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Recruit More Sponsors
& Corporate Partners with
Inbound Marketing

Presented by
Joe Waters

 Former Director, Cause Marketing, Boston City 
Hospital

 Founder & Blogger, Selfishgiving.com
 Co-Author, Cause Marketing for Dummies

Who is Joe Waters?
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What We’ll Be Covering
What’s the difference between traditional, 

inbound marketing

 How inbound marketing works

 The two types of corporate partnerships

 Recruiting more partners with inbound 
marketing (Get Found, Convert, Sales) 

 A second key audience for inbound marketing

What you need to do TODAY

TRADITIONAL

VS. 

INBOUND 
MARKETING
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Marketing has changed

1950 - 2000 2000 - 2050

CALLER ID: 
800-555-1234

Annoying
Salesperson

Outbound marketing is less effective
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How inbound marketing works

QUALIFIED TRAFFIC

SALES

Get Found

Convert

Get Found Online = Increase Qualified 
Traffic
• Content Creation, Blogging, SEO, 

Social Media

Convert = Increase Qualified Leads
• Landing Pages, Lead Intelligence, 

Lead Nurturing, Email Marketing

Analyze = Measure Your Results
• Marketing Analytics and ROI

Two Types of Corporate 
Partnerships
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Sponsorship
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Cause marketing is a partnership 
between a nonprofit and a for-profit

for mutual profit

Cause Marketing
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Point-of-Sale

Percentage of Sales
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$1.7 Billion
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Finding a Partner

Supporters Contacts

Suspects
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Recruiting More Partners 

With Inbound Marketing

How inbound [cause marketing] works

QUALIFIED TRAFFIC

$$$

Get Found

Convert

Get Found Online = Increase Qualified 
Traffic
• Content Creation, Blogging, SEO, 

Social Media

Convert = Increase Qualified Leads
• Landing Pages, Lead Intelligence, 

Lead Nurturing, Email Marketing

Analyze = Measure Your Results
• Marketing Analytics and ROI
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QUALIFIED TRAFFIC

Get Found

Getting Found
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Analytics

Know what does & doesn’t work 

“Closed-loop” reporting takes a prospect 
through the life-cycle of their journey to 
the ultimate transaction 
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97% of consumers use the Internet 
to research products or services in 

their local area

97% of consumers use the Internet 
to research products or services in 

their local area
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Convert

Convert
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$$$
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A Second Audience

Consumers want companies and 
causes to provide more information 

about their partnerships.



5/23/2012

17



5/23/2012

18

Two Valuable Audiences
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Talk about your fundraising online

Find the right social media platform

Track your results on Google

Think mobile

What Should You Do Today

The supporting slides from the webinar

My blog: Selfishgiving.com

Questions? Joe@Selfishgiving.com

More reading: Cause Marketing for 
Dummies

What’s Next?


