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TEAM SPONSORSHIP 
OPPORTUNITIES
Teams! You have a great opportunity to get sponsorship, if you approach the project the right way. Read the Institute of Sport Sponsorship’s summary about what sport sponsorship is [link to ISS summary on Sponsorship page] – its worth reading the whole thing if you are serious about this.
IDENTIFY NEEDS
Firstly you need to identify what you are wanting from the sponsors – this is normally cash! Then you need to identify what you can offer them in return! These are the key factors for sponsorship hunting. You also need to identify if they are an international brand or national or local. This will also determine what you will offer them.  If a beer is only produced locally they aren’t going to be that interested in the fact that their logo will be seen on international TV, and free beer might be fun but it won’t get you to the World Champs! J
INFORMATION
Then you need to get as much information as you can from the event organisers. 
1. Branding restrictions: You need to know what restrictions there are for teams to advertise at the event. They have to do this to protect their own event sponsors. But it is generally accepted that the minimum areas teams can advertise their own sponsors are paddling shirts and shorts, at least one side of the helmet and paddle.
2. Media coverage: you need to know what media coverage they have SECURED (not just hoping to get). If its TV then on which channels and at what times will it view (2am is not much of a good deal). Magazines – is it a feature article or a 5 liner in the news section. 
3. Past media coverage – try get copies of past newspaper and magazine articles. Details of past TV coverage – what channel, when it viewed, viewership.
4. What offers are there for non-official media at the event? Your sponsors may be interested in sending one of their own media people along to take advantage of photos shoots with the team, branding opportunities, product displays, etc.
5. IRF information available – we are slowly building up a database of news articles, video clips, photos, etc that you will be able to use to promote rafting and use with your proposal. These will all assist you in showing sponsors how their branding can work at an event. Look on the menu under “Gallery” for photos and videos and under “Media Articles” for news articles. Under “Statistics” you will find some river user statistics.
BASIC PROPOSAL
Now you are ready to put a basic proposal together and then tailor it for each potential sponsor. Below are some ideas for putting proposals together to get sponsors interested in you. Remember, once you’ve secured the sponsorship its up to you to make sure it works for all of you and hopefully next time you won’t have to hunt for sponsorship!
NO SPONSORSHIP! 
If the big cash sponsorships are just not coming your way there are other ways of raising the funds. Many sponsors are happy to offer product but not cash. So take the product and raffle it off raising the money from the raffle tickets. Or hold an auction. Or find someone who is interested in buying it from you at a discounted rate. Get on the radio doing some of this and it will increase your profile, the event’s profile and rafting’s profile – all which build up for future sponsorship potential. And who knows, maybe some CEO who like what you’re doing will get his marketing guys to call you! Think laterally. I’ve heard of teams raising the money to get to the WRC by taking tins and collecting money at traffic lights!

THE OPPORTUNITY – TEAM SPONSORSHIP
THE PACKAGE
The aim is to ensure maximum logo/name exposure in the events media as well as all other areas.
MEDIA COVERAGE 
This is where you list what media the event organisers have secured for the event and, if you have them, examples of previous events media exposure like TV programs, magazine articles, newspaper articles, 
· TV
· Radio
· Magazines
· Newspapers
· Event Web Site - See if you can get your sponsors logo onto the official event website somehow. Either through a link to your team or on the page where other links are put. Or even better, a link to your own website where you promote who you all are and what you are doing. Create a blog where you can report your daily activities while at the event.) 
PROMOTIONAL MATERIALS
These are the opportunities for you to advertise your sponsor.
· Event T-Shirts and other gear (Can maybe give some away as promotion)
· Paddling shorts and tops  - sponsors logo on the leg of shorts or sleeve of shirt. This is very visible on tv and in photos while actually racing in the rafts.
· Helmets – All event participants are required to wear a helmet. Each helmet will include a 2” x 4” event sticker carrying the Sponsors Logo. This may be on the sides or front, depending on event organisers restrictions. (This gets very good exposure on TV and in photos. helmet.)
· Paddles
Sponsors sticker can be stuck to one or two sides of each paddle.
· Riverside Banners - At each major viewing point on the river banners can be positioned. (This will need to be cleared with event organisers first.
· Event Headquarters/ Accommodation - There will be multiple signage opportunities here.
OTHER OPPORTUNITIES
Other opportunities to display the sponsor’s logo or mentions its name prior to the event will also be used. This will include incidental opportunities, training knows who is doing what. Ways to increase the news-worthiness of the event by creating interesting photo-calls or background events, interviews, etc. Regular updates will be made to the sponsor to ensure everyone features will be looked into. 
THE COST
You need to cover your costs for training at home (this may include getting hold of a suitable raft – you could try get this sponsored from a raft manufacturer), paddling clothing (team needs to be properly equipped and to look smart), good paddles and spares, good helmets and spares, cost of getting you to the event location, pre-event training (includes raft hire, accommodation, transport, meals, communication), event inscription costs, IRF membership fee if not paid by your federation, media promotion costs (websites, telephone calls, internet costs, etc). You can also look at splitting costs between sponsors.
