
 

 
 

   

Preparation and Closing of a 
Sponsorship Sale 
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http://scs-connect.com/
http://barbaragiamanco.com/wordpress/the-new-handshake-book/
http://barbaragiamanco.com/wordpress/the-new-handshake-book/
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https://goo.gl/ubkbLV
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• Terms and agreements – This is a reiteration of the terms already agreed 
upon verbally and should reflect those numbers. It MUST specifically 
address legalities and items that can include investment amount, payment 
schedule, breakdown of sponsorship value, and many other special 
conditions that are included in the agreement. 
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https://www.nba.com/resources/static/team/v2/heat/media/PartnershipOverview.pdf
https://www.nba.com/resources/static/team/v2/heat/media/PartnershipOverview.pdf
https://www.nba.com/resources/static/team/v2/heat/media/PartnershipOverview.pdf
https://www.aphroditehills.com/Aphrodite-hills/wp-content/uploads/2018/06/AH_Sponsorship_proposal.pdf
https://www.aphroditehills.com/Aphrodite-hills/wp-content/uploads/2018/06/AH_Sponsorship_proposal.pdf
https://www.aphroditehills.com/Aphrodite-hills/wp-content/uploads/2018/06/AH_Sponsorship_proposal.pdf
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• Ask questions – Although the preparation and diligence of your actions 
should lead to covering all your bases with your client, there will inevitably 
be questions. Anticipate questions in advance and have solid answers for 
them when presenting. Being prepared for the potential questions is a good 
way of showing you have thought deeply about the partnership, and you can 
be a trusted partner going forward. With these questions, you might come 
into some objections that the client may have. Being able to overcome these 
objections is the next step into closing the sale.
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