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DISCLAIMER 

PLEASE READ THIS SECTION CAREFULLY AS IT CLARIFIES SOME QUESTIONS THAT MAY 

ARISE OF READING THIS WHITEPAPER. BEAR IN MIND, HOWEVER, THE FACT THAT THIS 

DOCUMENT SHOULD NOT BE DEEMED AS ANY KIND OF ADVICE, SOLICITATION OR 

RECOMMENDATION, BE IT LEGAL, TAX, ACCOUNTING OR ANY OTHER ONE. 

The information set forth below may not be exhaustive and does not imply any elements of a 

contractual relationship. While we make every effort to ensure that any material in this whitepaper 

is accurate and up to date, such material in no way constitutes the provision of professional advice. 

Sponsy team does not guarantee, and accepts no legal liability whatsoever arising from or 

connected to, the accuracy, reliability, currency, or completeness of any material contained in this 

white paper. Prior to acquiring the SPS tokens, a prospective purchaser should consult with his/her 

own legal, investment, tax, accounting, and other advisors to determine the potential benefits, 

burdens, and other consequences of such transaction. This document is not composed in 

accordance with, and is not subject to, laws or regulations of any jurisdiction which prohibits or in 

any manner restricts transactions in respect of, or with use of, digital tokens. 

No person is bound to enter into any contract or binding legal commitment in relation to th e sale 

and purchase of SPS tokens, and no cryptocurrency or other form of payment is to be accepted 

on the basis of this white paper. 

Certain statements, estimates and financial information contained in this White Paper constitute 

forward-looking statement s and assumptions. Such forward-looking assumptions involve known 

and unknown risks and uncertainties, which may cause actual events, or results to differ 

substantially from the estimates or the results implied or expressed in such assumptions.  
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This Whitepaper presents a fairly large body of research about both the 

sponsorship industry in general and solutions we propose. Of course, not 

everybody is willing to spend time studying all the information. That is why we 

propose several ways of reading this Whitepaper, depending on the free time 

available to you. 

  

If you have 10 minutes . Be sure to check the list of key Sponsy features in the 

Section 2.3, look through quick facts regarding sponsorship industry in Section 

3.1, familiarize yourself with the main features of our platform, described in 

Sections 5 and 5.1 and take a look at the description of unique opportunities our 

SPS token delivers in Section 5.2. Consider studying details about our Token 

Distribution in Section 6. 

 

If you have 30 minut es. Be sure to check the list of key Sponsy features in the 

Section 2.3 and learn the main figures of sponsorship industry in Section 3. 

Please, carefully study Section 5 as it describes our SPS token and covers our 

solutions in detail. Read Section 6 to learn more about our Token Sale and give a 

glance over Chapter 7.2, which tells about key reasons affecting SPS token price., 

In order to understand problems faced by companies trying to sign a 

sponsorship deal today, read Section 4. Note that blocks marked with 

do carry the most useful information.  

  

If your time resources are unlimited . Read the entire Whitepaper, paying 

especial attention to our solutions in Section 5. This is the best way possible. 

 

 

 

We have also prepared separate White Paper, discussing biggest problems of todayõs 

centralized sponsorship industry and key challenges sponsors and events face. Be sure 

to study it to gain wider outlook of the market.  
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1.  Abstract 

Since the beginning of 2017, the whole blockchain industry saw a tremendous increase in 

various projects being developed. Remarkably, in comparison with previous years, significant 

part of projects receiving huge media coverage today is not connected with crypto currencies. 

Instead, many real-world problems are starting to b e solved by blockchain. We can watch 

decentralized approach being applied to a variety of things, from managing an investment 

portfolio to safely storing genetic data. This situation in terms of scale is pretty similar to the 

way Internet has been relentlessly changing our lives since its inception. 

Such a rapid proliferation of blockchain technology is a totally good piece of news. 

Obviously, we are going to benefit from all the upsides it brings to our existing systems: 

transparency, reliability and even bigger automation.  We are convinced that we will observe 

more and more interesting and innovative projects based on blockchain shortly. 

We, in turn, have been paying attention to a huge business industry, which is old and 

sophisticated, yet keeps getting even hotter today ð to sponsorships. With growth rate of 4.6% 

this year, sponsorships market is considered not only the fastest growing, but also the most 

effective marketing channel.  

This paper is about to discuss the way our solution can address these issues. 
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2.  Introduction  

2.1 General info 

 Sponsorship is currently considered one of the fastest growing marketing segments not 

only in the USA but also worldwide. Everybody today has probably been exposed to a 

sponsorship deal in one form or another ð be it a sports championship like FIFA partnering with 

McDonalds, some athlete making arrangements with Nike or musical festival affiliated with 

Heineken.  

 The market of sponsorship deals has already exceeded $ 60Bn of annual investment. 

According to some forecasts, the market size is poised to reach $90Bn by 2019. This incredible 

growth is happening because of popularization of large sponsorships deals and the 

performance of previous transactions. 

 Large media, such as Forbes, Fortune and WSJ, are often full of sponsorships related 

headlines. As a rule, these articles tell about another big deal. Large Big Four audit firms 

regularly conduct a thorough analysis of the entire market. The conclusions of such studies 

always end up arguing that the growth of  the sector is unprecedented event despite financial 

difficulties in the world or political uncertainties. Industry problems are also not uncommon to 

be mentioned. McKinsey & Co has written a rich article under the rhetorical title of Is 

Sponsorship Worth It? It clearly shows ups and downs that the industry is facing today. 

 In general, we have not seen a single study calling for cutting sponsorships spending or 

pausing the sponsorship activity altogether. Conversely, everyone anticipates an incredible 

increase in investment injection into this sector. Some statements below, made by 

representatives of influential organizations, are worth recalling: 

 

 

 

PwC 

McKinsey & Co 
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However, in spite of its size and significance, the whole sponsorships industry, with 40% of 

dissati sfied sponsors and sponsored parties , begs for improvement. Inability to measure 

return on investment (ROI) of sponsorship, litigation troubles, fraud, non-transparent deals and 

dangerous centralization are just a few key problems to mention. 

 Sponsorships today are mostly done with the help of intermediaries, which are called 

sponsorship agencies or brokers. Main problems of the industry arise from an incredible 

centralization of the market. A number of very large brokers, like Creative Artist Agency, Boras 

Corporation, etc., have captured a significant market share, which now allows them to dictate 

their own terms. In addition, it creates huge obstacles for small companies and events that are 

willing to get sponsored, because they are forced to overcome great difficulties just to get 

financed for a very small amount of money. The sponsorship industry is heavily biased towards 

big and influential players. 

 Despite top sponsorship brokersõ market share, the quality of services they provide their 

premium clients with is way not good enough. The history of sponsorship deals is full of 

examples of multimillion -dollar litigations, which occurred because of the inability of some 

lawyer to conclude the contract in a correct way. 

 

2.2 Our vision 

 The lack of clear and proven mechanisms in the market of sponsorship financing led us 

to the decision to create a solution that would equally beneficial for every party wishing to 

immerse himself in the world of sponsorship. 

 According to our vision, we are going to shift the bal ance in the market of sponsorship 

services towards small and medium businesses, who are also well aware of all the benefits 

sponsorships provide, but are constantly overlooked by typical agencies because of their small 

size. By providing a convenient platform for sponsorships organization and maintenance, we will 

gain a decent support among SME. Later, after having ideally perfected our strategy and tactics, 

we will pay attention to large companies. We expect the first client from Fortune 100 list to join 

our platform by the end of 2018.  

 

 

 Our goal is to create a whole world of sponsorships with Sponsy, which will 

eventually become de facto and de jure standard for doing sponsorships.  We are 

going to create a kind of ecosystem featuring an infrastructure t hat contains all services, 

people and information required to conclude a transaction. We plan to automate the 

entire process as much as possible, introduce modern technical solutions and make every 

company and event equally open to new sponsorships opportunities. This is essentially 

impossible as of today. The expertise of our team and advisers who have repeatedly 

participated in sponsorship deals constitutes our invaluable baggage of skills with 

which Sponsy platform is predisposed to succeed.   
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2.3 Key Sponsy features 

 Below are the key solutions we offer. The description of our services is not exhaustive 

and provided for mere introduction purposes.  The way Sponsy will operate takes full advantage 

of the advancements offered by the Internet and the blockchain .  

 

 

 

 

1. The key advantage of our platform is the 

decentralization of decision-making. 

Traditional brokers conduct sponsorship 

deals with use of their limited circle of 

employees. This does not allow them to 

reliably estimate the advantages and 

disadvantages of a potential sponsorship 

deal. Only end consumers, like you and us, 

who watch TV, read newspapers and attend 

concerts, will be able to share their own 

opinion on the appropriateness of this or that 

partnership.  

 

This is exactly what we in Sponsy make 

possible by proposing our token holders to 

vote on the expediency of a particular 

sponsorship transaction. 

 

2. Moreover, we are not going to hire 

hundreds of full -time employees, such as 

designers, lawyers, etc., because then we will 

constrain our collective intelligence to the 

people we have hired. In Sponsy, we will 

allow experts that will be distributed across 

the world to participate in the 

implementation of every transaction. This 

would eliminate errors and speed up the 

process. By introducing a truly innovative 

proof-of-work-done concept, we can ensure 

trust and verifiability of the work executed 

by our experts.  

 
4. The use of a blockchain will make all 

transactions and contracts between partners 

and experts transparent and predictable. We 

are deeply convinced that charging 

companies wild fees for access to some 

sponsorship-related data with todayõs 

astonishing advancements of the Internet 

and unrestricted information flows 

constitutes a crime. All the information 

related to sponsorship deals will be stored in 

the public distributed ledger. This will allow 

prospective clients to make correct decisions 

based on other market playersõ experience. 

Making use of smart contracts based on 

Ethereum will not only help to get rid of 

redundantly high volumes of paperwork, but 

also greatly simplify and speed up the whole 

process. In fact, sponsorship consists of 

many repetitive actions that are considered 

not automatable due to their complexity. We 

are going to prove it to be false.  

 

3. One of the most important advantages we 

can be proud of is the speed of work. The 

sponsorship industry today is notorious for 

being terribly time -consuming and 

unpredictable. The average sponsorship deal 

can take up to a year to complete! Thanks to 

the automation of the processes, our clients 

will be able to see first results in time as low 

as few weeks. 
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 The information given above is an informal generalization of the entire whitepaper. For 

details about the market, our solutions and the business model, please carefully study the 

relevant sections of this document. 

 

2.4 Competitors 

 Our competito rs are traditional sponsorship agencies, such as CAA, Wasserman Media 

Group and others, as they pour huge budgets into attracting and retaining large customers. 

Also, we closely follow the development of more modern solutions, like SponsorMyEvent, 

GetSponsoredFast, PearUp and others. 

 

5. Tokenholders play a key role in the 

operation of our system. We cannot stress 

enough the importance of transferring 

decision-making on future sponsorships to 

those people who will ultimately witn ess the 

results of sponsorships campaign ð to end 

consumers. Imagine a FIFA fan. He closely 

follows sports competitions and, therefore, 

is regularly exposed to a whole rainbow of 

brands. So who, if not the above-mentioned 

fan, will become a better assessor of the 

conformity of a brand with some soccer 

game? Of course, he is the only one. This is 

what we are trying to achieve with our 

decentralized voting. Holders of our tokens 

get the freedom to express the boldest 

ideas about partnerships, even those ideas 

that have never ever taken place before. If 

the proposal ends up being successful, its 

initiator will be rewarded. Our platform is, in 

fact, the only place where true democracy 

reigns. But not meritocracy, covered up by 

democratic principles. We donõt build 

another solution that simply works. We 

build the only correct solution. We are going 

to provide sponsors and sponsees with a 

level playing field. 

 

6. The SPS token is deeply woven into the 

structure of our network. Experts working on 

all sponsorships-related issues will be paid in 

SPS. Itõs worth noting that using SPS tokens 

as a mean of payment through the Sponsy 

network is. It brings liquidity to our currency. 

We the people of Sponsy administration, 

undertake to compensate up to 25% of the 

costs services rendered by the experts 

present in our platform. The exact 

compensation size varies based on type of 

expert. See Appendix A  for more info. At the 

same time, we guarantee that the costs of 

services represented on our marketplace will 

correspond to market prices. Thus, the SPS 

token acts as a discount. We are convinced 

that such an approach will become a serious 

factor for many businesses to join other 

clients of our platform. SPS token is not a 

security under the laws of any country. SPS 

token solely presents utilitarian benefits by 

offering discount, acting as a membershipõs 

pass and serving as an inner currency. 
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3. Overview 

3.1. What is sponsorship? 

 Sponsorship is currently one of the fastest growing marketing segment not only in the 

USA but worldwide. Sponsorships is a financial or in-kind support of some activi ty. Sponsorships 

are often mistakenly associated with an activity used to support only charitable or sports events. 

That is incorrect. Though sports activities constitute a dominant part of sponsorships deals, any 

musical festival can agree on sponsorship. Itõs extremely important not to confuse sponsorships 

with advertisements. Employing traditional ads is a typical quantitative approach, aimed at 

acquiring new customers; while sponsorship is qualitative way to attract attention to brandõs 

image or product. Sponsorship is not a tradit ional direct-way marketing we are used to. 

Sponsorship promotes brand in association with a sponsored event (we call it sponsee).  

Sponsorship can take various shapes, starting from logos and promotional products, and 

finishing with setting up marathons an d other sports events. Here is a list of some of the typical 

examples of sponsorships, which every person has probably happened to see: participation of 

certain speakers, presence of logos and product design, in this or that way related to sponsor, 

audiovisual materials, rewards, etc.  

Sponsorship is a unique in its kind type of marketing activity, equally positively perceived by 

both companies-sponsors and sponsees. Indeed, the act of sponsorship entitles sponsorõs brand 

to be viewed by target audience in a new, unusual way. Sometimes it allows sponsors to 

participate in an event, which is uncommon inside their business sphere. This can attract 

additional attention from press and consumers, creating new vectors for discussions.  

IEG in its 32-nd annual industry analysis forecasts sponsorship activity to grow more than 

4.5% in 2017. This essentially means that worldwide sponsorship market is expected to grow 

from $60 billion in previous year to $62.8 billion. For comparison, in 2011 companies across the 

world only spent approximately $46.3 billion on sponsorships.  

One factor that could prove to be a drag on spending is the lingering gap between sponsor 

expectations and propertiesõ ability to deliver when it comes to both personalized marketing 

opportunities b ased on audience data, and valuable digital content and platforms.  
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North American region remains to be a major source of sponsorship spending all across the 

world, with USA and Canada responsible for 39% of the market size. North America is followed 

by Europe and Asia-Pacific region.  

Europe (EU members states only) captures roughly 28% of the forecast spending this year. 

The fastest-growing region for sponsorship spending last year was Asia-Pacific (5.7%), and it 

looks forward to improve its growth th is year even more. This increase would bring Asia-Pacific 

region closer to Europe, thus lowering the gap between their spending. Despite the huge variety 

of available sponsorship opportunities, sports still account for the lionõs share of spending, with 

a projected 70% share this year. Sports also command the fastest growth rate of 4.3%. With 

spending expected to equal $16.37 billion, sports activities would almost equal entire 

sponsorship spending in Europe. However, this fact does not mean we should abandon any 

other category of sponsorships, such as events, festivals, fairs, charitable activities etc.   

Sponsorships offer a great way to generate revenue and acquire new customers. Instead of 

traditional marketing chan nels, like display advertising, which bombard people with multiple 

intrusive marketing messages on a daily basis, sponsorship creates a quality dialogue between a 

brand and its potential customers. Effectiveness of traditional push-advertising is strongly 

declining. Itõs becoming more and more difficult for businesses to get noticed in todayõs 

background noise. Thatõs why sponsorships are now attracting 18% of total marketing 

investment, up 4% in the past 2 years. Unlike other forms of advertising, which are 

frequently intrusive and unwanted, ev ent sponsorship allows consumers and businesses to 

connect through meaningful real -time interaction.  

 

Quick Facts About Sponsorship Industry  

 

 

 

 

38% of marketers  report 

being totally dissatisfied 

with their ability to measure 

ROI of sponsorship  

 

 

75% of event sponsors are 

constantly looking for new 

partnerships  

 

 

Total global sponsorship 

spending increased 4.2% in 

2016 

 

 

70% of events sponsorship in 

North America are for 

sports -related events  

 

 

Average sponsorship size is 

$12k  

 

 

77% of marketers would 

outsource all sponsorship 

aspects to agencies  
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  Sponsorships market is becoming more 

and more complicated. Due to ever accelerating 

globalization, brands and sponsored companies 

demand bigger resources to land and maintain a 

reliable sponsorship collaboration. Obviously, 

relations between sponsors and sponsored 

companies do not last forever ð they are subject 

to changes. Therefore, itõs increasingly important 

to be able to quickly arrange new deals or, 

sometimes, to support multiple spon sorship 

deals at the same time. 

Companies are certain to have troubles 

conducting sponsorship deals without 

adequate external evaluation, preferably 

coming from real cons umers.  This evident 

need is often overlooked, leading to 

difficulties in the process of sponsorship 

cooperation.  

 

 

  According to a recent study, 72% of 

consumers positively view brands that provide 

quality event experiences and 74% of 

respondents admit that engaging with brands 

that create memorable moments makes them 

much more likely to buy their product.  

The numbers point us to the fact that being the 

right kind of sponsor means much more to your 

target audience than being just an advertiser. 

This is a great way to demonstrate your authority 

as an industry expert and consequently get 

heard.  

One can gain credibility and respect by only 

providing best -in -class quality and listening 

to consumers. Regretfully, today most 

sponsorship campaigns are conducte d 

without participation of customers. 

Moreover, small players on sponsorship 

market, such as not so big brands or local 

events, simply do not have access to the level 

of expertise required to exercise prominent 

sponsorships.  
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 Sponsorships industry is certainly getting more complicated and demanding today. This 

is an exciting time to be in sponsorships. The industry is expanding via not only the new 

mediums and opportunities outlined above, but also by the true globalization of sport, events 

and brands. Because of everything being stored online today, the cost of error is also getting 

higher. Internet remembers everything, so itõs absolutely unacceptable for businesses to damage 

their reputations, because it will definitely influence potential future sponsorship deal.  

 

3.2 Why sponsors sponsor? 

 It is becoming more evident that investing in experiences and building strong 

relationships is much wiser than spending money on advertising spaces. Being under the same 

roof and engaging with hundreds or thousands of potential customers offers greater return on 

investment in the first place. A company can benefit from sponsorship in many ways, such as: 

¶ Enhancing image / Shaping Co nsumer Attitudes  

¶ Driving sales  

¶ Creating positive publicity and heightening visibility  

¶ Differentiating from competitors  

¶ Improving business, consumer and VIP relations  

 

 The mere act of sponsoring an event, especially an exclusive sponsorship, is a significant 

way to create competitor differentiation. The companyõs name gets the opportunity to stand out 

above the competition. Sponsorship allows businesses with small or no advertisements money 

to gain more exposure than competitors with large ad budget .  

 Target audiences often perceive sponsorship in a positive way. They see you as making a 

greater effort to support the event, often allowing more or better activities to take place as a 

result of your sponsorship. 

 

 

 

 Sponsorship allows smaller companies to compete with industry giants.  

Unfortunately, todayõs sponsorships agencies tend to favor big deals between prominent brands 

and properties over affairs between smaller companies and venues. This is a huge disaster for 

yet-to-grow brands struggling to find ways to promote themselves. Small local events are also 

usually overlooked by traditional sponsorships agencies as being unable to provide substantial 

financial return. 

Centralized approach to finding sponsorships proved to be ineffective whe n used by 

smaller players in the market.  
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4. Fundamental challenges in sponsorship industry 

Sponsorship has evolved into a sophisticated marketing technique that goes much beyond 

promoting awareness and association of an event to a brand.  Sponsors now know that the 

most authentic way in which they reach their goals is to provide and support  an exceptional 

experience that the target audience will receive during the event and their interaction with the 

sponsored product.  Whether it is a team, a sport, an event or a cultural undertaking, the most 

powerful way in which a sponsor truly connects to a customer is to show that customer how 

their brand has added to the value of the experience.   

In order to achieve such a spectacular brand affinity marketers have to work well with 

research, data analytics and vast sources of information. However, nowadays sponsorship 

industry is undergoing multiple storms and transformations. With market getting hotter, brands 

pay little to no attention to small local events , thus impairing small and midsize businesses 

so beneficial to the overall economy. Mediocre properties holders, who aim to achieve great 

heights, simply unable to sign a contract with huge brands, because latter are inundated with 

requests for sponsorships. Smaller brands, in their turn, in many cases are unwilling to take any 

risks of sponsoring some unknown event due to lack of proper expertise. Agencies in 

sponsorship market are used to working with AAA brands and event organizers. They do not 

even take into consideration smaller venues.  

Consequently, midsized properties are left with no choice at all . All they can do is to 

continue organizing events with limited sum of money, therefore not delivering proper level of 

service. It again brings them to point of not be ing able to excite big brands. This is a non-

stoppable wheel of hell.  

Those event organizers who manage to attract some financing have to pass through all 

possible types of bureaucracy, waste tons of time and eventually agree on disadvantageous 

terms.   

In this chapter, we would like to examine key challenges across sponsorship industry that 

businesses face today and demonstrate our solutions . 

 
4.1 Challenges for events holders 

For event organizers, recruiting effective sponsors has become very complicated. Cramming 

an event with hundreds of brands, each competing for the same audience, doesnõt work. Who 

wants to share their logo with 50 other brands jammed on a billboard? Getting some business 

venture, project, or event sponsorship can be the difference between a successful and exciting 

collaboration and a failure. Only by utilizing a correct way to approach sponsors event holders 

get much higher chances of being noticed.  

Here is a list of activities every property holder must consider doing today in order to get 

noticed.  
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The table to the left shows the list of 

top five biggest sponsors in the world. 

  

 

Amount  Company  

$370M - $375M  PepsiCo, Inc. 

$360M - $365M  Anheuser-Busch InBev 

$275M - $280M  The Coca-Cola Co 

$260M - $265M  Nike, Inc. 

$200M - $205M  AT&T, Inc. 

 Providing a great sponsor proposal  

A theater, as you probably know, begins with a 

hanger, while a sponsorship begins with a 

sponsorship proposal. Itõs not even worth 

bothering without it. The proposal must be 

absolutely compelling. Every proposal should 

start with a story of a company or someone, 

whose life was changed by a company. This will 

get a proposal to stand out and make an 

emotional connection. Real people work in 

companies, and itõs up to these people to decide 

on the sponsorship. 

 Sponsy Solution  

Our Sponsy platform is the first ever sponsorship 

broker to offer event organizers and sponsors the 

opportunity to get their brand or venue 

professionally evaluated by a group of 

distributed experts. Experts are incentivized to 

exercise competent and effective evaluation, 

because of receiving benefits in case of successful 

contract conclusion.  

Such an approach allows event organizers not to 

worry about paper work and let all possible issues 

to be solved by prof essionals, while devoting 

their valuable time to things that work best for 

them ð to holding exceptional events.  

 

 

 Finding a right person to approach 

in the company  

Itõs generally recommended to ask for the 

marketing department. However, in some 

companies, the appropriate department might 

be public relations, community affairs, public 

affairs, supplier diversity or brand management. 

One can spend long days of tedious searches 

while trying to arrange a meeting with a person 

who is entitled to making money -related 

decisions. Given many companies a typical event 

organizer must talk to, simple hunt for contacts 

may take unacceptable time span. 

          Sponsy Solution  

Sponsy frees event organizers of the burden of 

finding the right people. Thanks to maximum 

optimization of operational processes, all the 

necessary contacts can be discovered inside our 

online interface. They are called partners. Sponsy 

clients can communicate with partners through a 

convenient chat. In case of necessity, one can 

easily arrange a telephone conversation. All these 

interactions can be done with a couple of mouse 

clicks.  

Itõs finally time to forget about the manual 

search for the right people.  
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 Asking for suitable sum of money  

It is very difficult for aspiring sponsors-seekers 

to define amount of money they feel 

appropriate to ask for.  

Many small businesses make the mistake of not 

asking for enough money in sponsorships. They 

often forget that they are offering these 

corporations value and direct access to the 

customers they want to reach. Itõs important not 

to sell yourself short. The first impression is the 

most powerful impression. You donõt have 

chance for a mistake. 

 Sponsy Solution  

Sponsyõs clients can relax again. Thanks to large 

amount of competing proposals from sponsors, 

which are listed on our platform, event organizers 

get access to real-time market prices and can 

immediately estimate sum of money they need. 

Moreover, the availability of experienced 

consultants inside our platform will allow 

sponsors and sponsees to instantly obtain proper 

advice on any question. 

 

 

 Targeting companies with the right fit  

Companies are interested in reaching audiences 

they typically do not have at their fingertips. Itõs 

less expensive than purchasing traditional media 

advertising and helps them target these 

individuals through an intermediary that already 

has their attention and trust. Event holders should 

make sure they can articulate exactly who they 

serve. Are your customers male or female? How 

much income do they make? Do they have 

children? Do they travel frequently? These are 

some basic questions corporations are sure to ask. 

 Sponsy Solution  

In modern complex corporate world, full of M&A 

and giant relentlessly competing brands, it is 

extremely tough to find a suitable sponsor. 

We here at Spongy are developing a unique 

solution that will allow events to discover 

appropriate brands that are relevant to them. Our 

AI algorithm guarantees a statistically significant 

coincidence of brandõs interests and sponsorõs 

interests. This is done with help of information 

about the audience of the project and analyzing 

news feed and social networks feed. In addition, all 

solutions are checked manually by our experts to 

make sure the decisions are correct. 

 

 

 Sponsor seeming spotty or unreliable  

Sometimes brand may turn out to be broken. It 

means the publicity of business has grown so 

negative and the reputation has become so poor, 

that most people would not love to see some 

event being affiliated with it. Basically, itõs 

important for event organizers to look into what 

people around are saying about a sponsor before 

agreeing to work with him.  

  

 

 Providing an evaluation report  

The best way to make sure the sponsor 

understands the returns is to provide an 

evaluation report detailing the benefits received. 

It is also good business practice to show 

evidence of accountability. Evaluation also helps 

a club / event formally review its activities, 

provides a frame of reference for future projects 

and aids the planning process. 

Itõs important to decide in the negotiation 

process the level of reporting and evaluation 

event is going to provide each sponsor. Every 

case is different and depends on the size and 

type of offering.  
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4.2 Challenges for sponsors seeking events and properties to 

finance 

 Modern consumers want a more personalized approach and as a result, the effectiveness 

of unidirectional marketing channels continues to decrease. Nevertheless, live experiences can 

provide brands and organizations with the opportunity to connect directly with their target 

audience and build long-term relationships with their customers. 

 One of the most important decisions facing potential sponsors is choosing the right 

sponsorship opportunity . What should a potential sponsor look for in a sponsorship deal and 

how should it decide what to sponsor? Intelligent sponsorship involves much more than placing 

a sponsorõs logo on a T-shirt or event program. A sponsorship partnership involves identifying a 

shared set of objectives, and leveraging a set of additional benefits from the relationship. There 

are several issues ð both legal and commercial ð to consider before entering into a 

sponsorship deal. On a business level, the main issue is whether a sponsorship proposal 

represents good value for its financial cost. Since sponsorship is a business arrangement, 

standard evaluative criteria can be used to determine the suitability of a proposed sponsorship. 

 Sponsorship is not an act of charity, and should show some form of positive return on 

investment. Before getting involved in a sponsorship deal, a sponsor should be confident that 

the sponsee will be successful, has a proven track record, good prospects and is generally 

aligned with the sponsorõs brand and business objectives. A sponsorship arrangement 

should be considered an extension of a companyõs overall marketing strategy. Thus, there 

should be a clear link between a sponsorõs own target market and the sponseeõs consumers or 

audience. 

 Today, a company looking for sponsorable properties with which to i dentify its products 

and services has a myriad of choices. In theory, almost anything can be sponsored, as long as it 

is capable of promotion. Regretfully, todayõs sponsorship agencies prefer to deal with 

primary and well -known sponsorship opportunities, l ike sports events, musical fairs etc.  

Practically speaking, since promotion is often connected to media, a useful sponsorable product 

 The Smart Discovery System  

The Smart Discovery System, which is being developed by Sponsy, allows for scanning online-space 

in order to discover older references to some brand or organization. This provides sponsors with an 

opportunity to instantly respond to emerging information and evaluate aspects and challenges.   

Moreover, all the previously signed deals with sponsors, which were completed with the help of our 

platform, are forever to stay in blockchain. This enables our future clients to quickly assess previous 

sponsorsõ experience, read the never-deleted reviews, created by them, and make a final decision.  

¶ The sponsorship has never been so transparent yet!  

¶ Our unique system automatically analyzes brandõs and eventõs online presence to see 

whether itõs a match 
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may be one that is likely to attract media coverage. A sponsor should also consider whether the 

sponsee is already well serviced by other major sponsors. If so, the addition of a new sponsor 

may not attract the same degree of publicity and the costs may be higher. 

 If a company is entering a sponsorship arrangement for the first time, it may consider 

looking for an established sponsee whose existing sponsorship agreement has expired. This will 

allow the sponsor to evaluate the past success (or failure) of a particular sponsorship 

opportunity. Other practical issues that potential sponsors should consider depend on the 

nature of the sponsored product. For instance, different considerations are important when the 

sponsorship arrangement involves an event, a facility or building, or an athlete. 

 

 There problems sponsors are sure to face while carrying out sponsorships deals are not 

limited with those described above.  

¶ Existence of articulation between sponsor and sponsee  

Articulation of the nature of the event and sponsor relationship was shown to be effective in 

making consumers to form strong memories regarding branded content.  

There was an experiment trying to figure out whether each sponsored event leave the same 

impression on visitors / future sponsorõs consumers. The results of the experiment strongly 

 Blockchain Use  

Sponsy, as we have pointed out earlier, was conceived with a heavy use of blockchain. Both 

brands-sponsors and companies willing to get financed, are obligated to provide us with their 

financial information derived from audit, which is always to remain in secret thanks to use of 

encryption and decentralization. At the same time, smart contracts will allow people who might 

get interested in sponsoring or, on the other hand, in getting sponsored, to receive information 

about potential partner and his financial results. 

We provide a way for sponsors and event s to peek into both partiesõ financial details to 

see whether this deal would make sense at all.    

 

 Prospective partnership evaluation  

End-consumers are literally the only people to be able to provide brands and events with truly 

independent and robust assessment of their potential interactions. After all, these end-consumers are 

the very people called target audience, which is a holy grail of any sponsorship endeavor. 

¶ Evaluation of potential sponsorship deal way before it occurs allows both brands and 

sponsored organizations to explore the feasibility of an idea and refrain from non -

performing ideas, saving time and money .   

¶ Sponsy solves this problem by offering a possibility for our token holders to vote for 

future events and sponsorships. Token holders  will be able to make money in case their 

opinions prove to be correct. All  the  voters  sign a Non -Disclosure  Agreement  (NDA).  
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supported the value of congruency and of articulating a relationship bet ween a sponsor and 

an event. It means that events and brands should be selected carefully based on their unique 

characteristics and features. That is the point usually overlooked in traditional sponsorship 

deal but taken into consideration at Sponsy. 

¶ Surpr ising costs  

 

 

Our decentralized network of core specialists in 

sponsorship marketing will help brands and sponsored 

parties to craft a truly unique and unrepeatable 

branding experience. 

 

 

4.3 Measuring Return On Investments 

 According to a study conducted by t he Association of National Advertisers a quarter of 

event marketers do not gather, analyze or use data in sponsorship decision-making. Those who 

do evaluate the results on their sponsorship efforts consider product or service sales, the 

amount of media exposure generated, brand awareness and attitudes towards the brand the 

most valuable metrics for measuring the effectiveness of the sponsorship. 

 Most marketers (62%) report being at least somewhat satisfied with their ability to 

measure the return on investment (ROI) of sponsorship and event marketing initiatives, 

according to a recent report from the Association of National Advertisers. Astonishing 23% of 

respondents say they are not very satisfied with their ability to measure ROI, and 15% 

percent say they  are not at all satisfied.  Similarly, most marketers report being not fully 

satisfied with measuring their Return On Objectives (ROO). But frightening one-third of polled 

people say they are dissatisfied. 

 

The most common metrics used to 

measure ROI and ROO of 

sponsorship/event marketing 

initiatives are the amount of media 

exposure generated (used by 70% of 

respondents) and social media buzz 

(also 70%). That is definitely not 

enough in our todayõs age of 

information , which is available in 

abundance. The problem is how to 

make use of it.  

 

Somewhat  
satisfied; 62%

Not satisfied 
at all; 38%

Satisfation with the ability to measure ROI
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4.4 Legal issues 

Some of the key legal issues to address in a sponsorship agreement are mentioned below. 

¶ Defining the scope of licensed goods  

In any sponsorship or licensing agreement, the parties must define the scope of licensed 

goods and services or the definition of the goods and services with which the sponsor plans 

to use the sponsorship benefits.  

¶ Defining a competitor of a sponsor  

It is extremely important to focus on and understand what constitutes a competitor of  a 

sponsor. For a property/licensor, this means you may have to become rather knowledgeable 

about the sponsorõs/licenseeõs business, as well as the businesses of other prospective 

sponsors or licensees.  

¶ Identity of the òRights Holderó 

Once a sponsor has decided upon the product or event that it wishes to sponsor, it must 

identify the legal òrights holderó of this product or event and make sure that this entity has 

the capacity to grant the required rights.  

 Measuring ROI  

Approaches used by todayõs marketers are broken. Approximately one-third (!) of marketers 

in the market strugglin g to receive tangible results of their sponsorships campaigns is a very, very 

bad signal. Considering high penetration of technologies into every dayõs life, itõs mandatory for 

every sponsor to review the ways of measuring effectiveness of sponsorship deal s they use. 

 Sponsy Solution  

Thanks to use of innovative solutions in the area of Internet of Things, Sponsy offers brands 

previously unknown and under-utilized sources of information. Our platform enables events to 

connect to the web-server and start broadcasting camerasõ footage, microphonesõ audio, data 

from presence sensors and other smart things. This provides brands with a full picture of what is 

happening on the stage. Because of heavy use of blockchain, the information can not be forged 

or modified,  thus not allowing for possible disagreements on the efficiency of conducted 

campaign. 

Brands will be provided with all the possible social feeds. Automatic search for news related to an 

event or brand will offer a possibility of evaluating the scale of pressõs attention. 

These and other means will deliver greater satisfaction with the sponsorship to brands. 
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 Both parties of a sponsorship contract require well-paid attorneys to achieve maximal 

possible protection and safety. Even giant and experienced in sponsorships players are not 

insured from getting into costly and lengthy litigations.  

 

 

4.5 Ambush marketing 

 Ambush marketing or ambush advertising is a marketing strategy in which an advertiser 

"ambushes" an event to compete for exposure against competing advertisers.  

 Event owners and corporate sponsors regard ambush marketing as an unethical practice. 

Owners claim that it threatens an eventõs integrity. 

 

 

   

 

 

 Legal Issues 

We here at Sponsy are doing great job negotiating beneficial terms of collaboration with 

numerous experienced lawyers. Some of legal offices, who we are currently cooperating with, 

can boast having many years of experience in resolving major disputes.  

The expertise accumulated by them will allow participants of our platform to avoid costly 

litigations in court. Our attorneys will assist  our clients in making contracts.  

 

 Ambush Marketing  

In addition to a team of hi -end attorneys who are continuously involved in the legal support of 

the project, Sponsy is developing a technical solution that would be able to monitor online news 

and social media on mentions of brand or sponsored organization. In case of emergence of 

undesirable companies associated with the sponsored organization, or, in other words, in case 

of manifestation of the so -called ambush marketing, proper actions will be undertaken 

immediately. 
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5.  Our solution  ð  Sponsy network 
 In the previous chapters we have shown the key challenges faced by companies willing 

to sponsor or get sponsored. We are talking about both legal challenges and difficulties related 

to finding a reliable sponsor, who we can trust. Itõs slowly becoming obvious that todayõs 

dangerously centralized sponsorship system, concentrated in hands of small number of large 

agencies such as CAA (Creative Artist Agency), Boras Corporation, Relativity Sports, Wasserman 

Media Group, which hold billions of dollars under management, are getting less effective and 

reliable. This poses a threat to the integrity of the market. These agencies are not interested in 

working with small clients, local events, exhibitions and charitable fairs simply because 

these endeavors would not bring high return that agencies are used to . There is now a 

mandatory requirement of having either a capacious budget or good connections in 

sponsorships circles to get yourself a sponsorship deal.  
In addition to u nwillingness to work with small customers, agencies are not able to do their 

best cooperating with their current clients. Not so long ago we cited a research about marketing 

professionalsõ satisfaction with their ability to measure ROI of sponsorships. 60% of marketers 

claimed to be only somewhat satisfied with their investments, while almost 40% said they 

are displeased at all.   

 

 

This means that sponsorships brokerage in a way that 

is done today is obsolete. It is impossible to remedy 

it. We need a new, decentralized approach to the 

whole industry, which will become equally promising 

for all market participants. That is exactly what 

blockchain technology is all about! 

 

 

5.1 Sponsy overview 

 We propose solving modern agenciesõ issues by creating a single platform featuring a 

convenient online interface, which will allow for managing all the needed processes and affairs 

while not getting up from the sofa, and will allow doing it in a more efficient and reliable way, 

when comparing with traditional sponsorship int ermediaries.  

 Our desire to become a new sponsorship mediator may seem insane, and it really 

seemed so to us. But the disdain we felt about current state of affairs told us to move forward 

and create a brand new sponsorship broker designed with contemporary needs in mind. Todayõs 

sponsorship agenciesõ activity is flawed in many ways. They are trying to everything on their 

own: legal support, negotiationsõ maintenance, strategy building, finding partners, working with 
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social media and press relationsê This list has a long way to go. They even offer event 

organization services, such as catering, music and entertainment. One doesnõt have to be a 

manager to understand the inefficiency of the scheme. We decided to decentralize the work of 

agencies by establishing partnership relations with those representatives of the aforementioned 

professions who have a significant experience in their field. We call them experts. We select first-

class lawyers who know their business. These lawyers will help our clients not to get stuck in 

dark and sticky legal disputes. We are in talks with creative design studious, which will create 

exclusive logos, mockups and beautiful visual solutions for our customers. To see some 

examples of our experts, please refer to Section 5.5. To see full list of professions that will be 

represented on our platform, see Appendix A. Our role in such a scattered system is even more 

important: we undertake the regulation of successful cooperation between our clients ð both 

sponsors and sponsees ð with experts by providing them with a platform for doing their 

business and doing it well. The users of the platform will have a convenient chat, file sharing and 

other things at their disposal. More importantly, we provide our customers with a blockchain-

based infrastructure, which will enable every participant of our system who had used the 

services of some expert to leave feedback about the quality of services rendered. These reviews 

are immutable and will enable our future clients to make the right choice.   

 We are sure not to delegate all the work to our experts. Our Sponsy team is ready to 

come to rescue to resolve conflict at any moment. We continue to develop the technical part of 

our platform, which will allow for instant discovery of necessary informatio n about the market . 

For instance, sponsors may want to find suitable events to sponsor, which are about to bring 

them a desired return on investments, while those companies who wish to be sponsored would 

love to find a decent source of money, which is not going to pursue the sponsored company in 

courts till the end of the century.  

 The possibilities of our system, which we are especially proud of, include: 

¶ Well thought -out mechanism of measuring ROI 

¶ The worldõs first technology that allows end-users to vote about potential future 

partnerships between brands and sponsored events 

¶ A high-quality distributed system for tracking previous sponsorship deals and accessing 

both partiesõ financial information 

 

 Each user of Sponsy network can be attributed to one of the following cohorts: 

sponsors,  sponsees and experts . 

 

¶ Sponsors.  

Brands and companies that want to spend part of their budget on marketing activities. 

Sponsors expect to enjoy a public opinion improvement as the sponsorship deal 

progresses, reaching out to a new audience and getting coverage in the press. 

All the activities that are required to carry out a sponsorship deal can be easily organized 

and ordered right within our network. A decentralized network of experts will get any 

kind of work done. We eliminate geographical restrictions, which have been plaguing 

traditional offline sponsorship sector for ages, by empowering local specialists to 
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monitor all sponsorship -related preparation work without flying the whole team of 

executives to the actual place of event. 

¶ Sponsees (events, fairs, etc).  

Events, exhibitions, concerts, museums and, generally speaking, any companies that 

desires to find a sponsor, can do this with help of Sponsy. Sponsorship is a wonderful 

way to get easy financing. With automated business processes, Sponsy will help any 

company find a sponsor with record low expenditures in terms of both time and money.  

¶ Experts.  

A decentralized network of experts will deal with the whole variety of problems that arise 

during the sponsorship deal. These experts are lawyers, and designers, and 

programmers, and marketers, and architects and others. Thanks to us relying on the 

storage of transaction details on blockchain, other experts will check the quality of the 

work done. The use of smart contracts adds an impressive layer of security to all ongoing 

transactions. Also, they reduce total costs, as we donõt anymore need to employ people 

who perform monotonous work to control and manage experts. This is done 

automatically. This constitutes one of reasons of our ability to offer a truly  

unprecedented discount of up to 25% on the costs of services rendered by our experts. 

 

 Take a look at Appendix A  to see all the types of experts that will be represented across 

our network, as well as the discount provided for the services of each of them. 

 On the scheme below you can see how Sponsyõs components are interconnected and 

support each other. 

 We will cover these components in detail through the next chapters. 
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5.2 SPS ð Sponsy token 

 Tokens, issued by Sponsy (SPS tokens), represent inseparable part of our network.  There 

is a hard cap of tokens that can be created. Considering the central role of SPS token inside our 

platform, d emand for SPS is projected to rise constantly. 

 SPS will play the central role in the implementation of all Sponsy operations, which 

allows for maximum transparency and control. Our team chose to significantly increase the 

investment attractiveness of our token and ensure its liquidity. As of it, we require all platformõs 

members to use SPS tokens for mutual financial settlements. Despite the fact that many 

platforms are trying to increase the turnover of their coins in such an obvious way, we went on a 

slightly different path. We also offer a unique discount (compensation) of a certain share of 

amount claimed by expert for some rendered work. Sponsy clients are only eligible for discount 

when the transaction is being carried out in SPS tokens. This guarantees 100% usage of our 

payment coin during all the bargains exercised within our network.  

 We also assume that SPS tokens will be used in deals that go beyond our system. We are 

talking about the additional income that our experts can receive from external activities (in other 

words, freelance) during periods of insufficient number of orders coming from our internal 

clients. In this case, we still undertake to compensate a certain share of the amounts due for 

rendered services, according to the fees stipulated in Appendix A . We believe that such a step 

that effectively creates attractive financial incentives for external customers will bring new clients 

and increase the word-of-mouth effect. 

 SPS token is an ERC20 compatible token. Main functions or SPS include: 

 

¶ Serving as an inner currency  

All the operations within Sponsy networks related to compensations of labor will be 

obligated to use SPS tokens for settlements. Financial relations are designed to be 

placed in the very core of our system. Every participant of Sponsy network will have to 

rely on SPS ð lawyers, designers, other experts and people involved in an independent 

evaluation of the benefits of potentials deals ð all of them will be paid in SPS, thus 

providing liquidity to our tokens.  

¶ Carrying a vo ting r ight  

The availability of SPS tokens in oneõs hands allows for taking part in voting about 

appropriateness of future partnership between some brand and some event. One 

possessing greater number of tokens has greater voting power. The owners of the 

tokens will be motivated to exercise their voting capabilities, as the votes that convert to 

real signed sponsorship deals bring the voters additional money coming as a 

commission of a contract.  

¶ Acts as a discount.  

The fact of relying on SPS tokens to pay for the services rendered by experts within our 

network is the basis for obtaining a discount of 9 -25% of the amounts  charged by the 

expert. This is achieved through several factors. Firstly, due to the consistently large 

volume of orders that we can provid e our experts with, we significantly reduce their 



27 
 

 

transaction costs. Experts are no longer forced to spend hours searching for clients and 

discussing repetitive details with them. Our platform will implement standardized and 

predictable processes, which will save a lot of time and make it easier for experts to 

discover new orders and make money. Secondly, we create a special purpose fund called 

Sponsy Compensation Fund, which will be used to provide discounts. The fund will be 

replenished with a certain share of the net profit generated by our platform.  

 

 Everybody aiming to enter Sponsy platform in order to either gain voting rights or 

become a full-pledged client will have to buy SPS tokens at some major crypto exchange. 

Additionally, one can participate in our token sale. 

 

Note that SPS tokens are not a source of passive income and are not a source of 

income at all.  Nevertheless, SPS tokens deliver solid bonuses to those people who wish to 

involve into services of our decentralized network. These bonuses come in a form of 

discounts provision and special membership opportunities. Bonuses are tailored to the 

possession of tokens. Moreover, even earning income while lending SPS tokens does not 

constitute a passive income, as it requires additional efforts to be made in order to find a 

borrower. 

As a result of consultations with legal experts, we declare that the SPS token cannot be 

considered a security in any jurisdiction under current laws, in particular under the 

regulations of the Securities and Exchange C ommission of The United States.  

 

 

Thus, SPS token is implemented as a combination of a token -as-currency, token -as-

discount and token -as-membership.  

 

 

 

5.3 Sponsy Token Lending 

 Our platform is an infrastructure B2B solution. This means that the companies willing to 

engage in sponsorship activities, as well as experts who wish to perform various sponsorship-

related work within our network and get paid for it are those parties who are most likely to fully 

appreciate all the advantages that Sponsy can present. Obviously, there will be no shortage of 

Sponsy customers. At the same time, it is quite possible and predictable for SPS tokens to 

become owned by a multitude of investors who realize the inevitable increase in SPSõ demand. 

These investors can follow the traditional path and sell tokens on the exchange as soon as they 

get listed and fix the profit. Additionally, they can convert their tokens into an investment 

derivative. Especially for this, we are developing a mechanism for lending SPS tokens called 

Sponsy Token Lending. 
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 Sponsy Token Lending will be a kind of marketplace that will bring together people who 

want to earn money owning SPS tokens and people who need SPS for intended purposes. The 

process of lending will be somewhat different from the generally accepted one. Instead of the 

interest rate, we are going to present a mechanism according to which the borrower will share 

its discount for the services rendered by experts with the lender according to a predetermined 

ratio. We will recommend 40-50% of the discount achieved to be passed to the lender, in 

addition to the underlying asset (amount of SPS borrowed). Given the 9 -25% compensation  

possible depending on expertõs type, this would result in 3.6 -12.5% effective interest rate.  We 

as a platform will charge a small fee for each transaction. More details can be found in the 

Section 7. 

 Imagine there is a Party A  ð a charity fair. Party A  needs 850 SPS to pay our web 

developer expert to create a landing page that would tell visitors about some eventõs details. 

Unfortunately, Party A  does not own 850 SPS and has neither resources nor willingness to buy 

them. So he chooses to make use of Sponsy Token Lend exchange and borrow this sum from Party 

B who is happy to possess 850 SPS. As Party A  borrows the sum and pays expert for the services 

rendered, Party A  receives an average compensation of 14% (see Appendix A ) which equals to 

119 SPS. Using a predetermined compensation split ratio of 40%, Party A  now owes 850 SPS + 

119 SPS * 40% = 897 SPS. 

 

 

5.4 Proof-of-client-eligibility  

 Unlike centralized sponsorship agencies, we do not discriminate companies willing to 

participate in sponsorship activities. We do not care about their profits and size. However, this 

does not prevents up from a careful examination of every company's activity, its financial results 

and public image before letting it join our platform. This checking mechanism is called proof-of-

client-eligibility.  

 Here are its components: 

¶ Analysis of information provided by the prospective client itself on presenc e 

of questionable details and misleading information.  

At this stage, we may discover nuances that will require an additional discussion 

¶ Financial audit of the company by one of the reliable financial institutions. 

The report is stored in the blockchain and will be automatically linked to each 

subsequent sponsorship deal. 

In some cases, we require access to the API of the bank, where the company has an 

account, in order to track the flow of finances in real time and detect potentially 

fraudulent activity. 

Facts and figures instantly shed light on the real state of the business. 
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¶ Studying the company's public image for controversial and / or undesirable 

events and other incidents . Particular attention is paid to the intensity of brandõs or 

eventõs coverage in press. 

The presence of scandals or, conversely, positive stories can have a serious impact on the 

future sponsorship relationships. Al the information collected during the research is stored 

in our immutable ledger and can be conveniently obtained by some potential partner 

when requested. 

¶ Analysi s of previous sponsorship deals.  

It helps to prevent conflicts of interest and, as a consequence, litigations. 

 

proof-of-client-eligibilityὍὲὪέȟὊὭὲὃόὨὭὸȟὖόὦὰὭὧὍάὥὫὩȟὖὶὩὺὈὩὥὰί 

 

 In addition, at the analysis stage, each customer will be assigned a so-called Sponsy 

Score. It will not influence future sponsorship deals and costs of services. It is employed solely 

as an indicator of the clientõs level of experience in terms of previous sponsorship deals 

implementation. Sponsy Score is calculated by taking into account the time period (in years) 

during which the client has already been engaged in sponsorship activities, the amount of 

money already spent while sponsoring somebody (or received, if we are talking about an event), 

and the level of publicity of past transactions. 

 

ίὴέὲίώὛὧέὶὩ ὸ  ÌÏÇ
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5.5 Collaboration with our experts 

  Preparation for sponsoring require deep and meaningful cooperation between a wide 

network of specialists of different professional skills. We are absolutely sure that the 

employment of hundreds of highly paid specialists in a variety of spheres ð the approach 

currently used by every sponsorship broker ð is ineffective, to say the least. In our opinion, the 

truly correct agency should be primarily an arbiter, a kind of invisible hand across the market of 

sponsorships, which regulates processes and arrangements.  

 We are going to solve this problem by gradual introduction of indepe ndent 

professionals of a multitude of skills, distributed across the world, covering different regions and 

cultures. The introduction of experts is to be held smoothl y: we are expecting at least 320 

experts who had mastered the most demanded skills to join  our platform by the end of 2018. By 

2020, this figure should grow to 1400  people. We call these specialists our experts. Our experts 
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will be incentivized to collaborate with us for several reasons ð and salary is not the most 

important one among them. Experts will receive a very good salary, significantly exceeding the 

market average or comparable with it. In addition, the compensation received is not to be 

constrained to fixed salary. Instead, it will include bonuses in the form of commissions from 

every successful transaction. Moreover, our experts will always be interested in showing 

themselves on the most advantageous side possible, since they will have a chance then to move 

on a personal work with some client, which would definitely result in receiving  higher 

compensation. Also, all the interactions between our clients are stored in blockchain, which 

enable would-be customers to evaluate past experiences of certain experts and decide whether 

to work with them.  

As mentioned above in Section 5.2 that stipulates SPS token utilization possibilities, the 

use of SPS as a mean of payment within Sponsy network enables our clients to get 

compensated for up to 25% of sum of services rendered by experts. This is a major 

factor maximizing the utility of our coins.  

 

 

 Here are just a few reasons why the creation of a decentralized network of experts will be 

beneficial both for us from a financial point of view and for clients from a qualitative point of 

view: 

 

¶ Making the process less expensive .  

Obviously, different seasons differ in their saturation with sponsorship contracts and 

activities to sponsor. While the traditional agency hires full-time employees and is forced 

to endure losses in terms of fixed salary paid in the absence of work to do, we at Sponsy, 

having our decentralized approach, look more of  a freelance exchange. Indeed, we 

employ contractual workers. When we have work to do ð they work. When there is no 

work ð we donõt pay anything, and our experts are busy doing what they want to, for 

example doing their main business or honing their professional skills. However, we are 

planning to introduce Sponsy Experts API that would provide our experts with job even 

when there is a lack of available orders coming from Sponsy clients. Read more in 

Section 5.5.3. 

¶ The absence of clientsõ selection criteria.  

Unlike traditional agencies, we do not refuse to accept small and medium-sized 

businesses. On the contrary, due to automation and scale, this category of clients is 

expected to become the most prosperous and prof itable to us. For Sponsy, the size of 

potential contract does not matter. We  will earn our fixed commission. 

¶ Our system is easy to scale.   

The involvement of new experts is almost automatic. Our customers ð brands or events ð 

put their request for specific services using our website. Experts can see the requests and 

decide whether they are ready to participate. Customers who need services determine 

the compensation for some piece of work . These customers get prompt with price to 
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assign to some piece of work. Prices are formed automatically by our system based on 

the current situation on the market. If the demand for experts becomes noticeably 

higher than supply, which can occur during major sports or other events of worldwide 

scale taking place, new experts will be attracted by higher pay proposed.  

¶ Our system is transparent and objective.   

In traditional sponsorship agencies, many important issue are solved in a strange and 

incomprehensive way. Many transactions are not advertised, corruption is something 

normal. The lack of openness of the market hampers the industry growth. Instead of a 

beneficial to everybody exchange of experiences, many players prefer to carry out their 

deals in a shadow. This eventually harms future agencyõs clients. Deprived of actual 

organized information about what is happening in the sponsorship industry, they are 

forced to believe in the statements made by agencies.  These statements tend to be 

biased and eventually lead to incorrect conclusions and bigger than required expenses.  

Sponsy offers its customers an opportunity to instantly view the whole picture and 

not let greedy agencies and other intermediaries to deceive them.   

¶ Obvious benefits for our clients .  
Our clients are entitled to obtain quality services at an incomparably low price because 

of reasons cited above.  

 

We can rightly consider this model to be the future of 

not only sponsorship industry, but any other major 

centralized field of business involving collaboration 

with a multitude of different specialists.   
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5.5.1 Proof-of-expert-eligibility  

 Before any person - physical or legal - can complete certain work and get paid for it, he 

must complete the registration process or, as we call it, onboarding. Onboarding consists of 

several steps: 

¶ The expert applies for participatio n in the system.  He must provide his personal data 

and attach documents that prove his identity. The would -be expert is also obliged to 

provide documentary evidences of his belonging to the specific professional group of his 

interest. The expert must show some facts that can confirm his experience. For the 

designer, this can be previous layouts and templates, completed orders, active profiles in 

online professional communities such as Behance and Dribbble. 

We are also positive about experts who do not have work experience. They may be 

yesterday's students or people who took a ride in a horizontal social elevator and 

currently are mastering new skills. 

¶ The distributed network of our existing experts conducts due diligence of the 

candidate. They analyze his experience, study past work and express their opinion by 

voting. If the experience is absent, the candidate is given a test task. Only those network 

members who have experience in this or related fields and those who are not busy with 

any task at the moment can participate in candidateõs evaluation.  

¶ Based on the results of voting, a decision is made whether to let this expert to join 

our network.  

 This mechanism is automated and is called proof-of-expert-eligibility . Each step of this 

protocol is specified in the blockchain, which guarantees transparency and reliability of the 

involved experts. 

ÐÒÏÏÆȤÏÆȤÅØÐÅÒÔȤÅÌÉÇÉÂÉÌÉÔÙ ὃὴὴὰώȟὈόὩὈὭὰὭὫὩὲὧὩȟὐέὭὲ 

 

 

5.5.2 Proof-of-expert-availability 

 Our decentralized system records any changes in expertsõ work status and flags whether 

they are currently occupied. As soon as a new order appears in the system, the client 

immediately receives a list of people ready to start working. 

 This is the proof-of-expert-availability. 

 

 

5.5.3 Sponsy Experts API 

 We expect at least 70% of experts to be engaged in some work at any random 

point in time . Nevertheless, we want to endow our experts with the opportunity to decide 

themselves when to work, and when not to work. Due to the fact that we can not guarantee 
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100% of expertõs free time to be occupied with orders coming from within our system, we 

decided to create a public API that will allow outside customers to hire our experts during the 

periods of lack of available work to do. 

 In this context, we can think of our platform as of a freelance exchange. Our 

decision to allow experts to be hired by outer people will by no means substitute or prevent 

experts from completing the orders coming from Sponsy clients first of all. The sole intention of 

implementing the public API is to promote maximum employment possible across our experts.  

 In our opinion, this is an extremely promising step, which will not only give experts more 

choice, but will also provide additional liquidity to our SPS currency, since our experts will only 

be eligible to be paid in our coins. It is important to note that Sponsy will not compensate any 

share of services costs in the way it happens with internal work. At the same time, we expect 

that third -party customers will still be motivated to contact our experts for the reasons of 

predictably high -end result, the presence of decentralized control and pleasantly surprising 

prices. 

 Of course, experts are highly discouraged to do third-party job when there is job present 

inside Sponsy network that comes from our sponsors and events. Doing this repetitively will 

guarantee expertõs exclusion from our network. 

 All the details concerning the third -party work execution will also be stored in our 

blockchain storage. Secure transactions and dispute resolution, however, will be carried out 

without relying on decentralized voting and will require participation of the Sponsy 

administration. 

 The presence of the public Sponsy Experts API will allow existing centralized freelance 

exchanges like UpWork, Freelancer.com, Truelancer and others to instantly access our free 

experts, offer them work and provide a two -way linking between their own d emand-side and 

our supply-side. We are already negotiating with some of them. Future decentralized exchanges 

will be able to take advantage of additional functions of our API, including the joint use of our 

secure blockchain storage and the combination of voting power to make cooperative decisions 
Below is a table of the main methods of our public interface, which will be implemented as a 

REST API. 

 Please see Appendix C  to find out more info on the main methods used through the 

API. 

 Do not confuse the Sponsy Experts API with the Sponsy SDK, which enables developers 

to create software solutions that may implement innovative functions based on the core values 

of Sponsy network. The Sponsy SDK will be described separately. 

 

 

5.5.4 Proof-of-work-quality 

 The protocol proof-of-work-quality holds an important position in Sponsy. This protocol 

was specifically designed to assess the quality of work done by a particular expert. 
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 Clients of Sponsy - both sponsors and events willing to be sponsored ð rely on our 

distribute d experts to do some work. Given that the typical sponsorship deal requires tens and 

sometimes hundreds of employed experts, a mechanism that would guarantee decent work 

results quality becomes extremely important.  

 Below is an informal description of its implementation:  

¶ The Sponsy client has some job for an expert to do. For the sake of description 

simplification, letõs imagine that the job is to conduct a study of the baby food market in 

order to identify major sponsorship deals, both active and completed. 

¶ As soon as the expert starts to work, all the related information gets stored in our 

blockchain  - the safe transaction commences. According to the protocol of proof-of-

work-quality, the fact about the beginning of a safe transaction is also added to another 

branch of our internal blockchain responsible for controlling the quality of expertsõ work. 

¶ As the work progresses, the contractor provides the employer with information about 

the progress. Each piece of information is appended to the blockchain. The employer at 

this stage can either wait for the total completion of the work, or use the mechanism of 

Sponsy Work Verification, which is described later in this section. 

¶ As soon as the work is completed and the expert is ready to finish his contractual 

relationship with the employer, the proof-of-work-quality protocol must be exercised to 

make sure the work was done appropriately. The employer will rely on Sponsy Work 

Verification. 

 

 What is Sponsy Work Verification? In many respects, it is similar to the process of 

decentralized disputes resolution Sponsy Safe TroubleShooting. Similarly, our system will rely on 

the distributed voting of other experts.  

1. There is a special feature inside Sponsy network, which allows other experts ð those who 

did not take part in job execution ð to seamlessly evaluate the quality of certain 

completed order. Thanks to immutable ledger in place, all types of data concerning 

temporary employment contract execution will be easily and securely accessible when 

needed. No falsification is possible. 

2. The system automatically selects experts from the same and close professional fields to 

assess the quality of the work done. Evaluation does not take much time and in fact 

constitutes a simple voting on whether the expectations of the employe r meet the 

promises and actual results achieved by an expert. 

Third-party experts are motivated to vote, because this earns them additional income. 

Moreover, in the Sponsy network, each expert has a confidence index (Sponsy Trust 

Index), which aim is to reliably reflect the level of expert's skills in his professional field. 

This index increases when the expert's opinion on the quality of the third-party work 

performed coincides with the employer's expectations, leading to both parties 

satisfaction. 
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The voting of experts should not and will never be based on subjective personal factors 

such as affection or disdain that may be caused by the tastes of the voter. The voters will 

be clearly instructed on prohibition for their voting to demonstrate their personal  

satisfaction with the work done. On the contrary, voting must confirm the 

correspondence between employerõs expectations and reality. 

3. As the voting ends, the adequacy of the work performed becomes obvious. If the 

consensus is convinced of the not good enough quality of the result, then the claims can 

be immediately presented to the contractor directly, without losing the employer's time.  

 

proof-of-work-qualityὃὴὴὰώȟὉὺὥὰόὥὸὩȟὃὴὴὶέὺὩὛ Ϸ 

 

 In order to find the job worthy, an expert must receive at least ὛὛὴέὲίώὅέὲίὩὲίόί 

supporting votes. By default, this variable is 80%. Sponsy reserves the right to change this value 

as it accumulates experience and understandings. 

 

 

5.5.5 Sponsy Work Tracker 

 It is predictably important for Sponsy clients to track the work of experts. In order to 

keep the ears open, customers need a convenient software solution that will allow to watch the 

real time performance of the expert you are paying to do your jo b perfectly. 

 We are developing a convenient solution that will be profitable for both sponsors and 

events that need to get some work done and experts. We call it the Sponsy Work Tracker. 

 Key features include: 

¶ Tracking the current activity of an expert.   

This is implemented by automatically capturing screenshots of the expertõs computer 

screen. The expert is warned a minute before the screen shot is done. 

Of course, such an opportunity is only possible in case the work being performed is a 

digital one. Happily, most of the work done today is digital.  

¶ Monitoring what exactly an expert spends his work time on .  

This is made possible by tracking the windows opened by the expert on his working 

computer, as well as natural language processing of the titles of launched applications 

and browser tabs. 

As a result, the customer receives an easy-to-analyze dashboard featuring graphs and 

diagrams showing the efficiency of each expert hired by him. 

¶ Connecting to expertõs web camera 
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¶ Track visited web sites, opened applic ations and other activities  

¶ Possibility for the expert to provide an employer with a timeline with 

comments on the kind of work he was doing in a specific point of time.  

¶ Convenient interface for safe communication between Sponsy client and the 

expert and f iles exchange.  

 The users of our network will definitely enjoy the ability to instantly receive work 

progress. A user-friendly interface that will be designed to simultaneously monitor the work of 

numerous experts, will allow sponsors and events to make right decisions fast. Experts are 

certain to be pleased as well, since the existence of such an automated work status sharing 

eliminates the need for them to regularly manually report the progress.  

 All information collected through Sponsy Work Tracker is automatically added to the 

distributed storage. In case of conflicts emergence in the future, this data will relied upon as a 

definitely truthful source of dealõs details. It will be used in decentralizing disputes settlements 

under the Sponsy Safe TroubleShooting mechanism and in assessment of quality of performed 

work under the proof-of-work-quality protocol. It is important to note that the software 

described above will be provided by default to all Sponsy customers and does not imply an 

additional fee. 

 

 

5.5.6 Some experts examples 

 Below we are taking a closer look at the main types of experts that cooperate with us. 

You can see in detail the tasks they are going to work on and the compensation they will 

receive. For a complete list of required professions, see Appendix A  at the end of this WP. 

¶ Lawyers 

The need for lawyers during contracting and in maintaining of all activities related to 

sponsorship was discussed and proved in Section 4.4. History is full of bright examples of 

terrible job done by lawyers, Consider, for example, the case of MasterCard and FIFA. 

Even such large organizations did not manage to avoid lengthy and wearing litigations. It 

is evidently better to invest in bringing the best in kind attorneys now, than to waste 

time and money during tedi ous discussions in court. That is precisely why we employ the 

best of the best. At the moment, we have already negotiated contracts with several large 

and well-known legal offices, which have long and impeccable reputations in the field of 

sponsorships maintenance.  

The duties of lawyers will include, among others: 

V Thorough contracts examination, registration of rights to trademarks and 

property, if applicable 
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V Prevention of potential conflicts  

V In case of litigations, lawyers must protect the interests of clients 

V Participation in negotiations with clients. The negotiations and talks will be 

carried out via the Internet. If a lawyer is unable to attend a conference at a 

certain time, there will always be a video footage of the discussion at his disposal. 

 

As you know, there is a place for situations, in which lawyers agree upfront about 

additional collaborations with a specific transactionõs party. This leads to loss of lawyerõs 

neutrality and eventually undermines the integrity of the contract. That is not the  case in 

Sponsy. 

 

 

Thanks to presence of a network of independent 

lawyers with an unmodifiable system of verified 

blockchain-based reviews, such situations are 

impossible inside our platform.  

 

 

¶ Creative agencies  

The development of a unique identity of th e event is ab obligatory component of any 

sponsorship initiative, aimed to impress target audience. Today, in 2017, competition in 

the field of beautiful presentations of events and materials is surging. A team of 

specialists usually carefully works out every sponsorship project.   

A lot of attention is paid to working with designers at Sponsy. Our platform features 

possibilities that allow you to conveniently and quickly share your work or ask advice 

from other market participants. In addition,  particularly large clients will have an 

opportunity to launch a competition for the best ideas. The best designers will compete  

for the right to work on a constant basis with the client , proposing their best ideas. The 

voting for the best ideas, of course, will be he ld among our token holders.   

The duties of designers will include: 

V Consider all customer requests 

V Rapidly respond to new inquiries, regularly publish up-to date information about 

on the work status 

V Ensure the provision of unique solutions 

 

¶ Specialists in P ress Relations  

Not all clients that we are going to work with are expected to be so large -scale and well 

advertised that they will not require promotion.  In fact, we forecast significant expenses 

in the field of relations with the press. And unlike ordinar y intermediaries, which the 

market is used to, we will present a unique solution. 
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Our experts , specializing  in Press Relations (PR) will be employees of this very 

press! 

Instead of spending time on painfully lengthy negotiations with this or that publisher 

on publishing some material or press-release, which usually ends-up showing the 

direction to the paid services department, we will enable a distributed network of 

journalists, both full -time and contractual (so-called contributors), to choose materials 

to publish themselves. They will choose stories about brands and events that 

intersects with their audience interests most accurately, thus bringing value to 

readers and to journalists.   

Moreover,  Sponsyõs clients donõt have to waste time looking for journalists to 

publish their stories. The journalists will come themselves, as soon as they see a 

tempting offer in a special section of our platform.  

This scheme is clear to be beneficial for each side of an equation: for both journalists 

and our clients. 

 

 

¶ Specialists in clients satisfaction  

Customer services specialists are an important part of our distributed network of experts. 

Our clients-sponsors with the help of them will be able to discover the events that 

perfectly match up with their requirements and target. 

As we have seen above in Chapters 3.1 and 3.2, sponsorship is not confined to merely 

slamming a sponsorõs logo over the T-shirt of eventõs speaker or over the sponsored 

athleteõs panties.  

It is very important to be convinced of the articulation  of the brand and the sponsored 

event. Moreover, it is difficult if not impossible to obtain a comprehensive and 

objective assessment of the appropriateness of financing this particular event. 

Decentralization works particularly well here. Customers are no longer limited to a 

team of employees, be it 4 or 6 people.  

Now customers have the opportunity to listen to opinions of hundreds of highly 

skilled experts and make the right decision.  

Making decisions of millions of dollars  value is certainly a very important task. The range 

or responsibilities of a typical clientõs satisfaction specialist include: 

V Careful study of sponsorshipõs history. Meticulous examination of press 

publications related to sponsor. 

V Similar studies regarding the organization getting spo nsored 

V Making sure the concerns of the parties, both financial and qualitative,  overlap 
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V Assistance in the competent representation of the parties to each other, 

assistance in negotiations, search for mutual solutions 

 We have not stipulated here all sorts of experts we will cooperate with. We only cited the 

key expertsõ categories. 

 One should note that all financial accounting would be carried out exclusively in SPS 

tokens. Obviously, many external experts accept fiat money as a mean of payment. In this case, 

the experts will have to convert their dollars and euros into our tokens first.  

 

Making use of SPS tokens in accounting ensures ever-

increasing demand for our tokens.  

 

 

5.6 Token holders voting on appropriateness of potential 

sponsorship cooperation 

 Given the propensity of consumers to associate sponsors with the event they promote, it 

is important for companies to select events that are appropriate with their product or corporate 

image. Therefore, before signing up, company should check out how the show is perceived in 

relation to future potential customers . Todays, almost nobody conducts polls among 

independent people in order to determine the affinity between companyõs brand and eventõs 

image.  

Putting a potential sponsorship deal between sponsor and sponsee to a vote for token 

holders is a mandatory step in concluding a sponsorship contract. This, as we believe, is 

our biggest advantage, as a decentralized agency, over a typical centralized one. 

Involvement of people who are not connected with the sp onsorship industry to voting on 

the expediency of the potential transaction allows abstracting from traditional indicators 

and factors used for making a decision about sponsoring the event.  

It allows to look at the transaction through the eyes of an end -consumer ð by the 

way, that  very person who constitutes a part of  target audience of the sponsorship 

deal.  

  

 As a result, our customers receive an easy-to-read list of independent peopleõs opinions.  

The voting process will be simplified to the maximum extent possible. When registering on our 

platform, token holders ought to indicate their interests. This choice will impact further targeting 

of people who may be interested in voting about specific sponsorship deal.  
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 In the event of insufficiency of people with required interests on our platform, we will 

find independent people outside of our Sponsy network and carry out voting among them. The 

money spent on attracting people will be regarded as our own expenses. 

 Obviously, voting will be rewarded.  

 

(*) Commissions from the sponsored sum depends on type of event being sponsored. For more 

details, see Section 7. 

 

5.7 Security of transactions 

 Transparency and security are the main benefits that are brought by properly 

implemented decentralized blockchain system. The security of transactions is of paramount 

importance in the conduct of any mutual settlements between strangers. An essential 

characteristic of Sponsy, which is the decentralization of the network of experts, entails a large 

number of payment transactions. 

We have developed an automatic mechanism for concluding contracts and 

guarantying timely payments - Sponsy Safe Deal, which makes transactions safe by 

default . The core advantage of Sponsy Safe Deal lies in a distributed ledger, which stores 

the information about the contract, the time of its conclusion, the parties involved  and any 

auxiliary data. This mechanism will be an obligatory part of any agreement concluded 

in our network.  Thanks to this, we can provide our clients with ever-desired predictability 

and reliability, so important in the world of sponsorship, which is ov erloaded with financial 

flows. 

Below is a brief description of the way a typical secure transaction operates: 

¶ Drawing up a contract between two or more parties .  

The contract includes not only text, but also any other audiovisual information. The 

contract must contain references to the persons who participated in its designing and 

other parties somehow linked to it.  

Action  Reward 

Taking part in the voting process 10 SPS 

Potential transaction, which one has voted on, becomes real 51 SPS 

Commission from the sponsored sum (*) 0,375% - 1.125% 



41 
 

 

For example, if there is a contract for the provision of product design services, then the 

contract archive can be bundled with the contract, photos of previous works, plans and 

other forward-looking statements. 

All communications between parties are attached to the contract as well.  

¶ All materials are archived.   

The resulting archive is hashed. The archive is stored in a decentralized immutable 

blockchain network. 

¶ Any further activities  related to the concluded contract including but not limited to 

exchange of information regarding the process of execution of the contract , are 

appended to the blockchain with a mandatory address pointing to a specific place in 

blockchain where the contract is stored. 

¶ Payments are made similarly.  The anonymous fact of payment is sure to become a 

part of a public blockchain. In addition, the fact of payment indicates the satisfaction of 

all parties with the work perf ormed and automatically confirms the successful closing of 

the contract. 

Otherwise, payment is not made. 

 In case of a disputable situation ð incorrect payment or unfulfilled contract ð unsatisfied 

parties of the deal can open a public decentralized dispute. The process of disputes settlements 

is discussed in the next section. 

 Thus, another obvious reason for using SPS in terms of payment is the guarantee of a 

safe transaction.  

 

 

5.8 Decentralized disputes settlement 

 The security of ongoing transactions does not exclude the need for a mechanism in place 

to effectively solve emerging problems. Because of a typical sponsorship deal requiring multiple 

parties involved, some misunderstandings are likely to occur. 

 We are proud to introduce our algorithm of decentr alized dispute resolution called 

Sponsy Safe TroubleShooting. Its existence is possible thanks to presence of every detail, even 

the seemingly insignificant one, in our distributed immutable ledger, as described in the 

previous section. Such a detailed log of all events makes it possible to track the cause of the 

conflict without relying on the reasoning of any party and taking into account only the proven 

facts that took place during the contract negotiation and resolution.  

 Below is the description of the algorithm. 

1. One of the parties in the transaction, not satisfied with its outcome, - the prosecutor ð  

may choose to open a dispute. When initiating a dispute, the prosecutor must specify 

the amount that he intends to recover.  
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2. A new dispute is immediately added to the immutable system of disputes within our 

network. It will require a certain number of third -party arbitrators - those people who did 

not participate in the transaction, but serve an expert role inside Sponsy ð to vote on the 

dispute. It is worth noting that only experts who are competent in the disputeõs key issue 

or related issues do have a right to participate in the voting process. The number of 

arbitrators required will depend on several factors, such as the amount of time that the 

parties to the conflict have already spent in the system, the recovery amount and the 

existence of previous disputes and their outcomes. 
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The same applies to the reward the arbitrator is entitled to as a voter. It is manually set 

up by the conflict parties. The lower the proposed reward the less incentivized will 

decent and experienced arbitrators feel about taking part in vo ting. Sponsy system itself 

will propose an average rate of reward. 

3. All arbitrators are notified of their participation in the resolution of the dispute. The 

arbitrator has the right to refrain from participation - in this case the system will choose 

other experts for a substitution. If the number of available arbitrators is insufficient, the 

system will either offer to wait for the emergence of new available experts who can take 

the position of an arbitrator, or increase the reward. 

4. The arbitrators begin a decentralized vote on the dispute. Thanks to all the contract-

related data, including all supporting documents, being stored in the blockchain, it is 

easy for the arbitrators to track the sequence of actions and make an adequate decision. 

The fact of the arbitrator's access to the materials of the transaction of other some other 

party automatically forces the arbitrator into a non -disclosure agreement signed 

between the arbitrator and this party.  

The parties to the conflict, of course, can take an active part in the discussion, citing their 

arguments and comments. 

5. The guilty party is selected according to the voting results. He becomes responsible for 

fulfilling the terms of the contract or for monetary compensation in the event of the 

latter's inability to do so. The rewards for arbitrators are also up to be paid by the 

violator. The guilty party is given 21 days to compensate the entire amounts due. 

6. The injured party will not have to wait for 21 days to get his money back, but will receive 

the necessary funds immediately thanks to the special purpose fund Sponsy Disputes 

Fund. Once the guilty party pays all expenses, the fund will be replenished 
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Sponsy Safe TroubleShooting 

ὈὭίὴόὸὩὕὴὩὲȟὉὼὴὩὶὸίὉὰὭὫὭὦὰὩὔ ȟὠέὸὭὲὫȟὈὭίὴόὸὩὙὩίέὰόὸὭέὲ 

 

 

5.9 Sponsy Community 

 The process of tokenholders voting on the appropriateness of sponsorship deals is only 

one of the steps towards the creation of the Sponsy Community . This is an ecosystem that will 

unite not o nly companies directly involved in sponsoring activities but also people interested in 

the ability to independently influence large partnerships today ð those very partnerships that the 

whole world will tomorrow hear about. Building a platform for sponsors hip deals from scratch, 

we lay the foundation for the creation of an international community of experts and motivated 

people united by common interests in the sponsorships field.  

 SPS tokens in this context play the role of a membership card , which gives access to 

exclusive materials, conferences and meetings both between owners of SPS, and with 

representatives of events and brands that will use our platform. 

 We plan to create many opportunities that will allow our tokenholders to appreciate the 

advantages of owning SPS. Just look at some of them: 

¶ Access to exclusive materials and events.  

Activities and brands that use our platform will be able to organize unique events in 

cooperation with Sponsy representatives. These events will be available only to our 

tokenholders. They will have a rare opportunity to personally communicate with top 

executives of major brands and to receive unforgettable gifts and emotions. 

¶ Opportunity to propose future sponsorship partnerships.  

Only the end user, voting with his dollar and attention, can give competent advice on 

partnership between certain companies. At the same time, we do not limit our 

tokenholdersõ ability to vote on the submitted potential future sponsorship deals. 

On the contrary, we will allow the tokenholders them selves to tell the whole world about 

their promising ideas and receive a decent reward. 

¶ Making strategic decisions regarding the development of Sponsy.  

We will allow tokenholders to create and discuss tasks, share plans and make joint 

decisions about the introduction of new functions in our platform. We will also provide 

SPS holders with the ability to influence our strategic steps such as choosing the next 

region for geographic expansion. Developers will be able to offer new smart contracts 

code improvements, while PR specialists will propose their ideas on raising the public 

recognition of the Sponsy brand. 

¶ Enjoy limited offers from events  

Get a free ticket for a bold festival? No problems. Get access to the VIP rooms and 

services? Show your SPS! 
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Sponsy Community will be equally beneficial both to its physical participants (access to 

events) and to the online community. We will create a portal where everyone will get the 

right to vote.  

Users of the Sponsy Community will make their own decisions about new opportunities 

that they will enjoy. Thus, the role of SPS token is not limited to payment and 

discount capabilities, but also encompasses a membership function by letting token 

to act as a ticket that provides access to secret opportunities.  

 

 

5.10 Technical component of the platform  

 The days of a sponsor only looking for a contract signage have gone.  Marketing 

executives are being challenged more and more by their company executives to prove the ROI 

and ROO of company sponsorship spending.  Companies want tangible results, as budgets are 

further scrutinized each year. Sponsorship salespeople (clubs, leagues, venues, events) are 

frustrated more than ever. Sponsor companies are aspiring to take partnerships further, to 

integrate products or services into agreements and to customize property content so that 

brands feel immersed in the relationship.   

 

Obviously, managing complex sponsorship deals is 

essentially impossible without having a good 

multifunctional software solution.  

 

 Companies today increasingly rely on the use of technical solutions for doing almost all 

sorts of tasks.  These tasks include the negotiations, monitoring the progress or work, accessing 

financial instruments and much more. Below you can see key technical features clients will have 

at their disposal on our platform.  

¶ Effective  measurement of Return On Investments (ROI)  

As discussed in Chapter 4.3, the measurement of the financial return is absolutely 

necessary. Unfortunately , even today, with the overwhelming volume of information 

revolving all around, the measurement of efficiency of sponsorship campaigns leaves 

much to be desired. This is the opinion of almost all of surveyed marketers (for details 

refer to the graph in the same chapter).  

We at Sponsy offer sponsors all possible sources of data: 
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1. Internet Of Things (IoT).  

Despite serious advances in this sphere of technology over the past decade, and 

regular mentions in the media, the Internet Of Things mostly remains merely a 

beautiful term. We, in our turn, went much farther and now p roud to offer our 

clients such smart sources of structured and useful data as video surveillance 

cameras, microphones, automatic visitor counters and other smart things . 

Data from all the connected devices will automatically flock to the control panel 

and will be available for examination by sponsors after making a couple of clicks. 

And not only in real time, but  as a recorded footage. This will save much time on 

manually asking event organizers about details and results of the event.  

The artificial intell igence system  (AI system) currently devised by our software 

developers, will allow to minimize time spent conducting an evaluation of audio -

visual data. For example, our technology will automatically detect the presence 

of such significant events as laughter, applause (and their extent) and other 

customizable triggers in audio recording .  

Making use of Bluetooth beacons and WI -FI tracking  will allow real-time 

tracking of the movements of the visitors across the territory of the event . 

2. Social media feeds and  news feeds . Sponsors no longer need to spend 

precious time on manual search for mentions of a brand or an event across the 

whole internet. The sponsors will be provided with automatically collected and 

downloaded information. This will be brought to life through the use, among 

others, of Google News and Google Alert. 

Moreover, such traditional tools as the number of likes and shares under posts 

published on social media websites will also be easily accessible. Sponsors now 

can easily calculate the exact au dience reach.  

3. Comparison of financial results with costs of sponsorship.  Because data on 

previous sponsorship transactions is stored with help of blockchain technology, 

sponsors will have an opportunity to analyze the results of the campaigns not 

only immediately after it finishes, but also will be able to track subsequent 

growth of mentions in the press and social networks. 

 

 All the information that might seem necessary to sponsor,  is placed in a single 

convenient online interface. The advantages of using Sponsy in terms of saved 

time and funds are evident. 

 

¶ Using blockchain for secure and decentralized storage of information  

Thanks to blockchain being used in the very core of our network, clients can rely on 

proper representation of all the facts and in teractions previously done and saved on our 

platform. Falsification  of  the results of a campaign, deceitful  interpretation of 
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contracts and facts will finally become impossible.  Read more about our blockchain 

use cases in the Section 5.10.1.  

 

Uneven distribution of information has always been a source of conflicts in terms of both 

economy and relations between people. 

All parties ð members of our platform ð will always be treated equally.  

 

 

 

 

5.10.1 Blockchain applications 

 Blockchain is a decentralized technology that allows for effective and trusted storage of 

data and protects the data from illicit replacement by one of the users. The Ethereum 

technology is based on blockchain, but imposes an additional layer of capabilities called smart 

contracts. Smart contracts are contracts written in a programming language that are executed 

not by the will of any authorized person, but upon the occurrence of certain events specified in 

the code. Smart contracts are quite powerful tools for instant conclusion of similar con tracts 

between thousands of distributed parties. This saves a lot of resources: as simple as thousands 

of sheets of paper and as comprehensive as labor force that used to manually perform non-

intellectual and time-consuming work. 

 The Sponsy system is saturated with relationships, deals and contracts between people 

scattered all around the world. In such a changing atmosphere, The possibility to automate 

many similar processes becomes extremely important when dealing with such complex 

conditions. Our ecosystem is largely built on the principles of decentralized voting and the 

participation of the network members in making the next decision. Such an architecture of 

relationships enables us to reduce time and efforts devoted to regulatory issues and ultimately 

get rid of a multitude of central mechanisms. It makes every transaction that is carried out within 

our network transparent, trackable and secure. Just like the way Internet has disrupted 

traditional offline relations, we are disrupting sponsorships market today by decentralizing 

decision-making and offering one -of-a-kind speed.  

 Sponsy actively uses smart contracts to regulate financial, legal and communication 

activities. 

¶ Work with experts . 

Sponsy offers its customers access to highly qualified experts from all over the globe. We 

rely on several independently developed protocols, such as proof-of-work-quality, proof-

of-expert-eligibility  and others to make the work fast and reliable. These protocols create 

mechanisms to  

V ensure the quality of the work pe rformed by the expert,  

V determine whether the expert candidate is sufficiently skilled 

V quickly choose an expert to propose the new job 

 



47 
 

 

All these possibilities, especially the control of the work quality, has recently been 

unthinkable to implement without r elying on some centralized committee with size as 

high as the volume of operations within the system. By heavily employing decentralized 

voting mechanisms, we substantially reduce the cost of the process and offer our clients 

favorably priced services. Win-Win. 

¶ Decision -making on future sponsorship deals . 

Our tokenholders vote on whether to bring another sponsorships deal into life  

¶ Conclusion of legal contracts  

¶ Safe transactions and disputes resolution.   

Thanks to storing all the interactions of Sponsy members in the immutable ledger, it 

became very easy to track the sequence of actions and find the guilty party.  

¶ Makes transparent real information about Sponsy members .  

This will not allow you to be tricked by someoneõs misleading information and sign up 

for a non-effective performing deal. All the information, including financial statements 

and past transactions, is available for study before the start of cooperation. 

¶ Storage of reviews.  

Feedback in general and reviews as a part of it is an integral part of making any serious 

decision, especially one associated with big money. Clients using our system will heavily 

rely on the feedback left by previous clients about many things, for example, our experts, 

sponsors and sponsored events or people.  

 

Indeed. Letõs imagine a traditional agency. Letõs assume that the sponsored event has not 

fulfilled the terms of the contract. In this case, the sponsor will certainly post an 

unflattering comment about this client. Organizers of the event, in turn, will be desperately 

willing to hush such an unpleasant accident up and will undertake attempts to persuade 

agency not to tell future sponsors this dirty story. The agency can easily agree, 

especially if some major and well -known event is involved.  

 

 Decentralization of the system of information storage will not allow aforementioned 

situation to happen. Sponsyõs clients are win again!  

 The combination of decentralized blockchain storage, the widespread use of smart 

contracts for relationships simplification, anonymity and state-of-art encryption makes Sponsy 

an ideal platform that performs not only an infrastructure function, but also creates new 

opportunities for people around the world who wants to move closer world -class sponsorship 

deals. Thanks to Sponsyõs design that requires SPS owners to vote in order for key decisions to 

be made, we can proudly admit that our platform transfers power to people, not authorized 

organizations, consortiums and lobbied governments. 

 It is important to note that all the implemented and des cribed are just the beginning of a 

long way, the road for which will be paved with strategic decision made by our tokenholders. 

New software modules that will be developed in the future can also easily extend the technical 

architecture of Sponsy. 
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 Payments play an important role across Sponsy network. Sponsorship deals involve large 

financial flows that would inevitably suffer from wild fees levied by the todayõs banking system, 

if carried out through it. The use of SEPA will definitely prove to be beneficial, but SEPA is 

limited to a certain set of continental European countries. The situation will become even less 

promising, if we mention inexcusably long periods of time (up to 15 days) that can trivial 

financial transaction take. 

 We use blockchain for instant money transfers within our network. Now experts can get 

paid for work in a second, and the events will fully receive their sponsorship funding even before 

they realize how lucky they are. Importantly, a transaction fee (called a gas fee in the Ethereum 

network) is not charged  when transaction does not leave our network. 

 

 

5.10.2 Personal Data Security 

 

 Because of the fact that our business is directly connected with access and analysis of the 

vast amounts of personal information of Sponsy networkõs members, we are forced to store 

some data for extended periods of time. Personal information includes, but is not limited to 

customer names, addresses, mobile numbers, KYC data, financial statements, tax returns and 

forward-looking statements. For obvious reasons, we cannot place such data in a public 

blockchain in an open readable format. We, however, can apply thorough encryption and 

provide persons concerned with the private key. This may become necessary when disputes 

resolution requires access to additional information.  

 The information about the permissions of every member of our network stipulating his 

ability to access certain encrypted information will also be public. This will not allow attackers to 

gain access to private data. 

 We guarantee the use of the highest standards of security in the centralized storage of 

personal information, as well as the development of reliable and safe ways for people to access 

it. 

 

 

5.10.3 Sponsy SDK 

 Sponsy SDK is a set of programming libraries intended for various operating systems, 

which allows independent developers to devise their own software applications drawing on the 

core features of our kernel and consequently sell it on their own terms. 

 We have already developed a web interface enabling our clientsõ interactions with the 

network, as well as a mobile iOS application. We have plans to release native applications for all 

products for widely used OSs. 
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 In order to always be open to new ideas and ever convenient interfaces for clients' access 

to our network, we want to motivat e developers to build various browser extensions, 

applications and widgets that would make it easier for sponsors and events to interact with 

Sponsy network. We will not only not limit or charge some fees for traffic coming from third -

party applications, but will also share a certain fraction of our profits with developers. Exact fees 

to be announced later. 

 

 

 

5.11   Our products 

 As parts of our decentralized platform for sponsorship, we present three products, each 

of which is aimed at one of the key categories of users of our network: sponsors, events and 

experts. 

Our products:  

¶ Sponsy Sponsors Console.   

Designed for sponsors. Allows them to instantly see all the information associated with 

the sponsored event. Features access to the news feed, social feed, data received from 

Internet of Things devices installed on the eventõs site. The interface for expertsõ 

management is also available. 

¶ Sponsy Events Console. 

Designed for events. Allows events to communicate with sponsors, study financial flows, 

publish report s on the work done, coordinate with the sponsors further actions. Just like 

in the sponsors' console, there is an opportunity to place an order with some job to get 

done by Sponsyõs network of experts. 

¶ Sponsy Experts Console .  

Designed for experts. Provides all the necessary functionality for effective 

communication with the employers. Enables exchange of necessary information, files, 

communication through either chat or voice, making safe transactions and settling 

disputes. The consoleõs features are comparable with a freelance exchange.  

¶ Sponsy Browse Interface .  

Allows everybody to study the sponsors and events presented on the platform, contact 

them by sending requests and put the potential partnership on a decentralized vote. 

MVP product is available fo r testing at: https://sponsy.org/sponsy_login.html  

 

 In order to become more familiar with the basic features our platform provides, you can 

register with your email and password - this will not require additional steps to make and data 

to enter. 

https://sponsy.org/sponsy_login.html
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 You can also use demo credentials: 

 Login: demo@sponsy.org  

 Password: demodemo  

 

Important:  

MVP, presented at the address above, is not a real and final product. The launch of 

the final product is possible only after the deployment of the network of blockchain.  

Though consisting of multiple of real product features, this web app should only be perceived 

as a working proof-of-concept. 
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 The pictures above show a few of the main user interfaces of our platf orm. You can see 

both iOS app enabling you to find a partner on the go and a web interface as viewed from a 

laptop. Note please, that this is not a final version of the product, but only a demo version 

provided here with indicative purposes only. 

 We mainly described products featuring a visual user interface. A really serious activity 

happens on the backend. 
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6.  SPS Token Distribution and Supply 

Name: Sponsy Coin 

Ticker: SPS 

Total tokens for sale: 130.000.000 SPS 

Payment methods: BTC, ETH, LTC, DASH, USD (wire transfer) 

Soft cap : $8.500.000 

Hard cap: $29.000.000 

Min purchase: 400 SPS (pre-sale), 10 SPS (main sale) 

Token Sale Date: TO BE ANNOUNCED 

 

 

6.1 SPS price 

 

 Contribution amount  

 above $30.000  $3.000 - $30.000 below $3.000  

Pre-sale $0.8 $0.83 $0.85 

First 48 hours  $1 $1.03 $1.05 

3rd day ð 7 days $1.05 $1.06 $1.07 

7 days ð 21 days $1.10 $1.11 $1.12 

21 day ð 45 day $1.11 $1.14 $1.16 

 

Referrals bonus: 7% 

Official website: https://sponsy.org  

 

 

6.2 Sale Details 

¶ All unsold tokens from the Sale Fund will be burned after the SPS Token Distribution finishes 

¶ SPSs received by contributors will be transferrable 7 days after the end of the Distribution 

Period 

¶ The distribution of tokens is regulated by smart contracts based on Ethereum 

¶ The exact date and time of the beginning of the Token Distribution will be announced across 

our social media channels and on the official website no later than 20 days in advance 

https://sponsy.org/
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¶ Token Distribution period will run for 45 days or until the hard  cap is reached 

¶ Token Distribution is expected to be furious. We strongly recommend everyone to ensure 

participation by emailing us at reservation@sponsy.org with email subject of Reservation. 

¶ Additional generation of SPS tokens will not occur in the futur e. Thus, the deficit will grow 

every day. 

¶ Possessing a large number of SPS tokens gives the holder a proportionally large voting 

power 

¶ Details of the bounty campaign will be published in social media  

 

 

 

6.3 SPS allocation 

¶ 260,000,000 SPS will be created. This will be the first and last instance of generating 

SPS tokens 

 Of them: 

¶ 130,000,000 SPS go to Public Sale. 

¶ 130,000,000 SPS are not intended to be sold. They will be used to fulfill the funds 

essential for the stable operation of the Sponsy platform, as well as to motivate the 

members of our team. 

 Below is a schematic representation of the distribution of generated SPS tokens. 
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¶ Team - 15% 

Includes Sponsy founding team, advisors and social bounty campaign (1%). The funds 

intended for members of our team wil l be locked by a smart contract for 18 months, thus 

creating 1.5 year vesting with a 3-month cliff. Rewarding our team with tokens 

guarantees team membersõ high motivation. Restricting the ability of team members to 

immediately sell their SPS tokens as soon as the latter hits the exchange, helps to 

prevent the potential collapse of SPS market cap and excessive volatility.  

Advisors will receive no more than 5% of the generated SPS. The vesting and cliff rule 

does not apply to them.  

¶ Public Token Sale - 50% 

These tokens will be sold to the public during Token Distribution period, including pre -

distribution.  

¶ Sponsy Exchange Fund - 3% 

This fund is essential for instant conversion of fiat currencies such as USD and EUR into 

SPS. Some Sponsy clients may opt to instantly convert their fiat to SPS without bothering 

with exchanges but paying us additional fee. As soon as some Instant Exchange finishes, 

we will convert collected fiat on the public exchange according to SPS market price. Then 

we will replenish the fund with converted tokens and fix the profit.  

¶ Sponsy Disputes Fund - 7% 

This fund will be relied upon when there is a need to compensate the injured party that 

lost its money because of a fraudulent transaction made within our network. Such cases 

will be extremely rare. The fund will be replenished as soon as the required amount is 

recovered from the guilty party, which takes no more than 45 days after some 

compensation occurs. 

¶ Sponsy Compensations Fund - 20% 

The fund is used to provide our clients with totally  unprecedented discount of up to 25% 

on the services rendered by the experts within our system. The fund will be replenished 

with a share of net profit generated by Sponsy. 

¶ Sponsy Sustainability Fund - 5% 

The fund can only be used to solve company-related issues. Each funds withdrawal 

requires tokenholders approval. This fund is an airbag guaranteeing stable development 

of Sponsy. In particular, this fund will be used to support SPS market price during the so-

called pump & dump schemes, which many crypto currencies are subject to. Sponsy 

either can choose to sell SPS for a low price in case of rapid inflation of the SPS token, or, 

conversely, choose to buy some SPS from the market in case of its deflation. 
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 We ask all participants of our token sale to be extremely cautious and not be deceived 

by scammers. The only reliable source of sensitive information is our website listed above and at 

the bottom of each page of this document. In addition, we recommend participants not to wait 

too long to buy tokens as t hey are predicted to be sold quickly because of great interest of 

investors to our product, and because of special discounts provided for early-birds. We strongly 

encourage you to subscribe to our updates on the website. This way you will not miss important 

announcements and reminders. 

 Persons interested in purchasing SPS after the completion of crowdsale will be able to do 

this on certain public exchanges, which we will notify about later. 

 Feel free to contact us through sale@sponsy.org on questions related to buying tokens 

and any assistance or special conditions request.   

 

6.4 Sponsy VIP Membership Card 

 We issued a limited edition of 100 VIP cards with intention to empower cardsõ holders 

with additional capabilities.   Each Sponsy VIP Membership Card has a unique number containing 

12 digits. Owning a card gives the owners access to exclusive terms and offers within our 

network. We will organize special promotions aimed both at distributing our cards and at 

providing special opportunities to their owners.  

 One of the advantages of holding a card is a 30% discount on the purchase of SPS 

tokens throughout the Token Distribution Period!  The number of tokens that can be 

purchased in this way is unlimited. 

 Stay tuned, as we plan to release new details about additional benefits to card holders 

soon! Everybody will have a chance to own the VIP card. 

 

6.5 Sponsy Lottery 

 We plan to organize lotteries both among those who have already participated in the 

purchase of tokens, and among those who are only planning to become our tokenholders. 

Various valuable items might become the subject of the lottery. But, as a rule, lottery 

participants will almost always have a chance to win big bonus to buying tokens or just free 

tokens. 

 The lottery was drawn up with a view to adding an element of entertainment to the 

routine Token Distribution. It will be held only a few times and will not allow to dilute the shares 

of investors. 

 

mailto:sale@sponsy.org
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6.6 Use Of Proceeds 

 According to our business plan, we expect Sponsyõs expenses to be at least $29M during 

the next 4 years. The table below elaborates on each expense channel. 

 

Annual expenses in USD k  2018 2019 2020 2021 TOTAL 

Team     
 

IT employees 571 737 1,420 1705 4,433 

Financial employees 240 373 588 667 1,868 

Marketing employees 1,244 1,002 811 795 3,852 

Legal employees 811 1,225 1,399 969 4,404 

Sponsy specific operational costs 
     

Experts Involvement 164 235 295 397 1,091 

Discount Provision 1,275 1,002 46 0 2,323 

Tutoring Services 40 46 49 39 174 

General Business Costs 
     

HR expenses 54 70 79 80 283 

Accounting 21 22 21 21 85 

Banking 7 7 7 8 29 

Events attendance 323 227 223 232 1,005 

Office Space Lease 1,150 amortized 1,150 

Equipment 248 236 232 128 844 

Marketing activity  737 844 770 742 3,093 

Lobbying 74 73 79 73 299 

Licenses, Taxes and Regulatory Compliance 538 740 838 1,002 3,118 

Other expenses 162 215 301 149 827 

TOTAL 6,796 7,341 7,445 7,294 28,877 
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 Below is the visualization of collected funds distribution.  

 

 

 

 The table below shows our plans on attraction of new experts and expectations about 

total number of clients served by the ends of the following 3 years.  

 

 

 Experts Drawn  Target Markets  
Anticipated Number 

Of Clients  

2018 > 320 US, UK, EU states > 500 

2019 > 910 US, UK, EU states, Australia, 

Canada 
> 1110 

2020 > 1400 
US, UK, EU states, Australia, 

Canada, AsiaςPacific region 
> 1500 
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7.  Our business 

 Traditional sponsorship brokers charge their customers both a fixed commission from a 

sponsored sum of money and some upfront fee. 

  

¶ An upfront fee is charged because there is a lack of balance between sponsors and 

organizations striving to get some money. This means the agency is unable to guarantee 

finding a sponsor for every considered organization. Nevertheless, the employees 

performing manual work to find a sponsor must be paid anyway. This is why every 

agency charges an upfront  fee. 

¶ Commission from the sponsored sum varies and usually constitutes a fraction of 20% 

to 35%. 

 

 The commission from the sum sponsored that is charged by agencies is quite acceptable 

for large brands, whose everyday operations are streamlined. Unfortunately, small and mid-

sized businesses can not afford such giant commissions. The money paid to greedy agencies 

could be used to make their event even better. 

 Happily, Sponsy makes use of less demanding terms. We do not charge upfront fee, and 

the commissions from sponsored sum is no more than 15%, of which 75% is used to pay our 

experts compensations. The commission is not charged twice (i.e. from both sponsor and 

sponsee), but only once. Sponsor and sponsee can choose to split the commission between 

them on their own terms.  Only 25% of fees charged remains as our net profit.  

 Below you can see a table of commissions charged from a sponsored sum of money, 

depending on the type of event : 

Event type  Commission  

Arts and Science 9% 

Sports 15% 

Musical festival / fair 13% 

Non-for-profit event ( 501 (c) (3) companies only) * 5% 

Non-for-profit event (other charitable endeavors) 9% 

Governmental affairs 12% 

Seminars & Conferences 12% 

Trade Shows 15% 
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(*) As you can see from table above, we provide non-profit organizations with especially 

favorable conditions. Such conditions, though, apply only to corporations registered under 501 

(c) (3). Consult your lawyer and us on whether your event is eligible for lowered commission.  

Another source of profit for us is providing our clients and experts  with an opportunity of 

instant conversion of fiat currencies into our SPS tokens. The exchange rate, however, will differ 

from the current market rate by 3% in our favor. Itõs co-called speed fee. 

For instance, let expert A to desire to exchange his 1500 SPS, received by him as a compensation 

for rendered services within our platform, to US dollars. Let the market exchange rate be 1 SPS = 

4.64 USD. Then, if expert A asks us to provide him with an instant exchange service, we will 

employ the exchange rate of 1 SPS = 4.5008 USD for calculations. As a result of the conversion, 

expert A receives 6751.2 USD.  

Table below demonstrates some key fees that Sponsy network charges its clients. 

 

 

 

7.1 Key factors affecting appreciation or depreciation of the 

SPS token 

As the SPS token comes from a limited source, and number of target clients we can and 

able to serve is predicted to grow quickly, we expect the price of SPS token against fiat 

currencies to rise significantly because of a clear deficiency. This certainly presents a great 

opportunity for existing and would -be token holders. 

Major driving forces for the price of SPS token are listed below: 

¶ Clients of tradi tional sponsorship agencies are getting terribly dissatisfied 

with high fees charged.  As soon as we deliver our product to the market, carry out a 

PR campaign and manage first happy customers, we expect a rapidly growing demand 

for our services. Our clients, being motivated to disseminate information about us with 

Fee description  Fee size 

Instant Conversion Surcharge (see above) 3% 

Token Lending Fee (see Section 5.3.) 15% 

Expertsõ services compensation (see Appendix A) 9-25% 

Share of partnership deal commission that goes to 

experts 
75% 



60 
 

 

the expected referral income for every new client, will help us to increase the client base 

even faster. 

¶ Attraction of small and mid -sized business. Prospects for concluding a 

sponsorship contract seem equally appealing to both large corporations and small 

businesses. The problem, however, is that todayõs sponsorship brokers do not deem 

small businesses real clients because of inability of them to bring desired profits.  

We at Sponsy are equally ready to accept both small and large business clients. Given 

that small business is a main constituent of every developed countryõs economy and also 

the fact that more than 500.000 new companies are established each month in the US 

alone, we definitely will not be deprived of clients. Moreover, we will grab an impressive 

chunk of the market. 

¶ Increased marketing costs . Marketing expenses are growing 4-5% annually. 

Sponsorships marketing is considered the fastest growing marketing channel. 

¶ Carrying payments out  exclusively through SPS . This provides liquidity to SPS 

tokens. 

¶ Sponsorships market size is growing; SPS will follow  

Since sponsorships market size is expected to exceed $90Bn and total market cap of 

Sponsy cryptocurrency will be about $60M by the end of token sale, SPS token price will 

rise significantly with time. 

¶ Providing unprecedented discount on expertsõ services. Since SPS token has a 

discount capability, it will be duly appreciated by a variety of companies requiring a lot 

of labor force, as it allows to achieve a significant economy of resources. Sponsy Token 

Lending and Sponsy Experts API mechanisms would enhance this effect.  

 Due to our business model being based on primarily sponsorships industry, the value of 

SPS token is likely to react to the market news about this industry. 

 Investors must be aware of generally unknown regulatory stance on crypto 

industry. Because of uncertainties regarding potential cryptocurrencies regulations 

in the future,  we would like to caution investors about possibl e SPS tokenõs value 

depreciation in case of some new laws enacted.  

 

7.2 Roadmap 

 The long-term vision of Sponsyõs team is to grow our project to a state when it would 

become a completely obvious place for any company, willing to get sponsored or sponsor, 

to seek partners ð be it a huge brand or a small family business. Thanks to evidently 

advantageous terms and solutions that  we provide our clients with, Sponsy is on the verge 

of growing with pace that is noticeably ahead of market average.  
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We are ready to fight with traditional sponsorship brokers who managed to grab a 

significant market share and forgot what does perfect competition mean.  

October 

2016 

The Idea 

The idea of a decentralized sponsorship platform was conceived after a 

conversation with an industry expert 

April 2017 The Very Beginning  

Development commenced. The concept was created. Key components of the 

platform were outlined. The team was assembled. We are self-funded. 

August 

2017 

UI/UX  

User interface was designed. Mockup version of iOS mobile application was built. 

The projectõs team chooses to hold a Token Sale in order to speed up 

development. 

September 

2017 

MVP is Built  

Minimum Viable Product, which consists of a Web App and an iOS Mobile App, 

is ready. Everybody can take a look at it. 

January 

2018 

Token sale 

February 

2018 

PR Campaign 

Active PR campaign starts as soon as we finish fundraising. 

February 

2018 

Backend is Almost Ready  

The development of the backend component of our system is almost completed. 

We are building experts' integrations. This would allow lawyers and designers to 

collaborate seamlessly with Sponsy clients. 

March 

2018 

Platform is Ready  

Platform is fully developed. Sponsy is starting a security audit and beta testing. 

June 2018 The Launch 

The errors that were detected during beta testing are fixed. The Sponsy platform 

is fully developed. Sponsy platform launches. Sponsors and events that are 
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willing to get sponsored can now use Sponsy to discover each other and 

negotiate contracts. 

June 2018 The First Client  

The first ever real crypto-based sponsorship is conducted through Sponsy. 

September 

2018 

A Long Way  

Approximately 300 experts will have joined our platform by the end of 2018. We 

expect around 1500 clients to be serviced by this time. Sponsy continues to grow 

and gain bigger market share. 

October 

2018 

Big Boss 

The first client from Fortune 100 list joins our platform.  

November 

2018 

Expansion 

The start of the Asia-Pacific expansion. 



63 
 

 

8. Team 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Bob Cowe 

Head of Mobile  

Bob is the technical driving force 

behind the team. With 40+ years 

in software development, he is an 

engineer with 35 years of 

experience across various 

industries, and CTO/Owner of a 

software engineering company in 

Europe, and a Mobile Apps 

development company in the US. 

 

Richard Rosent hal 

Sr. Frontend Developer 

Richardõs focus is on the 

experiential and practical 

applications of technology. He 

brings a strong understanding of 

psychology and human 

perception to his projects, 

backed by over a decade of 

experience developing in over a 

dozen languages across every 

discipline from websites to 

videogames and computer vision.   

Chris Bouchard  

Chief Strategy Officer 

Chris Bouchard is a creative 

coach and consultant who helps 

artists and non-profits position 

themselves for success and 

realize their full potential. Chris is 

responsible for organizing 

Sponsyõs operational activity and 

long-term plans. 

Visit www.cbouchard.com to get 

access to his coaching programs.  

 

Ivan Komar  

EMEA operations 

Ivan Komar is a successful 

entrepreneur with a passion for 

technology. Ivan has experience 

with developing and selling 

multiple mobile applications, 

including casual game and 

anonymous social network 

Amody.  

Ivan is responsible for Investor 

Relationships and Europe 

Expansion at Sponsy.  

 

Dan Vail  

Chief Technology Officer 

Dan Vail is a highly experienced 

software expert, who have 

occupied leading positions in big 

corporati ons like Experian, Credit 

Suisse Bank, Acxiom and others. 

He has an ability to optimize 

every aspect of database 

performance, including hardware 

implementation, schema design, 

index optimization, hardware 

placement of SQL objects. 

Tarek Elhage 

Chief Financial Officer 

Tarek is a financial expert with 

experience working at J.P. 

Morgan. While working there , 

Tarek was responsible for 

delivering creative financial 

solutions to clients. 

Tarek founded musical social 

network, which sorts and 

aggregates music within a user's 

network based off originality of 

songs and user preferences. 

http://www.cbouchard.com/
https://www.linkedin.com/in/dan-vail-71113210
https://www.linkedin.com/in/tarek-elhage-b41a7a2b/
https://www.linkedin.com/in/bob-cowe-9363aa13/
https://www.linkedin.com/in/richardarosenthal/
https://www.linkedin.com/in/cbouchardwrite
https://www.linkedin.com/in/ivan-komar-b7a05210b/











