
 

 

 

 

 

Rocky Mountain Airshow 

 

Introduction & Description of Main Event 
 

This past May, the skies over Denver once again thundered with the return of Rocky 
Mountain Airshow, the largest aviation event in Colorado.  Rocky Mountain Airshow is 
the region’s only full-scale air show, featuring for the first time in more than a decade, 
the USAF Thunderbirds jet demonstration team. 
 
For the first time ever, the 2015 Rocky Mountain Airshow will took place over water 
rather than at a local airport.  Working with the City of Aurora to create a signature event 
for metro Denver, all aerial performances flew over Aurora Reservoir, providing nearly 
360 degrees in viewing.  
 
Rocky Mountain Airshow will began with a 
special evening aviation show and 
fireworks on Friday, May 29th with two 
daytime shows on Saturday, May 30th and 
Sunday, May 31st featuring the 
Thunderbirds as well as other 
demonstration teams, civilian aerobatics 
teams, aerial solo acts, vintage aircraft and 
warbirds, plus static displays of float 
planes, helicopters and military equipment 
displays and other exciting activities for 
audiences of all ages. 
 
Some fast facts about the show: 
 
 Star-power draw of headline act, the USAF Thunderbird’s is a huge audience 

draw and guarantees extensive media interest 
 

 Drew 60,000 attendees representing a highly desirable attendee profile  
 

 Three-days of energy-charged programming including fireworks, military jet 
teams, civilian aerobatic acts, over water demonstrations and static displays  

 

 “Adventure Zone” experiential children & family area with hands-on activities, 
demonstrations, exhibits in aviation and aerospace that will entertain, intrigue and 
inspire   

 

 Supported by a $330,000+ in paid and promotional advertising with such media 
partners as Westword, Xfinity, KMGH-TV7 and KYGO-FM. 

 

2015 IFEA Pinnacle Award Submission: 

Best Overall Sponsorship Program 



Description of Overall Sponsorship Program  

 

In 2014 CSG was engaged by Colorado Sports Aviation to create the sponsorship 
program for the Rocky Mountain Airshow.  They had one or two partners annually prior 
to 2014, 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 Rocky Mountain Airshow and took it to marketing in 2015.  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 Rocky 
Mountain Airshow: 
 
 Title Sponsor (1)   $55,000 

This exclusive top-level sponsor will receive exclusive name integration with the 
event, ((Company) Rocky Mountain Airshow”) in all paid and promotional event 
advertising and collateral materials, extensive event signage, and extensive, 
unbuyable hospitality benefits, plus 20’ x 20 premium exhibit space. 
 

 Presenting Sponsor (2)   $38,000 
These two sponsors will receive marquee billing below-the-event-name recognition, 
(e.g. “(Title Sponsor) Rocky Mountain Airshow presented by 1st Presenting Sponsor 
and 2nd Presenting Sponsor”) in $150,000+ in paid and promotional event 
advertising and collateral materials, extensive event signage sampling rights and 
high level hospitality benefits, plus 10’ x 20 premium exhibit space and name 
integration of one of the Airshow’s top assets.   
 

 Associate Sponsor  (4)   $18,000 
These program level sponsors will receive Associate recognition in all paid and 
promotional print advertising as well as all collateral materials, most event signage, 
VIP hospitality benefits plus a complimentary 10’ x 10’ premium exhibit space and 
name integration of one of the Airshow’s secondary assets.   
 

 Supporting Sponsor (6)  $10,000 
These companies would benefit from official association with the Airshow. 
Supporting Sponsors will receive excellent on site positioning, including a 10’ x 10’ 
expo space, complimentary ad in the Airshow Program, onsite signage and 
recognition in other collateral materials, as well as VIP hospitality benefits 
 

 Contributing Sponsor (8)  $10,000 
Contributing Sponsors will receive positive on site exposure and interaction, 
including a 10’ x 10’ expo space, complimentary ad in the Airshow Program, onsite 
signage as well as general hospitality benefits 



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

 

2015 Rocky Mountain Airshow 

Level  Sponsor  Fee   Years  Benefits 

 
Associate Comcast  $18,000 cash  2  See packaging matrix  
      
Associate Budweiser  $16,000 cash  1  See packaging matrix 
     $  2,000 trade 
 
Associate 98.5 KYGO  $134,000 trade 2  See packaging matrix  
      
Associate 7NEWS  $30,000 trade  1  See packaging matrix  
      
Associate Westword  $20,000 trade  1  See packaging matrix  
      
Supporting Visit Aurora  $5,000 cash  1  See packaging matrix  
     $5,000 trade 
 
Supporting Visit Aurora  $5,000 cash  1  See packaging matrix  
 
Supporting Colorado Lottery $10,000 cash  1  See packaging matrix  
 
Supporting Coca-Cola  $10,000 cash  1  See packaging matrix  
 
Contributing Donor Alliance  $6,000 cash  1  See packaging matrix  
 
Contributing Redstone College $5,000 cash  1  See packaging matrix  
 
Contributing RCND-Bacchus $2,000 cash  1  See packaging matrix  
     $2,000 trade 
 
Contributing USAA   $6,000 cash  1  See packaging matrix  
 
   
2015 CASH TOTAL   $83,000 
 
 

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 2015 Rocky Mountain Airshow 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 Rocky Mountain Airshow 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.   
 
Selection Criteria 
The list of potential sponsors for the Rocky Mountain Airshow 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 Rocky Mountain Airshow: 
 

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 air shows, military events, patriotic experiences, etc.  

 

Candidate Categories 
CSG believed the most natural candidates for sponsorship of the Rocky Mountain 
Airshow could be identified in the following industry or business categories: 
 
 Airline 
 Automotive 
 Aviation/Space 
 Banking/Credit Union 
 Beer 
 Cable/Broadband (fast!) 
 Car Rental (Trade) 
 Convenience Stores 
 Healthcare 
 Hotel (trade) 
 Insurance 
 Gaming 

 Government 
 Military Recruiting 
 QSR 
 Real Estate 
 Residential Developers 
 Retail 
 Soft Drink 
 Supermarket 
 Tech/Trade Schools 
 Telecom 
 Waste Management (trade) 

 



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 Rocky Mountain Airshow 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 2015 Rocky Mountain Airshow 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 

 
 2014  $18,000  $0   0% renewal 

 
 2015  $83,000  $193,000  TBD 

 

Growth in cash revenue increased 361% from 2014 to 2015 the first full year of this 
comprehensive sponsorship program.  

Within the next month, customized 2015 Post Event Reports will be completed and the Sales 
Representative will meet with each sponsor to review 2015 results and present renewal 
information for 2016. 

Based upon initial comments by the top tier sponsors, we expect all to return in in 2016. 

 

Supporting Questions 

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

 

We realized that the pent-up demand to have a jet team in Denver would attract a large 
crowd with more $300,000 in marketing behind it, the Rocky Mountain Airshow has 
tremendous sponsorship potential that had never been tapped. 
 

The biggest issue was getting the sponsorship program out to the marketplace.  We only 
had five months to sell the airshow as the Thunderbirds jet team was not confirmed until 
December.  That also limited our ability to get in front of prospects before their 2015 
budgets were set. 
 

Consequently, we did not sell any of the top tier levels in 2015, but were able to have great 
success with the lower investment levels.  We did invite more than a dozen potential 
sponsors to the air show in 2015 that are now on the top of our 2016 leads list. 

 
2. Supporting Materials (see attached) 

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



 

Sponsor Photographs 

 

 

 

 

 

 

 

On Site Crowds 

  

Media Flights

Sponsor Experience 



 

 

 

 

 

 

Comcast Photo Green Screen 

 

USAF Simulators 

On Site Sponsor 
Activations 


