


Imperatives

Grant funding

Knowing your brand

Sponsorship



1. Know who you are

2. Know were you are going

3. Know who your customers are

4. Know what you want and why

5. Communicate your story

6. Deliver on your commitments

7. Take the right actions

8. Provide feedback 



Increase your ability to obtain successful grant applications & engage with a grant funding organisations

• Develop a PLAN/ CALANDAR

• Link to your LONG-TERM goals 

• Link to your ANNUAL plan

• Clearly identify what project you need funding for 

• Identify the funding sources

• Identify the funders criteria – Make sure they ALIGN

• Get in touch with funders

• Bring funders into your planning

• Be PROACTIVE  not  REACTIVE

• Ensure you are insights / evidence  led

• Make sure you understand your OBJECTIVES & GOALS?

• Know how you will measure the effectiveness of projects

• Monitor and evaluate 

• Deliver on agreed outcomes including reporting

PLANNING FOR THE FUTURE CREATES ACCOUNTABILITY 
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Always Meet Reporting Deadlines
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Your existing network- (members, guests, vendors)

What type of organizations businesses share your priorities?

Given your assets what are you willing to share and what

do you keep just for the club?

What is realistic

Keep it local



Introduction:

Set the tone –what is one bold statement

Context:

Facts –what can you offer, be specific, provide facts and 
figures

Draw them in:

Showcase what you know about your audience and what you 
have 

Climax:

What of their business needs are you meeting?

- Based on our meetings we understand your objectives are….

- And your target audience is ……

What are your creative ideas? 

- How can your club provide the leverage to meet their business needs

Wrap it up:

• List of benefits

• Most important/valuable to hygiene benefits

• Investment –Cash, contra, what else do you need

• Terms –make sure you show flexibility and that this is a starting 
point





Potential value against
•Ease of access to the right person
•Likelihood of agreement
•Alignment to your values
•Ease of execution
•Likelihood of success



What can go wrong with your pitch
• It is too self centered
• Doesn’t establish the fit and relevance
• Don’t make the sponsor do any of the work
• Only offers something everyone else can offer- Logos, Signage, Golf, Hospitality
• Doesn’t make a full business case
• Poorly structured
• Are you assuming knowledge
• Do not use their logo, you do not have permission and you could use it incorrectly



Have a contract make sure the terms are clear
Set KPI’s and make sure you provide evidence of meeting these
Provide content they can use easily to show off the partnership
Deliver unexpected benefits these can be personal or to the business
Schedule regular times during the contract to catch up
Provide one key point of contact from within your club
Ask to document the partnership with a case study
Keep records use your Client Relationship Management
Software (if you don’t have software think of other ways this would be possible).
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