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Men's Senior Baseball League'. Men's Adult Baseball League

HOW TO LOOK FOR SPONSORS

As MSBL/MABL expands into different cities and within existing leagues, local sponsorships are becoming more common for our league. Incentives to offer sponsors and presentation techniques are obviously key ingredients to successful solicitations, with HardBall magazine and the MSBL/MABL promotional tape being excellent tools.

From early experience, the most likely businesses to support our league include:

· Car dealers

· Banks

· Restaurants

· Beverage Distributors

· Radio Stations

· Orthopedics, Chiropractors (we all know too well why!)

· Sporting Goods Stores

Many MSBL/MABL leagues have received and utilized our media packages with success.
Feel free to request our assistance in preparing sponsorship-type letters, which include demographic information as well.


I have always maintained that sponsorships should be an individual team project and one that the "league° does not pursue. With so many important aspects of league management facing our League Presidents, "team" sponsorships should be treated exactly this way.
.

SOME HELPFUL GUIDELINES.​
Find a sales person to do the calling, Sales people are comfortable with the rejection you will face in this process.

• Be professional when you make a call.  Whenever you meet with a potential sponsor, be sure you are in a jacket and tie.
.

•
Always follow up and if you tell a sponsor you are going to do something for him, be sure to do it.  Undersell and over produce.

•
Sponsors like to know the players are "invested" in the process.  If your team needs $3,000 for the year, ask the sponsor for $1,500 and be sure he knows that the players are putting up the rest. 

• Remember, you are selling advertising, not asking for a donation.  Highlight the benefits of this type of advertising.  Understand the objections and overcome them with benefits (sales people understand this)

•
Tell a sponsor about the benefits, deliver the benefits, and then remind him over the year that you delivered the benefits.  Say "thank you" whenever you see him and be sure to nurture the relationship over the year, it is much easier to "renew" a sponsor every year than to find a new one.

COLD CALLS

As mentioned, this is the toughest part.  Be ready!  Get yourself copies of Hardball magazine, the brochure, the national tournament programs, any articles that you might have on your league, the MSBL promotional video; a list of all the benefits of sponsoring your team, all the things you can do-for him if he sponsors your team.

· Weekly scores in the paper (Joe's Bar 6 - Willie's Deli 1)

· His name in the paper every time there is an article about the league.

· Names and addresses of the players if he plans to “sell” to them (many sponsors view this as a great way to get leads for whatever they sell)

· Name in Hardball magazine and national tournament program when your team is mentioned.

· Free advertising in your league newsletter or website.

· Etc., etc., etc.

Remember that you are selling a product, not asking for a donation.  You have to believe that what you are selling is worth the price.  You cannot fake enthusiasm. That is why sales people are the best at this job.


COMPANIES

Any organization is a prospect.  The ones who work best are the ones who want to do business with adult men and families.  We have had investment firms, car-dealers, bars, restaurants, grocers, leasing companies, orthopedic offices, computer companies, beer distributors, community hospitals, life insurance companies, pizza parlors and many more.  Look for companies who are starting out new in your market area.  The amount is not critical.  How big an amount is not a factor.  - If you are straightforward and honest with your sponsor and deliver exactly what you promise, you should have no trouble maintaining the relationship:  Very few people get treated like that in business and they appreciate it when you are honest with them.

Look for companies that do a lot of sponsoring in the community.  - Contrary to popular belief, the ones who do a lot of sponsoring are used to spending the money. Also watch for companies who simply do a lot of advertising.  When you see Buddy's Carpet Barn launch a gigantic new sales promo campaign, Buddy is interested in building sales revenue and if you are there to help him, you are a welcome guest.  "Buddy, have l got a way for you to reach an audience that your new commercials may not be reaching."  Chances are, Buddy will talk to you.  That is very different from "Are you interested in making a donation to MSBL?”

Anything you can get printed or said about your league will help legitimize your effort.

SUMMARY

Sponsorships are not easy to secure, but as discussed in our "Securing a Field" section, differentiating yourself will help legitimize your proposal.  Keep your requested amounts reasonable and following through/keeping them informed will help you maintain any sponsor you secure.
