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Sponsorship  
Introduction 
Chapters all have some sort of revenue stream from sponsors, 
which are typically commercial companies that support 

interaction and access to Chapter members. Sponsorships 
can be purely transactional, or some Chapters work with 
their commercial companies for in-kind donations. For 
example, sponsorship money may not go directly to a 
Chapter, but a company directly pays for lunch at a Chapter 
event. Some Chapters sell sponsorships annually at the 
beginning of the year; others sell per event. 

Noted below are some sponsorship ideas that have been 
successful for Chapters.

Ideas for Consideration
Tiered Program

:: Some Chapters o�er various levels of sponsorship.

:: 
and recognition vary as well.

:: These sponsorships are recognized at events, meetings, 
website placement � throughout all Chapter activities and in 
communication vehicles. 

:: It is important to sell this type of sponsorship at the 
beginning of each year, so that the sponsorship runs annually 

Consider using sponsorship levels to:

:: Determine Chapter conference booth or placement 
locations at your annual exhibition.

:: Provide complimentary golf registrations at Chapter golf 
tournaments and publicize those sponsors through on-
course signage. Some golf tournaments paint the sponsors 
logo on a prominent area of the course.

:: Include the company logo on event promotional materials 
such as cups, bags, portfolios, etc.

:: Communicate through e-mail blasts, ads on the website, logo 

:: Allow the company the use of your logo in its promotional 
channels with strict guidelines. (See Miscellaneous Tips).

  




