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IFEA WORLD BOARD BY STEPHEN KING, CFEE

The moniker “International” in International Festivals & Events 
Association took on new meeting for me this month with 
a trip to South Korea and Canada. IFEA Korea Professor 
Gang Hoan Jeong, Ph.D. invited me to Korea along 

with representatives from New Zealand, The Netherlands and 
Singapore to attend the IFEA Korea conference and meet with 
government officials. The delegates were Mijke Loeven, director of 
Rotterdam’s Jazz International Festival, Steve Chadwick, mayor of 
Rotorua, New Zealand, Jimmy Wong, events production director 
with Singapore’s Sentosa Development Corporation and Trevor 
Maxwell, Rotorua’s cultural ambassador. We logged hundreds 
of miles visiting four cities, including the IFEA World Festival and 
Event City, Boryeong and the bucket list event, Boryeong Mud 
Festival. We attended the IFEA Korea Conference and Pinnacle 
Awards in Incheon and were on-hand to witness the historic 
collaboration between Rotorua, New Zealand and Boryeong. We 
met with government officials from Boryeong, Hadong, Incheon, 
Daejeon, and Yongdong. These officials are passionate about 
connecting events to their future and welcomed our presence, 
expertise and advice on how to revitalize their communities 
through festivals and events. Overall it was a magnificent trade 
of ideas and cultures and I was proud to represent the members 
of IFEA on this historic journey. It reminded me that no matter the 
country, we are all in the same business of building community. 

Immediately following this trip, the IFEA World Board 
of Directors and IFEA Foundation Board met in Ottawa, 
Canada as guests of executive director, Guy Laflamme and 
the Ottawa 150 Board of Directors. Canada is celebrating 
their 150th anniversary and we had the pleasure of enjoying 
a series of events during our brief time in their capital city. 
Guy shared his vision for the commemorative events at last 
year’s convention and everything exceeded the hype. The 
city truly embraced this opportunity to bring their culture to 

the world through the execution of events. The streets were 
crowded with people and their energy was palpable.

The annual convention in Tucson is shaping up to be one 
of the most engaging yet with remarkable sessions. The 
IFEA staff, led by Steven Wood Schmader, CFEE is working 
hard to ensure your time in Tucson is one filled with quality 
educational sessions and plenty of opportunities to build your 
network of professional connections. I’m especially excited to 
be presenting a session with Kaylee Williams about volunteer 
programming and management. Kaylee is Chief Volunteer 
Enthusiast at VolunteerLocal, a volunteer management 
system owned and operated by Iowans that Des Moines 
Arts Festival has been proud to be part of since it started in 
1998. I’m also looking forward to a session with Hadong, 
South Korea mayor Youn Sang-ki and IFEA Korea President 
Professor Jeong. Nowhere but the IFEA Convention do you get 
opportunities to connect with cultures from around the globe.

This year’s Foundation Night Party, Jazz Under the Stars, 
will be a great opportunity to enjoy your fellow delegates 
while snagging one of the many amazing auction items 
including once-in-a-lifetime trips to bucket-list events 
around the globe. Led by the incomparable Vanessa 
Van de Putte, the IFEA Foundation Board of Directors is 
working to create a magical night in the hills of Tucson.

I look forward to connecting with you all in Tucson  
this September!

Stephen King, CFEE
2017 IFEA World Board Chair

Executive Director
Des Moines Arts Festival®

Des Moines, IA

INTERNATIONAL FESTIVALS 
& EVENTS ASSOCIATION

THE INTERNATIONAL IN
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IFEA FOUNDATION BOARD BY VANESSA VAN DE PUTTE

The IFEA Foundation is known for having some of the most 
amazing festival and experience packages available each year 
at the Convention Foundation Party and Live Auction. In past 
years, top packages have ranged from an all-expense paid 
shopping festival experience in Dubai to VIP treatment at the 
Macy's Thanksgiving Day Parade. There have been international 
vacation packages to exotic destinations like South Africa 
and Mexico, and iconic state-side experiences like Thunder 
Over Louisville, the kick-off of the Kentucky Derby Festival. 

Even at a steal-of-a-deal auction price, these once-in-a-lifetime 
experiences are often out of the price range for many conference 
attendees. So, the IFEA Foundation Board decided to change 
things up so that even those working within a limited budget 
can participate in the fun and excitement of the auction 
and have a chance to win one of the unique packages.

New this year, there will be an opportunity to win one of the 
priceless auction packages with a $100 raffle ticket. Only a 
limited number of presale tickets will be sold. At the time of 
purchase, ticketholders will select their top choice from a list 
of Live Auction packages. On Friday, September 15th, just 
before the Live Auction bidding opens at the ‘Jazz Under the 
Starrs’ IFEA Foundation Party and Live Auction, a ticket will be 
randomly selected from the presale tickets and the winner will 
be announced. The auction package that they had preselected 
will be removed from the live auction. Details on how to buy 
tickets will be released later this month, so please stay tuned 
to the IFEA emails for information on how to participate. 

The ‘Jazz Under the Starrs’ IFEA Foundation Party and Live 
Auction will also feature an interactive "Chopped"-style cooking 
competition with teams comprised of members/directors from 
the IFEA World and Foundation boards, convention attendees 

and hotel chefs. Event professionals will have to call on their 
culinary skills as they face off against one another to prepare 
spectacular dishes using a basket of surprise ingredients 
chosen by the hotel staff. Dishes will be judged in terms of taste, 
presentation and creativity. Come cheer along your favorite team 
as this high-stakes competition is sure to be entertaining!

At the IFEA Foundation night, you will enjoy a fabulous sit-down 
dinner (prepared by the hotel chefs) with live jazz music by the 
"Larry Redhouse Trio". The live auction will be interspersed 
throughout the night, so that the focus can remain on the 
conversations and company at the dinner table. For this purpose, 
we have moved the silent auction away from Foundation Night. 

Instead, the silent auction will be available for viewing and  
open for bidding at 8:00 a.m. Thursday, Sept. 14th, and Friday,  
Sept. 15th, and will close each day at 6:30 p.m. Items will change  
each day so be sure to check out the items and bid throughout  
each day.

Interested in donating an Auction Item? Speaking from 
experience as a past auction donor, the auction is a great way 
to gain exposure amongst industry professionals, showcase 
your city, event, festival, product or service by donating an 
auction item or package. If you would like to donate an auction 
item, donation forms can be found online on www.ifea.com.  

I look forward to seeing you "Under the Starrs" in Tucson, AZ.  
Travel safe.

VANESSA VAN DE PUTTE
2017 IFEA Foundation Board Chair
Vice President of Sales & Marketing

dfest® (Dixie Flag Event Services Team)
San Antonio, TX

OF A 
LIFETIME

$100 COULD 
BUY THE 
EXPERIENCE
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ENGLISH 101 WITH JEFF ENGLISH, CFEE

During my “Legal English” seminar at the 2016 IFEA 
Convention in Tucson, AZ, I finished my presentation 
and opened the floor up for questions. Right out of 
the gate someone asked about what types of animals 

should be allowed onto a festival venue. Most of the time I have a 
general sense of how to answer a legal issue like this because it’s 
something I’ve already dealt with at the Kentucky Derby Festival. 
With this one, I was honestly stumped. Do you allow a service dog 
escorting a blind patron? Sure, that makes sense. How about a dog 
serving as an emotional support animal with paperwork confirming 
such? I guess, maybe? But what’s an emotional support animal? A 
snake serving as an emotional support animal? Hold on a minute, 
it seems like we’re crossing a line here! I walked away from the 
conference knowing this topic deserved attention and research. 
What I discovered is that the answer is fairly straightforward.

The American with Disabilities Act (ADA) spells 
out specific criteria on what qualifies as a “service 
animal” versus an “emotional support animal” and 
the rights associated with each classification.

The Americans with Disabilities Act of 1990 allows 
people with disabilities to bring their service animals 
in public places. However, the ADA only extends 
these protections to dogs that have been "individually 
trained" to "perform tasks for the benefit of an 
individual with a disability," which is the definition 
of service animals under 28 C.F.R. § 36.104. Since 
emotional support animals are typically not trained for 
an individual's specific disability and since emotional 
support animals might not be dogs, they do not 
receive the protections of the ADA. A public place can 
therefore deny an emotional support animal admission. 
https://www.ada.gov/service_animals_2010.htm

The explanation above clearly spells out the black and white letter 
of the law regarding service versus emotional support animals. The 
key elements of a service animal are: a dog; trained; to benefit an 
individual with a disability. “Examples of the work or tasks performed 
by these dogs include guiding people who are blind, alerting people 
who are deaf, pulling a wheelchair, alerting and protecting a person 
who is having a seizure, reminding a person with a mental illness to 
take prescribed medications, calming a person with PTSD during 
an anxiety attack, or performing other duties.” https://www.ada.
gov/service_animals_2010.htm As you can see, these animals 
require extensive training in order to perform these duties and are 
vital partners to people with disabilities. If those elements are met, 
then the animal must be allowed into your public space. In the 
unlikely event that the service animal shows aggressive behavior, 

your festival has the right to remove the animal from the premises, 
but aside from that, they are to be allowed onto the venue. As a 
guiding principal, under the ADA, state and local governments, 
businesses, and nonprofit organizations that serve the general 
public must allow service animals to accompany people with 
disabilities in all areas where the public is normally allowed to go.

The issue becomes a bit more complicated as it relates to 
emotional support animals. You’ve seen the small dogs on a plane 
or pigs with leashes walking through a Wal-Mart. Many times, for 
a fee, these animals are “certified” as an emotional support animal 
by websites or agencies that specialize in these certifications. One 
of the questions I specifically researched was what legal weight do 
these “certifications” hold? The answer is none that would apply to 
festival and events. They are limited to housing and air travel. Again, 
if the animal is not trained to support a specific disability and it is 
not a dog, it does not receive protection from the ADA. To be clear, 
dogs whose sole function is to provide comfort or emotional support 
do not qualify as service animals under ADA. So the question 
becomes, should these animals be allowed onto your venue and 
does your festival have the right to ask them to be removed? 
When it is not obvious what an animal provides, please be careful 
to only ask two inquiries: 1) is the dog a service animal required 
because of a disability, and 2) what work or task has the dog been 
trained to perform. You cannot ask about specific disabilities or 
medical conditions. If the answers to these questions are 1) no, 
and 2) something other than those performed by a service dog, 
then you can ask that the animal be removed from the premises.

My recommendation for your Festival is to take a hard line stance 
on this issue. If the animal is a service dog, allow them wherever 
the public is normally allowed to go. If it’s a pig, cat, snake, monkey, 
lizard, or dog (that is not specifically trained), then ask the owner to 
please remove them from the venue. If they show you a certification 
that the animal is an emotional support animal, simply explain to 
them that the festival does allow these animals onto its venue. 
I would also advise making these policies clear on your festival 
website so that you can point to advance notice to these patrons.

Jeff English, CFEE is the Sr. Vice President of Admin-
istration/General Counsel of the Kentucky Derby Festival.  
After graduating from Washburn University School of Law 
(Topeka, KS) in 2004, Jeff worked in politics and prac-
ticed law before joining the KDF staff.  He is charged with 
overseeing all of Festival’s legal issues and serving as its 
risk management officer.  He also manages the Merchandise 
Department and the 501(c)3 not-for-profit Kentucky Derby 
Festival Foundation.

WHERE CAN YOU 
DRAW THE LINE?

ALLOWING ANIMALS  
ONTO YOUR VENUE
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THE EVOLUTION OF EVENTS: 
Healing with Traditions, Rituals 
and Ceremonies
By Jacque Duhame
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IT MAY HAVE STARTED 
WITH ARISTOTLE. 

Greek playwrights were teachers, 
using tales of comedy and tragedy to 
create community, provide information, 
present ethical and moral direction, 
send messages of unity to allies, 
and provide commentary about 
religious, political and social events. 

The orchestra, a circular space in 
front of the stage, was the dancing 
space where The Chorus added to the 
story. The Chorus set the mood, was 
the occasional “laugh track,” accented 
the consequences and highlighted and 
added to the moral and message of the 
story. Reacting, singing and dancing, the 
Chorus served as the intersection where 
actors and audience interacted. They 
created a sacred space where energy and 
participation in something greater was 
shared giving people a sense of place.1 

Today we call these festivals and 
events. They are celebrations with 
ceremony and they are ceremonial 
events with rituals and traditions.

Our electronic devices and modern-day 
ways of communicating give the 
illusion that we are connected to each 
other, our community or world, but 
sadly we are really disconnected 
personally, physically, emotionally 
and spiritually which affects health.

That, as we know, is where festivals 
and events play the greatest role: they 
create the connection. They are the 
town square of days past where people 
gather to be part of something larger; 
announcements are made, milestones of 
life are celebrated, votes are taken and 
the inauguration of leaders occurs, the 
dead are honored, people with common 
passions assemble and bond, where 
stories and history are told — much 
like the Greeks in the 5th Century BC.

Besides the gathering of people and 
our need for connection and celebration, 
each festival, meeting or event has 
its own rituals, ceremonies, customs, 
cultural meanings and traditions. 
Whether scripted and intentional by 
the organizers or grown organically by 
the attendees, they are fundamental 
and significant to each event.

Many years ago, I occasionally would 
work for my PR friends escorting 
book authors for signings and media 
appearances when they came to Phoenix. 
That is the only way I would have 
ended up sitting in a lecture hearing 
author, Carl A. Hammerschlag, M.D., 

talk about rituals, ceremonies and 
traditions and how they can heal us 
spiritually, emotionally, and physically, 
but more importantly, how to create 
them personally with meaning.

The numerous types of rituals, 
traditions and ceremonies is staggering. 
Think about how many involve 
events: the anthems and flags of the 
Olympics, what team enters the arena 
first, the protocols of meeting Queen 
Elizabeth, the order of speakers at a 
conference, the dress code for a gala, 
or the seating of the “bride’s side 
or groom’s side” at a wedding.

There are rituals and traditions, even 
rules, that are the business of events, such 
as security checking bags and running a 
metal detecting wand over each attendee. 
Checking in at a conference at registration 
to retrieve a nametag, credentials and 
course materials. The task of collecting 
RSVP’s for a party or tickets at a play. 

There are universal rituals, ceremonies 
and traditions such as drum circles, 
ribbon cuttings or ground breakings, a 
“coffee connection” or happy hour at 
a conference, the honorary first pitch 
or drop of the puck, the throwing of 
the bouquet, a henna ceremony, the 
reading of the Torah at a Bar Mitzvah 
or Scripture at a funeral, the count 
down at midnight, fireworks on the 
4th or other patriotic holiday, walking 
the red carpet at the Oscars, the shot 
to start the race, the Grand Marshal 
leading the parade, playing Pomp and 
Circumstance at graduations or “The 
Chicken Dance” at Oktoberfest.

There are intentional traditions, rituals, 
and ceremonies created specifically for 
that event: The “gifting society” and acts 
of giving and the final burning of the 
temple structure at Burning Man. The 
decadence and celebration of Carnival, 
Fat Tuesday and Mardis Gras before Lent. 

Ceremony, rituals and event 
culture can grow organically with 
attendees, such as doing “the wave” 
in a sports arena. Throwing Kraft Mac 
& Cheese at the stage during “If I Had 
a $1,000,000” at a Barenaked Ladies 
show evolved to having the boxes 
collected at the door and donated 
to a local food bank due to volume. 
Red spoons are thrown at a Cowboy 
Mouth concert during “Everybody Loves 
Jill”. Organic reactions to song lyrics 
have become rituals for the shows.

The best example would be the 
followers of The Grateful Dead. 
Friends of mine, one a musician for 
a Dead tribute band, explained: 

“‘Deadheads’" would follow the 
band on entire tours from city to city 
to be with their ‘family’. Grateful Dead 
parking lots were referred to as ‘home.’ 

Then there were the ‘The Tapers’. 
The Dead were one of the first bands 
that allowed fans to bring in tape 
machines and record live shows. Those 
tapers would then distribute the shows 
through a new medium called ‘cassette 
tape’. It was considered bad form to 
ever sell a tape so people traded them. 
Now most folks in the industry at 
the time thought this was crazy for 
a band to allow, but it worked to the 
bands advantage as the music flowed 
out from tapers to the public. It only 
served to raise their profile and draw 
more people to get on the bus.” 

The ritual of the Deadheads and the 
Tapers provided purpose, connection 
and a shared mission. Family provides 
security, safety and love. Being part of 
something bigger, outside yourself, 
being with family by blood or choice, 
having a sense of home, heals.

Last year at the IFEA conference, I sat 
in the front row of the “#IFEAMillen-
nialConversation: First-Person Insights on 
Working with and Marketing to Millennials” 
a panel of six college students, 
millennials, discussing themselves, 
events and what made them tick.

Although there were many takeaways, 
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the couple that stood out were based 
on rituals and traditions. The first 
being how they experience an event. 

In the case of Millennials, they want 
their friends to attend events with 
them and if they can’t be present, 
they post updates on social media to 
include the greater circle of connects 
and encourage others to join them. 
More than a group of friends attending 
together, it is the experience they want 
to share in its entirety. You may think 
it is the same as any other group of 
friends, such as you and your friends, 
going to an event together, it’s not. The 
emotional and spiritual reach is, in 
their minds, global. Giving is uplifting, 
creates peace and heals globally.

When you combine the tradition of 
attending events with family, friends 
or other likeminded individuals and 
add the potential for viral sharing 
through social media, many local 
events find a global audience and a new 
way of participation that the ancient 
Greeks could not have anticipated.

Remember the “Experience Economy?” 
It’s still in play and why events are 
important. The Millennials are the 
“Sharing Economy.” Think Airbnb, Uber, 
renting clothes instead of buying them, 
flash mobs, pop-up’s, sharing music, 
sharing experiences. As Blake Morgan 
terms it, this is “access over ownership”.2 

Today’s Millennials want to have 
as many experiences as possible. 
Events and experiences make them 
feel connected. Not just to the event 
and their friends, but the global 
community. They love recognition, thus 
the popularity of Snapchat, Instagram 
and Facebook. Millennials capture 
the experience and moments, then 
share it via a variety of social media 
platforms to celebrate their happiness 
and inclusion in events and causes. 

It is very easy to see the ritual in 
experiencing events; the new ritual is 
so much more than attending. The 
new ritual is taking pictures, claiming 
your interests, documenting your 
life’s events and sharing it digitally. 
Documenting the events via social 
media, IS the new ritual of Millennials.

There is also ceremony and it is 
organic and personal. That was the 
second take away. My generation saved 
the ticket stub. Most tickets today are 
electronic or printed from a home 

computer, they have lost the sentimental 
value, the memento we clung to.

Today it is the wristband. Branded, 
of course. And they carry far more 
sentiment than our paper ticket stubs.

What I learned was, Millennials wear 
those wristbands until they are falling 
off, months after the event is over. One 
member of the panel described when 
they cut off the RFID wristband from an 
event. She described a sadness, a finality 
to the experience. She described how 
she did it. She described a ceremony.

There is something about an event, a 
meeting, a festival, a party where, along 
with every other attendee and participant, 
you agree to suspend beliefs, set aside 
the problems of the day and collectively 
participate in what will be presented in 
a chosen and dedicated space. An area 
and time set aside for an experience, 
staged theater like the Greeks, with an 
expectation that something special, 
possibly spiritual, is about to occur.3

According to Hammerschlad in 
The Dancing Healers, “Rituals allow 
us to attach ourselves to the sacred. 
They help us separate the sacred 
from the profane and ordinary.”4

That is why the ritual of getting 
the event pin, T-shirt, wine glass, 
art poster or RFID wristband is 
significant. Tangible items represent the 
experience with others, extend the life 
of the event, make people happy. And 
when someone is having a bad day, 
remembering a great day through what 
was captured in memories, can heal.

Events bring us family, community, 
connectedness, security and more. 
Within those events, meetings, social 
gatherings, celebrations and festivals, 
are rituals and ceremonies. Look at 
your event from that perception and 
see it with new eyes. Look for what the 
attendees are creating or have created 
over the years, organically. Can it be 
enhanced without losing the intent? 

Ceremony and rituals can be created 
in already established events and 
first-time events. Create a space. Make 
the ceremony or ritual intentional 
with clear purpose, keeping in mind 
ways to get people, recharge, connect; 
heal and in touch with their hearts. 

Give them a place to tell 
the story of your event.

Jacque Duhame has been in the 
events and festival industry for more 
than 30 years. Jacque is a current 
member of IFEA, International Live 
Events Association (ILEA), Meeting 
Professional International (MPI) and 
Hospitality Sales and Marketing 
Association International (HSMAI), 
formerly was Past President of Arizona 
Festivals and Events and served on the 
board for many years. Duhame recently 
launched Duhame Events Group and is 
looking to produce her own festival. In 
addition, Jacque is an Adjunct Faculty 
Member of Scottsdale Community Col-
lege teaching Event Management.

1. Festival Culture – The Importance 
Of Ritual And Organized Activity 
August 28, 2013 By Shannon 
Powell & Filed Under Society, 
Village Development  
https://permaculturenews.
org/2013/08/28/festival-cul-
ture-the-importance-of-ritu-
al-and-organized-activity

2. “NOwnership, No Problem: Why 
Millennials Value Experiences 
Over Owning Things”, Forbes 
June 1, 2015, By Blake Morgan  
https://www.forbes.com/sites/
blakemorgan/2015/06/01/nown-
ershipnoproblem-nowners-millen-
nials-value-experiences-over-own-
ership/#1ccb6db15406

3. “Creating Culture: The Rituals 
Customs and Traditions Of Jazz 
Fest”. May 1, 2014 By Stephen 
Maloney  
http://www.offbeat.com/articles/
creating-culture-the-rituals-cus-
toms-traditions-jazz-fest/

4. “Healing Ceremonies Creating 
Personal Rituals for Spiritual, 
Emotional, Physical and Mental 
Health”. Carl A. Hamerschlag, 
M.D., June 1997.

5. Carl A. Hamerschlag, M.D., Healing 
Ceremonies Creating Personal Ritu-
als for Spiritual, Emotional, Physical 
and Mental Health” June 1997.

“We need more storytellers.” Stories transform the ordinary events in our lives 
into lessons, and ordinary objects into links with the extraordinary. Stories 
that come with a ceremony and/or special objects connect us even more 
passionately with the loving message, and that’s always healing.5
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15 IDEAS FOR CREATING A  
RITUAL AND CEREMONY AT AN EVENT

1. If you don’t have an event collectible such as a pin, cup, T-shirt, hat, or poster unique to the 
event; create one. Then make the process of how they are collected and purchased unique. 

2. Create a “meeting space” within the event for reunions for the families, high schools, clubs and 
groups that come every year. Find a bit of real estate and let them know about it. Create that 
“home base”.

3. Have a “blessing ceremony” or moment just for those working the event. 

4. Have staff and volunteers randomly distribute sticks (the ones you get from Home Depot to stir 
paint), paint them different colors and write a word on each; joy, laugh, peace, love, sing, dance, 
home, family, honor, smile. Have volunteers give out two sticks to a person; one they keep and 
one they are instructed to give to a stranger. Create a garden place. Instruct them to plant their 
stick in the garden. Have volunteers with markers so those planting can write a message before 
letting it grow in the garden.

5. Hire someone to write an event theme song, choreograph a quick dance, or create an event 
hand sign, greeting (even just a Hi-5 team at gates) or welcome slogan, then have volunteers 
teach the attendees. Repeat each year.

6. Even if not a patriotic event, involve the color guard, singing of the National Anthem or raising of 
the State flag at the event.

7. Have a “christening” of the golf carts, food trucks, and buses the first day of an event.

8. Like an “autograph wall” for entertainment, create one for volunteers.

9. Create a “7th Inning Stretch” moment, give a toast for your event or create a “closing ceremony” 
that happens the same time every day. A drum or musical procession, a mini parade, a bagpipe 
playing or Native American flute send off. Get everyone to buy in; vendors, sponsors, entertain-
ment, staff, attendees.

10. Capture an event group picture each year and begin to display them at future events.

11. Design and place a wishing well (a great idea from ESI in Scottsdale) with cards to write a wish 
or resolution. 

12. Make the one event job that no one wants, fun. If you have horse mounted police, assign an 
Official “Sea Biscuit” Captain and crew. Give special shovels, let them sign and date the shovel 
each year. (Also from ESI in Scottsdale.) 

13. Make it cause related. Ask attendees to bring a tennis ball with the name of a beloved pet on it. 
Store in a visual place and a clear container. Donate the balls to the local pet shelters every year. 

14. Design a ribbon wall or event rope. Provide colorful strips of fabric, allow attendees to write their 
name and date on the fabric then tie it to a structure, filling the wall or tying them together and 
stretch it through the event. Add to it each year, see how long it gets.

15. Set up a video area where people can tell their stories. Stories of their family history, how many 
times they have been to the event and why, the best part of their day at the event, the new thing 
they experienced or learned.
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EXHIBITOR SPOTLIGHT

How many employees does 
your company have?

10 full time staff. 40-50 Event Staff. 

How has your company 
grown over the years? 

We began in the garage attached to 
the back of our family home and have 
moved into a 15,000 sqft manufacturing 
facility, doing events all over the world. 

What areas do you serve with 
your product/service? 

We serve a global clientele. 

Give us your ‘Elevator Pitch’ 
about your product/service.

We offer turnkey parade and event 
solutions.  Do you need event staff or 
brand ambassadors? We can do that. 
We can bring in giant balloons with just 
a phone call.  We can bring in world 
class parade floats that assemble on site 
and go away at the end, no storage or 
transportation needed. We can handle 
all the details and make the producer’s  
job easier. From small town parades 
to the Olympic Games, we can bring 
spectacular to any event.

What is your newest product/ser-
vice that you have to offer that 
attendees need to know about? 

Kung Fu Panda, Where’s Waldo,
Power Puff Girls.

What is different about your 
product/service vs. your  
competitors? 

Quality Staff: the finest people work 
for our teams. Quality Product: we 
build more detail and beauty into our 
balloons than anyone in the world. 
Hassle free event experiences. We offer 
turnkey packages rather than pricing 
plus shipping, plus travel, plus build us 
a float, plus this and that. Once you have 
our numbers you know what you will 
pay and what you will get. We are even 

supplying helium to more and more of 
our clients to take away that headache 
from the event producer. We know you 
already have enough on your mind. 

How many years have you 
exhibited at the IFEA’s Expo?

Long time vendor since the 
60’s, exact date is unknown.

Why did you decide to exhibit 
at the IFEA’s 62nd Annual  
Convention, Expo & Retreat? 

Tradition and relationships.

What do you hope to get out of 
exhibiting at this year’s expo? 

Connect to build great friendships. 
Meet new friends and connect with old 
ones.

What is the best sales advice 
you’ve ever received? 

Be genuine. Be creative and 
listen more than you speak. 

CONTACT INFORMATION

Stephen Thomson   
President/ CEO
Dynamic Displays / Fabulous Inflatables
6470 Wyoming Ave. Suite 2024
Dearborn, MI 48126  
313-212-1298    
steve@fabulousinflatables.com  
www.fabulousinflatables.com

In 1962 entrepreneur James Thomson 
(IFEA Hall of Famer) began building 3-D 
Displays for department stores. He met 
Jean Gros formerly of Macys and pur-
chased his inventory and embarked on this 
journey of balloons.
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LANTISLANTIS
Visit us: WWW.LANTISFIREWORKS.COM

“JAW DROPPING”

CAUTION!

NOT COVERED BY OUR INSURANCE
Lantis Fireworks has been the exclamation mark on special events since 
1945.  Find out why Lantis is the reason behind millions of smiling faces 
for the past 60 years - we bring more bang for your buck!

CALL US TODAY: 800-443-3040
MAKE YOUR NEXT EVENT A LANTIS EVENT!
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THE UN-COMFORT ZONE WITH ROBERT WILSON

On the 4th of September in 1957, amid great 
fanfare, Ford Motor Company introduced the 
Edsel line of automobiles to the American public. It 

immediately stalled. Just over two years later, the product 
line was officially closed on November 19, 1959. 

A number of reasons have been posited for Edsel's spectacular 
crash including: its name was unusual; its design was considered 
ugly; its marketing was over-hyped which led consumers to 
expect something revolutionary when it was not; and the mild 
recession of 1957. But none of these are the actual reason 
consumers did not buy it. The consumer was not interested in 
the Edsel because Ford failed to find the right problem to solve. 

In this column I have written about the importance of 
innovation; and how we are driven to create for a number of 
reasons. Frequently it is an emergency or crisis that forces 
us to think outside of the box. Other times we are motivated 
by curiosity. However, the top reason people innovate is to 
make money. When you boil it down to its bare essentials, 
innovation is all about solving problems or satisfying 
needs. If a company wants to successfully develop a new 
product or service, they must first find the right problem that 
needs solving. As Thomas Edison put it, “I find out what 
the world needs. Then I go ahead and try to invent it.”

The problem that Ford executives thought needed a solution 
was that young rising professionals wanted a transition line 
of cars that would bridge the gap between Ford and Mercury 
and between Mercury and Lincoln. Unfortunately for Ford, 
their target audience did not see a need for a transition line. 
The price between the highest-end Ford was equivalent 
to the lowest-end Edsel, and the highest-end Edsel was 
equivalent to the lowest-end Mercury (this was also true for 
the Edsel models priced between Mercury and Lincoln). In 
short, no gap existed, and consumers were confused.

Only 116,000 Edsels were sold; and Ford lost $350 million 
(the equivalent of $2.7 billion in 2013 dollars). The loss nearly 
put the company out of business. It was a high price to pay 
for ignoring the most important component of innovation. 
If the company had conducted just a little market research 
- which may not have yielded the right problem to solve - it 

would have definitely tipped them off that they were pursuing 
the wrong problem, and saved them all of that money.

Ford isn’t the only company to suffer a huge loss for failing to 
solve the right problem. There was McDonald's Arch Deluxe (a 
hamburger targeting adults sold by a restaurant geared toward 
children lost $100 millon), and Heinz EZ Squirt ketchup (a purple 
and green ketchup that was assumed would appeal to kids, but 
grossed out the parents who controlled the purse strings). 

On the other hand, there are companies that were trying to 
solve the correct problem, but simply failed to come up with the 
right solution. Coca-Cola’s “New Coke” was a formula change 
that attempted to solve the problem of rising sugar costs, but 
failed the taste test. Frito Lay’s “WOW Potato Chips” was a 
failed attempt at solving the fat content problem of potato chips 
with a chemical called olestra which brought on diarrhea. 

Innovation takes time, and if the goal is making 
money, then the biggest part of that time should be 
devoted to finding a problem which satisfies the greatest 
number of people. Or to quote Thomas Edison again, 
“Anything that won’t sell, I don’t want to invent.”

If your goal is to develop a new product, a new service, 
or a new process for your business, the most important 
place to begin is by rigorously defining the problem you’re 
attempting to solve. You must know why it is important 
and to whom; and it must align with your core business 
strategy. Otherwise you will waste valuable resources and 
time which could cause you to miss vital opportunities.

Whether your idea is to improve your business or change 
the world, it all begins with identifying the right problem. 
That is where you want to spend your creative time.

Robert Evans Wilson, Jr. is an author, humorist and innovation 
consultant. He works with companies that want to be more com-
petitive and with people who want to think like innovators. Robert 
is also the author of the humorous children’s book: The An-
noying Ghost Kid. For more information on Robert, please visit 
www.jumpstartyourmeeting.com

The most important component of innovation 
is finding the right problem to solve.
You have to find the Right Problem to solve.

PROBLEM
WHAT'S THE

“If I were given one hour to save the planet, I would spend  
59 minutes defining the problem and one minute resolving it.” 

Albert Einstein
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PLANNING 
A BEER 
TASTING 
EVENT

By Kelly Zanders
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I’m here to talk to you about beer. Just kidding…well, kind of. The 
Experimental Aircraft Association (EAA) in Oshkosh, Wisconsin, is host to one of 
the finest beer tasting events in the Midwest: Hops & Props. On the first Saturday 
of March each year, EAA’s Aviation Museum is flooded with approximately 90 
brewers with over 300 beers to sample, a wide array of delicious hors d’oeuvres 
and an engaging lineup of live entertainment for 1,500 guests to enjoy. Plus, the 
event offers a VIP Dinner, which is a five-course food and beer pairing for 220 
attendees to indulge in prior to the three-hour general event.

This event continues to grow with both the general event and VIP Dinner 
selling out. But how do you get your event to this point of success?

Before Hops & Props was born, we conducted extensive market research to 
ensure we had a solid approach in place. The following article details the steps 
we took to create this event.

Purpose
Determine your purpose. What is your reason for holding this event? Is it to 

meet your organization’s mission? Is it to bring in revenue? Are you wanting 
to expose your venue and showcase your exposure to the community? Part of 
the purpose of Hops & Props is to generate revenue that goes toward other 
community events we put on throughout the year at little or no cost, but we also 
thrive on making sure our events are mission-based. With EAA’s mission being 
‘to grow participation in aviation’, it may seem unrealistic; however, by utilizing 
our museum for an event like this, we are able to give our audience a glimpse of 
the aviation world. 

Demographic
Who do you want to invite? The easy target audience for a beer tasting 

event is anyone 21 and older, but determine if you want to hone in on 
a particular crowd. Are you hoping to attract college students? Do you 
want to keep it local? This will help define how you will market your 
event. For Hops & Props, we market it as an educational tasting in hopes 
that our guests don’t come solely to drink. We price our tickets towards 
the higher end in order to bring in a more responsible audience. 

Competition
Research events at similar venues or similar events at other venues to 

see how they were executed and what ideas they incorporated. Remember, 
there is no such thing as stealing in the events world. We borrow. It’s 
important to contact these facilities to inquire about the successes 
they experienced, the challenges they faced, and if they reached their 
targeted revenue. Asking them for these details will help you decide if 
this event is worthwhile. Additionally, you want to research events in 
your area. Work with your Chamber of Commerce and Convention 
& Visitors Bureau (CVB) to get their input. Is there any competition? 
When is the best time of year to hold the event? How can they help? 
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Profit and Loss
Create a profit and loss statement 

by gathering anticipated income and 
expenses. You may have to provide your 
best guestimate on some of your line 
items the first time around, which is why 
you should always include overhead, as 
there are always unexpected costs. Try to 
be all-encompassing and set a desired 
profit margin. When your preliminary P&L 
is complete, make sure you are at least 
meeting that goal. Don’t forget to update 
your P&L following your event to input the 
actuals and plan accordingly for next year.

If you are feeling comfortable with your 
research and the information you put 
together, let the planning begin! Start with 
the basics: Date and time, which should 
be determined when researching your 
competition. Then decide where you want 
to hold your event. Do you want to keep 
it confined to one space or do you want 
to spread it throughout multiple venues? 

With Hops & Props, we have the brewers, 
food stations and musicians setup in 
different areas of the museum, and our 
VIP Dinner in a separate room in order 
to set an intimate atmosphere for our 
guests. When confirming your locations, 
you must then determine your anticipated 
attendance. At EAA, we work with the 
Fire Marshal, who sets the fire code for 
each event space, which determines our 
maximum capacity for attendance. Make 
sure you follow the facility’s policies 
regarding this to ensure you are not 
exceeding what the venue can handle. 

Now let’s get into the specifics. 
What and who do you need in order 
to make this event a success?

Marketing
How do you attract guests to your event? 

For a beer tasting event, you need to have 
a variety of beers on hand including local 
microbrews and up-and-coming beers 

to the area. You want attendees to leave 
your event with a new favorite beer. Invite 
distributors and brewers and specifically 
request that they bring their popular 
products as well as something unique for 
the guests to try. You can then tailor your 
marketing materials to showcase your 
exclusive lineup. Promote both online and 
on print advertisements, branded with 
a distinctive logo to connect with your 
audience. Work with local TV and radio 
stations to line up interviews to help sell 
the event. If you can provide them some 
complimentary tickets to give away, it’s a 
win win. 

Sponsorship
Be creative when crafting your 

sponsorship packages. These days, 
organizations don’t just want to be listed 
as a supporting sponsor with their logo 
slapped on a few different signs. Create 
a presentation with unique sponsorship 
levels and reference your P&L to determine 
how much to set each level at. Come up 
with creative names for the packages and 
put together what you think will grab a 
potential sponsor’s attention. Present your 
sponsorship opportunities face-to-face, 
but be flexible and let them know that 
the packages can be tailored to meet their 
needs. By doing this, you are letting them 
know that you truly want to understand 
what the organization is looking to get out 
of their marketing dollars.

 
Partners

In addition to sponsors, it’s important 
to work with partners you have established 
relationships with and who have a good 
reputation. For example, we work with a 
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Master Cicerone, or what I like to call a 
beer expert. He lets us know what brewers 
are trending in our market and which may 
be a good fit for our VIP Dinner. We then 
match our VIP brewer up with our local 
VIP caterer, so they can work with us to 
create a one-of-a-kind educational dinner 
experience for our guests. If you have an 
approved caterer list, work with them to 
gather bids for your dinner and/or hors 
d’oeuvres. If they know this is your event 
and you work with them on a number of 
events throughout the year, your partners 
will support you because of your history.

Layout
Where you place everything is key to the 

flow of your event, especially if you are 
utilizing a space that has existing displays 
and equipment that cannot be moved. You 
want to make sure that your guests have 
plenty of room to maneuver comfortably 
and that there is reasoning behind where 
everything is setup. For instance, when you 
have multiple bands performing, you need 
to make sure the sound isn’t overlapping. 
It’s imperative to space the entertainment 
out and conduct sound checks months in 
advance. And you will want to have your 
brewers laid out in alphabetical order. You 
will have guests scope out the beer lineup 
posted on your website prior to the event 
as they may want to try a particular beer 
right off the bat, so help guide them where 
they want to make their first stop. 

Audio Visual
Audio visual helps to enhance an event. 

Not only will you have specific power and 
electrical needs for your entertainment, 
but you also want lighting effects that will 
boost the look and feel of your event. I 
like to incorporate gobos, which are logos 

or images that can be projected onto a 
floor or wall. We have gobos made for 
our presenting sponsor and VIP Dinner 
partners at Hops & Props, and then project 
them on different walls of the venue. Plus, 
they are fairly inexpensive and a great way 
to enrich the guest experience. 

IT
If your event requires Wi-Fi, it’s 

important to make sure your connection 
is working properly prior to the event. 
At Hops & Props, we implemented a live 
social media wall. Attendees could post 
photos and check in at the event using 
#hopsprops, and then it would be shared 
on one of the screens in the museum 
for guests to see. This was an engaging 
way to connect with our audience. 

Décor
Branding is extremely important 

when deciding on the décor for your 
event. Try to stick with the colors of 
your event by implementing them 
into the table skirts on the brewer 
booths and guest table linens on the 
highboys throughout the venue. Same 
goes for centerpieces. Because this is 
a beer tasting event, we like to carry 
the theme into the centerpieces, so we 
incorporated beer bottles, bunches of 
wheat, and mason jars into the designs. 

Finance
Finance and tickets go hand-in-hand. 

Determine how you would like to sell 
tickets. Do you want to sell them at your 
sponsor and partner outlets? Do you want 
to sell them online? With Hops & Props, 
we went with an online ticketing system. 
This works great because we were able to 
collect all information entered in by the 

guest and attendees were able to have their 
tickets scanned at the door, which made 
for a smooth check-in process. We decided 
to start selling tickets on Black Friday and 
promoted them as Christmas gifts, which 
increased advanced ticket sales. You can 
even show your members some love by 
offering them special member pricing. 
EAA members received $10 off their 
general event or VIP ticket. Also, make 
sure you have petty cash available if you 
are selling physical tickets at the door. 

Merchandise
To generate some extra revenue, think 

about what you can sell at the event. Be 
sure to have your basics (i.e. t-shirts), 
but think of some distinctive ideas that 
tie into your event. For instance, we 
sold bottle openers in the shape of an 
airplane and are looking to sell necklace 
koozies next year. Think of something 
your guests will reuse, but will always 
remember where they purchased it.

Creative Extras
Think outside of the box and create 

unique add-ons your guests can take 
advantage of. At Hops & Props, we 
implemented the People’s Choice 
Awards. Attendees could stop by the 
awards table to vote for their favorite 
beer. Once we tallied the ballots close 
to the end of the event, we presented 
awards to the top three brewers. Each 
recipient received a specialty plaque, 
promotion on our website, and premier 
booth placement at next year’s event. 

One last piece of advice: When your 
event setup is complete and before 
everyone starts trickling in, take a 
moment to walk through the event by 
yourself and really take in everything you 
and your team just accomplished. This 
is my favorite part of event day. With 
all of the chaos pre-event brings and 
at the pace in which everything comes 
together, you truly appreciate this time 
to really let everything soak in. Then 
take a deep breath, let the doors open, 
and welcome your guests to an event 
they will never forget. So raise your 
glass to being authentic and creating the 
next great beer tasting event. Cheers! 

 

Kelly Zanders is the Senior Event 
Coordinator with the Experimental 
Aircraft Association (EAA) in Oshkosh, 
Wisconsin. Kelly helps to plan and 
execute over 200 events year-round in 
addition to 200 events throughout the 
week of AirVenture, the world’s largest 
aviation celebration, which takes place 
in July. She also oversees Hops & 
Props and AirVenture’s Runway 5K. 
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EXHIBITOR SPOTLIGHT

Give us your ‘Elevator Pitch’ 
about your product/service.

eproval is a leading online 
application and approval platform 
designed for local government. 

We offer several custom solutions 
for complex government processes—
including Event Approvals—making 
it easier for applicants to submit 
applications, and more cost efficient 
for local government to issue permits 
and grants. With 24/7 access, intuitive 
features, and a streamlined approval 
process, our Event Approvals solution 
is already proving invaluable to 
the communities it serves.
• Perfect Fit. We know that one 

size doesn’t fit all when it 
comes to approving events. 

• Less Red Tape, More Craft Beer. We 
understand it’s important for local 
government to find innovative ways 
to decrease costs and increase value to 
taxpayers. The easier we can make it to 
manage permitting, the more time staff 
can spend attracting craft beer festivals!

• No More Files, Folders and 
Frustration. Event Offices, 
approving agencies and event 
organizers shouldn’t waste time 
digging through emails and paper 
files to find information. 

• Best-In-Class Customer Service. 
There is growing pressure on local 
government to deliver the type of 
services that citizens demand. 

How many employees does 
your company have?

eproval has 3 partners and 4 
employees, while employing a 
number of expert resources to provide 
project augmentation on demand.

How has your company 
grown over the years? 

Since its inception, eproval continues 
to be managed and operated by a 
modest, talented and passionate team.

What areas do you serve with 
your product/service? 

We work with government agencies 
(local, regional, and state/provincial) 
across North America, with growing 
interest from international cities.

What new or improved prod-
uct/service do you have to 
offer that attendees need to 
know about?

eproval’s Event Approvals solution 
makes it easy for event organizers to apply 
for permits, and ensures permitting offices 
benefit from loads of value-added features.  
Event organizers can fully manage their 
application online (from any device), 
which means everyone can do away with 
paper and PDF applications, ultimately 
reducing the number of meetings and 
permitting delays. Event Approvals 
also provides seamless integration 
with external stakeholders so that they 
can review and approve applications 
more efficiently and consistently.  

Our customers have testified that  
Event Approvals:
• greatly reduces the cost 

of administration;
• reduces permitting time;
• provides remote access to 

applications at all times;
• facilitates collaboration between 

City staff and members of 
the community; and

• provides improved transparency.

What sets your product/service 
apart from your competitors?

Our purpose-built solution for event 
applications with its back-end approval 
workflow functionality is unique to the 
marketplace.  Events, grants, filming 
and other non-legislated government 
processes are usually overlooked 
by enterprise software vendors and 
system integrators which means these 
important government functions 
remain inefficient and problematic.

How many years have you 
exhibited at the IFEA’s Expo?

This is our first opportunity to attend 
the IFEA conference and showcase our 
solution and team at the Spotlight expo!

Why did you decide to exhib-
it at the IFEA’s 62nd Annual 
Convention, Expo & Retreat? 

eproval’s first US based client 
from Fort Collins, CO, made the 
recommendation for our team to 
attend the IFEA conference.

What is your customer  
service philosophy? 

We aim to make every interaction and 
experience with our clients as valuable 
and positive as we can. Our team is small 
but very talented, and we genuinely 
enjoy making our client stakeholders 
look awesome at what they do.

CONTACT INFORMATION

Rene Michaely   
Founder, Product Manager
eproval
304 – 343 Railway Street,
Vancouver, BC, V6A 1A4   
1-855-787-2228   
info@eproval.com   
www.eproval.com

We began in 2004 as Mountain In-
teractive, a website development firm 
based in British Columbia, Canada. 
We have persevered as a small, adap-

tive team that works and plays hard, and prides itself on delivering the best 
projects for our clients.  In 2014, we designed a custom event application 
and approvals solution for the City of Richmond, BC. After a year of collabo-
ration and design, we released our first version of Event Approvals. Our client 
was so impressed by Event Approvals that they encouraged us to take it to 
the marketplace. We soon realized how valuable our tailored solution could 
be to all municipalities, in Canada and beyond, and how it could support 
more than just event applications.  As our event solution continued to evolve, 
we developed the eproval platform and several process-specific solutions 
including Event Approvals and Grant Applications.
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EXHIBITOR SPOTLIGHT

Give us your ‘Elevator Pitch’ 
about your product/service

At Orkestra, we do not sell products 
or services. Sure, you can come in and 
ask us for basically anything a traditional 
marketing agency would do: design, 
copywriting, video, strategic planning, 
guerilla marketing, etc. However, we like 
to sit down, talk, think and challenge our 
clients with their requests. Do you really 
need an app? Why? Do you really need a 
video? Why? In fact, we aren’t going to ask 
you what you want. We will ask you what 
you need to accomplish, and then, we’ll 
try to work on something you probably 
never thought to get the results you want. 

Therefore, you can consider our agency 
like a giant think tank full of young 
talents waiting for the next challenge to 
show up in order to have a little fun with 
serious businesses, where the simple 
and good ideas are the fuel to effective 
and creative projects and events.

How many employees does 
your company have?

We have 24 employees. 

How has your company 
grown over the years?

2008: The Foundation
 1 staff / Event planning only.

2009: The First Steps
 2 staff / Event planning 
 + Basic marketing services.

2014: The Communication Agency  
 5 staff / Event planning 
 + Video production  
 + Marketing

2017: The Expansion
 25 staff / Creative development  
 + Event planning 
 + Video production 
 + Marketing 
 + Content production 
 + Product development.

What areas do you serve with 
your product/service?

With today’s means of 
communication, we can operate 
from anywhere on the planet. 

What new and/or improved 
product/service do you have 
to offer that attendees need 
to know about?

Branded Content 
We hear these two words a lot lately. 

However, there’s been a change in the way 
people produce and consume branded 
content, leading the way to a whole new 
world of opportunities where quality 
and relevance are the key to success. 
At Orkestra, we seized the opportunity 
and we pushed the boundaries of how 
branded content currently reaches the 
screens of those interacting with the 
brands around the world, especially 
in the event production field. 

What sets your product/service 
apart from your competitors?

We feel the competition is still trying to 
figure out the event / marketing business 
with the old rules of the 1990s, where the 
agencies had a “special power” magically 
leading to sales, where the clients had no 
clue of what was going on and where the 
target consumers were very predictable, 
depending on their age and education. 
These times are over. At Orkestra, we use 
a great deal of common sense, talent 
and collaboration to figure out very 
useful insights about the people you are 
trying to reach. And it works. Period. 

How many years have you 
exhibited at the IFEA Expo?

It’s our first time at the IFEA expo.

Why did you decide to exhibit  
at the 62nd Annual IFEA 
Convention, Expo & Retreat?

Because we seem to have a business 
approach that is complementary to 
many players in the event planning field. 
Whether it is for our knowledge in event 
planning, or for our communication skills 
that bring events around the country 
to another level, we feel very useful to 
clients that want to step up their game.

What is your customer  
service philosophy?

Our motto is : “Let the fun begin.” It 
says a lot about how we like to work, and 
with whom. That being said, we have 
fun in everything we do. And the most 
important part in our customer service 
philosophy is how our customers end up 
having fun in everything they do as well.

CONTACT INFORMATION

Dominic Faucher
Creative Director
Orkestra
37 St-Joseph
Gatineau, Qc. Can J8Y 3V8
819.205.1782
dominic@orkestra.ca
orkestra.ca

At the very beginning, in 2008, Orkestra was a small event planning 
agency. Working for the big brands in the beer industry (Molson & 
Labatt), Colin Laramee and Alex Van Dieren (the founders) realized 
there was way more to event planning than they ever thought. Soon 
enough, they started hiring videographers, designers, infographs, 
stunt men and many more creative talents to produce unique events 
across Canada. The small event planning team slowly turned into a 
full-grown advertising agency when Dominic Faucher (Creative Direc-
tor) started a marketing department in 2014. Talents and clients from 
across the country started working with Orkestra with the same goal 
in mind: create the best pieces of communication there is, whether it’s 
in the advertising, event or branded content field.
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Known as the association’s most prestigious honor, the 
IFEA Hall of Fame recognizes those outstanding individ uals 
who, through their exceptional work and achieve ments, have 
made a significant contribution to the Festivals and Events 
Industry and a profound difference in the communities 
they serve. Induction into the Hall of Fame is considered 
the highest of industry honors. Selected from a group of 
her industry-peers, Becky joins the prestigious ranks of 58 
others inducted into the hall over the past 26 years. 

Becky will be honored at the 62nd Annual IFEA 
Conven tion, Expo & Retreat, in Tucson, Arizona, U.S.A., 
where she will be presented with her award dur ing the IFEA 
Awards Luncheon on Thursday, September 14, 2017. 

Becky Genoways became involved in events at the early age 
of five, when her older cousins and sister made her marry her 
second cousin over and over again so they could stage backyard 
weddings – much to her dismay. As Chairman of Special 
Projects in high school, her first event challenge occurred when 
a post-holiday Christmas tree bonfire was doused by the Fire 
Department due to high winds, leaving a pile of trees that went 
from dry to wet to ice to covered with snow AND a school 
administration asking what she was going to do with “her” trees. 

Becky coordinated decorations for her senior prom, worked 
concerts at the University of Northern Colorado and back home 
in Rockford, Illinois - worked on community festivals, events 
and fund-raisers, became a caterer, owned an art gallery and 
staged two art fairs each year. She also began making stained 
glass windows, a profession that lasted almost two decades. 

Like many in the industry, Becky became involved 
in festivals and events as a volunteer - programming a 
stage at “On the Waterfront” in Rockford, Illinois. The 
year was 1984. She advanced to chair the Programming 
Committee for ten stages and her responsibilities 
expanded to include the festival’s Special Events. 

The International Festivals & Events Associa-
tion is pleased to announce the induction of 
one of the festival and event industry’s finest 
professionals into its pres tigious IFEA Hall of 
Fame – Becky Genoways of Genoways Events, 
Rockford, IL.

Becky Genoways, CFEE 
Genoways Events

Rockford, IL

the honor of a lifetime

2017I F E A
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In 1994, Becky paid her own way 
to attend her first IFEA Convention 
and that’s when she knew what she 
wanted to do for the rest of her life. 
She enrolled in the CFEE program, 
completing the four-year program in 
two years while still serving as an On 
the Waterfront volunteer. She was one 
of six who had achieved the designation 
in Illinois and one of less than 200 
worldwide. Three months later, the 
CEO of On the Waterfront resigned and 
the Board tapped Becky for the job. 
She accepted and the rest is history. 

On the Waterfront grew to become 
one of the largest music festivals in 
the Midwest with over 100 performers 
performing in ten music venues 
over 30 city blocks each Labor Day 
weekend. Over the years, Waterfront 
also produced Gourmet Alley, Stars 
and Guitars Concerts, RibFest, a music 
walk and two annual fundraisers. 

Under Becky’s leadership the mission 
of On the Waterfront was changed 
to “Community Advancement through 
Celebration” for good reason. The 
festival’s food booths were operated 
by not-for-profit organizations, who 
earned much-needed dollars for their 
causes. When beer and ticket volunteers 
grew too generous with their friends, 
Becky incentivized not-for-profit 
groups to manage those areas and 
efficiency skyrocketed. In 29 years, 
$10.1 million was earned by more than 
200 not-for-profits, with the revenues 
paying for everything from band and 
cheerleading uniforms to scout trips 
to the construction of a local church.

As CEO of On the Waterfront, Becky 
became known for her tireless work ethic, 
her mentoring abilities, her knowledge 
of all aspects of festival management, 
and her commitment to providing 
the best festival experience possible, 
according to one Board member. Every 
year, On the Waterfront interns learned 
more about running a festival than they 
had learned in many classes. Former 
employees went on to work for national 
organizations, using the skills they 
acquired under Becky’s mentoring.

A survey of online tickets purchased 
in 2003 showed that festival goers came 
from 35 states and 4 Canadian Provinces. 
The impacts of On the Waterfront were 
enormous with the overall economic 
impact measuring at over $50 million 
dollars in five years. Festival goers came 
together downtown in record numbers 
every Labor Day. Waterfront became a 

place for family reunions and out-of-town 
guests, a place to run into old friends once 
a year, and it was not unusual to run into 
visiting CEO’s from other festivals. Another 
lasting impact was the development of 
a dedicated corps of volunteers, which 
grew to more than 4,000. Many of 
them still serve as volunteers for other 
events. On the Waterfront was awarded 
46 Pinnacle awards culminating in a 
Gold Grand Pinnacle Award in 2002.

In 2012, On the Waterfront held its last 
festival and downtown Rockford went 
dark over Labor Day weekend. Becky 
followed her love of the industry to 
Memphis, Tennessee where she spends 
six months every year coordinating 
Memphis in May International’s food, 
beverage, and merchandise operation and 
the 900-member volunteer program for 
the Beale Street Music Festival, the World 
Championship Barbecue Cooking Contest, 
901Fest, and the Great American River Run. 

“Becky is the consummate professional 
when it comes to just about any aspect of 
festival or major public assembly events,” 
said Jim Holt, CFEE, President/CEO at the 
Memphis in May International Festival. 
“We have enjoyed the benefit of Becky’s deep 
event knowledge and ‘get it done’ attitude, as 
she has directed and managed key programs 
within our organization. Her appointment to 
the IFEA Hall of Fame is a richly deserved 
acknowledgement of her outstanding 
talent and dedication to the industry.”

In 2012, Becky was hired by 
Cultural Festivals, Inc. to manage 
the Food, Beverage and Hospitality 
programs for the Saint Louis Art 
Fair, a position she still holds. 

“Becky was the outsider looking in,” 
said Cindy Lerick, CFEE, past Executive 
Director of the Saint Louis Art Fair. “She 
didn’t know the nuances and history the 
Saint Louis Art Fair had with our beverage 
booths. Our inventory had been disappearing, 
sales had been plummeting, accountability 
from our partners were nil. Most of our 
players, had been with the festival since the 
beginning. Becky came in and managed the 
beverage booths like they were a business. 
Sales increased, theft was down and the 
concession partners were responsible for 
selling and managing. All in all, the 
beer distributor, concession partners and 
Board of Directors were happy. The Saint 
Louis Art Festival staff were ecstatic!!”

In 2007, Becky became a member 
of the IFEA World Board of Directors, 
acting as Chair in 2013 and serving until 
2015. Becky is a proactive supporter of 
IFEA programs and strongly supports 
their mission – “inspiring and enabling 

those in the festival and event industry to 
realize their dreams, build community, 
and sustain success through celebration”. 
She shares her knowledge and expertise 
through presentations at state, national, 
and international conferences, professional 
training seminars and Certified Festival 
and Event Executive programs throughout 
North America and the world. One of her 
session attendees wrote – “I can’t thank you 
enough for sharing your system with us. Truly, 
no other IFEA session has been as beneficial 
to me as yours was.” Becky also teaches 
annually at the Event Management School, 
sponsored by IFEA in cooperation with the 
National Recreation and Parks Association. 

Through her 30 years working in the 
festival industry, she has built a broad 
base of knowledge which she generously 
shares with others. She interacts with 
other event leaders to find new and better 
ways of doing business and has formed 
lasting relationships and friendships!

Becky founded Genoways Event 
Management in 2012 to consult with 
events to improve efficiency, patron 
experience and profitability. In 2016, 
she consulted with Tempe Oktoberfest 
to revamp their food and beverage 
program. She openly shares her 
library of information and expansive 
knowledge of the logistics of operating 
both small and large-scale events.

Becky has touched many lives and 
contributed in ways she does not even 
realize as a festival and event industry 
professional, working with numerous 
events to help them improve operations, 
maximize revenues and raise efficiency 
levels. Through her work with the CFEE 
Program, Becky has trained numerous 
budding industry professionals and 
through IFEA, has worked with seasoned 
veterans to find new and better ways 
of making the industry even more 
successful. She has shared her experiences 
with others throughout the United 
States and internationally, spreading 
her wealth of knowledge. She is always 
willing and available to lend a hand, to 
share her ideas, to provide expertise. 

It’s sort of like the movie – It’s a 
Wonderful Life. Becky probably has no 
idea of the overall impact she has made 
on the industry, because she is too busy 
making an impact. But looking back – 
what a wonderful life she is leading in the 
festival industry – sharing the tools for 
community celebration with the world! 

Please help us congratulate our 
2017 IFEA Hall of Fame inductee, 
Becky Genoways, CFEE.
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EXHIBITOR SPOTLIGHT

TicketSauce is a 4-year- 
old company based in 
San Diego, CA that has 
decades of experience 
in working with a variety 
of US and International 
companies from media, 
to associations to ven-
ues to event organizers. 
Our mission is to make 
it possible for event or-
ganizations of all sizes 
and types to have their 
own easy-to-use Event 
Management Solution. 
We offer:  a new way to 
collect data, a new way 
to gain audience, a new 
way to grow revenue, 
and a new way to ex-
pand reach.

How has your company 
grown over the years? 

 Our company has been fortunate 
to have doubled our staff and tripled 
our revenue within the past 4 years. 

Give us your ‘elevator pitch’ 
about your product/service. 

We are a private label comprehensive 
event platform. We put your brand 
first, we never sell your data and we 
help you drive more revenue for your 
events. Handle single and multi-day 
events, and multitudes of ticket options 
with TicketSauce’s flexible software. 

What areas do you serve with 
your product/service?  

We serve companies locally, regionally, 
nationally and internationally.We have  
clients across the US, Australia,  Canada  
and Europe. 

What new or improved product/
service do you have to offer 
that attendees need to know 
about?

We recently launched an activities 
feature that allows check in for 
multi-day events and passes with 
one ticket, as well as multi-location 
and multi schedule event control.  

What sets your product/service 
apart from your competitors? 

Our platform is flexible and 
customizable to each client’s need and 

brand.  Our team of experts truly place 
our clients first, from working on site 
at check- in, to assisting with set-up, 
to creating new products together. 

How many years have you 
exhibited at the IFEA Expo?

This is our first time exhibiting 
at the IFEA Expo.  

Why did you decide to exhib-
it at the 62nd Annual IFEA 
Convention, Expo & Retreat?

The IFEA has a stellar reputation 
in the event space. We are 
thrilled to be new members. 

What is your customer ser-
vice philosophy?

Customers are always first.  Our 
clients consistently tell us that 
our customer service and flexible 
platform truly set us apart.

CONTACT INFORMATION

Travis Fisher   
President
TicketSauce
9255 Towne Center Dr., Suite 380
San Diego, CA 92121  
888-704-1309
sales@ticketsauce.com
www.ticketsauce.com
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When National Event Services first started in 1962, we initially only sold chain link fencing.  When 
customers inquired about renting fences, our business model changed and the rest, as they say, is 
history! Today National Event Services and National Construction Rentals are the largest suppliers 
of temporary fence, barricades, portable toilets, restroom trailers, moblie storage containers, and 
temporary power in the country. Good thing we listened to our customers!

How many employees does 
your company have?

National Event Services 
employs just under 1,000 
employees across the country. 

How has your company 
grown over the years?

National Event Services is a 
barometer of the times. When times 
are good, we grow. When times are 
tough, we slow, but events exist rain 
or shine. 2015 was a great year for 
us, and 2016 has been even better!

What areas do you serve with 
your product/service?

National Event Services serves 
79 metro areas nationwide.

Give us your ‘Elevator Pitch’ 
about your product/service

National Event Services has been 
partnering with concerts, festivals, air 
shows, sporting events, marathons, golf 
tournaments, the Olympics, Presidential 
inaugurations and more for over 50 years. 
Our temporary fencing, crowd control 

barricades, portable toilets, comfort 
stations, restroom trailers and mobile 
storage containers will take your next 
event to a higher level. Call us today!

What is your newest product/
service that you have to offer 
that attendees need to know 
about?

We have brand new luxury restroom 
trailers that are so nice, you’ll forget 
you’re not in an actual restroom!

What is different about your 
product/service vs. your  
competitors?

Our service is second to none, 
and we offer fencing and barricades 
to more areas of the country 
than any of our competitors.

How many years have you 
exhibited at the IFEA’s Expo?

National Event Services has exhibited 
at the IFEA Expo for many years and is 
happy to be a part of this year’s expo.

 

What do you hope to get out of 
exhibiting at this year’s Expo?

As with every show we attend, we 
are looking to strengthen current 
relationship and create new business 
opportunities for years to come.

What is the best sales advice 
you’ve ever received?

Don’t ever “sell” to anyone. 
Inspire and help others along the 
way and the rest will follow.

What is your customer  
service philosophy?

Treat people the way you 
want to be treated.

CONTACT INFORMATION

Scott Barley
Sales & Marketing Director
National Event Services
15319 Chatsworth St
Mission Hills, CA 91345, USA
800-352-5675
info@rentnational.com
www.rentnational.com

EXHIBITOR SPOTLIGHT
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There’s probably no more topical topic right now in the 
world of social media and marketing than influencers.

Typically, the bastion of the major brands, influencers are 
starting to filter their way down to the local, community level 
where the tried and true techniques of major brands have 
cleared the way for the rest of us in the arts and events 
space can benefit from the experiments executed by the 
Fortune 500 brands to figure out the pathway forward.

A Definition of Influencers
By means of a definition, an influencer is a person 

who has the power to influence many people through 
social or traditional media. Brands and organizations 
pay social influencers to recommend products/services/
events to people who trust and follow their advice.

There have always been influencers, those with style or 
brand that others follow. In school, they were the cool kids. 
A generation ago the term “early adopter” was in vogue. 
Spokespeople have been around as long as there have 
been products to be sold and individuals to be emulated. 
With the movies, television, popular music and sports, 
celebrity endorsers became the name of the game.

Now, with the advent of social media a whole new 
echelon of social media stars have come from the 
blogging, podcasting and YouTube worlds to be the 
trend setters along side their superstar companions.

As of 2016 the top six celebrity influencers were Selena 
Gomez, Rihanna, Beyoncé, Taylor Swift and Kendall and Kylie 
Jenner. Each typically earn millions on their endorsements 
on Twitter or Instagram, sometimes collecting $500,000 or 
more for a simple post. (Google “Coke and Selena Gomez” 
for the most popular and lucrative post of all time).

But add to this list those who have tremendous 
followings on YouTube in the world of fashion, beauty, 
food and home design and there are entire segments 
of the influencer market devoted to them.

Needless to say for the typical event, influencers of this 
magnitude are beyond our normal scope of budget and reach. 
But it does get us to thinking about who are the Selena’s, 
Rihanna’s, Taylor’s and Jenner’s of our community?

The answer is micro-influencers.
Micro-influencers are where it’s at for the event 

organizers, planners and arts organizations.
What is so ironic is that the major brands who have 

invested in influencer marketing with these top line stars 
have come to realize that for some targeting and creation 
of real grass roots energy, it is sometimes best to focus 
on micro-influencers to deliver their message.

Yes, there’s nothing like the pull and reach of the superstars 
of our culture, but the impact of those who are closest to us 
in our community generally have better rates of engagement 
and provide us with an unmatched level of authenticity.

By definition, regular influencers have 10,000-100,000 
followers and command several thousand dollars per 
post while micro-influencers by definition are those 
who have under 10,000 followers and sometimes post 
for a few hundred dollars or in exchange for exclusive 
access or rights to an organization and event.

As the industry continues to define itself and mature, more 
emphasis is being put on the micro-influencers because of the 
amount of engagement their posts garner. Sure, they might not 
get the raw numbers of an uber-tweet, but it is more meaningful 
when coming from a neighbor or friend or someone you trust.

How is Success Measured?
Measurement of success from your influencer choices comes 

not from the number of followers, but the level of engagement. 
This may seem a little counter-intuitive after what so many of us 
crave is the big numbers of reach, but as we’re learning every 
day a little more, is that engagement is really what we need.

According to a Markerly survey of two million Instagram 
influencers, those with fewer than 1,000 followers had a 
much higher engagement rate of 8% than the influencers 
with counts of 1,000-10,000 that only measured 4%.

So how do we calculate the rate of engagement? The 
easiest way is to add the number of likes and number of 
comments and divide by the number of followers.

Takeaway: Just because an individual has a large 
number of followers, doesn’t mean they will be 
successful for you. Focus on engagement first.

UNDER THE 

INFLUENCE
YOUR EVENT:

TURNSTILES MARKETING FOR EVENT MANAGERS
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WITH SEAN KING

UNDER THE 

INFLUENCE

Where Do You Find Your Micro-Influencers?
Finding micro-influencers is not an easy task. It takes 

a bit of commitment to research and track who might 
be a perfect candidate for your event’s partner.

On a large scale, it might be easier when you can use 
influencer platforms such as Upfluence, Blogfoster, Buzzsumo, 
Traackr. However, the most effective way to begin locally 
is to start searching through your organization’s social 
media followers to determine who already has an interest 
in what programming you bring to your community. 

As with any deep dive on the web, you’ll find yourself 
going down a few pathways that lead to a dead-end or 
two, but you will want to keep your eyes and ears open 
not only to the social media impact of these individuals 
but also the bloggers who spend a good deal of time 
curating and creating content for their audience. 

Look at those individuals who are driving conversations 
that are relevant to you and your event. Those are the types 
of conversations you want to be part of and 
may be able to provide insight, context or 
information that would be welcomed.

Three Quick Tips
Here are three quick 

tips on how to find the 
micro-influencers near you.

Tip #1: Post a few 
campaigns on your 
website or social 
media pages and 
filter responses 
by location, age 
and category. If 
you see the same 
folks coming up again 
and again, this might be 
an indication of an interested 
party you never knew of who 
might be able to help you to grow.

Tip #2: Determine the platforms 
your target personas frequent and monitor 
them for activity and engagement. If you 
see the same individuals engaging, reposting, 
retweeting multiple times take a look into their 
profile, follow them back or otherwise use the tools 
on that platform to see whether there is a match.

Tip #3: Search for keywords and hashtags relevant 
to you and your events to see who are the most engaged 
individuals. After following for a short time, narrow a 
list of the top 20 or so that seem to resonate most with 
your organization and schedule a time to chat. 

In summary, it is important to recognize that the business 
and the activity of these influencers is in your best interest. As 
practitioners of social media, they are constantly looking for 
win-win partnerships that allow them to build their following by 
providing exciting, thought-provoking and exclusive content to 
their audience. By building relationships with these individuals, 

they will connect their loyal following to you in exchange for 
more, better and different content making them more valuable 
to their followers and provides a point of differentiation.

The marketing world has become a vastly different place 
over the past few years and social media continues to evolve 
and change sometimes on a minute-by-minute basis. As event 
marketers that have to keep up with the pace of change, it 
is important that we look towards micro-influencers as an 
opportunity within our grasp of engaging and leveraging for 
the consistent growth of our audience base. At the outset, 
it may appear to be a daunting task, but the payoff in the 
long run will provide you with more followers and a more 
substantial engagement with your audience thanks to the 
work you put into developing relationships with this vibrant 
new medium, the micro-influencers in your community.

Sean King is a Principle at Aspire Consulting Group in Allen-
town, PA and has been consulting with small businesses and 
non-profit organizations for over 20 years. He also blogs regular-
ly at www.artsmarketingblog.org. You can follow Sean on Twitter 
@skingaspire or contact him at: sking.aspire@gmail.com. 
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EXHIBITOR SPOTLIGHT

How many employees does 
your company have?

Today Big Events, has five full 
time employees and over 25 part 
time balloon supervisors that work 
parades and special events. 

How has your company 
grown over the years? 

Over time we have had the opportunity 
to build our parade balloon inventory 
to something valued at over 1 million 
dollars plus. We have also built a 
reputation for building superior custom 
inflatables, both helium and cold-air. 
We are known for our great artwork, 
attention to detail and affordable pricing.

What areas do you serve with 
your product/service? 

Our service area is mostly the United 
States and Canada where we are invited 
to many of the large and small parades 
as well as festivals and events. We like 
being in the large parades where we 
can bring out our biggest balloons, but 
we also love the smaller home town 
parades and try to have balloons that 
we can offer to both. We are willing 
to travel to almost anywhere there is a 
parade. We have enjoyed a good amount 
of international travel and have been 
fortunate enough to visit cities like 
London, Brussels, Dublin, Moscow, 
Hong Kong, Bangkok, Auckland, 
Acapulco, Mexico City, Panama City, 
Singapore and Tel Aviv to name a few.

Give us your ‘Elevator Pitch’ 
about your product/service.

Big Events, Inc. is truly a giant parade 
balloon company that has the world’s 
largest inventory of helium balloons and 
cold-air inflatables. We have licensed 
characters and generic balloons for 

almost any occasion. If we don’t  
have it we can probably build it.  
Our prices are competitive and  
reliable. We carry a large liability 
insurance policy and have workman 
compensation insurance on our crews. 
Our parade balloon supervisors are 
thoroughly trained and experienced  
so you can depend on a successful 
parade. Big Events builds custom 
balloons for sale and is a worldwide 
leader for quality inflatables and 
balloons. Our exciting designs 
and high quality artwork set the 
standard for the industry.

What is your newest product/ser-
vice that you have to offer that 
attendees need to know about? 

We have a great inventory of 
licensed characters and generic parade 
balloons, both helium and cold-air 
inflatables. We also offer custom 
helium balloons and cold-air inflatables 
using the same expertise and quality 
we do for our own inventory. 

What is different about your 
product/service vs. your  
competitors? 

We save on helium expense by 
filling our balloons with the amount 
of helium needed to fly well, which is 
usually not 100% of the volume of the 
balloon. We then top the balloons off 
with air We have a large shop-warehouse 
where our experienced crew inspects, 
cleans, repairs and maintains our 
balloons and our customers’ balloons.

How many years have you 
exhibited at the IFEA’s Expo?

We are a long term Expo Vendor 
going back too many years to count!

Why did you decide to exhibit 
at the IFEA’s 62nd Annual  
Convention, Expo & Retreat? 

I enjoy being at the Convention 
and Expo to see old friends and new 
prospects. We do most of our business on 
the internet and over the phone and so it 
is always a treat to have the opportunity 
to visit with people face to face. 

What is the best sales  
advice you’ve ever received? 

Listen to your customer. Sometimes 
we are so busy telling the client how 
wonderful we are that we forget to 
listen to what they want from us.

What is your customer  
service philosophy? 

We treat our clients the way we like 
to be treated and try to be easy and fun 
to work with. Parade balloons should 
be fun and exciting and we try to bring 
some of that magic to each client’s 
parade. There are some technical, legal 
and safety issues with balloons, and we 
try to make sure our clients are aware of 
and understand those issues and let them 
know what we can and cannot do. Mostly 
we want the parade balloon experience, 
from the organizer, to the sponsors and 
right down to the balloon handlers, to be 
something they enjoy and want to repeat.

CONTACT INFORMATION

Charles Trimble   
President
Big Events, Inc.
1613 Ord Way
Oceanside, CA 92056  
760-477-2655
charles@bigeventsonline.com 
www.bigeventsonline.com

Big Events began around 1988 as a division of a large manufacturer of 
giant inflatables in San Diego, California. In 1991 the division was sold 
to Greg Sadler and Charles Trimble who incorporated the company in 
the name of Big Events, Inc. Its main business in the early days was the 
rental and installation of giant inflatables, both helium and cold-air. In 
those days, the clients included Budweiser and Disney and the jobs involved everything from installations 
at Disneyland, to grand openings at Walt Disney World, to taking the Budweiser “Budman on a Jetski” 
inflatable boats on tour. One of the highlights of those early days was taking a towering, 75 foot tall Ma-
leficent giant inflatable on a Disney tour to 12 states and Canada over a 13 week period. It was quite a 
task because the inflatable Maleficent weighed in at about 3500 pounds. It took three large 220v fans for 
inflation and a crew of 15 to unload and load the platform trailer that she was carried on!
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Sponsor Fee Pro was created through a 
collaboration of three companies – Proxy 
Sponsorships and Creative Strategies 
Group (two highly respected agencies 
specializing in sponsorship valuation and sales) and Alvey Consulting (a software development 
firm). For years, we had been hearing from events and venues that they needed help pricing their 
sponsorship proposals. While we conducted detailed workshops around the country to teach or-
ganizations how to do this for themselves, the process has always been complicated.  The only 
alternative was to pay an agency to complete a custom valuation project which can be expensive 
– costing $10,000 - $50,000 or more.

Sponsor Fee Pro was specifically designed to help solve that problem for small and mid-size events 
and properties. While a custom valuation may be ideal for larger or more complex properties and 
events, Sponsor Fee Pro provides a more affordable option for many organizations. This exciting 
new tool allows our subscribers to value their own sponsorship packages easily and accurately us-
ing an online subscription-based program. Sponsor Fee Pro was officially launched in September 
2016 and debuted at IFEA’s 61st Annual Convention, Expo, & Retreat in Tucson.

What areas do you serve with 
your product/service? 

Sponsor Fee Pro can be used for 
local, regional, or national events and 
properties in the United States, but 
it was designed specifically for small 
and mid-size organizations without 
a major broadcast media component 
(i.e. those events and venues that are 
not televised like professional sports). 

Give us your ‘Elevator Pitch’ 
about your product/service.

Do you really know that your 
sponsorships are worth? If not, it’s 
time to find out. Sponsor Fee Pro 
is an exciting new online valuation 
tool that can help you easily and 
accurately price your own sponsorship 
packages. Designed by industry pros, 
Sponsor Fee Pro will give you:
• Confidence that you’re not 

asking too much or too little
• An accurate valuation and ROI analysis
• More leverage in the 

negotiation process
• Validation of your sponsorship 

packages from a third party expert
• A comprehensive list of benefits to 

enhance your offers 

Visit www.SponsorFeePro.com today 
or e-mail us at jill@SponsorFeePro.
com to register for a free demo. IFEA 

members and conference attendees are 
eligible to receive $350 off an annual 
subscription of Sponsor Fee pro by 
using the promo code IFEA17.

What is different about your 
product/service vs. your  
competitors? 

We are not aware of any other tools 
like Sponsor Fee Pro that will allow 
organizations to value their own 
proposals easily and accurately.

How many years have you 
exhibited at the IFEA’s Expo?

2017 will be our second year exhibiting  
at IFEA's Expo.

Why did you decide to exhibit 
at the IFEA’s 61st Annual  
Convention, Expo & Retreat? 

One of our founders, Bruce Erley, 
spoke highly of IFEA. He has been 
involved with the organization for a 
number of years as a member, a speaker, 
and even a Hall of Fame inductee. We 
agreed that we wanted to introduce 
Sponsor Fee Pro to a community that we 
definitely knew could benefit from the 
product, and IFEA’s Annual Convention, 
Expo & Retreat seemed to be the logical 
choice.  The interest, appreciation, 
and encouragement we received from 
conference attendees was terrific.

What is the best sales  
advice you’ve ever received? 

Be prepared! The most successful 
sales people are equipped with the 
right knowledge and tools for the job. 
That’s the great thing about Sponsor 
Fee Pro. It helps give sponsorship 
sales representatives that extra edge 
including a list of sponsor benefits that 
similar properties and events are using, 
and the confidence in knowing that 
proposals are being priced based on 
actual sponsorship industry methods.

What is your customer  
service philosophy? 

Our philosophy is to be helpful and 
honest. So, if we feel that Sponsor Fee 
Pro is not the right tool for the job, 
we will let you know and will work 
hard to suggest alternative solutions.

CONTACT INFORMATION

Jill Rogers   
Founder/Owner
Sponsor Fee Pro
7900 E Union Avenue, Suite 1100
Denver, CO 80237  USA 
888-683-5501, x1   
jill@sponsorfeepro.com 
www.SponsorFeePro.com

EXHIBITOR SPOTLIGHT
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TIPS FOR SPONSORSHIP SEEKERS
By Kim Skildum-Reid

TOP
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These updated and expanded tips 
aren’t just about getting the process right, 
or making the offer right. They’re also 
about differentiating your organisation 
from the plethora of other organisations 
seeking sponsorship. Most of them set 
the bar low, and sponsors hate that. But 
if you demand more from yourself and 
your organisation, and commit to best 
practice, I can’t guarantee that you’ll get 
a “yes”, but you will get their attention, 
and that’s more than most can claim.

Get Over Yourself
This is less a tip than a mindset, but 

it’s a precursor for everything else having 
to do with best practice sponsorship.

I don’t care how great your 
organisation is, how many trophies you 
have, how much good you do in the 
world, or how venerable your history, 
because sponsorship is not about you, 
and your need to get over yourself. 

As much as you’d like to think so, 
sponsors aren’t interested in aligning with 
your organisation. They want to align with 
the people who care about what you do – 
your fans. To sponsors, your role is simply 
to be an effective conduit, through which 
they can nurture that relationship. The 
more you can embrace that role, the better, 
and more valuable, a partner you’ll be.

Focus on Meaning
When you take stock of where your 

real value lies, you need to take the focus 
off the tangible benefits you provide 
because, frankly, thousands of other 
organisations are providing the same 
tangible benefits, and by making that 
what you’re selling, you’re commoditising 
yourself. Instead, put the focus on what’s 
powerful; put the focus on the meaning…
• What does your organisation/

event/program/whatever mean to 
your fans? Why do they care?

• How can a sponsor do something 
meaningful to make the fan 
experience even better, creating 

a “win” for the fans?
• How can a sponsor use the 

sponsorship to demonstrate how they 
share priorities or values with the fans?

• How can this sponsorship deliver 
meaningful value against the 
sponsor’s objectives – changing 
perceptions and behaviours?

By shifting the focus, you’re 
changing the game. It’s no longer a 
transaction for commodity benefits, 
where price rules the deal. It’s the 
establishment of a vision – what this 
means for their brand – and precisely 
why that is worth their investment.

Ensure Your Expectations  
Are Realistic

This message is as much for senior 
executives and boards as it is for frontline 
sponsorship people, and maybe more so. 

Sponsorship isn’t some kind of panacea, 
there for the asking to fill any gaps in your 
budget. Securing sponsorship is hard, even 
for major, established properties, and 
your skills are next-level sophisticated. If 
you’re a smaller, less established, or less 
experienced organisation, it’s going to 
be even harder. That’s not to say securing 
sponsorship is impossible – far from it – 
but your organisational expectations have 
to be in line with commercial reality.

If Your Property is New(er)…
• Making your event or property 

dependent on sponsorship to be 
viable in the early years is a very bad 
idea. Sponsorship raised should be 
considered a bonus, not a must.

• If you’re so busy establishing yourself 
that you can’t commit to doing 
sponsorship properly, then don’t do 
it. Phoning it in is a guaranteed fail.

• Don’t look at established properties for 
the benchmark on price. Your lack of a 
track record is likely to impact the fees 
you can charge. 

And Some Advice for all 
Sponsorship Seekers…

• Picking some round number, like 
20%, for increasing your sponsorship 
budget every year doesn’t mean 
you automatically have 20% more 
commercial value. This is particularly 
the case if you’re focussing your 
offers on benefits that are in limited 
supply, such as signage, tickets, 
appearances, and hospitality.

• The fees you can charge aren’t going 
to automatically go up every year. 
Lots of things can push fees down, 
including shifting trends, scandals, 
your property’s performance, other 
options in the marketplace, media 
support, and economic factors.

• The best option for increasing your 
sponsorship income is to develop best 
practice offers anchored on big ideas.

Of course, there are exceptions 
on all of these, but they are 
rarer than you might think. 

Send Fewer, (Much)  
Better Proposals

Sponsorship sales used to be about 
sending as many virtually identical 
proposals as possible, then making 
hundreds and hundreds of increasingly 
desperate follow-up phone calls. This 
tip turns that process on its head, 
by shifting the bulk of the workload 
to what you do before you create the 
proposal. That’s right, preparation is 
more important than persistence.

Before you pitch, do your homework. 
For every potential sponsor, you need 
to know about their brand, objectives, 
priorities, and target markets. 

As a result of all of that preparation, 
you’ll identify who your most likely 
prospects are, why the sponsorship will 
work for them and their target markets, 
and hot buttons you can push to pique 
their interest. In other words, you’ll have 
all of the ingredients to create maybe 
a couple of dozen amazing, bespoke 
proposals. It’s far more work up front, 
but both your strike rate and the value 
of each proposal will be higher.

Anchor Your Proposals  
on Big Ideas

Great proposals have a number 
of characteristics. They concentrate 
on sponsor needs, not your needs. 
They follow a clean story arc. But 
the most important thing in any 
sponsorship proposal is the big leverage 
ideas you feed to the sponsor.

Leverage is what a sponsor does 
with a sponsorship to turn it from 
the opportunity you’re selling to the 
results they need. It is the sponsor’s 
responsibility to come up with leverage 

TIPS FOR SPONSORSHIP SEEKERS
By Kim Skildum-Reid

When I first wrote this white paper, best 
practice sponsorship was just starting to 
take hold. Sponsors, spurred on by new  
accountability that arose from the Great  
Recession, were becoming far more sophis-
ticated. Sponsorship seekers were playing 
catch-up then, and many are still playing 
catch-up now.
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ideas, implement them, and pay for 
them. But (and this is a big “but”), by 
providing a complement of creative, 
strategic leverage ideas within your 
proposal, you create a vision for 
what this can do for their brand. 

It does several things:
• It demonstrates your property’s 

relevance, so they can immediately 
see the benefit to their brand.

• The offer is easier for your 
contacts to sell internally.

• You’re doing half of their work for 
them, and who doesn’t want that?

• Because you’re doing that work on 
their behalf, your sales window 
will be somewhat extended.

It’s the difference between selling a 
car based on a list of all of the parts 
that went into building it, and selling 
it based on how that car will make 
your life better, how it meets your 
functional and emotional needs, 
how it aligns and showcases who 
you are and what you’re about.

There are major sections on 
both developing these ideas and 
formalising your proposal in The 
Sponsorship Seeker’s Toolkit 4th 
Edition. Click here to purchase a copy.

Don’t Underestimate Your 
Relevance

Most sponsorship seekers vastly 
underestimate the number of people that 
a sponsor can impact with a sponsorship. 
Festivals reference the 15,000 people who 
attend. Charities talk about the size of 
their databases or the number of donors. 
Conference organisers are all about 
the registrations. But all of those vastly 
underestimate the leverageable audience.

First off, you need to remember your 
remote fans. There are people who care 
about what you do that may not, for 
whatever reason, attend your event or 
buy a ticket for the game. How many 

people are interested in the band, but 
didn’t get tickets to your concert? How 
many people are interested in the topic 
of your conference, but didn’t get to 
attend? These people may not have 
added directly to YOUR bottom line – 
buying tickets or whatever – but they 
have a lot of value to a switched-on 
sponsor that commits to adding value 
to their very different fan experience.

Then, you need to think about the 
larger themes. What is your property 
about? What traits do you represent? 
Because those larger themes are also 
things that a sponsor can leverage. You 
run the largest Italian food festival in 
Canada? Foodies all over Canada could 
be interested in that. Run a charity 
providing support to injured veterans? 
How many sponsors could hook into 
the larger themes of dedication and 
grit and heroes and so much more?

The important thing to focus on 
is not how many people you get in 
one place, but how many people 
care, and that’s likely to be many 
times what you’ve been selling.

Get into the Marketplace Early
Your sponsorship sales window is 

finite, and has absolutely nothing to do 
with when you have the time or staff 

to do it. This is another one of those 
areas where you need to accept that 
your agenda doesn’t drive the process.

The sales window starts when you’ve 
got something firm and credible to 
sell. If what you’re doing is new, this 
means your dates are confirmed, you’ve 
got permits or permissions, you’ve put 
in both significant money and effort, 
and everything is 100% going ahead, 
whether you get sponsors or not.

The sales window ends when sponsors 
no longer have the time to make a 
decision, plan their leverage programs, 
and implement those leverage programs. 
That’s likely at least several months.

Never, Ever Sell Out Your Fans
The biggest, overarching principle 

behind best practice sponsorship is the 
idea that it’s win-win-win. You win, 
the sponsor wins, and the fans win. 
Importantly, you need to accept that if 
the fans don’t win, nobody wins – I don’t 
care how much money a sponsor offers.
• Don’t sell sponsorship benefits 

that you know the fans will hate. 
Example: Requiring all ticket sales 
to be done with a Visa card. 

• Don’t let sponsors leverage in ways 
that are disrespectful, overbearing, 
or otherwise diminish, the fan 
experience. Example: You offer lots of 
social media options, hoping they’ll 
create some great content for fans, but 
they keep hammering your followers 
with completely unrelated ads.

• Don’t brand bloody everything. 
Example: “Welcome to the Ethos Bank 
Jazz Sessions on the Fiji Water Stage, 
part of the amazing Prudential Lake 
Fest!” (Most televised sports coverage 
could be used as an example of this.)

• Don’t sell to sponsors that aren’t 
at least a reasonable fit with your 
property’s brand. Example: If you’re 
running an investment expo, you 
wouldn’t sell major sponsorship to a 
payday loan company.  

Most sponsorship seekers vastly underesti-
mate the number of people that a sponsor can 
impact with a sponsorship. Festivals reference 
the 15,000 people who attend. Charities talk 
about the size of their databases or the num-
ber of donors. Conference organisers are all 
about the registrations. But all of those vastly 
underestimate the leverageable audience.

Don’t let sponsors leverage in ways that are 
disrespectful, overbearing, or otherwise di-
minish, the fan experience. Example: You of-
fer lots of social media options, hoping they’ll 
create some great content for fans, but they 
keep hammering your followers with com-
pletely unrelated ads.
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• Be prepared to end a sponsorship if the 
sponsor is mired in controversy that 
your fans just can’t abide. Example: 
Your art gallery is sponsored by an 
investment bank that gets caught 
for rampant insider trading.

Approach the Right Person
Most brand managers have the budget 

and authority to say “yes” to sponsorship. 
Most sponsorship managers don’t, and 
when it comes to new offers, they’re 
primarily gatekeepers. Avoid them.

Your first point of contact should 
be the brand manager, or in a smaller 
company, the marketing manager or 
general manager. If they refer you to 
the sponsorship manager, an agency, 
or an online form, they’re 99.9% 
sure to be telling you “no”, they just 
don’t want to do it themselves.

Get Smart About Servicing
Servicing is what happens after 

the deal is done, and will be critical 
to securing a renewal at the end of 
the contract. It’s also infinitely easier 
and cheaper to service a sponsor well 
than to sell a new sponsorship.

This isn’t just about delivering the 
benefits as promised, which should 
really go without saying. It’s largely 
about adding value to the relationship, 
which could include providing:
• Added-value benefits periodically 

through the sponsorship.
• Short, timely reports on the state of the 

sponsorship and what you’ve delivered, 
replacing those long, fluff-filled annual 
reports that everyone hates (including 
sponsors). 

• Access to, or participation 
in, audience research.

• Opportunities to network 
with other sponsors.

• Assistance with developing leverage 
plans. If you know how to do it – and 
you should – offer to go in-house 
and facilitate a brainstorm.

• Sponsor education and 
leverage-development workshops 
(I do a LOT of these)

All of this is work and there is a 
modest cost involved – a good budget 
is 10% of the gross fee – but will 
reap you huge rewards in easier and 
bigger renewals, as well as referrals 
to other potential sponsors.

Need More Information?
All of this and much more is included 

in The Sponsorship Seeker’s Toolkit 4th 
Edition. Click here to purchase a copy. 
You’ll also find a wealth of information 
on PowerSponsorship.com 

Kim Skildum-Reid is one of the 
sponsorship industry’s most influential 
thought leaders. She has a blue 
chip list of consulting and training 
clients spanning six continents, is 
author of global industry bestsellers, 
The Sponsorship Seeker’s Toolkit 
and The Corporate Sponsorship 
Toolkit, and commentates to major 
business media around the world. 
She is the brains behind industry 
hub, PowerSponsorship.com, and 
offers sponsorship consulting, 
training, speaking, and coaching.

Your first point of contact should be the brand 
manager, or in a smaller company, the market-
ing manager or general manager. If they refer 
you to the sponsorship manager, an agency, 
or an online form, they’re 99.9% sure to be 
telling you “no”, they just don’t want to do it 
themselves.
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How often have you wished for another hour in your 
day to complete or even start an essential task? Even 
people with the best time management skills feel the 
pinch of not having enough time in the day. To help 

me get through the day more smoothly, I rely on the help of a 
few helpful gadgets. Here are a few of my recent favorites.

Wireless Video Monitor to 
Check on Pets

It’s never easy to leave your pet 
at home while you go to work. 
This year, my family added a new 
member, a mini golden doodle named 
Waffles. So to check on her when 
we're gone, we got a Clever Dog 
wireless video monitor from Amazon. 
It was a fun (although not strictly 
necessary) use of $36, since I can 
check on Waffles throughout the day via my iPhone and even 
talk to her by using the built-in microphone and loudspeaker. 

Don’t have a pet? This monitor can also be used as a 
baby monitor or a security camera. This device and many 
like it can save you a trip home to check on your pup, a 
walk across the house to check on your child, or even an 
awkward conversation with a salesperson at the door. 

Home Automation 
Through Virtual  
Assistant Devices

Virtual assistant devices 
are quickly becoming the 
gadget of the year, with 
Amazon Echo, Google 
Home and now Apple’s 
HomePod, which will be released in December. All have 
their strengths and weaknesses, but ultimately will allow 
you to control almost any internet connected device in your 
home. You can change the thermostat, play music, control 
specific outlets remotely and even order products through 
your virtual assistant. Using the Amazon Echo, if I am washing 
dishes and realize I am about to run out of dish soap, I just 
tell the device, “Alexa, order Dawn dishwashing soap.” 

I think this is a fascinating advancement in e-commerce, 
because I no longer even have to be at my computer or 
phone to order! It will be interesting to see which "assistant" 
gains the most market share, since these are still in their 
infancy. But because my family has Sonos for music, my 
hope is for Amazon, since I've heard Sonos integration is 
coming later in the year. But I'd never bet against Apple or 
Google; just having them in the mix will dramatically increase 
the rate of adoption for home automation products. 

Finding Things 
Made Easy with 
Bluetooth Tracker

Do you often misplace 
objects and then spend a 
ton of time searching for 
them? A way to protect from 
this situation is by using 
a Bluetooth locator like 
Tile. Tile is a tiny Bluetooth 
tracker and app that helps 
you find misplaced items in seconds. Place the thin Tile tracker 
on any of your frequently-misplaced items like your keys, wallet, 
laptop, or even on luggage. With a push of a button on the Tile 
app, the Tile tracker will ring so you can locate the item by sound. 

If you’re out of the Bluetooth range (100 ft.), the Tile app 
will remember the last place you were in range of your item 
and display that location on a map. Also, once the Tile app 
is on your phone, you can press a button on the Tile tracker 
that will ring that cell phone if you misplace it! The Tile tracker 
is available for $25 a piece or you can get four for $70. 

Keeping Track of Loyalty and  
Gift Cards

Do you have a handful of credit and 
debit cards along with 40 different loyalty 
or gift cards? Keeping up with all of these 
items can cause clutter, a fact that gift card 
providers love, because between 2 and 
20% of gift cards never even get redeemed! 
The Key Ring app is looking to solve that 
problem with a one-stop shopping solution. 
This free app allows you to store all your 
loyalty and membership cards, which you 
can later redeem from your phone. You 
can also search for coupons and even allows you to create a 
shopping list that can be shared with your friends and family. Key 
Ring can even find nearby deals by using your phone’s location.

 Call me a geek, but products like these really do 
improve my digital life. I hope they improve yours too! 

Kendra Wright started her career managing non-profit fundrais-
ing events. Then in an “about face,” she took a job managing  
global Internet strategies at a Fortune 1000 company in 1995, just 
as the Internet came to being. She left that company in 1998 to 
found Wright Strategies, working with clients like KEEN Footwear, 
Nike, Jeep, Chrysler, Intel and Panasonic. Then in 2009, Kendra 
launched Saffire to do integrated online marketing and ticketing for 
hundreds of events, venues and destinations. It’s been a wild ride! 
Kendra can be reached at kendra@saffire.com, and more informa-
tion about Saffire can be found at www.saffire.com. 

YOUR DIGITAL LIFE

THE DIGITAL LIFE WITH KENDRA WRIGHT

4 WAYS TO IMPROVE
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helping you protect those whose 
             leadership you depend on…

…for the best price in the industry.

2009 NW Military Hwy • San Antonio, TX  78213  
210-829-7634  •  Fax: 210-829-7636  •  Web: www.kaliff.com

2603 W Eastover Terrace  •  Boise, Idaho 83706  
208-433-0950  •  Fax: 208-433-9812

IFEA Member 
Directors’ and Officers’ Insurance

www.ifea.com
http://www.kaliff.com
www.ifea.com


SO, YOU WANT TO WORK IN EVENTS? WITH BRITNEE PACKWOOD

I can’t begin to tell you the number of times I’ve sat at my desk 
thinking to myself, “I have too much to do.” You make lists, 
re-make lists and maybe check a few items off those lists. 
You write sticky note reminders and, maybe, you send email 

reminders to yourself. Finally, it boils over and you head to the 
break room to make a cup of coffee. As you make your way 
down the hall you notice the interns and your co-workers on their 
phones or favorite social website. You find yourself frustrated 
and feeling a little lost, even thinking there is no end in sight. 

Raise your hand if that scenario just described you. Don’t 
feel silly, I just raised my hand too (and I’m writing this!). Feeling 
overwhelmed and too busy isn’t something to be ashamed of and 
certainly doesn’t make you any less better at your job. As event 
planners, we often find ourselves bogged down in the details 
and we forget we can ask for help and delegate. Yes, delegate! 

Here are a few key pointers to help you 
determine what you can and cannot delegate, and 
how it can help your everyday work flow: 
1. Make a List: This is the master list of all the things you need to 

accomplish by the end of your work week. Take time on Monday to 
sit and write down everything you need to do and when it needs 
to be completed by. The goal here is to dump your brain onto the 
page and size-up the hill you need to power up for the week. 

2. Prioritize: Make sure you highlight which are top priorities 
for the week and tasks that can only be done by you. 
After you figure out what tasks you need to do, look at 
your list and think about which co-workers or interns 
you can enlist to help you with your remaining tasks. 

3. Ask for Help: Maybe you have old meeting minutes 
that need typed and distributed around the office. 
Ask your receptionist or office manager if they have 
time to help you with this project. Maybe you need to 

schedule social media posts or email potential vendors 
for an event—ask the intern to take on the task. 

The key to delegating is to remove the tasks other people 
can successfully do from your plate. It does take a certain 
amount of trust, but it helps to build better team relationships 
(and maybe make the intern feel utilized and not just the coffee 
guy). Delegating can be a great tool to have in your arsenal, and 
you will find the longer you are in the event industry the most 
successful event professionals delegate all the time. They use it 
to play to the team’s strengths and promote being a team player.

Something else important to remember: don’t feel like 
you need to take on every task and conquer it yourself, and 
don’t be afraid to say no from time to time. It might feel 
weird at first, but we can overstretch ourselves, especially 
our first few years in the industry. You want to be in it for 
the long haul, don’t you? Don’t burn yourself out! 

Lastly, as a final word to the wise, don’t use and abuse the  
delegation system or else you will probably lose some credibility  
within the office. You want to use it as a tool to impress your  
teammates and leaders.

Britnee Packwood is currently the Director of the National 
Lentil Festival in Pullman, WA. She started her career in events 
during her undergrad at the University of Idaho where she 
earned a B.S. in Public Relations and a B.S. in Conservation 
Social Science. She is currently working on obtaining an MBA 
focusing on Music Business. When she isn’t coordinating events 
one can find her listening to vinyl, knitting or enjoying the great 
outdoors. She can be reached at britnee.packwood@gmail.com.

IT’S OK!
DELEGATE…REALLY, 
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SAFELY   DOES IT

In my last column, I introduced the concept of Risk Mapping, 
which allows us, as event planners, to more effectively 
consider risk at our events by factoring in risk changing 
over time during our event. This is a fundamental tool I use 

and one the industry is starting to adopt more and more. 
In this issue, I want to look at the DIM-ICE matrix. Again, 

when we talk about fundamental tools, this is another one. 
There isn’t an event planned in our offices without the use of 
the DIM-ICE matrix. Sometimes it takes the form of a lengthy 
paper exercise while other times it’s something we automatically 
do in our heads when setting out on the planning process.

DIM-ICE
Using the matrix on the next page allows us to consider 3 key  

planning elements for our events during the 3 key phases of  
any event. 

So, we’re looking at the Design, the Information and the 
Management elements of each event and we’re looking at each of 
those during 3 phases, namely Ingress, Circulation and Egress.

By way of a quick recap:
• Ingress is when your audience is 

arriving to your event / venue
• Circulation refers to when your audience is inside / at your 

event and is moving through and around the event space 
• Egress is the time period during which 

your audience is leaving

In a wide range of respects, these 3 distinct 
event phases are distinctly different and should 
be considered separately and jointly. 

When developing DIM-ICE matrices for 
events, we always do 2 of them:

1. Normal Operations
2. Emergency Scenarios

We need to account for both states and ensure we plan our 
events to be as smooth-running and safe as possible, both when 
things are going to plan and very much not going to plan.

In developing the DIM-ICE matrix, Professor Dr. G Keith 
Still, opted to utilise the DIM-ICE mnemonic, in part as it 
sounds like ‘demise’, which he feels speaks to the potential 
consequences of NOT planning events safely and properly. 

DIM-ICE also allows event planners to establish 
a documentable and consistent approach to event 
planning, a practice that we all know can be a lot more 

feel than form. It helps create an audit trail and illustrates 
a level of professionalism when considered against 
less structured systems or the lack of any system.

Design
There is a multitude of issues that can be ‘designed out’ of 

an event at an early stage. We always ask clients to involve us 
as early on in their process as possible. The earlier we have 
eyes on what the client is doing and an understanding of what 
they’re looking to achieve, the more effective we can be for them 
and the easier it is avoid potential conflicts or flashpoints. 

For instance, we work with a large state organisation here that 
exhibits at a huge event each year. We initially worked with them 
AT the event. Then we began to advise on safety matters shortly 
in advance of the event. Now we work with them year-round and 
are involved in the design of the space. Being involved in the 
design phase allows us to spot and address potential issues 
before they become issues. Lovely barrels used as bins are a 
nice idea aesthetically but their locations need to be planned 
well so as not to negatively impact flow through the space. 

Information
Consider questions such as:
• How are we communicating with our audience 

with respect to how we want them to act?
• Is our signage at a high enough level to be effective 

when sight lines are obscured by the crowd?
• Is the information we’re putting out online and 

across our social media channels accurate?
• Is there a better way to delineate queues than 

to use temporary, aluminium barriers?
• What announcements do we need to make during the event?
• Might we consider removing some signage and instead 

utilising staff members to actively engage with the audience? 
• How are we going to let the audience know 

how we want them to leave the venue?

This is far from an exhaustive list but you can hopefully 
see how important an aspect information is. This is 
particularly true, when you consider the 3 phases – 
Ingress, Circulation and Egress – separately. 

Management
There is a wide range of management inputs that can impact 

on an event. What works on one event may not work on another. 

DIM-ICE
TAKING A LOOK AT

(Design, Information, Management, Ingress, Circulation, Egress)
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WITH MARK BREEN

This can often be down to budget but is also often simply 
a function of different events needing different solutions. 

Considerations can include, but are not limited to:
• Manpower and staffing levels
• Staff deployment plans
• Event Control Room facilities
• CCTV / crowd-monitoring facilities
• Statutory agency presence
• Stakeholder imperatives
• Regulatory frameworks
• Insurance stipulations
• Previous experience

Interplay & Colour-Coding
Considering any of the 3 elements in isolation will not 

give you a complete picture. It is important to consider 
all 3 in one exercise during each of the 3 phases outlined 
above. This will identify overlaps and will allow you to 
see any issues that need further work to address.

The use of colour-coding further enhances the 
usefulness of the matrix at a glance. A simple traffic light 
system – red, amber, green – is extremely effective. 

The Bottom Line
Try it out the next time you’re planning event. I’ve never 

encountered someone that didn’t find it a useful tool and 
that’s exactly what I’m looking to offer up in these columns. 

I’ve come across a wide range of tools over the 
years, not all of which I’ve found of actual use in doing 
what I do. Those that I do find useful, I’ll share here. To 
view examples of DIM-ICE matrices click here.

Mark Breen is Director of Safe Events as well as Cuckoo 
Events based in Dublin, Ireland. He is an award-winning event 
Safety Officer and one of the most experienced and qualified 
event & crowd safety practitioners in Ireland. He is a Specialist 
Member of IIRSM, as well as being a member of IOSH, EPS 
and ESA. 

He writes and speaks regularly on all things event-related, 
particularly event & crowd safety. He is a Graduate Member 
of the Marketing Institute of Ireland and holds a Postgraduate 
Diploma in PR & Event Management.  He is currently among a 
small class pursuing the world’s first MSc in Crowd Safety and 
Risk Analysis, and already has specialist qualifications in Spec-
tator Safety Management and Crowd Science. 

Mark and the Team at Safe Events and Cuckoo Events are 
passionate about helping people run safer events and de-
vote a lot of time to doing so. Mark is very active on Twitter @
mark_breen, @SafeEventsIE and @CuckooEvents. The multiple 
award-winning Cuckoo Events website can be found at cuckoo.
ie and the new Safe Events website is at safeevents.ie (launch-
ing 9th February 2017)

D I M  -  I C E :  M e t a  M o d e l  F o r  E v e n t s

D E S I G N

I N F O R M A T I O N

M A N A G E M E N T

C I RCU LATIONI NG R ESSNOR MAL EG R ESS

D E S I G N

I N F O R M A T I O N

M A N A G E M E N T

C I RCU LATIONI NG R ESSE M E RG E NCY EG R ESS
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How many employees does 
your company have?

There are currently 10 full time 
employees in the company.

How has your company grown 
over the years?

In the 20 years since we started our 
company has grown dramatically. We 
have seen consistent growth in terms of 
the types of shows and the sheer number 
of shows that we have done all the way 
up to national touring acts from the 
EDM, Country and Rock communities. 
After Acquiring Audio AZ in Spring of 
2016 we doubled our inventory and 
are the only Nexo house in Arizona

What areas do you serve with 
your product/service? 

We serve the American Southwest 
and Northern Mexico.

Give us your ‘Eelevator Pitch’ 
about your product/service.

We are Arizona’s premiere event 
production company specializing in 

Audio & Video, built to suit and mobile 
staging, generators, and lighting. With over 
50 collective years of experience we can 
cover any and all needs you have. With 
employees from all walks of entertainment 
we have the knowledge and expertise to 
get your show done right the first time.

What new or improved product/
service do you have to offer that 
attendees need to know about?

We have increased our inventory of 
LED panels and audio gear significantly  
increasing our capabilities in those  
respective fields

What sets your product/service 
apart from your competitors?

We are a local company, but 
consistently serving larger companies 
and shows. Including The Russo & Steele 
Automotive auction in Scottsdale and 
both of their California auctions as well 
as Roger Clyne and the Peace Makers. 
Our skill allows us to be big enough for 
the large shows but small enough to care 
about the little details for the smaller 

shows. With an ever growing inventory 
and a new warehouse and shop opening 
in 2018 we are placing ourselves to be 
even better suited for the changes that 
our local market is experiencing.

How many years have you 
exhibited at the IFEA’s Expo?

This is our second year exhibiting at  
the IFEA Expo.

Why did you decide to  
exhibit at the 62nd  
Annual IFEA Convention,  
Expo & Retreat?

We decided to exhibit at the expo 
in order to see how the market is 
changing and how we can better 
interact with our customers.

What is your customer  
service philosophy? 

We will always go the extra mile to make 
sure that our customers needs are met 
before, during and after their event. We’re 
large enough to get any job done but small 
enough to care about the little details.

CONTACT INFORMATION

Richard R. Lewis, Jr. 
Sales & Marketing
Sound Lighting FX, Inc.
4639 E Virginia St. Suite 101
Mesa, AZ 85215 USA
(602)-327-0064
rlewis@soundlightingfx.com
www.soundlighitngfx.com

Sound Lighting F/X was started in Sept 1998 in Mesa, 
AZ with the goal of providing the best in audio, vid-
eo and lighting in the Phoenix market. We are a local 
company made up of local employees and as such care deeply about our 
city and the events held in it. We put everything we have into every show 
from the largest car auctions to the smallest ribbon cutting ceremonies.

EXHIBITOR SPOTLIGHT
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FEARLESS
By Steve McClatchy

Being good at what you do is not easy. Being 
great is even more difficult. Being one of the best 
in the world at what you do is a monstrous under-
taking. It’s not something everyone can achieve; 
not everyone can be the best in the world. Most 
people aren’t even striving for it.

To be the best at something you can’t just  
“show up” and expect world-class results.  
You can begin by asking yourself an  
important question. “Why did 
I take this job?” Your an-
swer to that simple 
question can deter-
mine so much of your 
success. The motive 
behind your deci-
sions is no small 
matter. Needing a 
job and wanting a job 
are very different situ-
ations. Needing a 
job is driven by 
fear. Want-
ing to be 
the best 
at your job 
is driven by 
desire. 
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Steve McClatchy is a keynote speaker and author 
of the award-winning New York Times Bestseller 
Decide: Work Smarter, Reduce Your Stress & 
Lead by Example. Decide has been translated 
into 9 languages. In every speech weaves insight, 
interaction, and actionable content with humor, 
inspiration, and motivation. He has worked with some 
of the most successful organizations in the world 
including Google, Under Armour, Disney, John Deere, 
Microsoft, NBC Universal, Accenture, HP, Tiffany’s, 
Wells Fargo, Campbell’s Soup, and many teams in 
the NFL, NBA, NHL, and MLB. He speaks frequently 
at Harvard, Wharton, and Chicago Booth Business 
Schools. He has appeared on ABC, CBS, Fox News, 
Wall Street Journal TV, and NBC’s The Today Show 
and has been quoted in The Wall Street Journal, Fast 
Company, WebMD, Oprah Magazine, Entrepreneur, 
and Investor’s Business Daily. Steve’s passion is 
for continual improvement and believes that when 
we stop growing, learning, gaining experience, and 
achieving goals we stop living. You will be captivated, 
motivated, and truly inspired by his unique and 
practical approach to effectiveness and success. 
For more information about Steve or to 
contact him, go to: www.Alleer.com, email 
Steve@Alleer.com or call 800-860-1171.

Fear is an emotion and, like every 
emotion, it has a specific purpose which 
is to keep you alive. Fear’s job is to keep 
you safe, secure, free from danger, and 
protected from harm. Fear will keep 
you out of trouble, steer you away from 
threatening situations, and help you 
avoid making mistakes, messing up, 
falling on your face, and dealing with the 
consequences and repercussions of failure. 

In addition to its clear purpose, fear has 
predictable outcomes. It will prevent you 
from taking risks, meeting new people, 
trying new things, experimenting, asking 
questions, being vulnerable, growing, 
learning, exploring, and challenging 
yourself to do and become more. The 
problem is that these are the very 
behaviors you need in order to thrive and 
achieve excellence. Excellence requires a 
commitment to never-ending, ongoing, 
continuous growth and improvement. 
These are benefits that can only be 
pursued with desire. Fear does not inspire 
improvement; it settles for compliance 
and it motivates you only far enough to 
prevent the consequences you fear, not to 
pursue the benefits you desire. Avoiding 
painful consequences and assuring 
compliance with obligations may be an 
acceptable way to manage some things, 
but it isn’t leadership. It isn’t going to 
make anything better than it is today. 
Leadership requires one to set that fear 
aside, and pursue improvement, progress, 
and innovation from a place of desire. 

To be fearless doesn’t mean nothing 
will scare you or challenge you along 
the way; it means to lead with desire in 
spite of the challenges. Like fear, desire 
serves a very specific purpose; it helps 
you to thrive. It helps you to go after 
what you want. It helps you to take 
risks, be vulnerable, dream, ask “what 
if?”, brainstorm, trust, change, turn 
your visions into reality, and make the 
impossible possible. These are the risky 
behaviors required to achieve excellence. 

So why did you take your job? Is it 
because your company asked you to come 
and work for them, is it because you needed 
a job to provide for your family, is it because 
a head hunter contacted you, is it because 
you just needed a change, or is it because 
you really wanted it and you saw the 
potential to make a difference there? If your 
answer is a mix of all of the above I would 
ask you which reason is the strongest. The 
only reason to create anything outstanding 
or new is because you desire it. There are 
no consequences to fear for not becoming 
the best at what you do. Improving is not 
something you do out of fear. You do it 
because you desire and envision a workplace 
high in trust where people are not afraid to 
fail but excited to grow, develop, mature, 
gain new experiences, acquire new skills, 
and set goals and achieve them. You desire 

a workplace where customers get their 
questions answered, problems solved, 
and get excited about what your products 
and services can do for them. You see a 
workplace where your work and the work 
of your employees is fun, has meaning, and 
makes a difference. 

We have all worked with or for someone 
who was motivated by fear instead of 
desire. They go through the motions, take 
shortcuts, do the minimum, look at their 
watch, put on a fake smile, roll their eyes, 
talk behind your back, see what they can 
get away with, play passive-aggressive 
games, complain, blame, and avoid taking 
responsibility. This actually takes as much 
time and energy as doing their job well 
but they don’t see it that way. They do 
enough to meet expectations, keep their 
jobs, and not get fired. They are motivated 
by fear, they lack desire. How does this 
mindset affect their employees? A manager 
cannot lead their employees past where they 
are themselves. 

       On the other hand, have you ever been 
truly engaged in the work you were doing? 
What drove your engagement? Was it your 
relationship with your manager, your 
mastery of a task, the meaning of your work, 
the way you were valued and respected, 
or all of the above? Are your employees 
experiencing that? How is their experience 
affected by your level of engagement and 
desire for continuous improvement? Driving 
employee and customer engagement is not 
about asking a few questions, checking 
off a box, and trying to be interested. It’s 
about igniting desire in them by creating 
an authentic relationship that comes from 
valuing and respecting their unique talents, 
skills, and abilities and finding out what 
they want to accomplish. It’s about guiding, 
coaching, advising, giving feedback, and 
challenging others to perform at their 
personal best. If you want to recruit and 
retain employees who are willing to go 
the extra mile, work with passion, solve 
problems, innovate, grow your business, and 
feel a profound connection to the company 
they represent then it’s time to lead without 
fear. It’s time to lead with desire. How would 
their experience be enhanced if you did 
that? What results could be achieved? 

       We need each other. Reaching peak 
performance and consistently producing 
excellence is difficult to do all alone. 
Willpower, discipline, and motivation 
can burn out without the systems and 
structures that support teamwork, 
collaboration, innovation, creativity, and a 
consistent high-energy work environment. 
This is where your focus needs to be if you 
want to create an engaged workplace that 
consistently produces excellence. 

So, if you could select any job in 
the world would you pick the one you 
currently have? If you would then doesn’t 
it make sense to continually get better at 

it? How much you enjoy your career is 
directly related to your proficiency in it. 
The better you get the more you enjoy it, 
the more you enjoy it the more time you 
will spend getting better at it. If you would 
not select your job over any other job then 
you’re probably less likely to invest the 
time, effort, and energy needed to build 
proficiency in it. Yet, remaining stagnant 
or slacking in your skill level could be the 
very reason you don’t enjoy it. If you were 
the best in the world at your job would 
you want to keep it?

I encourage you to commit today 
to leading with desire and to commit 
to continual, ongoing, never ending 
improvement for both you and the systems 
that run your business. We need more 
leaders that lead by example and walk their 
talk when it comes to goals, growth, and 
improvement. Improvement is exciting and 
leaders that create excitement attract lots of 
followers. The excitement that comes from 
improvement creates a work environment 
where morale and productivity are high, 
new ideas are ignited, success is accelerated, 
employees are engaged, and retention and 
loyalty are high. The first step is to open 
your calendar right now and schedule time 
to make something in your life or in your 
business better than it is today. When you 
get to that time on your calendar follow 
through and don’t push it off. That’s it. That 
is what you need to do to continuously lead 
you and your business forward. We need 
more people in authority to actually be 
leaders. Your business needs you to do it, 
your employees need you to do it, and your 
customers need you to do it. So go do it!

      Fall 2017           IFEA’s ie: the business of international events    49

http://www.Alleer.com
mailto:Steve@Alleer.com


THE SPONSOR DOC WITH BRUCE L. ERLEY, APR, CFEE

Dear J.Z.. 
Medical and recreational marijuana have been legal in 

Colorado for more than three years. While I for one did not 
vote for this change to our state constitution, nor do I support 
it personally, it is the law of the land and has become big 
business, pumping billions of dollars into the economy.

Those involved in the cannabis industry, whether 
growers, dispensaries or ancillary services, have been very 
aggressive in offering financial support to events, cultural 
organizations, nonprofits, etc. in an effort to “legitimize” 
themselves and build community goodwill and acceptance.

Some organizations have accepted weed dollars, like the 
Colorado Symphony, but most have not. In our role consulting 
with festivals and events principally in Colorado, we have not 
advised any clients to take on cannabis sponsorship, at least 
not yet. We have a number of reasons behind this approach.

1. Prevailing Community Standards – Though slightly 
more than 50% of our state voters approved legalization, 
less than 20% regularly use cannabis products. It is still a 
polarizing subject in Colorado and unless your audience 
is principally made up of that 20%, you might very likely 
suffer the consequences of community disapproval.

2. Implied Endorsement – Will displaying a dispensary’s 
banner imply your encouragement of cannabis use? If your 
event attracts families or kids, this can be a real problem. 
Do they get a booth? If so, exactly what are they promoting 
or sampling? If they sponsor your event, you will need to 
be ready to answer to these criticisms and questions.

3. Co-Sponsors – Most of the sponsors we typically secure 
are local corporations, traditional consumer products or 
media outlets. In the few, off-the-record conversations I 
have had with them, they indicated that they would respond 
very negatively to being a sponsor alongside a marijuana 
company. While some of the marijuana offers we have 
received are in the high five figures, I wouldn’t be surprised 
to lose an equal amount or more in other sponsor dollars.

4. Landlord Problems – In Colorado, local cities still have 
a say in whether they will even allow cannabis products to 
be produced or sold within city limits. We have already run 
across some issues with municipalities and school districts 

which permit our festival sites, being absolutely clear that 
they will not allow us to have marijuana sponsors. 

5. Receiving Payment – Until banking laws are changed, marijuana 
is an all cash business. Can you imagine receiving a sponsor 
payment of say $25,000 in cash? Those sorts of cash deposits 
send up red flags in the banking industry and with the IRS.

6. Accepting Illicit Gains – Selling weed is still illegal according 
to federal law. It is not fully known what accepting marijuana 
dollars might mean to an organization in terms of dealing with 
federal agencies. Might it impact your tax returns? Jeopardize 
your nonprofit status? Make you more of a target for other 
federal scrutiny. No one really knows yet and remember, the new 
Attorney General is NOT a fan of states legalizing marijuana. 

So, Jay Z, (sorry I couldn’t help that one myself), I would 
walk lightly before I consider marijuana sponsorship. 
Perhaps someday, cannabis sponsors may be as common 
as beer sponsors at our events. Or they could go the way 
of tobacco sponsors. Got any of those anymore? 

The Sponsor Doc

With more than three decades in sponsorship sales and consul-
tation, Bruce L. Erley is the President and CEO of the Creative 
Strategies Group, a full-service sponsorship and event marketing 
agency based in Denver, Colorado he founded in 1995. Accred-
ited in Public Relations (APR) by the Public Relations Society 
of America and a Certified Festival & Events Executive (CFEE) 
by the International Festivals and Events Association, Erley is a 
highly-regarded speaker on event marketing and sponsorship 
having spoken on the topic around the world in such places as 
Dubai, Vienna, Beijing, Toronto and New York.

Contact Info:   
Bruce L. Erley, APR, CFEE
President & CEO
Creative Strategies Group
Phone: +1-303-558-8181
Business Email: berley@csg-sponsorship.com
Column Enquiries Email: bruce@sponsordoc.com

Dear Sponsor Doc: 
Medical marijuana was recently legalized in Arizona and our organization was approached 
by a cannabis dispensary about sponsoring a concert we are producing. Before I take 
this generous offer to my board for discussion, can you provide any insights you might 
have about the highs (Sorry, I couldn’t resist) and lows of marijuana sponsorship?

J.Z. Tucson, AZ

PICKING YOUR WAY 
THROUGH THE WEEDS

MARIJUANA SPONSORSHIP
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In uncertain times, we must often remind those whose support we depend upon, of the important 
economic and social value that our festivals and events bring to the communities we serve. Having  
a credible and current economic impact study can do just this, in addition to increasing credibility 
with stakeholders, providing quantified data to sponsors, presenting reliable data to base future  
marketing and programming decisions upon and much, much more.

Unfortunately, this critical resource, especially with credible credentials, is often financially out of 
reach for most events even in a good economic environment. Recognizing this, the IFEA has created 
a cost effective, industry credible program to provide Economic Impact Studies at a budget-accessible 
investment. Call us today to learn more.

Commission Your IFEA Economic Impact Study Today

GETTING STARTED
For more information about this valuable IFEA program, please contact:

Kaye Campbell, CFEE, Director of Partnerships & Programs • +1-208-433-0950 Ext 815 • kaye@ifea.com

SHOW IT!
Your Event Has IMPACT…

http://files.ifea.com/pdf/IFEAEconomicImpactStudy.pdf
mailto:kaye@ifea.com


WITH GAIL LOWNEY ALOFSIN

This past June 2017, I had the honor of teaching my second 
Boston based Summer Session for the Harrington School 
of Communication and Media at the University of Rhode 
Island. This one week, three credit course, offers students an 

opportunity to network and learn from over 40 business professionals 
from corporations and agencies. We had the privilege of learning from 
executives and emerging leaders from the corporate offices of Citizens 
Bank, CW Providence, Warner Brothers, HubSpot, Boston Red 
Sox/Fenway Affairs, Liberty Mutual, Harpoon Brewing Co, Harvard 
CEO Roundtable, Arnold Advertising, Smith Optics and Marriott 
Corporation, to name a few. The insight the students derived from 
the presentations enhanced their life personally and professionally. 

How to be a successful college graduate? The main focus of 
the week is the leadership skills required to ensure success in 
the workplace. One leadership trait discussed by the majority 
of the speakers was the importance of communication. What 
are you communicating when you walk into a room? Are you 
a positive person or an energy vampire? Be conscious of your 
body language. Start by sitting up straight. Pay attention to 
crossed arms, eye rolls, twirling your hair and looking down 
at your cell phone. Your positive communication starts with a 
great handshake, eye contact, leaning in to listen and putting 
your mobile device away. Showing up on time, avoiding gossip 
and being present also contributes to a positive image.

Every day offers you the opportunity to improve. Self-awareness 
provides insight on how you impact the people around you. Similar to 
skipping stones, every interaction offers the opportunity to positively 
impact another life – whether you are in the workplace, your home, the 
grocery store or the gym. Positivity in business is crucial and starts 
with your own mindset. When you feel good about yourself and your 
choices, you will attract positive people and situations into your life. 

Another topic during our week was the concept of “work/life 
balance.” Novelist Anne Lamott professed, "Almost anything will 
work again if you unplug it for a while... including you." This is a 
lesson for all of us. The 2016 Expedia Vacation Deprivation Report 
comprised of research conducted by North Star, concluded that 
United States workers receive an average of 15 vacation days per 
year and take 12. This left 375 million unused paid vacation days in 
2016. The same report revealed that the employees surveyed agree 
vacations are crucial to their health and wellbeing. Enough said!

Lessons learned? Take your vacation, “disconnect 
to connect” and make a difference with your own 
impact, passion and stones! Carpe Diem!

Gail Lowney Alofsin is a keynote speaker, author, adjunct 
professor and business executive. Her book, Your Someday is 
NOW – What are you Waiting For, focuses on becoming your 
best you. Since being published in April, 2016, it has raised 
over $35,000 for non-profit organizations. A lifelong student 
and humanitarian, Gail believes that we all have the capability 
to be a leader in our own lives, influencing the lives of others for 
positive peak performance and success. She can be reached at 
401-640-4418 and gail@gailspeaks.com. Follow her on twitter: 
@gailalofsin and visit her website: gailspeaks.com.  

The students appreciated the insight from the Summer 
Session guest speakers: 

“Be your best self. Every opportunity is a  
chance to enhance your personal brand.” 

Kathy O'Donnell, SVP/Head of Public Affairs, Citizens Bank

“Passion, purpose, persistence, patience.” 

Tina Castano, Vice President/General Manager 
WLWC-TV, The CW Providence 

“Embrace change, take risks, build networks,  
and stay very organized.”  

Tom Cerio, former Executive VP, Warner Brothers 

“If you deliver value, the word will spread. Do something 
that makes an impact on people’s lives.” 

Brian Halligan, CEO and Co-Founder, HubSpot

“Always find a way to say ‘Yes.’  
There is no ‘No’ in business.” 

Larry Cancro, Sr. VP of Fenway Affairs, Boston Red Sox

“Everyone needs a ‘why” for what they do.” 

Charlie Story, President, Harpoon Brewing Co

COLLEGE GRADUATE?
HOW TO BE A SUCCESSFUL

“The delicate balance of mentoring 
someone is not creating them in 
your own image, but giving them the 
opportunity to create themselves." 

 Steven Spielberg

LEADERSHIP AT ALL LEVELS 
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Remember All Those Who Helped You 
Get Where You Are Today?

Pay it Forward With a Gift to IFEA’s 
‘Fund for the Future.’
Your donation will ensure that our world 

always has something to celebrate!

Contact any IFEA Foundation Board, IFEA World Board, or 
IFEA Staff Member for more information.

Individual and Organizational Contributions are welcomed and encouraged.

All contributions are tax-deductible in the United States.

For more information go to www.ifea.com.

The IFEA “Fund for the Future” provides 
critical funding to ensure that the IFEA has  
reserves in place to protect against future 
economic shifts and realities in a constantly 
changing world; to allow the organization to 

keep pace with new and changing technolo-
gies necessary to communicate with and serve 
our global industry; and to support a con-
tinued expansion of our services, resources,  
programming and outreach around the world.

http://www.ifea.com/p/about/foundation/fundraising/fundforthefuture


MAY I HELP YOU? WITH FLORENCE MAY

The desire to serve is at the heart of the volunteer 
experience. It is with pleasure that I’ve signed on to write 
about the driving factors related to recruiting, managing and 
retaining the right people. The people who want to serve.

The right people? Yes, the right people. The people who 
choose to spend their free time working long hours for 
your event. The people who volunteer to do hard and often 
thankless jobs. The people who feel so committed to your 
festival or event that they come back year after year.

It is my business to watch and report on volunteer recruiting 
and scheduling trends that impact our event clients. 

In the Hot Seat
Lawsuits naturally create an environment of concern and 

uncertainty for many event management organizations. In 
the past few years, SXSW, Competitor Group (Rock n Roll 
Marathons), Major League Baseball and Live Nation were all 
sued over volunteer related issues. Many event management 
organizations are studying the volunteer legal questions to 
ensure that they are taking all reasonable steps to have positive 
volunteer relationships while avoiding potential legal battles.

 
Why Are So Many Large Event Organizations 
Facing Volunteer Lawsuits?

The lawsuits are not all rooted in the same 
issues but many have commonalities.

The TRS team follows all volunteer related news closely but 
legal items are of particular interest. While reviewing lawsuit 
articles, our research specialist, Kathryn May, identified the 
key labor practice questions and potential legal concerns 
that all event organizers should review and consider. 

Have You Considered These Key Legal and 
Labor Questions?

1. Does a for-profit organization disproportionally gain revenue 
from the event? This was a key question in several of the 
lawsuits. If a non-profit is providing volunteers for an event 
either in a primary or secondary role, the non-profit must 
proportionally gain value for its’ services. 

2. Is a for-profit event manager using volunteers directly? Are 
they making payment in the form of tickets? The for-profit 
company is risking a minimum wage law violation. 

3. Is a non-profit acting as a volunteer “hiring agent” for a 
for-profit organization? Take caution that your organization 
isn’t acting as a front.  

4. Are volunteers connected to the non-profit mission or is the 
non-profit just an intermediary? If the volunteers are recruited 
by the non-profit they need to have a direct affiliation.  

5. Is the non-profit receiving equitable return on their time and 
other efforts? Or is it a lop-sided relationship? This is related 
to #1 but really speaks directly to return on investment 
for the non-profit instead of the for-profit. Is the non-profit 
putting its’ own resources at risk? 

6. Is the volunteer doing a job that is part of their normal 
day-to-day job? During their regular work hours? If there is 
management pressure to do the paid job as a volunteer on 
behalf of an event the legal line has been crossed.  

7. Are your volunteers “certified” as judges, officials etc. directly 
through your organization? Do they sign an “agreement” with 
required duties? Is a legal relationship implied? 

8. Has the hazard threshold been evaluated? Are there 
positions that require professional certification or knowledge? 
Areas of special consideration include moving heavy 
items, operating machinery, positions that require training/
certification and any role associated with implicit dangers.  

9. Is this a local host committee working on behalf of for profit 
sporting events, conferences etc.? Is a line drawn between 
welcome to the city mission and bringing profits to the for 
profit? Which event activities and positions cross this line? 
Welcome booths at hotels are fine but volunteers manning 
activities within a paid event (e.g. NFL Experience at the 
Super Bowl) may be suspect. 

10. Interns are not volunteers but they are also not “regular” 
employees. Are your interns in training or are they simply 
replacing employees at a lower cost? By law interns must be 
receiving training.  

Please note that the TRS team does not provide legal counsel 
and we don’t profess to be experts in labor disputes; however, we 
encourage all event managers to consider the above questions 
and if you have concerns to engage proper guidance.

Interested in learning more?
The supporting articles about a variety of 

lawsuits can be found at  https://www.my-trs.com/
single-post/2017/07/11/Volunteer-Lawsuit-Support-Articles 

I, Florence May, love volunteers. Maybe it is the 15 years 
spent managing events with Visit Indy, Simply Hospitality and 
the United States Grand Prix (F1). Or maybe it is the 16 years 
delivering online volunteer management systems for many of 
the largest and most complex events in North America. 

Over the past year my company, TRS – The Registration 
System, has provided volunteer management systems for the 
500 Festival, the Kentucky Derby Festival, the Republican 
National Convention, the Democratic National Convention, 
Celebrate Fairfax, the Gilroy Garlic Festival, the US Mayors 
Conference, the Azalea Festival, USA Special Olympics Na-
tional Games and hundreds of smaller events. In the process 
of supporting events, I study and discuss the trends that 
make certain events successful while others struggle. 

May I Help You?  
Contact me with volunteer Management related questions at 
fmay@my-trs.com. 

KEY LEGAL AND LABOR QUESTIONS?
HAVE YOU CONSIDERED THESE
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ONLINE 
Entertainment Showcase
Entertainment is one of the most 
searched on categories in the  
IFEA online marketplace today. We 
want to focus that interest on you 
through our new Online Entertain-
ment Showcase!  

With listings that include a logo or 
photo, video, audio, website and 
email connection, this one-stop re-
source is the ideal place to provide 
a sampling of your entertainment 
agency and/or individual acts(s) to 
IFEA audiences, 24 / 7. Discounts 
are also available for multiple listings.

Featured Entertainment space on the 
site creates an even better stand-out 
opportunity with video of select acts 
rotating weekly.  

Turnkey, cost effective, and the oppor-
tunity to be part of a helpful new tool 
– let us shine the spotlight on you!

To make a reservation or for more information contact:

Kaye Campbell, CFEE, Director of Partnerships & Programs • kaye@ifea.com • +1-208-433-0950 ext 815 • www.ifea.com

SHOWCASE LISTING INCLUDES:
• Description up to 25  words.
• 1 high res photo or logo (vector, jpg or png file)
• 1 audio file (5 min. max; mp3 or other format)
• 1 video link (5 min. max; YouTube ID preferred)
• 1 website listing
• 1 email contact

FEATURED SHOWCASE LISTING INCLUDES:
• All items within Showcase, plus 1 ‘Featured Entertainment’ 

space video. Videos play directly in-page and rotate weekly. 
Caption space features the act name, agency name (if appli-
cable) and a link to your website.

NEW

mailto:kaye@ifea.com
http://www.ifea.com
http://www.ifea.com/p/resources/onlineentertainmentshowcase
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I

Arriving early and settled into my 
second row center seat, I was armed 
with my notebook and pen feeling 
sure I would be taking copious 
notes. After a rousing introduction, 
John Doe took the stage. 

Although I was anticipating savoring 
every word of Mr. Doe’s presentation, 
minutes into his delivery, I felt myself 
shrinking in my seat and the enthusiasm 
and the huge smile on my face, fading. 
Mr. Doe was standing in front of his 
colleagues, all intent on hearing him 
deliver a message about successful 
leadership and impart trade secrets that we 
could take back home to make our events 
better. Unfortunately, all I could hear 
coming out of his mouth was the word ‘I’. 
Repeatedly, he would say I did this, I did 
that, … you get the picture. This guy said 
he did all these things – not once did I 

hear him mention the contributions of his 
team or say the words “we”. For a while, 
to squelch my inner anger and disbelief at 
his pompous performance, I made a game 
of counting all the “I’s he said. Fifteen 
minutes into his presentation I stopped 
counting at 125 “I’s!!!! Can you really say 
“I” 125 times in fifteen minutes when you 
are talking about your organization? 

My first thought was if you were 
part of his team, how damaging his 
speech would have felt if you were 
in the audience hearing all the great 
things he did. I was quite sure his team 
put in a lot of hard work and many 
late nights to ensure their event was a 
success, for their leader to take all the 
credit. All I could think of was how 
turned off I was by the focus on himself 
and that I, yes “I” won’t ever want to 
work for or with a guy like that!

How could this be? As an esteemed 
industry leader did he not understand 
the power of We vs. I. Was his guiding 
leadership philosophy not tied to servant 
leadership, rather self-serving leadership? 

Do self-centered leaders really 
understand the damage they are causing 
in their organizations and how this 
narcissistic behavior is alienating them 
and slowing destroying the organization 
and their ability to lead people by 
this blasphemy of self-promotional I 
ism? The unintended consequences of 
self-serving leaders who focus on the 
use of “I” instead of “we” are destructive 
to organizations in many ways. 
1. It puts the Team Second: When 

given the opportunity to highlight 
accomplishments, isn’t it best for 
the organization if the leader is 
highlighting the team “we” over 
the individual “I”? When there are 
opportunities to talk about our 
organizations, your conversational 
default should be set on “we” not “I” 
because it is reflective of a team effort. 

2. It Masks Efforts of Others: Even 
if the accomplishment, big or 
small, is completely an individual 
achievement, chances are others were 
doing things that contributed to this 
success. Accomplishments, especially 
organizational ones should not be 
diminishing and demoralizing to 
those who contributed to the task. 

3. It Promotes Selfishness: If a leader 
is perceived as getting ahead by 
promoting themselves over the team, 

THE POWER OF 

WEVS.I
By Kathy Kramer, CFE, CMP

The keynote speaker for the conference was 
due to give his presentation and one could 
feel the excitement in the air. After all, he is a  
respected industry leader and an accomplished 
professional who oversees a very successful 
event in his city. (To protect a revered gentle-
man, let’s refer to him as John Doe.)
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others will duplicate these tactics. 
The net result is an increasingly 
self-centered organization with 
decreasing teamwork. As a matter 
of survival, teams will work 
in silos resulting in decreased 
communications and the reduction 
of organizational innovation because 
everyone is fearful their ideas will 
be swooped up and “management” 
will take all of the credit. 

4. It Decreases Morale: If your team is 
demoralized they are also most likely 
demotivated. In fact, most employee 
exit surveys tell us that the reason a 
person leaves an organization is because 
of indifference with a boss who doesn’t 
show appreciation for their efforts.  

Leaving the conference disappointed 
and somewhat upset by this experience, 
but also more motivated and determined 
to continually ensure that my 
conversational default is set on “We” 
not “I” when given an opportunity 
to talk about my organization. 

Let’s face it, we all live with the reality 
of boards of directors, shareholders 
and stakeholders, and bosses who 
hold us accountable for profit and 
productivity, while portending to pay 
equal homage to things such as employee 
and customer satisfaction, as measures 
of success. It can be all too easy to get 
caught up in the latest profit and loss 
statement and loose site of our real role 
as leaders. Frustration can too easily 
lead to thoughts such as, “I will just 
do it myself” or “If I want something 
done right, I will have to do it myself”. 
These are cop outs and the old, outdated 
habits of “I” centered leadership. 

Robert Greenleaf, the father of servant 
leadership, described servant leaders as:

“A servant-leader focuses primarily on 
the growth and well-being of people 
and the communities to which they 
belong. The servant-leader shares 
power, puts the needs of others first, and 
helps people develop and perform.”

His words are as true and relevant in 
2017 as they were when he first proffered 
his theory of servant leadership in 1970. 

If we are to be true servant leaders 
how do we define the differences 
and move from “I” to “We” leaders? 
How can we live the principals rather 
than just pay lip service to them? 
How do we shift the focus from our 
success, to the success of others?

Remembering that just because we 
think we can do some things better 
than others, it doesn’t mean we should 
and this is one of the most basic ways 
we serve those on our teams. We need 
to constantly remind ourselves that 
we are the custodians of our teams, 
not the controllers; it’s imperative 
to serve with and for our people 
in order to keep the organization 
thriving, relevant and successful. 

General Electric’s Jamie Irick said in 
Discover Your True North, “If you want to 
be a leader, you’ve got to flip the switch and 
understand it’s about serving the folks on 
your team. This is a very simple concept, but 
one many people overlook. The sooner people 
realize it, the faster they become leaders.”

Being a servant leader is a life long 
journey in which every day, and in every 
way, we must remember and practice the 
guiding principles of Servant Leadership. 
1. Listening. Traditionally, leaders have 

been valued for their communication 
and decision making skills. Servant 
leaders must reinforce these important 
skills by making a deep commitment 
to listening intently to others. Servant 
leaders seek to identify and clarify the 

will of the group. Ask questions, instead 
of providing solutions in group settings. 
The next time you want to instinctively 
provide someone the solution, stop and 
ask them a question as to their opinion 
for the solution first and truly listen. 

2. Empathy. Servant leaders strive to 
understand and empathize with 
others. People need to be accepted 
and recognized for their special and 
unique spirit. It’s important to assume 
the good intentions of employees/
partners and not reject them as people, 
even when forced to reject or call into 
question their behavior or performance. 

3. Building Community. Do 
employees feel a strong sense of 
community? Servant leaders have 
a strong sense of community spirit 
and work hard to foster it into an 
organization. They demonstrate 
this by building an organization 
that functions as a community. 

4. Awareness. General awareness, and 
especially self-awareness, strengthens 
the servant leader. Do others believe 
you have a strong awareness for 
what is going on? Servant leaders 
have a strong sense of what is 
happening around them. They 
are always looking for cues from 
their opinions and decisions. And 
because of this, they know what’s 
going on and will rarely be fooled.

5. Persuasion. Servant leaders rely on 
persuasion, rather than positional 
authority in making decisions. 
They seek to convince others, 
rather than coerce compliance. 
A servant leader is effective at 
building consensus within groups. 

6. Conceptualization. Servant leaders 
seek to nurture their creative 
abilities to “dream great dreams.” 
They have the ability to look at 
the organization, and any issues 
within the organization, from a 
conceptualizing perspective. This 
means the leader must think beyond 
day-to-day realities and seek a delicate 
balance between conceptualization 
and day-to-day focus. 

7. Foresight. Foresight is a 

“A servant-leader focuses primarily on the 
growth and well-being of people and the 
communities to which they belong. The  
servant-leader shares power, puts the needs 
of others first, and helps people develop and 
perform.”

“If you want to be a leader, you’ve got to flip 
the switch and understand it’s about serving 
the folks on your team. This is a very simple 
concept, but one many people overlook. The 
sooner people realize it, the faster they be-
come leaders.”
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characteristic that enables servant leaders to understand 
lessons from the past, the realities of the present, and the 
likely consequences of a decision in the future. Having 
this foresight is deeply rooted in the intuitive mind. 

8. Growth. Do employees believe that you are committed to 
helping them develop and grow as individuals as well as 
employees? Servant leaders have a strong commitment to 
the growth of people. They believe that all employees have 
something to offer beyond their tangible contributions. 
They find ways to help them reach their true potential. 

9. Stewardship. Ensuring as the leader, that you take 
responsibility for the actions and performance of your team. 
This might be the only time “I” is acceptable language as a 
leader…..as in I am ultimately accountable for the performance 
of team members in the organization; I understand where 
we made mistakes. Servant leadership is about setting people 
up for success, and allowing space for the best performances. 
Develop the skills and potential of those you lead by asking 
them what they want and what they need to thrive. 

10. Calling. Do employees believe that you are willing to sacrifice 
self-interest for the good of the organization? Servant leaders 
have a natural desire to serve others. This notion of having 
a calling to serve is deeply rooted and value based. Servant 
leaders desire to make a difference for others within the 
organization that will impact the lives of employees, the 
organization and the community – never for their own gain. 

It takes courage and vulnerability to be a true servant leader. 
We have to fully show up and risk being completely transparent 
when developing the leaders of tomorrow. Brene Brown, in 
her ground breaking book Daring Greatly, says “Vulnerability 
sounds like truth and feels like courage. Truth and courage 
aren't always comfortable, but they're never weakness.” 

Above all else, servant leadership is about being human. 
It is being honest, acting ethically and inspiring confidence 
and commitment. It is showing up every day, wholeheartedly 
and warmheartedly. It is walking the walk in the shoes of 
your team. It is making an emotional connection with your 
people. It is genuine care and concern for every member of the 
organization. It is compassion and it focuses on others first. 

Martin Luther King said, "Life's most urgent question is, 'What  
are you doing for others?'

As servant leaders, the most important thing we can say 
every day and to everyone is ……. ”What can I do for YOU?”

Kathy Kramer, CFE, CMP, has been the CEO of the 
OC Fair & Event Center, in Costa Mesa, California since 
January of 2015.  The OC Fair & Event Center produces 
the annual OC Fair that attracts over 1.3 million guests 
annually and is rated in the top 10 fairs in the US.    Kathy 
has spent her entire career in venue and event management 
with a broad range of experience including convention 
centers, arenas, hotels, performing arts and special events.

It takes courage and vulnerability 
to be a true servant leader. We 
have to fully show up and risk  
being completely transparent 
when  developing the leaders of 
tomorrow.

Well, it’s time  
to find out!

Introducing  
Sponsor Fee Pro.

Designed by industry pros,  
Sponsor Fee Pro is an exciting new 

online valuation tool that will help you 
easily and accurately price your own 

sponsorship packages.   

Use promo code IFEA17 for $350  

off an annual subscription.

Visit www.SponsorFeePro.com or 

e-mail us at info@sponsorfeepro.com  

to request for your free demo today!

Do you really know  
what your sponsorships  

are worth?
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EVERYONE IS INVITED

WHY is Access Program Training Important?
It is deeply disheartening when patrons say “I drove around the 

site for hours searching for the accessible parking area but no 
one knew where it was,” or “I walked all around the venue asking 
staff where the Access Center was and each person sent me 
in a different direction.” If you want to have a successful Access 
Program that truly serves your patrons, you must train your staff!

I addressed the top producers of an event that had recently hired 
me. “When the Department of Justice, the governmental agency 
that enforces the Americans with Disabilities Act, does an access 
assessment of an event, one of the things they do is approach 
random staff members and ask questions about accessibility. They 
might ask a security guard, ‘Are there sign language interpreters 
at this event?’ To the person collecting the trash, ‘Where is the 
reserved viewing for patrons with disabilities?’ The person staffing 
the gate might be asked, ‘Where do I check out an assistive 
listening device?’” If the staff can’t answer these and other 
questions, the DOJ will likely require that training for festival staff 
be included in any settlement agreement that results from their visit. 

Making sure that festival staff are adequately trained turns 
out to be a tough job. Here are a few reasons why. 

1. Since these are temporary events we are working with 
temporary staff and there may be a lot of turnover with fresh 
faces every year. This is true for both management and the 
staff on the ground, the ones who have the most interaction 
with patrons.  

2. Depending on the size of the event there can be hundreds or 
thousands of people to train in numerous departments, all on 
different schedules and working with different companies. 

3. You will likely be given very little time to do the training and 
some people are hired at the last minute.  

4. Training budgets are tight.

WHO Do You Train?
In an ideal world, every single staff member, volunteer, 

contractor, or vendor that interacts with the public would 
learn at least the basics of the Access Program and those 
in particular positions would learn more detailed information 
as needed. Will you be able to reach everyone? Will they all 
read or listen carefully and then retain the information? Not 
necessarily. Your realistic goal may be that patrons would not 
have to ask more than a couple of people to get the answers 
they need. When patrons get a helpful answer quickly they 
do not become overly frustrated, their festival experience is 
better, and this helps to avoid situations that invite litigation.

HOW Can You Accomplish the Task of Training 
So Many People? 

Here is the system I use.
1. Producer/Management Training: Present this training at 

the annual pre-production meeting for the event. I provide 
basic information and updates about the program, some 
access awareness training including messages from patrons 
with disabilities, and I go into one topic in greater depth. 
Over the years, the management team develops more 
understanding, appreciation, and personal investment in the 
program. Thus, management is more likely to support and 
follow up on training for their teams. 

2. All Staff Training: I prepare a one-sheet with the fundamental 
information about the program that each person needs to know. 
Using various distribution methods I try to get this one-sheet to 
every person working the event: in the staff guide, credentials 
packet, via online training, in an email, laminated and put on the 
tables in catering, etc. (See side bar for form you can use to 
create your own All Staff Training document). 

3. Department-Wide Training: Certain teams need in-depth 
information that is particular to their team’s work. Examples are 
the Access Team, the Vendors, Security and Parking. There 
are more teams that need specialized training and producers 
will need to think about how this applies to their individual 
festivals. When possible, present the training in person. 

4. Job-Specific Training: Within a department, certain 
individuals or small teams will need specialized training. 
For example, within the Security Team the Gate Staff, 
Service Animal Screeners and Platform Security will each 
need different training particular to their post. Again, each 
festival needs to review their systems and determine 
who needs this level of individualized training. Prepare a 
training document and present the training in person.

WHAT Training Methods Work in the  
Festival Setting? 

In all cases, keep it as brief as possible but still include 
the essential information. You may have an hour or more 

MY SECRET  
TRAINING SYSTEM

INCLUDING PEOPLE WITH DISABILITIES

THE WHYS AND WHEREFORES OF

“I drove around the site for hours 
searching for the accessible parking 
area but no one knew where it was.” 
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“ALL STAFF” ONE-SHEET
Fill In and Make Your Own:

Accessible Parking: Location, policies.

Access Entrances to Site and Venue: 
Locations, policies.

Access Center: Location, hours, and  
services provided. 

Mobility Device Policy: Which mobility 
devices are allowed at this event and which 
are not. 

Entering and Exiting Systems: Location 
of accessible entrances and exits, number of 
companions allowed, what is or is not al-
lowed through these entrances.

Accessible Viewing Platforms: Locations 
and policies. Who is allowed on the viewing 
platforms, is a particular wristband required, 
chairs provided, etc.

Accessible Portable Toilets: Location, who is 
allowed, how to get the code if they are locked.

Service Animals: Service Animal, Emotional 
Support Animal, Service Animal In-Training, 
and Pet policies. What to do if an animal is 
acting up.

Medication: Festival polies and procedures 
regarding medications. 

Interacting with Persons with  
Disabilities: Common considerations.

Seizures: What to do if someone has a 
seizure.

In Case of Emergency: Emergency  
procedures.

How to Reach the Access Team: Names, 
cell numbers, radio channel.

© Laura Grunfeld, Everyone’s Invited, LLC, July 2017

WITH LAURA GRUNFELD

during an online pre-production presentation or only five 
minutes with a team that is about to be deployed. 

1. Prepare written documentation tailored to each particular 
team; something they can carry in their pocket for 
reference. 

2. Provide in-person training whenever possible. It leaves a 
stronger impression.  

3. On line training can be offered in advance. Common 
options include live or recorded video or audio, or an 
on-line slide presentation.  

4. Quizzes, contests, prizes, and more.

WHEN Should You Deliver the Training?
You are likely to need to present your training sessions in a 

variety of ways at various times depending on team availability.
1. In advance when possible. 

2. During the few days before the event opens. 

3. The morning of the event. 

4. During the event as new staff or 
volunteers arrive for their shift.

Your Access Program training plan may take a few 
years to grow to its potential. Get started by enlisting the 
backing of the lead producers. With their support you can 
develop a successful training program for your festival!

 Laura Grunfeld writes a regular column helping producers 
make their events accessible to people with disabilities. Sug-
gest topics to her by writing to Laura@EveryonesInvited.com. 
She has worked many festivals across the nation and read-
ers can learn more about her event accessibility consulting, 
training, and production company at www.EveryonesInvited.
com. www.linkedin.com/in/lauragrunfeld, www.youtube.com/
lauragrunfeld. www.facebook.com/everyones.festival, www.
instagram.com/everyonesfestival.

When patrons get a helpful  
answer quickly they do not  
become overly frustrated, their 
festival experience is better, 
and this helps to avoid situa-
tions that invite litigation.
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THIS EVENT PROMOTION PACK IS IDEAL FOR ANYONE KEEN TO SPREAD 
THE WORD ABOUT THEIR EVENT FAR AND WIDE.

THE EVENT ORGANISERS’

TOOLKIT
FOR PROMOTING EVENTS

Part 1 of 4
By Dan Rose
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Whether you’re a full-time events 
manager, a marketing executive or 
someone looking to promote your 
own events,this pack will give you the 
knowledge, skills and resources re-
quired to get your event noticed by the 
right people inthe right places.

According to a recent Event Industry 
Report by Eventbrite, 77% of event or-
ganisers in the past year had a dedi-
cated budget for promoting their event, 
with the average budget increasing 
year on year by 13% to £4,914. With this 
much money being spent on event pro-
motion, it’s important that you use the 
most effective strategies to ensure a 
valuable return on investment.

The report by Eventbrite also revealed 
that 53% of event organisers use 3 – 4 
different marketing channels when pro-
moting their event, with a further 32% 
using over 5 different marketing chan-
nels. It’s clear that the more marketing 
channels you use, the further the reach 
of your event promotion. We have creat-
ed several resources to help you hit as 
many marketing channels as possible 
as well as providing some expert advice 
from those within the events industry.

HOW TO PROMOTE YOUR 
EVENT

While there are no set rules for 
promoting your event, there certainly are 
some best practices which will ensure you 
are on the right track. The key to success 
is to be organised well in advance so that 
you can start promoting your event as 
early as possible. But event promotion 
doesn’t stop when the day of the event 
arrives. You want as many people as 
possible to be talking about your event 
on the day, and it’s just as important 
to follow up with attendees after the 
event to maximise your data and ensure 
future events are even more successful.

PRE-EVENT PROMOTION
If you want a decent turnout to your 

event then you need to invest time and 
money into your pre-event promotion. 
As soon as you have decided you will 
be hosting an event, it’s time to start 
trickling information to your audience 
to get them excited. You’ll want to 
assign an official budget to promotion, 
spend some time researching the best 
place to target your audience; whether 
that’s online, via print or at their local 
clubs and think about which channels 
would best be used to target them.

WEBSITE            
PROMOTION

If your company, 
business or 
organisation has 
its own website, 
this is a great place 
to start your event 
promotion before 
the event. If you want to invest in Search 
Engine Optimisation (SEO) to encourage 
attendees to find you through the search 
engines such as Google, you’ll need to start 
optimising well in advance of your event. 
This is a great way to get more eyes on your 
event online. One SEO technique you can 
use is to publish blogs and other content 
about your event during the build up to 
the big day. Another way to promote your 
event through your website is to use Pay 
Per Click (PPC) advertising. This allows 
you to promote your event at the top of 
the search engines to people searching for 
topics relating to your event. You will pay 
money every time someone clicks through 
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to your website so make sure the page they 
land on is fully optimised to encourage 
the user to sign up to your event!

SOCIAL MEDIA           
No matter what the nature 

of your event, social media 
will be a critical tool for 
getting your message out there 
to the masses. Whether it’s 
Facebook, Twitter, LinkedIn or 
one of the many other social 
media sites, your audience 
will probably be there. 
Developing a social media 
strategy will help you to promote your 
event in a highly responsive environment.

Social media also offers the 
opportunity for paid advertising with 
some very specific targeting options. You 
can advertise to people of specific ages, 
genders, locations and interests through 
paid social advertising which can really 
improve your return on investment.

EMAIL                    
According to the 

2017 Eventbrite Event 
Industry Report, email 
is ranked as the most 
effective marketing 
channel when promoting an event. For 
email to really work, you need to have 
your own database of people to email. 
These will be your ‘warm leads’ and 
should have a personalised email sent to 
each person (e.g. including their name 
in the email). Personalisation can be 
automated with most email software.

To build your database, you will need 
to implement some sort of data capture 
strategy within your marketing. This 
should be an ongoing process and you 
can use several strategies to capture this 
data, including competitions, content 
downloads and of course using the 
data captured from previous event 
attendees. There is the option to buy 
an email list, however these ‘cold leads’ 
will be less responsive and they may 
interoperate your email as spam.

TRADITIONAL       
MARKETING 
TECHNIQUES

Of course, there are 
plenty of traditional 
marketing techniques 
which you might decide 
to use to better reach your audience. 
Print advertising or sponsored content in 
magazines and newspapers can be very 
successful, depending on the audience 
you are targeting. The success of this 
type of advertising can be harder to 
measure than online advertising but it’s

important to grab your audience’s 
attention at all angles. There is also the 
opportunity to promote your event via 
direct mail. This is quite an old-school 
approach and you must be careful 
not to post advertisements to people 
who have registered their wish not to 
receive unsolicited material by mail. 
You can purchase data from The Mailing 
Preference Service which will identify 
residents who do not want to receive 
direct mail. Other than direct mail, you 
can try leaving flyers at shops, clubs 
and other places used by the public to 
get your message out there further.

PARTNERSHIPS  
It is likely that you 

won’t be running 
your event completely 
alone. You may 
have guest speakers 
or entertainment playing at the event. 
You may be hiring equipment from 
external businesses or working with 
other organisations on the content 
of your event. This gives you a great 
avenue for promotion if you simply 
ask them to help with promoting your 
event, whether that help is via a blog 
on their website or flyers in their shop. 
You can also seek sponsorship for 
your event, which will not only help 
lower the overall cost of your event 
but will mean another organisation 
will be proactively promoting your 
event. Sponsorship gives you the 

opportunity to get your event in front of 
a whole new audience and is mutually 
beneficial for you and the sponsor.

PUBLIC RELATION
To really spread the 

message of your event, 
you might want to 
consider creating a press 
release to send out to 
relevant publications and newspapers 
in your local area. When sending your 
press release to newspapers, try to have 
a newsworthy spin to encourage them 
to publish a story on your event. Many 
online news sites, especially local news 
sites, will have a section on their website 
where you can upload an event to their 
events calendar. This is free to do in 
most cases and if you invest a small 
amount of time doing this you will be 
able to get your event out there to people 
within the relevant geographical areas.

In Part 2 of this article, due out 
in the October 2017 issue of “ie” 
magazine, we will learn more 
about promoting events during 
and after the event, in addition 
to reviewing the Event Promo-
tion To-Do List.

Dan Rose is Managing Director of 
Hampshire based Event Insurance 
Services, one of the leading 
providers of all types of event 
insurance in the United Kingdom. 
The company prides itself on a 
reputation built on outstanding 
personal service and is celebrating 
its 20th Anniversary this year. 
Dan has been with the company 
for nine years and has long been 
a festival goer himself. https://
www.events-insurance.co.uk
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WITH SCOTT FRASER

Well, today is your lucky day! You get three mini-columns for the  
price of one!

Just about every day we see in the news an example of a  
company or individual who should have had a crisis 
communication plan, and paid dearly in the court of public 
opinion because they did not. For example, United Airlines 
vs. American Airlines, Kathy Griffin and Jerry Remy.

United Airlines
Most all of us remember well that video from earlier this year 

of a doctor being physically removed from a United Airlines 
plane prior to takeoff because it had been overbooked by the 
airline. This was not a pleasant sight and the paying passenger 
ended up in the hospital for several days with multiple injuries.

To his credit, the CEO of United, Oscar Munoz, addressed 
the issue early on. To his detriment, he handled it very poorly. 
His first statement apologized for having to “re-accommodate” 
passengers. Re-accommodate? How about physically assaulting? 
Then it came to light that the passenger was 69 years old and 
a physician. So, Mr. Munoz came out again the next day, with 
another apology. However, in this statement, he also accused 
the passenger involved of being “disruptive and belligerent”.

TIP #1: In a crisis, don’t blame the victim. And don’t 
try to blame someone else for something that is 
your fault. Admit your error quickly, announce how 
you plan to rectify the situation and move on.

Ultimately United got their messaging right, but it took several 
days, and by then, social media had had a field day vilifying the 
airline, to the point it caused a (temporary) drop in stock prices.

American Airlines
By contrast, American Airlines had an on-board issue just 

days later involving a flight attendant and two passengers. The 
flight attendant allegedly forcibly removed a baby stroller from 
the hands of a passenger narrowly missing the passenger’s 
baby. When another passenger intervened on behalf of the 
upset mom, the flight attendant became even more agitated. Of 
course, several passengers had video of the confrontation and 
posted these almost immediately. And, of course, the videos 
went viral, especially in light of the recent United Airlines fiasco.

What did American Airlines do? They followed Tip #1 above. 
They immediately issued a statement stating that the incident 
does not “reflect our values or how we care for our customers.” 
They issued a sincere apology, stated that they were making sure 
all of the passenger’s “family’s needs are being met while she is in 
our care,” and announced the suspension of the flight attendant.

So, what’s the bottom line? Although United’s stock and 
passenger travel have rebounded, people still remember the ugly 
incident, and the several failed attempts at a sincere sounding 
apology. As for American, most may remember there was some 
type of incident, but because of proper crisis communications, 
damage to the brand’s reputation has been minimal.

Kathy Griffin
Kathy Griffin is a comedian. She has had success pushing limits. 

Earlier this year, by her own admission, she went too far. No need 
to get in to a lot of graphic detail, but suffice it to say that Griffin 
posed holding a grotesque mannequin head depicting President 
Trump. For some reason, she thought this would be funny. Not 
surprisingly, backlash was immediate. Condemnation was swift and 
universal. Griffin lost several professional bookings. She issued 
a brief apology the next day admitting she had gone “too far”. 

But then, she did something else. She held a news conference 
with an attorney by her side. Yes, she again apologized, but 
went on to blame sexism (this wouldn’t have happened if it was 
a male comedian,) the President’s family and even the President 
himself for trying to “ruin” her. She even became defiant saying 
that President Trump was messing with the “wrong redhead.”

Uh, note to Kathy Griffin, you brought this on yourself by  
posting the photo in the first place!

TIP #2: When involved in a crisis, and you are responsible  
for it, becoming defiant and combative does not help your  
public image. Ever.

Jerry Remy
OK, raise your hands if you know who Jerry Remy is. Just as I 

thought…..not many hands. For nearly 30 years, Remy, a former major 
league ballplayer, has been the color commentator on Boston Red 
Sox broadcasts. Earlier this season, the Sox were facing a pitcher 
who is from Japan. When the other team’s pitching coach visited the 
mound to chat with the pitcher, he brought an interpreter with him.

During this visit, Remy expressed his view that this should not be 
allowed because it gives the player an extra advantage. He said that 
players should “learn baseball language”. Immediately it kicked up a 
dust storm on social media. Some agreed with his comments. Some 
called them hateful. Some just said that Remy was “out of touch.”

Was Remy purposely being controversial or purposely demeaning 
a player from another culture? Highly unlikely. Is there a reason that 
broadcasters should have a crisis communications plan? Maybe not, 
but then again, maybe they should! This example just shows that if you 
are a person, or company, or organization in the public eye, you are 
intensely scrutinized for everything that you say or do. And it doesn’t 
take much these days for some individual or entity to be offended. 
And when offense is taken, the first stop is usually social media.

So, are you ready to put that crisis communications plan  
together yet?

Scott Fraser is currently the Director of the National Lentil 
Festival in Pullman, WA. She started her career in events during 
her undergrad at the University of Idaho where she earned a B.S. 
in Public Relations and a B.S. in Conservation Social Science. 
She is currently working on obtaining an MBA focusing on Music 
Business. When she isn’t coordinating events one can find her 
listening to vinyl, knitting or enjoying the great outdoors. She can 
be reached at britnee.packwood@gmail.com.

WHY YOU NEED CRISIS 
COMMUNICATIONS

OH, THAT WOULD NEVER HAPPEN!
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 CFEE
An Important Step in the 

Career Track of Industry Leaders

For more information about the IFEA’s professional certification program, and our 2017 CFEE  
FastTrack® Program, contact Cindy Lerick at cindy@ifea.com or call +1-314-614-7152.

Good Great

The CFEE Professional Certification Program is Sponsored by

As a professional in the Festivals & Events 
Industry, you know the difference be-
tween Good and Great. You’ve dedicat-
ed yourself to the “whatever it takes” 
approach that has become your hall-
mark. You understand the importance 
and value of continuing to hone your 
skills, growing your knowledge base,  
expanding your professional network, 
and surrounding yourself with others 
who have reached the top levels of their 
careers as well. 

CFEE (Certified Festival & Event Execu-
tive), the IFEA’s professional certification 
program, provides the essential difference  
between good and great among profes-
sionals in our industry. It signifies the 
highest level of achievement. Attainment 
of your CFEE certification provides recog-
nition of your commitment to excellence,  
experience, and to your career, placing you 
in an elite group of the top festival and 
event professionals in your field. It’s a state-
ment of quality that you bring to the table.

http://www.ifea.com/p/education/cfeecertification
mailto:clerick@culturalfestivals.com
http://www.kaliff.com


WITH RENE MICHAELY

Most communities recognize that events are more than 
just a celebration; they are valuable community assets. 
Events are image-makers, they attract visitors and new 
businesses, they improve the quality of life for residents, 

they are learning opportunities, and they can be catalysts for 
economic growth. With more local governments investing in event 
tourism, oversight is needed to manage the impact of events on 
a community’s infrastructure, people, services and environment. 

For nearly 20 years, my team and I have worked closely with 
event organizers and policy makers. During this time, we’ve met 
with event offices around North America and discussed the 
rewards, headaches, and nuances of event permitting. Each 
community’s approach to permitting is as varied as the types of 
events they host. Some communities produce events, while others 
only work with third-party event producers. Some communities 
prioritise local community events, whereas others spend resources 
attracting international event brands such as adventure races. 
Differences aside, there is a common thread that connects them 
– each government’s priority is to protect people and place. This 
includes event organizers, vendors and attendees, public property, 
public organizations, businesses, taxpayers and the environment.

Regardless of whether an event is held in Montana, Manitoba or 
Maine, there are six common areas reflected in most event policies:

1. Liability
Event organizers are typically required to obtain liability insurance 

(e.g. commercial general) for the duration of their event. This can 
range anywhere from $2-10M and helps protect the event organizer 
and the landowner (often government) in the event of any litigation.

2. Health & Safety
Events that serve food, drinks or alcohol to the public 

must comply with local and state/provincial health and safety 
guidelines in order to protect those serving and attending. 
The last thing an event needs to contend with is a salmonella 
outbreak, or failure to adhere to alcohol serving laws.

3. Electrical, Power & Fire Safety
Depending on the type, location and size of an event, different 

safety protocols may be triggered. For example, electrical safety and 
permitting can apply to food trucks, stages, sound systems, inflatable 
amusements, and lighting. Fire safety requirements may apply 
depending on the location, the use of fireworks, motorized stunts, road 
closures, fenced/enclosed exits, cooking facilities and alcohol service. 
As with health and safety, these protocols are in place to protect 
users and nearby public from fire, and other electrical-related dangers.

4. Environmental Impact
Environmental considerations run the gamut from ensuring 

sufficient waste management (public toilets, proper public hygiene, 
garbage receptacles and post-event clean-up) to more modern 

best practices in recycling, composting and zero waste initiatives. 
Ultimately, the motivation is to protect the environment, directly 
and indirectly, by encouraging event organizers to leave the 
environment in the same or better condition than before the event. 
Direct impact may include pressure placed on parks and wildlife; 
and indirect impact may be the cost implications of an aging 
landfill that can no longer accommodate excessive event waste.

5. Community Impact
If you’ve ever attended an event, you probably haven’t paid 

too much attention to the logistics of road and park closures, 
signage, public parking, noise and light pollution, and whether 
or not local businesses have bolstered their supplies for event 
goers. But these are the types of concerns community members 
have when considering the impact of events on their community. 
It’s usually up to the local government and their supporting 
agencies to ensure the impact of an event is minimized.

6. Taxpayer Burdon
Attracting new events, reviewing event applications, meeting 

with event organizers and community stakeholders, issuing 
permits and providing oversight for an event all require time and 
resources. As stewards of taxpayer money, local governments 
strive to be efficient, streamline processes, and cover the cost 
of administering permitting through various fee structures. 
Events are often voluntarily produced and any profits are 
directed back into the event or donated to charitable causes, 
so keeping permitting costs as fair and balanced with the cost 
of administration is an ongoing challenge for communities.

In order to meet the varying number of requirements for an 
event, it takes a community of approving agencies to review, 
approve and monitor each event. This is a coordinated effort 
that ultimately needs to be transparent, reasonable and timely. 

In the next issue of “ie” Magazine, I’ll discuss a few ways in 
which government Event Offices can improve customer service.

Join the conversation on Twitter by using the hashtag,  
#eventpermit.

Rene Michaely is the founder and chief visionary of eproval, 
a software platform designed to automate and streamline 
complex application and approval processes including event 
permits. Based in Vancouver, BC Canada, his team has an 
intimate understanding of government permitting and approval 
processes through their experience working with and for 
event offices. Rene has also been a product manager at an 
event registration startup and founder of a web development 
firm specializing in event websites and complex applications. 
You can reach Rene at rene@eproval.com, learn more about 
eproval at www.eproval.com, or follow @eproval.

PERMIT
WHY DOES AN EVENT NEED A

#EVENTPERMIT
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2017
The IFEA and Zambelli Fireworks are pleased to announce Becky 
Browder from Riverbend Festival in Chattanooga, Tennessee as the recip-
ient of the 2017 IFEA/Zambelli Fireworks Volunteer of the Year Award.

As this year’s winner, Becky will be the guest of the IFEA and Zambelli 
Fireworks at the IFEA’s 62nd Annual Convention, Expo & Retreat 
September 14-16, 2017 in Tucson, Arizona.  She will be recognized 
and presented with her award during the IFEA Awards Luncheon on 
Thursday, September 14, 2017.

Please help us congratulate our 2017 IFEA/Zambelli Fireworks Volunteer 
of the Year Award Winner, Becky Browder.

Becky Browder
Nominated by the 

Riverbend Festival, Chattanooga, TN

Becky Browder has volunteered with the 
Riverbend Festival since 1983. This year, 
Friends of the Festival is honoring and 
celebrating her 30 plus years of service 
with the organization. Becky portrays the 
epitome of leadership and hard work by 
being a dedicated member of the Board 
of Directors and devoting countless hours 
assisting the Festival’s full-time staff. 
Throughout the years she has served in 
various roles with Friends of the Festival, 
most recently as Vice President and chair 
for the Festival Visitor Enhancement 
Committee. She has been an effective 
member of the Executive Committee and 
chair of the VIP Hospitality Committee 
and served in other positions during her 
tenure with the Festival. She has taken 
on many critical roles and has provided 
vital support for the Festival, such as 
serving as an active hands-on member of 
various committees. Understanding the 
importance of the growth and progression 
of the Festival, she has provided valuable 
support and guidance.

Throughout Becky’s professional career 
with Hamilton County Government, she 
has been active in community service. 
For example, she was a founding member 
of the committee that launched the 
annual Hamilton County Fair, serving as 
publicity chair for ten years, in addition 
to being named the publicity chair for the 
Hamilton County Bicentennial Committee 
for the State of Tennessee. She has worked 
on fundraising campaigns for Girls 
Preparatory School, United Way, Allied 
Arts, Bright School and other non-profits. 

Becky also played a key role in the Walnut 
Street Bridge restoration that saved the 
iconic Walnut Street Bridge in downtown 
Chattanooga as well as being instrumental 
in the transfer of land at Moccasin Bend to 
the National Park Service. 

Becky’s enthusiasm is contagious. You 
cannot be around Becky more than a few 
minutes without buying into her vision. Not 
only does she bring excitement to any group 
she is working with, she also promotes an 
attitude of teamwork. Her unique approach 
to problem solving has a proven record 
of success in organizing and involving all 
committee members with specific roles.

Becky never waits to see if someone 
else is going to make things happen. She 
takes the initiative and leads by example 
when a need arises from “working in 
the trenches” to serving on the Board of 
Directors. Through her years of service, she 
has been an instrumental part of Riverbend 
becoming an award-winning festival that 
attracts more than 350,000 people annually 
and includes 8 days, 5 stages with over 100 
live musical performances and much more. 

Consistency is the key word in describing 
her dependability. There is no substitute 
for the 30 plus years she has tirelessly 
volunteered to ensure the continued 
viability of the Riverbend Festival as it 
serves the community she loves. Becky 
has seldom missed a Board or committee 
meeting or a night of the Festival. When 
assigned a task, Becky takes that assignment 
seriously and accomplishes it on time and 
with dedication. 

Becky has a great attitude and her 
passion for the Riverbend Festival and 
Chattanooga in general is evident. While 
the Festival has evolved enormously 
over the 36 years, she has worked and 

supported the organization’s direction and 
embraces its many changes. Although she 
has responsibilities assigned to her during 
the Festival, Becky always walks the entire 
mile and a half taking notes and giving 
positive and constructive feedback to assist 
the staff. Each day of the Festival, Becky 
visits the Communication Director to 
check on her and to see if there is anything 
that needs to be done. You can count on 
her to have a smile on her face and her 
trademark hat on her head. 

Becky’s impact on the Festival is 
meaningful and long-lasting due in large 
part to the relationships she has developed 
and fostered throughout the years with local 
government leaders, prominent business 
people, and charitable foundation board 
members. Her contacts have proven to be 
invaluable over the years in promoting 
the Festival. Without her leadership 
and the countless number of hours she 
volunteers, the Festival surely would not be 
experiencing its current level of success. She 
is a go-to person for newer Board and staff 
members for her institutional knowledge 
about the Festival’s history and growth. 

Becky was a driving force and 
instrumental in the transition of the 
Festival from an all volunteer staff to a 
permanent paid staff of 10 and a temporary 
staff of almost 250. Although volunteers 
are an essential part of the Festival that 
help it remain financially viable, without 
her presence and support it most assuredly 
would never have attained the world class 
status it now enjoys. Becky has the Festival 
and its guests’ best interests at heart and 
she demonstrates a deep understanding of 
how the Festival operates. She continues to 
motivate and inspire, not only her fellow 
board members, but our staff as well.
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Leadership Legacy Nomination Criteria
Leadership Legacy nominees must represent 
a current or past IFEA Member. Nominees can 
be retired and/or represent any facet of our 
industry (i.e.: vendor, supporter, event profes-
sion, senior professional, etc.)

Please Submit the Following Information 
for a Leadership Legacy Nomination.
Nominees may have someone else submit a 
nomination on their behalf, or are able to nomi-
nate themselves.

Leadership Legacy Nominee Contact 
Information
Name, Title
Organization
Address, City, State, Zip, Country
Phone, Fax, Email

Leadership Legacy Nominee Questions
Please answer each of the following questions 
citing specific examples using no more than 
500 words per answer.

1. Explain the impact through their work 
and accomplishments the candidate 
has made in the festival and event 
industry within the local community. 

2. Describe the level of involvement the 
candidate has had with the IFEA during 
their career. 

3 .  Submi t  a  genera l  overv iew o f  the  
candidate’s career including organizations 
worked for, positions held, titles, awards etc. 

Entry Format:
Please email the nomination in a word Document.

Submit Entries to:
Nia Hovde, CFEE, Vice President/Director of 
Marketing & Communications at nia@ifea.com.

Questions:
Please Contact Nia Hovde, CFEE, Vice 
President/Director of Marketing &Communications 
at Email: nia@ifea.com or Phone: +1-208-
433-0950 ext: 3.

Deadline:
Nominations may be submitted at any time during 
the year. Leadership Legacy Recipients will be 
featured in the January, April, August and October 
issues of IFEA’s “ie” Magazine. “ie” Magazine 
deadlines can be found at http://www.ifea.com/p/
resources/iemagazine/publishingdeadlines.

IFEA World
International Festivals & Events Association

The I FEA Leadership Legacy 
Recognit ion Program recognizes 
individuals who have made a signif-
icant impact through their work and 
accomplishments in the festivals 
and events industry within their own 
town/city/community. Someone who 
may not necessarily have the inter-
national impact that the IFEA Hall 
of Fame Award calls for, but has 
accomplished great things within 
their own town/city/community.  

Throughout the year, up to four 
Leadership Legacy recipients will be 
selected by their peers from nomi-
nations received. Each recipient will 
be recognized through a feature in 
an issue of IFEA’s “ie” Magazine – 
specifically in January, April , August 
and October. This is an ongoing 
recognition program throughout the 
year, nominations can be accepted 
at any time. “ie” magazine deadlines 
can be found at  www.ifea.com.

LEADERSHIP
LEGACY

RECOGNITION PROGRAM

2017
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http://www.ifea.com/p/resources/iemagazine/publishingdeadlines
mailto:nia@ifea.com
mailto:nia@ifea.com
http://www.ifea.com/p/resources/iemagazine/publishingdeadlines
http://www.ifea.com.LEADERSHIPLEGACYRECOGNITION


NETWORK

STAFF

BOARD

SPONSOR PARTNERSHIPS

CITY PARTNERSHIPS

VOLUNTEERS

VENDORS 

SERVICE PROVIDERSTRENDS & ISSUES

OPERATIONS

EDUCATION

TRAINING

SKILLS

KNOWLEDGE

BRAND

IMAGE
FINANCES

FINANCIAL TRANSACTIONS

BUDGETING

SAFETY

SECURITY

PUBLIC RELATIONS

FOOD & BEVERAGE

MERCHANDISE

TICKETINGENTERTAINMENT

PARADES

INNOVATION

LEADERSHIP

INTERNATIONAL RELATIONS

ETHICS

LEGAL AWARENESS

RISK MANAGEMENT

LIABILITY EXPOSURE

NON-SPONSORSHIP REVENUE

CREATIVITY ACCESSIBILITY
PROGRAMMING

MARKETING

MEDIA PLAN

ECONOMIC IMPACT

SOCIAL MEDIA

TECHNOLOGY

…IN YOURSELF

September 14th - 16th, 2017 • JW Marriott Starr Pass Resort & Spa

Tucson, Arizona, U.S.A. • CFEE Classes September 11th - 13th, 2017

62nd Annual IFEA
 

Convention,
 Expo & Retreat

IN YOUR…

Presented by

http://www.ifea.com/p/convention-and-expo/62ndannualconvention


Presented by

The 62nd Annual IFEA 

Convention, Expo & Retreat

IFEA World Festival & Event City Sydney, NSW, Australia72  IFEA’s ie: the business of international events Fall 201772  IFEA’s ie: the business of international events Fall 2017

http://hwins.com
http://www.ifea.com


www.ifea.com    #IFEA62      3

“As is our confidence, 

so is our capacity.”
William Hazlitt

English writer, drama and literary critic, painter, 

social commentator, and philosopher

In a world that is changing around us daily, from every angle – creatively, 

operationally, economically, politically, socially, culturally, legally, and 

professionally – those whose success mirrors their commitment, are 

those who are confident in their own skills, knowledge, experience, 

awareness, and innovation. Those whose staffs, boards, partners, 

vendors, service providers and volunteers are equally confident and 

continue to invest in themselves, their teams, and the strengthening of 

a professional network will have the knowledge to see them through 

the challenges and help them to identify new opportunities. 

 
We encourage you to mark your calendars and get ready to join 

your professional peers from around the world for the  62nd Annual 

IFEA’s Convention, Expo & Retreat, presented by Haas & Wilkerson 

Insurance this September 14th-16th, 2017* in Tucson, Arizona, U.S.A. 

‘The Premier Association Supporting and Enabling Festival & Event 

Professionals Worldwide,’ the IFEA Annual Convention, Expo & 

Retreat is the top educational and networking event in our industry. 

Plan now to join industry leading professionals from around the globe 

– events, cities, sponsors, media, tourism agencies, suppliers and 

more – for this unparalleled opportunity to grow your confidence at 

every level. 

Nestled against the saguaro-covered foothills of Tucson Mountain 

Park, the Five Star, AAA Four-Diamond JW Marriott Starr Pass Tucson 

Resort & Spa, will again play host to this unique gathering of the 

top professionals in our field, as we discuss, debate, share, present 

and inspire all those in our industry who touch countless lives, brand 

our communities, fuel our economies and keep our world connected 

every single day. A role more important today than ever before. 

We are confident that the IFEA has the answers and resources to 

help ensure your success! So mark your calendar, share the news 

with your team and network so they can join us too, and start making 

plans for the most valuable gathering in our industry. We look forward 

to seeing you there!

*Note: The 62nd Annual IFEA’s Convention, Expo & Retreat footprint will run through 5:30pm 

on Saturday, September 16th, 2017. Certified Festival & Event Executive (CFEE) Certification 

education classes will be scheduled in the days leading up to the convention – September 

11th, 12th & 13th, 2017. separate registration is required. For more details, Click Here.

“When you have confidence, 

you can have a lot of fun. And 

when you have fun, you can 

do amazing things.”
Joe Namath

NFL Hall of Fame Quarterback

IFEA World Festival & Event City Ottawa, Canada 

Photo by Jordi Bover - Cie La Machine
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OPENING 
KEYNOTE 
SPEAKER

TRACKING & 

MEASURING 

THE SOCIAL 

VALUE OF 

FESTIVALS & 

EVENTS

LESA UKMAN
Founder, IEG and Lesa Ukman Partnerships

We are very pleased to welcome sponsorship icon, Founder of 

IEG, and IFEA Hall of Fame Inductee Lesa Ukman as the Opening 

Keynote presenter for the 62nd Annual IFEA Convention, Expo & 

Retreat. Throughout a career exemplifying confidence, Lesa Ukman 

has distinguished herself as a thought-leading entrepreneur, writer 

and speaker renowned as a pioneer in assigning value to marketing 

collaborations. She has propelled sponsorship from a promotional 

sideline to a vital discipline by creating the methodology to value and 

measure investments in sports, arts, entertainment and nonprofits. 

Her analytics have been adopted throughout the world.

While working for the City of Chicago Mayor’s Office of Special Events 

in 1980, Lesa devised the first-ever public/private partnership programs, 

which still serve as the blueprint for municipal marketing today.

Driven by the then-radical idea that businesses that partner with the 

things people love—sports, music, festivals and nonprofit causes—vastly 

outperform competitors, she founded IEG (www.sponsorship.com) in 

1982. Her ideas caught the imagination of the business world, giving 

rise to an industry now worth more than $85 billion. In 2006 she sold IEG 

to WPP, the world’s largest advertising, marketing and communications 

services group. For over three decades she has piloted the annual 

IEG Conference, which remains a must-attend event for professionals 

seeking to make the most of their sponsorship relationships.

Lesa is an avid champion of the industry and a keen observer of 

sponsorship’s broader impact on society. With her roots and 

background in festivals and city partnerships, she clearly understands 

the challenges and opportunities of our global industry, as well as the 

confidence that we must all have in the value (economic and social) 

and power of the festivals and events that we produce.

OPENINGCONVENTION  

OPENING & CLOSING

The 62nd Annual IFEA Convention, Expo & 

Retreat officially opens on Thursday, September 

14th at 9:00 a.m. Including warm welcomes from 

Tucson Mayor Jonathan Rothschild and other 

IFEA industry leaders, we will set the stage for 

our time together over the coming days, as we 

look with confidence to the future and explore the 

growing and important roles that the events and 

industry we are all a part of continue to play in our 

cities, communities and the world around us.
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CLOSING KEYNOTE SPEAKER

UNIVERSAL TRUTHS ABOUT 

GLOBAL AND COMMUNITY 

EVENTS

TOM BISIGNANO, CFEE

Senior Director  

Entertainment Event Management

Universal Orlando Resort

Helping us put a fitting cap on our 62nd Annual IFEA Convention, Expo & 

Retreat, we are very pleased to welcome Tom Bisignano, CFEE, Senior 

Director Entertainment Events Management, Universal Orlando Resort. 

2009 Chair of the IFEA World Board, few professionals in our 

industry have enjoyed the scope and scale of experience that Tom 

Bisignano brings to the table, including 25 years with the Walt 

Disney Company as the Director of Special Events for Walt Disney 

World; Opening Ceremony Producer for the Sochi 2014 Olympic 

Ceremonies; Senior Producer for the 2015 European Games in 

Baku, Azerbaijan; and his current position with Universal.

Come join Tom for a unique perspective of some universal truths – 

and fun stories – that bond our industry together around the world.

Tom Bisignano, CFEE (Right) at the Opening of 

Universal Studios new Volcano Bay Water Park in  

Orlando, Florida, USA
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Sponsorship & Revenues

• Tracking & Measuring the Social Value of Festivals & Events

• The Sponsor Doc: An Event Sponsorship ‘Open Mic’ Session

• Why We Sponsor What We Sponsor

• The Art of Philanthroship: Developing Unique Partnerships that 

Build Festivals, Brands and Communities

• The Foundations of Successful Sponsorship Development & 

Activation

• Price of Admission: Protecting Against Ticketing Scams, Frauds 

and Cyber-Hacking

• Case Study: Cooking Up Sponsorship Activation Success

• Lessons Learned from a Career in Sponsorship

• Taken for Granted: Keeping Sponsorship Opportunities Fresh at a 

Long-Running Event

• Festival Focal Points that Translate into Dollars 

 

Technology, Creativity and Innovation

• Rethinking the ‘Community Festival’

• Annual Check-Up: Revisiting Your Event

• Children’s Museums as a Creative Source & Partner

• The Top 10 Parade Elements from an Attendee’s Perspective

• Portable Installation: The Inspiration of ‘Inspiration Village’

• The Entrepreneurial Impact of Special Events

• The Secret to Success: The Event within an Event

• Spreading Innovation

• Data Lakes, Strategic Planning, and the Festival Experience

• Relating to Your Audience through Social Media: Exploring Your 

Event’s Social Media Orientation

• New Horizons: Tracking Attendance at Events…Accurately

• Price of Admission: Protecting Against Ticketing Scams, Frauds 

and Cyber-Hacking

• The Latest, Greatest Ideas for Online Marketing 

 

Operations & Risk Management

• Operational Safety Audit Workshop

• Counting Crowds and the Impact of Overestimating

• New World Considerations: Violent Acts Insurance Coverage

• Volunteer Management Best Practices for Mid-to-Large  

Scale Festivals

• A Proactive Approach to Claims, Incident Reporting and  

Cyber Liability Risks

• Uprooted: Inside a Decision/Need to Move Your Event to a  

Different City or Site

• Soft Target: Protecting Against Vehicular Attacks and Other  

‘Gap’ Threats

• 10 Tips to Creating a Responsible Alcohol Program that  

Gives Back

• “Has Anyone Dealt With…?”: An Event Operations  

‘Open Mic’ Session

• New Horizons: Tracking Attendance at Events…Accurately

• Self-Protection: Understanding the Value & Power (or not) of  

Contract Inclusions & Liability Waivers

• Green Factor / Me for We: Co-Creation of Green, Sustainable  

and Scalable Events by Public-Private Partnerships

• More ‘Legal English’ for Festivals & Events 

 

Marketing, Branding and Media Relations

• Rock Vegas: The Evolution of Music Festivals in a City of 24/7-365 

Entertainment

• The Power & Influence of Video on Event Marketing

PROFESSIONALPROFESSIONAL 

EDUCATION

“The wealth of information, and number of 

awe inspiring stories that were shared during 

the Convention provided the much needed 

fuel to take my organization’s festivals and 

events to the next level.”
– Angelique McKay

Beaches and Parks Authority

Best-selling business author Steve McClatchy has 

been quoted as saying, “To be the best at something 

you can’t just ‘show up’ and expect world-class  

results.” The industry’s top professionals understand 

the difference that education, knowledge and a  

continuing global dialogue make between being  

proactive, reactive or inactive when it comes to  

critical leadership decisions; between being ‘good’ 

or being ‘great.’ The difference that true confidence 

provides in guiding our successes.

For 62 years the IFEA has provided the festivals and 

events industry with the very best in professional  

education and training; a tradition that continues 

this year. The IFEA prides itself on presenting up to 

90% new topics and/or speakers each year, drawing 

upon the insights and input of active industry leader-

ship from around the globe. We work to ensure that  

attendees at all levels - first-timers and repeat attend-

ees, new to the industry or seasoned professional - 

can all find the answers and creative new ideas that 

you are looking for. A sampling of this year’s topics 

and conversation starters, presented by the top  

leaders in our global industry include*, among  

others: (* subject to change)
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• The Latest, Greatest Ideas for Online Marketing

• Knowing Your Customer & Audience

• Diversity & Inclusion Across Your Event

• Marketing & PR for Festivals: Maximizing Roles &  

Responses

• The Role & Welcoming of Service Animals

• The Importance of Events in Marketing a City

• Price of Admission: Protecting Against Ticketing Scams,  

Frauds and Cyber-Hacking

• The Challenges of Longevity

• Self-Protection: Understanding the Value & Power (or not) of  

Contract Inclusions & Liability Waivers

 
 Leadership & Management

• Universal Truths about Global & Community Events

• Tracking & Measuring the Social Value of Festivals & Events

• Working the Plan: Building a World-Class Event City

• Tag Team: How Cities and Events Can Help Solve  

Reciprocal Challenges

• Successful Leadership Succession 

• Building Success on a Foundation of Collaboration

• The Challenges of Longevity

• High Expectations: Celebrating 100 Years of Tradition

• Green Factor / Me for We: Co-Creation of Green, Sustainable 

and Scalable Events by Public-Private Partnerships

• Spreading Innovation

• More ‘Legal English’ for Festivals & Events

• Lessons Learned from a Milestone Event: The Making of  

Ottawa 2017

• Rethinking the ‘Community Festival’

• Diversity & Inclusion Across Your Event

 
 City Partnerships
• Tag Team: How Cities and Events Can Help Solve  

Reciprocal Challenges

• Working the Plan: Building a World-Class Event City

• Building Success on a Foundation of Collaboration

• The Importance of Events in Marketing a City

• Lessons Learned from a Milestone Event: The Making of  

Ottawa 2017

• Tracking & Measuring the Social Value of Festivals & Events

• Rethinking the ‘Community Festival’

• The Entrepreneurial Impact of Special Events

• Spreading Innovation

• Uprooted: Inside a Decision/Need to Move Your Event to a  

Different City or Site

• Soft Target: Protecting Against Vehicular Attacks and  

Other ‘Gap’ Threats

• Lesa Ukman Partnerships

• IEG
• Universal Studios

• Festivals Edinburgh, Scotland

• Alliance for Innovation

• Las Vegas Events

• Principal Financial Group

• NewCo Festivals

• Volunteer Local

• City of Philadelphia,  

Pennsylvania

• Orkestra, Quebec, Canada

• Memphis in May International 

Festival
• Big Green Egg

• TicketFly
• Pasadena Tournament of Roses

• Ottawa 2017 Bureau,  

Ontario, Canada

• (Indianapolis) 500 Festival

• Creative Strategies Group

• Tucson Children’s Museum

• Sausalito Art Festival

• Better Business Bureau Council

• Haas & Wilkerson Insurance

• National Cherry Blossom 

Festival
• Safe Events, Ireland

• Saffire 
• City of Calgary, Alberta, Canada

• O’Neill Marketing & Event 

Management

• Philadelphia Flower Show

• Deltronics

• The Parade Company

• City of Asheville, North Carolina

• Fiesta Bowl

• Dubai Festivals & Retail Es-

tablishment, UAE

• Portland Rose Festival

• City of Scottsdale, Arizona

• Everyone’s Invited

• Washington State University 

• Downtown Fort Worth Initia-

tive / Main Street Fort Worth 

Arts Festival

• Pai Chai University, South Korea

• City of San Jose, California

• Cuckoo Events, Ireland

• Chicago Festival Association

• Fredericksburg (Texas) Cham-

ber of Commerce

• Safety Set Consulting, New 

Zealand
• Watauga County (NC) Tour-

ism Development Authority

• Visit Tucson

• World Championship BBQ 

Cooking Contest

• Festivals & Events Association 

of Tucson and Southern Arizona

• Dubai Department of Tourism 

and Commerce Marketing, UAE

• Hawley Troxell Attorneys and 

Counselors

• Kentucky Derby Festival 

• California State University, 

Chico
• Grapevine, Texas, Convention 

& Visitors Bureau

• McDonald’s Thanksgiving 

Parade, Chicago

• Rotterdam Festivals,  

The Netherlands

• Des Moines Arts Festival

• University of Manitoba, 

Canada
• Kaliff Insurance

• Stephanie Donoho, LLC

• Event Risk Management  

Solutions, LLC

• Artsquest / Bethlehem  

Music Festival

• Event Project Management 

Systems (EPMS.NET), 

Australia
• McFaddin Associates, LLC

• North Carolina Azalea Festival 

at Wilmington

• U.S. Department of  

Homeland Security

• Calgary Pride Festival,  

Alberta, Canada

• Skills Village 2030,  

South Africa

• National Cherry Festival

• Experimental Aircraft  

Association

• Genoways Events

• Shobiz Experiential  

Communications Private 

Limited, India

• City of Tucson, Arizona

• Boojum Institute

• City of Ottawa Event Central 

Branch, Ontario, Canada

• Chattanooga Riverbend 

Festival
• Dfest (Dixie Flag Event  

Services Team)

• Event Approval

• City of Fort Collins, Colorado

• Norfolk Festevents

• City of Hardon, South Korea

• SunFest of Palm  

Beach County

• IFEA World Festival &  

Event Cities

• IFEA Global Affiliates

• …and Many More

PROFESSIONAL SPEAKERS AND CONVERSATION LEADERS at this year’s  

convention include many of the top professionals (past, present and 

future) and internationally recognized industry organizations in the 

world, including*, among others: (*subject to change)
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FOCUS

SPECIAL
INSPIRE THE INDUSTRY 

GENERAL SESSIONS

Our Inspire the Industry general sessions are built around the 

goal of providing targeted presentations, led by selected industry 

professionals, with a focus on topical trends, issues or creative 

inspiration that we can all take home and put to use in our own 

careers, events and communities. From leadership and creativity, to 

technology and risk management, and everything in-between, our 

Inspire the Industry presentations are sure to do just that. (Friday, 

September 15th, 5:15 – 6:15 p.m. and Saturday, September 16th, 

12:15 – 1:30 p.m.)

AFFINITY GROUP SESSIONS 

IFEA Convention attendees have a unique opportunity to share 

“common ground” conversations with professional peers, discuss-

ing current trends, issues, challenges and opportunities, during our  

popular Affinity Group Sessions (Thursday, September 14th,

2:15 p.m. – 3:45 p.m.), including those for:

• CEOs – Organizations with budgets under $1.5 million

• CEOs – Organizations with budgets over $1.5 million

• Sponsorship

• Cities & Municipalities

• Tourism Agencies 

• Art Events 

• Parades 

• Young Professionals (for those 40 and under) 

• Event Education

• Volunteer Programs

• Operations 

• Marketing & PR 

Bring your questions and input to these valuable open-topic exchange 

sessions, scheduled early in the convention program to allow the 

opportunity to expand your conversations beyond the sessions. 

(*All sessions are subject to change.)

OPEN MIC SESSIONS

In addition to our regular breakout presentations, for those looking 

for a little more “back and forth” participation, selected educational 

sessions are designed as Open Mic sessions, with defined topical 

areas that are geared to answering / discussing / debating any 

questions that may not have been covered or explored in another 

session. We want to make sure that you go home with the answers 

you need to be successful. 

“There’s no better place for event professionals 

driven by the power of celebration to gather, 

learn, collaborate and recharge than the IFEA 

Convention, Expo & Retreat. It’s a place where 

friends and colleagues meet (and new ones 

are made) to fearlessly celebrate and exchange 

good ideas and best practices. It’s on my  

calendar annually!” 
– Eric Martin

Music for All, Inc.

SPECIAL FOCUS  

OPPORTUNITIES
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FOCUS

ON THE RIGHT TRACK

IFEA educational sessions are selected to ensure that we cover a 

wide range of important topical areas. For those who are interested 

in following a specific track/focus of sessions, those will be broken 

out for you in our official convention program to make scheduling 

your time easier. Tracks will include:

• Sponsorship & Revenues

• Operations & Risk Management

• Marketing, Branding and Media Relations

• Technology, Creativity and Innovation

• Leadership & Management

• City Partnerships

(*All sessions are subject to change.)

FIRST-TIMER’S CONVENTION COMPASS

Before you hit the ground running, stop by to meet some new IFEA 

friends on Wednesday evening, September 13th, from 5:00 p.m. – 

6:00 p.m., at our First-Timer’s Convention Compass session. We 

look forward to welcoming our first-time convention attendees and 

to sharing some valuable tips and advice on how to maximize your 

convention experience. Then, join us for Happy Hour in the dfest®/ Dixie 

Flag Event Services Team Hospitality Suite to meet more new friends, 

find some dinner partners, and let the networking conversations begin!

“The IFEA Convention was one of the most 

valuable Conventions I have attended in my  

career. The interactions and networking  

between city event staff and event planners/

producers was invaluable.”
- Jan Sawyer

City of Fort Collins, Colorado
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CELEBRATING SUCCESS  

AND ACHIEVEMENTSUCCESS

Celebrating and recognizing the outstanding achievements of friends 

and peers, whose confidence and careers have expanded our 

creative and professional horizons for more than six decades, is a big 

part of what makes the IFEA Annual Convention both valuable and 

memorable. As we celebrate our own 62nd Annual Edition of the IFEA 

Convention & Expo we are confident that these exemplary individuals, 

organizations and cities will continue to inspire and guide us all for 

decades to come.

IFEA AWARDS LUNCHEON

There are few things that mean more than being recognized by your 

professional peers. Don’t miss the 2017 IFEA Awards Luncheon 

(Thursday, September 14th, 12:30 – 2:00 p.m.), as we pause to pay  

tribute to the people who have made/make our industry great and  

continue to light the way through their commitment and creativity.

Join your global peers as we: 

• Recognize our 2017 CFEE (Certified Festival & Event  

Executive) Graduates, who continue 

to raise the bar for everyone in our indus-

try (the CFEE Professional Certification 

Program is sponsored by IFEA Association 

Endorsed Partner Kaliff Insurance);

• Award the 2017 IFEA / Zambelli  

Fireworks Volunteer of the Year  

Award, sponsored by longtime IFEA friend 

and industry icon Zambelli Fireworks,  

recognizing the contribution of all  

volunteers to the success of our  

global events;

• Recognize the Recipients of our 2017 IFEA World Festival & 

Event City Award, for their outstanding city/event partnerships 

around the world; and

• Pay tribute to our 2017 IFEA Hall of Fame Inductee, the 

highest honor bestowed in our field, in acknowledgment of their 

tremendous dedication to and impact on the festivals and  

events industry. 

(For more information about all of the above awards go to www.ifea.com.)

2017

2017
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“There is no greater honor than to be  

recognized by those who understand.”

- Jean McFaddin, President

McFaddin & Associates, LLC

Past producer of the Macy*s 

Thanksgiving Day 

Parade for 25 Years

1999 IFEA Hall of 

Fame Inductee

IFEA / HAAS & WILKERSON  

INSURANCE PINNACLE 

AWARDS
Join us as we put a memorable cap on the first day 

of the convention (Thursday, September 14th) with 

the most anticipated event of the year. The IFEA / 

Haas & Wilkerson Insurance Pinnacle Awards 

pay tribute to both creativity and excellence in 

multiple categories, from marketing to merchandise; 

operations to sponsorship; all leading up to the 

presentation of the coveted Grand Pinnacle 

Awards. This is the Academy Awards Ceremony 

for the festivals and events industry. The IFEA 

/ Haas & Wilkerson Insurance Pinnacle 

Awards, recognizing festival and event 

excellence for 23 years, are proudly sponsored 

by Haas & Wilkerson Insurance. Don’t miss 

this unopposed special event as we all wait to 

hear… “And the Pinnacle Award goes to…” 

(Note: The IFEA/Haas & Wilkerson Pinnacle Award final 

entry deadline is July 17th. For more information go to 

www.ifea.com.)
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INFORMAL 

GATHERINGS

One of the best parts of any professional convention 

is the chance to spend some dedicated time with 

friends and peers - reconnecting, looking ahead, 

planning that next great idea, sharing a laugh, a 

challenge, or a special memory. The 62nd Annual 

IFEA Convention, Expo & Retreat provides plenty 

of opportunities for those special informal and 

memorable gatherings and conversations.

“The IFEA Convention is a fantastic way of 

meeting Event Professionals from all over the 

globe. Seeing the different challenges faced 

and different methods for running events but 

the similar passion we all have for doing this 

all consuming job!” 
 – Elaine Fitzsimon

Cuckoo Events, Ireland

CONNECTIONS CAFÉ 

Connections Café is the center of IFEA daytime 

gatherings and conversations. Located near 

the heart of the convention floor sessions and 

activities, Connections Café is open every day 

throughout the convention, providing coffee and a 

relaxing atmosphere conducive to doing business one-on-one or simply 

catching up with friends. Promoting human connections – while cyber 

ones are accessible too - this comfortable venue is always a popular 

hang-out, providing the perfect venue for strengthening those personal 

connections that are so important to everyone’s success. 

dfest® / DIXIE FLAG EVENT SERVICES 

TEAM HOSPITALITY SUITE 

The dfest®/ Dixie Flag Event Services Team 

Hospitality Suite, sponsored by long-time 

IFEA supporter dfest ®, is as much a part of the 

IFEA Convention as our breakout sessions, and 

we look forward to extending a warm Tucson welcome to everyone! 

Open Wednesday night, September 13th (beginning at 6:00 p.m.) 

to meet up with old friends and new, before dinner; Thursday night, 

September 14th (beginning at 9:00 p.m.); and Friday night, September 

15th (beginning at 10:30 p.m.), the dfest ® Hospitality Suite (with a 

spectacular patio view of the Starr Pass Resort complex) provides 

convention attendees with a time and a place to unwind, relax and 

connect outside of scheduled sessions and functions. Historically, 

the dfest ® Hospitality Suite is recognized as the hub of the IFEA’s 

convention networking system.

A FREE EVENING OF DINING AND 

NETWORKING IN THE ‘OLD PUEBLO’

On Dec. 11, 2015, Tucson joined the international Creative Cities  

Network of the United Nations Educational, Scientific, and Cultural  

Organization (UNESCO) as a World City of Gastronomy, the first 

such designation in the United States. Independently owned restau-

rants and other local food businesses represent one of Tucson’s  

largest and fastest-growing economic sectors. The city counts more 

than 1,200 restaurants and drinking establishments, which employ 

more than 30,000 people! Of the total number of restaurants and bars  

in the city, almost two-thirds (63 percent vs. a 41% U.S. national  

average) are locally owned, non-chain businesses, that favor locations 

in older, historical properties, full of the welcoming ambiance that can  

be found throughout Tucson. In the Old Pueblo, more than 50 new  

downtown restaurants (a short five-minute ride from the JW Marriot  

Starr Pass Resort) have opened since 2008, and all but four are nestled  

into spaces in buildings constructed before 1965. And the Starr  

Pass Resort, itself, is home to several culinary, palette-pleasing,  

dining options. 

Working together with our friends from the Festivals & Events  

Association of Tucson & Southern Arizona (FEATSAZ), Visit Tucson, the 

Rio Nuevo Multipurpose Facilities District, and the JW Marriott Starr 
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Pass Resort & Spa, we will provide in your registration packets a se-

lection of ‘local favorites’ that are sure to entice any palette and create 

some great memories, as you explore this World City of Gastronomy 

with friends and peers from around the globe.

DINNER GROUPS

For those looking to join-up with a group of peers you may not oth-

erwise connect with, we invite you to sign-up for one of our IFEA  

Networking Dinner Groups. Hosted (*cost of dinner is the respon-

sibility of each participating individual) by local professionals from 

the FEATSAZ (Festivals & Events Association of Tucson & Southern  

Arizona) chapter, you’re sure to enjoy a memorable and valuable  

evening of fun and professional networking! Sign-up sheets will be 

available at the IFEA Convention Registration Desk.

IFEA DOWNTOWN SHUTTLE RUNS

To help facilitate your Tucson experience, a special IFEA Downtown 

Shuttle (made possible by Rio Nuevo Multipurpose Facilities District) 

will be making circle runs between the JW Marriott Starr Pass Resort 

and Downtown Tucson, beginning at 6:00 p.m. and ending at 11:00 

p.m., on Thursday night, September 14th.  

STARR PASS TUCSON GOLF CLUB

Desert golf takes on new meaning when playing a game at the Starr 

Pass Tucson Golf Club (rated by Condé Nast as a Top 100 Golf 

Resort). As if a 27-hole Arnold Palmer Signature Golf Facility nestled 

against the backdrop of Tucson’s natural desert mountain landscape, 

with a double-loaded driving range, rejuvenating 20,000 square 

foot clubhouse and top-quality golf shop wasn’t enough inspiration,  

prepare to be awed by spectacular views of Tucson and the backdrop 

of Tucson’s natural mountain ranges. As part of our partnership, the 

Starr Pass Golf Club has once again offered to provide special rates  

(see below) for any attendee wishing to play during your stay, which

a number of people have enjoyed over the past two years. 

$69+tax per player before 1:00 p.m.

$49+tax per player after 1:00 p.m.

Call +1-520.670.0406 for  

reservations and mention IFEA to  

receive our exclusive rate.

For those who may be interested in joining others of your peers 

in a fun, informal round of golf on Wednesday, September 13th,  

leading into the convention, please contact Jeff English, President of  

the Kentucky Derby Festival Foundation, at jenglish@kdf.org, or,  

you may call +1-520-670-0406 to make your own reservations. Sim-

ply mention IFEA to receive this exclusive rate. 

HASHANI SPA
Tough year at the festival? Take a moment to forget your worries. At 

Hashani Spa, one is not healed by the treatment they are receiving, 

but by the sensory bliss of the magical Sonoran Desert. You’ll under-

stand and see it in the cacti surrounding you while enjoying a hypnotic  

massage. IFEA attendees can enjoy 20% off all Spa Services during 

your stay. Simply call +1-520-791-6117 and mention IFEA to schedule 

your ‘moment’ and receive this special discount.

ONE ON ONE OPPORTUNITIES

The 62nd Annual IFEA Convention, Expo & Retreat offers all attendees 

the unique opportunity, in one place and at one time, to be exposed 

to global industry leaders from festivals and events, large and small; 

tourism organizations; corporate and media representatives; cities 

and municipalities; academic institutions and more.

Who Will You Meet at the IFEA Convention?

• Seasoned Festival & Event Professionals

• Those New to the Festivals & Events Industry 

• Festival & Event Board Members 

• City Leadership

• Key Volunteers

• Festival & Event Sponsors/Sponsorship Agencies

• Suppliers to the Festivals & Events Industry

• Industry Consultants

• The Creative Sparks Behind IFEA Award-Winning  

Events & Cities

• Tourism Organizations, CVBs, and Chambers of Commerce

• Parks & Recreation Staff

• Educational Institutions/Faculty/Students

• Media Representatives

• Representatives from Allied Associations

• Professional ‘Experience Management’ Peers from  

Around the World

• All those with an Interest/Stake in the Festivals & Events Field

Start building and adding to your professional network today. 
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IFEA EXPO
The First Spark of Creative Partnerships Between Events And Industry SuppliersEXPO

The most successful festivals and events in our 

industry share an important commonality; an 

understanding that the suppliers and vendors who 

support our industry are a critical part of keeping 

our events innovative, fresh, dynamic and part of the 

‘leading edge’. They are among our most committed 

stakeholders. They share their experience and 

skills with us, help us to meet new challenges with 

cost-effective solutions, and partner with us to turn 

our creative ideas and visions into successful realities. 

They help us to elevate the event experience for our 

attendees and our communities and provide us with the 

confidence that they are a full part of our success. 

The IFEA Expo trade show is one of the most important 

components of our convention. Geared specifically to 

festival and event innovators and decision-makers, the 

IFEA Expo features the most creative and leading edge 

ideas, products and services for all things imaginable, 

including: merchandise, insurance, giant parade inflatables, 

parade floats, children’s performers, food and beverage 

products, cash management services, marketing and 

web support, fencing, sponsor gifts, decorations, security, 

fireworks, lasers, university programs, face-painting, sand 

sculptures, portable restrooms, bleachers, entertainment 

and attractions, ticket control, confetti cannons, generators, tents, 

awards, radios, printing needs, sponsorship software and services; 

photography, publications, costumed mascots, staging, lights and 

sound, and much, much, more; usually at special convention pricing! 

Bring your list, your creativity, and your challenges and you will find 

many of the answers you are looking for at the IFEA Expo! 

The IFEA Expo will be open on Friday, September 15th, from 11:00 

a.m. to 4:00 p.m. and is unopposed by any other sessions or activities, 

ensuring that you have the quality time you need to explore that next 

great idea and negotiate your best deals! 

• Lunch, sponsored by Ticketfly, will be 

served and available in the Expo from 11:00 a.m. until 1:30 p.m. 

• Connections Café coffee service will be available within the Expo 

while the trade show is open. 

• Winning IFEA/Haas & Wilkerson Insurance Pinnacle Award entries will 

be on display during the IFEA Expo as part of the trade show exhibit.

• Exhibitor Roundtables, scheduled throughout the Expo hours, will 

provide expanded insights into the latest cutting-edge products 

and services.

SPECIAL INCENTIVE: As a special incentive, any organization 

committing to new* business (*may not be a current customer or have 

done business together within the last year) valued at $100 or more with 

any IFEA Sponsors and/or Exhibitors during the 2017 IFEA Expo and up 

to 30 days after, will receive a $100 discount towards their 2018 IFEA 

Annual Convention & Expo registration, up to $500 off per organization.

“The IFEA Convention and Expo is the best 

opportunity I have all year to meet and interact 

with peers and customers in the industry. The 

Convention is always outstanding and I look 

forward to next year.” 

– Pete Van de Putte, CFEE
CEO

Dfest ® / Dixie Flag Event Services Team

2011 IFEA Hall of Fame Inductee
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“The CFEE courses were a great experience. 

In addition to great professional education, 

I developed valued relationships that will 

last forever.” 
 – Randy Dewitz, CFM, CFEE

Fanfare Attractions, LLC

RAISE THE BAR
Pre-Convention Education OpportunitiesRAISE

CFEE FastTrack© PROFESSIONAL  

CERTIFICATION CLASSES

Sponsored by IFEA Association Endorsed Partner Kaliff Insurance 

the IFEA’s Certified Festival & Event Executive (CFEE) FastTrack© 

program allows festival and event industry professionals to complete 

their professional certification and all required program components 

in one year and at special pricing that represents a substantial 

savings over class-by-class scheduling. 

CFEE classes, a required component toward the achievement of 

professional certification, are taught by leading professionals in 

our field and are open to all who desire to attend. Three of the six 

required core curriculum classes are offered each year leading into 

the convention on a rotating basis. New 2017 CFEE participants 

can potentially complete all of their required classes, electives, 

and written/speaking obligations in time to receive their CFEE 

Professional Certification at the 2018 Convention! And those who 

started in 2016 may be receiving yours in Tucson! (Note: Those 

completing all six CFEE core curriculum classes will receive a CFEA 

(Certified Festival & Event Associate) Certificate recognizing your 

educational accomplishment. 

Administration & Management

Monday, September 11th, 2017  •  9:00 a.m. - 4:00 p.m.

Using the development of a model business plan 

as a guide, these sessions will explore and reveal 

the process by which successful administration 

and management programs are developed. 

Session attendees will explore the ins and outs of managing a board 

of directors, building an effective leadership and administration 

team, identifying budget targets and making them work, establishing 

marketing plans, identifying competition and establishing a business 

paradigm that will give more “gravitas” to an event-producing 

organization. 

Presented by Penny McBride, CFEE, President & CEO, Fredericks-

burg Chamber of Commerce, Fredericksburg, TX

Marketing & Media Relations

Tuesday, September 12th, 2017  •  9:00 a.m. - 4:00 p.m.

A strong marketing vision, direction, and ultimately 

a plan is essential in successful promotion of 

any company’s products or services. This area of 

instruction is designed to look at and provide an 

overview of marketing and media relations and specifically how these 

functions can be used to the unique needs of the festival and special 

events industry. 

Presented by Becky Genoways, CFEE, President, Genoways  

Events; Program Specialist Contractor, Memphis in May  

International Festival, Memphis, TN

Sponsorship & Sponsorship Service

Wednesday, September 13th, 2017  •  9:00 a.m. - 4:00 p.m.

Over the past generation the sponsorship of 

festivals and special events has evolved from the 

quasi-donation of money by a local business to a 

sophisticated marketing relationship involving the 

exchange of mutual value. The development of a comprehensive 

sponsorship/valuation plan and successful fulfillment program involves 

the coordination of numerous details and a working knowledge of 

a variety of critical factors. This area of instruction is designed to 

provide information about the fundamentals of sponsorship. 

Presented by Bruce Erley, CFEE, APR, President/CEO, Creative 

Strategies Group, Denver CO

THE 2017 FULL-DAY CFEE SEMINARS INCLUDE THE FOLLOWING:

Sponsored by

IFEA Association Endorsed Partner
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In today’s world, risk management has risen to the top of the priority 

pile with festivals and events around the globe. On top of the many 

details that go into the planning of every aspect of our events, we must 

do our very best to prepare for and against any possible reality that 

could affect the safety of our attendees, volunteers and staff; that could 

damage our hard-earned brands and images; and that could adversely 

affect our financial sustainability in the years ahead. To help offset 

those risks and reassure our key stakeholders that our events are both 

meeting and exceeding industry norms (both American & International 

Standards) to ensure their safety, the IFEA has been working with our 

industry partners to create a new safety audit program that will provide 

both internal and external assurances to festivals and events, our host 

cities and all those that we serve and partner with. 

As a proactive measure, against new industry realities, on Wednesday, 

September 13th, leading into the 62nd Annual IFEA Convention, Expo & 

Retreat, IFEA World is pleased to offer an all-day seminar on doing an 

Event Safety Audit of your event. Led by Event Safety Expert Warwick 

Hall, Dip OHSM, CFEE, Principal for Safetyset Consulting in New 

Zealand, this highly valuable seminar will walk attendees through 

50 key operational safety considerations that all events should be 

addressing today. Considerations that will prepare you for an Event 

Safety Audit and allow you to assess for yourself just how prepared 

you are to fully meet today’s new challenges and expectations. 

This special seminar is being offered free 

to IFEA members and at a discounted 

fee of $95USD for non-members. 

Pre-registration is required on the 

IFEA Convention registration 

form. The seminar will run from 

9:00a.m. – 4:00p.m., with lunch 

on your own. 

IFEA OPERATIONAL RISK MANAGEMENT WORKSHOP: 

TAKING A SAFETY AUDIT OF YOUR EVENT

SAFETY

AU D ITE D

EVENTEVENT
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RETURN

Our primary, annual fundraising event is an all-important source of 

support that allows us to confidently provide convention scholarships 

to many young professionals who will become the next generation 

of industry leadership and to those deserving organizations working 

to build a solid and successful foundation for their festivals, events 

and communities. The funds raised also support our capabilities 

to provide and host top-quality industry presenters, speakers and 

programming, helping us to raise the bar for everyone in our global 

industry. 

Silent Auction
This year’s IFEA Foundation ‘Silent Auction’ will take place over the 

course of our first two convention days (September 14th & 15th) in 

the Arizona Ballroom Foyer. Bidding will begin at 8:00 a.m. and close 

promptly at 6:30 p.m. each day, with checkout at the IFEA Convention 

Registration Desk. Items will change each day, so be sure to check 

out all the great items and deals! Bid high and bid often! 

‘Jazz Under the Starrs’  

IFEA Foundation Party & Live Auction

Surrounded by the warm glow of the JW Marriott Starr Pass Resort, 

with a backdrop of the twinkling city lights of Tucson, a celestial canopy 

of desert stars, and the light jazz rifts of the ‘Larry Redhouse Trio,’ this 

year’s IFEA Foundation Party promises to be a fun, welcoming and 

memorable evening with good friends, for a great cause. 

With an ‘Opening Reception’ from 7:00 – 7:30 p.m., followed by a 

sit-down, interactive dinner with special friends from around the world, 

this special evening will be interspersed with bidding on a selected 

menu of once-in-a-lifetime experience packages, helping us to reach 

our annual goal of exceeding the previous year’s success. 

Best of all, the IFEA Foundation Party is included at no extra charge as 

part of your convention registration! So, mark your calendar and plan 

to be there for a special and memorable evening! 

‘Jazz Under the Starrs’ is made possible in part by  

the J.W. Marriott Starr Pass Resort.

Note: The IFEA Foundation encourages you and/or your event/organization to donate a 

special item, experience package, travel opportunity, or product / service / dining pack-

age to be included in the IFEA Foundation Auctions. Help support the IFEA’s educa-

tional mission and the future of our industry along with your professional peers from 

around the world. For more information call +1-208-433-0950 and talk to any IFEA 

staff member or go to the Foundation section of the IFEA home page at www.ifea.com.

PARTYIFEA FOUNDAT!ON PARTY AND AUCT!ONS
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RETURNRETURN-ON-INVESTMENT

“The IFEA Convention opened up my eyes 

to all of the possibilities in the event world. 

The professionals I met through the network-

ing opportunities inspired me to pursue my 

passion in this industry. I am fortunate to have 

taken part in such an educational opportunity.”

– Sierra Duke

IFEA, Student Chapter- CSU, Chico

IFEA Scholarship Recipient

We are so confident 
you will return home from the  

62nd Annual IFEA Convention, Expo & 
Retreat with at least one idea, approach, 

relationship, or renewed energy and enthusiasm, 
that is worth at least the value of attending (and you 
actually did attend), that we are willing to guarantee 

a return on your investment. If not, you can write 
to us (with a “cc” to your board) explaining 

how you did not receive a return on your 
investment and we will refund your 

full registration fee.

The IFEA understands that Return-On-Investment (ROI) is and 

should be a primary consideration of every leader – events, sponsors,  

municipalities, tourism organizations and others. With that at the  

forefront of our minds and conversations, we have designed the  

62nd Annual IFEA Convention, Expo & Retreat to provide the highest  

level of return possible, from every angle – time, resources, informa-

tion, creativity and access to the strongest network of professionals in  

our global industry.

Whether you are a first-time or a long-time IFEA Convention & Expo 

attendee, it won’t be difficult to recognize the virtually limitless opportu-

nities provided through professional conversations and networking; our 

all-inclusive registration, with no separately-ticketed events; our unique 

and easily accessible Tucson, Arizona location; amazing hotel values 

at the Five Star, AAA Four-Diamond JW Marriott Tucson Starr Pass  

Resort & Spa; convenient access to professional certification  

courses and Risk Management workshops prior to the official start of 

the convention (as your schedule may allow); and much more, includ-

ing a cornucopia of educational sessions, daily keynote general ses-

sions, discussion groups, and ready access to IFEA Expo vendors and  

suppliers, convention speakers and other global industry leaders who, 

together, are the foundation of the IFEA experience and the core of our 

global industry conversation. 

Because of the unique setting and remarkable hotel value provided 

by the JW Marriott Tucson Starr Pass Resort & Spa, we encour-

age any event organization who does or is looking to do a strategic  

retreat with your Board and Staff, to consider maximizing your return 

by bringing those important players to the convention with you and 

then extending your stay by a day or two to hold your own retreat, 

built upon the foundation of creativity, inspiration, education and  

possibility laid by the IFEA Convention. 

(For more information about this option, including IFEA and Marriott support services, 

contact IFEA President & CEO, Steve Schmader, CFEE at schmader@ifea.com.)

CONVENTION SCHOLARSHIPS

Since its’ founding in 1993 the IFEA Foundation has provided 

scholarship assistance to over 290 students, new professionals and 

financially challenged events, allowing them to attend the annual IFEA 

Convention, CFEE programs, and other special programs. Scholarship 

recipients are able to return home with new ideas, information and 

motivation to take their own events and careers to the next level. 

Eighteen IFEA Foundation Legacy Scholarships are available each 

year to those who meet the qualified criteria. If you are interested 

in applying for an IFEA Foundation scholarship, more 

information and applications are available in the Foundation 

section of the IFEA home page at www.ifea.com. Application 

deadline for Legacy Scholarships is Friday, June 30th, 2017. 
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& Wilkerson
Insurance

Pinnacle Awards

Educational
Sessions

Closing Session
and Speaker

Departure or
Free Time

Affinity Group
Sessions

First-Timer’s
Convention

Compass Session

EducationalEducational
SessionsSessions

Educational
Sessions

“Jazz Under 
the Starrs”

IFEA
‘Foundation

Party & 
Live Auction

Educational
Sessions

Educational
Sessions

Educational
Sessions

Closing Session
and Speaker

EDUCATION                  NETWORKING/SOCIAL                  CONTINUING EDUCATION                  FREE TIME                  AWARDS PROGRAMS                EXPO TRADE SHOW

Attendee
Free Evening

Attendee
Free Evening of

Dining and 
Networking 

In the 
‘Old Pueblo’

‘Inspire the 
Industry’

(Box Lunch)

dfest®
Hospitality Suite

Free Time

Silent Auction
8:00 a.m. to 4:00 p.m.

Silent Auction
8:00 a.m. to 4:00 p.m.

* Connections Cafe is open all day during most convention hours for coffee breaks and networking.
Trade Show Setup, Friday September 15, 2017, 7:00 a.m. to 10:00 a.m. • Trade Show Tear Down, Friday, September 15, 2017, 4:00 p.m. to 6:00 p.m. 

62nd Annual I FEA Convention, Expo & Retreat - Schedule At-A-Glance



62nd Annual IFEA Convention, Expo & Retreat HOTEL INFORMATION: The JW Marriott Tucson Starr Pass Resort & Spa in  
Tucson, Arizona, U.S.A. will serve as the headquarters for the IFEA Annual Convention. By  
staying at the IFEA designated hotel, you help us to keep our other convention costs 
down. For hotel reservation information, go to: www.ifea.com and select the 62nd  
Annual Convention button on the front page for more information.  Once registered, you 
will receive an email confirmation of your paid convention registration. 

Payment Form: Please complete this form for all those attending the Convention from 
the same organization, using the 2nd page for 2nd, 3rd, 4th etc. attendees from your 
organization.  Be sure to complete sections 1, 2, 3, (4 & 5 optional) and 6.) 

1. AFFILIATION
Organization: _________________________________________________________________________________ Promo Code: _______________________

Name  Mr.  Ms.  Mrs.:  _____________________________________________  Name for Badge: ____________________________________________

Position Title: _____________________________________________________________________________________________________________________  
Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: _______________________________________________________________  E-mail:  ____________________________________________________  

Website: _________________________________________________________________________________________________________________________  

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No

• For membership information please contact Beth Petersen at beth@ifea.com or +1-208-433-0950 ext. 816.

2. ORGANIZATION CATEGORY: Please indicate which category you/your organization falls into from the list below: (Please check only one).

 Affiliate Chapter     Association     Chamber of Commerce     Consultant     Convention & Visitors Bureau     Educational Institution     Event     Event Facility     Event Planner   
 Event Planner for Hire     Event Planner single organization     Fair     Festival     Foundation     Government Entity     Individual     Internet     Marketing     Media     
 Parks & Recreation     PR List     Sponsor     Student     Tourism     University     Vendor/Supplier     Venue

3. REGISTRATION FEES IFEA (Please submit all monies in U.S. Dollars only.)
 IFEA Member Non-Member
Pre-Convention Operational Risk Management Workshop:
September 13th, 2017, 9:00 a.m. - 4:00 p.m. (no meals provided) Qty. _____ x  $0 each   $95 each  $ __________

1st Attendee Rates:
Special Early Bird Rate – 1st Attendee (by July 10, 2017)   $695  $895  $ __________
1st Attendee Rate (between July 11th - August 18th, 2017)   $795  $995  $ __________
1st Attendee Rate (after August 18th, 2017)   $895  $1095  $ __________

Additional Attendee Rates: Please add the details of additional attendees 
from the same organization on the 2nd page.
2nd, 3rd, 4th Attendee (Same Organization) Qty. _____ x  $595 each   $795 each  $ __________
5th Attendee or More (Same Organization)  Qty. _____ x  $495 each   $695 each  $ __________

Additional Registration Types:
Full Time Student (Current Class Schedule Required)    $345 each   $545 each  $ __________
Qualified Volunteer (Contact IFEA for Definition)    $345 each   $545 each  $ __________
Spouse/Guest (Social Activities Only. Does not include educational sessions.)   $345 each   $545 each $ __________

REGISTRATION FEES INCLUDE: All Educational Sessions during the main convention; All Coffee Breaks at Connections Cafe; Entrance to the dfest ® Hospitality Suite; Entrance to the IFEA Awards Luncheon & 
Pinnacle Awards Presentation; Entrance to the IFEA Expo in addition to the Lunch at the Expo; IFEA Foundation Auction Night Event; Inspire the Industry Luncheon on final day; and IFEA Convention Program Book 
& Convention Attendee List. Registration does not include CFEE Certification Classes or Expo Exhibitor Registration. Seperate registration required for each.

If registering for CFEE Core Classes, please use the separate CFEE Registration form found at www.ifea.com.

4. IFEA 62nd ANNUAL CONVENTION & EXPO COLLECTORS LAPEL PIN  
By purchasing a pin you will be entered into the ‘50/50 Raffle’ drawing at the IFEA Foundation Night Party & Auction. Qty. _____ x  $10  $10 $ __________

5. “FUND FOR THE FUTURE" CAMPAIGN DONATION: “Fund for the Future” is a joint fund-raising campaign of the IFEA Foundation and IFEA World Board of Directors to strengthen our 
programs and to ensure that the IFEA will continue to lead, serve and support our industry, for many years to come. Donations to the “Fund for the Future” Campaign and the IFEA Foundation are tax deductible. A donation 
receipt letter will be sent for your records. For more details about the IFEA Foundation /“Fund for the Future Campaign, go to www.ifea.com. 

•   Donation Amount (USD):  
    Amount  $50  $100  $250  $500  $1000  Other Organization Gift: $ __________

                        TOTAL AMOUNT ENCLOSED: $ __________  
6. PAYMENT: All fees are payable in U.S. Funds. Your registration form CANNOT be processed until payment is received. To ensure that you are pre-registered for the 62nd IFEA Annual Convention & 
     Expo, return your signed registration form with full payment by Friday, August 18th, 2017. After that, please call Beth Petersen to make sure your registration has been received at +1-208-433-0950 ext: *816. 

Select method of payment:       VISA       MasterCard       American Express       Discover       Check (make check payable to IFEA)       

Print Cardholder Name: ____________________________________________________________________________________________________________  

Signature: ________________________________________________________________________________________________________________________  

Credit Card Number: _______________________________________________________________________________________________________________  

Expiration Date:  _________________________________________________________ CVN Code: _____________ (MC/Visa-3 digit code back) (AMX-4 digit code front)

7. CANCELLATION POLICY: Full refunds will be provided for cancellations made prior to 5 p.m. (Mountain Time), Fri, Aug. 18th, 2017. A 50% refund will be provided for cancellations made between  
    5 p.m. (MT), Fri, Aug. 18th, 2017 and 5 p.m. (MT) Fri, Sept 1st, 2017. After 5 p.m. (MT), Fri, Sept 1st, 2017, there will be no refunds or cancellations made. Please contact Beth Petersen for questions or  
     cancellations (beth@ifea.com or call +1-208-433-0950, Ext. *816).

“As a not-for-profit 501(C)6 organization, the IFEA reserves the right to refuse or cancel the registration of any individual or organizational attendee/membership of any individual or organization, who, at its sole discretion, 
may represent/display unprofessional, unlawful, unethical, unsafe, or other actions/positions deemed contrary to the best interests of the IFEA and our global industry.”

Fax: +1-208-433-9812 • Mail: IFEA 2603 W. Eastover Terrace, Boise, ID 83706, U.S.A. • Phone: +1-208-433-0950

   Sept. 14th – 16th, 2017        Tucson, AZ - U.S.A.
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A D D I T I O N A L 
A T T E N D E E S
S A M E  O R G A N I Z AT I O N

62nd Annual IFEA Convention, Expo & Retreat

   Sept. 14th – 16th, 2017        Tucson, AZ - U.S.A.

ORGANIZATION: ______________________________________________________________________________________________________________________

2nd ATTENDEE / GUEST / SPOUSE

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: ________________________________________________________________________________________________________________________

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No  

3rd ATTENDEE / GUEST / SPOUSE

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: ________________________________________________________________________________________________________________________

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No  

4th ATTENDEE / GUEST / SPOUSE

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: ________________________________________________________________________________________________________________________

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No  

5th ATTENDEE / GUEST / SPOUSE

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: ________________________________________________________________________________________________________________________

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No  

6th ATTENDEE / GUEST / SPOUSE

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: ________________________________________________________________________________________________________________________

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________

First IFEA Convention      Yes       No                Attending September 13th Risk Management Workshop      Yes       No  

Fax: +1-208-433-9812 • Mail: IFEA 2603 W. Eastover Terrace, Boise, ID 83706, U.S.A. • Phone: +1-208-433-0950

http://www.ifea.com/p/convention-and-expo/62ndannualconvention
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CONNECT
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SOCIALIZING
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September 15th, 2017 • 11:00 a.m. - 4:00 p.m.

JW Marriott Starr Pass Resort & Spa 

Tucson, Arizona, U.S.A.

62nd Annual IFEA 

Convention, Ex
po & Retreat • Sept. 14-16, 2017

Presented by Haas & Wilkerson Insurance

http://www.ifea.com/p/convention-and-expo/annualexpooverview


Australia
Bahamas

Brazil
Canada

China
Denmark

France
Germany

Iceland
India

Ireland
Mexico

New Zealand
Poland
Qatar

Republic of Korea
Saint Lucia
Singapore

Slovenia
South Africa

The Netherlands
United Arab Emirates
The United Kingdom

GLOBAL REACH
PARTICIPANTS FROM 
NON-U.S. LOCATIONS

WHO CAN YOU EXPECT TO SEE AT AN IFEA EXPO?

INDUSTRY SEGMENTS
43% FESTIVAL & EVENT ORGANIZATIONS
26% INDUSTRY SUPPLIERS
19% CITIES/MUNICIPALITIES 
5% TOURISM ORGANIZATIONS 
4% OTHER
3% EDUCATIONAL INSTITUTIONS 

IFEA was such a wonderful experience 
and led to many great connections. 

–Chelsey Panchot, Up with People
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43% 
  MALE

57% 
FEMALE

WHO CAN YOU EXPECT TO SEE AT AN IFEA EXPO?
GENDER

INFLUENTIALS
TITLES REPRESENTED WITHIN INDUSTRY SEGMENTS

34% DIRECTOR/MANAGER/ADMINISTRATOR/SUPERINTENDENT
28% CEO/PRESIDENT/EXECUTIVE DIRECTOR

OWNER/PRINCIPAL/FOUNDER
16%  OTHER (EDUCATOR, CONSULTANTS, 

STUDENTS, BOARD ETC.)
12% VICE PRESIDENT/CFO/COO/CMO

10% ASSISTANT/COORDINATOR/SPECIALIST

82% 
OF ATTENDEES ARE THE KEY DECISION MAKERS IN PURCHASING 

 AND/OR HAVE DIRECT INFLUENCE IN PURCHASING DECISIONS

Very well organized at a terrific 
resort. IFEA was very helpful  
to exhibitors. Nice, friendly  
atmosphere. 

–Gary Todd, Deltronic Labs
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 To see new products and services

 To compare products and services

 To help make purchasing decisions

 To keep up on trends and technologies

 To connect with current suppliers

 To develop relationships with new 
 suppliers

 To qualify for onsite-only exhibitor  
 discounts

 To qualify for onsite-only IFEA  
 purchase incentives

WHAT EXH I B ITORS NE ED TO KNOW

 Accessibility Solutions

 Cash Management Services

 Costumes & Mascots

 Credentials & Ticketing

 Entertainment Acts 

 Event Management Software 

 Fencing & Barricades

 Fireworks & Lasers 

 Float Decorations & Event Props

 Food & Beverage Products

 Inflatables

 Insurance

 Marketing Services

 Merchandise

 Point of Sale Systems

 Portable Restrooms

 Rentals

 Signage & Banners

 Staging

 Tents and Portables Structures

 And much more!

TOP REASONS  
PARTICIPANTS VISIT

EXHIBITOR  
TYPES

IFEA is by far the most friendly event in which I have ever participated. I exhibit alone at many 
tradeshows and never worry about being lonely at IFEA! The attendees are very welcoming of the 
exhibitors and treat them as an important part of the group.

–Wendy Freiwald, EXPOCAD by A.C.T.

 Reach Decision-Makers in Your  
 Target Market

 Stand Out From the Pack

 Showcase New Products or Services

 Build Your Professional Network 

 Gain Insights & Inspiration!

TOP REASONS  
FOR EXHIBITING
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WHEN
Friday, September 15, 2017 11:00am – 4:00pm (includes lunch)

WHERE
JW Marriott Starr Pass Resort & Spa, Tucson, Arizona USA

BOOTH SPECIFICS & DETAILS
Packages – Standard booth space starts at $895 for IFEA Members (1 Day, 1 booth worker). Additional 
packages, booth worker passes and custom options are available to meet each exhibitor’s individual needs 
and are detailed on the following page. 

Space – Booth spaces are 8’ deep x 10’ wide and come with a standard 8’ back and 3’ side wall drapes 
and a Company ID Sign with booth number. Larger booth spaces are available upon request. 

Selection – Booth selection will be done on a first come, first served basis. 

Furnishings/Electrical/AV – Exhibitors requiring additional items (tables, chairs, electrical, etc.) may 
order/purchase from our Expo service company, Arizona Cine. Arizona Cine will send a detailed package 
to all registered exhibitors in mid-July.

Insurance – All exhibitors are required to furnish a certificate of insurance to the IFEA prior to booth 
occupancy. Coverage must be for General Liability with a combined single limit of $1,000,000 and list 
the IFEA as the additional insured. 

Live Performances – Live entertainment and demonstrations, while encouraged, must not disturb  
adjacent exhibitors and their patrons. Musical instruments and PA systems may not be used in the Expo 
unless prior consent has first been given by IFEA Expo management. 

Load In – Thursday, 9/14 2:00pm - 4:00pm and Friday, 9/15 7:00am - 10:00am.

Exhibitor Meet & Greet – Thursday, 9/14 5:00pm - 6:00pm. Meet with fellow exhibitors, pick up your 
registration packet and enjoy an adult beverage courtesy of our Hospitality Suite host dfest®.

Load Out – Friday, 9/15 4:00pm - 6:00pm

Payment  – Payment in full must be received with exhibitor registration form.

WHAT EXH I B ITORS NE ED TO KNOW
Personal relationships are the most important key to good business. You can buy mailing 
lists; you can’t buy friendships. And the most valuable personal relationships are best built 
face-to-face. For 62 years the IFEA has been bringing our industry together face-to-face. 

–Pete Van de Puttte, dfest®

To make a reservation or for more information contact:

Kaye Campbell, CFEE, Director of Partnerships & Programs • kaye@ifea.com • +1-208-433-0950 ext 815 • www.ifea.com
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INCLUDES: EXHIBITOR
EXHIBITOR 
SPOTLIGHT

EXHIBITOR 
CONVENTION

FULL 
EXPERIENCE

One 8’x10’ Booth space + 1 Exhibitor for Day of Expo
(see below for additional booth workers)

Exhibitor listing in Convention Program

Inclusion on IFEA’s Online Virtual Trade Show

Pre-Convention & Post Convention Mailing Lists

IFEA Expo Lunch

Entrance to the dfest® Hospitality Suite 

Entrance to the IFEA Foundation Night Party & Auction

IFEA Convention Program Book

Full Page B&W Advertisement in Convention Program 
($645/$775 value)

Full Page Exhibitor Spotlight feature in  
IFEA’s “ie” Magazine  ($1,000 value)  
(Based on IFEA Questionnaire provided on sign-up) 
Exhibitor Spotlight feature will be included within “ie” Magazine in one of the 
remaining issues in 2017 (April or July). Exhibitor is responsible for submitting 
requested information for Spotlight by issue deadlines (April 3, 2017 or July 3, 
2017.) If not received by these dates, this specific benefit for this package will 
be forfeited and is non-refundable.

Exhibitor Spotlight Listing in Convention Program  
(company name, logo, overview (150 words or less), contact information,  
and highlighted booth numbers)

Exhibitor Spotlight Listing in the  
IFEA Update Newsletter  
(company logo, tagline and link to your website)

3-Day Convention Registration
INCLUDES: All Educational Sessions during the main convention; All Coffee 
Breaks at Connections Cafe; Entrance to the dfest ® Hospitality Suite; Entrance 
to the IFEA Awards Luncheon & Pinnacle Awards Presentation; Entrance to the 
IFEA Expo in addition to the Lunch at the Expo; IFEA Foundation Auction Night 
Event; Inspire the Industry Luncheon on final day

Convention Collector’s Lapel Pin

IFEA MEMBER
NON-MEMBER

$895 
$1,195

$1,495
$1,795

$1,495
$1,795

$1,995
$2,195

2017 IFEA EXPO PACKAGES

EXHIBITOR PACKAGE ADD-ONS: IFEA MEMBERS  NON-IFEA MEMBERS
Additional Booth Worker (1 Day) $100 $200
  Includes meals and social activities for the day of the Expo
Prime Booth Location $175 $275
2nd or more Convention Registrations $495 $695
Attendee Bag Promotion Item $500 $750
Sponsorship & Advertising Opportunities
Please contact kaye@ifea.com
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PLEASE SEND CONTRACT AND PAYMENT TO: 

IFEA World Headquarters    •    2603 W. Eastover Terrace, Boise ID 83706, USA    •    kaye@ifea.com    •    Fax: +1-208-433-9812 

List how you would like your organization to appear in the convention program and online:

Company/Organization: _______________________________________________________________________________________

Exhibitor Name: _______________________________________  First Name for Badge: __________________________________

Title: _______________________________________________________________________________________________________

Address: ____________________________________________________________________________________________________

City: _________________________________________________  State/Province: ________________________________________ 

Zip Code: ____________________________________________  Country: ______________________________________________ 

Phone:_______________________________________________  Fax:__________________________________________________

E-mail: _______________________________________________   Website: _____________________________________________

Contact information if different from above for all correspondence:
❍ SAME AS ABOVE

Contact Name: _______________________________________________________________________________________________

Address: ____________________________________________________________________________________________________

City: _________________________________________________  State/Prov.: ___________________________________________

Zip/Postal Code: ______________________________________  Country: ______________________________________________

Phone:_______________________________________________  Fax:__________________________________________________

E-mail: ______________________________________________________________________________________________________

E X P O B OOTH 
R E G I STRATI ON
Friday, September 15, 2017

Fill in up to 5 categories: 
❍ Attractions   
❍ Audio/Visual Equipment 
❍ Banners/Flags   
❍ Barricades/Fence   
❍ Communications  
❍ Concessions/Catering  
❍ Consulting   
❍ Décor/Displays/Backdrops  
❍ Entertainment/Talent   

❍ Equipment Rental 
❍ Event Management Software   
❍ Event Supplies 
❍ Financial
❍ Fireworks   
❍ Fundraising 
❍ Graphics   
❍ Inflatables   
❍ Insurance/Risk Management
❍ Lasers   

❍ Lifestyle   
❍ Marketing  
❍ Merchandising 
❍ Mobile Apps
❍ Novelties  
❍ Performing Artist   
❍ Pins/Emblems
❍ Printing   
❍ Production Company  
❍ Restrooms   

❍ Screen Print/Embroidery
❍ Security 
❍ Special Effects
❍ Sponsorship   
❍ Staging 
❍ Tents   
❍ Ticketing/Wristbands
❍ Video Production   
❍ Weather Monitoring 
❍ Other___________________

PROGRAM LISTINGS
Company Description (25 words or less) _____________________________________________________________________________

________________________________________________________________________________________________________________

________________________________________________________________________________________________________________

________________________________________________________________________________________________________________

EXHIBITOR CATEGORIES
All paid 2017 exhibitors will receive a complimentary listing in IFEA’s Convention & Expo Program and online at www.ifea.com. 
Please check up to 5 general categories below that you would like your company name to appear in.

62nd Annual IFEA
September 15, 2017        
Tucson, AZ - U.S.A.
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EXHIBITING COMPANY NAME: _____________________________________________________________________________ 

 MEMBER  NON-MEMBER

EXHIBITOR PACKAGE  ❍ $895 ❍ $1,195 x _________ Booths $ ______________

EXHIBITOR SPOTLIGHT ADVERTISING PACKAGE ❍ $1,495 ❍ $1,795  x _________ Booths $ ______________

EXHIBITOR CONVENTION PACKAGE ❍ $1,495 ❍ $1,795  x _________ Booths $ ______________

EXHIBITOR FULL EXPERIENCE PACKAGE ❍ $1,995 ❍ $2,195 x _________ Booths $ ______________

ADDITIONAL BOOTH WORKER ❍ $150 ❍ $250 x ________ Workers $ ______________
(Includes meals and social activities for the day of the Expo.)

EXHIBITOR PACKAGE ADD-ONS: 

Prime Booth Location ❍  $175 ❍  $275 x _________ Booths $ ______________

2nd or More Convention Registrations ❍ $495 ❍  $695 x _________ People $ ______________

Attendee Bag Promotion Item ❍ $500 ❍  $750   $ ______________

All prices are in U.S. Dollars ❍  TOTAL Amount Enclosed  $ ______________

Payment in full must be received with registration form. Booth selection will be done on a first-come, first served basis. 

SELECT METHOD OF PAYMENT:  ❍ VISA  ❍ MasterCard  ❍ American Express  ❍ Discover  ❍ Check (make check payable to IFEA in U.S. funds)

Print Cardholder Name: _______________________________________________________________________________________ 

Signature: ___________________________________________________________________________________________________

Credit Card Number: __________________________________________________________________________________________

Expiration Date: _______________________________________  CVN Code: __________(MC/Visa-3 digit code back) (AMX-4 digit code front)

❍ I have read the rules and regulations below and agree to abide by them as a condition of participation.

Liability: Applicant exhibits at his/her own risk. Neither International Festivals & Events Association, Inc., nor its employees, and/or its agents, either jointly or individually, is responsible for liability insurance coverage for 
bodily injury and property damage for Exhibitor’s operation. Tradeshow participants are required to furnish to International Festivals & Events Association prior to occupancy a certificate of insurance. The coverage must 
be for General Liability with a combined single limit of $1,000,000. All insurance must be on an occurrence policy and must include International Festivals & Events Association as an additional insured. Neither IFEA nor its 
employees, and/or its agents, either jointly or individually, is responsible for any injury to exhibitors, their employees, guests or visitors within the confines of the space contracted by the exhibitor even if such injury is caused, 
or alleged to be caused, in whole or in part by the negligence of IFEA, its employees, agents or volunteers. The exhibitor assumes the entire responsibility and liability for losses, damages, and claims arising out of exhibitor’s 
activities on the Hotel premises and will indemnify, defend, and hold harmless the Hotel, its owner, and its management company, as well as their respective agents, servants, and employees from any and all such losses, 
damages, and claims. Acts of God: IFEA shall not have any liability whatsoever for any damage to any person, matter or thing resulting from storm, wind or water, or other acts of God, nor from fire, strikes or lockouts. If the 
exhibitor’s show space has not been made available to the exhibitor for more than one 24 hour period by reasons of acts of God or from fire, then IFEA (promoter) shall return to the exhibitor payment made by deducting 
where from Promoter expenses occurred to that date. Character of Exhibits: IFEA reserves the right to request the removal of any items, which in its sole judgment do not conform to show guidelines. Failure to comply is 
just cause for removal of an exhibitor from the show. Payment Policy: All fees must be paid in full with this signed registration form. Cancellation Policy: Fees are non-refundable. Confirmation: Complete shipping and setup 
instructions will be emailed at a later date.

To make a reservation or for more information contact:

Kaye Campbell, CFEE, Director of Partnerships & Programs • kaye@ifea.com • +1-208-433-0950 ext 815 • www.ifea.com

E X P O B OOTH 
R E G I STRATI ON
Friday, September 15, 2017

62nd Annual IFEA
September 15, 2017        
Tucson, AZ - U.S.A.
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A D D I T I O N A L 
BOOTH WOR KE R
AN D /OR ATTE N D E E S
S A M E  O R G A N I Z AT I O N

ORGANIZATION: ______________________________________________________________________________________________________________________

2nd BOOTH WORKER AND/OR ATTENDEE 

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: _________________________________________________________  First IFEA Convention      Yes       No  

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________   

3rd BOOTH WORKER AND/OR ATTENDEE 

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: _________________________________________________________  First IFEA Convention      Yes       No  

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________   

4th BOOTH WORKER AND/OR ATTENDEE 

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: _________________________________________________________  First IFEA Convention      Yes       No  

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________   

5th BOOTH WORKER AND/OR ATTENDEE 

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: _________________________________________________________  First IFEA Convention      Yes       No  

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________   

6th BOOTH WORKER AND/OR ATTENDEE 

Name:  _______________________________________________________________  Name for Badge: _______________________________________________  

Position Title: _________________________________________________________  First IFEA Convention      Yes       No  

Address:  ____________________________________________________________________________________________________________________________  

City, State/Province, Zip Code:  __________________________________________  Country:  _____________________________________________________  

Phone: _______________________________________________________________  E-mail:  _______________________________________________________

Website:  ____________________________________________________________________________________________________________________________   

Fax: +1-208-433-9812 • Mail: 2603 W. Eastover Terrace, Boise, ID 83706, U.S.A. • Phone: +1-208-433-0950

62nd Annual IFEA
September 15, 2017        
Tucson, AZ - U.S.A.

http://www.ifea.com/p/convention-and-expo/annualexpooverview


Foundation Party & Auction
                                                                 Part of the 62nd Annual IFEA Convention, Expo & Retreat

 Featuring the 
‘LARRY REDHOUSE TRIO’

Friday, September 15, 2017 
JW Marriott Tucson Starr Pass Resort & Spa

Opening Reception’ from 7:00 p.m. – 7:30 p.m.
Dinner and Bidding from 7:30 p.m. to 10:30 p.m.
The IFEA Foundation Party is included at no extra charge as part of your convention registration!

‘Jazz Under the Starrs’ is made possible in part by the J.W. Marriott Starr Pass Resort.

http://www.ifea.com/p/foundation/annualauction


Lend Your Support
One of the highlights of the IFEA Foundation Night event at the IFEA Annual 
Convention & Expo each year is the fun and often unique items on display 
for the Silent and Live Auctions. These items are generously provided by fes-
tivals, events, suppliers and others in our industry that want to play a role in 
strengthening the Foundation’s support of event professionals, just like you!

Each donation helps generate funds to sustain the IFEA’s educational 
mission, provide scholarships, and secure the future of our industry. 
Join your professional peers from around the world and lend your support to 
this event, by submitting your item donation online in the Foundation section 
at www.ifea.com or through the form on the following pages.

http://www.ifea.com/p/foundation/annualauction


Annual Auction Donation Form
FRI., SEPT. 15, 2017 • TUCSON, ARIZONA

FAX COMPLETED FORM TO: +1-208-433-9812
To insure your item is included in the Auction Catalog

DONATION FORM DUE on/before:  8/28/17

PLEASE PRINT CLEARLY 

DONOR NAME/ORGANIZATION (as it will appear in the catalog): ___________________________________________

ITEM OR PACKAGE NAME: ___________________________________________________________________________

ITEM OR PACKAGE DESCRIPTION FOR CATALOG (Write a description of your item or package that will appeal 
to a buyer and include everything they can expect to receive. Please be thorough. Include dates and/or locations when 
applicable. See examples on page 3.)

Note: We will need a display item for the auction tables and/or Power-Point slides if you are contributing a certificate or tickets (i.e. brochures, photos, props, etc).

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

2603 W. Eastover Terrace • Boise, ID 83706 U.S.A.
phone: +1-208-433-0950 • fax: +1-208-433-9812

www.ifea.com

http://www.ifea.com/p/foundation


Annual Auction Donation Form
FRI., SEPT. 15, 2017 • TUCSON, ARIZONA

FAX COMPLETED FORM TO: +1-208-433-9812
To insure your item is included in the Auction Catalog

DONATION FORM DUE on/before:  8/28/17

TERMS & CONDITIONS (This is a bulleted list that details any specific terms and conditions associated with this item 
or package (i.e. restricted dates, times and other special considerations). Please be thorough. See examples on page 3.)

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________ 

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

YOUR ESTIMATED VALUE (Please do not put 'Priceless.' Estimate a fair market value to a reasonable buyer.)  

$ ___________________________________

WHOM DO WE THANK? PLEASE PRINT

❍ MR    ❍ MS    ❍ MRS    NAME: _______________________________________________________________________

ORGANIZATION: ______________________________________________________________________________________

MAILING ADDRESS: ___________________________________________________________________________________

CITY: _____________________________________________  STATE/PROVINCE: ________________________________ 

ZIP CODE: ________________________________________  COUNTRY: _______________________________________

PHONE: __________________________________________  EMAIL: ___________________________________________

WEBSITE:  ____________________________________________________________________________________________

 ❍ ITEM WILL BE SHIPPED (to arrive no later than 8/28/17) TO:

IFEA FOUNDATION AUCTION: Attn. Kaye Campbell
2603 W. Eastover Terrace • Boise, ID 83706 U.S.A.

Phone: +1-208-433-0950 Ext 815 • Fax: +1-208-433-9812 • E-Mail: kaye@ifea.com

 ❍ ITEM WILL BE DELIVERED AT CONVENTION

All gifts will be acknowledged in the Auction Program if received in time. Contributions may be eligible for a tax deduction. 
Fed ID # 91-1560821

WE THANK YOU IN ADVANCE FOR YOUR CONTRIBUTION

2603 W. Eastover Terrace • Boise, ID 83706 U.S.A.
phone: +1-208-433-0950 • fax: +1-208-433-9812

www.ifea.com

❍

❍

http://www.ifea.com/p/foundation
mailto:kaye@ifea.com


MEMORIAL TOURNAMENT GOLF WEEKEND

A golfer’s dream package, don’t miss this opportunity to 
feel like a pro!

PACKAGE INCLUDES:
• Two (2) week-long Tournament badges
• Access to the City of Dublin Hospitality Villa on the 1st 

Fairway, with complimentary meals & beverages
• Two (2) Spots in the Nicklaus Cup Invitational at the 

Country Club at Muirfield Village  
(not the Championship Course)

• Two (2) Spots in the Nicklaus Academies  
Golf School

• Invitation to the CBS Appreciation Reception
• VIP dinner with the Mayor of Dublin
• Hotel Accommodations for 3 nights 

(double occupancy)
• Airfare not included

EVENT DATE: May 30 – June 2, 2015 

DONORS: City of Dublin, Ohio & the Memorial Tournament

DUBAI AND THE DUBAI SHOPPING FESTIVAL 

The trip of a lifetime! Travel to the beautiful city of Dubai, 
in the United Arab Emirates, for a five (5) day visit to 
one of the world’s great cities and the remarkable Dubai 
Shopping Festival! Couples or family encouraged.

PACKAGE INCLUDES:
• Two (2) Round Trip Tickets to Dubai (economy class) 
• Transfers from and to the airport 
• 5 days in the beautiful city of Dubai at a minimum 4-star 

hotel (standard room – double occupancy)
• Vouchers to Spa & Shopping & Dining worth $1,500 USD

TERMS & CONDITIONS
• Winner must share passenger details prior to October 

5th 2013 (Mandatory) 
• DFRE (Dubai Festivals and Retail Establishment) will 

issue Travel Visas
• Travel dates must be during the Dubai Shopping Festi-

val (January 15th to February 2nd, 2015)

EVENT DATES: Travel dates must be during the Dubai  
Shopping Festival (January 15th to February 2nd, 2015)

DONOR: Dubai Festivals and Retail Establishment – 
Saeed Mohammed Measam Al Falasi

Auction Item and Package Examples
What can you donate? Think of something that you would be excited about bidding on 
yourself. If it peaks your interest, then it’s likely to appeal to others too! Here are a few 
examples of past items: 

• Specialty Trips and Travel Packages (African safari, guided rafting/gourmet trip, wine tasting week-
end, guided bicycle tour, vacation home get-aways)

• Airline Tickets (round-trip)
• Hard-To-Get Tickets / In-Demand Items (for festivals, theaters, concerts, sporting events, one-of-

a-kind experiences)
• Unique Gift Items to Give to Friends and Family of ALL Ages (American Girl Dolls, tulip bulbs, 

sportsman sets, jewelry and accessories from your local artisans) 
• Collectable Pieces (limited edition artwork, pens, décor items)
• Electronics (laptops, tablets, watches, FitBits, game systems)
• Office Items (printers, planners, fun desk accessories, laptop roller bags) 
• Everyday items that people need or want (coffee, restaurant and movie gift cards; Camelback style 

water bottles or travel mugs, backpacks, apparel) 
• Hobby related items (gardening, camping/hiking, biking, foodie, craft beer enthusiast)  

Sample Package Description

106  IFEA’s ie: the business of international events Fall 2017



LEGACY SCHOLARSHIPS
Supporting and Educating the Festivals & Events Industry Since 1993.

The Nick Corda  
Memorial Scholarship 
Providing support to young/new professionals  
currently completing their education or with less  
than three years in the industry.  

The Carolyn and Lee Crayton  
Legacy Scholarship 
Providing support to a deserving individual/organi-
zation from a smaller market, with grand visions for 
helping their community through events, but not yet 

a budget to match those visions. 

The Judy Flanagan Scholarship 
Providing support to a deserving individual/ 
organization whose event involves a parade.  

The Georgia Festivals & Events 
Association Scholarship 
Providing support to a deserving individual/organiza-
tion from Georgia.   

The Bill & Gretchen Lofthouse  
Memorial Scholarship 
Providing support to a deserving individual/organi-
zation currently struggling with short-term economic 
or start-up challenges.  

The Mampre Media  
International Scholarship 
Providing support to a deserving individual working 
with media/marketing responsibilities for an event.  

The Jean McFaddin Legacy Scholarship 
Providing support to a deserving individual/organiza-
tion who has had at least 2 years active involvement, 
either as staff or volunteer, in producing a multi-dimen-
sional event and whose career/lives have been inspired 

or touched by the Macy*s Thanksgiving Day Parade. 

The Daniel A. Mangeot  
Memorial Scholarship 
Providing support to a deserving individual/organi-
zation seeking advanced education and professional 
certification. This scholarship provides core curriculum 

registration fees toward the attainment of the IFEA’s Certified Festi-
val & Event Executive (CFEE) designation.  

The Mid-Atlantic Festival & Event 
Professionals Scholarship  
Providing support to a deserving individual/organization 
within the Mid-Atlantic United States. Includes the states 
of NY, CT, RI, PA, NJ, DE, MD, DC, and WV. 

The Richard Nicholls  
Memorial Scholarship 
Providing support to a deserving High School senior 
or College Student with a history of commitment to 
participating or volunteering in non-profit events / 

organizations; someone who is well-rounded in extra-curricular 
activities in and outside of campus life and who has a passion for 
helping others and/or supporting a cause that enhances the quality 
of life for individuals or the community at large. 

The Bruce & Kathy Skinner Scholarship 
Providing support to young/new professionals current-
ly completing their education or with less than three 
years in the industry.  

The John Stewart Memorial Scholarship 
Providing support to a deserving individual working 
with technology responsibilities supporting an event(s).  

The Tennessee Festival & Event 
Professionals Scholarship 
Providing support to a deserving individual/organi-
zation from Tennessee.   

The Pete Van de Putte Scholarship 
Providing support to a deserving individual/organi-
zation from Texas.  
 

The Joe & Gloria Vera Memorial 
Scholarship 
Providing support to a deserving individual/organi-
zation from Texas.   

The Don E. Whitely Memorial 
Scholarship 
Providing support to a deserving individual/organi-
zation whose event involves a parade.  

The Kay Wolf Scholarship 
Providing support to a deserving individual/organi-
zation from Texas.   

The George Zambelli, Sr.  
Memorial Scholarship 
Providing support to a deserving volunteer who has 
given their time and energies to their community 
festival/event. 

Watch for the announcement about our 2017 Scholarship recipients, coming soon!
We invite you to look through the opportunities and take a moment to learn a little more about the special  
individuals and groups attached to each. For more information, visit the Foundation page at www.ifea.com.

For questions or information about how you can sponsor an IFEA Foundation Legacy Scholarship 
contact Kaye Campbell at  +1-208-433-0950 ext 815 or kaye@ifea.com.

http://www.ifea.com/p/about/foundation/foundationlegacyscholarships
mailto:kaye@ifea.com


Resources & Networking

   

With an extensive network of members, membership with the 
IFEA not only allows you access to this professional group of your 
peers, but also provides many resources and tools to allow you to 
communicate and network with them. 

• www.ifea.com (mobile ready)
• Member Only Web Resource Access
• IFEA Facebook, LinkedIn, Twitter and YouTube sites
• Online Membership Directory
• Online Event Resource Marketplace
• Professional Industry Representation
• Global Networking Opportunities 
• IFEA Career Network
• Member Event Calendar
• Online Entertainment Showcase
• PointsMap Event Locator
• Referral Service 
• Professional Industry Services at Affordable Pricing  
• Industry Surveys and Research
• IFEA Resource Center 
• Industry Templates
• Use of the IFEA Logo for Recognition Purposes and  

Expanded Descriptions of your own Event 
• IFEA Foundation Live & Silent Auction
• Sponsorship Opportunities
• Virtual Tradeshow

Education

   

At IFEA, we believe that learning never stops, and we’re pleased to 
be able to offer a variety of ongoing opportunities to help meet 
your educational goals.

• Annual Convention
• Annual Expo
• Regional/International Events
• Webinars Series 
• CFEE Professional Certification 
• Event Management School
• Professional Publications & Resources 

 

Awards & Industry Recognition
Professional recognition by your peers can help to establish your 
event and take it to the next level. As the professional body for 
the festivals and events industry, the IFEA provides a number of 
awards that recognize quality, creativity, 
excellence, service and achievement in 
our business. 

• IFEA World Festival & Event City 
Award - Recognizing those global  
cities that have created the most  
positive environments/partnerships  
to help ensure the success of and  
maximizes the return from festivals 
and events, at a local level.

• IFEA Hall of Fame Award - Honors 
association professionals that have 
demonstrated a lifetime of excellence 
and achievement.

• IFEA/Zambelli Fireworks Volunteer 
of the Year Award - Recognizes indi-
viduals who have given unselfish and 
dedicated service to a member festival 
or event, mirroring the commitment 
of their global peers around the world. 

• IFEA/Haas & Wilkerson Pinnacle 
Awards - Honors the many outstanding 
promotional and operational initia-
tives. In doing so, the standards and 
quality of operational and marketing 
programs have been raised to new 
heights, industry-wide.

• Leadership Legacy Recognition 
Program - Recognizing individuals 
who have made a significant impact 
through their work and accomplishments in the festivals and 
events industry within their local community. 

Discounts to IFEA Programs, Conventions, 
& Resources 

    

Membership with the IFEA not only allows you access to the 
many programs, services and tools that are not always offered 
to non-members, but you are able to access them at a reduced 
member rate.

• Annual Convention & Expo - $200 discount on registration fees 
• Online Webinar Presentations - $40 discount on registration fees
• IFEA/Haas & Wilkerson Pinnacle Awards Competition -  

$15-$45 discount on each entry-depending on entry.
• Resource Center - Up to 20% Discount on publications   

IFEA Bottom-Line Member Benefits
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• IFEA World Festivals & Events City Award - $200 discount  
on entry fee

• Member Discounts to all IFEA & IFEA Affiliated Conventions, 
Seminars, Behind-the-Scenes and other Special Events

• Reduced Rates for advertising in IFEA Publications, Newsletters 
and Online Resources

• Event Management School $150 discount on registration fees
• CFEE Professional Certification Programs over $600 discount 

on registration and enrollment fees
• Member Pricing for selected ‘Association Alliance’ education 

programs 

Discounts on Industry Products
IFEA uses its group buying power to secure discounted members-
only pricing on a variety of products and services that can help 
ease bottom-line spending for your event. 

• Discounted Directors and Officers Insurance by Kaliff Insurance
• 15% discount on SESAC Music Licensing
• 15% discount on IEG’s products and Annual Conference
• 15% discount from QuickEdge™
• Up to a 30% discount on Lenovo products
• 10% discount on Office Depot products in-store and online.
• 20% - 40% discount on SCOTTeVEST active wear apparel
• Up to a 21% discount in freight shipments through UPS and YRC
• 25% discount on a dedicated PointsMap package
• Exclusive benefits on TRIPinfo.com - a top travel site  

referenced by group planners

Advocacy & Media Representation
The IFEA exists to serve the needs of the festivals & events industry. 
We are here to represent and stand by you on anything that you need. 

• Awareness - Promoting awareness of issues affecting the festival 
& event industry.

• Unified Voice - IFEA provides the industry with a unified voice 
in policymaking and legislative processes.

• Recognition - Recognizing and rewarding professionalism 
within the festivals & events industry.

• Media Representation – Providing an industry spokesperson 
on issues and hot topics that may be directly applicable to you 
and your event. 

Communication & Outreach
Getting information out to our members is important, whether it 
be industry alerts, news of our next convention, our latest webi-
nar, upcoming issues of our magazine, or tools that you can use 
to stay up to date such as our social media sites. 

• IFEA’s Website
• IFEA’s Update and Events
• IFEA’s Event Insider  
• Social Media Sites (Facebook/LinkedIn/

Twitter/YouTube)
• “ie: the business of international events” 
• IFEA’s PointsMap
• IFEA’s Event Resource Marketplace
• IFEA’s Career Network 

Financial Assistance
We understand that not everyone has it in their budget to be able 
to attend the convention or other educational seminars, which is 
why we offer financial assistance to those who qualify.

• IFEA Foundation Legacy Scholarships – Providing financial 
support to students, new professionals and financially chal-
lenged events allowing them to attend the IFEA Annual Con-
vention, regional training seminars and other special programs.

Professional Products & Services
Responding to the changing marketplace that those in our  
industry must now do business in, the IFEA has created a menu  
of cost-effective programs and resources that can help your event  
or organization succeed even in turbulent times. Take a moment  
to consider how you could maximize your return by using the 
following IFEA professional products and services. 

• Sponsorship Audit
• Economic Impact Studies
• Sponsor Summit 
• Materials Review
• Online Marketing Audit
• On-Site Consultation/Project Teams
• Phone Consultation
• Professional Facilitation Services
• Training Presentations

Special Benefits for 
Vendors & Suppliers 

At the IFEA, all members are considered equal and critical to 
the success of our industry, and vendor members have the same 
access to the full range of member benefits that festival and event 
organizations do.

• Access to Online Membership Directory 
• Event Resource Marketplace Inclusion
• Calendar of Events
• Discounts on Advertising
• Discounts on Expo Registration
• Convention Attendees Mailing  

Lists (Expo Vendors) 
• Discounts on IFEA Mailing Lists
• Sponsorship Opportunities
• IFEA/Haas & Wilkerson Pinnacle Awards Vendor Category 
• Priority Expo Booth Selection (Expo Vendors)
• Virtual Trade Show Inclusion (Expo Vendors)
• Product / Service Promotion through an IFEA Foundation 

Auction Item Donation
• Discounts for Online Entertainment Showcase Listings
• Priority Referral on Inquiries
• Opportunity to Become a ‘Bottom-Line Benefit Provider’

To view detailed descriptions of each of these benefits, go to www.ifea.com/membership 
Contact Beth Petersen, Director of Member Services

+1-208-433-0950 ext 816 or email beth@ifea.com

2603 W Eastover Terrace, Boise, ID 83706 USA - fax +1-208-433-9812 - Website www.ifea.com
05082017

http://www.ifea.com/membership
mailto:beth@ifea.com


You Have an Event,
What About an App?

PointsMap puts your entire festival in the palm of your visitors hands. 
Add as many points to your map as you want including photos, descriptions, 
links to videos, websites and PDF’s.  Your PointsMap Customized App helps 
users find out what’s happening, who’s performing, find the stages, tokens, 
restrooms and concessions and navigate to them. You easily update the 
information using your desktop PointsMap and the changes are instantly 
updated in your App! 

PointsMap® is affordable, easy to build and easy to update.

Try it yourself! Create your own point on a map and 
see it in the App instantly. Visit Tryit.PointsMap.com  

Call today for your IFEA Special Pricing.
423.894.2677  www.PointsMap.com

Try out these Free 
Apps on your Phone

© 2016 by Video Ideas Productions, Inc., Chattanooga, TN ALL RIGHTS RESERVED

The Pointsmap app was a match made in heaven for Riverbend Festival.  With 5 stages over 8 days and 
100 artists, the interactive map made planning a breeze for Riverbend Festival music lovers.   Our patrons 
praised the ease of plotting their experience and having it all in the palm of their hands.   The Pointsmap 
app had a it all covered…from when their favorite band was on stage, how to get there, and where to find 
concessions along the way. 

- Amy Morrow, Riverbend Festival

“
”

http://www.pointsmap.com


IFEA is pleased to present our 2017 Webinar Series!  
Offering online educational sessions hosted by indus-
try leaders and special guests, the IFEA Webinar series 
covers a wide variety of topics important to your  
organization’s success. 
Webinars are easy to attend . . . just view and listen to the presentation online 
from the comfort of your own computer - without even leaving your desk! No 
Travel Expense Required. Can’t make the live presentation of the Webinar? 
All Live webinars are recorded and are available for purchase to watch at your 
leisure. What better way to receive great educational information by great pre-
senters while saving both time and travel expenses! 

 2017
   IFEA Webinar       
         Series 

Registering for a Webinar: 
Live Webinars are available for 
purchase via any of the following 
methods: 
• Online at the IFEA Store 
• Faxing or mailing in the Webinar 

Registration Form 

Webinar Start Time in  
Your Time Zone: 
7:00 a.m. Hawaii 
9:00 a.m. Alaska
10:00 a.m. Pacific 
11:00 a.m. Mountain 
12:00 p.m. Central 
1:00 p.m. Eastern 
6:00 p.m. GMT

Webinar Length:
60 Minutes 

Individual Webinar Cost: 
• $59 - IFEA Members 
• $59 - Association Alliance Members 
• $99 - Non-IFEA Members  

Registration cost is per computer site for 
as many people as you can sit around 

your computer. Gather additional staff, 
volunteers, or board members around 
your computer so they too can join you 
for this learning experience at no addi-
tional charge!

Buy More, Save More
Webinar Special Offers:  
The more Webinars purchased, the 
more available for free. May com-
bine Live Webinar Presentations and 
Webinars on Demand to take advan-
tage of this special offer. (Call, Mail 
or Fax orders only, not available for 
online purchasing)
• BUY 3 Webinars and Receive 1 FREE 
• BUY 5 Webinars and Receive 2 FREE 
• BUY 10 Webinars and Receive 5 FREE
• CFEE Elective Credit: If working 

toward your CFEE Certification 
each indiviual webinar is eligible 
for one CFEE Elective Credit. 

• Questions? 
Contact: Nia Hovde, Director of Mar-
keting & Communications at: nia@
ifea.com

2017 IFEA WEBINAR SCHEDULE

THURSDAY, OCTOBER 26, 2017
20 New Ideas for Online Marketing
Cassie Roberts, Partnership & Marketing Director
Jessica Bybee-Dziedzic, Director of Partnerships, 
Saffire, Austin, TX

THURSDAY, NOVEMBER 2, 2017
We the People: The Effect of Constitutional 
Amendments and Other Laws on Events
Jeff English, CFEE, Senior Vice President/ 
General Council
Kentucky Derby Festival, Louisville, KY

THURSDAY, NOVEMBER 9, 2017
Merchandise Strategies Built for Results
Stephen King, CFEE, Executive Director
Des Moines Arts Festival, Des Moines, IA

THURSDAY, NOVEMBER 16, 2017
Keys to a Successful Volunteer  
Management Program
Stephanie Donoho, CFEE, Owner
Stephanie Donoho Consulting, Honoka’a, HI

THURSDAY, NOVEMBER 30, 2017
Sponsorship Jumpstart! 45 Sponsorship  
Ideas in 45 Minutes
Gail Alofsin, Director of Corporate Partnerships
Newport Harbor Corporation, Newport, RI

THURSDAY, DECEMBER 7, 2017
17 Spectacular Special Event Trends and  
Ideas from 2017
Ted Baroody, President, Norfolk Festevents, 
Norfolk, VA

© Copyright 2017. The presentation, materials and content of these Webinars are the intellectual property of the Inter-
national Festivals & Events Association (IFEA) and the specific presenter for each webinar. They are presented for the 
educational use of each paying customer to the IFEA. Any reproduction, rebroadcast or reselling of this webinar, or the 
content contained within, by an outside party, without the expressed written consent of the IFEA is strictly prohibited.

You Have an Event,
What About an App?

PointsMap puts your entire festival in the palm of your visitors hands. 
Add as many points to your map as you want including photos, descriptions, 
links to videos, websites and PDF’s.  Your PointsMap Customized App helps 
users find out what’s happening, who’s performing, find the stages, tokens, 
restrooms and concessions and navigate to them. You easily update the 
information using your desktop PointsMap and the changes are instantly 
updated in your App! 

PointsMap® is affordable, easy to build and easy to update.

Try it yourself! Create your own point on a map and 
see it in the App instantly. Visit Tryit.PointsMap.com  

Call today for your IFEA Special Pricing.
423.894.2677  www.PointsMap.com

Try out these Free 
Apps on your Phone

© 2016 by Video Ideas Productions, Inc., Chattanooga, TN ALL RIGHTS RESERVED

The Pointsmap app was a match made in heaven for Riverbend Festival.  With 5 stages over 8 days and 
100 artists, the interactive map made planning a breeze for Riverbend Festival music lovers.   Our patrons 
praised the ease of plotting their experience and having it all in the palm of their hands.   The Pointsmap 
app had a it all covered…from when their favorite band was on stage, how to get there, and where to find 
concessions along the way. 

- Amy Morrow, Riverbend Festival

“
”
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Thursday, October 26, 2017
11:00 a.m. – 12:00 p.m. Mountain Time

20 New Ideas for 
Online Marketing
Cassie Roberts, 
Partnership & Marketing 
Director
Jessica Bybee-Dziedzic, 
Director of Partnerships
Saffire
Austin, TX

                                   
Become an online 

marketing super star! If you 
are looking for a session 
jam packed with practical, 
usable strategies, then this 
one is for you! You will learn 20 revolutionary 
ideas you can implement for your organization 
throughout the year, including social media, 
best mobile practices and more. We’ll also 
cover recent changes to online platforms so you 
can ensure that you are always using the latest 
best practices. Your “genius status” awaits!

Cassie Roberts has extensive experience 
with online marketing and event 
planning. She started working with Saffire 
in 2011 and since then, the company 
has grown from supporting a few great 
organizations in Texas to partnering 
with over 200 unique events, venues and 
destinations across the country. Cassie 
lives in Austin, TX, and if you’re looking to 
visit, can rival any tour guide in the city! 

Jessica Buybee-Dziedzic has a 
comprehensive background in online 
marketing, social media and website strategy. 
In 2007, she joined Wright Strategies, 
managing online projects for clients 
including KEEN Footwear, Nike and Frito 
Lay. In 2009, the Wright Strategies team 
created Saffire, providing events, venues and 
destinations with websites and ticketing in a 
simple integrated platform. Today, the Saffire 
team serves hundreds of clients nationwide. 
Jessica is a Partnership Director for the 
company and in her free time loves to travel.

Thursday, November 2, 2017
11:00 a.m. – 12:00 p.m. Mountain Time

We the People:  
The Effect of 
Constitutional 
Amendments and 
Other Laws on 
Events
Jeff English, CFEE
Senior Vice President/General Council
Kentucky Derby Festival
Louisville, KY

The list of complex legal issues facing the 
festival and event industry continues to grow 
each year. Let’s spend an hour discussing your 
event’s legal standing on such hot topics as 
protestors, open carry, intern/volunteer labor, 
trademarks, and taking (and using) pictures 
of your patrons at events. We’ll reserve some 
time for Q&A so you can save your budget on 
those legal bills back home! 

Jeff English, CFEE, is the Senior Vice 
President and General Counsel for the 
Kentucky Derby Festival. After graduating 
from Washburn University School of 
Law in Topeka, Kansas in 2004, Jeff 
worked in politics and practiced law 
before joining the Derby Festival staff in 
2007. He is charged with overseeing all 
of the Festival’s legal issues and serving 
as its risk management officer. He also 
manages the Merchandise Department 
and serves as the President of the 
Kentucky Derby Festival Foundation, the 
501(c)3 charitable arm of KDF. He was 
named a member of the 2014 class of 
Business First’s Forty Under 40. 

Thursday, November 9, 2017
11:00 a.m. – 12:00 p.m. Mountain Time

Merchandise 
Strategies Built 
for Results
Stephen King, CFEE
Executive Director
Des Moines Arts Festival
Des Moines, IA

Winner of IFEA’s Best Overall 
Merchandise Program, the Des Moines 
Arts Festival’s merchandising program nets 
significant income as a result of a fresh and 
strategic approach. Stephen will present his 
strategy to key fundamentals of building a 
merchandise program that is built for results. 
Identifying a strategy, determining your 
market, tips on discovering what is fresh and 
current in the retail market, POS options, 
and managing an RFP process and budgeting 
will be just some of the topics covered.

Stephen M. King, CFEE, is the 
executive director of the award-winning 
Des Moines Arts Festival® in Des Moines, 
Iowa. Projects throughout his career in 
events have garnered more than 200 
awards from the International Festivals 
and Events Association, International 
Downtown Association and numerous 
publications. Before turning his full 
attention in July of 2011 to the Des 
Moines Arts Festival®, King led Des 
Moines’ Downtown Events Group 
from 2006-2011 producing the U.S. 

Cellular® World Food Festival, Holiday 
Lights Des Moines, Skywalk Golf, and 
GuideOne ImaginEve! He arrived in Des 
Moines after serving as president/CEO 
of Celebrate Fairfax, Inc. in northern 
Virginia. Prior he was the director of 
the festivals and events division of 
Downtown Fort Worth, Inc. in Fort 
Worth, Texas, where he produced the 
MAIN ST. Fort Worth Arts Festival. King 
is a 25-year veteran of the festival and 
events industry, a Certified Festival and 
Events Executive (CFEE), Chair-Elect of 
the International Festivals and Events 
Association World Board of Directors, 
member of the IFEA World President’s 
Council and IFEA’s Foundation 
Board and instructor for IFEA’s Event 
Management School at Oglebay. He 
serves on the board of directors of Bravo 
Greater Des Moines, is a past board 
member of the National Association of 
Independent Artists and is a founding 
member of arts festival’s industry 
universal online application system, 
ZAPPlication™. 

Thursday, November 16, 2017
11:00 a.m. – 12:00 p.m. Mountain Time

Keys to a 
Successful 
Volunteer 
Management 
Program
Stephanie Donoho, 
CFEE
Owner
Stephanie Donoho Consulting
Honoka’a, HI

This Webinar will first help event planners 
and organizers understand the reasons 
why people volunteer, and then help them 
design a successful Volunteer Management 
Program to meet those volunteers’ needs. 
During the webinar, we’ll review the steps 
of the Volunteer Management Cycle; review 
industry standards used to measure the 
Return on Investment (ROI) for a volunteer’s 
time; and explore how lessons learned 
throughout the year can be incorporated, 
to create an even stronger program moving 
forward. This webinar is a great overview 
for those new to volunteer management, as 
well as division heads, committee chairs, and 
management staff responsible for supervising 
volunteers in action.  

Stephanie Donoho, CFEE is the 
owner of Stephanie Donoho Consulting, 
which provides small business and 
non-profit management services to 
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companies in the areas of: government 
relations, communications, fundraising 
and development, strategic and 
business planning, event sponsorship 
development and activation, and events 
management. Selected clients include: 
Kohala Coast Resort Association, Friends 
of Hawaii Volcanoes National Park, 
Hawaiian Legacy Tours, Visitor Aloha 
Society of Hawaii, Kona Brewfest, Duke’s 
Ocean Fest, Tiffany’s Art Agency, and the 
County of Kauai.

Prior to starting her consulting 
company, Stephanie served as the 
Tourism Specialist for the County 
of Hawaii for eight years, where 
she managed an annual budget of 
more than $1.5 million in transient 
accommodations taxes that were 
re-invested in tourism product 
development, community festivals, 
marketing and events.  Stephanie 
has a Bachelor of Arts degree in 
communications and sociology, cum 
laude, from Tulane University in New 
Orleans, Louisiana, and her CFEE from 
the International Festivals and Events 
Association.

Thursday, November 30, 
2017
11:00 a.m. – 12:00 p.m. Mountain 
Time

Sponsorship 
Jumpstart! 45 
Sponsorship 
Ideas in 45 
Minutes
Gail Alofsin
Director of Corporate 
Partnerships
Newport Harbor Corporation
Newport, RI

 
Get your roller skates on while Gail 

shares over 20 years of best practices and 
award-winning ideas in this fast paced, 
content rich Webinar. From KidStops to 
greyhounds in addition to creative activations 
and social savvy (both media and in person) 
– you will be ready to jumpstart your event 
with new programs and a renewed passion for 
what you do.

Gail Alofsin is the Director of 
Corporate Partnerships, Newport 
Harbor Corporation and has had 
the privilege of being involved in all 
aspects of event production for over 
two decades. Her current position is 
focused on prospecting, procuring and 
retaining corporate sponsors for the 

concerts and events produced at the 
Newport Yachting Center. A graduate 
of Tufts University, Gail’s passion for 
education led her to the University 
of Rhode Island where she has been 
welcomed as an adjunct professor in 
the Communication, Journalism and 
Public Relations departments since 1999 
– 30 consecutive semesters! Gail has 
been speaking for over two decades at 
national and international conferences 
inclusive of IEG (International Events 
Group) and IFEA (International Festivals 
& Events Association). Her new book, 
Your Someday is NOW, focuses on work/
life integration and personal branding, 
and was released in January of 2014.

Thursday, December 7, 2017
11:00 a.m. – 12:00 p.m. Mountain 
Time

17 Spectacular 
Special Event 
Trends and 
Ideas from 2017
Ted Baroody
President
Norfolk Festevents
Norfolk, VA

What was spectacular in ’17?  Tune in to 
this Webinar as it will present research and 
highlights from around the globe showing 
you some of the most spectacular trends and 
ideas from the world of events, sports and 
entertainment.  Whether these timely trends 
and innovative ideas are from the big city 
or the small stage, they will all come to life 
for you to make your own.  Let this be the 
catalyst to planning your 2018 of eventful 
experiences!

Ted Baroody is a graduate of North 
Carolina State University, Raleigh, 
North Carolina, USA. After college he 
moved to Norfolk, Virginia to start his 
own small sports marketing company, 
Victory Promotions. After a couple of 
years of power boat racing production 
under Victory Promotions, he served 
as Marketing Director for a group of 
local radio stations in Virginia Beach, 
Virginia for 5 years. From 1996 to 2011 
he was the Director of Development 
of the not-for-profit event marketing 
company, Norfolk Festevents, Ltd. known 
as “Festevents,” and is now the President 
of Festevents. Ted also works with many 
non-profit organizations as a volunteer, 
event coordinator and as a board member 
and serves on both the IFEA World and 
IFEA Foundation Boards of Directors.

Webinars On Demand
Looking for a different webinar topic 

– don’t forget to check out our Webinars 
OnDemand – previously recorded 
webinars that are now available for 
download. For a complete list of available 
Webinars On Demand, just go to the 
IFEA Store.

How Webinars Work
IFEA Webinars are Website-enabled 

seminars that function much like a 
teleconference. They use your computer’s 
Website browser to display presentation 
materials and other applications important 
to the Webinar topic, with the audio 
portion of the presentation provided either 
through your computer speakers or over 
the phone.

Once your registration has been 
submitted, you will receive an email from 
the IFEA confirming that you have been 
registered for the Webinar. The day before 
the scheduled Webinar, you will receive 
an email with specific instructions on how 
to log in for the Webinar. You will receive 
this email again, the day of the Webinar.

Once this information has been 
received, joining a Webinar is as easy as 
1, 2, 3!
1. Log In To The Webinar: To start 

the Webinar, log in to the specific 
website address that you received 
for the Webinar and connect to the 
presentation. Webinars can be viewed 
on virtually any computer with a 
high-speed internet connection.

2. Listening To The Webinar: After you’ve 
logged in and gained access to the 
Website, you have two options to listen 
to the audio portion. You can either dial 
the telephone number provided to hear 
the webinar via a conference call, or if 
you have computer speakers, you may 
listen via your computer speakers. (The 
phone number provided will not be an 
800 number, so all costs for the call will 
be incurred by the registrant.)

3. Sit Back and Learn: Once you are 
logged in, all you need to do is sit 
back and learn! It’s just like any 
other seminar, except you’re sitting 
comfortably at your own desk! 
Throughout the webinar, you are 
able to ask questions to the presenter 
using the online Question/Answer 
messaging system that is part of the 
Webinar screen. The Webinar Organizer 
will view your question and present 
it to the speaker at the end of the 
presentation.

Along with the Webinar itself, all 
registered attendees will receive a copy 
of the presentation used for the webinar 
prior to the webinar start time start time.  
All paid registrations will also receive the 
recorded version of the Webinar after the 
live Webinar presentation.
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2017 UPCOMING LIVE WEBINARS: To register please make your selection by checking (√) from the webinars below:

REGISTRATION CONTACT INFORMATION

Webinar Participant:  ___________________________________________________________________________________________________________  

Webinar Participant Email: _______________________________________________________________________________________________________

Organization: ________________________________________________________________________________________________________________  

Address: __________________________________________________________________________________________________________________  

City, State/Province, Zip Code: ______________________________________________________________________  Phone: _________________________

PURCHASE INFORMATION
  IFEA Member  Non-IFEA Member Total
  Association Alliance 

Individual Webinars:________Quantity X   $59 (USD)  $99 (USD)  ___________ 

Purchasing Webinars in Bulk:
BUY 3 Webinars and Receive 1 FREE   $177 (USD)  $297 (USD)  ___________

BUY 5 Webinars and Receive 2 FREE   $295 (USD)  $495 (USD)  ___________

BUY 10 Webinars and Receive 5 FREE   $590 (USD)  $990 (USD)  ___________

                TOTAL  ___________
PAYMENT INFORMATION

Select method of payment:       VISA      MasterCard      American Express       Discover      Check (make check payable to IFEA in U.S. funds)

Print Cardholder Name:  _________________________________________________________________________________________________________  

Signature: _________________________________________________________________________________________________________________

Credit Card Number: ___________________________________________________________________________________________________________  

Expiration Date: _______________________________________________ CVN Code: _______________________(MC/Visa-3 digit code back) (AMX-4 digit code front)

Upcoming Live Webinar Presentation Registration Form

Registration cost is per computer site for as many people as you can sit around your computer.
Once your registration has been submitted, you will receive an email from the IFEA confirming that you have been registered for the Webinar. The week before the  

scheduled Webinar, you will receive an email with specific instructions on how to log in for the Webinar. You will receive this email again, the day before the Webinar and the hour before the scheduled Webinar.
Webinars in Bulk offer is applicable to both Upcoming Live Webinar Presentations and Pre-Recorded Webinars On Demand.

Payment must be received in full at time of registration to participate in Webinars. No refunds on webinar registration unless notified 24 hours prior to start of webinar.

 ❍ Thursday, May 11, 2017

A Proactive Approach to Claims, Incident 
Reporting and Cyber Liability Risks for 
Festivals
Andrew Vandepopulier, Producer

Mike Rea, Recreation Sales Manager

Haas & Wilkerson Insurance, Fairway, KS

 ❍ Thursday, October 26, 2017

20 New Ideas for Online Marketing
Cassie Roberts, Partnership & Marketing Director

Jessica Bybee-Dziedzic, Director of Partnerships

Saffire, Austin, TX

 ❍ Thursday, November 2, 2017

We the People: The Effect of Constitutional 
Amendments and Other Laws on Events
Jeff English, CFEE, Senior Vice President/General Council, 

Kentucky Derby Festival, Louisville, KY

 ❍ Thursday, November 9, 2017

Merchandise Strategies Built for Results
Stephen King, CFEE, Executive Director, Des Moines Arts 

Festival, Des Moines, IA

 ❍ Thursday, November 16, 2017

Keys to a Successful Volunteer Manage-
ment Program
Stephanie Donoho, CFEE, Owner, Stephanie Donoho Consult-

ing, Honoka’a, HI

 ❍ Thursday, November 30, 2017

Sponsorship Jumpstart! 45 Sponsorship 
Ideas in 45 Minutes
Gail Alofsin, Director of Corporate Partnerships

Newport Harbor Corporation, Newport, RI

 ❍ Thursday, December 7, 2017

17 Spectacular Special Event Trends 
and Ideas from 2017
Ted Baroody, President, Norfolk Festevents, Norfolk, VA

If working towards your CFEE Cerification, each individual webinar is eligible for one CFEE Elective Credit.
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MARKETPLACE
BANNERS/FLAGS
dfest® - The ONE source for creative design, custom decorations, street banners, 
mascots, video marketing & installation for events. All services tailored to fit your 
unique needs. Contact: Pete Van de Putte Jr., CFEE, President; Address: 1930 
N. Pan Am Expressway, San Antonio, TX 78208; Phone: (800) 356-4085; Fax: 
210-227-5920; Email: sales@dixieflag.com; Website: www.dixieflag.com.

BARRICADES/FENCE
NATIONAL EVENT SERVICES - National Event Services is the preferred supplier of  
temporary fence, barricades, portable toilets, restroom trailers, mobile storage containers,  
and temporary power to the event industry for over 50 years. Contact: Scott Barley, 
Sales & Marketing Director; Address: 15319 Chatsworth St, Mission Hills, CA 91345;
Phone: 800-352-5675; Email: info@rentnational.com; Website: www.rentnational.com
 
COSTUMES
HISTORICAL EMPORIUM - Historical Emporium specializes in authentic, durable, high  
quality historical clothing and accessories. Victorian, Edwardian, Old West and  
Steampunk for men and women. Since 2003. Contact: Noel Matyas;  
Address: 188 Stauffer Blvd, San Jose, CA 95125-1047; Phone: (800) 997-4311;
Email: amusement@historicalemporium.com; Website: www.HistoricalEmporium.com

EVENT MANAGEMENT SOFTWARE
eproval - eproval is an online event application and approval platform designed for local 
government – making it easier to submit, review and approve event applications and issue 
permits. Contact: Rene Michaely, Founder, Product Manager; Address: 304 – 343 Railway 
Street, Vancouver, BC, V6A 1A4; Phone: 1-855-787-2228; Email: info@eproval.com;  
Website: www.eproval.com

FIREWORKS
LANTIS FIREWORKS AND LASERS - Provides display fireworks and laser 
specialists, computerized, choreographed fireworks, indoor/outdoor programs, 
special effects. Fully licensed and insured in Nevada, Arizona, Utah, Wyoming, Idaho, 
Colorado, Texas and Alaska. Contact: PO Box 491, Draper, UT 84020-0491; Phone: 
800-443-3040; Email: lantispyro@yahoo.com; Website: www.lantisfireworks.com.

INFLATABLES
DYNAMIC DISPLAYS / FABULOUS INFLATABLES - Designs, manufacturers, for 
rent or purchase – costumes, props, floats, helium balloons, event entry ways and décor. 
Offers complete and flexible service packages for small towns and large international 
events. 50+ years of parade/event experience. Contact: Steve Thomson; Address: 6470 
Wyoming St. Ste #2024, Dearborn MI 48126; Phone: 800-411-6200 Fax 519-258-0767; 
Email: steve@fabulousinflatables.com; Website: www.fabulousinflatables.com.

COSTUMES
HISTORICAL EMPORIUM - Historical Emporium specializes in authentic, durable, high  
quality historical clothing and accessories. Victorian, Edwardian, Old West and  
Steampunk for men and women. Since 2003. Contact: Noel Matyas;  
Address: 188 Stauffer Blvd, San Jose, CA 95125-1047; Phone: (800) 997-4311;
Email: amusement@historicalemporium.com; Website: www.HistoricalEmporium.com

INSURANCE
HAAS & WILKERSON INSURANCE – Over 50 years experience in the 
entertainment industry, providing insurance programs designed to meet the 
specific needs of your event. Clients throughout the US include festivals, parades, 
carnivals and more. Contact: Carol Porter, CPCU, Broker; Address: 4300 

Shawnee Mission Parkway, Fairway, KS 66205; Phone: 800-821-7703; Fax: 
913-676-9293; Email: carol.porter@hwins.com; Website: www.hwins.com.

KALIFF INSURANCE - We insure the serious side of fun! Founded in 1917, 
Kaliff is celebrating 100 years of providing specialty insurance for festivals, fairs, 
parades, rodeos, carnivals and more. Contact: Bruce Smiley-Kaliff; Address: 
2009 NW Military Hwy. San Antonio, TX  78213-2131; Phone: 210-829-7634;
Email: bas@kaliff.com; Website: www.kaliff.com.

K & K INSURANCE – For 60 years, K & K insurance has been recognized as the leading 
provider of SPORTS-LEISURE & ENTERTAINMENT insurance products. Contact: Mark 
Herberger; Address: 1712 Magnavox Way, Fort Wayne, IN 46804; Call: 1-866-554-4636; 
Email: mark.herberger@kandkinsurance.com; Website: www.KandKinsurance.com.

INTERNET
POINTSMAP® - PointsMap® has proven to be an effective and useful software 
for Festivals and Events. Create custom points at their exact location on your 
PointsMap with photos, descriptions, website links, multi-media, PDF’s and even 
“inside maps”. Your visitors can “PLAN” before the festival using their desktop 
computer, and then “NAVIGATE” the festival using their Smartphone. Visit www.
PointsMap.com/SLAF and http://www.PointsMap.com/WichitaRiverFest/ to see 
how PointsMap is being used. It’s easy to use and extremely affordable. Contact: 
Jerry Waddell Address: 1100 Riverfront Pkwy, Chattanooga, TN 37402-2171; Phone: 
423-894-2677; Email: jerryw@videoideas.com; Website: www.pointsmap.com.

SAFFIRE - Saffire is award-winning software providing events & venues with 
beautifully designed, online event destinations, including integrated content 
management, mobile, social, ecommerce, email and more. Contact: Kendra 
Wright; Address: 248 Addie Roy Rd, Ste B-106, Austin TX 78746-4133; Phone: 
512-430-1123; Email: info@saffireevents.com; Website: www.saffireevents.com.

PUBLICATIONS
TRIPInfo.com - The site used by 30,000 tour operators, group leaders and travel agents 
each month, to book their group travel. Travel professionals spends more time on tripinfo.
com than any other travel site. Address: 3103 Medlock Bridge Rd, Norcross, GA 30071-5401; 
Phone: 770-825-0220; Email: mark@tripinfo.com; Website: www.tripinfo.com.

SET CONSTRUCTION
ATOMIC - Set construction, rental solutions, lighting and design. Packs small, 
plays BIG! Address: 10 Wynfield Dr., Lititz, PA 17543; Phone: 717-626-8301; 
Email: info@atomicdesign.tv; Website: www.atomicdesign.tv. 

SOFTWARE
SCHED LLC - Conference and festival organizers use SCHED to manage their website's 
schedule of events, seamlessly integrate social networking and provide their attendees 
with tools like personal agenda builders, dynamic attendee directories and mobile 
applications. Contact: Taylor McKnight; Address: 5818 33rd Ave N St. Petersburg, FL 
33710-1810; Phone: 727-798-6898; Email: support@sched.org; Website: www.sched.org.

SPONSORSHIP
SPONSOR FEE PRO - Sponsor Fee Pro is a new online software tool that helps festivals  
and events quickly price sponsorship proposals on their own with ease and accuracy.  
Contact: Jill Rogers, Founder/Owner; Address: 7900 E Union Avenue, Suite 1100, Denver,  
CO 80237; Phone: 888-683-5501, x1; Email: jill@sponsorfeepro.com;  
Website: www.sponsorfeepro.com.
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