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\ DO YOU HAVE A WITCHES BBEW
OF BENEFT?

DETERMINE EACH 9PON9OR® BUSINES OBJECTIVES
AND MARKETING GOALS

DEVELOP A CUSTOMIZED YEAR LONG 9PONSORSHIP
PROGRAM TO FULFILL EACH COMPANYS OBIECTIVES
AND GOALY

13 Uoo AND NEGOTIATE FOR THE WIN-WIN
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: MAKE YOUR SPONSORS LIGHT UP LIKE A
JACK-O-LANTERN

oIART EXPLORATORY CALLo WITH COMPANIES BY
OAYING, "WERE NOT oELLING 9PONSORoHIPS ON THIS
CALL; WED LIKE TO LEARN ABOUT YOUR COMPANY
MARRKETING OBJECTIVES AND BUSINE9S GOALY

o[AY IN TOUCH WITH YOUR 9PONoORo CHECK IN AT
LEAST QUARTERLY
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( ~ DONT HIDE BEHIND THE MASK

COMPANIES WANT TO BE PARTNERS .. NOT JUST CALLED
"PARTNERO

DONT BE AFRAID TO oHARE WHAT YOUR A3oOCIATION
AND MEMBERS NEED

CORPORATE PARTNERo ARE AL30 GOOD RESOURCE
PROVIDERS
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HAVE A POTION OF POLICIES

CREATE A SPONSORoHIP GUIDELINES DOCUMENT THAT
oPELLS OUT THE TYPES OF 9PONJORs YOU WANT TO
ATTRACT A9 WELL Ao INDUSTRY CATEGORIES THAT DO
NOT RESONATE WITH YOUR ORGANIZATION

A GREAT WAY TO INOERT A CHECKo AND BALANCES
oYJIEM INTO YOUR CORPORATE oPONoORSHIP
oI RATEGY
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\ DONT DRESS UP IN GOLD, SILVER, BRONZE |

TARE TIME TO GET TO KENOW EACH OF YOUR
oPONOORD oPECIFIC GOALo AND INTERESTS TO
CUSOMIZE YOUR oPONSORSHIP OFFERINGS

THIS [ THE KEY TO BUILDING A LONG TERM
oPONoORoHIP Ao OPPPOSED TO A ONE TIME
VISIBILITY OPPORTUNITY
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\% ~ ABE YOUB CALL> WITH PROOPECTIVE |
oPONoORo oCARING PEOPLE AWAY?

COMPANIES ARE OVERWHELMED WITH oPONSORSHIP
OFFERS .. DIFFERENTIATE FROM THE COMPETITION

CRAFT COMPELLING OUTBOUND ME9sAGES THAT ARE
200 WORDo OR LEoo .. CLEARLY oTATE WHY THE
CORPORATION [o AN OPTIMAL POTENTIAL PARTNER
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\% ABE YOUB OPONJORS GHOOTING YOU‘7

OFFER COMPANIES VALUE PROPOSITIONS 90 THEY DONT
GHOST YOU

"‘OUTREACH GHOSTING YOUR WORDs ARE NOT
RESONATING 30 YOU DONT GET A RESPONSE

‘VALUE GHOSTING™ YOURE LACKING EFFECTIVE
CONNECTION TO THE CORPORATION o0 YOU DONT GET
A, RESPONSE
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B HAVE YOU CONSIDERED A =

MONOTER MAoH UP?

TARING TIME TO EVALUATE WHO YOUR
COMPETITORo ARE AND HOW YOU CAN
DIFFERENTIATE YOURSELF I5 IMPERATIVE
T0 THE 9UCCEos OF YOUR CORPORATE
oPONoORoHIP oTRATEGY
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YOUR oPONoORo DEoERVE TREATS, NOT TRICKS

WE HELP A30o0CIATIONS TRANSFORM TRANSACTIONAL
oPONSORSHIP PROGRAMS INTO ONE9 oPONoORo REALLY LOVE!
CONNECT WITH Uo.

NO TRICKS ..

JUST PROVEN STRATEGIES THAT WORK.

Lori Zoss Kraska, MBA, CFRE
lori@thegrowthowl.com

Bruce Rosenthal
bruce@brucerosenthal.assocjates
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