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Guess What?

The Canadian “sponsorship pie” is $ 1.1 billion. 
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So…

How do you get your piece?

$
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Ask the Media?

“Perhaps the biggest and most understated 
challenge Cohon faces is burnishing the 
CFL's flagging national sponsorship program. 
The league likes to boast about year-on-year 
percentage increases in sales and sponsor-
related revenue. But the fact is, there's no 
meat behind those percentages.”
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Ask a Researcher?

14%

25%

43%

46%

51%

52%

71%

71%

79%

On-Site Sales Rights

Entertain Clients / Prospects

Sample Products & Services

Showcase Social Responsibility

Stimulate Sales / Trial / Usage

Drive Retail / Dealer Traffic

Change / Reinforce Image

Increase Brand Loyalty

Create Awareness / Visibility

What do sponsors want?
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Ask Your Board?



7

Ask Yourself!

1. What trials have others undergone?

2. What changes will my organization embrace?

3. How far am I willing to push myself?
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I do everyday…

… with leading corporations and 
properties across the country

I’ve influenced over $25 million in 
sponsorship dollars over the past 12 
months
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Disclaimer

1. I am an incredibly biased person

2. We have incredibly biased clients

3. My #1 priority is to raise the tide



10

Our Business

To Build Brands by Engaging Consumers
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Our Vision 

To be a $10 million agency
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Our Mission

To get our clients promoted
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Corporate Clients
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Nike Bauer summer 07 board
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Powerade TV board
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BMW golf or skiing board


