elady













Use your existing contacts to
reach the right person. It is
vital to get information in
front of the correct decision
maker and they are not
always easy to track down.
Reach out to all of your
networks, including Linkedin,
Twitter, Facebook, and so on,
to identify, and perhaps
receive an introduction to the
right individual.




Make the offer simple. All of us are struggling
to make decisions in our overloaded world. It
is better to present sponsors with a few
well-crafted and powerful options than a
multitude of choices.



Give potential sponsors a clear
deadline. This helps them focus;
this helps you stay on track with
your timeline and ... it gives you
permission to contact them
frequently as the deadline
approaches. Know that you
] will likely have to extend the
deadline, so make it earlier
than you need, but know

| that it’'s a strong
motivator for making

things happen.
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Follow up, follow up, follow up. This is
crucial. Make sure you connect and
get a final decision from everyone you
approach. Remember that you are
building relationships for this year,
next year, the year after and so on.
Potential sponsors may take a “wait
and see” attitude if this is the first year
of the event. That’s perfectly
understandable. Perhaps offer them a
free or discounted ticket to the event
so they can experience what you
create. Make sure to meet them at the
venue and strengthen the relationship
for future events.







