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10. Sponsorship

Introduction

This section offers advice and information about something that is vital to the success of an NGB - sponsor-
ship. Sponsorship not only allows you access to much needed funds, but to a whole new set of potential new
members as well as the development of long-standing, trustworthy relationships. Being viewed as a two-way
street, both your organisation and your sponsor should be able to gain from the association that you both
have. This chapter shows links and case studies from various NGBs who have been able to secure and reward
their sponsors.

10.1 Fundamentals

Sponsorship

Sponsorship is something that can be vital to the success or even to the existence of an NGB. It not only al-
lows your organisation to gain much needed funds, but it also allows for the development of long-standing,
trustworthy relationships.

Sponsorship needs to be viewed as a two-way relationship. Both your organisation and the sponsor should be
able to gain from the association that you both have. They are investing their money into your organisation
and you will help them to increase the audience that their products are exposed to.

One of the key priorities for any NGB is to persuade the potential sponsor to identify with your sport. They
must present themselves, demonstrate connections to their target audiences and consequently share value
with prospective sponsors in order to generate sponsorship revenue.

Your NGB as a Brand

Each NGB should consider itself a brand. This is not as intimidating as it may sound. The essence of a brand

is to be able to show differentiation from competitors. It is fair to say that many NGBs including sports clubs,
tournaments, coaches associations and professional teams consider themselves distinctive and different from
each other, even similar NGBs. Each NGB probably also has a sense of pride about how it does things.
Therefore NGBs are brands, albeit sometimes small brands.

In order to describe itself, each NGB - each brand - should explicitly address the following topics;

e Mission - What is the purpose of the NGB?

e Vision - What is the longer term goal (aspiration) of the NGB?

e Values - What principles, both ethical (e.g. integrity) and operational (e.g. safe environment) are most
important to the NGB

e Target audience - Whose needs are you going to serve?

e |dentity- What are the factual elements that clearly identify the NGB (e.g. legal entity, board of directors,
name, official affiliation, logo, colours, geographical location, etc.)

e Differentiation - What makes the NGB stand out (from competitors / other sports)?

e Positions - What attributes (e.g. family oriented, winning, development, etc) are used by the NGB to pres-
ent itself to its target audiences?

e Image - How is the NGB perceived by its target audiences?
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Hopefully the positioning of the NGB and the way the NGB is actually perceived (image) by its target audi-
ences are well aligned. If not, work should be done to create alignment before sponsorships are solicited.

It is important that theses topics be addressed in writing. Why such “formality”? Because the membership,
even leadership in NGBs changes and there needs to be continuity of intent and action. Written and vis-

ible descriptions also give members of an NGB rallying points and reminders upon which to build the NGB’s
unique character. In addition, written descriptions encourage the same descriptions being used by all mem-
bers when “selling” the NGB. These written descriptions are ready made for Power Point and other presenta-
tion formats.

How to Win a Sponsor

A potential sponsor will become a sponsor if an NGB can demonstrate that it is both reaching and positively
impacting its target audience. In this situation it is creating value for itself and for potential sponsors.

The initial sponsorship proposition is simple. Potential sponsors are seeking effective and efficient ways to
connect and influence their own target audience. If an NGB has the same target audience, a potential sponsor
might actually become a sponsor if the NGB can demonstrate strong relationships with the target audience.
This means that the NGB can deliver value to the sponsors’ brand and sales efforts.

10.2 Positioning Your Organisation
The following are elements for developing a responsive development programme:

e Target audience(s) - Who is the NGB serving?

¢ Needs and/or interests to satisfy - What needs and/or interests of its target audience(s) are the NGB go-
ing to address?

e Resources and capabilities - What resources and capabilities does the NGB have available to satisfy its
target audience(s)?

e Programmes offered - What are the programmes offered by the NGB to satisfy its target audience?

e Goals for programmes - What is the NGB trying to achieve with each programme offered?

e Marketing and execution - How do the programmes get developed and implemented?

e Evaluation - Which programmes successfully meet their goals (and which programmes are unsuccessful)?

¢ Planning process - How does the NGB manage the development process?

Each of these elements is important to potential sponsors because they allow the potential sponsors to assess
an NGB’s focus, ability to deliver positive result vis-a-vis their target audience(s), and ability both to effectively
use the sponsor’s resources and respond to the sponsor’s management requirements.

From a very practical perspective, it is important for NGBs to make a concerted and organised effort at devel-
opment level. Many NGBs always will rely primarily on their own community for support, so this home base
must be kept strong. For those NGBs that want to attract sponsors, it is essential that they realise that the
“product” they are selling (their sport and its community) must be in good shape - provide value - or there
will not be any buyers (sponsors).
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10.3 Potential Sponsors

Define Your Target Audience

Your sponsorship plan should focus on obtaining sponsors who wish to communicate with your target market.
This might mean that you may need to approach a specialised part of the company rather than going directly
to the corporate sponsorship department, who are probably flooded with requests for sponsorship. If you can
offer “niche” marketing to a particular company, they may be more inclined to sponsor you.

Research Potential Sponsors
Before you approach a sponsor, it may be beneficial to do some research (internet, magazines etc) on the
company and find out exactly what products or services they offer. On the company’s website they may have

details about their sponsorship policy or their sponsorship history (what things they have sponsored in the
past). It may give you a good indication of whether they are a viable option to approach.

Time Frame
If it is an actual event that you are looking for sponsorship for, try to approach potential sponsors at least 12
months before the event. This will give them sufficient time to participate fully in the benefits you offer them.

If a general sponsor is being sought for your organisation, it is also beneficial to approach them as early as
possible to allow maximum time to prepare budgets.

10.4 Key Steps for Sponsorship

Sponsorship development has to do with actually making presentations to sponsors and hopefully establish-
ing mutually beneficial partnerships with selected sponsors. This process may be subject to a number of
distinct phases:

1. Identify Your Needs

Identify what your organisation does, what it needs to do, how the sponsorship would transform your organi-
sation and where the money will go, what will the sponsors get.

2. Identification and Research of Potential Sponsors

Establish what sort of organisation you would like to have supporting you and as such which ones you will
contact. Research their sponsorship policies and history and see where an alignment can be made.
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3. Develop the Presentation

It is a good idea to make contact with the company to identify any particular traits that are individual to them
before you prepare your presentation. This way you can modify it to suit the potential sponsor’s needs. Once
this is established, you can prepare your presentation to the company covering such things as: what your
organisation wants to achieve, how it plans to achieve it, how does the sponsor fit into these plans, what sup-
port you are asking for, how the sponsor will benefit from association with you.

4. Making the Sales Presentation

Probably the most important part of gaining sponsorship is actually making the presentation to the potential
sponsor. This is where you sell your NGB to the sponsor and convince them that they should invest in you.

How this pans out will obviously depend on your initial conversation with the potential sponsor (e.g. will you
go to their work place, will you meet them in a neutral venue, do you need to bring a laptop and/or a projec-
tor screen? Remember to always have a back-up plan. When making the presentation, always be friendly and
professional, show passion for your work and have ready-made answers to questions you think they may ask.

5. Follow-up

After the meeting, follow-up with a call or email asking the status of their decision. Once an agreement has
been made, it will usually be followed up by a contract or letter setting out the terms. Read this carefully to
check all legal implications.

6. Deliver

It is important that you now deliver on your part of the agreement. It is good practice to keep your sponsor
fully informed of all developments. If there is a problem, always let them know how you are going to fix it.

In summary, NGBs seeking to obtain sponsorship support must clearly describe what they are about and then
show how they effectively reach their target audiences and thus can provide value to sponsors interested in
connecting to the same target audiences.

Tips for the Sport Worried about its Sources of Revenue

e Never put all your eggs in one basket. Diversify your revenue streams as much as possible and do not be
afraid to try new ideas

e Sponsors are becoming choosier and demanding. Review the services you give to your sponsors and think
of ways they can be improved

e Try to retain some stake in the various competitions run by your sport. Licensing and sanctioning fees can
be a valuable source of revenue

e Guard the reputation of your brand jealously. Sponsors do not want to be associated with scandals

e Look at activities not directly associated with the sport -- assisting charities, hospital visits and so on.
Sponsors increasingly want to be associated with organisations that do ‘good work’. This also provides
sponsors with a wider audience and so your NGB will appear more attractive to them.
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10.5 Downloads & Links

Links

¢ Irish Hockey Association
http://www.hockey.ie/sponsorship/why_sponsor.cfm

¢ Irish Hockey Association
http://www.hockey.ie/sponsorship/irish_hockey.cfm

¢ Irish Hockey Association
http://www.hockey.ie/sponsorship/key_tournament.cfm

¢ Irish Hockey Association
http://www.hockey.ie/sponsorship/sponsorship_packages.cfm

¢ Irish Hockey Association
http://www.hockey.ie/sponsorship/your_investment.cfm
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11. Other Supports

Introduction

This section lists a number of external bodies that the Irish Sports Council has worked with and developed a
relationship with that could be a good asset for your NGB. These bodies are community-based organisations
that can provide professional assistance in many areas of your business.

11.1 Department of Arts Sport & Tourism
The Department was formed in June 2002 and its mission is:

“to contribute to the economic, social and cultural progress of Irish society and the enrichment of its quality
of life through promoting sustainable tourism; encouraging excellence in sporting and artistic achievement;
facilitating greater access to sport and the arts; and preservation of our cultural inheritance”.

The Department is primarily a policy-making Department in the three sectors of Arts, Sport and Tourism.
Arts

¢ Formulation, development and evaluation of policy and structures to promote and foster the practice and
appreciation of the creative and interpretative arts and to encourage the development of the Irish film
industry;

¢ Enabling the national cultural institutions, as integral elements of the national culture, to preserve, pro-
tect and present for the benefit of present and future generations our moveable heritage and cultural
assets.

Sports

e Formulation, development and evaluation of sport policy (the implementation of which in the mainis a
matter for the Irish Sports Council);

e Overseeing major sports projects, including the National Aquatic Centre at Abbotstown; developing
proposals for the provision of a national stadium; the administration of the Sports Capital and the Local
Authority Swimming Pool Programmes.

Tourism
¢ Facilitating the continued development by the tourism industry of an economic and environmentally
sustainable and spatially balanced tourism sector, through formulating monitoring and reviewing a range

of supporting policies and programmes, particularly within the framework of the National Development
Plan and North/South Co-operation.
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11.2 Local Sports Partnerships

Rationale of the Local Sport Partnerships

The Irish Sports Council (ISC) has recognised that the partnerships are an excellent mechanism for delivering
recreational sport to local people. Key tasks that the partnerships are involved in include: -

e Increasing facility usage

e The consolidation of work carried out to date

e The creation and implementation of plans for long term local sports development

e The establishment of a sustainable structure to assist all those involved in local sports development to
face the associated challenges - e.g. recruiting and managing volunteers, quality training, etc

Functions of the Local Sport Partnerships
The three main functions of the LSPs are:

e Information - establish a consultative forum, initiate research, compile a sports directory and database,
and identify needs and resources to form the basis of local planning

e Education - provide quality opportunities for education and training at local level, provide training courses
targeting volunteers, and provide access to sport specific courses through the NGBs of sport

* Implementation - develop a strategic plan for local sport, appoint a professional administrator, secure
related support services, select participation programmes for LSPs modified to suit local needs, increase
the impact of national programmes delivered locally, market and promote sport

Role of the Local Sport Partnerships

The key aims of the LSP are to increase participation in sport, and to ensure that local resources are used to
best effect. Some of the outcomes we seek are:

e Club development

e Volunteer training

e Enhanced planning of sport at local level

e Local directories of sports bodies & facilities

e School, club, community and NGB links

¢ Increased levels of local participation, especially amongst specific target groups such as older people, girls
& women, people with disabilities, unemployed people, and those who live in identified disadvantaged
communities

Membership of the Local Sport Partnerships

All those statutory bodies, organisations and groups operating in local areas with a responsibility for or inter-
est in sports development should be invited to participate in the LSP. The involvement of the Vocational Edu-
cation Committees (VEC), city and county councils, Health Service Executive (HSE), FAS, universities, colleges,
Institutes of Technology, commercial companies, sports’ clubs, NGBs and community groups in the partner-
ship will be important
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Proposed Structure

The LSP will lead the consultative forum which will represent the views of all local groups. The LSP will be
established as a substructure of a local authority with its priorities decided in consultation with its constituent
members. This structure will also ensure that all funding made available to the LSP can be dedicated solely

to work in the sports sector. The Board of Directors of the LSP should be made up of representatives of those
agencies regarded as key influencers in local sports development. The LSP will employ the Local Sports Coor-
dinator and will set the priorities for the work of this officer

Local Sports Coordinator

The Local Sports Coordinator is employed by and reports to the Board of the LSP. The functions ascribed to
the LSP will form the basis of the work of this professional, and therefore their work will revolve around the
functions described as information, education and implementation. Each LSP will decide on the priorities to
be assigned to the Coordinator’s work, but in general their role will be the coordination of the planning pro-
cess for the LSP, and the overseeing of the agreed plan. The Coordinator will also act as secretary to the LSP,
facilitate meetings of the LSP Board, and liase closely with the ISC to act as a conduit for information between
national and local developments. The Coordinator will be responsible for the implementation of the local
sports strategy, encompassing elements such as education programmes and local participation initiatives.
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LSP Contacts

Carlow

Contact: Ms Martha Jane Duggan

Address: Carlow Sports Partnership, McGrath Hall,
Station Road, Bagenalstown, Carlow

Tel: 059 9172451

Email: info@carlowsports.ie

Web: www.carlowsports.ie

Cavan

Contact: Ms. Nadine Crotty

Address: Cavan Local Sports Partnership, Cavan
County Council, Department of Community and En-
terprise, Farnham Centre, Farnham Street, Cavan
Tel: 049 4378582

Email: ncrotty@cavancoco.ie

Web: www.cavansportspartnership.ie

Clare

Contact: Mr. John Sweeney

Address: Clare Sports Partnership, 10 Carmody Street
Business Park, Carmody Street, Ennis, Co. Clare

Tel: 065 6865434

Fax: 065 6824928

Email: info@claresportspartnership.ie

Web: www.claresportspartnership.ie

Cork City

Contact: Ms Eithne Lydon

Address: Cork City Sports Partnership, Recreation,
Culture and Amenity Department, 2nd Floor, City
Hall, Cork City.

Tel: 021 4924245

Email: Eithne_Lydon@corkcity.ie

Web: www.corkcity.ie

County Cork

Contact: Mr.Michael Crowley

Address: County Cork Sports Partnership, Yeats
House, Barrack Square, Ballincollig, Cork

Tel: 021 4665081

Fax: 021 4800950

Email: info@cclsp.com

Web: www.cclsp.com

Donegal

Contact: Mr. Myles Sweeney

Address: Donegal Sports Partnership, Office No. 7,
First Floor Unit, River Front House, Pearse Road, Let-
terkenny, Donegal

Tel: 074 9116078/ 9116079

Fax: 074 9116707

Email: info@activedonegal.com
Web: www.activedonegal.com

Dublin City

Contact: Ms. Aideen O’Connor

Address: Dublin City Sports Network, 159 Capel
Street, Dublin 1.

Tel: 087 9176989

Email: aideen.oconnor@dublincity.ie

Web: www.dublincity.ie

Dun Laoghaire-Rathdown

Contact: Mr. Shane McArdle

Address: Dun Laoghaire-Rathdown Local Sports Part-
nership, Dun Laoghaire-Rathdown County Council,
County Hall, Marine Road, Dun Laoghaire.

Tel: 01-2719507

E-mail: smcardle@dlrcoco.ie

Web: www.dlIrsportspartnership.ie

Fingal

Contact: Ms Marion Brown

Address: Fingal Sports Partnership, c/o Fingal County
Council, Community Culture & Sport Divison, Sports
Unit, County Hall, Swords, Dublin

Tel: 01 8906256

Fax: 01 8906259

Email: info@fingalsportspartnership.ie

Web: www.fingalsportspartnership.ie

Galway City

Contact: Mr. Jason Craughwell

Address: Galway City Sports Partnership, Galway City
Council, City Hall, College Road, Galway

Tel: 091 536854

Fax: 091 567493

Email: jason.craughwell@galwaycity.ie

Web: www.galwaycity.ie

Galway County

Contact: Mr. Michael Curley

Address: Galway County Sports Partnership, Gal-
way County Council, Aras an Chontae, Prospect Hill,
Galway

Tel: 091 746860

Fax: 091 779082

Email: mcurley@galwaycoco.ie

Web: www.galwaycoco.ie

Kerry

Contact: Ms Cora Carrigg

Address: Kerry LSP, Unit 12b, Tom Crean Centre,
Institute of Technology Tralee, North Campus, Tralee,
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Co. Kerry

Tel: 066-7184776

Fax: 066 7186388
Email: info@kerrylsp.ie
Web: www.kerrylsp.ie

Kildare

Contact: Mr. Richard Farrell

Address: Kildare Sports Partnership, 14f Cutlery Rd,
Newbridge, Kildare

Tel: 045 0450609

Email: ksp@o02.ie

Web: www.kildaresp.ie

Kilkenny

Contact: Ms Nicola Keeshan

Address: Kilkenny Recreation and Sports Partnership,
Desart Hall, New Street, Kilkenny

Tel: 056 7720870

Fax: 056 7752385

Email: krsp@eircom.net

Laois

Contact: Ms Caroline Feehan

Address: Laois Sports Partnership, Portlaoise Leisure
Centre, Moneyballytyrrell, Portlaoise, Co. Laois

Tel: 057 8671248

Fax: 0502 71253

Email: info@laoissports.ie

Web: www.laoissports.ie

Leitrim

Contact: Ms. Nollaig Whyte

Address: Leitrim Local Sports Partnership, Leitrim
County Council, Aras an Chontae, Carrick on Shan-
non, Leitrim

Tel: 071 9620005

Email: nwhyte@leitrimcoco.ie

Web: wwww.leitrimcoco.ie

Limerick City

Contact: Ms. Elaine Barry

Address: Limerick City Sports Partnership, 2 Church
St., St John’s Square, Sexton St, Limerick City

Tel: 061 468542

Fax: 061 468969

Email: info@limerickcitysports.ie

Web: www.limerickcitysports.ie

Limerick County

Contact: Mr Phelim Macken

Address: County Limerick Sports Partnership, County
Hall, Dooradoyle, Limerick.
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Tel: 061 496463 or 061 496428
Fax: 061 496011

Email: infosports@limerickcoco.ie
Web: www.cllsp.ie

Longford

Contact: Ms Siobhan McGuinness

Address: Longford Local Sports Partnership, Aras an
Chontae, Great Water Street, Longford

Tel: 04333 43307

Fax: 04333 41233

Email: smcguinness@longfordcoco.ie

Louth

Contact: Ms. Mary Browne

Address: Louth Sports Partnership, Louth County
Council, County Hall, Millennium Centre, Dundalk,
Louth

Tel: 042 9324356

Email: mary.browne@Ilouthcoco.ie

Web: www.louthlsp.ie

Mayo

Contact: Mr. Charlie Lambert

Address: Mayo Sports Partnership, Community & En-
terprise Office, Mayo County Council, Cedar Building
(2nd Floor), Moneen, Castlebar, Mayo

Tel: 094 9047256

Email: clambert@mayococo.ie

Web: www.mayosports.ie

Meath

Contact: Ms. Mary Murphy

Address: Meath Sports Partnership, Enterprise Cen-
tre, Trim Road, Navan, Meath

Tel: 046 9067337

Fax: 046 9021463

Email: misp@meathcoco.ie

Web: www.meathlocalsportspartnership.ie

Monaghan

Contact: Ms Michelle Murphy

Address: Monaghan Local Sports Partnership, Bal-
lybay Town Council Office, Main Street, Ballybay, Co.
Monaghan

Tel: 042 9755126

Email: mmurphy@monaghancoco.ie

Web: www.monaghansports.ie

North Tipperary

Contact: Ms. Elaine Cullinan

Address: North Tipperary Sports Partnership, North
Tipperary Lifelong Learning Service, Martyrs Road,
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Nenagh, Tipperary
Tel: 067 43604

Fax: 067 46025
Email: info@ntsp.ie
Web: www.ntsp.ie

Offaly

Contact: Mr Eamonn Henry

Address: Offaly Local Sports Partnership, c¢/o Commu-
nity and Enterprise Secetion, Offaly County Council,
Aras an Chontae, Charleville Road, Tullamore, Offaly
Tel: 057 93 46829

Email: ehenry@offalycoco.ie

Web: www.offalysports.ie

Roscommon

Contact: Mr. Noel Feeley

Address: Roscommon Sports Partnership, c/o VEC
Offices, Lanesboro Street, Roscommon

Tel: 090 66 30853

Fax: 090 66 30857

Email: info@rosactive.org

Web: www.rosactive.org

Sligo

Contact: Ms. Deirdre Lavin

Address: Sligo Sport & Recreation, c/o VEC Offices,
Riverside, Sligo

Tel: 071 9161511

Fax: 071 9143093

Email: info@sligosportandrecreation.ie

Web: www.sligosportandrecreation.ie

South County Dublin

Contact: Mr. Thomas McDermott

Address: South County Dublin Sports Partnership,
South Dublin County Council, County Hall, Tallaght,
Dublin 24

Tel: 01 4149000

Fax: 01 4149106

Email: thomasmcdermott@SDUBLINCOCO.ie

Web: www.sdcsp.ie

South Tipperary

Contact: Mr. Ciaran O hlarnain

Address: South Tipperary Sports Partnership, Civic
Offices, Cashel, Tipperary

Tel: 062 64737

Email: cohiarnain@stsp.ie

Web: www.stsp.ie

Waterford

Contact: Ms Rosarie Kealy

Address: Waterford Sports Partnership, Civic Offices,
Dungarvan, Waterford

Tel: 058 21192

Fax: 058 23110

Email: info@waterfordsportspartnership.ie

Web: www.waterfordsportspartnership.ie

Westmeath

Contact: Mr. David Scally

Address: Westmeath Sports Partnership, c/o VEC Of-
fices, Marlinstown Office Park, Mullingar, Westmeath
Tel: 044 93 90208 / 93 95980

Email: westmeathsportspartnership@westmeathvec.
ie

Web: www.westmeathsports.ie

Wexford

Contact: Ms. Fran Ronan

Address: Community and Enterprise, County Hall,
Wexford

Tel: 053-9176688

Fax: 053-9122316

E-mail: fran.ronan@wexfordcoco.ie

Web: www.wexford.ie

Wicklow

Contact: Ms. Tracy Bunyan

Address: Wicklow Local Sports Partnership, Shoreline
Leisure Centre, Mill Rd, Greystones, Wicklow

Tel: 01 2878184

Fax: 01 2878252

Email: TBunyan@wicklowcoco.ie
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11.3 Volunteering Ireland
Valuing Volunteering... Be inVOLved - Join Today!

Volunteering Ireland has promoted, supported and facilitated voluntary action in Ireland since 1997. They
were Ireland’s first Volunteer Centre.

Mission

Volunteering Ireland promotes high quality voluntary activity, by encouraging organisations which involve vol-
unteers to adopt good policy and practice, and by acting as a link between such organisations and individuals
who wish to undertake meaningful voluntary work.

Aims

¢ To promote volunteering to the general public, the media and policy-makers

e To support organisations wishing to implement good practice in their involvement of volunteers

e To match individuals who wish to volunteer with organisations which offer suitable volunteering
opportunities

Ethos

Volunteering Ireland is a professional and efficient not-for-profit organisation; independent, non-party po-
litical and non-sectarian. The organisation are people-centred and inclusive, responsive both to the needs
of those who volunteer and those who work with volunteers. They are outward-looking, seeking to work
collaboratively with people and organisations from all sectors of the community. Their activities are socially
and environmentally responsible. They are flexible and they evaluate their operations on an ongoing basis to
respond to the changing environment in which they operate.

Benefits of Membership

¢ Discounts on training courses, conferences, workshops, publications, advertising

e Priority access to their placement, training and information services

¢ Volunteering Matters monthly e-newsletter, free placement of information on your organisation in the
e-newsletter

e Voting Rights at general meetings

e Right to stand for election of the Board of Directors

¢ Right to advertise your membership of Volunteering Ireland

¢ Knowledge that Volunteering Ireland is working on your behalf to improve the status and conditions of
volunteering in Ireland

For further information on Volunteering Ireland please contact:

Volunteering Ireland

Coleraine House

Coleraine Street

Dublin 7

Telephone: (+353 1) 872 2622
Facsimile: (+353 1) 872 2623
Email: info@volunteeringireland.ie
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Opening Hours

Monday to Friday 09:00 to 13:00 and 14:00 to 17:00
Closed weekends and Bank / Public Holidays

11.4 Boardmatch

What Is It?

Boardmatch Ireland is the unique new and free service that matches nonprofit boards with skilled and experi-
enced volunteers.

Overview

Boardmatch Ireland was established in 2005 and aims to support the development of the voluntary and com-
munity sector (the nonprofit sector) by strengthening boards and management committees. Boardmatch do
this principally through this free web-based matching service, which matches people willing to volunteer their
skills at a board level, with organisations needing additional skills on their boards.

Boardmatch have developed a new volunteering model, to which there are three key pillars:

Candidates: people willing to volunteer their skills, experiences and time to work on a nonprofit Board
Organisations: nonprofit (community and voluntary) organisations who are seeking additional skills at
board level and who will use Boardmatch as one of their board recruitment methods

Businesses: the business and professional sector who see in this new model of volunteering a key leader-
ship development opportunity for their staff, and who will promote nonprofit board membership across
their organisations, particularly at emerging leaders in their businesses, and encourage staff to volunteer
through Boardmatch.

How Boardmatch Works

These three pillars combine in the principal service offered by Boardmatch - a free web-based matching sys-
tem. The matching process is straightforward:

Individuals (candidates) register and create a profile listing their relevant skills and experiences; the par-
ticular areas in which they are interested (e.g. Theatre, Youth, Environment etc.) and the time they have
available per month for voluntary Board work

Nonprofit Organisations register and create a profile describing their organisation and the skills and expe-
riences required for the board positions for which they are recruiting. Matching is initiated by either the
candidate or the organisation, and produces a corresponding shortlist of the organisations or candidates
most closely matching on preferences, skills and time

The matched profiles are viewed online. Where the candidate or organisation sparks interest, initial con-
tact between the organisation and candidate is made via the website, where one invites the other to view
their profile

If the interest is mutual, contact details are exchanged and further contact is arranged by the organisation
and candidate

Candidates and organisations interview each other, and do their required ‘due diligence’. Where there is
mutual agreement, the candidate joins the board of the organisation - much like a job interview process.
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Over 50 matches have been made since the service started in July 2005, with over 400 candidates registered
since then. Some comments from users to date:

“Boardmatch is a fantastic opportunity for those who have always wanted to make a positive contribution in
the voluntary sector but do not know where to start. It really does open up a whole new world”.
- Matched Candidate

“As a small community and voluntary sector organisation, it can be sometimes difficult to find Board mem-
bers with specialist expertise who can add value to your organisation and its activities. That’s where Board-
match came to the rescue. From the time | logged onto the site and registered my organisation details, the
service seemed to operate in a seamless fashion. Within minutes | had details of five suitable candidates to fill
the position of Financial Advisor to our Board. | subsequently met with two of the candidates and invited one
to come on board. The insight and advice that this person brings is invaluable and is already influencing the
strategic direction of the organisation. | cannot recommend the service offered by Boardmatch highly enough
and | will continue to use them for future Board vacancies.”

- BOND, Dublin

If you are interested, register with Boardmatch, either as an Organisation seeking additional skills at Board
level, or as a Candidate willing to volunteer your skills to a Board. If you are a business or professional as-
sociation, Boardmatch would be very interested in talking with you about integrating Boardmatch into your
leadership development processes. Contact Boardmatch if you would like any further information at
info@boardmatchireland.ie

Contact Details

Boardmatch Ireland

35 Exchequer St

Dublin 2

Ireland

t: +353-1-6715005

e: info@boardmatchireland.ie

11.5 Age & Opportunity

The Go for Life Programme aims to increase participation among older people in recreational sport activities.

The Programme is administered by Age and Opportunity, and overseen by a Steering Group comprising repre-
sentatives of the Irish Sports Council, Age and Opportunity, the Federation of Active Retirement Associations,

the Irish Senior Citizens Parliament and the National Council on Ageing and Older People.

In 2008, the Irish Sports Council provided €700,000 under the Programme. Over 700 groups nationwide
shared an allocation of €350,000 under phase seven of the Go for Life National Grant Scheme for Sport and
Physical Activity for Older People. The national grant scheme is just one element of the Go for Life pro-
gramme and complements the other main strands in the programme - the Active Living programme and the
Sports Participation programme.

For further details please visit the Go for Life website or contact them directly at Telephone: 01-805-7733,
Email: gfl@mie.ie or Website: http://ageandopportunity.ie/go-life
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11.6 Acknowledgements

The Irish Sports Council would sincerely like to thank all of the contributors who have donated their resources
and information to help in the creation of this Support Kit. Your input has been extremely helpful in contribut-
ing to this document. Special mention must go the all National Governing Bodies of Sport and Local Sports
Partnerships in Ireland who have generously shared examples of their work for others to see and learn from.

We hope that sportspeople all over Ireland will benefit from the information contained within this Support
Kit. With your help, you have contributed to the improvement of sport in Ireland. Thank you all very much.

11.7 Disclaimer

This draft has been provided as guidance material only and is not to be viewed as a required framework but
rather a guidance document to assist applicants in the development of their own Policy and Operating Proce-
dures Manual. As this draft is a generic template, it cannot be considered specific to your organisation. It is
therefore the responsibility of your organisation to adapt this document accordingly.

The Irish Sports Council (ISC), its officers, members and employees accept no liability whatsoever for the
contents of and/or information contained in this draft and/or any action taken as a result of the contents of
this draft. Please note that the ISC is not supplying this guidance providing professional advice or guidance on
any specific matter and no legal relationship is hereby created. Applicants should take specific advice when
dealing with specific issues and consult their own advisors in this regard as and when they deem it to be nec-
essary.

222



THE
IRISH SPORTS
COUNCIL

AN CHOMHAIRLE SPOIRT

IRISH SPORTS COUNCIL
Top Floor Block A
West End Office Park
Dublin 15



