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Tips & Introspection

We’ve teamed up with Samantha Polk, Manager of Grants 
and Finance at Platform Art in Lakeland, FL, to give you 
some helpful tips and questions to keep in mind when 

you’re looking for sponsors for an event.

What is the purpose of your event and 
how does it benefit the community?

A clear purpose statement, along with how your 
nonprofit’s event aligns with potential sponsors’ 
values, is desirable! For example, perhaps 
you’re providing a family-focused day of fun for 
an underserved portion of the community.

1

Why are the sponsors needed?

Make sure sponsors know how they’ll make 
an impact. In the case above, they would be 
strengthening outreach to a diverse population 
which would otherwise have no access to large-
scale, family-friendly activities.
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How will sponsors benefit from donating 
to your organization?

Make it about your sponsors! In this case, they’ll 
provide a wider sense of community support 
to a diverse population in ways they might 
not be able to during the course of day-to-day 
operations. That looks good on anyone’s résumé! 
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What sponsors have you had in the past?

Maintaining a strong relationship with past 
sponsors should always be at the top of any 
organization’s list.  Showing a good relationship 
with other companies will not only reassure new 
sponsors of the legitimacy of the organization’s 
event, but it will also make the opportunity to 
partner with other companies for a good cause 
more attractive.
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What kind of sponsors would be the 
best fit for your organization or event?

You wouldn’t approach a liquor store to sponsor 
a family event. Make sure values align.
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Questions to Ask
A little self-analysis is necessary before 
you approach a potential sponsor. 
Ask yourself these questions!



SPONSORSHIP
PRO TIPS

Go through your contacts and identify 
organizations that would be a good fit 
for a particular sponsorship.  Start 
sending them email and press releases 
about the interesting things your 
organization is involved in. 

Target companies with the ability 

to give large amounts over time.  

Examples include banks, large 

chains, and distributors.

Offer a number of higher level 
packages that make companies/
individuals name sponsors (name 
displayed on marketing and event 
materials) over an entire year.  

If a bank is being targeted, become a member! 
You can open an account for a specific 
amount, such as for a grant. Put the grant 
money in the new account to show the bank 
you’re interested in maintaining a long-term 
relationship with them.

Even if a company turns down the 
offer to give money, ask for an in-
kind donation.  You may end up with 
1,000 tiny bags of Goldfish crackers, 
but who doesn’t love Goldfish?

Always have impact numbers and 
emphasize the opportunity for 
sponsors’ businesses to attract 
new business by exposure.  

Research similar organizations 
regionally and explore what sponsors 
they have.  There are usually similar 
companies looking for the same 
opportunity.

Don’t have competing companies as sponsors!  If there’s already a sporting store sponsor, invite them to up their donation amount if another sporting store is interested in sponsoring the same event. Offer their competitor a sponsorship slot for a similar event.
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