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Corporate	Partnerships	&	
Sponsorships	For	The	New	

Economy	
	

Week	4	

Siya	Mapoko	

What	Have	We	Got	So	Far	

•  The	Deal	Common	Factor		
•  The	11	Commandments	Of	Successful	Deal	
Makers	

•  The	Dream	List	of	20		
•  The	One	Sentence	Business	Plan	
•  You	know	you	are	The	PRIZE!	(Not	a	Charity	Case)	
•  The	Partnership	Thinking	Plan	
•  Outreach	Emails	
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R20	000	
R15	
R30	

50	000	
R1,5M	
R750K	
Bonus	J		
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Beiersdorf,	the	German	group	
spent	1.53	billion	euros	in	

adver\sing	and	marke\ng	in	2018.		

STRATEGIC	
OBJECTIVES	
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What	Do	You	Want?	

Instant	access	to	resources	
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Instant	Credibility	

Instant	Money	
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Low	Risk	–	High	Return	
(compare	that	to	a	bank	loan!)	

Quickest	Path	To	Success	
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One	of	the	best	ways	to	achieve	
fast	growth	

One	of	the	best	ways	to	start	a	
business	
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FUN	

Anything	you	need!	



20/06/29	

12	

Start	up	or	start	over	aeer	
retrenchment	

Start	over	aeer	business	closure	
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BEST	TRIGGERS	
=		

NEWS	&	TIMING	

What	Do	They	Need?	
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The	World	Needs	Solu\ons	

Crisis	is	Danger	&	Opportunity	
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Entrepreneurs	don’t	waste	
recessions	

SA	=	Quadruple	Crisis	
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YOUR		
PARTNERS	

Who	else	(poten\al	partner)	is	
trying	to	reach	out	&	serve	your	

target	market?	
(youth,	kids,	students,	SMMEs,	

non-profits,	etc)	
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When	you	strike	mutually	
beneficial	partnerships,	great	

partners	will	do	everything	in	their	
power	to	help	you	succeed!	

Build	a	Network	of	Partners	
through	rela\onship	campaigns!	

	
Build	the	dam	before	it	rains!	
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YOU	

Ideas!	Ideas!	Ideas!	
Drive	partnerships!	
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Always	Be	Uniquely	YOU!	
Don’t	just	copy	and	paste.	

It	comes	across	as	inauthen\c.	
	

Research!	Research!	Research!	

Always	bring	the	kind	of	energy	
you’d	like	to	get	from	your	

prospec\ve	partners!	
	

Be	enthusias\c!	
You	can’t	BORE	people	into	buying	

your	ideas!	
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Pa\ence	is	a	virtue	in	partnerships!	
	

Things	can	take	\me!		
That’s	just	life!	

GIVER	vs	SALESMAN	
	

Approach	partnerships	with	a	
GIVER’s	heart,	not	a	SALESMAN’s	

mindset!	



20/06/29	

21	

Lead!		
Don’t	dominate!	

Make	room	for	co-crea\on!	
	

People	support	what	they	create!	

Adopt	a	Non-Profit	

•  You	really	feel	connected	to	
•  Interview	them	on	their	challenges,	needs,	
past	achievements	and	partnerships	that	
worked!	

•  Offer	to	support	their	external	rela\ons	and	
networking	

•  Don’t	commit	to	fundraising	–	but	use	this	
program	and	surprise	them	with	fundraising	
opportuni\es!	
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MORE		
EMAILS	
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STILL	TO	COME	

•  The	mee\ng/	proposal	/	nego\a\on	
•  A	walkthrough	of	some	of	my	deals	
•  Going	all	out	for	NO	from	a	Giver’s	heart	
•  Dealing	with	Numbers	
•  The	Sponsorship	Market	
•  More	on	Research	
•  More	outreach	Email	approaches	
•  And	more…	


