
Fundraising & 
Sponsorships 
Fundamentals for successful funds 
raising and sponsorship creation 



The Value Proposition  

 Significant Changes in Industry  

 Why That Matters 

 Sponsorship Cycles 

 VALUE is Vital 

 Value is a Two-Way Street 

 



The Value Proposition  

Income Value 



The W.H.Y. of R.O.I 

What is the Sponsorship or Partnership Offer?  

How and When Will the details of the 
Agreement be Delivered? 

What is the Yield or Return On Investment that is 
expected? 



Cultivating Valuable 
Fundraising Practices 

 Establish a personal relationship with your 
vendor partners. Meet with them face to face 
at conference and speak with them on the 
phone during the year. 

 Understand your vendor partners needs 

 Invite them to begin or continue their 
partnership 

 Create a general sponsorship deck  

 Be prepared to create customized 
sponsorship offerings based on vendor 
needs and your value proposition 

 



Example of Sponsorship Deck 

The Why 

The 
Offer 

The 
Cost 

The 
Value 



Cultivating Valuable 
Fundraising Practices 

 Thank Partners Often 

 Ensure partner name/logo is on signage, website, etc 

 Ensure all aspects agreed upon on are delivered 

 Expect the Division chair & Chair Elect to deliver 
certificates to each vendor 

 Later in the conference, visit each booth to personally 
thank and to be sure the vendor is happy with their 
partnership.  

 Partners are in the mindset to renew when they’re happy.  

 Loyalty is important - Offer a First Right of Refusal to 
vendors 

 Follow-Up fast 

 



Understanding Your Needs & Goals 

 What do you want to accomplish? 

 What will it cost? 

 How much do you already have? 

 How much do you need? 

 Create a Hit List 

 



Practical Advice: 
Pick the Low Hanging Fruit 

What can your SLA 
Allotment do for you? 

 



Practical Advice: 
Pick the Low Hanging Fruit 

Your Own Members 
Admission fees/tickets 
Donations 
 In-kind contributions 
Fees for services 
Advertising by members to 

members 
Raffles 

 



Take Away’s 

 Know your goals 

 Know your value 

 Know your vendor targets 

 Ask often 

 Thank your partners often 

 Follow-up quickly 
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