
STRATEGIC SALES AND MARKETING 
PLANNING  

Successful event planning 
begins with a comprehensive 
understanding of the market 
and a robust strategy. Our 
process begins with a detailed 
analysis of the current event 
landscape, including 
competing events and market 
conditions. 

Delve into detailed market research to 
understand and identify trends, weaknesses, 
and opportunities in the industry. This 
foundational step ensures our strategies are 
data-driven and aligned with market needs. 

Conduct Comprehensive 
Market Analysis 
 

Define the Sales Cycle 
 Develop a go to market timeline that 
maximizes the selling cycle. 

Spotlight on Industry Trends 
 Stay ahead by identifying and integrating the 
latest trends in the industry. This knowledge 
enables us to keep our offerings fresh and 
relevant. 

Develop Growth Initiatives 
 Craft targeted initiatives to expand the show 
and enhance its overall appeal and 
effectiveness. These initiatives will focus on 
both scale and quality improvements. 

Explore Non-traditional 
Exhibitor Opportunities 
Reach beyond the traditional exhibitor base 
and identify emerging sectors and non-
conventional industries. This strategy aims to 
diversify the exhibitor base and inject new 
vitality into the show. 

Cultivate Customer Loyalty 
Implement and maintain loyalty programs that 
reward repeat exhibitors. These programs are 
designed to foster long-term relationships and 
enhance exhibitor retention. 
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