CONFERENCE SPONSORSHIP BEST PRACTICES

Sponsoring a conference is more than just showing up—it's about strategic
engagement before, during, and after the event to maximize impact.
Follow these best practices to ensure a strong presence, meaningful
connections, and measurable ROI.

BEFORE EVENT

e Research & Align
Ensure the event fits your Ideal Customer Profile, industry focus, and
location. Confirm that key prospects and clients (Brand Ambassadors) will
attend.
o Set Clear Goals
Define objectives (brand awareness, thought leadership, lead generation,
partnerships) and measurable key performance indicators(KPls).
e Negotiate for Maximum Value
Secure premium booth placement, speaking slots, attendee list access,
and additional branding opportunities.
e Pre-Event Marketing & Collateral
o Announce sponsorship via social media, email, and website.
o Create branded booth assets, digital banners, flyers, and giveaway
items.
o Develop lead capture tools (QR codes, landing pages, digital forms).
o Prepare sales enablement materials (one-pagers, case studies,
talking points).
« Engage Your Network
Invite clients and prospects, schedule meetings, and plan side events (VIP
dinners, networking sessions).

DURING EVENT

e Maximize Brand Visibility
Ensure your booth is eye-catching, interactive, and staffed at all times.
Consider sponsoring high-traffic areas (charging stations, lounges, event
apps).
o Engage Attendees Effectively
o Offer product demos, live Q&As, and interactive experiences.
o Run contests, giveaways, or exclusive VIP sessions.
o Capture leads through digital forms, badge scans, and booked
meetings. Remember to take notes for personalized follow-ups.
e Personalized Content for Target Prospects
For attendees on your target list, prepare tailored messaging, case studies,
and exclusive materials to deepen engagement.
e Network with Purpose
Attend VIP sessions and evening events, connect with decision-makers,
and build relationships with sponsors and media.
e Social & Content Activation
Share live updates, key takeaways, and behind-the-scenes moments using
event hashtags and tagging attendees. Capture video testimonials and
user-generated content for future marketing.

AFTER EVENT

e Fast & Personalized Follow-Ups
Reach out within 48 hours with tailored messaging based on engagement
level. Provide exclusive post-event content.
e Measure & Report ROI
Track lead quality, conversions, and event impact to assess sponsorship
effectiveness.
e Continue the Conversation
Stay connected via LinkedIn, email nurturing, and retargeting campaigns.
Repurpose event content into blog posts, social snippets, and case studies.
e Debrief & Optimize
Gather insights, review performance, and refine strategies for future
events.

A well-executed sponsorship strategy doesn’'t end when the event is over—
it's an ongoing process of engagement and relationship-building. By
following these best practices, you'll ensure your sponsorship investment
translates into tangible business outcomes.



