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Creating and SellingCreating and SellingCreating and SellingCreating and Selling
Sponsorship PackagesSponsorship PackagesSponsorship PackagesSponsorship Packages

WELCOME…

Maximizing non-dues revenues through 
sponsorship package sales.



Business-class results, guaranteed.

Bruce NustadBruce NustadBruce NustadBruce Nustad

WHO ARE YOU?

president,
Twin Cities North Chamber of Commerce
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AgendaAgendaAgendaAgenda

THE TOPIC

- Sponsorship overview
- Common package options
- How to and why
- Discussion points
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- Brings attention
- Attached to an activity
- An agreement based on mutual interest

WHAT IS A SPONSORSHIP?

HighlightsHighlightsHighlightsHighlights
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a menu of opportunitiesa menu of opportunitiesa menu of opportunitiesa menu of opportunities
that maximizes theirthat maximizes theirthat maximizes theirthat maximizes their
return on investmentreturn on investmentreturn on investmentreturn on investment

WHAT SPONSORS VALUE MOST
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Added ValueAdded ValueAdded ValueAdded Value

WHY MEMBERS SPONSOR ACTIVITES

- Brand/Corporate awareness
- Brand/Corporate image
- Customer relations
- Employee relations
- Support their Chamber!
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AdvantagesAdvantagesAdvantagesAdvantages

WHY PACKAGE SPONSORSHIPS?

- One-time business decision.
- Reduces hassle.
- Provides predictability.
- Next year.
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DisadvantagesDisadvantagesDisadvantagesDisadvantages

WHY PACKAGE SPONSORSHIPS?

- Flexibility.
- Larger ask.
- Timing is important.
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OptionsOptionsOptionsOptions

COMMON SPONSORSHIP PACKAGE APPROACHES

- Membership Bundle
- Membership Levels
- Pre-sorted, Pre-packaged
- The Menu
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OptionOptionOptionOption

MEMBERSHIP BUNDLE

- Membership Bundle
..membership + something
..often times done with a new 
member or at renewal time
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AdvantagesAdvantagesAdvantagesAdvantages

MEMBERSHIP BUNDLE

- convenient
- $

DisadvantagesDisadvantagesDisadvantagesDisadvantages
- can make a sell tougher
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OptionOptionOptionOption

MEMBERSHIP LEVELS

- Membership Levels
.. creating different levels of 

membership based on  
participation and investment
levels
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AdvantagesAdvantagesAdvantagesAdvantages

MEMBERSHIP LEVELS

- $
- Plays to an organization’s ego
- Exclusive feel

DisadvantagesDisadvantagesDisadvantagesDisadvantages
- Creates membership hierarchy



MEMBERSHIP LEVELS



MEMBERSHIP LEVELS



MEMBERSHIP LEVELS
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OptionOptionOptionOption

PRE-SORTED, PRE-PACKAGED

-Pre-sorted, Pre-packaged
…involves preparing a few 

package options for a member 
to select from

…usually does not include 
membership
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AdvantagesAdvantagesAdvantagesAdvantages
PRE-SORTED, PRE-PACKAGED

- Few choices
- Easy to administer

DisadvantagesDisadvantagesDisadvantagesDisadvantages
-Few choices
-Tends not to create a special feeling
for the member
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OptionsOptionsOptionsOptions

THE MENU

-Allows members to customize their 
sponsorship package based on their 
needs and desired areas of impact
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AdvantagesAdvantagesAdvantagesAdvantages

THE MENU

-Customization
-Creates a conversation

DisadvantagesDisadvantagesDisadvantagesDisadvantages
-Time and resource intensive
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OptionsOptionsOptionsOptions

THE MENU

-Allows members to customize their 
sponsorship package based on their 
needs and desired areas of impact



THE MENU
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OptionsOptionsOptionsOptions

THE MENU

-Twin Cities North Chamber
… Enhanced Sponsorship program
… largest sponsor is $11,750  



����������	
�������	
�����
�
�
����

ProcessProcessProcessProcess

THE MENU

- Materials
- Meeting
- Follow up
- Execution
- Evaluation
- Next year
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Start with:

HOW TO DEVELOP A SPONSORSHIP PACKAGE

- Do your homework first
- Identify your goals
- Define your options
- Go for quality, not necessarily quantity
- Be prepared for it to take time for your 

members to adjust
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Measuring SuccessMeasuring SuccessMeasuring SuccessMeasuring Success

EVALUATING PACKAGES

- You need some type of assessment
… measure participation
… measure success of activity
… photographic record
… measure impressions
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MEASURING SUCCESS
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MEASURING SUCESS
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DISCUSSION POINT

Are we maximizingAre we maximizingAre we maximizingAre we maximizing
sponsorship revenue at oursponsorship revenue at oursponsorship revenue at oursponsorship revenue at our
chamber compared tochamber compared tochamber compared tochamber compared to
competing interests?competing interests?competing interests?competing interests?
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DISCUSSION POINT: MAXIMIZING OPPORTUNITIY
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DISCUSSION POINT

When is the best time of When is the best time of When is the best time of When is the best time of 
year to offer membersyear to offer membersyear to offer membersyear to offer members
sponsorship packages?sponsorship packages?sponsorship packages?sponsorship packages?
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DISCUSSION POINT: TIMING
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DISCUSSION POINT

What single componentWhat single componentWhat single componentWhat single component
of a sponsorship packageof a sponsorship packageof a sponsorship packageof a sponsorship package
has the largest impact onhas the largest impact onhas the largest impact onhas the largest impact on
a membera membera membera member’’’’s future decisions future decisions future decisions future decision
to increase sponsor activities?to increase sponsor activities?to increase sponsor activities?to increase sponsor activities?
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DISCUSSION POINT: MORE SPONSORSHIP DOLLARS?
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Include membership?Include membership?Include membership?Include membership?
MultiMultiMultiMulti----year agreements?year agreements?year agreements?year agreements?
Discounts as part of packages?Discounts as part of packages?Discounts as part of packages?Discounts as part of packages?

DISCUSSION POINTS
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Creating and SellingCreating and SellingCreating and SellingCreating and Selling
Sponsorship PackagesSponsorship PackagesSponsorship PackagesSponsorship Packages

THANKS FOR PARTICIPATING…

Bruce Nustad
bruce@twincitiesnorth.org
tel. 763.571.9781


