Partnership Pipeline Strategy

Goall: Create diversified pool of corporate sponsors

Target Portfolio:
9 ! TotalBudget: 100,000

Level: sronze Silver Gold Platinum Diamond
Value: > s10,000 >$25,000 >$50, 000 >$100, 000 >$250,000
22 1 2 1
Number: 0 3
Term: 1 year 1 year 2 years 3 years 3 years

Lead Generation:

Objective1: cenerate 360 Leads

Tactics: rLinked In campaign Corporate volunteering packages Host networking events
Corporate team packages for Workplace giving Coporate partnerships benefit
wombat walk whitepaper downloadable

KPI1: 30 leads acquired per month Budget: 30,000



Partnership Pipeline Strategy

Engagement:

Objective2: Engage an average of 30 new coporates in our programs each month

Engagement Tools:

Corporate conscience campaign Wombat walk corpoate groups Corporate volunteering package

Wombat education workshop Workplace giving Indigenous wombat wisdom program

Wombat meet and greet Facilities tour Case for support

KPI 2: % Conversion of leads to our activations Budget: 16,000
Conversion:
Objective 3: , ,
Deliver 4 contractual partnership pitches per month

KPI 3:
Booking schedule at 80% full Budget: 2,000



Conversion:

Objective 4:

Tactics:

KP14:

Retention:

Objective 5:

Tactics:

KPI5:

Partnership Pipeline Strategy

Convert 4 bronze, 1 Silver, 1 Gold and 2 Platinum sponsors

Use video and inspiring guests in Develop corporate sponsor

pitches benefits framework

Develop comms experience for Provide Detailed Impact Metrics

potential partners

Average a 16% -20% success rate 2,000

Budget:

Increase retention across portfolio by 27%

Hire new partner engagement Implement impact comms Jjourney

manager to deliver benefits featuring senior leadership team

Ensure content and marketing Deliver inspiring impact

plans reflect partner benefits celebrations at EOFY

Maintain feedback score of 8 or higher

Budget: 80,000

Allow potential partners to see

on-site facilities

Develop suite of case studies,

testimonials and endorsements

Plan tailored activation calendar

for each partner

Develop feedback framework to

evaluate progress



Partnerships Pipeline On APage

Goal: Create diversified pool of corporate sponsors

Target Portfolio
Level: Bronze

Value: > $10, 000

Number: 22

% Change: ..

Key Industries sma1l1l businesses

and Sectors: -

Cafes

Building trades

Retention Level: 80%

Pipeline Objectives:

Generate 360

Leads

=

Lead Generation

Silver Gold Platinum
>$25,000 >$50,000 >$100,000

10 3 2

+10% +30% +100%

Businesses operating large organisations Multinational
franchise model operating in multiple corporations

Medium size states Supermarkets Financial sector
organisations Clothing retailers Banks

Real estate companies
Online retailers

Event companies

50% 15%
Engage an Deliver 4
average of 30 contractual

new coporates » partnership »

in our programs pitches per

each month month

Engagement Conversion

Financial Advisors

Media organisations

n/a
Convert 4 Increase
bronze, 1 retention
Silver, 1 Gold » across
and 2 Platinum portfolio by
Sponsors 27%
Conversion Retention
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