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Our micro-journeyon
“Return on Expectation”
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on qu ntified customer value vs. discounting early-birds
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TOOLS/TECH PROCESS

OF OUR VBS JOURNEY
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Di ital Incentives
Lead Generation

Mercury
Registration

Emperia
L ead Retrieval

( POWERED BY RX DATA LAKE )
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PROCESS:
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6. Training: Role playing culture

~ 7. Consultative rebooking conversation




TALENT:
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— Group decision

* Opinions — Facts

,1~ 137;S & t«rammg —_— Team ROle p|8ymg

~ » Lack of clarity over career — Feedback => Create own opportunity

* Rewarding target — Rewarding over achievement

* Transactional sales —— Customer needs




AS MUCH AS OUTCOMES
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Uncapping commissions

NEW SCHEME
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Value based sellmg KPIs
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35K

26K

*not representative of the RX business. For illustration purposes only
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EXHIBITOR

OBJECTIVE “ .- EXPECTATION

25| Networking

Strengthen relationships
with existing clients and
community

% | Brand Awareness

& | Lead Generation

Connecting buyers,
sellers, influencers

Expand brand recognition
to the community

6| Thought Leadership

¥ | Product Launch

New products or Brand as a voice in the

services to the industry industry for key and
emerging trends
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DASHBOARD

Summary

Objectives Timeline

Lead gonoration

ration 60 % You generated 675 wacds

Brand Awaroness

Event Performance
Product Launch

View Portormance of o objectives = m

Recommeoendod tasks

Loads distribulion acrosas your groduct categoros
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DASHBOARD
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in-cosmetics | Exhibitor Home Q oo

Digital engagement

Q Lead Generation
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1197 323 347

> - 114 65 73

78 04 : 10 132

Impressions Sponsored content

Lead Generation
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Needs assessment Ul
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Automated value
recommendations
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Total: $0.00
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McCale ‘ 2. Needs identified

Recommendation 3. Needs quantified

I :::f«:."' 4, Solution package
e | 5 Value pricing




WORKING?

Products sold per customer) 5%

- —— -’" - ------u-----n- ------------------------------------------

D "”lfal sales »10%

0 u t CO_m T Average S per customer) 30%

v Margm per customer) 50%

O ————————————————————

v NPS ) 20 points
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.WEST ISC West 2022

Exhibitor and Visitor Connections

Filter by event
(JISC West

>




THANK YOU
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