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·The College Sport Research Institute mission and 
history

·Product Knowledge
·CSRI

·Scholarly Conference on College Sport

·Journal of Issues in Intercollegiate Athletics

·Tee Off for Tar Heels Golf Tournament



Pentagon of CSRI 
Membership 
Drive 2010

Irwin, Southall, & 
Sutton, 2006



·6 Rules of Influence:
·Reciprocation

·Commitment and Consistency

·Social Proofing

·Liking

·Authority

·Scarcity

·Sales script writing

·Sales mock calls and feedback

Intern, Pierce Sandwith



·Contacted and built relationships with:
·Previous conference attendees

·Individuals who expressed interest in CSRI

·NCAA Scholarly Colloquium attendees and presenters

·Members of The Drake Group

·2010 Conference abstract submitters

·Sport management faculty from across the country

·Maintained relationships, tracked conference 
registration and memberships



·Reached out to over 1200 potential members and 
conference attendees

·2009: ~175 Conference Attendees

·2010: ~275 Conference Attendees

·114 Members

·Total Funds Raised: $38,405
·Membership donations: $12,045

·Increased CSRI brand recognition across the nation
·Every contact left with positive image of CSRI



·Contacted 200+ businesses to request sponsorship for
·Scholarly Conference on College Sport

·Tee Off for Tar Heels Golf Tournament

·Developed sponsorship agreements with:


