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I'M JESSICA
T H E  S P O N S O R S H I P  L A D Y

knowledgeable about how to sell their products
and services to attract large corporations for
partnerships. In addition, many major
corporations do not have the proper
departmental staffing to identify ideal suppliers
and small businesses to facilitate a profitable
alliance.

The Sponsorship Lady services are perfect for
business owners who want to gain corporate
clients and get an unfair advantage as well as
competitive edge on most other small business
owners in any given industry.

Consider me your official Sponsorship Coach.
I teach business owners, non-profits and
event professionals how to secure corporate
partnerships with a proven system that works!

Many entrepreneurs and small business
owners do not realize that corporations are
eager to work with reputable growing brands
from start-ups to well-established small
businesses that make up the global small
business community.

However, many small business owners are not

hey there



The name of your property (event)
Main sponsor benefit 
Great graphics 
Professional layout

The cover page is your opportunity to make an impression.
Be sure to include the following: 

You can include contact information, but this is normally
included on the closing page.

COVER PAGE



ABOUT US
The about us section should be short and to the point.
You may include your mission, bio, and vision. Keep in
mind this should be focused on a partnership and not all
about you. Your cause is for your audience. Your
audience is what's attractive to potential partners or
sponsors.This section should be no more than one page.



ABOUT THE
EVENT

Use this section to share every detail about the event. If it's a
two day women's conference to support and lift up women,
be sure to communicate this message! Talk about the
number of expected attendees. You can even go as far as
providing the the profession of attendees to be more
specific! The idea is to get your partners/ sponsors excited
about partnering with you!



Age 
Gender 
Job Title 
Ethnicity 
Marital Status 
Household Income 
Location 

You want to provide as much information about your
audience as possible. See below the type of information to
provide to potential sponsors: 

AUDIENCE



AUDIENCE
BEHAVIOR
Surveying your audience is one of the best ways to
collect data. The more data you provide to prospects
the more value it brings to sponsorship proposal.
Partners don't just pay to be part of an event for
exposure. They're seeking to be part of community
that's evenutually going to bring an return of
investment (ROI). It is your responsibility to gather as
much data as possible. 



AUDIENCE
RESPONSE
Focus on response and engagement with your
audience. Prospects love being part of
experiences where audiences are responsive to
their participation. Share how excited your
audience is to open up emails and testimonials
on how your audience feels about the
sponsors. 



DIGITAL
REACH
Social media is great way to collect data. Don't worry about
if your following is small or large. There are some
organizations with a little following, but make great impact
and receive thousands of dollars in sponsorships. Why is
this? Because they're proposals go beyond social media
following. 

If you've run any digital campaigns use this as an
opportunity to share in this section. This section can be more
than two pages if needed as long as it's data that matters. 



MEDIA
PARTNERSHIPS
Sponsors love when you can offer print, television and radio
media. While many sponsorship seekers focus on an social
media reach, most forget the power in media. Build solid
relationships with key individuals in media and secure
agreements that can be additional benefits for prospects. 



ACTIVATIONS

NO grids
NO lists or menus of assets (benefits)
NO pricing

Activation ideas
Case Studies 
Outcomes

Long gone are the days of gold, silver and bronze packages.
Be prepared to negotiate your way to secure a sponsorship
contract. Each activation is a unique way to bring a brand to
life. Many times this requires a taking a custom approach.
Keep the following in mind:

Instead, FOCUS on: 



CALL TO
ACTION

Let's Partner! 
Let's Connect! 
What do you say? We hope you say, yes!

The call to action page is your closing. This is your
opportunity to share with your prospect how you would like
them to respond. You should always include a call to action.
Use statements like; 

Be sure to include a contact person, email and direct phone
number. Also, keep this page short and sweet. Custom
proposals always excites potential sponsors.They're more
willing to engage in conversation with you to move forward
with next steps for a partnership. 



GOT QUESTIONS?
I ' M  H E R E  T O  S E R V E

I'm here to help you learn everything you need to know to secure
corporate sponsorship dollars. If you need more guidance after
receiving this template, feel free to schedule a 60/60 Corporate

Sponsorship Strategy Call with me. This consult is $60 for 60
minutes. I want to see you win.

Y E S !  I  W A N T  T O  B O O K  A  C O N S U L T A T I O N

http://thesponsorshiplady.com/


THANK
YOU


