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1. How much to charge exhibitor vendors?  Responses varied from $35-
$500/table.  It was recommended that, if you host at a hotel, check what 
base fee they may charge for table set up, skirting, chairs, trash cans, 
electricity, extension cords, etc.  

2. Consider having a large corporation underwrite your fall leadership 
conference (i.e. Montana HOSA Fall Leadership Conference, brought to you 
by XYZ Corporation).  That is the company that gives you the big chunk of 
change. 

3. Follow-up with phone calls no more than one week after mailing letters.  If 
you don't hear back, call again the following week. 

4. Utilize your local government representatives and board members for 
resources/connections (who they know) for funding, judges, exhibits, 
workshops, scholarship sponsors, conference program ads, registration 
packet inserts and giveaways and more! 

5. Every "no," is a potential "yes" for something else.  Ask for swag, judges, and 
guests to attend on behalf of their company/agency. 

6. Be cautious of duplicating requests; do not solicit funds from a source that 
may fund one of your chapters.  Likewise, let your chapters know from whom 
you have solicited funds. 

7. Get a name.  Do not send letters to XYZ Company.  Call and ask, "To whom 
may a send letter of request for event sponsorship?" 

8. Research your sponsor.  For example, there is no use sending a request to a 
corporation who solely supports outdoor wilderness/environmental projects. 

9. Prepare your online sponsorship application responses in Word for cut and 
paste.  Look at an online application and be prepared to answer things like: 
program objectives, number of people served, demographics of those served, 
mission statement.  Also, be prepared to upload verification of 501c3, 
current W-9, event budget, event budget narrative, and list of board 
members.  Remove from your budget items the sponsor doesn't cover (i.e. 
travel, scholarships, etc.).  Ask for the full amount - they can always give you 
less. 

10. Scheduling face-to-face meetings with HOSA potential sponsors is twice as 
likely to result in funding. Come with a file full of information and give 
behind for your host. 


