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Course Introduction / Overview:

This comprehensive training course provides a deep dive into the dynamic and interconnected worlds of event marketing

and corporate sponsorship. In today's competitive landscape, a successful event is not just about flawless logistics; it is a

powerful marketing platform that requires strategic promotion and robust financial backing through sponsorships. This

program is designed to equip participants with the skills to both create and market compelling events and to secure the

corporate partnerships necessary for their success. Drawing on principles from leading academics like Joe Goldblatt,

whose work in "Special Events: A New Generation and the Next Frontier" has shaped the industry, this course offers a

holistic framework. Participants will move beyond theory to master practical techniques in sponsorship valuation,

proposal development, and activation. At BIG BEN Training Center, we have structured this curriculum to bridge the gap

between planning an event and transforming it into a profitable, brand-building asset, ensuring you can manage the entire

lifecycle from initial concept to post-event ROI analysis and long-term sponsor relationship management.

Target Audience / This training course is suitable for:

Event Managers and Coordinators.

Marketing Professionals and Managers.

Sponsorship and Fundraising Managers.

Public Relations (PR) Specialists.

Brand Managers.

Corporate Communications Officers.

Business Development Executives.

Non-Profit Program Managers.

Entrepreneurs and Small Business Owners.



Target Sectors and Industries:

Sports, Entertainment, and Media.

Technology and Telecommunications.

Healthcare and Pharmaceuticals.

Financial Services and Banking.

Retail and Consumer Goods.

Hospitality, Travel, and Tourism.

Non-Profit and Charitable Organizations.

Professional Associations and Trade Groups.

Government Agencies and Public Sector Bodies.

Target Organizations Departments:

Marketing and Communications.

Public Relations.

Event Management.

Sales and Business Development.

Corporate Social Responsibility (CSR).

Brand Management.

Partnerships and Alliances.

Fundraising and Development.



Course Offerings:

By the end of this course, the participants will have able to:

Develop a comprehensive strategic event marketing plan aligned with business objectives.

Identify, research, and qualify potential corporate sponsors effectively.

Master the art of sponsorship valuation to create fair and attractive packages.

Craft compelling and persuasive sponsorship proposals that secure partnerships.

Negotiate sponsorship agreements with confidence and clarity.

Design and implement innovative sponsorship activation strategies.

Utilize digital marketing and social media to maximize event reach and engagement.

Measure and analyze the return on investment (ROI) for both events and sponsorships.

Build and maintain long-term, mutually beneficial relationships with sponsors.

Manage post-event reporting and feedback to drive continuous improvement.

Course Methodology:

The training methodology at BIG BEN Training Center is designed to be highly interactive, practical, and engaging,

ensuring that participants can immediately apply the learned concepts in their professional roles. We believe in learning

by doing. The course will feature a blend of expert-led presentations, in-depth case study analyses of successful

international event marketing campaigns, and hands-on workshops. Participants will work in collaborative groups to

tackle real-world challenges, such as developing a full sponsorship proposal for a hypothetical event or creating a digital

promotion plan. Role-playing exercises will be used to simulate sponsorship negotiation scenarios, providing a safe

environment to practice and refine critical communication and persuasion skills. Ample time will be allocated for group

discussions, Q&A sessions, and peer-to-peer feedback, fostering a rich learning environment. This experiential learning

approach moves beyond theoretical knowledge, focusing on building tangible skills and strategic thinking capabilities that

are directly transferable to the workplace.



Course Agenda (Course Units):

Unit One: Foundations of Strategic Event Marketing

The modern event marketing landscape.

Defining clear event objectives and key performance indicators (KPIs).

Conducting thorough target audience analysis and persona development.

Mastering event budgeting and financial planning.

Integrating events into the overall marketing mix.

The event lifecycle from conception to post-event analysis.

Legal and ethical considerations in event management.

Unit Two: Event Promotion and Audience Engagement

Developing a powerful event brand and value proposition.

Crafting an integrated digital marketing strategy for events.

Leveraging social media platforms for pre-event buzz and live engagement.

Content marketing and storytelling to attract attendees.

Public relations and media outreach tactics.

Implementing experiential marketing to create memorable moments.

Email marketing campaigns for registration and communication.

Unit Three: The Corporate Sponsorship Ecosystem

Understanding the motivations behind corporate sponsorship.

Identifying and researching potential sponsorship partners.

The sponsorship sales funnel from prospecting to closing.

Fundamentals of sponsorship valuation and asset inventory.

Creating tiered sponsorship packages with clear benefits.

Understanding the difference between sponsorship and philanthropy.

Analyzing competitor sponsorship strategies.



Unit Four: Securing and Activating Sponsorships

Crafting a winning sponsorship proposal and pitch deck.

Techniques for effective outreach and securing meetings.

Mastering the art of sponsorship negotiation.

Key elements of a sponsorship agreement and contract.

Designing creative and impactful sponsorship activation plans.

Ensuring flawless sponsorship fulfillment and delivery.

Managing sponsor expectations and communication.

Unit Five: Measurement, ROI, and Relationship Management

Establishing metrics to measure event marketing success.

Calculating sponsorship return on investment (ROI) and return on objectives (ROO).

Developing comprehensive post-event reports for stakeholders and sponsors.

Gathering and analyzing attendee and sponsor feedback.

Strategies for nurturing long-term sponsor relationships.

Leveraging successful partnerships for future opportunities.

Planning for the next event cycle with data-driven insights.

FAQ:

Qualifications required for registering to this course?

There are no requirements.

How long is each daily session, and what is the total number of training

hours for the course?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.



Something to think about:

In an increasingly digital world, how can event marketers and sponsorship managers leverage technology to create

authentic human connections without sacrificing the measurement of tangible ROI?

What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by offering a deeply integrated and holistic framework that treats event marketing and

corporate sponsorship not as separate disciplines, but as a powerful, synergistic strategy. While many programs focus on

one area or the other, our curriculum is built on the principle that a well-marketed event is the most valuable asset you

can offer a sponsor, and a well-secured sponsorship is the most effective fuel for impactful marketing. We move beyond

theoretical discussions to emphasize practical, hands-on application. Participants will not just learn what a sponsorship

proposal should contain; they will draft one. They will not just hear about negotiation tactics; they will engage in

simulated negotiations. The course places a significant emphasis on the financial and analytical aspects of the field,

equipping participants with the skills to conduct robust sponsorship valuations and calculate tangible ROI, empowering

them to justify their strategies in the boardroom. The ultimate focus is on building sustainable, long-term partnerships

that create mutual value, a strategic approach that transcends the transactional nature of simple ad buys or one-off event

funding.


