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Introduction of Topic								5 Minutes
Where do you start to find potential sponsors for your event? This presentation will review some basic information you need to know about your event in advance, how to develop prospect lists, identify decision makers, determine the best approach and research prospects.

Session Objectives
· Review of sponsorship sales basics
· Three steps to identify sponsor prospects
· Resources for sponsor research

Sponsorship Sales Basics							10 Minutes
· Sponsor is marketing, not fundraising
· Sponsors are most interested in the audience your deliver
· Understand why a company would want to sponsor your event
· Ten keys to effective pitches

Developing Prospect Lists							10 Minutes	
· By business category
· By specific company
· Identifying the decision maker

Determining the Best Approach						10 Minutes
· Audience appeal
· Impressions made
· Connection with theme/interest
· Address sponsor marketing & communications objectives

Research Resources								15 Minutes
· Online
· Publications
· Networking
· Meetings

Assessment										10 Minutes
In each of the sections, attendees will be encourages to engage in group dialog to ask questions, offer personal experiences and case studies to broaden the information offered and explore ideas for partnership and sharing  
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