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Getting Sponsors for your Project, Organization, or Event 

How to identify potential sponsors: 
     ● Think of businesses or companies that have something in common with your project 
     ● Do an online search for types of businesses that have something in common w/your project 
     ● Look up the sponsors of similar projects or events to yours 
     ● Notice advertisements you see online, in print, and our and about. 
     ● Browse social networking sites: Facebook, Twitter, LinkedIn, etc. 

Make a Sponsorship Plan: 
     1. List the costs of your project/event: printing, promotion, equipment rental, space rental, supplies, food,  
     prizes, payment for work (security, interpreters, etc).  Then rank these costs in order of importance: what       
     do you need to have and what would it be nice to have? 

     2. List out all of your potential sponsors and rank them according to the amount of support you are going to       
     request.  This can be gauged by your sense of how large the business is, how much sponsorship they do,  
     and how much they sponsored other projects for.  Take into consideration the size of your project  
     compared to those they have sponsored in the past. 
               Tip: Attempt more sponsorships than you need.  Only 1 out of 4 requests may work out!       

     3. For each potential sponsor, list the unique reasons that sponsor should be interested in your project, and    
     why you are interested in them.  Identify if there is a particular aspect of your project/event that might  
     speak to them. 
 
     4. Plan to offer incentives.  What can you offer them?  Will you give different offering for different levels of  
     support?  Incentives are usually marketing opportunities for their name or logo.  Here are some ideas: 
               Listing on website, event invite, or event flier/poster.  Mention in newsletter, large banner up at  
              event, space for business cards/marketing materials at event or project location.  

Write a general pitch.   
     Include: 
               ● A description of how the potential sponsor will benefit 
               ● Who your project will benefit/who will attend your event 
               ● Your contact information: website for more info, email, and personal phone number 
               ● Attachments of any marketing materials or information you might have 
               ● Focus on giving back to the community & exposing their brand to a new audience  
               ● Include a suggested sponsorship amount and list your incentives and support levels. 

     Then edit your general pitch to speak to each individual sponsor.  Mention what it is in particular you  
     have in common and how this partnership would compliment one another. 

Send them out!  
Dropping off a letter in person is preferred.  It demonstrates that you didn’t send out a mass email just to see 
who would bite, puts a face to your project, and shows a personal vested interest.  Most likely, you will be 
dropping off the letter with an employee who will be passing it along to the appropriate department or 
person.  After about a week, give them a call saying you are following up on a sponsorship request. 
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More Tips on getting Sponsors 

Sponsorship Ideas: 
Consider asking a potential sponsor to provide the matching gift for a fundraising campaign.  This helps 
leverage your sponsorship and your donors know their contributions will be doubled.  It also exposes your 
sponsor to every potential donor. 

What do Potential Sponsors Want? 
     ● To know they are contributing to a worthwhile & well managed project (offer them tickets, updates, or a      
     follow-up after the event/project) 
     ● Working with people that they know or that are recommended by someone they know. Showing up in  
     person and calling on the phone calls (vs. emails) can help create a relationship that wasn’t pre-existing. 
     ● The opportunity to market to a new audience in their demographic 
 
The only case where No does not mean No 
●We have already donated our maximum this year. “What if we can expose you to new potential customers?”  
●We don’t have the money for it. “Is there a different sponsorship level that could work for you?”  
●We’re just not interested in sponsoring your non-profit. “What are you most interested in?”  
● I don’t have the authority to make these decisions. “Is there someone more appropriate I could meet with?” 
● Your mission doesn’t represent our values.  “If we could show how it does, would you consider us?”  
 
Disclaimer: Don’t compromise the integrity of your project to get sponsors.  You don’t have to bend over backwards for potential  
             sponsors, it should be a comfortable partnership! 

 
 
 
*Many of these tips are applicable to requests for donations and in-kind gifts from businesses & companies as well. 
 
 

 

 

 

This information has been compiled from various internet sources & personal experience.   Share it freely! 

Please contact us with any questions- 

Katie + Amber 

 


