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Sponsorships vs. Partnerships

Sponsorships: Shorter term agreements for specific events or time periods.  There are two ways in which companies and organizations can engage in sponsorship of the SHS Section.

1) SHS Section has five different levels of sponsorships, providing clearly defined recognition opportunities in exchange for a specified dollar amount.

2) Event-specific sponsorship opportunities are available such as meals and functions at SHS Section events.

Sponsorship opportunities will be posted on the SHS Section website.  Sponsorship agreements will be made in writing in the form of a letter/memorandum of understanding, signed by the SHS Section Chair and the IAFC Executive Director. These agreements will be kept simple and flexible, while allowing the greatest benefit for the SHS Section.  Staff will track the obligations of the sponsorship with a sponsorship spreadsheet tool.  All communications related to sponsorships will carefully avoid language that implies an endorsement from the SHS Section.

Partnerships: Longer term, unique and customized agreements between the SHS Section and a company or organization.  These typically involve a mutually beneficial situation for both the SHS Section and the partner organization.  The partnership may include the development and sharing of intellectual property, organizational promotion/support and/or the exchange of money.  Partnerships typically involve a more complex and formalized agreement that is developed for the specific partnership and signed by the SHS Section Chair and IAFC Executive Director.  Some partnerships may involve an informal or even formal endorsement of an organization or product.  These situations must be carefully evaluated before entering into such an agreement; the extent and limits of the endorsement should be explicitly spelled out in the written agreement for the partnership.

Sponsor Levels

Sponsors may be defined by Sponsor levels or they may simply be an event sponsor.  A table of benefits by level will be posted on the SHS Section website and available for electronic distribution (see attachment).  Every effort is made to ensure the sponsor knows what they can expect in return for their sponsorship.

Written Agreements

Written agreements for sponsorships are in the form of a letter from the SHS Section Chair and the IAFC Executive Director.  The correspondence is based on a form letter that is customized, depending on the nature of the sponsorship.  Sponsorships for specific events may be documented using the same form letter or an “order form” approach may be used if there are several events to choose from (such as a lunch, breaks, reception, etc.).

Written agreements for partnerships are created either by the partner organization or the SHS Section.  Great care should be taken in creating and evaluating these agreements; IAFC legal counsel may need to be sought before making a final commitment.

All agreements shall specify start/end dates for the sponsorship or partnership and the exact terms for marketing (e.g., SHS logo usage, communications forms and outlets, frequency of message, etc).
While care must be taken in how the Section conducts business with sponsors and partners, this does not always mean that strict legal contracts need to exist.  Documentation should meet the level and complexity of the agreement.

Email and SPAM Laws

Email-related communication promoting or recognizing SHS Section sponsors will only be included in emails that primarily communicate SHS Section-related business that the member expects to receive as a member benefit.  These emails may be in the form of Section member alerts or information that is part of expected member benefit communications.  The subject line will refer only to the non-commercial aspect of the email and the main body and first part of the email will also be of a non-commercial nature.  Recognition of a SHS Section sponsor at the end of the email in a brief format is acceptable.

Processing Sponsors (Accepting and Declining)
The reputation of the SHS Section and its members is one of its most valued assets.  The SHS Section will carefully safeguard its reputation by faithfully conducting due diligence on potential sponsors and partners. A singular point of contact is identified on the SHS Section board to collect and evaluate potential sponsor information. This point of contact, in coordination with the IAFC’s Development Department, then makes recommendations to the SHS Board to process accordingly.

Potential sponsors and partners are regarded as prospects that will be treated with respect and gratitude, but not as an automatically accepted opportunity.  Likewise, the renewal of a sponsorship is to be evaluated to make sure the sponsor is still in line with the mission and goals of the SHS Section.  The SHS Section will not restrict sponsorships to only one from the same industry or product category. All potential sponsors will be evaluated equally.  

The SHS Section will make the assessment of sponsor approval with a majority vote of the Section board.
Once accepted, the sponsor is assigned a staff point of contact (i.e., the SHS Section staff liaison) and a SHS Section board member liaison.  The purpose of the board contact is to make the sponsor feel welcome and recognized. Additionally, the board member will have input on the decision to renew the sponsor for another year.

Revenue

A list of specific Section projects, with summaries and estimated budgets, will be developed to assist in generating sponsorships and partnerships.  

Partnerships often involve a financial component that may generate revenue for the Section.  It may be appropriate or necessary to include this revenue in budget projections depending on the nature of the partnership. While partnerships play an important role in accomplishing the mission and goals of the Section, caution will be exercised when generating financial relationships with outside organizations.

 

 

	
	Copper
	Bronze
	Silver
	Gold
	Platinum

	Sponsorship
	$500
	$1,000
	$2,500
	$5,000
	$10,000

	SHS Section Website
	Website sponsor link
	Website sponsor link
	Website sponsor link and logo
	Website sponsor link and logo
	Website sponsor link and logo

	Electronic Newsletter
	Web link included in the SHS Life-Line newsletter once annually
	Web link included in the SHS Life-Line newsletter twice annually
	Web link included in the SHS Life-Line newsletter once per quarter
	Web link included in the SHS Life-Line newsletter twice per quarter
	Web link included in the SHS Life-Line newsletter once per month

	IAFC Member Promotion
	Varies by specific sponsorship
	Varies by specific sponsorship
	Promotion at Fire Rescue International in SHS booth
	Promotion at Fire Rescue International in SHS booth
	Promotion at Fire Rescue International in SHS booth

	Email Promotion
	None
	None
	Maximum of once per year in conjunction with member news email
	Maximum of twice per year in conjunction with member news email
	Maximum of three times per year in conjunction with member news email

	Publication of newsworthy items in SHS Section Life-Line Newsletter and on Website
	No
	No
	Yes (subject to editorial approval)
	Yes (subject to editorial approval)
	Yes (subject to editorial approval)

	Involvement with SHS Section membership
	Varies by specific event sponsorship
	Varies by specific event sponsorship
	Varies by specific event sponsorship
	Invited to attend the SHS annual membership meeting. Ten minutes allowed to address SHS membership.
	Sponsorship of SHS annual membership meeting and a social event. Opportunity to present a 20 minute educational session. 


