
 

 

 

 

 

Denver Auto Show 

 

Introduction & Description of Main Event 
 

The Denver Auto Show is the largest consumer show of its kind between Chicago and 
Los Angeles.  The century old show utilizes 400,000 square feet of floor space filled 
with the eye candy and technological innovation of the latest car and truck models, 
attracts and estimated 100,000 enthusiastic consumers who have been lured by 
$350,000+ in paid and promotional advertising.  Associating with this highly-anticipated 
annual show provides its sponsors with extensive reach and tremendous exposure to 
impact and sell to their target customers.  
 
The Show was held from April 
9 - 13, 2014 at the Colorado 
Convention Center.  It is truly 
the largest attraction in the 
region for those researching, 
purchasing or simply admiring 
the latest automotive models, 
products and services.  
Sponsors of this blue chip 
event distinguish themselves 
from their competitors through category exclusivity for their product or service, 
presentation rights for a show asset, extensive on site exposure, customer hospitality as 
well as opportunities for special promotions and activation initiatives.  
 
The Show is produced by the Colorado Automobile Dealers Association of Colorado 
(CADA).  For most of the past century, CADA has strived be the industry champion for 
the automotive dealers operating in Colorado.  A 501 (c) (6) membership organization, 
CADA represents 230 dealers statewide and is charged to be the advocate for new car 
and truck franchised dealerships, provide specialized expertise, training and 
communications. Some fast facts about the show: 
 

 100,000 attendees representing a highly desirable attendee profile  
 

 Annually sold-out exhibition space representing virtually every major automotive 
brand – the ultimate eye candy! 

 

 Supported by an astounding $350,000+ in paid and promotional advertising in more 
than a dozen print and broadcast outlets including promotional  

 

 Extensive public relations efforts generating more than 15.1 million earned media 
impressions in 2013 

 

2014 IFEA Pinnacle Award Submission: 

Best Overall Sponsorship Program 



Description of Overall Sponsorship Program  

 

In 2013 CSG was engaged by CADA to create the first ever sponsorship program for 
the Denver Auto Show.  They had one or two partners annually prior to 2013, but they 
were low level, under-valued sponsors that had essentially come to them for 
sponsorship.   
 
CSG conducted a comprehensive property audit and developed a sponsorship plan for 
the Denver Auto Show and took it to marketing in 2014.  CSG created a four-tiered 
sponsorship program to attract all levels of sponsors at marketable price points. 
 
The major distinction between these different types and levels of sponsors is the kind 
and quantity of rights they receive based upon the investment level.  Rights can most 
simply be divided into three different categories:  Exclusive Rights, those which only the 
top-level sponsor receives; First Rights, which are those rights from which a sponsor 
can select as their “own” before other sponsors; and General Rights, which all sponsors 
receive. CSG establish the following types and levels of sponsorship for the Denver 
Auto Show: 
 
 Presenting Sponsor (1) $70,000 

This single, exclusive, top-level sponsor of the Denver Auto Show will receive 
universal, event-wide, category exclusive rights including complete above-the-name 
brand association, (e.g. “Title Sponsor presents the 2014 Denver Auto Show”) in all 
event promotional advertising and collateral materials, extensive event signage, 
onsite exhibit space and hospitality benefits. 

 

 Official Sponsor (2)    $45,000 
These top-level secondary sponsors will receive category exclusive, universal 
marquee billing below-the-name recognition, (e.g. “Presenting Sponsor presents the 
2014 Denver Auto Show officially sponsored by Official Sponsor and Official 
Sponsor”) in all event promotional advertising and collateral materials, extensive 
event signage, exhibit space and hospitality benefits. 

 

 Associate Sponsor  (4)   $18,000 
These mid-level sponsors will receive Associate recognition (e.g. “Presenting 
Sponsor presents the 2014 Denver Auto Show sponsored by Official Sponsor and 
Official Sponsor” in association with Associate Sponsor”) in print event promotional 
advertising and collateral materials, some event signage, onsite exhibit space and 
hospitality benefits.  

 

 Supporting Sponsor (8)  $10,000 
These lower-level sponsors will receive Supporting recognition in select event 
promotion and collateral materials, event signage, onsite exhibit space and 
hospitality benefits. 

 

 



List of all current sponsors, levels of support, longevity and benefits packages 

 

2014 Denver Auto Show 

Level  Sponsor  Fee   Years  Benefits 

Presenting ColoradoDrives.com $40,000 cash  1  See packaging matrix 
  (Denver Post)  $25,000 trade 
 
Official  Allstate  $45,000 cash  1  See packaging matrix  
 
Official  Public Service C.U. $50,000 cash  1  See packaging matrix  
     $12,400 trade  
 
Associate ANGA   $18,000 cash  2  See packaging matrix  
      
Associate Lincoln Tech College $17,000 cash  1  See packaging matrix 
 
2014 CASH TOTAL   $170,000 
 
 

CSG created a comprehensive benefits packaging and sponsorship valuation 
packaging matrix to generate their sponsorship packages.  From this matrix, (which is 
used for internal purposes only and is NOT presented to sponsors), sponsorship 
packages are translated into benefits sheets that clearly outline the specific assets, 
benefits & rights they are to receive as their sponsors level.   
 
A copy of the packaging matrix for the 2014 Denver Auto Show is attached as an 
addendum to this entry along with the sponsor packages for each level. 
 
 
 
 
 
 



 

Description of sponsor research, targeting and sales process 

 

Sponsors for the Denver Auto Show were companies with an interest in the audience 
profile of the event attracts and the medium of event marketing.  They want to be able to 
utilize the event as a method to advance their own marketing and communications 
goals and objectives.  They also desire an affinity with the community through the 
Denver Auto Show’s beneficiary, Clear the Air Foundation, as they want to be perceived 
as good corporate citizens.  
 
Selection Criteria 
The list of potential sponsors for the Denver Auto Show ran into the hundreds.  It has 
been CSG’s experience that the potential for success is achieved when an appropriate 
“fit” exists between a prospect’s brand identity, product, service or customer profile with 
those of the property.   
 
CSG uses a “rifle shot” approach to securing sponsors, whereby individual companies 
are identified, researched and a proposal is custom written to address their specific 
needs and objectives.   Four principal criteria will go into the identification of potential 
sponsors of the Denver Auto Show: 
 

1.  Attendee/Customer fit - Companies whose products and services are 
marketed to either a youth male market or male 25-54 demographic profile. 

 

2.  Geographic marketplace - Companies that have a base of operations, strong 
customer market, and/or employee base in the Denver region. 

 

3.  Event/Activity fit - Companies that have historically demonstrated a specific 
interest in automotive products and services, driving and other auto shows 
across the country. 

 

4.  Companies which want to positively reach and impact Colorado’s automotive 
dealership sector. 

 

Candidate Categories 
CSG believed the most natural candidates for sponsorship of the Denver Auto Show 
could be identified in the following industry or business categories: 
 

 After Market Products & Services 
(e.g. OnStar) 

 Auto Clubs 
 Automotive Industry/Special Interest 

Publications 
 Automotive Online Sales  
 Banks/Credit Unions  
 Bio-Fuel 
 Broadband Cable 
 Convenience Stores 
 Custom Garage 

 Fuel/Gasoline  
 Insurance Companies (Home, Auto) 
 Military Recruiting 
 Private Financial Services (interest 

in CADA Dealers) 
 Telecommunications 
 Tire Manufacturers (e.g. Yokohama, 

Michelin)  
 Trade Schools (Automotive) 
 Utilities (Xcel Energy, others who 

have a clean air message) 



Sales Process 
Once the product categories were determined, CSG developed a specific prospect list of 
potential sponsors.  Each prospect was researched online with their key marketing & 
communications objectives identified.  CSG then reached out to the appropriate decision-
maker by phone or email, depending on our relationship with them, to “float” the opportunity.   
 
Once potential sponsors were connected with, and interest was determined, a custom 
proposal was developed which addressed their specific objectives along with ideas for 
potential promotional activations.  CSG worked for a face-to-face meeting to present these, 
but often email them and follow-up on the phone. 
 
 

Description of Sponsor Service Team & Steps Taken when New Agreement Is Signed 

 

CSG’s Account Services staff assured each sponsors’ interests were properly represented 
and all benefits were utilized to their maximum impact.  CSG managed the experience for all 
the sponsors they secure in the sales process through the successful completion of the 
sponsorship. 
 
Once a sponsor agreement is signed, the sales representatative documented all aspects of 
the sponsorship arrangments in writing and met with the “fulfillment manager” from Account 
Services to formally “pass-off” the file and briefed them on any nuances of the sponsorship. 
The fulfillment manager then contacted the sponsor to introduce themself and began 
preparing the many details of effective benefit tracking and fulfillment.  They principal tools 
used by CSG in managing the Denver Auto Show sponsorship fulfillment include: 
 

 Building of benefits tracking matrix (Sample attached) 

 Establishment of timetable & deadlines for benefits 

 Preparation of Sponsor fulfillment pack (Sample attached) 

 Liaison with organizer and sponsor 

 On site management of sponsor experience 

 Preparation of Post Event Report (Sample attached) 

 Preparation of sponsor memento/gift  

 



 

Overall Effectiveness/Success of the Program  

 

The sponsorship program for the 2014 Denver Auto Show was a tremendous success and 
CADA was very pleased with the results of this new sponsorship initiative.  The numbers 
below paint the picture of great achievement. 

 Year  Total Cash  Total Trade  Renewal Rate 

 
 2013  $56,000  $0   100% renewal 

 
 2014  $170,000  $25,000  TBD 

 

Growth in cash revenue increased 300% from 2013 to 2014 the first full year of this 
comprehensive sponsorship program. The Denver Auto Show is the the sponsorship envy 
of most every other consumer show in Colorado. 

Within the next month, customized 2014 Post Event Reports will be completed and the Sales 
Representative will meet with each sponsor to review 2014 results and present renewal 
information for 2015. 

Based upon initial comments by the top tier sponsors, we expect all to return in in 2015. 

 

Supporting Questions 

1. What challenges / obstacles did you foresee/encounter in creating the program, and how 
did you handle them?” 

 

We realized that with more than 100,000 attendees and $350,000 in marketing behind it, 
the Denver Auto Show has tremendous sponsorship potential that had never been tapped. 
 

The biggest issue was getting the sponsorship program out to the marketplace.  We 
invited a number of potential sponsors to the show in 2013 to have them experience it for 
themselves and meet show management.  Three of those prospects signed on as 2014 
sponsors. 
 

Further, we needed to work with the two former partners whose fees needed to be 
significantly increased under the new program.  They were able to see the value that had 
been added and several benefits from their prior year were “grandfathered” into their 2014 
deals which made them happy. 

 
2. Supporting Materials (see attached) 

o Packaging/Valuation Matrix 
o Sponsorship Overview 
o Presenting Sponsor Prototype Proposal 
o Sponsor Agreement Template 
o Sponsorship Follow Up Report 
o Supporting photographs 



 

Sponsor Photographs 

 

 

 

 

 

 

Show Entrance with 
Sponsor Branding 



 

 

 

 

On Site Sponsor 
Activations 


