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Your swim club is a valuable part of your local 
community. You involve young athletes in a worthwhile activity and 
as such partnerships with your club can be valuable for both your organi-
zation as well as potential partners.

WHY PARTNERSHIPS?
Partnerships can be a great way to a way to help you attract new members to your club. Collabora-
tion with another organization can result in a direct pipeline of new members (learn to swim & sum-
mer swim teams) as well give you access to a potential market of people that want to join or support 
your club.

HOW TO APPROACH IT?
A partnership only works if both sides draw benefit from the collaboration, so before you begin a 
conversation with a potential partner, know what you want to get out of it as well as thinking about 
what you can offer a potential partner.  If both partners can provide something valuable for the other, 
than formalizing the relationship is a no brainer.  A potential partnership can be destroyed, however, 
if you are only asking for things and not willing to give.

IDEAS FOR PARTNERSHIPS
Below are some of the most common groups in your community that you can look to partner within 
your area.

LEARN TO SWIM
Swim lesson programs are a great potential source of new athletes for your club. Ideally, you 
would have your own lesson program, but if you don’t, make sure you know all of the lesson 
programs in your area. Obviously, what you want is for the lesson program to advertise your 
team to the participants and graduates its lessons.  You can do the same thing for their pro-
gram, advertising their lessons to your membership for younger siblings or giving them an ad 
or a banner at your facility or swim meet.  One other idea might be to work cooperatively on a 
bridge program to help swimmers transition from lessons to swim team. 

SUMMER SWIM TEAMS
Like lessons, summer league teams can be a great source of athletes.  You know the athletes 
enjoy swimming and being part of a team; maybe they want to extend their involvement to the 
winter months.  In this situation, you are more than likely looking to promote your club to the 
summer league membership and make people aware of your club.  

One of the great things your club can offer a summer swim team is expertise. Your coaching 
staff could run a pre-season training for their staff in exchange for putting up a team banner 
at their meets. You likely have people on your club that know how to run a swim meet and that 
could be something valuable to the summer program as well.  

LOCAL BUSINESSES
With local businesses, oftentimes the partnership that is formed is a sponsorship where the 
local business pays money to advertise in your heat sheet or have a banner at a meet you host.  
What if instead of asking for money in return for the advertising space, you asked for the op-
portunity to put a flyer in their business during the summer or fall, whenever you are running 
your recruiting campaign. Also, your members are potential customers for any local business; or-
ganize a team night at a local restaurant to bring in some business and find out if there is some 
way they can help you promote you team to their regular customers.
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HEATLH CLUBS/YMCA’S/RECREATION CENTERS/PARK DISTRICTS
Even, if your club does not have a direct affiliation with one of these entities they can still be 
a great partner as you both care about fitness and getting youth active.  Anytime you share a 
mission, there is usually a great opportunity for a partnership. Many of the partnership ideas 
that exist with lesson programs and local businesses will apply with this group as well.  One ad-
ditional thing to think about is working on cooperative programming with these groups; can you 
offer an aquatic fitness or activity that they do not have in their member program offerings?  If 
you can enhance what they can offer their members, they might let you market to them.

BOYS AND GIRLS CLUBS
Clubs such as these and other youth serving organizations in your community can be a great 
source of potential swimmers.  Why not start by forming a partnership with a local Boys and 
Girls Club and a swim lesson provider under the banner of USA Swimming’s Make A Splash 
Initiative. To kick-off this partnership consider doing a combined event during the April Pools 
Day Initiative.

LOCAL MEDIA
Getting to know your local media can go a long way to creating some free publicity for your club.  
Get to know your local sports reporter for the community newspaper.  Send them story ideas 
and even draft a couple of stories that they can run in the sports section or community section.  
This is a great way to get the word out about your club and what you do for the community.

THE BOTTOM LINE
Remember that a partnership only works if all sides benefit. Know how you can help a potential 
partner and what they might want from you before entering into any partnership.  Always consider 
first what benefits you can trade before you think about exchanging dollars. And finally, remember 
like any other relationship, a partnership must constantly be nurtured; take care of your partners and 
they will take care of you.
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