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The Webinar Will Begin Shortly.

You can listen to this webinar via streaming audio
(computer speakers) or by dialing in toll-free to
1-800-309-1301 and
referencing passcode 7140591.

If you need technical support, send an e-mail to
laee@commpartners.com
or press *0 your touch-tone phone to
speak directly with an operator.
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Audience Poll

How many people are participating In
this Webinar at your location today?

One Five

Two SIX

Three Seven

Four Eight or more
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Audience Poll

Please select the answer that best fits
how your organization Is structured?

Independent Show Organizer
Not-for-Profit
Multi-Management

Corporate

- Other
The Conter



Audience Poll

In your organization, what types of events

are organized?
(Please check all that apply)

Trade Show (Business-to-Business)
Public Show (Business-to-Consumer)

Hybrid (Trade Shows and Public
Events)

Proprietary Events (Corporate)
Fair Management

International Other
The Center
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To ask a live guestion, type your
guestion into the chat box on
the lower left-side of your
_ screen.
The Center

Made Possible by ."'g
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Chris Huseman is a Professional Certified
Marketer and a Certified Financial Marketing
Professional (CFMP).

Mr. Huseman's marketing career includes
working with the St. Louis Blues Hockey
Club, the St. Louis Science Center, Olin
Corporation-Winchester Ammunition and
Gardner Denver, Inc.

Mr. Huseman served as Assistant Professor
of Business and continues to teach several
courses to include Marketing, Advertising,
Consumer Behavior, Promotions
Management, Sports Marketing, Business
Law and Introduction to Business.



Presented by:

Matt Croson

VP, Member Services and
Communications

PMMI

Matt Croson oversees membership,
meetings, communications and IT as a
member of the executive team at PMMI.

Since he joined PMMI in 1998, the
organization has grown its membership by
30%, added two new membership classes and
enjoyed a 98% retention rate. PMMI is known
worldwide for its PACK EXPO tradeshows,
Packexpo.com website and PMT magazine.

Prior to joining PMMI, Croson worked in a
variety of communications and investor
relations positions for Burson-Marsteller and
InteliData Technologies Corporation.
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Why care about YP’s

—Small Segment of Market Today, but not
tomorrow

—Future of the Exhibition’s Success
 May not be buyers; but are influencers

 Will make decisions now about needs coming in the
future

* Today’s non decision maker will be tomorrow’s

* Less costly to get them to come now and keep them
coming




What Lusage Marketing did -
Qualitative Research Conducted

—One-on-one Interviews

—Informal questioning of exhibiting staff

—Review and analysis of various components of
the show




What do YP’s
want in today’s shows?

—They don’t really know. Most are told they
NEED to be there by the boss, not necessarily
WANT to be there

—Help them define value while at your show

—Every show has to be different and unique




What does an Exhibition Manager
need to attract YP’s

— Know the YP Basics
Know that 50% of YPs also attend OTHER shows

Focus on non-tradeshow portions

Let them know what’s going on — via First Timers
Orientation

Measure your YP presence.

Ensure your Web Site is up-to-par




What does an Exhibition Manager
need to attract YP’s

—Education
» 38% said Education was most critical

* Only 54% of YP’s educational expectations were
met!

« Offer more “beginner” focused sessions
e Education on their role in the industry

e Ensure education is interactive




What does an Exhibition Manager
need to attract YP’s

—Entertainment / Networking
» 45% said networking was most critical!

e Only 50% of YPs were able to attend social
functions at their tradeshows

e Help them network
o Offer them social functions to choose from

* Incorporate Mentor Program




What does an Exhibition Manager
need to attract YP’s

—EXpo
e Add programming, food (healthy food) and
cocktail hours to the tradeshow floor

* YPs enjoy a “carnival” environment

* Give space to sit & check emails

« Add booth numbers to aisle carpet '
9




What does an Exhibition Manager
need to attract YP’s

—Act Like Real People

e Don’t fake it — Tell them how it is.

* Use the Vertical Show model (Produce’s State of
the Industry) vs. Horizontal Show Model
(everyone’s from different industry, so they’re on
their own)




What do exhibitor’s need to do to
embrace YP’s

—Give them a welcoming smile.

—Don’t sell... just talk!

—Eliminate burnt-out exhibitors

—Know they are turned-off by rude behaving
exhibit staff (eating, cell phone, etc.)

* “| would have stood up for you if you were from
Kraft.” ~Bill, Boomer, Exhibitor

» “| avoided one entire section of the floor b/c
everyone was on a cell phone” ~Aston, 21




What do exhibitor’s need to do to
embrace YP’s

—Know that 10x10’ exhibits are often
poorly perceived

—Take the initiative, approach them, and
engage them

—Trust they will come
e 73% create Must-See exhibitor lists




What do exhibitor’s need to do to
embrace YP’s

—Don’t discount their value

—Many participants often recall episodes of exhibitor-
based age discrimination

« “| waited for 10 minutes to talk to a Canon rep while other reps
stood around and talked to themselves. | felt like an outcast.”
~Jeff, 24, Print Shop Owner (17 employees)

“My fellow exhibitors typically snub young attendees b/c they’re
perceived to have little/no buying authority. We’'re used to the
young people invading our booths, stealing our mints and
posters, and disregarding any professional communication. It's
not right, but that’'s what happens”

~ Rick, 54, Exhibitor ‘.\




The future of the
Exhibition Industry

IS up to youl.




Welcome....

Matt Croson

VP, Member Services and
Communications

PMMI






PMMI Background

550+ members

Processing and Packaging Supply
Chain Trade Association

Deliver the full range of programs

Primarily known for PACK EXPO



PACK EXPO Background

vV v vV
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54 year old show
76,000 total attendance
Four day show

Largest event serving Western
Hemisphere

Leading CPGs looking for
processing and packaging solutions



PACK EXPO Background

Customer Dynamics

vV v v v V
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Engineering oriented

Buying team approach

2.8 day average stay

Education programming offered

Limited post-event parties,
ceremonies

Very business oriented



CEIR Methodology

Approached us about the study

Toured the event; interviewed 30-
somethings and younger

Aggregated the interviews and
submitted to PMMI post show



Primary CEIR Takeaways

Group felt that no one talked with them
when they approached booths because of
age

Group seemed unsure how to “work” a
show as an attendee

Group felt that they needed to connect
with others like them, and felt there were
no opportunities to do so



Quotes from study

When | walk around, | see all older people. It's difficult for
younger people to have the experience necessary in the
packaging industry. | think this is a closed industry —
typically they send older, more experienced people to this
show. — Rodrigo, 30

Interaction is big. Sometimes it's hard to talk to people
because I'm seen as young ... they won’'t come up and talk
to me. | have to ask technical questions to get appropriate
responses. It affects my business and attitudes towards
those companies. I'm the youngest person in my
department by 20 years. | was chosen because | make
good contacts and am able to communicate. — Jason, 24



What we did with it...

»  Shared with Board of Directors
»  Shared with Show Committee

»  Shared with Senior Staff



At the same time ...

PMMI realized its leadership is “aging”

vV v v ¥V

Average age seemed to be 55+
More grey hairs than not
Next five years assumed retirement

Programming skewed towards CEO or VP
level or above



PMMI Response

Recognized a few things quickly:

P Future buyers not fully aware of
tradeshow benefits

P Future buyers left out, unconnected

» Future leadership of PMMI, PACK
EXPQO, not in place or active in
organization

PMMI developed plans to address both
future buyer issues, and future leadership
ISsues.



Young Executives Network

P  Self identified/selection
P Informal group that meets/networks

» Engaged primarily via online media and
two face-to-face events per year

» 45+ participants in first year



Facebook. Twitter. LinkedIn.

P 0 to 1,400 connections in eight months
» NOT A PROMOTION VEHICLE

» Credibility and Honest Broker concept is
critical

» Opportunity to connect others, facilitate
discussion or information sharing, and
transaction (primarily registration)



Facebook

Changed from group to fan page (these numbers represent 1 week growth)
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Twitter

Growth of @PMMlorg
http:/ /twitter.com/PMMlorg
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10-Aug 10-5ep 10-Oct 10-Nov  10-Dec 10-Jan

> Mentions and clickthroughs provide
valuable data on usage, interaction



LinkedIn

< Multiple channels for multiple audiences

»  Young Executive Network subgroup



Social Media Specialist

vV v v V¥V

Realized quickly the need for FOCUS
Developed networks via Twitter
Engaged active users

More than monitoring ... becoming an
Important overall marketing tactic
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First Timers’ Event

Hosted by Young Executives Network
Invites only via social media

250 RSVP’s.....but beware meeting
planners!

Will continue in 2010 with more budget,
some traditional marketing to increase
response rates



Future programs

PACK EXPO 101 for attendees
Mentoring program

Education Programming for Exhibitors

vV v v V¥V

Generational Speakers at PMMI meetings

Applaud IAEE’s Promotion Efforts
supporting value and cost effectiveness of
tradeshows ... it continues to be a
communications message to our audience



Thank You!
If you wish to send questions or comments
after the Webinar, you are invited to
email today’s presenter at:

Chris Huseman, Lusage Marketing
chris@lusagemarketing.com

Matt Croson, PMMI

MCroson@pmmi.org



Thank you for your
participation!

Please take a moment to fill out
the Program Evaluation

located in the links box on the
left side of your screen.



