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1. Do not rush to close deals (rebooking on site) = Get the next meeting to deepen 

insights

2. From single points of contact to multi-threaded decision makers and influencers 

3. From PUSH product features to PULL customer’s needs

• Play back to customer what you have understood (expectation)

• Quantify customer value:  Objective & Subjective

4. Set prices based on quantified customer value vs. discounting early-birds

• Recommend solutions: Location (TIMING) + Needs (VALUE)

V B S ?



OF  OUR  VBS  JOURNEY

TOOLS/TECH

Why control?

PROCESS

Sales 
Readiness & 

Reward

TALENT

Behavior
s

3  P I L L A R S  



P O W E R E D   B Y   R X   D A T A   
L A K E

T E C H :  O W N I N G  T H E  D A T A  

J O U N E Y

Atlas
Exhibitor Directory 

Emperia
Lead Retrieval

Mercury
Registration

Digital Incentives
Lead Generation



1. Event value proposition: Attendees/Exhibitors/Segments (sales can sell)

2. High value limited inventory products targeted towards high potential customers 

(Q?)

3. Needs-based packages supported by marketing content focused on customer needs

4. Define client's allocation by sales representative’s skillset potential

5. Measuring effort 

6. Training: Role playing culture

7. Onsite sales: Consultative rebooking conversation

P R O C E S S :  7  S T E P S  T O  S A L E S  

R E A D I N E S S



T A L E N T :  B E H A V I O R T R A N S F O R M A T I O N

Hiring

• From the event industry

• Internal referral + postings 

• 1:1 interviews + onboarding 

Behavior

• Opinions

• Product training

• Lack of clarity over career

• Rewarding target

• Transactional sales

Facts and evidence

Team Role playing

Feedback => Create own opportunity mentality

Significantly rewarding over achievement

Customer needs

Ability & talent (no degree)

Outsourced talent attraction + Intern programs 

(2x y)

Group decision + Inter-Department onboarding



R E W A R D I N G  E F F O R T  A S  M U C H  A S  
O U T C O M E S

Uncapping commissions% of commission to drive 
Value



MEASURING EFFORT

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



Connecting 
buyers, sellers, 

influencers

Lead 
Generation

New products or 
services to the 

industry

Product 
Launch

Expand brand 
recognition to the 

community

Brand 
Awareness

Brand as a voice in 
the industry for key 

and emerging trends

Thought
Leadership

OBJECTIVE EXPECTATION

Strengthen 
relationships with 
existing clients and 

community

Networking

E X H I B I T O R  N E E D S

SUBJECTIVE EXPECTATION



Lead 
Generation

Product
Launch

Brand 
Awareness

EXHIBITOR DASHBOARD



Lead 
Generation

Brand 
Awareness

Thought
Leadership

EXHIBITOR DASHBOARD



N e e d s  a s s e s s m e n t  U I  

( * )

1. Top 20 ? clients pre-

approved

2. Needs identified

3. Needs quantified

4. Solution package

5. Value pricing

N E X T:  V B S  p o r t a l  

1 . N e e d s  a s s e s s m e n t  U I  
( * )

2 . A u t o m a t e d  v a l u e  
r e c o m m e n d a t i o n s

3 . C o n n e c t  E x h .  
D a s h b o a r d

© 2023 McDonald’s

Generative AI



W O R K I N G ?

✓ Contact customer more often

✓ Number of customers contacts

✓ Products sold per customer

✓ Digital sales

✓ Average $ per customer 

✓ Margin per customer

✓ NPS 

40%

15%

5%

10%

30%

20 points

50%

E f f o r t …

O u t c o m e .
. .

F u t u r e …







THANK YOU
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