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Why get sponsored?
Sponsorship is one of the most time efficient  
and effective ways to boost your fundraising  
for Wooden Spoon.

Most organisations will look for a return on their investment, which can  
range from increased positive brand awareness to media exposure to helping 
boost audience engagement amongst a specific age group or gender. 

Sponsorship options can vary from free products or services to financial 
support ranging from £20 to £20 million.

As a Wooden Spoon challenger you could consider approaching 
a sponsor for the following type of sponsorship:

Challenger sponsorship – Your sponsor could donate the  
minimum fundraising money required for you to enter the  
event or could pay for the cost of you to take part in the event.

Event sponsorship – Your sponsor could pay the costs for an 
additional fundraising event such as a golf day or gala dinner  
that you put on to generate extra income.

Goods or services sponsorship – Your sponsor could gift  
free goods or services.

WHAT IS SPONSORSHIP?



Let’s get started
More often than not, people looking for sponsorship obtain support  
from their current network. In short, it’s not what you know, it’s who  
you know. So the best bet is to consider your friends, family, club  
connections, employer or suppliers at work as a good starting point.

Choosing the right organisation

Research is vital when picking the right organisations 
to approach. Use the Internet to find companies  
that are local to you or relevant to the challenge 
you are doing.

Search through the websites of your local rugby  
clubs (or the sport you are taking part in), find  
out if they have sponsors and add them to  
your prospect list. These companies have  
already recognised the value of sponsorship  
and may be happy to invest in you and  
your challenge.



HOW TO GET SPONSORED

Getting in touch
It’s not always easy finding out who the best person to approach is.  
The easiest approach is if you get somebody you know to introduce  
you. Failing that LinkedIn is a great place to see if you can find the  
relevant person.

Step 1 – Letter or email

Keep it short, polite and to the point. 
Attach the proposal document. (We 
have templates to help you with this). 
Use bullet points rather than long 
waffly sentences and outline the 
benefits for them as well as you.

Step 2 – Phone call follow up

Follow up with a phone call no more 
than a week later. Ask the contact if 
they have received your email and 
whether they have had a chance to 
read it. If they have not, give them  
a brief overview of what it says and  
say that you are keen to hear their 
thoughts. Then ask them when  
would be a good time to meet to  
run through the proposal face to face.

Step 3 – Meeting

This is your opportunity to get the 
sponsorship in the bag. Make sure  
you prepare, have a clear idea of what  
you want to get out of the meeting 
and take along a presentation or at 
the very least, visual aids.

Do your homework on the person and 
organisation you are meeting with,  
be enthusiastic and professional  
and leave a business card. After  
the meeting follow up with an email 
confirming what was discussed, next 
steps and most importantly thank 
them for their time.

People often in charge of  
sponsorship include:

• Marketing Director or Manager
• Community Affairs Manager
• Sponsorship Manager
• Brand Manager

If you know the CEO or Managing 
Director has a keen interest in your 
challenge or sport then it is worth 
getting in touch with them directly.

There are three important steps  
to making your approach:

1. Send a personal email or letter
2. Follow up with a phone call
3. Meet to present the sponsorship opportunity



SELLING YOURSELF

The presentation
We can provide you with a template for the presentation and  
suggest the key information you include is as follows:

• An overview on why you are here and what you are looking for
• Information about the Challenge
• Information on you and your motivation for doing the challenge
• Information on Wooden Spoon and how sponsorship funds will help 

the charity – it’s a great idea to use a beneficiary story in this instance
• What level of sponsorship you are looking for – have an idea of what 

the company are likely to spend. If you can, show a headline budget
• What you could provide in return – PR support, logo placement etc
• Give the opportunity for questions 

• Close the deal. Emphasise how delighted you would be to have the  
company’s support and ask them if it is something they would consider.

• If it is a yes, discuss next steps e.g. you will send confirmation of the 
items discussed in the meeting and they are to send you a written  
yes in return and then you will move onto the sponsorship schedule.

• If it is a no, or not sure, ask if there is anything more you need to do  
to get them involved.

Be passionate. Convince your potential sponsor why you think it is so important 
to raise money for Wooden Spoon and why they should be involved too.



SELLING YOURSELF

What benefits can you offer?
A really important starting point is to determine 
what you can offer your sponsor. It’s vital that  
they see value in return for the money that  
they are investing.

Every sponsor is different and will have different requirements,  
so it is important to be flexible and to listen to their needs.

Here are some options for you to consider:

Visibility of their brand at the event – for a trek it could be 
having their branded flag on the top of a mountain, for a  
running event it could be having their logo on your running vest.

PR and marketing activity – content is king! It is important  
to share information on what you and Wooden Spoon have 
planned locally and nationally to increase awareness around  
your participation. Then you can discuss how they can be  
involved and share content on their channels too.

Access to events – could you give them spectator tickets  
to the event you are taking part in or could you get them  
access to a high profile Wooden Spoon event. 

Motivational talks – could you offer your time to come in 
and talk to staff, share your story and what is motivating  
you to take part in this particular challenge.



SELLING YOURSELF

What your sponsor can do for you
There are lots of ways you can garner support, and although money is often the favoured request  
there are different ways a company can get involved.

Products and services

A sponsor could offer you a regular supply of their 
product or service as you train for the challenge 
and to use at the actual event. 

If you calculated how much you actually spent on 
this product or service over the course of a year, it 
could be a substantial amount and it can be 
easy for a company to give it to you for free.

Here are some items you could consider:

• Clothing – training items and footwear

• Sports drinks or supplements

• Training equipment – either to hire or keep

• Membership to a local gym or health club

• The cost for you to take part in the event 

The money you save could then be donated  
directly to Wooden Spoon.

Business contacts
If you develop a good relationship with your 
sponsor, you could ask them to make introductions 
to more of their business contacts who may also 
consider sponsoring you.

Money 
If you ask for money, it is really important that you 
pitch the ask at the right level. For example, a local 
car dealership may consider donating £50 whilst a 
larger national company may consider donating the 
full sponsorship amount. 

Many big employers do match funding too, so check 
with your work HR department if this is available  
at your work.



TAKING CARE OF YOUR SPONSOR

Communicate, communicate, communicate
The key to any successful long-term relationship is communication.  
It is really important to work with your sponsor to manage  
expectations from the outset. 

Be proactive and offer them a range of ways you can communicate, listen  
to their feedback and then do what you say you will do. This is often  
where people let themselves down. 
Always keep your sponsor up to date with what you are doing. It may  
seem insignificant to you but it keeps the lines of communication  
open. Some suggestions include:
• Send a monthly or two monthly report on your activities, training  

and fundraising

• Inform a sponsor in advance (at least 6 weeks) of any events  
that they are welcome to attend

• Be proactive in identifying any media opportunities and keep 
a record of media coverage about you or the Challenge that  
includes their organisation

• Remember to contact your sponsor while on the Challenge,  
send them a postcard and inform them as soon as you can,  
about the outcome, after undertaking the Challenge

• Send a thank you card
• Meet with them after the event to update them on  

how you did

• Encourage them to continue supporting Wooden Spoon 



TAKING CARE OF YOUR SPONSOR

And finally…
It is always a good idea to get a ‘letter of agreement’ 
at the start of any agreement so that you can  
manage expectations from the outset.

Here are some points to consider when creating  
a letter of agreement:

• Always get commitment in writing – an email will suffice

• Write down everything that is agreed – take notes  
in meetings and share these with the sponsor after

• Speak to Wooden Spoon ahead of your meeting for  
advice on what you can commit to as they may have  
a lead sponsor for the event with exclusive rights

• Never over promise and under deliver

• Keep it simple – legal jargon is often not necessary

• Make sure that they are aware of other sponsors  
that are involved



T: 01252 773720 
E: charity@woodenspoon.org.uk 

woodenspoon.org.uk

Good luck! Don’t forget that the Wooden Spoon  
team are on hand to help with any enquiries  

you may have or support that you need.

Wooden Spoon, Sentinel House, Ancells Business Park, 
Harvest Crescent, Fleet, Hampshire GU51 2UZ

The Wooden Spoon Society is a registered charity in England and Wales (Reg No: 326691) 
and in Scotland (Reg No: SC039247)
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