General Advice on Equipment Sponsorship


As paupers we decided to beg for as much free/discouted kit that we could. We did pretty well and got (almost) free bikes, cameras, film and everything else was reduced in price by 25-60%.


The key seems to be getting some kind of promotional brochure together. We were lucky and managed to get 200 very professional colour, glossy brochures made up for free through a family friend. We used these to introduce ourselves to suppliers and prove that we were serious about the trip.


Our most successfull idea was to travel up to the Bike Show at the Birmingham NEC in late April 2001. We put on our salesman hats, took some brochures and begged/pleaded/grovelled for help. It was a good day and it led to us receiving free frames, tyres, wheels, components and other bits.


By chance, on the same day was an Electronics Fayre at the NEC. We went in, did the same and walked out with a fantastic free Worldspace satellite radio.


We also went around local shops in our home town. This led to free top quality cameras (on loan), free slide film and 25% disounts at a good outdoor shop. We also used friends contacts to get cycling equipment at trade price at a local bike shop.


The bottom line is that it is far better to meet a potential donator than to just write to them. A letter can eaily be thrown in the bin, even if there is a nice, colour brochure attached to it.


It is also worth stressing what you can give to a company in return. We could offer website advertising and links, mentions in the press, equipment reviews and high quality slide photos of a product 'in action'.















































