Proposal

The actual Sponsorship Proposal is an important tool for athletes looking for
sponsorship. However you need to keep in midditi G KSNB A& vy
proposal and that what works for one potential sponsor may not for another.
The real key to your proposal is that it makes a great first impression and gets
you an interview with your potential sponsor.

Your sponsorship propossihould have two basic parts:

One page that outlines who you are as an athlete; your
accomplishments, your experience, your goals and what makes you a
fantastic investment for a potential sponsor.

One page that outlines your actual sponsorship proposahat
investment are you looking for, what benefits can you provide, what are
your products, why should they invest, what you will use the money for
etc.

For a guide to completing théirst part of your proposal, check out the
W/ NBI G§Ay3 IV resolréetabvivdcathlStéydrg.8aQ

The second page of your proposal covers the specifics of your proposal. The
steps below over a guide on what information this page should contain...

The Goal or Obijective of your Sponsorship

This can be quite short and simple, butist important as itprovides the
potential sponsor with an idea of what their investment will be used for and
why you needt. You can even include a cost breakdown if you think it helps.
Here is an example of what this could look like:

KELLY ATHLETE
&
ANNA ATHLETE

SPONSORSHIP OPPORTUNITIES

OUR GOAL:
To compete at upcoming elite beach volleyball tournaments in Portland,
Vancouver, California and Toronto.

THE COSTS TO REACH OUR GOAL:
The cost to accomplish our goal is approximately $4,000. This includes;
e Transportation to Oregon, California, Toronto $1,000
e Accommodation while competing $500
e Tournament Entry Fees $1,000
e Training & Equipment Expenses $1,500

The example lBove isa sponsorship proposal from pair of BeachVolleyball
athletes Although thisinformation is very basic, it shows the costs of being a
high performance thlete andyou @n go into more detailvith the potential
Sponsor onceg/ou arrange a meeting or interview.
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The Selling Points of your Sponsorship Proposal

This is where you need to clearly outline thenefits that are provided in
return for the ponsorship investmentThere are a cque ways of doing this,

but a good approach is to provide different levelssponsorship benefits and
investment. For example, you may haoldQ ‘BilveQand ‘Bronz€levek of
sponsorshighat a company can choose from. To get a good idea of what types
of benefits you can provide a sponsor, look back at Activity One, especially at
the Bponsorship Properti€solumn, or check out the examples below:

Brandingg on gear / equipment Makingpersonal @pearances
Media recognition Press onferencesand media
Involvement at galas and events

events Public awarenessampaigns
Alignment to apositive role Team liildingor sport cemos
model Public speakig goportunities
Use of services andthage Association to healthy lifestyles
Gonnection to the community Emails ad/or postcards while
Motivational geaking training andcompeting

Below is an example of how you could insert these options into a sponsorship
proposal

Major Sponsor:

As my major sponsor for 2005 your company will receive the following

= Branding opportunities on the competition kayak and paddle bags used in all local,
national and international competitions; training T-shirt and travel luggage for 2005.
This will be carried out at no cost to your company.

* Major branding on my website, which includes newsletters and can also have a
direct link to your website.

* Guaranteed press coverage and brand association in the 3 local newspapers.

= Positive alignment and association with a young, responsible sportsperson
creating favorable word of mouth feedback.

* The possibility to use me and my services to promote your company and products.

* The oppertunity to help and support a hard working athlete to continue competing
on the world stage.

Supporting Sponsor:

As a supporting sponsor for 2005 your company will receive the following

= Branding of your company on my Training/Warm Up T-Shirt which will be worn
both locally and at the 2005 Oceania Championships.

= Branding of your company on my website, which includes newsletters and will

track my progress through the tournament.

Association through press releases and the media.

Positive profile for your company through your association with this sponsorship.

An individual thank you on the completion of the 2005 Oceania Championships.

The opportunity to help and support a hard working athlete to continue competing

on the world stage.

| 4

The examples above are basic, but give you a good starting pentmore
information, check out théMarketing Considerations for Athlet@esource at
www.bcathletevoice.ca
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The Cost of your Sponsorship Proposal

One of the hardest parts to constructing a sponsorship proposal is to decide on
the appropriate level of value fagach of youdeveld 2F Ay @SaidyYSy
with this, itQ & poitarit to go back to Activity Twandlook at what your needs

are and then match these with the benefits you are prepared to provide the
potential sponsorRemember to be realistic and think of the proposal from the
potential sponso® point of viewBelow is an example of how this could look:

GOLD LEVEL SPONSOR $1,000.00

BRONZEEVEL SPONSOR $100.00

The \alue ofyour sponsorship is up to you. Many athletes may not attract a
WBold Sponsd but by having levels of sponsorship, they may sign many
Bronze Sponsof>

Closing your Sponsorship  Proposal

How you finish your sponsorship proposal is very important. You need to
ensure you end on a good note and provide information on what the next steps
are. Below is an example

| hope that we can work with you andyour organization to supprt my dream of
becoming National Champions.

It would be great to set up a time to meet andiscuss this proposal and get your thoughts
on how we can work together in the future.

Thank you for your timeand | look forward to being in touctwithin the next two weeks
K Athlete

Phone: 77984295876
Email: kathlete@hotmail.com

It is a good idea to link your firsentenceback to your gols and objectives for
the spnsorship. Also make sure you provide an opportunity to get face to face
with your potential sponsor. Remember that in most cases you nemeeting

or an inteview if a sponsor is going to invest in you. Finally,®@torget to
include yourcontact details and a time frame of when they can expect to hear
back from you.
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