Generic Inventory

What follows is a generic inventory. This is a starting point for you to prepare an inventory of your own property. The point of this exercise is to ensure you catalogue everything that you control which could be of value to a potential sponsor. You will probably not use all or even most of these items but it creates a menu from which to develop customised proposals for your potential sponsors.

Don’t know how to create a strong proposal? You might want to get a copy of The Sponsorship Seeker’s Toolkit Third Edition, which has a proposal template in the book and on the accompanying disk.

Your assignment: Go through this list and cross out anything that you absolutely cannot deliver. Add anything that comes to mind that isn’t listed. The goal is to end up with a list around the same length as this.

Sponsorship types

· Naming rights sponsorship (perceived ‘ownership’ of the event)

· Presenting sponsorship

· Naming rights or presenting sponsorship of a section, area, entry or team

· Naming rights or presenting sponsorship of a day, weekend or week at the event

· Naming rights or presenting sponsorship of an event-driven award, trophy or scholarship

· Naming rights or presenting sponsorship of a related or subordinated event

· Major sponsorship

· Supporting sponsorship

· Official product status

· Preferred supplier status
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Exclusivity

· Category exclusivity among sponsors at or below a given level

· Category exclusivity among sponsors at any level

· Category exclusivity in event-driven advertising or promotional media

· Category exclusivity as a supplier or seller at the event

· _______________________________________________________________
· _______________________________________________________________
Licence & endorsements

· Use of your organization or event logo(s), images and/or trademark(s) for the sponsor’s promotion, advertising, or other leverage activities
· Merchandising rights (the right to create co-branded merchandise to sell)
· Product endorsement (your event or organisation endorsing the sponsor’s product)
· _______________________________________________________________
· _______________________________________________________________
Contracts

· Discounts for multi-year contracts

· First right of refusal for renewal at conclusion of contract

· Last right of refusal for renewal at conclusion of contract (not recommended)
· Performance incentives

· _______________________________________________________________
· _______________________________________________________________
Venue

· Input in venue, route and/or timing 

· Use of sponsor venue for launch, main event or supporting event

· _______________________________________________________________
· _______________________________________________________________
On-Site

· Sampling opportunities

· Demonstration/display opportunities

· Opportunity to sell product on-site (exclusive or non-exclusive)

· Coupon, information or premium (gift) distribution

· Merchandising (sponsor selling dual-branded products)
· _______________________________________________________________
· _______________________________________________________________
Signage

· Venue signage (full, partial or non-broadcast view)

· Inclusion in on-site event signage (exclusive or non-exclusive)

· Inclusion on pre-event street banners, flags, etc.

· Press conference signage

· Vehicle signage

· Event participant uniforms

· Event staff shirts/caps/uniforms

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Hospitality

· Tickets to the event (luxury boxes, preferred seating, reserved seating or general admission)

· VIP tickets/passes (backstage, sideline, pit passes, press box, etc.)

· Celebrity/participant meet-and-greets

· Event-related travel arrangements, administration, and chaperone (consumer prizes, VIP or trade incentives)

· Access to or creation of ‘what money cannot buy’ experiences

· Development of customised hospitality events to suit the interests of the target market

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Information technology

· Provision of content for sponsor Internet site (eg, weekly health tips, star athlete’s training diary, pertinent articles, etc)
· Provision of web ‘events’ for sponsor Internet site (e.g. chat with a star, webcast) 

· ‘Signage’ on event Internet site

· Promotion or contest on event Internet site

· Links to sponsor Internet site from event Internet site

· Naming rights (perceived ‘ownership’) to event Internet site

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Loyalty marketing

This section is about providing benefits that the sponsor can pass on to their target markets in order to reinforce their relationships. 

· Access to event, parking or merchandise discounts for a specific customer group (e.g. frequent flyers, Gold Card holders)

· Access to event, parking or merchandise discounts or other perks for any customers (usually by showing proof of purchase)

· Exclusive access to an event, area, contest/prize, service, celebrity or experience for all or a specific group of consumers

· Early access to tickets (before they go on sale to the general public)

· Block of tickets, parking, etc. that the sponsor can provide to loyal consumers. Can be provided with or without naming rights to that section (e.g. the Acme Energy Best Seats in the House)

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Database Marketing

· Unlimited access to event-generated database(s) (eg, member lists) for direct marketing follow-up – be careful not to breach privacy laws
· Opportunity to provide inserts in event-oriented mailings

· Rental/loan of event database for one-off communication

· Opportunity to run database-generating drawing or contest on-site 

· Opportunity to run database-generating drawing or contest on-site as a requirement for attendee admission

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Employees/Shareholders

· Participation in the event by employees or shareholders

· Access to discounts, merchandise or other sponsorship-oriented perks

· ‘Ownership’ of part of the event by employees (e.g. creating an employee built and run water station as part of a marathon sponsorship)

· Provision of a celebrity or spokesperson for meet-and-greets or employee motivation

· Creation of an event, day or program specifically for employees

· Creation of an employee donation or volunteer program

· Opportunity to set up an employee recruitment station at your event
· Distribution of employee recruitment information

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Public Relations

· Inclusion in all press releases and other media activities

· Inclusion in sponsor-related and media activities

· Public relations campaign designed for sponsor’s market (consumer or trade)

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Ancillary or Supporting Events

· Tickets or invitations to ancillary parties, receptions, shows, launches, etc.

· Signage, sampling and other benefits at ancillary parties, receptions, shows, launches, etc.

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Other Promotional Opportunities

· Custom-design of a new event, program, award or other activity that meets the sponsor’s specific needs

· Securing and administration of entertainment, celebrity appearances, etc. to appear on sponsors’ behalf
· Provision by sponsor of spokesperson/people, celebrity appearances, costumed character, etc. to enhance association

· Proofs of purchase for discount admission

· Proofs of purchase for discount or free parking

· Proofs of purchase for premium item (eg, people can trade three proofs of purchase for a free program)
· Opportunity to provide prizes for media or event promotions

· Couponing/advertising on ticket backs

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Media profile

· Inclusion in all print, outdoor, and/or broadcast advertising (logo or name)

· Inclusion on event promotional pieces (posters, fliers, brochures, buttons, apparel, etc.—logo or name)

· Ad time during televised event

· Event-driven promotional radio or television schedule (you provide them with part of your advertising)
· Event-driven outdoor (billboards, vehicle, public transport)

· Sponsor/retailer share media (themed display ads, 30/30 or 15/15 broadcast)

· Ad space in event program, catalogue, etc.

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Research

· Access to pre- and/or post-event research 

· Opportunity to provide sponsorship- or industry-oriented questions on event research

· _______________________________________________________________
· _______________________________________________________________
Pass-through rights 

· Right for sponsor to on-sell sponsorship benefits to another organisation (this is always pending sponsee approval). An example would be Optus on-selling part of a sponsorship to Nokia. They would then usually leverage the sponsorship jointly
· Right for retailer sponsor to on-sell sponsorship benefits to vendors in specific product categories

Contra

· Opportunity for sponsor to provide equipment, services, technology, expertise or personnel useful to the success of the event in trade for part of sponsorship fee

· Opportunity for sponsor to provide media value, in-store/in-house promotion in trade for part of sponsorship fee

· Opportunity for sponsor to provide media a sponsor-contracted discounted rates in trade for part of sponsorship fee

· _______________________________________________________________
· _______________________________________________________________
· _______________________________________________________________
Production

· Design and/or production of key sponsor events (hospitality, awards, etc.)

· Hiring and/or administration of temporary or contract personnel, services and vendors for above

· Logistical assistance, including technical or creative expertise

· _______________________________________________________________
· _______________________________________________________________
Cause tie-in

· Opportunity to involve sponsor’s preferred charitable organisation or cause

· Donation of a percentage of ticket or product sales to charity

· _______________________________________________________________
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