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Attendee Perspective
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2018 Attendee
ROI Playbook

VALUE RANKING OF PRIMARY INFORMATION SOURCES IN MEETING QUEE G v
ATTENDEE BUSINESS INFORMATION AND PURCHASING DECISION NEEDS

M ist M 2nd

B2B exhibitions  Communications with  Communications with Online, Internet Conferences, in-person  Trade publications

vendors, suppliers peer network searches, emedia, event without — print
social media, etc. trade show floor
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2018 Attendee

Align with Attendee Wants
—EEEE

* See New Technology, 84%

¢ New Product Introductions, 82%

¢ See, Touch, Interact with New Products, 81%

¢ Ability to Talk to Experts, 79%

* |dea Generation/Planning, 75%

¢ Build/Maintain Relationships with Suppliers, 71%
¢ Brand Comparisons, 66%

¢ Gather information for Upcoming Purchase, 65%
* Prospecting for Suppliers, 61%

¢ Find a Solution for an Existing Problem, 60%

* Keep up-to-date with Industry/Trends, 87%
* Professional Networking, 76%

* Personal Development, 75%

¢ Better Job Performance, 68%

* Seminars, Speakers, 60%

* To Get Inspiration/Motivation 66%
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Areas of Strength and Weakness of B2B Channel

Strengths Weaknesses

* Ability fo complete mulliple * Expense to OverallValue

STI’GHQ goals * Ability to Engage in Interactive
Net Promoter * Serendipity - Unexpected, Education Sessions

Score (N P S) Valuable Discoveries

* |nspiration/Motivation
Experienced

50% = New Products/Tech ldentified

= New ldeas to address cumrent
business Ghﬂ“EhQES

* |dentifying New Suppliers
* Meefings with Suppliers
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Paul 0s Story

Paul Kirchmann

Chief of Security

Defense Media Activity Riverside




Armed Forces Communications & Electronics Association
(AFCEA)

ASIS International
Consumer Electronics Show (CES)

International Security Conference & Exposition (ISC West)
Southern California Facilities Expo

National Association of Broadcasters (NAB)




Market research for possible future purchases
Product demonstration

Future of current products

New technologies

Face-to-face communications about products
Networking



