Securing & Maintaining Racing Sponsorship: A Guided Approach
So, what is SPONSORSHIP?
· Sponsorship is a dynamic marketing strategy where a sponsor/brand aligns itself with an individual, organization, such as a race team or event to create MUTUALLY beneficial outcomes
· Sponsorship is not one-sided
· A racer car driver or his/her race teams talent level is not the most important part of the sponsorship deal
· The sponsor is utilizing you and your team as a billboard, an extension of their product or service
· You are a representative/ambassador for your sponsor(s)
· Receiving free products for your racecar is not a sponsorship, it is charity. 
· Sponsorship is a business relationship!!
Team Financial Structure
· Business approach
· Track and record all yearly/season expenses
· Know what you need money-wise to operate weekly and complete season
· Place a value on each open area of the racecar but don’t list anywhere
· Consider putting your race team in an LLC. WHY?
5 Core Concepts
· Identification
· Preparation
· Delivery
· Establishment
· Maintenance
Identification
Choosing a potential sponsor
· Not all sponsors have to be in the racing industry
· Think outside the box (all types of businesses are trying to get their name out there)
· Stealing sponsors is not the best idea
· Look local before stretching-out 
· Develop a list of potential sponsors with names, contact info. and comments for follow-up or direction the interaction is heading
· Be realistic when identifying potential sponsors

Preparation (most important step)
· Know your potential sponsor. RESEARCH!!!
· Know your potential sponsor’s audience
· Don’t wait until the last minute to start this process
· Start ASAP (think tax write-offs)
· Speak to the correct person
· Don’t waste time selling yourself to the “non-decision maker”
· Make an appointment if need be
· Develop a single sided informative narrative of your race team
· Basic bio
· Where you run
· Accomplishments
· Avoid “splash and glamour” and slang!!
· Typed and spell/grammar checked
· Off- track events you attend each season
· Bring along a pic of your car
· Do some fact finding on the tracks you run at
· Their weekly attendance(s)
· Special nights at the track
· Media outlets at the track
· Provide past track schedules
Delivery
· Dress attire appropriate and speak appropriately 
· Understand the importance of saying, “let me promote your company”
· Know that the first, second or even third interaction may not seal the deal
· Don’t make promises that you can’t keep!
· Start with a general conversation
· Reference “things” about their business (the research “thing” above)
· Be an educator (what does that mean?)
· No talk of money until you feel you represented yourself well and outlined how you can be an asset to their business
· Social media
· Track media
· Business card solicitation
· Bringing car/team to their business for public view
· Frequent visits (stay in-tune with what they are doing)
· Bringing them door panels/quarters signed for their place of business (sponsors love this!!)
· You are a cheerleader for their business
· Get to know the person(s) you are directly dealing with (personalization)
· More specific conversation(s)
· Explain what it takes to run your operation
· Explain primary & associate sponsorship (real estate)
· Use terms like: long-term relationship/ mutually beneficial
· How can my team help you acquire more business?
· Follow-ups
· Consideration time-frames
· Don’t be “pushy” on a decision, but be fair with a reasonable timeline
· Establish a follow-up date
· Send text, email, letter thanking for their time
· Bring back a “mock-up” of their logo on your car
Establishment
· Writing a basic contract
· Providing invoice (LLC= Tax Write-off for them)
· Split payment option
· Reiterating what you agreed to in general
· Setting dates (car completed, schedule, car sittings, special events at the track)
· Don’t be a GHOST!!
· Business representative/owner accompanying you to the races
· Getting their preferred logo (car, social media usage, hero cards)
· Establishing a social media post welcoming their business WHEN?
Maintenance
· Checking-in/having general conversation
· Weekly/monthly updates
· Keeping decal/lettering of logo “clean”
· Invite business owner to your shop, team gatherings
· Next season (start renewal conversations by late summer/early Fall)









