
How to Get Local Sponsors for Your 
Sports Team's T-Shirt Giveaway 
 

A guide for teams that want local businesses to fund promotional shirts. 

A T-shirt giveaway energizes the crowd, rewards fans, and creates a memorable moment during 
a game. But buying hundreds of shirts can get expensive—especially for youth sports teams, 
schools, and community organizations working with limited budgets. 

The solution? Ask local businesses to sponsor the shirts. 

Local sponsors get exposure in front of families and fans. Your team gets promotional shirts 
without paying the entire bill. The crowd gets free gear. Everyone wins. 

Here’s how to make it happen. 

1. Create a Giveaway Businesses Want to Support 
Before approaching sponsors, develop a simple idea for the giveaway. 

A sponsor is more likely to say yes to a specific promotion than to a vague request for money. 

For example: 



●​ 100 shirts launched into the crowd during halftime or throughout game 
●​ 200 shirts given away during a season-opening game 
●​ “Fan of the Game” T-shirts 
●​ A special rivalry-game shirt 
●​ A youth sports appreciation giveaway 
●​ A championship or playoff promotion 
●​ Shirts given away at a tournament or fundraiser 

Give the promotion a name that makes it sound like an event: 

●​ The Big Shirt Launch 
●​ Fan Frenzy Giveaway 
●​ Game Day Gear Drop 

The goal is to give the sponsor something exciting to support—not just another advertising 
expense. 

2. Explain What the Sponsor Gets 
Local businesses are not simply donating money. They are investing in visibility, goodwill, and 
community recognition. Possible benefits include: 

Logo placement on the shirts 

The sponsor’s logo can appear on the back, sleeve, or another designated area of the shirt. 

You may offer different levels of visibility: 

●​ Large logo for the main sponsor 
●​ Smaller logos for supporting sponsors 
●​ Shared sponsor panel on the back 

Public recognition 

Mention sponsors during the game, especially when the shirts are launched. 

Example: 

“Tonight’s T-shirt giveaway is brought to you by Smith’s Plumbing, your local 
hometown plumbing experts.” 

Social media exposure 

Tag sponsors in: 



●​ Giveaway announcement posts 
●​ Behind-the-scenes shirt photos 
●​ Game-day videos 
●​ T-shirt launch clips 
●​ Thank-you posts 
●​ Photos of fans wearing the shirts 

Website recognition 

Add sponsors to a team webpage or event page. Include their logo, website link, and a short 
description of their business. 

Community goodwill 

Businesses like being associated with positive local activities. Supporting a team helps them 
demonstrate that they care about the community—not just making sales. 

3. Offer Simple Sponsorship Levels 
Make the decision easy. Instead of asking, “Would you like to sponsor our shirts?” offer clear 
packages. 

Here is an example structure: 

Title Sponsor 

The main sponsor receives the most prominent placement. 

Possible benefits: 

●​ Largest logo on the shirt 
●​ Name included in the giveaway title 
●​ Public-address announcement 
●​ Multiple social media mentions 
●​ Logo on the team’s website or event page 
●​ Inclusion in post-event photos and videos 

Supporting Sponsor 

Supporting sponsors share the promotional space. 

Possible benefits: 

●​ Logo on the shirt 
●​ Social media recognition 



●​ Public thank-you during the event 
●​ Inclusion in the sponsor section of the event webpage 

Community Sponsor 

This option gives smaller businesses a way to participate. 

Possible benefits: 

●​ Name listed on the shirt or event signage 
●​ Thank-you mention online 
●​ Recognition as a community supporter 

You do not need to offer ten different packages. Two or three options are usually enough. 

4. Start With Businesses That Already Care About Your 
Community 
The best sponsor prospects are often nearby businesses that already support local families, 
schools, and sports. 

Look for businesses such as: 

●​ Restaurants and pizza shops 
●​ Coffee shops 
●​ Gyms and fitness centers 
●​ Sports training facilities 
●​ Orthodontists and dentists 
●​ Chiropractors and physical therapists 
●​ Real estate agents 
●​ Insurance agencies 
●​ Banks and credit unions 
●​ Auto repair shops 
●​ Roofing and home-service companies 
●​ Lawn care and landscaping businesses 
●​ Local retailers 
●​ Family entertainment centers 
●​ Construction companies 
●​ Financial advisors 

Think about the people attending your games. What businesses want to reach those families? 

For example, a high school football game may attract students, parents, alumni, and local fans. 



The more closely the audience matches the business’s customers, the stronger your pitch will 
be. 

5. Ask People You Already Know First 
Cold outreach can work, but warm introductions are usually better. 

Start with: 

●​ Parents on the team 
●​ Coaches 
●​ Board members 
●​ Alumni 
●​ Team volunteers 
●​ Other local business owners 
●​ Existing team sponsors 
●​ Businesses that have advertised with the team before 

Ask each person: 

“Do you know a local business that would want to get in front of our fans and 
families?” 

A parent who owns a business may become a sponsor. Another parent may know a restaurant 
owner. A coach may have a relationship with a local contractor. 

Create a short list of potential sponsors and ask team members to make introductions whenever 
possible. 

6. Build a One-Page Sponsorship Proposal 
You do not need a complicated sales presentation. A one-page document is often enough. 

Include: 

The Opportunity 

Explain what you are planning. 

Example: 

Our team is planning a 50-shirt giveaway during the upcoming home game. Shirts 
will be launched into the crowd throughout the game using a T-shirt cannon, 
creating an exciting moment for fans and a memorable promotional opportunity for 
local businesses. 



The Audience 

Describe who will see the promotion. 

Include: 

●​ Estimated attendance 
●​ Number of games or events 
●​ Social media audience 
●​ Website traffic, if relevant 
●​ Geographic area served 

Be honest. Use reasonable estimates and label them clearly. 

The Sponsor Benefits 

List exactly what the business receives: 

●​ Logo on shirts 
●​ Announcer mention 
●​ Social media posts 
●​ Website recognition 
●​ Photos and video 
●​ Coupon or special offer 

The Investment 

Show the sponsorship amount and what it covers. 

For example: 

●​ Shirt production 
●​ Printing 
●​ Shipping 
●​ Event promotion 
●​ Sponsor recognition 

The Deadline 

Give businesses a clear decision date. Shirt design and printing require lead time, so explain 
when sponsor logos must be submitted. 

7. Make the Sponsorship Feel Exclusive 
A sponsor is more likely to commit when the opportunity feels limited. 



Instead of saying: 

“We are looking for sponsors.” 

Try: 

“We have one title sponsor position and three supporting sponsor positions 
available for our upcoming T-shirt giveaway.” 

Limited availability creates a clear reason to act. 

You can also offer category exclusivity. 

For example: 

●​ One restaurant sponsor 
●​ One financial sponsor 
●​ One home-service sponsor 
●​ One healthcare sponsor 

A business may be more interested if it knows a direct competitor will not also appear on the 
shirt. 

8. Sell the Experience—Not Just the Shirt 
The shirt is only part of the value. The real attraction is the moment surrounding the giveaway. 

A T-shirt launched into the crowd creates: 

●​ Excitement in the stands 
●​ A reason for fans to look toward the field 
●​ A memorable game-day experience 
●​ Photos and videos 
●​ Social media content 
●​ A physical item fans can keep wearing 

Explain that the sponsor is helping create a moment people will remember. 

A good pitch might sound like this: 

“We are not just handing out shirts. We are creating a big game-day moment that 
gets the crowd involved. Your business will be part of that experience, and your 
logo will go home with fans who keep wearing the shirts.” 

9. Consider Putting a Sponsor Offer on the Shirt 



A sponsor’s logo creates awareness. A special offer can help create measurable results. 

Consider adding a simple promotion such as: 

●​ 10% off for team families 
●​ Free appetizer with purchase 
●​ Free consultation 
●​ Discount on a first service 
●​ Special team-member pricing 
●​ “Mention this shirt for a discount” 
●​ QR code linking to a sponsor landing page 

Keep the offer easy to understand and easy to redeem. 

For example: 

Show this shirt at Joe’s Pizza and receive a free drink with any large pizza. 

This gives the sponsor a reason to participate beyond branding. 

10. Create a Short, Personal Pitch 
Avoid sending a long email that sounds like a mass marketing message. 

Keep your initial pitch short and focused on the business. 

Example email 

Subject: Local sponsorship opportunity with TeamName 

Hi Name, 

I’m helping [Team Name] put together a special T-shirt giveaway for our upcoming game. 

We plan to give away approximately [number] shirts to fans during the event, and we’re inviting 
a few local businesses to help sponsor the promotion. 

Sponsors receive visibility through shirt logo placement, event recognition, social media 
mentions, and other promotional opportunities. 

I thought [Business Name] could be a great fit because you already serve families and 
customers in our community. 

Would you be open to taking a quick look at the sponsorship options? 

Thanks, 



Your Name​
Team Name​
Phone Number 

In-person pitch 

If you visit a business, bring: 

●​ A sample shirt 
●​ A simple sponsorship sheet 
●​ A picture or video of a T-shirt launch 
●​ The event date 
●​ Attendance information 
●​ A clear price 

A physical sample makes the idea easier to understand. 

11. Use a Sample Shirt to Show the Finished Product 
Sponsors may hesitate if they cannot visualize what they are buying. 

Create a sample design before selling the sponsorship. 

The sample should show: 

●​ Team name or logo on the front 
●​ Main giveaway message 
●​ Sponsor logo placement 
●​ Front and back of the shirt 

A simple mockup can answer important questions immediately: 

●​ How large will my logo be? 
●​ Where will it appear? 
●​ Will the shirt look professional? 
●​ How many other sponsors will be included? 
●​ Will people actually want to wear it? 

Important: Design the shirt so it looks like something fans would choose to wear. Too many 
logos can make it look like an advertisement instead of merchandise. 

A strong approach is: 

●​ Bold team or event design on the front 
●​ Sponsor logos arranged neatly on the back 



●​ One clear promotional message 
●​ Consistent colors and typography 

12. Choose Shirts People Will Actually Wear 
The sponsor benefits more when the shirt stays in circulation after the game. 

Choose: 

●​ Comfortable fabric 
●​ A good fit 
●​ Attractive colors 
●​ A design that feels like real fan merchandise 
●​ Adult sizes that fit most attendees 

Avoid printing a shirt that people will wear only once. The more useful and attractive it is, the 
more impressions sponsors receive over time. 

13. Give Sponsors More Than One Moment of Exposure 
The best sponsorships are not limited to the game itself. 

Create a simple promotional timeline. 

Before the event 

●​ Announce the giveaway 
●​ Introduce the sponsors 
●​ Share a shirt preview 
●​ Post a countdown 
●​ Tag sponsor accounts 

During the event 

●​ Mention sponsors over the public-address system 
●​ Display sponsor signage 
●​ Capture photos and video 
●​ Film the T-shirt launch 
●​ Encourage fans to tag the team 

After the event 

●​ Publish launch photos 
●​ Share crowd reactions 



●​ Post fan photos 
●​ Thank the sponsors publicly 
●​ Send sponsors a short performance recap 

This creates more value without requiring much additional work. 

14. Track Results and Report Back 
After the giveaway, send each sponsor a brief report. 

Include: 

●​ Number of shirts distributed 
●​ Event attendance 
●​ Social media reach 
●​ Number of posts 
●​ Video views 
●​ Photos featuring the sponsor 
●​ Website visits, if tracked 
●​ Positive comments or fan reactions 

You do not need a complicated marketing report. A one-page summary with a few photos can 
be very effective. 

Example: 

Thank you for sponsoring our Fan Frenzy Giveaway. We distributed 200 shirts, 
reached approximately 1,500 fans at the game, published four social media posts, 
and received more than 3,000 video views. We appreciate your support of local 
sports and our community. 

A good follow-up report can help turn a one-time sponsor into a season-long partner. 

15. Turn One Giveaway Into a Repeat Program 
Once the first giveaway is successful, create additional opportunities. 

Possible promotions include: 

●​ Opening-day giveaway 
●​ Rivalry-game giveaway 
●​ Senior-night giveaway 
●​ Playoff giveaway 
●​ Championship celebration 
●​ Youth sports appreciation night 



●​ Holiday-themed giveaway 
●​ Community fundraiser 
●​ Sponsor-of-the-month promotion 

You can also offer a season-long package that includes several giveaways. 

For example: 

Season Sponsor Package 

●​ Logo on multiple shirt designs 
●​ Recognition at several games 
●​ Social media mentions throughout the season 
●​ Sponsor banner or signage 
●​ Inclusion in team newsletters 
●​ End-of-season thank-you post 

Recurring sponsorships are easier to manage and provide more predictable funding. 

Common Mistakes to Avoid 

Asking for money without explaining the value 

Always describe the audience, exposure, and sponsor benefits. 

Making the shirt look like a billboard 

Fans are less likely to wear a shirt covered in random logos. Keep the design attractive. 

Offering too many sponsor spots 

Too many sponsors can reduce the visibility of each logo and make the design cluttered. 

Waiting until the last minute 

Give yourself enough time for sponsor commitments, artwork, approvals, printing, and delivery. 

Promising exposure you cannot measure 

Be realistic about attendance, social reach, and impressions. 

Forgetting to thank sponsors 



Public recognition is important. Send photos, post thank-you messages, and acknowledge their 
support. 

Not making it easy to say yes 

Offer clear packages, clear deadlines, and a simple payment process. 

A Simple Sponsorship Checklist 
Before contacting businesses, make sure you have: 

●​ A name for the giveaway 
●​ An event date 
●​ An estimated number of shirts 
●​ A target audience description 
●​ A sample shirt design 
●​ Sponsorship levels 
●​ Sponsor benefits 
●​ A logo submission deadline 
●​ A payment process 
●​ A list of local prospects 
●​ A plan for social media promotion 
●​ A plan for reporting results 

Final Thought: Make the Sponsor Part of the Team 
The most successful sponsorships feel like partnerships. 

A local business is not just paying for a logo. It is helping create excitement, support athletes, 
connect with families, and contribute to the community. 

Make the promotion fun. Make the benefits clear. Make the shirt something people want to wear. 

Then give the sponsor plenty of reasons to be proud of supporting your team. 

A great T-shirt giveaway creates a memorable moment. A great sponsorship program 
helps pay for the next one. 
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