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Acquiring a sponsor adds a layer of complexity and benefit. Done right, the 
added value to you and your guests will outweigh the challenge.  Sponsorships 
can drive revenue streams higher in two ways; First, the sponsorship fee will 
build your bottom line directly. Second, you will enjoy a bump in sales as you 
align your brand with their brand! 
 
Here are some top tips for smooth sponsorships: 
 
1. An organization will become a sponsor if they have a compelling reason to 

reach your group members and be associated with the event. Likewise, 
choose an organization that can offer compelling benefits to the group (not 
just to your bank account). 

 
2. An organization may tap a marketing budget and approach you with the 

dollar amount or you will need to reach an agreement based on the value 
proposition to you both. There is no hard-and-fast rule. Arrangements can be 
all cash or a mixture of cash and barter. 

 
3. Assess what value they bring to you (i.e. added profits) and what value they 

bring to your guests (i.e. an added event like a reception). Be certain their 
presence will not be disruptive. 

 
4. Create a list of every opportunity for exposure so they are assured their 

brand will be highly visible. Know their expectations and deliver. 
 
5. Exposing (promoting) the sponsor can begin long before departure. 

Leveraging their brand adds more integrity to your marketing and sales 
efforts. 

 
6. Investigate how the sponsoring organization can create buzz about the 

group trip tapping their own channels.  Press releases, newsletters, blog 
posts, etc. should bring value to you both. 

 
7. Ascertain well in advance if the sponsoring organization requires staff to 

travel with the group. Set payment or barter terms.  
 

 

 
 

How To Successfully Manage 
(and reap the benefits) of 

Sponsorships 
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8. Include in the agenda ‘podium time’ if they wish to address the group. Be 

prepared to distribute materials. 
 
9. If the sponsor offers a product or service of value, consider offering free 

samples to guests. 
 
10. Adhere carefully to a sponsor’s brand guidelines. Seek approval of all 

materials beforehand to eliminate issues of ‘noncompliance’, which could 
have consequences. 

 
 

### 
 
 

“Stop-doing lists are more important than to-do lists.” 
 

- Jim Collins, Good To Great 

 


