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Just like we look for certain qualities in a boyfriend or girlfriend, we look  

for certain qualities in a potential corporate sponsor.  

(Do they care about young people and teens? Are they big enough to sponsor us financially?) 

(Is this a cause that they care about along  

with our young people? What will they get out of this partnership?) 



We always try to go after marketing 

departments - they have more money, and 

when they give it to us it is unrestricted. 

:D Plus, we get to have conversations to 

see how they are feeling about us. 



1) Once we decide on a company we want to talk 

to, we creep. We will do ANYTHING to find a 

name and contact information for a CMO, 

Marketing Director, or Director of PR. 

2) Once we find contact information, we cold call 

or cold email the company. Hopefully they like us 

enough to hear our pitch! 



# 

OHMYGOD WE LOVE TEENS. 

Oh, and we know them 

really well too. Marketing 

departments <3 our 

insights. 

NO cars. 

NO adults. 

NO money. 

We love ACTION. 

Data helps us explain how we 

make decisions internally as an 

org. Data also helps sell us 

within a company. 



We often say we are “pitching Toyota” or “pitching Sprint”. 

But really, we are a pitching a person who works at Toyota or 

Sprint, and that means we are having a conversation and making 

a personal connection. We want this person to relate to us, like 

us, and ultimately trust us. No one is going to give money to 

someone they don’t trust! 

So, how do we work towards this personal connection, you ask? We 

STALK. :D Do we have any mutual friends on Facebook? Does this 

person have a Twitter? What excites them? How long have they 

been working at the company? Where did they go to school? We love 

clues that help us get to know the person for who they are. 



Follow up no longer than 48 

hours after an initial call. 

Send them any promised 

materials. 

“What did you think 

of our deck?! Did you 

love it?!” 

Sometimes sponsors 

take a little while to 

come around to us. 

So, we Invite them to 

an office party or 

send interns to their 

office during the 

scavenger hunt to 

remind them we are 

interested! ;) 



Always stay positive during the brainstorming and 

creative process that occurs before locking down a 

sponsor. There is a great way for us to work together 

and it’s just a matter of time before we find it! 

Always come back to a sponsor conversation with 

constructive suggestions and thoughts from the rest of 

the DS team. Show them how much we are gunning for 

them internally! 



Sometimes we are just TOO 

good, and more than one 

sponsor wants to work with 

us. YAY FOR US! The trick is 

to make sure each sponsor 

understands the value that the 

other brings to the 

relationship. 



Full year cause sponsorship: 

3 campaigns, one cause 

Campaign Title Sponsor: 

lead sponsor on one campaign 

Campaign Presenting Sponsor: 

Secondary sponsor on a campaign 

 



Is it promoting them on social? 

We always keep them up to 

date on things that help them 

meet their goals. 

We remind them that 

we are thinking about 

them! Always! <3 <3 
Not too hard. We’re Do 

Something, after all. And... 

The word “but” causes 

arguments. When you can say 

“and” instead, do it! 





 

:D 



And more! 


