
 
 
IOSH sponsorship policy 
 
 
Sponsorship is a business relationship between a provider of funds, resources or services and an individual, 
event or organisation which offers in return rights and association that may be used for commercial 
advantage in return for the sponsorship investment. 

 – BDS Sponsorship 
 
Selling sponsorship and exhibition space is a way of increasing revenue and offering delegates more for 
their money. We can offer the companies involved a cost-effective way of accessing our members and the 
chance to associate themselves with the world‟s biggest health and safety organisation. This revenue should 
be seen as additional income and should not be relied on to ensure that the event breaks even. The aims 
and programme content of the event and its financial viability must be decided before you make any 
approach to sponsors. 
 
The aims of this policy are to make sure that: 
• all IOSH events are of a consistently high quality and project a positive image of the organisation 
• sponsorship of/by IOSH is appropriate and manageable to ensure a successful partnership 
• all sponsorship arrangements are dealt with and agreed using the same criteria  
• the responsibilities are set out appropriately. 
 
The benefits of sponsorship include: 
• better service provision to delegates 
• income generation 
• establishing a relationship with a particular organisation 
• access to a pool of potential new members and promotion opportunities 
• networking. 
 
The disadvantages include: 
• the possibility that by accepting sponsorship we‟re seen to be endorsing a third-party product or service 
• reputational issues 
• increased pressure on staff organising the event. 
 
 
Sponsoring IOSH networking and corporate events 
 
Financial sponsorship 
In this scenario, an organisation pays IOSH a sum of money in return for association with and benefit from 
IOSH and our members. Where money is offered, it can only be accepted if there‟s a clear understanding of 
the arrangement – ie what the money is going to be used for (hosting a free event, delegate bags, drinks 
reception and so on, or on specific ad hoc projects). The quality, relevance and value to members of the 
sponsorship agreement should be a deciding factor in reaching decisions. It‟s vital that a representative from 
the Events team is involved in all stages of the process to help with proposals, negotiations and agreements. 
Please note that as you‟re providing a service in return for payment, sponsorship is liable to VAT (for UK 
events). 
 
Sponsorship in kind 
In this case, no money actually changes hands but a product or service is provided free of charge in return 
for benefits. This could entail hosting an event (eg, providing a facility, room, catering or speaker for an 
event) or perhaps providing samples, equipment or goods which are an integral part of the event. This type 
of sponsorship would be appropriate for a branch monthly meeting/event and can be undertaken by the 
branch directly following this policy. If unsure, please liaise with the Events team. If this type of sponsorship 
is used for any other type of event then the full policy must be adhered to.  
 



You should bear in mind that all forms of sponsorship could be seen as an endorsement of the sponsor by 
IOSH. We may need to use a suitable disclaimer and we would use the following wording: 
 
“The Institution of Occupational Safety and Health (IOSH) acknowledges the support provided to this event 
by <name(s) of sponsor(s)>.  It is IOSH policy that no specific goods or services, or the companies offering 
such goods and services, can by endorsed in any way by IOSH.” 
 
 
Sponsorship proposals and packages 
 
Many sponsorships come about from personal or business contacts. As key players in their industry, 
committee members will often have these contacts – this is an ideal start to securing a sponsor. By working 
in partnership with IOSH‟s Events and Networks teams, we can put together a winning proposal for a 
successful relationship. Bespoke packages can be produced with IOSH‟s guidance for any prospective 
sponsor with a range of packages that can be chosen and tailored to create the right overall package for any 
event – like a pick „n‟ mix. The specific deliverables must be realistic and achievable; it‟s always best to 
under-promise and over-deliver. Any proposal you put together should be approved by your Events or 
Networks representative before you send it out. 
 
For IOSH networking events and corporate events, the Events team will work with the working party or 
appointed committee member to introduce potential sponsors to the Events Manager and help to implement 
sponsorship packages.  
 
Putting a value on things is never easy but it‟s important not to under-sell the event. If an item (delegate 
packs, places and so on) has a specific cost for delivery it or inclusion as a benefit, charge it at the same rate 
– don‟t let the sponsorship cost money. Typical sponsorship benefits include: 
• naming rights 
• branding opportunities 
• inserts in the delegate pack 
• a number of free delegate places 
• providing a speaker 
• giving a welcome or closing address 
• free exhibition space. 
 
 
Sponsorship policy packages – general guidance  
 
The Events team will offer a tiered set of packages for all events as it gives organisations a range of options 
and a clear guide of what they will receive in return for their investment. Examples for networking events 
include: 
 
Gold package 
• Sponsor-branded speaker at event – presentation subject to approval 
• Sponsor reference in PR for the project or event – sponsor recognition in all printed and online 

communication  
• Sponsor credited on the IOSH website  
• Sponsor‟s logo and accreditation on project resources, delegate pack, programme and so on 
• Sponsor banner in a number of locations at the event  
• Two free event places  
• Exhibition space  
 
Silver package  
• Sponsor credited on IOSH website  
• Sponsor‟s logo and accreditation on project resources, delegate pack, programme and so on 
• Sponsor banner in a number of locations at the event  
• Two free event places  
• Exhibition space  
 



Bronze package  
• Sponsor‟s logo and accreditation on project resources, delegate pack, programme and so on 
• Sponsor banner in a number of locations at the event  
• One free event place  
• One further place at the IOSH members‟ rate  
• Exhibition space  
 
As general guidance, £2,000 is the maximum level of sponsorship for a networking event. It would be difficult 
to offer a suitable return on the investment for the sponsor on amounts over this.  
 
For corporate events the same tiered approach will be used, but more packages are available because the 
events are larger. The packages can include: 
• Lead sponsor 
• Delegate pack sponsor  
• Delegate bag sponsor 
• Gala dinner drinks reception sponsor 
• Gala dinner sponsor 
• Session or track sponsor  
• Named sponsor 
• Exhibition sponsor.  
 
Sponsorship agreements 
 
Before the Events team enter into an agreement, we ensure that we‟re confident that we can answer “yes” to 
the following questions about the potential sponsor organisation: 
• Do they complement IOSH‟s corporate aims? 
• Are they an organisation we want to be associated with? 
• Are they reputable and in good standing? 
• Is their service or product relevant to the theme, programme or a speaker‟s topic?  
 
Remember, good impressions last and a good sponsor will make an event even more attractive. 
 
To reiterate, the Events team will produce the agreement in conjunction with the working party or appointed 
committee member. Correctly laid-out agreements are the key to any partnership as they‟ll avoid any 
misunderstandings or disappointments. An agreement will contain: 
• full details of the parties to the agreement 
• clauses detailing the arrangement, including: 

 what is agreed 
the sponsorship amount (including payment information and VAT for UK events) – alternatively this 
can be detailed in a separate schedule 
any breakdown of money provided 
any additional costs 
continuation and/or termination arrangements 
caveats 
timescales 
any potential conflicts, eg with other sponsors 

• schedules, which can include the amount, invoicing terms and so on, and a full list of benefits 
 
The agreement will then be sent electronically and the sponsor must confirm their agreement in writing. The 
Events team will also send a booking confirmation form.  
 
You must liaise with the Events team before formally entering into any agreement.   
 
 
IOSH external sponsorship 
 
If you are approached by an external organisation seeking to get IOSH to support or co-sponsor an event, 
you should consider the following points: 
• How will it benefit IOSH? (eg brand awareness, membership recruitment, media coverage, thought 

leadership) 
• Who is it organised by and do we want to be associated with them? 

 When and where is it? (Check for diary clashes) 

 Is it an exhibition or sponsorship opportunity? 



• Who are the delegates, speakers, exhibitors and other sponsors? (Ask for a list) 
• Who is the target audience? 
• How many visitors or delegates has the event attracted in the past? 
• What is the programme? 
• How long has the event been running? 
• What are the aims of the event? 
• What are the costs involved and how do they affect the budget? 
 
If the proposal seems a good opportunity, then before agreeing you must contact the Events Manager for 
agreement, guidance and support in delivering the sponsorship. Ideally, the event should have been 
recommended (and previously attended) by a reliable source, or it should be organised by a partner 
organisation, such as the HSE. 
 
If IOSH‟s sponsorship of the event is seen as appropriate in principle, the exact package should be 
discussed, agreed and confirmed in writing. 
 
The Events team will consider the following points: 
 
Exhibition 

• stand dimensions 
• stand type (shell scheme, fascia, space only) 
• furniture 
• electricity 
• (secure) internet access 
• stand passes (how many) and what‟s included (eg, catering) 
• advertising, logo usage, copy for website and event brochure 
• guidelines for setting up and taking down 
• accommodation 
• visitor data 
• insurance 
• package cost. 
 
Sponsorship  
• sponsorship text details (eg, number of words) 
• logo usage 
• kinds of promotion (brochure, website, event catalogue) 
• delegate passes – how many and what‟s included (eg, catering) 
• stand passes – how many and what‟s included 
• accommodation 
• delegate data 
• specific sponsored items – eg, menu, delegate bags, catering area, lanyards, event catalogue 
• deadlines 
• package costs. 
 
Speaker sponsor 
• speaker expenses and fee 
• accommodation and travel  
• length of talk 
• topic and guidelines 
• detailed briefing and rehearsal 
• logo usage  
• dress code 
• deadlines 
• delegate data. 
 
IOSH won‟t normally sponsor an event if: 
• it‟s organised by a commercial organisation 
• it‟s in direct competition with an IOSH service, product or event 
• it‟s of no benefit to IOSH or its members 
• there‟s insufficient money or other resources 
• the lead time is unrealistic 
• IOSH could be seen to be endorsing a particular company or product. 
 



International events seeking support from IOSH may have very different criteria or conditions associated with 
them. These will be considered on a case-by-case basis by the IOSH Events Manager in consultation with 
the IOSH International Development Manager and/or Ireland Development Manager. 
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