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• I have been a professional event producer since 
1999 specializing in nonprofit events

• I have produced over 100 successful events over the 
past two decades and raised millions of dollars for 
my clients

• In 2015 I started Queen Bee Fundraising to help 
nonprofits everywhere, no matter their size, create 
profitable and engaging events

About your presenter:  A.J. Steinberg, CFRE



What we’ll be covering:

1. Review of our SWOT analysis

2. Prospecting the Prospects

3. Prospect Outreach

4. Creating  Sponsorship Materials

5. Sponsor Stewardship

Part 2



This is where we move from marketing to sales

Marketing vs. Sales
• Marketing - understanding needs

• Marketing - understanding motivations

• Sales - forming relationships

• Sales – giving confidence in product



Section 1
Reviewing Your SWOT Analysis



Section 2: 
Finding Your Prospects



3 Steps to Sales

• Prospecting

• Outreach

• Follow-through



There are 3 types of PROSPECTS
1. Hot prospects 

 Past sponsors

2. Warm prospects
 Board and committee member contacts
 Businesses where you spend your money
 Companies that want your business

3. Cool prospects
 Research what businesses are supporting other events in 

your area, and then make a cool prospect list



BRAINSTORM SESSION



Section 3:
Prospect Outreach

(ideally at least 6-9 
months prior to event)



Make it easy for Board & 
Volunteers!
• Let them know the game plan

• They only need to make the first touch (intro)

• You or designated person will do all follow up

• Change their mindset about Asking



You aren’t asking for money.
You are offering an



OUTREACH – do it right!
• You only have one chance to make a first impression

• Carefully select the best person for the first touch

• Identify the proper contact person at prospect company

• Customize the script to reflect each prospect

• Script the solicitation pitch using bullet points



Sample Script Bullet Points
• Excited about this collaboration
• So much synergy between ORGANIZATION and SPONSOR PROSPECT 
• We see this sponsorship being the perfect fit for SPONSOR PROSPECT
• This will give you exposure on a consistent basis to your target audience
• This places you squarely in the role of trusted partner
• As you can see by our ORGANIZATION’S statistics, our social media has an extensive 

loyal following
• This is a ground floor opportunity to align SPONSOR PROSPECT with our new program, 

and your collaboration’s impact will only grow as our new program expands its reach
• Is there anything that you don’t see on this sponsorship package that would be of 

value to SPONSOR PROSPECT? 



Outreach is done AFTER 
your sponsorship 

materials are created



Presenting your Sponsorship Deck

• Hot prospects should be called on the phone first

• Warm prospects can be emailed intro letter and deck

• Cold prospects can be emailed intro letter and deck

• You need a great cover letter to accompany the deck



The Cover Letter
• If emailing your materials, your cover letter is the email

• Personalize it as much as possible

• Include highlights from Sponsorship Deck

• Have ED, President, or Board Director sign it



Printing Hard Copies of the Deck
• For top sponsor prospects and select board members

• Determine in advance who will get hard copies

• You still need a cover letter even if hand-delivering 

• Follow up any meeting by sending PDF of the deck



Section 4: 

Creating
Sponsorship 
Materials



What grabs your attention? This…

cupcakes



Or this!



Is this what your past 
sponsorship
materials looked like?

I will show you how to 
go from this…



to this…



A sponsorship deck must…

• Tell the story of your organization

• Tell the story of your programs

• Tell the story of your event

• Give awesome sponsorship levels & perks

• Give your contact information



And, most importantly, it must

• Prove a case for sponsorship

• Give prospects confidence in 
the quality of your event



A great option:

CANVA.COM



The elements to include in your Sponsor Deck

1. Beautiful cover
2. About us/what we do
3. Testimonials & pictures about organization
4. Photos and details about past events
5. Past sponsors’ glowing testimonials
6. Top sponsorship levels
7. Remaining sponsorship levels
8. Save the Date and contact info



The Cover:
• Uses your event’s graphic motif

• Has your logo

• Has information on your event



About us/what we do:
• Include your event branding

• Include info on your challenges

• Include info on your mission

• Include info on your event



Testimonials & pictures 
about organization:

• Include your event branding

• Include quotes from beneficiaries

• Include quotes from supporters

• Include photos



Photos & details about 
past events:

• Include your event branding

• Include past media exposure

• Include pictures of event

• Include photos of sponsor exposure



Past sponsors’ glowing 
testimonials:

• Include your event branding

• Include glowing sponsor quotes

• Include sponsor logos



Top sponsorship levels:
• Include your event branding

• Include top two sponsor levels
• Include photo & quote to remind 

them who you are and what you do



Remaining sponsorship 
levels:
• Include your event branding

• Include remaining sponsor levels
• Include photo and logo to remind 

them who you are and what you do



Save the date & contact 
information:
• Include your event branding

• Use your Save the Date 

• Include detailed contact info

• If possible, make clickable links



Here is a nifty tool:

A digital flip book!













Section 5: 

Sponsor Stewardship



Sponsor stewardship means…
Delivering on your promises 

and then continuing to nourish 

the relationship

They key to stewardship is follow-through



Prepare in advance 
• Create an onboarding email

• Create a follow-through spreadsheet

• Appoint one person in charge of 
spreadsheet



Onboarding Email
• It says, “thank you and welcome”

• Lists money or goods paid for sponsorship

• Outlines what is included in sponsorship

• Give them a name and contact info



Create your follow up spreadsheet
• Use your sponsor level one-sheet as a guide

• Breakdown what each sponsor receives

• Have a check off box when completed

• Assign someone each task



Know what you
promised your
sponsors!



Keep track of what you promised your sponsors!



Stewardship builds 
your relationships 
with your sponsors



Keep them in the  
loop and excited
• Don’t disappear after you have their money

• Your enthusiasm will boost expectations

• This is a chance to thank them again and again



Tag them, share with them

• Make sure they see your posts

• Make sure they see email blasts

• Make sure they see logo placement



Send people to thank them
• Staff

• Board members

• Committee members

• Send them customers!



Help them connect at events
• Assign them a staff or volunteer

• Know in advance key introductions

• Check in with them throughout event

• Make sure they see their logo placement



Keep the love flowing afterwards

• This is the main mistake made

• Have a post-event protocol in place

• Phone calls & thank you letters are important

• Keep in touch throughout the year

• This is what makes you irresistible to sponsors



Show them their impact

• Send photos

• Tag and name them in posts

• Send them tribute books



Send photos of their 
logo placement



Send them the 
tribute book after 
an event with a 
thank you note



Hand deliver a branded
Thank You basket!



An infographic 
included with a 
thank you letter is a 
great touch to show 
the event’s impact





Offer them the 
opportunity to 
sponsor again right 
after an event!



Now go out there and 

GET SPONSORED!



A.J. Steinberg, CFRE

www.QueenBeeFundraising.com
AJ@QueenBeeFundraising.com


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51
	Slide Number 52
	Slide Number 53
	Slide Number 54
	Slide Number 55
	Slide Number 56
	Slide Number 57
	Slide Number 58
	Slide Number 59
	Slide Number 60
	Slide Number 61
	Slide Number 62
	Slide Number 63

