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OVERVIEW

Many sports clubs operate with limited finances and need to raise additional funding through
fundraising initiatives, sponsorship and grants. There is often money available through local
businesses but generating income in this way can be a frustrating and time consuming task.
Through a few member connections, the Eden Epsom Tennis & Squash Club entered into a
partnership with Harcourts in 2011 whereby the business provided funding for the facilities bar
and kitchen upgrade in return for naming rights and an advertising plan which would encourage
members to their business. Since then this partnership has evolved and a number of other
sponsors have also come on board, each offering benefits to the club and its” members.
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CONCLUSION

Businesses previously gave resources to sports clubs to receive naming rights and logo placement
opportunities. However, this spansorship approach is no longer enough. The most obvious partnerships
are those wha products or services are directly associated with the sport, as was the case at the Eden
Epsom Squash Club. Having the continued financial support of several partner businesses from the
local community has allowed Eden Epsom to pursue some of its objectives and be in pasition to
provide its members with a great atmasphere, enviconment and facilities. In return the partners each
receive a range of benefits and club members are actively encouraged to utilise the services of the
sponsors where they can, many of whom have staff who regularly take part in the club’s activities. This
proves that partnerships may require more work, but they end up being stronger, long-term
commitments that can produce fantastic results for your club.




PARTNERSHIP APPROACH

The partnership approach starts with you talking to your potential
partner and understanding what they are trying to achieve.

Once you understand what they are trying to achieve, you can tailor

solutions that allow them to achieve their goals through partnering with
your club.

Only when this discussion has taken place can you discuss the value of
this commercial partnership and what you would like in return for your
clubs support. This places the investor firmly in the centre of the
picture.

When a partner has invested in your club to achieve outcomes, it is
imperative that these outcomes can be measured in an agreed fashion.

Remain committed to evaluating and improving the relationship over
time.
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