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Overview

Our club put together a Sub Committee of volunteers who work in areas of club 

media and marketing. This Sub Committee reports to the Executive Committee,

and we look at how to attract sponsorship that would cover all areas of media 

and marketing within the club. This would include sponsorship for team jerseys, 

pitch side advertising, social media, the club shop, training equipment and 

coaching.

Secure sponsorship income for the club enables us to pay for things like:

• Improvement of our club facilities.

• Secure Kit, equipment and coaching for our teams.

Securing a good sponsorship deal also helps us to: 

• Raises our club’s profile in our local community.

• Build strong links with businesses and other organization's in our

community.

• Reduces the need for us to ask members/players /parents to fund 

these additional costs.

We try our best look for sponsors that are honest and that represent or align 

with our club ethos and where we could create and develop a medium - long 

term relationship that benefits both the club and the sponsor.
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What was delivered?

We have worked hard to secure sponsorship from various sponsors. 

We have around 20 larger sponsors that sponsor our team jerseys and kit , we also have 40 pitch side sponsors where we sell advertising space 

on boards around the pitch, and we have approximately 10 smaller sponsors who provide us with match balls, food and who also sponsor some of 

the bigger matches throughout the season. Our sponsorship deals vary but the larger deals are usually 2 years deals and the smaller sponsorship 

deals last for 3 years. This give us an idea how much sponsorship income we will generate during that time which helps us to plan and prioritize or 

spending in the medium term.

Why was it successful?

We have a great group of volunteers with a specific skillset who are dedicated and work hard to make successful sponsorship deals for our club

We try to deal with the people who are the decision makers and avoid middlemen when trying to negotiate a sponsorship deal and we try not to 

rely on just one large sponsor, we have 20 larger sponsors, 40 pitch-side sign sponsors and about 10 smaller sponsors.

We work hard at building those medium to long term relationships with our sponsors so we invite them to special events and matches and we treat 

our sponsors like members. We look after our sponsors and make sure we hold up our end by delivering what we said we would and make sure 

they know they are getting good value for their money.

We have a 2-3year plan and a target of what we would like or need to achieve in terms of sponsorship income. This allows the club to plan its  

expenditure and manage cashflow more effectively.

Club Model: Case Study of Good Practice



Steps to success

• Identify your need in terms of expenditure, then go out and look for sponsorship to cover the cost.

• Treat your sponsors well, include them as much as possible in the club and show them value for money. 

• Make the business links and develop those relationships with your sponsors.

• Make contact and deal directly with the decision makers.

• Its better to under promise and over deliver

What has been the impact?

Sponsorship helps us to provide great facilities, kit, equipment, and coaching for our club members and players without having to fundraise 

internally for all these extra’s. Our teams can get more out of their training and have a better rugby experience when we can provide them with 

better coaching, equipment and kit.  They feel good about themselves as our teams are well turned out which gives them pride and confidence 

when playing against other teams. 

We have had additional benefits from sponsors for example: our main sponsor helped us set up a new App while smaller sponsors have given us 

prizes for event’s we hold during the season

Club Model: Case Study of Good Practice



What are the key learnings?

• Take time to find the right sponsor for your club and once you have found them, work hard to build those relationships as this could be a 

mutually beneficial deal that could bring in a lot of money for your club.

• Don’t limit yourself in terms of sponsorship, try to get as many sponsors as you can but have a plan for sponsorship income and expenditure as 

this will help with cashflow.

• Think about the things you can offer sponsors that will keep that relationship going.

• Most businesses are willing to provide sponsorship if you ask them but make sure that you can deliver what you promise and make sure the 

sponsorship meets the needs of the club not the other way around.
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