
 

 

Most Compelling Reasons to Attend Attendee Acquisition Roundtable (AAR) 
 

1. AAR is a one-day facilitated meeting for event marketers to network with peers and 
subject matter experts to learn how to find, attract, and retain quality attendees. 

2. AAR participants focus specifically on attendee acquisition strategies and network with 
others to share attendee marketing best practices.  

3. Event marketers and subject-matter experts sharing strategies and tactics to find, 
attract and retain quality attendees 

4. Track complete attendee lifecycle – prospect, registrant, verified attendee and alumni. 
5. Learn how to boost conversion rates, early-bird registrations and verified attendance. 
6. AAR attendees work in marketing, membership, research and/or program development.  
7. Lippman creates a custom agenda based on attendee input.  
8. Attendees leave with strategies, tactics, and solutions they can immediately implement. 

 
Most Compelling Reasons to Attend Exhibit Sales Roundtable (ESR) 

1. ESR is a one-day facilitated meeting for sales and service professionals to strengthen 
their exhibit and sponsorship programs while increasing sales.  

2. Participating in ESR will help increase profits and improve communication with clients. 
3. Exhibit and sponsorship professionals share innovative exhibit and sponsorship pricing 

as well as various exhibit space assignment procedures. 
4. Discuss the pros and cons of various exhibitor packages and the best way to 

communicate this information to prospects. 
5. New ideas on finding, hiring, motivating and retaining star sales people.  
6. Grow your income by expanding internationally and selling non-exhibit floor 

participation, such as meeting rooms, outdoor displays, and sponsored events.  
7. Lippman creates a custom agenda based on attendee input.  
8. Attendees leave with strategies, tactics, and solutions they can immediately implement. 

 
Most Compelling Reasons to Attend a Lippman Connects Roundtable 

1. Attendees benefit from access to subject matter experts. 
2. In one day out of the office, attendees learn a month’s worth of strategies. 
3. Attendees receive a copy of the Attendee Acquisition Roundtable and/or the Exhibit 

Sales Roundtable Resource Book to take back to the office and share with colleagues. 
4. Every agenda is designed by the attendees to increase their return on investment.  
5. Attendees receive market research data by Exhibit Surveys and Lippman Connects not 

available elsewhere. 
  



 

AAR Testimonials 
 
"AAR was great! I really enjoyed it and plan to create my own 'circle of advisors' from the 
group." 
 

Dave Martin 
Vice President 
Electronic Retail Association 

 
"AAR was an incredibly positive learning experience for myself & a key member of my team. It 
was refreshing to speak with Event Marketing professionals who face the challenge of building 
successful events. The room was full of seasoned professionals who shared their success 
stories as well as their insights. A day truly well spent and a good investment." 
 

Carmel McDonagh 
Vice President, Attendee Marketing 
1105 Media 

 
"I'm active in the many professional marketing groups but the Attendee Acquisition Roundtable 
is truly the event/networking group I've been searching for. AAR attendees face the same 
challenges I do, and it's nice to get feedback and ideas from other professionals that are 
marketing events." 
 

Jamie Riley 
Senior Director Marketing and Public Relations 
CEDIA 

 
"The Attendee Acquisition Roundtable is the perfect size and format for peer to peer sharing 
and interaction. I learned new strategies to increase attendance and reduce my marketing 
budget which will improve our show's bottom line." 
 

John Toner V 
Vice President 
Fresh Produce Association 

  



 

ESR Testimonials 
 
“This data validates the importance of a professional sales program because exhibit and 
sponsorship budgets are under more scrutiny than ever … both at the division and corporate 
levels.”  
 

Ron Akins 
Senior Vice President 
E.J. Krause & Associates 

 
"I've attended previous Lippman Connects' events, so I knew the networking and content would 
be great at the Exhibit Sales Roundtable. I've been in sales for a long time, but I'm returning to 
the office with new ideas that I will put to use." 
 

Dan Cole 
Vice President Sales 
Consumer Electronics Association 

 
"The Exhibit Sales Roundtable was an excellent experience. I networked with peers, shared 
opportunities and challenges, learned tips and tricks that I can implement immediately and as 
part of a long-term strategy. I recommend ESR for anybody involved in exhibitor sponsorship 
sales." 
 

Wendy Loew 
Group Show Director 
Questex Media Group LLC 

 
 “I picked-up an idea at the Exhibit Sales Roundtable – selling sponsorship of the venue’s WIFI 
– that’s added $75,000 per sales cycle to our bottom line.  To learn more revenue producing 
ideas, staff from my department will attend at least one Exhibit Sales Roundtable each year.” 
 

Robert McFarland 
Vice President Sales 
Reed Exhibitions 

 
"At the Exhibit Sales Roundtable, I gained several new solutions that I can immediately 
implement to increase exhibit sales and upsell sponsors. It was a valuable experience because 
of the productive networking and open and enthusiastic discussions! I look forward to attending 
a future ESR!" 
 

Grace Cular Yee 
Director of Sales 
Food Processing Suppliers Association/PROCESS EXPO 


