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Introduction

Contents

Women’s and girls’ football is on the rise. New teams and clubs  
pop up everyday. But lack of funding, rising costs and fighting  
for pitches makes their love for the game a constant battle. 

This is where we come in. To help as many teams as possible,  
Kick On is connecting grassroots teams with local business 
sponsors to fully fund kit. 

For the teams who aren’t supported by kit giveaway in this phase, 
we’ve created a guide to help you leverage your network and 
secure the sponsorship your team needs. 

From speaking to grassroots clubs, the biggest barrier that many 
experience when attempting to secure sponsorship is confidence.
 

“What do I say in the first email?”

“What should a sponsorship proposal include?”

“What if they say no?”

This guide addresses these questions to help inspire belief in what  
you have to offer, as you begin to engage potential sponsors.



Tax deductibility.
Sponsorship contributions may be tax deductible. We recommend 
speaking to your tax advisor or checking the HMRC guidance HERE. 

Becoming a local legend.
When you back a women’s and girls’ football team in your area,  
you stand out. Consumers increasingly choose where to spend  
their money based on values, and businesses supporting local 
teams build community loyalty.

Real, targeted local visibility.
Your sponsor’s branding gets seen where it matters. On kits worn by 
players around the neighbourhood, at local pitches, across parents’ 
social media feeds. They’re reaching the people that matter – their 
neighbours and local community – in a way that feels authentic.

Standing for something.
Sponsoring your team links their brand to important values: young 
people, fitness, equality, community. Those aren’t things you can 
fake or buy through ads. That association is real, and it genuinely 
strengthens how people see their brand.

Happy staff and better hiring.
Employees like working somewhere that walks the talk on community 
values. It improves morale and helps attract younger talent who 
value purpose.

Making connections.
Sponsorship builds real relationships including with other  
local business owners, families and community members.  
Those relationships often open unexpected doors and help  
the sponsor build stronger roots in their area.

In summary, a partnership with your team is smart business.  
It gives them genuine value, builds their local brand, and shows 
they’re serious about their community.
 
So when you pitch to businesses, do it with confidence. 

Naturally, it’s completely normal to wonder... 

“Why would a business want to sponsor us?” 

but local businesses are always actively looking for ways to  
connect with their community, and grassroots sport is one  
of the most authentic and visible ways to do that.

Before you start reaching out to potential sponsors, think about 
what they get out of it. The best sponsorships work because  
both sides win; and you need to understand what a business  
gains by supporting your team.

A lot of business owners think sponsoring grassroots football  
is just about being charitable. Community spirit plays a part, 
but there’s a whole range of practical business benefits they’ve 
probably never considered. 

Here’s what you can tell them:

Why businesses 
should sponsor you.
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Your best sponsors are 
probably closer than you think.

Start in your network. Before looking elsewhere, look for sponsorship 
partners within your club community. 
Speak to:

•	 Parents or guardians.

•	 Coaches and volunteers.

•	 Club supporters.

Exhausted your network? Try local businesses in your area. 

Your local area is full of potential partners. Google and Google 
Maps is a great starting point.

•	 Search: “businesses near me”.

•	 Use maps to build a list of 10-20 local businesses.

Alternatively, use social media platforms like Instagram and 
Facebook to discover active local businesses:

•	 Search location tags.

•	 Look for businesses engaging with the community.

•	 See who already supports local initiatives.

Beyond digital networks, another solid approach is securing 
sponsorship in person. Face-to-face conversations can be  
daunting but incredibly effective:

•	 Walk your local high street.

•	 Visit cafés, shops, gyms.

•	 Speak to an owner or manager.

The next question to consider is: 

What types of businesses are  
most likely to sponsor?

Focus on community-focused businesses.

Some examples include:

•	 Cafés, restaurants, salons, gyms.

•	 Independent and family-run businesses.

•	 Estate agents.

•	 Tradespeople.

•	 Fitness, health, youth, or women-focused brands.

•	 New or expanding companies often want visibility.

Target points of contact:

•	 Business owner.

•	 Manager.

•	 Marketing or partnerships contact.

Finding the 
right sponsors.
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Your first email.
03

Reaching out can feel daunting, but it doesn’t 
need to be. Write an email that’s clear, 
friendly and genuine.

Key considerations.

•	 Keep it short (150-200 words).

•	 Make it personal.

•	 Focus on a mutual benefit.

•	 Be clear on next steps.

How to structure it.

1.	 Who you are.

2.	Why you’re reaching out.

3.	What you’re looking for.

4.	What they get.

5.	Call to action.

Here’s a template that you can copy. It’s important that this  
is tailored to reference your team/club, including key information 
that will intrigue a potential sponsor. Avoid falling into the trap 
of making it feel too corporate and serious. It should feel warm, 
friendly and human.

Email Template:

Subject: Local sponsorship opportunity with [Team Name]

Hi [Name],

I hope you’re having a good week. 

I’m part of [Team Name], a women’s/girls’ football team based  
here in [area], and I wanted to reach out because we’re looking  
to connect with local businesses who care about the community  
as much as we do.

Like many grassroots teams, we’re feeling the impact of rising costs, 
and we’re currently looking for a sponsor to help with things like kit, 
pitch hire, and keeping the team running across the season. 

We’d love to work with [Business Name], and in return we’d make 
sure your business is visible through kit branding, social media 
promotion and matchday exposure across the season. Who knows, 
one day you could take the credit for creating the next Alessia 
Russo. 

If you’d be open to a quick chat, I’d love to tell you more about the 
team and see if it could be a good fit. 

Thanks so much for taking the time to read this,
[Your Name]
[Role, Team Name]
[Contact details]
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If a business seems interested, clearly present your offer.  
We’ve created a template that you can download here. If you’d  
like to create your own, PowerPoint and Canva are great platforms 
to use. Keep in mind: your document should be sent as a PDF file 
and not exceed 5MB. 

The key things your proposal should include:

Information about your team.

•	 Who you are.
•	 League/age group.
•	 Number of players and teams.
•	 Your purpose or values as a club.
•	 Where you play.

Your reach.

•	 Social media following.
•	 Matchday attendance.
•	 Community involvement.

The opportunity.
•	 What you need (kit, travel, equipment, etc.).

What you offer.

•	 Logo on kit.
•	 Social media exposure.
•	 Matchday mentions.
•	 Event visibility.

Your sponsorship 
proposal.

04 Finally, your proposal should include what you’re looking for in  
terms of funding. It can be tough to know exactly how much to  
ask for, so make sure you do some rough calculations to figure  
out where funding is most needed within your club. 

Here are some steps to follow to gain greater clarity 
on what level of funding you should ask for.

Step 1: Understand your costs.

Work out what it costs to run your team for a season. 

Common costs include:		  Example:

•	 Kit				    Kit: £1,000

•	 Pitch hire			   Pitch hire: £1,200

•	 League fees			   League fees: £600

•	 Referees			   Equipment: £200

•	 Travel

•	 Equipment			   Total: £3,000

Step 2: �Decide what you need your  
sponsor to cover.

You don’t have to ask your sponsor to cover everything.  
Depending on the size of the business, giving them the choice  
can really help secure their engagement. People much prefer this 
to an open-ended question like “How much would you be willing  
to sponsor?” as most businesses won’t know how much to offer 
and this may be the reason why they decide not to engage. 
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Step 3: Be clear on what they get. 

A strong and confident proposal comes from clarity, so it’s 
important to highlight what they get in return. For example: 

“We’re currently looking for £1,000 to help fund our kit for the 
season. In return, we’d include your brand’s logo on the front  
of the shirt, we’ll promote your business across our social  
channels, and we’ll include your business information in  
our club communications.”

Step 4: Provide sponsorship tiers.
 
Another tactic is to provide potential partners with tiers of opportunity.
Here’s an example:

Tier 1: Club partner (£3,000).

This is our premium sponsorship package and represents  
full-season support for the club. Your sponsorship would directly 
cover running costs of the team, including; kit, pitch hire, league 
fees and equipment. 

As a club partner, you’ll be closely aligned with the team throughout 
the season and recognised as a key supporter of women’s and girls’ 
grassroots football in your local community. In return, you’ll receive:

•	 Prominent logo placement on official matchday kit.

•	 High visibility across all club social media channels. 

•	 Regular sponsor features and matchday mentions  
throughout the season.

•	 Recognition as the club’s principal partner.

 

04 Your Sponsorship Proposal

Tier 2: Team sponsor (£2,000).

As a team sponsor, your support plays a vital role in covering 
essential costs for the season, particularly team kit and pitch 
hire. This contribution helps ensure the team can train, compete 
and represent the local community throughout the year without 
financial barriers holding them back.

In return, you’ll receive.

•	 Logo placement on team kit.

•	 Regular promotion across club social media channels. 

•	 Matchday sponsor mentions and recognition.

•	 Ongoing visibility throughout the season.

Tier 3: Kit sponsor (£1,000).

This tier is focused specifically on providing brand-new team kit 
for the season. Your support will help transform the team into a 
professional-looking outfit, giving players a strong sense of identity, 
pride and belonging every time they step onto the pitch.

Your branding will sit prominently on the front of the shirt,  
ensuring strong visibility at every match, training session  
and team event. In return, you’ll receive:

•	 Your logo on the front of all matchday kits.

•	 Your business showcased across all our social media  
platforms, including kit launch content.

•	 Appreciation for your support in matchday  
communications and posts.

Step 5: Provide contact information.

Include clear contact details and invite them 
to discuss your proposal. 
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Your sponsorship 
promotion.

05 Make them feel visible and special.

•	 Announce partnerships.

•	 Tag them in posts.

•	 Include logos in content.

Create simple content and tag them.

•	 Player of the Match posts.

•	 Matchday updates.

•	 Training clips.

•	 Sponsor shoutouts.

Keep them updated.

•	 Share results and milestones.

•	 Send photos featuring their branding.

•	 Highlight growth and achievements.

Make it personal.

•	 Invite them to matches.

•	 Offer team interactions.

•	 Support their business in return.

Securing a sponsor is just the beginning. 
Strong promotion keeps them engaged  
and increases the chance they’ll return  
next season.
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Additional helpful 
information.

06

Common mistakes to avoid.
•	 Overly long emails.

•	 Not explaining sponsor benefits.

•	 Asking without offering value.

•	 Giving up too early.

7-Day kickstart plan.
•	 Day 1-2: Identify contacts (network + local businesses).

•	 Day 3: Send first 3-5 emails.

•	 Day 5-7: Follow up and start conversations.

Good luck in securing 
sponsorship!  

 
We hope this guide  

has helped.
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