
  Why you should consider events as part of your marketing strategy 

 

A marketing strategy is a business's overall game plan for reaching prospective 

consumers and turning them into customers of the business. The goals of a marketing 

strategy may be to increase sales, market visibility, profits or to achieve certain goals. 

Incorporating events in your marketing strategy would be a smart decision since 

sponsoring events comes with its own perks.  

 

When sponsoring an event a lot of promotion comes with it, despite the type of event 

it is. Charities, music festivals, sporting events or even a local awareness fun run all 

have publicity they come with and will benefit from it. Higher-end events usually hire 

professionals for publicity and your brand can have a share of the limelight. 

 

Seth Godin once said that "marketing is no longer about the stuff that you make, but 

about the stories you tell." Hence the importance of making sure you align your brand 

with the right events. Emotional selling goes a long way, by sponsoring events 

centered around awareness or causes will also make you part of that story. Your 

audience will connect with you on a deeper level because of your association with 

certain causes and will show that you are simply not just motivated by profits. This can 

also tie into your corporate social responsibility strategy.   

 

Demographic data from events are ideal for your nurture campaigns. It shows which 

segment of your market likes a particular type of event and which don’t. Direct access 

to a customer pool which will give your brand valuable audience insights, making you 

a step ahead of the competition and assist in devising effective future campaigns. As 

a result ensuring personalised marketing for your various target demographic groups.  

 

Participants at events are interested in learning about the brands there and what they 

offer. As a benefit, new leads are generated from sponsoring the event. You may also 

already have had some participants in your funnel and face-to-face interaction with 

your brand may actually end up converting into a sale, something that often happens 

at events.  

 

Increased online traffic, arising just from the event itself because event organisers 

usually generate lots of content to promote their event. Sponsors are mentioned when 

advertising and on the flyers (offline and online), giving rise to people seeking out your 

company to find out what you’re about. Also having your own social media marketing 

content strategy ready will allow you to reap more benefits from the incoming traffic.  

 

Being featured alongside big brands gives smaller/newer brands credibility. People 

are likely to trust your brand more, simply because of its association with established 

bigger brands in the market. Sponsoring the same events also presents an opportunity 

to build new relationships with other vendors who are sponsoring the event as well. In 



the future, you could be strategic partners or work together on certain projects. So it’s 

not only about what the audience gains, brands benefit too. 

 

 

Return on Investment (ROI) is the biggest benefit resulting from event sponsorship. 

The event organisers will give you what you stand to gain in terms of traffic and other 

metrics. Some brands may realise that a large portion of their marketing strategy goals 

can be met by one big event. It is crucial to consider incorporating sponsoring events 

into your marketing strategy because a small investment may yield a more than a 

proportionate return on investment. This is the reason why event sponsoring at times 

seems expensive but remember that no company invests their money where they will 

not see a return of some sort, so carefully consider it before writing it off. Sign up with 

us and see what you stand to gain by looking at some of our events for your marketing 

strategy.    
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