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Amy’s steps for success
◦ Start early! Some bigger businesses want proposals a year in advance! Depending on their 

budget year, AND when your festival falls, you may need to be ready 14 months in advance of 

your event!

◦ Don’t be too rigid on sponsorship levels and pricing. Listen to their budget needs and see what 

can work for both of you!

◦ Don’t undervalue your offerings!

◦ Go back to the “no’s” of the past – maybe it wasn’t right that year but now is better?

◦ Don’t write off the “little” sponsors.

◦ Anyone could upgrade – maybe you just need to ask!



Basic “leveled” 
sponsorship: 

Presenting
Platinum

Gold
Silver

Bronze



What do you get at each level? Is there 
value to go “up” to the next level?

◦ Booth space - Limit booth size unless the level goes up – Silver sponsors get a 10 by 10 space. Want a 

10 by 20? That cost MORE and is another level of sponsorship!

◦ What do you provide? Tent? Tables? Chairs? Electricity? 

◦ Advertisement in festival brochure. The higher the level, the larger the ad!

◦ Parking passes or entry tickets – the larger the level, more available or a discounted price over a set 

amount.

◦ Website listing – link to website or even logo on website – request your event logo or listing on their 

website. Again, higher level of sponsors should get “more” even on the event website.

◦ T-shirt or logo placement on the shirt – only at highest levels!

◦ Do you offer exclusivity? Do you limit the number of a certain level or for certain types of sponsors?



Targeted sponsorship:

What costs YOU money 
versus what is important 
to the sponsor.

*Booth space
*banner placement
*giveaways
*contest
*social media



Movie Night reserved seating, slides, 
booth  & a banner at the stage:



“Selling” a sponsorship to help cover costs





Things you can sell to sponsors that you 
are using at your event:

◦ Wi-fi

◦ Bus or shuttle stops/parking

◦ Sponsor meals or hospitality

◦ Areas of the event – children’s area sponsor, parade sponsor, 

entertainment sponsor, etc.



Sponsor to pay for 

cheese for carving, 

cheese for cheese 

sculpting and even 

cheese carver!



YES! There are professional cheese carvers!





Oops – we can’t be there, a TRUE story!











How do I set sponsor pricing?

◦ Value of the event – if you are selling out too quickly, you are 

NOT charging enough!

◦ You should go up in pricing every few years as the event attracts 

more attendees!

◦ What can you include to make it easier on the sponsors (tent, 

table chairs, meal delivery – but make sure the expenses are 

covered in the pricing!)



What is the VALUE of what you offer?

◦ Know your attendees! Sell that – do an economic impact study and then you 

have that to SELL. How far are attendees coming? How old are they? How 

long do they stay? How many people are they bringing? Age? Kids? 

Education level? How much did they spend?

◦ Are you tracking information to offer and report on the return on investment 

(ROI) to sponsors? Share data and metrics you can collect like attendee 

count, google analytics on website traffic and social media





Low and no-cost value to sponsors:

◦ Social media SHOUT outs!

◦ Snack wagon and cold water!

◦ Easy load-in and clear instructions!

◦ Special parking near by (if available).

◦ Stage announcements or interviews (announce prize drawing 

winners for big prizes)

◦ BINGO game with prizes.

◦ High traffic booth location.



It’s not just about setting up a booth…

◦ Make sure you know what your sponsor is doing to “activate” their space. Are they 

giving away things? What are they giving away – make sure it doesn’t interfere 

with what could be sold at your event. We don’t let sponsors face paint, give 

away water or popcorn or other food. 

◦ What are they doing to engage people at their booth?

◦ How will they define success for the event?

◦ Keep in mind they will most likely be paying employees, buying giveaways or 

prizes. If your price is too high, they can’t afford to properly be PRESENT at the 

event.





TRADE versus PAID

◦ Often, there are items or services that sponsors can trade you for that would 

have cost money. You may trade for that VALUE – but make sure it benefits 

BOTH parties!

◦ Trade for onsite first aid/medical service with a doctor’s office or emergency 

clinic.

◦ Trade for water, snacks or meals with a wholesale club or restaurant.

◦ Trade for electrical service, rentals and carts.

◦ Trade for printing services (posters, signs or banners).

◦ Trade for radio, tv, or print coverage 



Once you have them, how do you 
keep them?
◦ Report back after the event with any data you can share!

◦ Ask them for feedback via phone, email or a survey! If they LOVED it, use their 
endorsement on social media or next year’s website or brochure!

◦ Send thank you notes or small gifts! (photo book, certificates, themed gifts)

◦ Public recognition via social media, council meeting, newspaper, magazine or 
newsletter.

◦ Nominate them for awards for “Sponsor of the year” with organizations like SFEA, 
STS, etc.





Gifts and recognition

◦ Make sure you get photos of your sponsors at your event – but think about what they look like – DON’T 

get empty booth photos! Make a photo book as a gift. 

◦ If you didn’t get photos, ask the sponsor to share some with YOU.

◦ Use the photos on social, photo books or event in an email to thank them.

◦ Recognize sponsors with “awards” that don’t cost you lots of money – Festival Spirit award – Best in Show 

– Parker’s choice award!

◦ Social media thank you BEFORE, during and after the event!



Best in Show: 

Decorated in theme

Super interactive!

Having the MOST fun!

Parker’s Choice:

Sponsor appreciation

Multiple year sponsor









Public Recognition – council meeting



How to lose a sponsor in 7 ways!

◦ Allow too many sponsors into the event –
are you a festival or a business expo!

◦ Have too many of the same type of 
sponsor. Do you really need 6 banks or 
home improvements at an event?

◦ Allow sponsors to give away what your 
vendors are selling – water, “food” or 
cold treats!

◦ Make set-up and load out difficult as 
possible!

◦ Over promise and under deliver! Make 
sure they get everything you promise 
them they will get as a sponsor!

◦ Don’t recognize or thank them!

◦ Assume they are coming back and 
don’t ask early enough for them to 
make good decisions.

◦ Let them just set up a tent and table and 
not engage!



Questions? Problems to discuss?

Amy Doherty

Events & Outreach Manager

City of Suwanee

adoherty@suwanee.com

Thank you!!

mailto:adoherty@suwanee.com

