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[Date]

[Title] [First Name] [Last Name] 

[Job Title]

[Company]

[Address1]

[Address2]

[City], [State]  [Postal Code]

“The Building Powerful Employment Relationships! program should be a requirement for every executive and manager in this country. It’s that good!”
- Claudia Schwartz, Director of Human Resources, Scripps Clinic

Dear [First Name],

Thank you for your interest in co-sponsoring the Building Powerful Employment Relationships! program.
Why the Building Powerful Employment Relationships! program:

Ask almost any business owner and they will tell you that managing today’s workforce is one of their greatest challenges. Managing in our fast paced, turbulent times requires new thinking. Command and control based concepts, which have dominated management practices over the last 100 years, are destructive in today’s knowledge based economy. The need to build powerful employment relationships is crucial for business survival.

This program has received extraordinary ratings from all over the country, from executives to rank and file employees. All program participants are provided with an extensive workbook, and online access to more than 100 personnel forms, checklists and agreements for immediate use. As you can tell from the enclosed testimonials, past program participants have raved about the quality of the presentation and it’s “take-home value”. 
Our Target Market

A wide range of business owners, human resource professionals, managers and supervisors will want to attend this seminar. Other potential strategic partners also have an interest in addressing this target market. This program offers a cost-effective way for attendees to address personnel management issues and for sponsors to get their message to this audience.

We will have approximately 75 to 150 attendees at this seminar, and possibly more. In order to successfully attract that number of quality attendees to a business seminar, we must be able to build interest, develop desire and create urgency. We must also be able to create the expectation of a reasonable return on investment. That is the reason for the heavy emphasis on the value associated with preventing employment litigation, increasing employee productivity and the take home tools we offer.

Promotion Strategy

Our promotion strategy will include press releases, direct mail, personal contact, and the internet. In additional, some of the sponsors and strategic partners will provide co-op advertising and sales activities.

Media

Ads in the [Business Journal] (as part of this agreement). Interviews on business format radio talk shows. Distribution of press releases and announcements to trade associations, etc. Of course, as a sponsor you will be featured as such in the media coverage.

Direct Mail and E-mail

We will send direct mail and e-mail to our target businesses. Again, as a sponsor your name and logo will be featured in the brochures, flyers, letters, etc.

Personal Contact

Presentations will be made to associations of business owners and managers. You will be credited as a sponsor that is helping to make this event possible. A sponsor that wants to help their business grow and prosper.

Internet

We will post information on the Internet. [Here again, we will expose your name and logo as a sponsor.]

What’s In It For You

1. You will receive thousands of dollars worth of publicity and exposure as a result of our marketing campaign.

2. All sponsors are “selected” by us. You will be referred to as our “provider of choice.” Third party endorsements will reduce sales resistance.

3. Direct Sales. You may have a display table at the seminar.

4. We will endorse [Company] from the platform.

5. You will receive [
    per head plus] 

 complimentary tickets that your sales staff can use as “value added sales tools.”

6. You can offer free [trial subscriptions] to the attendees.

7. Your company name and logo will be a part of our sales and marketing materials.

What’s In It For Us

All we would like in return are [eight ½ page ads to run the eight weeks prior to the seminar. Attached is a sample copy ad for your review and comment.]

I honestly believe this arrangement will benefit your business as well as our own. If I didn’t, I would not have extended this invitation. Please let me know if you are interested in this proposal at your earliest convenience.

Very truly yours,

[Signature]

[Name]
XXX/xxx

cc:
P.S.
I want you to know that the reason I contacted you first is because I’m an advocate of your [paper, magazine, publication, bank, services etc.] and I believe that all forward thinking [City] businesses should be a [subscriber, customer, client, etc.].

Telephone: (xxx) xxx-xxxx

Web Site: www.xxxxxx.com

Facsimile: (xxx) xxx-xxxx

E-Mail: xxxxxx@xxxx.com


