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PROFITABLE PARTNERSHIPS: CRAFTING AND SECURING
STRATEGIC SPONSORSHIPS

Start Date: 27/12/2026 End Date: 31/12/2026
Categories: Public Relations &amp; Markef{ Venues: Kuwait
Formats: In Person Instructors:

OVERVIEW

This course equips decision-makers and brand leaders with the skills to identify potential partners,
evaluate sponsorship proposals, and build lasting, mutually beneficial partnerships. Through hands-
on activities and real-world examples, participants will learn how to communicate their brand’s
value, select the right sponsorship opportunities, and deliver meaningful results for all parties
involved.

OBJECTIVES

By the end of this course, participants will be able to: * Identify and articulate their brand’s value
proposition to attract sponsors.  Evaluate and select potential sponsors and strategic partners
effectively. » Create compelling sponsorship proposals tailored to different stakeholders. «
Confidently pitch to decision-makers and negotiate beneficial agreements. « Build and maintain
long-term, mutually rewarding relationships with sponsors. ¢ Analyze and measure the ROI of
sponsorships and partnerships.

COURSE OUTLINE

1. Understanding Your Brand’s Value Proposition for Sponsors 2. Identifying and Evaluating
Potential Sponsors and Partners 3. Crafting Persuasive Sponsorship Proposals 4. Pitching and
Negotiating with Decision-Makers 5. Strategies for Relationship Management and Sponsor Retention
6. Measuring and Reporting on Sponsor ROI

TARGET AUDIENCE

All Supervisory Levels, Marketing executives, business development professionals, brand managers,
nonprofit leaders, sponsorship coordinators, and partnership strategists.

METHODOLOGY

Interactive workshops, proposal-writing labs, real-case simulations, pitch rehearsals, group
exercises, and post-session toolkits.



CONCLUSION

Participants will leave with a practical framework and toolkit for securing and sustaining profitable
partnerships that align with strategic brand goals.

DAILY AGENDA

Day 1: Discovering & Articulating Value

Explore how to define your brand’s unique appeal, assess market position, and prepare
foundational materials for sponsorship outreach.

Day 2: Building the Pitch

Learn to write compelling proposals, pitch effectively, and negotiate strategically with prospective
partners.

Day 3: Relationship Management & ROI

Focus on long-term sponsor satisfaction, tracking partnership outcomes, and optimizing for future
growth.
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