
Leisa Donlan FSAE
ldonlan@rotationalmoulding.com.au

Marketing, Media, Sponsorship
& Events!



Leisa Donlan FSAE
ldonlan@rotationalmoulding.com.au

Slide 2

Marketing Vs Sponsorship
• Marketing : Building a public image for your

club, it’s culture & it’s members.

• Sponsorship:  Using your marketing to build
financial support relationships with business.

• Marketing is a vital first step in gaining
sponsorship!
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Marketing Your Club

• Marketing may change depending on which
market you approach.
• Remember your club’s reputation is going to

affect marketing success … get it right!
• Include demographic information about your

members!
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Creating A Brand
• You may choose your club itself, an activity or

team as your brand
• Ensure the marketing is professional and tells

the story of your club
• All marketing should include your branding!
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Increasing Membership
• Telling people you exist
– Banners, signs & brochures at local shopping

centres
– Booths or exhibitions
– Host a special event
– Focus on What’s In It For Me

• Asking them to be involved
• Pledging money or help
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Membership Recruitment
• Prepare marketing campaigns early that focus

on fun & profile to attract people
• Consider having contracts for players in elite

teams that discuss attendance at training etc
• Utilize Active After School programs where

possible
• Consider early “sign on” at the end of the

season
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Marketing Tools
• Internal
– Newsletter
– Buildings / Fields
– Website
– Members

• External
– Newspapers, radio & television
– Other Venues
– Linked Sites
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Great Communication
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Flash Mobs
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Control The Message
• Make sure any viral marketing links back to

your club or organisation!
• If you are working with viral marketing,

prepare for success, it could get big quickly.
• Online conversations can be contentious and

every club needs policies around online
behaviour for their members that relate to the
club, their name and their members.
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Great Marketing Ideas
• Laminated news in local coffee shops

promoting membership, products & services
• Flyer in local council & tourism information
• Corflute signs everywhere
• Brochures with pizza or other deliveries
• Signs etc at summer sport clubs
• Sign on
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Working With Media
• Stay in touch regularly even if you don’t have

something exciting to talk about
• Invite media to any events you are involved in

or ask organisers if you can invite them
• If they contact you give them whatever they

need quickly!
• Read media as often as you can (every day)
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Media
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Remember Your Image
• Everything in the pitch tells a sponsor about

you!
– Check spelling & grammar
– Highlight the key people within the club
– Include contact details for them to ask more

questions
– Add photos of members enjoying participating in

your club
– Don’t be afraid to be yourself!
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Sponsorship Goals
• Establish clear and realistic goals of

amounts to be raised by sponsorship.
• Be prepared - decision about sponsorship

should be made as a group.
• Concentrate on:
– “What you can do for the business not what the

business can do for you”.
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Sponsorship Checklist
• How much sponsorship money do you need?
• How many sponsors do you want? One main

sponsor or several smaller sponsors?
• What are the benefits/gains of sponsoring your

event to the business?
• Will their logo be displayed on advertising? If so,

on how many advertisements?
• What about sponsor conflicts?
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Big Corporate Money (Up to $100,000)
• Small clubs can access big money
• Analyse work for return & likelihood of

success
• Lots of research, statistical analysis will be

required
• Almost a full time job to maintain
• Better to access local representative of large

corporates (local bank manager)
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Deciding On A Prospect
• Analyse the strengths and weaknesses of each

potential sponsor.
• Work on strong prospects first & focus on only

one at a time.
• Select ones that have relevance to your club.
• Develop tailor made, unique sponsorship

proposals offering specific promotional
opportunities to the business you are
approaching.
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Sponsorship Development
• Be Flexible and Receptive
– Listen to potential sponsors suggestions for your club.

• Think outside the square
– Offer sponsor a stand at an event
– Distribute sponsors promotional material during games
– Options for sponsor to give in-kind
• In-kind sponsorship is payment made in the form of goods and

services not cash.

• Any sponsorship over $500 should have a signed
agreement.
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Small Step Sponsorship (Up to $1,000)
• Cash Donation
• Place collection tins in stores
• Hold gold coin morning tea at business to raise funds
• Offering to provide a percentage of the sale of goods or services from your

business to a community group you support
• Agreeing to photocopy a regular newsletter or flyer for a community

organisation, saving them the money of having to print it themselves.
• Sending out mail for a community organisation through your business

account, ensuring that you save them money. (Sending out 1000 letters
could save $500).

• Have staff from business help out with club duties (eg MYOB)
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Small Step Sponsorship (Up to $1,000)
• Donating excess stock to the club for sale o competition days.
• Business owner agreeing to mentor committee in various business management

areas.
• Thinking before throwing out unwanted equipment.
• Working with a community group to establish a scholarship or award that

promotes positive behaviour. Vouchers for kids who exemplify good sports.
• Working with a local school or community group to sponsor children so that those

who are disadvantaged can still take part in sporting activities, camps and school
excursions.

• Providing a major in-kind gift as a regular raffle prize or fundraiser.
• Using business marketing or media opportunities

(website, newspaper, radio or TV ads, newsletters, emails)
to promote a community group activity.
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Getting Small Step Money
• Prepare a general marketing pack about your

club.
• Include details of the offer (which should

include something for the sponsor)
• Add your “wish list” for things you would like

donated
• Send to multiple companies and follow up

with a call a couple of weeks later.
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Local & Regional Sponsors (Up to $10,000)

• Don’t assume that if you are asking for more
money you are more likely to get turned down.
• Include local and regional businesses in your

sponsorship targets.
• Focus on their interests, not yours.
• Remember to tailor proposals for each type of

prospect.
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Using Specialist Sports Agents
• Consultants will usually take a substantial

proportion of the money (Eg 20-30%)
• For that, they should prepare the submission

& make the meetings
• Will usually only want to pursue $100,000 plus

packages
• Sometimes great for naming rights

agreements for long term
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Develop Your Club Marketing
• How highly regarded your organisation is: You need to sell

your image, so the business knows they will be connected
with a group that's held in high regard. Include some
corroboration of your public profile - news stories, awards,
testimonials, etc.

• How well your image fits their image: Find out where your
interests and images intersect and make the connection
well-known.

• How reliable you are: These days it's almost as important
to prove that your organisation is efficient as it is to prove
that your cause is worthy and your work is good. Many
organisations are good, but few are professional.
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Do Your Homework
320,000 adults play outdoor football each year
265,000 boys under 10 play soccer each week in Australia (almost twice
the amount of swimmers or any other code of football)
• Find the key contact within the sponsor’s business
• Work out many play for your club?
• How does that equate to families, friends etc?
• What is the average amount of money those people may spend with

the sponsor?
• What can you say about the non-financial benefits (happier staff, a

better standing in the community, greater community links, etc.) that
will eventually translate into more earnings?
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How Do Sponsors Think?
• Does the sponsorship fall within the parameters of our sponsorship portfolio?
• Would the event/activity enhance our corporate profile?
• Would this event interest existing and potential customers?
• Could this be tied in with a specific product?
• Does the proposal contain specific measurable objectives that can be evaluated after the event?
• Would there be a role for us in planning and managing the event?
• Would we receive naming rights?
• Are there opportunities for signage, programme advertising, messages, posters or other display

opportunities?
• Does the asking price fall within budget parameters?
• Would there be any long-term benefits?
• Would this event result in increased business?
• Would there be access to mailing lists?  (Within the constraints of the Privacy Act.)
• Is there sufficient time to plan and implement?
• Would this event provide a good number of opportunities for involvement/hospitality by staff and

customers?
• Is there some evidence as to the ability of the organisation to manage the event?
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The Big Pitch (Business Partnerships)
• What you're going to give them: Think over all the things that you

might possibly offer. These could include:
– Inclusion of their material to your mailings to your contact list (and

thus access to a new customer base)
– Sales of their product at your functions
– Display of their logo during media appearances
– Display of their logo in your ads and marketing materials
– Naming rights to the event/building/organisation
– Signage
– Expert advice from your staff/volunteers/leaders
– Endorsements and testimonials
– Access to new audiences for their product.
– Define how you will measure success!
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Your Proposal
• Proposal must show value for money.
• Proposal must give consideration to the target

company’s philosophies and objectives.
• Proposal must be detailed, accurate and

comprehensive.
• Proposal should look as good as possible without

going overboard.
• Amount of money required must be within

realistic guidelines.



Leisa Donlan FSAE
ldonlan@rotationalmoulding.com.au

Slide 37

Improving Your Chances
• Write a submission with an executive summary and

post it off.
• Set up a meeting to take them through the submission.
• Call in a week later with some more material, so you

can check on progress (without pressure).
• Follow up any inquiry immediately. Show them you're

very, very willing to discuss or negotiate.
• If they eventually refuse, thank them for their

consideration and ask them for a debriefing so you can
do better next time.

• Ask them for suggestions about who else to approach!
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Decreasing Your Chances
10. Say, "This will be my second year racing, and with your help I plan to move up to Sport class."

9. Ask for products the company has never carried.

8. Misspell the company name or start it with “Dear Sir or Madam”.

7. Forget you personalized the proposal for another company (i.e. sending Shimano a proposal that says
"We can offer great exposure to SRAM.").

6. Ask for sponsorship for your epic ride across China, Russian, Africa, etc.

5. Send a 24-page proposal with no binding of any kind.

4. Send a proposal in January for money in February.

3. Send a single paragraph email.

2. Instead of requesting sponsorship, send a contract with demanding language like, "The sponsor will
provide the following by Feb. 1."

1. Don't include your contact information in the proposal.
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YES!  We Have A New Sponsor
• Sponsorship Agreement
–Must be in writing  & include:
• Sponsorship dates
• What the sponsor will do (Eg amount)
• What the club will do (Eg Offer)
• Force Majeur (Disaster Clause)
• Details of renewal or renegotiation
• Conditions for termination
• Indemnification for both parties
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Maintaining Contact Is Vital
• Easier to upgrade an existing sponsor than find a

new one.
• Easier to keep a good sponsor than find a new

one.
• Send regular updates to sponsor during season.
• Don’t forget them in the off season!
• Make sure you achieve more than what you have

promised.
• Add something new every year.
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Websites
• Don’t need to be over run by sponsors



Leisa Donlan FSAE
ldonlan@rotationalmoulding.com.au

Slide 42

Existing Sponsors
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Working Locally
Centre Managers
Highfields Country Real Estate Pty Ltd
John Tyler
Shop 2, 10486 New England Highway,
HIGHFIELDS QLD 4352
Phone: 07 46308122
Fax: 07 46308355
Web: www.highfieldscountry.com.au
Email:
Commercial@highfieldscountry.com.au
john@highfieldscountry.com.au

FOCUS: IT’S ALL ABOUT LOCAL
Team Comp For Shops In Centre
Sign On in Centre
Display Signage x 3 per year
Website Linking
“In The News” Articles
Sign At Club
Logo on website
Logo on shirts
Naming rights to team or club?
Guaranteed editorial x 2 per year
Volunteers to Help High Profile Days?
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Working Regionally
Corner of Margaret and Dent Street
Toowoomba 4350
Queensland
Australia
PO Box 6161
TOOWOOMBA WEST QLD 4350
Tel: 1800 638 855 or (07) 4632 5866
Fax: (07) 4632 5328
International Callers + 61 7 4632 5866
Email: customerservice@grandcentralshopping.com.au
Grand Central Centre Management
Centre Manager - centremanager@grandcentralshopping.com.au

Marketing - marketing@grandcentralshopping.com.au
Administration - administration@grandcentralshopping.com.au
Mall Leasing - mallleasing@grandcentralshopping.com.au
Leasing - leasing@grandcentralshopping.com.au
Customer Service - customerservice@grandcentralshopping.com.au

FOCUS:  BRINGING WIDER CONSUMERS TO CENTRE
Team Comp For Shops In Centre
Sign On in Centre
Display Signage x 3 per year
Website Linking
“In The News” Articles
Sign At Club
Logo on website
Logo on shirts
Naming rights to team or club?
Guaranteed editorial x 2 per year
Member’s Bonus Package
Volunteers to Help High Profile Days
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Fundraising
• Set clear and realistic figures to raise.
• Decide on a maximum time frame to raise

money in.
• Complete fundraising at least 6-12 months

before, if money is to be spent on holding the
event.
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• Every Donor has their Day!
– An interesting way to liven up an old-fashion

raffle.
– Sell days out of  a calendar for a small price.
– Draw a winning day from the calendar.
– The winner gets that day a prize – dinner,

massage, movie passes, etc.

Ideas for Types of Fundraising
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Ideas for Types of Fundraising
• GST – One Everyone Likes
– Encourage local business to donate Good, Services

and Talent to be auctioned off to raise money.
– This auction could be a pre-event or could also be

held online.
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Ideas for Types of Fundraising
• Reaching for a New Record!
– Try to break a silly record.
– Visit www.guinessrecords.com to find a record to

break or make your own up that is relevant to
your event.
–Ways to raise money
• Get people to sponsor participants.
• Sell food and drink at the attempt.
• Ask for a gold coin donation to come and view that

attempt.
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Ideas for Types of Fundraising
• Merchandising – Slogan Tees
– Develop a slogan that will identify with your event

and have it transferred on to tees.
– Sell these in the local area for a small price.
– This will allow you to raise funds as well as raise

the awareness of your event.
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Ideas for Types of Fundraising
• Time Capsule
–Make a time capsule to commemorate the event

and sell spaces in the time capsule.
– The time capsule could include a CD with a names

involved, photos, and items that symbolise the
here and now.
– This could be a good way to get the media

involved with the event prior to the official event.
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Ideas for Types of Fundraising
• More ideas for fundraising can be found in:

How To: Find Money Fast
50 Great Ideas to raise up to $5000

By ourcommunity.com.au

• This book can be borrowed from Hawkesbury City
Council for a maximum of 2 weeks.
• Contact: Corporate Communications 4560 4430
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Donations, Art Unions & Bingo
Queensland Office of Gaming Regulation

• Category One
– Proceeds less than $2000, gross

proceeds to winner & done on day of
event
– Tickets to members & guests only
– Money is prize & back to association
– Restrictions on prizes (more than

$10,000 cash, surgery, tobacco,
weapons, casket tickets etc)
– No permit or license necessary
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Donations, Art Unions & Bingo
• Queensland Office of Gaming Regulation

• Category Two
– Proceeds less than $20,000, gross proceeds to

winner & done on day of event
– Tickets to members & guests only
–Money is prize & back to association
– Restrictions on prizes (more than $10,000 cash,

surgery, tobacco, weapons, casket tickets etc)
– Permit required
Category Four is for no charge promotions &

competitions but still has conditions
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Sponsorship
• Start  planning and approaching sponsors 12 months before

you  need the money as decisions take time.
• Its as easy to ask for large amounts as small.
• Focus on what’s in it for the sponsor and how their businesses

will benefit (Return On Investment ROI)
• Try and find out what your sponsor’s objectives are and show

them how sponsorship will address them.
• Keep a sharp eye on the long term ‐ build trust over time.
• Use your time effectively, this takes persistence
• Don’t let a month pass without contact via phone or email
• Never endorse anything a sponsor sells or makes.
• Make sure you have a written agreement highlighting exactly what you are

agreeing to.
• Ensure you meet your obligations.
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How To Keep Sponsors
Managing The Sponsor Relationship
• The relationship with your Sponsor is based on the delivery

of your promises.
• Keep in touch and keep them up to date.
• The job isn’t over when the cheque arrives or event is done
• Give great service and they’ll come back.
• Do more than they expect, give more than they wanted.
• Be early on delivery, prompt on contact returns and emails

and flexible on their dates
• Have a plan for deliverables to ensure fulfillment. Don’t over

promise and not deliver.
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Sponsor Agreements
• A Contract Doesn’t have to be complicated, just legal.
• Should include what they will do for you (amount of sponsorship) and

what the club agrees to do for them.
• Include their Sponsorship Title and cash or in kind value.
• Include their benefits and your deliverables including due by dates.
• Include the start and finish date of contract.
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Written Agreement
• 1. The sponsee agrees to grant the sponsor the following sponsorship rights: (List all benefits to sponsor.)
• 2. It is agreed that at the time of renegotiation, the sponsee will automatically invite the sponsor to renegotiate the agreement.
• 3. The sponsorship will be for the period of xxxxxx to xxxxxxx.
• 4. The sponsor agrees to provide: (List all the provisions of the sponsor.)
• 5. The sponsee agrees to provide the sponsor in the form of xxxxxx.
• 6. In the event of a dispute arising that the parties themselves cannot resolve, the parties agree to refer the matter to an independent arbitrator

appointed by mutual agreement.
• 7. If the parties cannot agree on an arbitrator, or both parties do not agree with the decision of the arbitrator appointed, the agreement may be

terminated in the following manner:
• a) If the breach is one that can be rectified, then the non-breaching party can request in writing that the breach be rectified in 14 days. If the breach

is not rectified within that time, the non-breaching party may terminate the Agreement immediately;
• b) If the breach is one that cannot be rectified, the non-breaching party may terminate the Agreement by giving 14 days written notice of their

intention to terminate.
• c) If either party goes into liquidation, is wound up, dissolved (except for the purpose of reconstruction or amalgamation), enters into a scheme of

arrangement or is placed under official management or in receivership, the other party may terminate the Agreement by giving 14 days written
notice of their intention to terminate under the clause.

• d) In the event of a termination under this Agreement, each party’s rights and liabilities will cease immediately but the termination shall not affect a
party’s rights arising out of a breach of this agreement by the other party.

• 8. Where one party is unable to carry out its obligations under this agreement due to circumstances beyond its control or which it could not have
prevented, those obligations are suspended whilst those circumstances continue, provided the other party is notified and the first party uses its best
endeavours to overcome the circumstances preventing its obligations from being carried out.

• 9. Each party shall indemnify the other against any claims arising from any breach of the agreement by either party.
• 10. The terms and conditions of this agreement shall not be disclosed to any third parties without the prior written consent of both parties.
• 11. The rights of either party under this agreement shall not be transferable or assignable either in whole or in part.
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Appreciation & Follow Up
• Send emails and include sponsors activities & logos on

website.
• Take lots of photos of sponsored activities and send them on

to sponsor.
• Consider putting together a book of photos and comments

from members about sponsorship activity.
• Send cards & letters of thanks.
• Invite the sponsors to attend any activity you are planning,

even if they don’t come, they will appreciate the invitation.
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Events
• Research any past events and find out what worked /

didn’t work
• Contact council, police or other authorities early if you

need outside space or permits
• Consider working with professionals to help manage

large events
• Investigate if you need any additional insurance to

cover the event
• Prepare a realistic budget to see if its viable
• Find out what the legal implications are for the vent
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More On Events
• Guidelines from hosts
• Tents & Equipment
• Bids Need To Inspire
• Tourism organisations can give great support
• Check calendars for other events
• Use GANTT & project management
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Event Logistics
• Sun / Shade
• Spectators
• Entertainers
• Local Transport
• Accommodation options
• Flights / times
• Facilities (Showers / toilets/ facilities)
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Volunteers
• Understand how many you need, when and

where you want them and if they will need
any training for the event
• Make contact with sub contractors as early as

possible
• Meet with partners regularly to prepare for

the event
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The Financial Revolution

Life Memberships
Free forever?

Free Participation
Eg For big volunteer jobs but with assessment

Volunteer Sacrifice
Eg $200 but don’t ever call me but use $ for more help

Volunteer Rebate
Eg $100 but they get it back if they volunteer for 10 hours
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Disclosure Statements

• Meaningless to get participants to sign “I
agree not to sue you” form
• Helpful to get them to sign “I have been told

of the dangers” form
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Your Own YoTo Channel
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Great Apps For Clubs
• Facebook (using push)
• Google maps (finding venues)
• St John’s Ambulance First Aid
• Voice memos
• Skype
• BOM (weather maps)
• Google authenticator

(generates passwords)
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Guide To Community Events

www.committee.com.au


