Webinar Tips & Takeaways for 03.27.24 IAEE Webinar

Breaking Boundaries: B2B Strategies Inspired by B2C
Innovation for Show Growth and Expansion

Presented by the IAEE Consumer Events Council

The IAEE Consumer Events Council serves as an advocate for producers and vendors
for consumer/live events through awareness, engagement, education and recognition.

This year one of their initiatives will be providing various types of education to show the
value proposition of how using B2C strategies in B2B events can enhance one’s event
as well as to drive consumer event’s organizers to IAEE’s membership.

KEY TIPS AND TAKEAWAYS

Breaking boundaries and implementing B2C-inspired strategies in B2B contexts can be
highly effective for driving show growth and expansion. In our world, all attendees are
consumers and drivers for events. They just do it through different channels.

B2B can learn from B2C events and don't often realize it. It is important to recognize
the value that B2C events can bring to your B2B because B2C events are consumer-
centric, and they serve as incubators for what will happen in B2B.

B2C delivers business, plus fun and entertainment, all in one. They appeal to younger
generations, which is a constant goal many organizers strive to attain. Many show
organizers and associations have consumer events as part of their portfolio and market
strategy, however, they may not have the resources available to manage nuances of
B2C versus B2B. More and more B2B organizers are drawing inspiration from B2C
events as they look to embrace new audiences in their shows.

It comes to quantity vs quality and it's key to Surprise and Delight! It's about doing
something unique and different and providing a variety of options to your stakeholders
and harnessing the power of your community.
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Key Factors That Make B2C Events Stand Out:

1.

Target Audience: B2C events are designed to attract and engage individual
consumers or end-users directly. This means the event must appeal to a broad
audience with diverse interests, preferences, and needs.

Mass Appeal: B2C events often have a broader appeal and are open to the
general public or a specific consumer segment. They focus on creating
experiences that resonate with a large number of people rather than a niche
audience.

Product or Service Showcase: These events are an excellent platform for
businesses to showcase their products or services directly to consumers. They
can demonstrate features, allow hands-on experiences, and provide
opportunities for direct sales or lead generation.

Brand Awareness and Engagement: B2C events are instrumental in building
brand awareness and fostering direct engagement with consumers. Attendees
can interact with brands, ask questions, provide feedback, and establish a
personal connection with the products or services offered.

Entertainment and Experience: B2C events often incorporate elements of
entertainment, such as live performances, interactive activities, games, and
giveaways. These experiences enhance attendee satisfaction and create lasting
memories associated with the brand.



6. Sales and Promotion: Unlike B2B events that may focus more on networking
and partnerships, B2C events often have a strong emphasis on driving sales and
promotions directly to consumers. They may offer exclusive discounts,
promotions, or incentives to encourage immediate purchase decisions.

7. Market Research and Feedback: B2C events provide businesses with
valuable insights into consumer preferences, trends, and feedback. They can
gather data through surveys, direct conversations, and observation to refine their
offerings and marketing strategies.

8. Community Building: These events can help businesses build a loyal customer
base and foster a sense of community among consumers who share common
interests or values. This community-building aspect can lead to long-term brand
loyalty and advocacy.

Overall, the unique appeal of B2C events lies in their ability to connect businesses
directly with individual consumers, create memorable experiences, drive sales, and
gather actionable insights for ongoing success in the consumer market.

Overall Tips to Consider
1. Customer-Centric Approach:

« Understand your B2B customers' needs, pain points, and preferences just
as thoroughly as B2C companies understand their end consumers. Use
this insight to tailor your offerings, messaging, and experiences.

« Leverage customer data and analytics to personalize interactions,
recommend relevant products or services, and anticipate future needs.

2. Omni-Channel Presence:

o Embrace multiple channels such as online platforms, social media, email
marketing, and offline events to reach and engage your B2B audience.
Create seamless experiences across these channels for consistent
messaging and branding.

« Invest in user-friendly digital platforms and tools that simplify the buying
process, facilitate communication, and enhance overall customer
experience.

3. Content Marketing:



« Provide opportunities for exhibitors to create organic content such as
providing a content studio — take the opportunities to the next level and
beyond and help them get there.

« Develop high-quality, educational content that addresses industry
challenges, provides solutions, and showcases your expertise. This can
include articles, whitepapers, case studies, webinars, podcasts, and
videos.

« Incorporate storytelling and visual elements to make your content
engaging and memorable. Encourage sharing and interaction to amplify
your reach and build thought leadership.

. Networking and Community Building:

» Foster a strong sense of community among your B2B customers, partners,
and stakeholders. Host networking events, forums, and discussion groups
where they can connect, share insights, and collaborate.

o Encourage user-generated content, testimonials, and reviews to build
trust and credibility within the industry.

. Innovative Technologies:

o Embrace cutting-edge technologies such as Al, machine learning, IoT, and
data analytics to enhance product/service offerings, optimize processes,
and deliver personalized experiences.

o Explore virtual and augmented reality solutions for immersive
demonstrations, training programs, and virtual events that offer unique
value propositions to your B2B audience.

. Agile and Flexible Strategies:

» Stay agile and adaptable to changing market dynamics, customer
preferences, and industry trends. Continuously test and iterate your
strategies based on feedback and performance metrics.

« Emphasize collaboration, transparency, and agility within your
organization to foster a culture of innovation and responsiveness.

. Partnerships and Collaborations:

» Identify strategic partnerships and collaborations with complementary
businesses, technology providers, or industry influencers to expand your
reach, access new markets, and offer integrated solutions.



« Leverage co-marketing initiatives, joint ventures, or ecosystem
partnerships to create added value and differentiation for your B2B
offerings.

By combining these B2C-inspired strategies with your B2B approach, you can break
boundaries, drive show growth, and accelerate expansion in the competitive business
landscape.



