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15 Ways to Get the A.en0on of Poten0al Sponsors 
 
 
Ge8ng the a;en<on of poten<al sponsors requires crea<vity, persistence, and a clear 
understanding of what value you can offer them. Here is a list of 15 ways to catch the a;en<on 
of poten<al sponsors: 
 
1. Personalized Outreach:  
Customize your outreach emails or le;ers to address the specific interests and values of the 
poten<al sponsor. Show that you’ve researched their company. 
 
2. Leverage Social Media:  
Tag or men<on poten<al sponsors in relevant posts on social media. Share content that aligns 
with their values, and use hashtags they might follow. 
 
3. Network at Industry Events:  
A;end trade shows, conferences, or other industry events where poten<al sponsors may be 
present. Use these opportuni<es to make connec<ons and express your interest in partnership. 
 
4. Create Compelling Content:  
Develop engaging content such as videos, blog posts, or case studies that highlight the impact of 
your organiza<on. Share this content with poten<al sponsors. 
 
5. Use Mutual ConnecHons:  
If you have mutual connec<ons with a poten<al sponsor, ask these connec<ons for an 
introduc<on or referral. 
 
6. Offer Exclusive OpportuniHes:  
Provide exclusive benefits, such as first access to partnership opportuni<es or unique branding 
op<ons, to en<ce poten<al sponsors. 
 
7. Create a Press Release:  
Issue a press release about your event or ini<a<ve and men<on the types of sponsors you are 
looking for. This can garner media a;en<on and reach poten<al sponsors. 
 
8. Engage with Their Content:  
Comment on and share the poten<al sponsor's social media posts, ar<cles, or other content. 
Engaging with their brand can make your organiza<on more visible to them. 
 
9. Send a Teaser Package:  
Mail a small package with a teaser of your event or project, such as a branded item or a sample 
of promo<onal materials, to pique their interest. 
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10. Highlight Past Successes:  
Share success stories and tes<monials from past events or sponsorships to showcase the 
posi<ve outcomes and benefits of partnering with your organiza<on. 
 
11. Host a Webinar or Live Session:  
Organize a live session or webinar and invite poten<al sponsors to learn more about your 
organiza<on and the opportuni<es for collabora<on. 
 
12. Cold Calling with a Twist:  
Make phone calls to poten<al sponsors, but rather than asking for sponsorship right away, ask 
for advice or insights on something they are experts in. This can open the conversa<on in a non-
salesy way. 
 
13. Show Alignment with Their CSR Goals:  
Demonstrate how your event or project aligns with the Corporate Social Responsibility (CSR) 
goals of the poten<al sponsor, and how their involvement can enhance their CSR profile. 
 
14. Offer a Pilot Partnership:  
Suggest a smaller-scale, trial partnership as an opportunity for them to evaluate the benefits 
without a long-term commitment. 
 
15. Engage Them in a Cause They Care About:  
If the poten<al sponsor is known for suppor<ng a specific cause, engage them by showing how 
your event supports the same or a similar cause. 
 
Remember, while a;rac<ng the a;en<on of sponsors is important, it's equally essen<al to build 
and maintain genuine rela<onships that can lead to frui^ul partnerships. 
 
 
 
 
 

Supercharge your Galas and Events! 
Learn to a;ract new donors and boost your fundraising. Go to: 

h;ps://nonprofitstorytellingconference.com 
 


