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IFEA PRESIDENT’S LETTER

Our IFEA World Board and IFEA Foundation Board 
members recently made the long journey around the 
globe to South Africa. During our visit, IFEA Africa 
President and 2019 IFEA World Board Chair Janet 

Landey, brought us all together with the children, young future 
industry leaders and the stakeholders (including IFEA Africa) 
who have committed so much to the success of the Skills Village 
2030 projects and programs that Janet (and her highly supportive 
family – both personal and professional) has dedicated her life 
and career to. In South Africa, different from some other of our 
global regions, the focus is heavily on the use of festivals and 
events to provide training, valuable skills that can be translated 
into many sectors, and job opportunities for the youth of a 
remarkable country, resulting in motivation, inspiration and a 
vision of what they can accomplish despite countless financial 
and resource challenges that would stop many before they ever 
started. What started as a conference opportunity for our Board 
members, with countless decades of experience between them, 
to share their knowledge and insights with those attending, 

quickly became a common ground of inspiration; a gift that was 
provided to all of us and that will stay with us for years to come. 

Along our South African journey, we met multiple young profes-
sionals whose start had come through the Skills Village training 
and experience opportunity. From the artists and entrepreneurs 
of Victoria Yards, to the community co-op and program leaders 
throughout Skills Village, to the interns and volunteers providing 
high-quality guest experiences in the Nelson Mandela House and 
Apartheid Museum in Soweto, and the Cradle of Humanity, where 
all of our stories converge.  You could identify them by the gleam 
in their eyes; the passion as they readily shared their dreams with 
anyone who would listen; and the sincere appreciation that they 
showed for the guidance and support that we were all able and 
very willing to provide. I am confident that we all took away every 
bit as much as we were able to leave behind.

Through one of these young professionals, as part of our visit 
to the Cradle of Humanity, we had the unique opportunity to learn 
about and experience a remarkable exhibit called the ‘Long March 
to Freedom.’ It is (currently) 100 sculptures, that will build to 400 

AFRICA
OUT OF

Members of the IFEA Boards and the extended Landey Family.
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when finished, of leaders and individuals from the 1700’s through 
to modern times, who have impacted the road to freedom and 
democracy for South Africa (including global figures like Martin 
Luther King, Ghandi, and Fidel Castro). All are remarkable in 
their detail, calling you in to look closer and learn about each 
of them and the pathways that they chose to follow. From tribal 
leaders on horseback, to newspaper writers on their bicycles 
with typewriter strapped on the back, to Nelson Mandela with fist 
raised, all are sculpted in a forward moving action pose, giving 
movement to the entire exhibit. Placed in a procession dating 
through time, the power of their individual and collective passion 
and commitment, toward a common goal, can be quite literally 
felt and the entire procession is both memorable and moving. 

It made me think of all the great leaders and professionals 
and creatives and influentials and volunteers and stakeholders 
that have touched, supported and influenced our own industry 
and organization, in so many ways (knowingly and unknowingly), 
for so many decades. Just as each of our own events and 
communities and countries has their own ancestry of individuals 
who have made a difference along the way; Yourselves among 
them. And I imagined, in the years ahead, that we may see the 
addition of some of these inspired young men and women from 
the Skills Village 2030 program leading that procession into the 
future, with Janet Landey forever by their sides and in their hearts.

And I will be proud to have played even a small role in inspiring 
them to change our world for the better. Out of Africa, I believe 
we were all reminded of the spark that started us all down 
our respective pathways and that continues to fuel our hopes, 
dreams, events and communities toward a better world.

BY STEVEN WOOD SCHMADER, CFEE
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GILROY GARLIC 
FESTIVAL

MASS SHOOTING AT THE

IMPORTANT IFEA NEWS

O
nce again, our world has been 
bombarded by news of the 
tragic and pointless mass 
shooting at the Gilroy Garlic 

Festival in California. At the time of this 
writing there were an estimated 12 people 
injured and 4 fatalities (including the 
suspected shooter). And, as has become 
unacceptably too common in our country 
and around the world, we again sent our 
deepest sympathies, prayers and support 
to all those affected - directly and indirectly 
- by this horrific incident, through friends, 
families and loved ones. 

While no different in terms of the 
tragedy and loss, this scenario is the first 
at what we would categorize as a ‘typical’ 
small(er) town festival/celebration, that 
a large majority of our industry fits into. 
It is a category that we would all like to 
believe is a bit safer and at less risk than 
the potential larger target events, in bigger 
cities, with higher media focus surrounding 
them. It opens up many new and very real 
considerations that we must now work 
with our global risk management experts 

to re-examine and re-address, so that we 
may maintain the safe havens that we hope 
all of our events will be for our attendees, 
volunteers and all stakeholders. 

 The IFEA has offered the full support 
of our network and resources to the Gilroy 
Garlic Festival staff and team and I hope 
that all of you will stand with us as they may 
reach out for our support.

 In the interim, we ask that everyone 
please take this moment to revisit your own 
events and work closely with your local law 
enforcement officials to ensure that you 
have thought through any possible (even if 
unimaginable) scenarios and appropriate 
responses, that may help to stop and/
or limit any further such incidences in the 
future. As part of those considerations, 
we encourage you to use and access the 
IFEA Risk Management Resources page 
on our website at www.ifea.com. The IFEA 
will work with all of our global contacts and 
resources to follow this tragedy, and to 
address and share any new and pertinent 
information/actions that may help us all to 
build the safe havens that we strive for. 
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Festivals are always a fun time, 
but they do come with their own 
set of inherent risks. Be proactive 

and protect your event with 
Haas & Wilkerson Insurance. 

Entertain the idea of insurance 
solutions for your festival 

including food, music and 
cultural heritage, art, agriculture, 

and more. Get traditional 
property and casualty insurance 

customized to your unique 
industry needs.  

With more than 80 years 
of experience and access to 

exceptional markets, we’re able to 
provide quality solutions that are 

cost-effective and event-specific.

Good Times 
Need Quality 

Insurance.

For a comprehensive review of your coverage  
and exposure, call 913.432.4400 or  

visit hwins.com/GoodTimes
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IFEA WORLD BOARD

From the moment IFEA World Board Member, Cindy Lerick, 
CFEE arrived in Johannesburg, South Africa on July 4th 
to help with the preparations for the IFEA World and IFEA 
Foundation Board Meeting and the #LetYouthCreateJobs, 

to the arrival of the seventeen IFEA Board and Foundation 
Board members who participated and inspired our future young 
festival and event organisers, to this week when Vern Biatt, 
CFEE, Assistant Professor of Event Management at High Point 
University, who purchased the IFEA Foundation’s South African 
Experience Live Auction package last year at the IFEA Annual 
Convention – bade farewell – it has been three weeks packed 
with shared value for us all. 

IFEA President & CEO, Steve Schmader, CFEE, shares the 
need for consistent, trusted, safe and positive outlets that bring 
us all together ensuring common community visions and quality 
of life – celebrating who we are when we are at our best - our 
community calling cards!  Well this was indeed a calling card – an 
insight, a world view and confirmation of the role that festival and 
events play in building ‘communitas’.  That sense of belonging, 
that liminal experience that Donald Getz, PhD. talks about - that 
‘time out of time’ in a special place which our local youth experi-
enced.  Festivals and Events are indeed an inspirational vehicle for 
youth who will be able, with confidence, to work towards planning, 
preparing and producing festivals and events that can create 
jobs in the event value chain. A new generation designing and 
delivering great experiences - getting the job done, and making a 
difference in the lives of those empowered in the process.

During the #LetYouthCreate Jobs experience, IFEA World & 
Foundation Board members generously shared their experience 
and knowledge of festivals and events with over 120 youth from 
local communities.  In the words of Karabo, a young economist 
who participated in the IFEA workshop with the IFEA board, “it 
was one of the best networking sessions I have ever attended”.  
It was great to see our Community, our City and our Country 
through the eyes of IFEA.  The young Birthday Xperience 
recipients from the local Boys and Girls Club South Africa who 
joined us to celebrate their July Birthdays were spoilt with gifts.     

Our Festival in the African Bush – and what a festival it 
was.  As with all good festivals and events, we had a ‘to do’ 
and a ‘to see’ list. The Kruger National Park, one of the biggest 
conservation areas in the world covering over 7,523 square 
mile, challenges visitors to find the BIG FIVE: Lion, Leopard, 
Elephant, Buffalo and Rhino.  Nothing is staged, what you see 
is what you get.  As you will see from the photos, this is not an 
easy job. Elusive and camouflaged, the challenge is on. No dress 
rehearsals, no ‘can we do that again’? The spotters yell ‘stop, 
stop, I think it’s a leopard’ and we grind to a stop and then spend 
the next 20 minutes in awe of nature.  When the vehicles return 
to camp, the rivalry is on. Did you see the rhino?  Did you see 

the lion?  Nothing is guaranteed, and indeed we hope that those 
who didn’t see a lion will return with their families to take the 
experience to the next level.  

My husband, Crispin and I, were privileged to travel twice 
to Kruger, once with the IFEA World and Foundation Board 
members and the second time with Vern Biaett, CFEE.  We were 
lucky enough to see the all the Big Five.  Sorry everyone, we saw 
lions twice! 

It was refreshing to see South Africa through different eyes.  
From the Mandela home in Vilakhazi Street in Soweto, to the 
Apartheid Museum.  From the Long March to Freedom Statues at 
the World Heritage Cradle of Humankind paleoanthropological site 
to the Rosebank Craft Market.  From the Makers Way where Skills 
Village is, and the authentic Victoria Yards Experience, to breakfast 
at Neighbourhoods Market and the Rosebank Craft Market. From 
the sobering visit to Constitution Hill where Nelson Mandela and 
other heroes of the struggle were incarcerated to the wonderful 
café culture, culinary experiences and Fire & Ice Experience at 
Melrose Arch.  This was indeed a true reflection of South Africa!

Janet Landey, CSEP
IFEA World Board Chair

President, IFEA Africa
Johannesburg, South Africa

WHAT AN AMAZING 
EXPERIENCE!

IFEA IN AFRICA
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BY JANET LANDEY, CSEP
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IFEA FOUNDATION BOARD

IT MEANS INTERNATIONAL, 
BUT LET’S ELABORATE 

A LITTLE.

THE “I” IN IFEA

“I” means INTERNATIONAL
As I write this article, I am on an 18-hour plane ride on my 

way back from South Africa reflecting on what I would consider 
a trip of a lifetime (sorry for the cliché). I just spent a week with 
my fellow IFEA Foundation and World Board members in South 
Africa for one of our three annual board meetings.  This trip 
really put the “I” in International Festival and Events Association. 
Typically, we have had our meetings in North America, as that is 
where a majority of the board members are located. However, 
since Janet Landey is the current Board President of the IFEA 
World Board, she encouraged and invited us all to visit her 

home country of South Africa and she would graciously host our 
summer meeting. After only a few texts and emails, the board 
members quickly consented to this invitation and I was soon 
on a plane going to my INTERNATIONAL Festival and Events 
Association board meeting.

“I” means INSPIRE
It is not surprising that the World Board members voted Janet 

Landey as the 2019 chair, as she has put much of her life’s 
work into building out a “Skills Village” in Johannesburg, South 
Africa where she works with the disadvantaged youth (well really 
anyone, not just youth) of Johannesburg to build skills in the 
event profession so that they can provide for their families and 
most importantly their communities.  For years we have heard 
her passionately tell us about her work and honestly it was hard 
to grasp and keep up with this extremely fast moving “Mother 
Teresa” of South Africa. To see this work first-hand, is something 
I know none of us will forget and will INSPIRE my work going 
forward.  

“I” means INTENSITY
While in South Africa, both boards held our IFEA board meet-

ings and then we participated in a one-day professional exchange 
at “Skills Village.” Janet invited many South African political and 
civic leaders, in addition to her students and supporters of Skills 
Village to a day of sharing with the board members of IFEA. This 
was the day that I know none of us will forget. While we all went 
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BY KELI O’NEILL WENZEL, CFEE

there to share our knowledge, mentor and encourage these youth 
to keep working towards being the best at their area (décor, 
catering, management, marketing, sanitation, to name a few), 
what we did not expect was the gift they gave all of us in return.  
The intensity, drive and hope that I experienced from these few 
short conversations with these individuals was so refreshing. Like 
you, we all come from the event world, where we are surrounded 
by deadlines, problems and thousands of tasks that can be 
overwhelming much of the time and often the center of our focus. 

However, when you speak with these youth, their problems 
are so much bigger. Many of these students got up at 4 am 
that morning to begin their journey to get to the Skills Village, 
because something as simple as transportation is a challenge. 
Simple necessities of food, shelter and infrastructure are sparse 
or non-existent and yet that is not what they are intense about. 
Instead you are swept up in their excitement and hope that they 
have when it comes to their desire to put on something special 
for their family, village or community. Their challenges are way 
bigger than what many of us see in our daily events business 
and I left with a new appreciation for the basics of what we do 
and a reminder to mentor those just getting in the industry. Sure, 
we have challenges everyday with what we do, but that should 
not be our focus, rather our focus should be on the fact that we 
are bringing joy to hundreds and thousands that can choose to 
participate in your festival or another one tomorrow and not think 
twice about it.  Let’s be INTENSE about that.  

“I” means INVEST
Janet Landey’s South African Skills Village is a remarkable 

undertaking and great reminder to us all that it is our job to give 
back and mentor others in our profession. It is important for us to 
make sure that the event profession is made up of intense people 
that are dedicated to nothing but the best level of professionalism 
in our industry, and really understand FUN.  While we are not 
doing the depth of work that my friend Janet Landey is doing at 
Skills Village, the IFEA Foundation does have the same mission. 

The IFEA Foundation depends upon the generous support of 
those who are active in the industry to play a larger role – beyond 
their own events and markets – to ensure both the present and 

the future success of our profession. The money raised by the 
foundation goes towards the following and more: 
• Providing Legacy Scholarships that allow recipients the chance 

to attend IFEA Annual Convention
• Provide funding for the Certified Festival & Event Executive 

(CFEE and CFEA) Program to continue raising the level of 
professionalism in our industry

• Funding of top-quality speakers
• Funding educational publications
• Provide Technology and electronic training services
• Perhaps we all do not have the time or need to build a Skills 

Village in our communities, so I have listed a few ways you can 
INVEST in our profession!

• Cash donations to the IFEA Foundation
• Gift bequeaths to the IFEA Foundation
• Provide In-kind support of critical services and products to the 

IFEA Foundation
• Donate an Item/Package to our Annual IFEA Foundation 

Auction event (Learn More Here.) 
• Bid on the unique and valuable items and packages at the 

IFEA Foundation Auction event that will take place at the 
Annual IFEA Convention in September

• Donate your time and expertise to support IFEA’s many 
professional programs

• Bring someone new to the Annual IFEA Convention 
• Encourage others to join IFEA

Please note: The IFEA World and Foundation Board members 
are non-compensated and pay for their own travel and lodging to 
attend board meetings. 

Keli O’Neill Wenzel, CFEE
IFEA Foundation Board Chair

President/CEO 
O’Neill Events and Marketing

Kansas City, MO
keli@oneillevents.com
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WITH RENE MICHAELY

THAT MAKE AN EVENT 
OFFICE’S JOB EASIER

7 EVENT MANAGEMENT PLANS

#EVENTPERMIT

Many communities recognize the value of events and event 
tourism, and endeavour to produce and attract a year-
round calendar of events that help boost their economy. 
The tricky part for local government, and any Event Office, 

is how to best manage the impact of these events. In particular, 
large events can put a strain on roads and transportation, public and 
private land, public infrastructure, waste management services, the 
environment, local government resources, a community’s reputation 
or brand, and the safety and wellbeing of its residents. 

One of the most effective approaches to managing the impact 
of large events is through the development of event management 
plans. These plans are typically associated with different functions of 
an event and are developed by the event organizer in collaboration 
with local governing agencies and stakeholders. These plans help 
capture logistical details and address the needs and expectations 
of the community in an effort to avoid surprises. Some Event Offices 
may even prefer to include event management plans as a contractu-
al requirement when permitting large events on public land.

Event management plans are primarily focused on those 
things that have the potential to impact a community and its 
environment. Details about event budget, talent acquisition, 
programming, sponsor activation, and advertising aren’t as 
relevant to an Event Office as they are less likely to directly 
impact the greater community.

Here are seven event management plans that an Event Office 
may request from an event organizer:

• Critical Path Event Timeline – this provides a clear, 
chronological list of key dates and deliverables that will affect 
the successful production and activation of the event. This 
timeline should include key dates from the following event 
management plans, scheduled meetings to review these plans 
with the relevant stakeholders, and permit/approval deadlines. 

• Traffic Management Plan – this plan outlines access to the 
event, road closures, barricade placement, changes to major 
traffic routes, traffic control personnel, signage and public 
notifications, traffic signal modifications, off-site and on-site 
parking, and any required work permit approvals. Detailed 
maps should accompany this plan.

• Waste Management Plan – this plan encompasses all event 
venues and should outline garbage, recycling and composting 

commitments and initiatives, washrooms, potable and non-po-
table water, post-event clean-up, and waste management 
personnel. Detailed maps should accompany this plan. 

• Emergency Management Plan – this plan encompasses all 
event venues and should outline dedicated emergency services 
during the event, emergency response protocols for handling 
sudden or unexpected situations, a fire safety plan (occupancy, 
egresses, wildfire risk and response), vendor safety compli-
ance, risk management communications, an evacuation plan, 
event security, and pre-event emergency table-top exercises. 
Detailed maps should accompany this plan. 

• Environmental Impact Management Plan – this plan 
outlines protection of sensitive areas, wildlife interfaces and 
management, illegal camping response protocols, water 
contamination issues, public signage, and noise permits. 

• Marketing & Communications Plan – this plan includes 
messaging by the event and community partners, tourism packag-
ing (opportunities to promote the destination and extended stays), 
media protocols (e.g. in case of an emergency), event surveys, 
signage, and digital connectivity (wifi access during event). 

• Accommodation Plan (e.g. camping, hotels) – this plan 
includes the location and logistics of event camping sites, 
amenities to support event accommodations, and the set-up, 
servicing and tear-down of these sites.

Some things to remember when developing event  
management plans:
• Planning should be a collaborwative exercise with the 

community, and, if appropriate, with regional stakeholders, 
e.g. emergency management, local contractors, government, 
community protection groups.

• The level of detail in the plans should be proportionate to the 
size of an event – don’t over complicate plans for small events, 
and ensure the plans are detailed enough for larger events. 

• Event management plans are also an opportunity to integrate 
community needs, values, and Council priorities, and reduce 
administrative costs by streamlining communications across 
government agencies.

Continued on page 124 

“If you don’t know where you are going, you’ll end up someplace else.” – Yogi Berra

16  IFEA’s ie: the business of international events Fall 2019



PRODUCTION SERVICES
SET CONSTRUCTION

RENTAL SOLUTIONS
DESIGN

     ATOMICDESIGN.TV      LITITZ, PA  •  LOS ANGELES  •  NEW YORK    MIAMI  •  FRANKFURT 

https://www.atomicdesign.tv


Publisher & Editor  

Steven Wood Schmader, CFEE, President & CEO

Assistant Editor  

Nia Hovde, CFEE, Vice President 

Director of Marketing & Communications

Advertising  

Kaye Campbell, CFEE, Director of  

Partnerships & Programs

Art Director 

Craig Sarton, Creative Director

Contributing Writers 

Steven A. Adelman, Gail Lowney Alofsin, Robert Baird, 

Kristin Bryant, Bruce L. Erley, APR, CFEE, Kevin Grothe, 

Laura Grunfeld, Jack Hammer, Sean King, Florence May, 

Penny C. McBride, Rene Michaely, Angela Poco, Carrie Ring,

Kim Skildum-Reid, Teresa Stas, Robert Wilson

Photography 

Andrew Rafkind

For association or publication information:

IFEA World Headquarters

2603 W. Eastover Terrace

Boise, ID 83706, U.S.A.

+1.208.433.0950 Fax +1.208.433.9812

http://www.ifea.com

With respect to interactions with members/customers or those applying to 
be members/customers, the IFEA will not cause or allow conditions, proce-
dures, or decisions which are unsafe, undignified, unnecessarily intrusive, or 
which fail to provide appropriate confidentiality or privacy. If you believe that 
you have not been accorded a reasonable interpretation of your rights under 
this policy, please contact the IFEA office at +1-208-433-0950 ext. 18.

IFEA VISION
A globally  

united industry  

that touches  

lives in a positive  

way through  

celebration.

18  IFEA’s ie: the business of international events Fall 2019

http://www.ifea.com


What year was your company 
established? 
1917

What areas do you serve with 
your product/service?
International   

How many festivals and events 
do you work with on an annual 
basis?
750

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
We insure the serious side of fun!

What sets your product/service 
apart from your competitors?
The “Kaliff Edge”. Event and Amusement 
Coverages are not simply a portion of a 
myriad of categories in the Kaliff portfolio 
of lines. It’s our sole business! Our clients 
have access to our experts 24/7/365 with 
a century of real world, “Boots on the 
Ground” industry experience. Every Kaliff 
client receives unrivaled customer service 
and response backed by over 100 years of 
success. We specialize in the specific risks 
and needs of each individual category of 
event and amusement insurance focusing 
on our client’s unique operations and 
specialized coverage requirements. We 
are a Coverholder for Lloyd’s of London, 
the strongest insurance organization in the 
world with over three centuries of unin-
terrupted coverage, and have customized 
relationships with Domestic Carriers.

Our relationships with you are dedicated 
and long-term. Our mission is to create 
a faster, simpler, friendlier and cost 

effective approach for the protection of your 
organization and its officers.

How/why did your company/ 
product/service get started? 
Founded by the current Chairman and CEO 
Mitchell Kallif’s grandfather, Morris H. Kaliff 
in 1917, Kaliff Insurance has served the 
risk management and insurance needs of 
the business and amusement industry for 
the past 100 years.  In the early 1920’s, 
Morris H. Kaliff built a stellar reputation as a 
nationally recognized life insurance agent. 

Mitchell is now the third-generation leader of 
Kaliff Insurance and those early experiences 
shaped the way he conducts business 
today. He and his team not only have a solid 
grasp on the one-of-a-kind technical and 
coverage needs of the amusement industry, 
they also understand the uniqueness of the 
people whose livelihood depends on the 
success of their carnivals, festivals, fairs, 
and events. It’s why Kaliff has become the 
most trusted name in the business.  

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Contingency Programs/Event Cancellation/
Weather and Acts of Violence

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Coverage, safety and service first without 
consideration of premium.

What is your company’s 
customer service philosophy?
Customer Service is the bedrock of our 
company.

DAVID OLIVARES
Vice President of Sales and 
Marketing

KALIFF INSURANCE
2009 NW Military HWY
San Antonio, TX 78213 USA 
210-829-7634
david@kaliff.com
www.kaliff.com

How many years have 
you been with your 
company?
7 years (feels like 15)

What are your favorite 
festival foods? 
Chicken on a Stick, Elote (Mexican 
Street Corn)

What do you like to do to 
relax?
Take an evening stroll in the 
neighborhood with the family.

What is the name of the 
last business book you 
read?
The Millionaire Next Door

What is the name of 
the last movie you 
watched?
Secret Life of Pets 2 (with my kids)

EXHIBITOR SPOTLIGHT

https://kaliff.com
mailto:david@kaliff.com
http://www.kaliff.com


SMALL TOWN EVENTS

BIG CITY

By Jack Hammer
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There is really no way I, nor anyone, can 
tell you exactly what you need to do to 
keep everyone attending your event safe. 
There is no easy solution and as the world 
changes, sadly, so do the potential threats. 
Event security is an ever-changing process 
with no magic pill to fix it all.

What events and event leaders can 
do is take an honest inventory of what 
security measures they are using and be 
proactive by making smart decisions that 
make sense for their events.

Here are some questions event leaders 
need to address:
• What are the assumption attendees 

have when it comes to safety?
• Can we step away from the “it won’t 

happen here” mentality?
• What is enough when it comes to event 

safety?
• What changes can we make now to 

start protecting better?

In January of 2017, CNBC published an 
article on “The 10 Most Stressful Jobs in 
America,” based on a report by CareerCast 
that listed Event Coordinator at No. 5; 
higher than positions such as a senior 
corporate executive and even taxi driver. 
Event coordinators were just one spot below 
police officers and two below firefighters.

Most of the stress doesn’t come from 
the prices they are getting for T-shirts or 
where to put the mayor’s car in the annual 
parade, it comes from making decisions 
that could potentially save lives in case of 
a catastrophe. 

As you work to answer the questions 
listed above, remember that it all comes 
with the caveat that it is vital to work with 
your local, state and federal law public 
safety officials when planning any event.

What is the Assumption of 
Safety, As Event Attendees?

According to the University of Chicago’s 
Department of Safety and Security: 
“Assumptions are facts, events, or circum-
stances that are expected to occur during 

an emergency and affect the operational 
environment of the response.” Assumptions 
represent the givens in an emergency that 
we as professional event planners and our 
attendees should expect, such as having 
security and EMTs at the ready. It is the 
unexpected part that is the larger threat.

I think in relationship to the attendees at 
an event, the assumption of safety is that 
we as event organizers have considered 
their health and well-being and it applies 
to every level of the event from simple 
parking to large public entertainment 
venues. Attendees want to feel reasonably 
safe from harm and expect to be protected 
from certain things while attending. But it 
is the unexpected happenings that make 
this assumption somewhat dangerous, and 
it is why event coordinators need to look 
deeply at every facet of their operation.

Can We Step Away from the “It 
Won’t Happen Here” Mentality?

I think even in a town as big as Las 
Vegas where security is a constant 
thought, the last thing the event planners 
and management thought of on October 
1, 2017, was that a well-armed gun man 
was loading his weapons in a high rise 
hotel, planning to kill as many people he 
could at the route 91 Harvest Music Festi-
val. The shooter, Stephen Paddock, killed 
59 people. His bullets injured 422 people, 
and even more were hurt due to the panic 
during and after the shooting. This event 
was not political or even the kind of event 
that creates divisions in our society. It was 
just a concert and just another night.

So, do we need to start putting SWAT 
Teams on roof tops and have helicopters 
overhead to protect every medium and 
small-town festival across America? 
Unless things change drastically from 
our current situation and the ever-rising 
threats, that could become the norm 
instead of seeming like overkill.

A study by the National Consortium for 
the Study of Terrorism and Responses to 
Terrorism showed that deaths from terrorist 

attacks decreased significantly from 2016 
to 2017 in every major region of the globe 
except two. Sub-Saharan Africa had a 
1-percent increase, but it was the United 
States that skewed the graph significantly 
with a whopping 70 percent increase. 

The latest update from the U.S. 
Department of State’s Worldwide Caution 
travel advisories on Jan. 15, 2019, lists, 
“High-profile public events (sporting 
contests, political rallies, demonstrations, 
holiday events, celebratory gatherings, 
etc.),” as the No. 1 “soft target” extremists 
increasingly aim to attack.

The “it won’t happen here,” mentality 
should now be, “when it happens here, 
what will we do?” We need to be aware 
of our events’ surroundings, it is a must to 
meet with police and other law enforce-
ment officials to look at potential scenarios 
that could come from our location, event 
motivations and current local hot issues 
that might lead to action. Information 
and help can be found at all levels of law 
enforcement – local, state and national 
(Department of Homeland Security). 
One of the latest trends is drones that 
many agencies use to fly above events 
to monitor for potential threats. But even 
though we know that we have more 
resources than ever at our disposal to 
prevent threats, the truth is, we will never 
go back to the days when all you had to 
have at an event were “Cops at the door.”

What Is Enough When It 
Comes to Event Safety?

The last four years the Three Rivers 
Festival parade in Fort Wayne Indiana 
(population approx. 280,000) has had its 
route closed off by large city dump trucks, 
in order to create a safe zone, which 
has put the public and the authorities 
a bit more at ease when it came to the 
city’s largest yearly festival. And since 
the Boston Marathon Bombing in April 
of 2013, bomb-detecting dogs and 
explosives technicians have walked the 
two-mile parade route, scanning for 
anything that might be a potential hazard 
to the citizens gathered on the sunny July 
morning the parade is held. 

Using the dump trucks is a low-cost, 
efficient way to stop a speeding motorist 
who might breach the parade route for 
whatever reason. Whether it is because 
their vehicle is out of control due to a 
health issue, they simply are not paying 
attention or they have bad intentions, like 
the 34-year-old man who barreled his 
car into eight people he believed were 
Muslim on April 23 in Santa Clara County, 
California. A great and open relationship 

This article is meant to take a deeper 
look at something that currently affects 
fairs, festivals, concerts and organized 
gatherings of all kinds - the security and 
well-being of its volunteers, participants 
and attendees. 
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with law enforcement, with constant 
communication before and during the 
event, along with a mindful approach to 
planning and managing an event itself 
will answer the “What is enough when it 
comes to event safety,” question.

Fort Wayne Indiana’s deputy police chief, 
Martin Bender, a seasoned 35-year veteran 
law enforcement official who is in charge of 
special events, has worked with a gamut of 
other agencies over the years -- the secret 
service, FBI and Homeland Security to 
name a few. He has been trained in event 
security and crisis event management and 
his experience and training make him a 
perfect resource when it comes to planning 
the Three Rivers Festival. The number 
of police needed for this nine-day yearly 
celebration is staggering for a city like Fort 
Wayne. Police staffing for the opening-day 
parade has the highest cost, exceeding the 
music/concert venue, food sales, shopping 
and carnival area. 
• During the Parade: (Besides command 

staff) 8 sergeants, 28 uniformed officers 
and 8 bike officers. The parade route 
is two miles and the parade lasts two 
hours long. (This police number does not 
reflect Homeland Security or state and 
local bomb techs, ambulances and quick 
response EMTs on site).

• After 7 p.m. Each Night of the Festival: 
Depending on the day of the week and 
expected attendance, the police numbers 
are anywhere from two sergeants, six 
uniformed officers and six bike officers to 
five sergeants 10 uniformed officers and 
16 officers on bikes. 

And that’s only the first layer.
Layer two is the perimeter of the carni-

val - music and food area (in the weeds, 
so to speak). There is the neighborhood 
response team of seven to 14 officers 
trained to recognize and confront any 
potential gang activities or similar threats. 

Then there is another layer in a secure 
location two blocks away where a SWAT 
team with another seven to 14 members 
are on alert, waiting to quickly respond to 
our location if any threat or action deems 
necessary to dispatch.

These well-trained professionals are in 
addition to the six to 10 off-duty officers 
hired by the festival that we would common-
ly describe as those “Cops at the door.”

They all have their independent jobs to 
perform, but at a moment’s notice they 
act accordingly and swiftly together, as a 
team, to handle most things that can come 
our way.

Not all events will have the money or 
cooperation from their local municipalities 

to create the operation described above. 
Many of us can create a plan on a different 
scale based on event size, attendance 
and available funds. Fort Wayne’s Three 
Rivers Festival 2019 police budget is 
roughly $60,000.00. In addition, the cost 
the police department absorbs to help 
cover the event is approximately another 
$45,000 according to Bender.

What Changes Can We Make 
Now to Start Protecting Better?

The first step to protecting our attend-
ees better is communication. Organizers 
must have serious, informed conversations 
with local law enforcement and have a 
relationship with those officials that breeds 
new ideas and approaches. 

They must inform them of hours of 
operation, the events’ chain of command 
and the specific steps they should follow 
in terms of communication if a problem 
arises. If the event is serving alcohol, they 
must provide officials with as much infor-
mation as possible. Event planners should 
provide the amount of alcohol served in 
past years along with attendance, as well 
as any specific rules or guidelines the 
service staff has been instructed to follow 
in terms of limits or how to and when to 
cut someone off. This will help security 
and your staff be on the same page in 
case an unruly customer objects to being 
cut off or asked to leave. Confusion 
between those working an event will only 
exacerbate an already volatile situation.

Organizers can make their events safer, 
and therefore better, through education. 
Attending an International Festival & 
Events Association convention and taking 
the time to become a Certified Festival 
and Event Executive are musts. Creating 
relationships with your IFEA peers, 
listening to what they have to say and 
asking relevant questions will help make 
you an informed source.

Other ways to up your game:
• Attend and evaluate other events in and 

out of your area, look for ideas just maybe 
someone is doing it smarter and better.

• Consider how you can use donations, 
sponsorships and grants to be effective. 

In most circumstances local law 
enforcement is not required to police 
an event. The costs of security (police, 
fire and emergency medical aid) in most 
cases is your responsibility. You won’t 
find a newspaper headline that reads, 
“Police have too much money and don’t 
know how to spend it!”

• Take advantage of the knowledge 
and materials that the Department of 
Homeland Security has to offer. Big or 
small, these well-produced materials 
can help your event.

• Understand that there are some bad 
people out there and they may not look 
any different than your average event 
guest. They might just be someone 
who lacks the attention they think they 
deserve or could be suffering from a 
mental or social disorder that out of 
their control. 

In summary, being smart and well-trained 
event professionals who employ smart, 
well-trained staff members, volunteers and 
law enforcement officials will only help to 
reduce the risks at events. You can never 
do too much when it comes to preparation 
and safety, and there are no measures that 
are overzealous in today’s world. 

Jack Hammer has been the Ex-
ecutive Director of the Three Rivers 
Festival, Indiana’s second largest 
festival, for nearly a decade. After 
20 years in radio and television, 
Hammer already had a plethora of 
event planning experience setting 
up concerts and live feeds at large 
festivals. He was also well-known in 
the community he grew up in and that 
allowed him to seamlessly move into 
his current position as a leader of a 
festival that was struggling at the time 
and close to ending. Needless to say, 
the festival has flourished since and it 
is now in its 51st year. Hammer looks 
forward to the festival’s future, one he 
believes can keep growing every year, 
and loves being involved with the 
community by leading something that 
is so close to that community.

Attending an International Festival & 
Events Association convention and  
taking the time to become a Certified 
Festival and Event Executive are musts.
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CREATE 
INSPIRING 
EVENT 
EXPERIENCES

psav.com
877.430.7728

You have a story to tell, and we can help you tell it. Our highly trained professionals are 
passionate about delivering exceptional experiences. We are focused on every aspect of your 
event, from planning to execution, to help bring your vision to life.

Understanding Your Needs
Through listening and understanding your goals, we align our resources and solutions to ensure 
your unique event blends creativity and innovative technology for an inspiring experience.

Prepared for Anything
We orchestrate more than 1.5 million meetings a year and understand how to bring dynamic 
events to life. From boardroom to ballroom, we’re ready to do what it takes to ensure you have  
a successful event.

Unmatched Resources
Tap into our more than 9,000 highly skilled professionals, more than 40 production branches,  
and our personalized service to help create your event experience.

https://www.psav.com


AND RELEASE
BLESS

“In the end only three things matter - how much you 
loved, and how gently you lived and how gracefully 
you let go of things not meant for you.” – Buddha

This quote has always reminded me of Babciu, my 
maternal grandmother. Widowed at 40-years-old, she 
single-handedly raised my mother and her five siblings, 
my Aunt Joan being 2-years-old. As an immigrant from 

Poland, she had an 8th grade education and worked in the mills 
of Fall River, MA. When she married and had her children, her 
focus was on their education. She prized education.

At 4’11, this statuesque woman served as a role model in our 
family. My Aunt Joan gave her a Father’s Day card every year. We 
spent our summers in Rhode Island and had the opportunity of 
living three doors down from her. My siblings and I were at her 
home incessantly. 

Babciu’s home was always warm and cozy featuring the smell 
of her delicious Polish cooking. She invented the “Polish hamburg-
er”- stretching one pound of ground beef to feed the 20+ guests 
who unexpectedly stayed for dinner. Featuring peppers, onions 
and breadcrumbs, they were delicious! She would host summer 
“dance parties” for me and my cousins. She had a passion 
for swimming in the moonlight and would take us for midnight 
swims after we watched The Lawrence Welk Show and The 
Honeymooners! She made cleaning and chores fun. She raked 
the beach every day trying to rid it of seaweed, a Sisyphean task. 
And we loved helping her! Babciu appreciated life and her family.

Below I offer advice she graciously shared with us which 
seemed so “simple” at the time.

These are YOUR Happy Days.
Whether we approached her with a broken heart, skinned 

knees, a disagreement with a friend or anger at a sibling, she 
would pull us into her soft, cozy arms, rocking us as the sang 
these words, “These are your happy days.” She smelled like 
wild sweet pea flowers and salt water. After what she had been 
through, she was committed to enjoying every minute of life with 
her family and dear friends. 

Bless and Release.
Regarding relationships, do your best to avoid people who 

drain your energy. This is, quite simply, the last thing you need in 
your life. It will affect your productivity, energy level, confidence 
and spirit. She had a deep faith and was committed to seeing 

the best in people but would not waste time with negativity or 
laziness. She did not judge.

 
Begin. 

Just start. Sit down for 20 minutes with your summer reading 
or project. Give yourself a break, then sit again. You feel 
accomplished and motivated when it’s done and ready for “next.”

Life is Too Short to Make the Bed.
Don’t worry about the dishes in your sink, unfolded laundry and 

an unmade bed. There will be days you just can’t get everything 
done so don’t get trapped in the minutiae. Live YOUR Life! 
Collect seashells.

Save Everything!
When you throw something out, you will look for it! It has 

proven true that as soon as I do toss something, I am looking  
for it or a co-worker inquires – “Do you still have that brochure 
from 1995?” 

There is No Better. 
There will always be people smarter, better looking and more 

affluent than you – yet no one is “better” than anyone else. Do 
what you can, with what you have, offering your best. Enough said.

While Babciu was not aware of the quote by Buddha, she 
would have certainly embraced it. Her life experience offered her 
great wisdom and she was not easily intimidated. She mastered 
the art of wearing support hose with flipflops (while raking the 
beach!) as she confidently executed her own sense of style. 

Bless and release! These are YOUR happy days! Na zdrowie! 
(Cheers and God bless you in Polish)

Gail Lowney Alofsin is a keynote speaker, author, adjunct 
professor, humanitarian and business executive. Her busi-
ness and personal growth book, YOUR Someday is Now 
– What are YOU Waiting For? has raised over $42,500 for 
several non-profit organizations since it was published in 
April 2014.

A lifelong learner, Gail believes that we all have the capability 
to be a leader in our own lives, influencing the lives of others 
to positive peak performance and success. Contact Gail at 
401-640-4418 or gail@gailspeaks.com.

These are YOUR Happy Days!

WITH GAIL LOWNEY ALOFSINLEADERSHIP AT ALL LEVELS 
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What year was your company 
established? 
2009

How many employees does 
your company have?
22 full-time employees. 

What areas do you serve with 
your product/service?
Saffire has over 500 clients nationwide. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
Saffire empowers hundreds of clients with 
beautiful, unique and engaging websites, 
and integrated SaffireTix ticketing. The plat-
form includes online, advance and box office 
sales, all with amazing real-time reporting. 
Saffire’s Spark content management system 
makes it easy to control yourself and get 
unlimited help when you need it. We include 
social media, email marketing, texting and 
ecommerce to fuel your success. 

You get amazing, real-time reporting on 
desktop and mobile, as well as nightly emailed 
reports, and it’s all integrated with Saffire. 
You work with a partner you trust, and your 
customer gets a streamlined, safe experience.

Our clients freakin’ love us and you will too!

What sets your product/service 
apart from your competitors?
Saffire is the only company to offer 
completely integrated website, ticketing and 
RFID services. One provider for all three 
technology services means less stress for 
event managers!

How/why did your company/ 
product/service get started? 
Since our company’s inception in 1998, 
we’ve worked with several global companies, 
including KEEN Footwear, Jeep, Panasonic, 
Intel, Nike, Chrysler and Frito Lay. We’ve 
built many successful marketing strategies, 
and have been fortunate to win numerous 
awards and change the lives of many clients. 

We’ve been told we have a “secret sauce” 
of a fantastic product paired with exceptional 
customer service, and we’re thrilled to share 
it with industries we love. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
This year, Saffire launched a new innovative 
Cashless Payment System: Blastpass. 
BlastPass is a cashless RFID wristband or 
card that grants guests access to certain 
entrances or areas and acts as an electronic 
wallet at your event, without the hassle of 
using a credit card, cash or tokens. Unlike 
other solutions, BlastPass can be run without 
loads of expensive equipment, and it doesn’t 
even require an internet connection! 

Why use Blastpass?
• Increase revenue by 30%
• Receive real-time reporting data on sales, 

customer spend, gate monitoring and more
• Reduce transaction times & long lines
• Run the system completely offline – no 

internet connection required
• Refill wristbands and cards at multiple 

stations so your guests never run out of 
credits

• Manage alcohol services by flagging 
underage customers

• Refund unused credits after event ends
• Enjoy unlimited training & support

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Check to make sure the companies you are 
considering have experience working with 
other events & festivals. It makes a huge 
difference to partner with people who know 
your business. 

What is your company’s 
customer service philosophy?
We value building relationships with 
our clients – making them feel heard 
and empowering them to feel smart and 
successful. We treat our clients like family!

CASSIE DISPENZA  
Senior Partnerships & Marketing 
Director

SAFFIRE
248 Addie Roy Road 
Austin, TX, 78746 USA 
512-430-1123
cassie@saffire.com
Saffire.com

How many years have 
you been with your 
company?
8 years

What are your favorite 
festival foods? 
Roasted Corn on the Cob.

What do you like to do to 
relax?
I walk my dog or spend time 
baking.

What is the name of the 
last business book you 
read?
Wise Guy by Guy Kawasaki

What is the name of 
the last movie you 
watched?
Spiderman: Far from Home  
(My husband loves the Avengers!)

EXHIBITOR SPOTLIGHT

http://www.saffire.com
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What year was your company 
established? 
2018

How many employees does 
your company have?
5 

What areas do you serve with 
your product/service?
National, 48 continental states

How many festivals and events 
do you work with on an annual 
basis?
20 and growing

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
Have Big Ideas? Want to make a Big 
Impression at different locations? Let social 
media do it’s magic using Your-Type 3D 
Event Letters! Our letters/shapes can go 
virtually anywhere indoors or out. All while 
being incredibly durable and easy to move 
in seconds (literally!)

Your-Type 3D Event Letters engage crowds 
and turn participants into passionate 
advocates, creating a win win for everyone! 
Today’s ever popular ‘selfie’ is taken to the 
next level with our event letters that are 
available for rent or purchase nationwide.

How/why did your company/ 
product/service get started? 
A traditional sign company that worked 
nationwide since 1996, we were looking 
at different markets we could serve and 
become more focused on one unique type 
product. We tried it with making 8ft tall 
‘SKOL’ letters for our Minnesota Vikings in 
2017 when they were making the Super 
Bowl push and recieved an overwhelming 
response. We spent 2018 attending different 
conventions and testing out market places 
we felt were a fit and in 2019 it was full 
speed ahead with 3 target markets identified 
in Live Events, Tourism and Schools. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
In March we launched our ‘Shapes’ division 
and have been doing primarily state shapes. 
With the ability to do shapes with letters 
has opened the door to another price point 
for virtually all venues that previously maybe 
didn’t have the budget for ‘10 or more letters’ 
if their event had a lot of letters. Shapes can 
have their info on them in vinyl at a lower 
price point while offering another level of 
engagement with the event participants. 

What sets your product/service 
apart from your competitors?
20 years of manufacturing experience has 
engineered this one of kind product. Easy set 
up, portable/modular; can be left outdoors 
for years but yet be placed inside in a matter 
of minutes if you wanted; stable lightweight 
aluminum construction; durable indoor / 
outdoor use; add weights to hidden access 
panel; all letters, numbers & punctuation 
available. Custom fabrication upon request. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Everyone is looking for the ‘thing’ that sets 
them apart from other events. Adding our 
product to your event takes your hard work 
to another level. Everyone that uses them is 
amazed on how easy they are to set up/use 
while being as stable and durable as they are. 

Make sure you find out what other 
companies product is made from and how 
it is proven to hold up to the conditions of 
your event. Not all things are created equal. 

What is your company’s 
customer service philosophy?
Having had another company for the past 
20+ years we know that it only takes one 
bad experience to wipe out all the good that 
has been done. You will be working with the 
direct persons involved with your order so 
you know it will be a successful experience.

TODD HOFFMAN 
Founder

YOUR-TYPE 3D EVENT 
LETTERS
4970 Service Dr
Winona, MN 55987 USA 
507-961-6784
contact@your-type.com
your-type.com

How many years have 
you been with your 
company?
Since conception, 2018.

What are your favorite 
festival foods? 
Funnel cakes, roasted corn and 
kettle popcorn. 

What do you like to do to 
relax?
Partake in our daughters’ activities.

What is the name of the 
last business book you 
read?
Handmade-Creative Focus in the 
Age of Distraction

What is the name of 
the last movie you 
watched?
A Star is Born

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
July, 1987

How many employees does 
your company have?
Usually between between 5 and 9. 

What areas do you serve with 
your product/service?
With everything we do as Video Ideas and 
our PointsMap Product we have done work 
nationally and some international. 

How many festivals and events 
do you work with on an annual 
basis?
Usually 5 or more. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
The PointsMap app is the best app for your 
festival or event. Your app is customized 
specifically for your event with your logo, 
photos and, colors. It puts your entire event 
in your visitor’s hands and helps them to 
discover what to see and do, plan before 
leaving home, highlight and mark their 
favorites, locate exactly where they are and 
navigate the event using GPS. The app is 
EASY to DEVELOP using a Desktop Interface. 
Changes can be made and INSTANTLY sync 
with your app so the details are ALWAYS UP 
TO DATE. The app records every hit and every 
point that is visited on using your Desktop or 
you app so it provides Valuable Metrics for 
you, your vendors and artists. You can build 
the points in your app yourself or it can be 
turnkey and we will do all that for you. You app 
is available from the Apple and Google Play 
App Stores and is quick to find and download. 
It is reasonably priced after your event, it can 
be turned off and stored with all your data so 
that it can be turned back on the next year 
and all the details from you event are there, 
so all you have to do is update the changes 

and additions and your app is ready to use. 
You have the option of having your app can 
be active all year so it can be used for multiple 
festivals and events - or used year – round as 
an important tourism tool. 

How/why did your company/ 
product/service get started? 
We are a full media development adver-
tising agency and the PointsMap app was 
developed to offer a cost effective, easy to 
develop and easy to use solution to help 
your visitors navigate your festival or event. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Our newest solution offers you the option 
of having your app published in the Apple 
and Google Play app Stores or it can be 
used by opening a browser on the users 
phone and entering a URL to open a 
mobile version of the app without having to 
download it to their phone. 

What sets your product/service 
apart from your competitors?
The PointsMap app is Very Affordable, Easy 
to develop and make instant changes and 
easy to use for your visitors. Thousands 
of festival goers have used the PointsMap 
Apps nationwide. 

What is your company’s 
customer service philosophy?
Customer Service is our number one most 
important service we offer. Thousands of 
customers over 31 years prove that we are 
successful in providing what they need and 
what they want at the most cost-effective 
prices… and our solutions work for them. We 
have a history of excellent customer service. 
View the testimonials from our customers 
on the PointsMap.com website and on the 
parent company VideoIdeas.com website. 
Their words speak louder than our words.

JERRY WADDELL
President

VIDEO IDEAS / 
POINTSMAP
1100 Riverfront Parkway
Chattanooga, TN 37402 USA 
423-894-2677
jerryw@videoideas.com
Videoideas.com and PointsMap.com

How many years have 
you been with your 
company?
3.5 years

What are your favorite 
festival foods? 
Deep fried Oreos, french fries 

What do you like to do to 
relax?
Genealogy

What is the name of the 
last business book you 
read?
Facebook for Dummies

What is the name of 
the last movie you 
watched?
They Shall Not Grow Old

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
1958

How many employees does 
your company have?
32 

What areas do you serve with 
your product/service?
Most of our festival and event business is 
in the United States however, we do have 
several happy international customers.  

How many festivals and events 
do you work with on an annual 
basis?
We work with hundreds (500+) festivals, 
fairs, and special events each year. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
We are a full-service team that brings your 
ideas from conception to completion while 
guaranteeing the best quality available.  
We design, manufacture, and install 
breath-taking decorations. Our designers 
work closely with you to transform your 
dreams into creative and eye-catching 
decorations that not only beautify your 
event, but help tell your story. Through color, 
design, and movement, your event décor 
sends a message to your audience, your 
participants, and your volunteers about 
who you are and why you’ve gathered to 
celebrate. Our staff includes experienced 
and respected event professionals, talented 
artists, and skilled crafters, all dedicated to 
you and your festival or event’s success.

How/why did your company/ 
product/service get started? 
dfest ® was introduced to the festivals 
& events industry at the 2007 IFEA 
Convention in Atlanta. Those who had been 
doing business with us prior to the addition 
of dfest ®, already appreciated Dixie Flag 
and Banner Company’s lasting reputation 

for being an intrinsic asset for helping 
events succeed. With dfest ®, we are not 
only reinforcing our commitment to the 
success of our customers, but we are also 
committing ourselves to improving the entire 
festival and events industry.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Upon feedback from members of the special 
events industry, we have added a range of 
cost effective, free standing signage that is 
easy to set up, store and transport. 

What sets your product/service 
apart from your competitors?
At dfest ®, we design banners, signage, and 
custom décor so that it has the flexibility 
to be updated and re-used year-after-year. 
Instead of discarding and reprinting your 
banners each time an element changes, 
dfest ® designed products allow variable 
information, like sponsors and dates, to be 
removed and added. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
We have a strong belief that decor can 
directly affect the success of an event. 
Whether your event is indoors or outdoors, 
decorations set the mood, attract attention, 
create excitement, enhance the event’s 
theme, and reinforce its uniqueness. 

What is your company’s 
customer service philosophy?
Our commitment and dedication to 
providing great service and quality products 
has been the foundation for our long-lasting 
relationships in the events industry. We are 
not trying to be everything for everyone, 
just everything you, our customer, needs 
us to be.  We are experts at helping our 
customers define their needs and then, and 
only then, executing a plan for success.

RUDY MARTINEZ
General Manager

dfest ®

1930 N Interstate 35
San Antonio, TX 78208 USA 
800-356-4085
rudy@dixieflag.com
Dfest.net

How many years have 
you been with your 
company?
18 years

What are your favorite 
festival foods? 
There are too many! Baked 
oysters, chicken-on-a-stick, 
strawberry shortcake, jalapeno 
cheese bratwurst, and BEER!

What do you like to do to 
relax?
Kickboxing and fishing, but not at 
the same time.

What is the name of the 
last business book you 
read?
HBR’s 10 Must Reads for New 
Managers

What is the name of 
the last movie you 
watched?
Avengers Endgame

EXHIBITOR SPOTLIGHT

30  IFEA’s ie: the business of international events Fall 2019

www.dfest.net
mailto:rudy@dixieflag.com
www.dfest.net


What year was your company 
established? 
1962

How many employees does 
your company have?
10 Full Time staff. 40-50 Event staff. 

What areas do you serve with 
your product/service?
We serve a global clientele. 

How many festivals and events 
do you work with on an annual 
basis?
50+ 

What is your ‘elevator pitch’ 
and/or slogan 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. 

How/why did your company/ 
product/service get started? 
In 1962 entrepreneur James Thomson (IFEA 
Hall of Famer) began building 3D displays for 
department stores. He met Jean Gros, former-
ly of Macy’s, and purchased his inventory and 
embarked on this journey of balloons. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Optimus Prime, My Little Pony, Mr. 
Monopoly and new Angry Bird.

What sets your product/service 
apart from 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. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
“Make a Big Impression! We do big better 
than anyone.”

What is your company’s 
customer service philosophy?
We Strive to consistently provide… 
Creativity, Quality and Excellent Customer 
Service. By listening, we will pay individual 
attention to our customers varying needs 
and to enthusiastically find and provide 
solutions to ensure outstanding success for 
our clients. We make it easy for you!

STEVE THOMSON
President

DYNAMIC DISPLAYS
8470 Wyoming St. #2024 
Dearborn, MI 48126 USA
519-254-9563
steve@fabulousinflatables.com
www.fabulousinflatables.com

How many years have 
you been with your 
company?
29 + Part time before

What are your favorite 
festival foods? 
Chili Dogs – Street tacos

What do you like to do to 
relax?
Play with my Kids!

What is the name of the 
last business book you 
read?
The Bible. Best business and life 
advice ever!

What is the name of 
the last movie you 
watched?
The Longest Day – About the 
D-Day Invasion

EXHIBITOR SPOTLIGHT
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Is your town celebrating an upcoming 
big anniversary? Perhaps your heritage 
event is in need of a mini makeover? Or, 
like the City of West Palm Beach, is there 
a dividing issue pitting residents against 
each other? Whatever the situation, pairing 
local artists and nonprofits at your events 
can bridge gaps, strengthen programming 
and put unity in your community.

Possibly because of the City’s close 
proximity to the “Winter Whitehouse” 
and/or just in line with a countrywide 
trend, 2017 resulted in an unprecedented 
number of protests in our City. From 
November through spring, groups were 
applying weekly to voice their concerns 
about different topics. Mayor Jeri Muoio 
designated the City of West Palm Beach 
as a “City of Kindness” and issued a 
challenge to all who live, work and play 
within the city to perform random acts of 
kindness daily. At the same time, we were 
determining what fabulous art installation 

we should provide for Summer in Paradise 
2017. We pondered bringing in another 
regional or international exhibition, but 
there was an overwhelming feeling that 
we needed to reach back out to our 
community. We needed to take some 
action to put unity back in our community. 
Staff recalled a video seen on Facebook 
created by the Canadian grocery store, 
Crave More, whose mission was to get 
their country to “eat together” because so 
much good happens when we do. The Eat 
Together video inspired the 2017 Summer 
in Paradise art installation, Aesop’s Tables.

The concept for Aesop’s Tables was to 
provide 25 picnic tables for Palm Beach 
County artists to paint, each representing 
a Fable. Aesop’s Fables are timeless short 
stories about how to be good people. Each 
table would be then paired with a Palm 
Beach County non-profit organization and 
auctioned live at the Summer in Paradise 
closing event with all proceeds benefiting 

the nonprofits. Installed on the Great 
Lawn of the West Palm Beach waterfront, 
Aesop’s Tables would be the centerpiece 
of all of our Summer in Paradise activities. 
From June through August the community 
would come together at the picnic tables, 
each a work of interactive art encouraging 
discussion.

The setting for this summer-long al 
fresco adventure included nightly music, 
pop-up performances, storytelling, games 
and activities. Downtown restaurants and 
merchants offered take-out specials to 
enjoy around one of the Aesop Tables. 
Visitors were able to tour each Aesop 
Table to enjoy their creativity, meet new 
friends and old, and submit an online 
vote for their favorite Aesop Table. On 
certain nights “table hosts” engaged the 
crowds with conversation, starter games 
and awarded game winners with prizes 
provided by the city. Aesop’s Tables 
were also promoted as the centerpiece 

IN YOUR commUNITY

CREATE EVENTS THAT PUT

UNITY

By Angela Poco
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for 19 events staged on the West Palm 
Beach Waterfront including 4th on Flagler, 
Clematis by Night, Screen on the Green 
and Sunday on the Waterfront.

The City’s Art in Public Places Program 
funded the artists’ fees and supplies and 
coordinated the artist selection process. 
Nineteen amazing local artists were 
selected to hand-paint the 25 picnic tables 
illustrating the timeless fables. The 25 
selected nonprofit organizations ranged in 
size from tiny one-person start-ups, such as 
Children Seen and Heard, to large umbrella 
organizations such as the United Way and 
Nonprofits First, whose overall goal is to 
assist all Palm Beach County charities. The 
organizations represent 25 different causes 
including cancer research and support, 
feeding, housing and dressing the needy 
for success, and providing college schol-
arships for worthy high school seniors. The 
only commitment required of the nonprofits 
was to promote Aesop’s Tables at Summer 
in Paradise to their membership throughout 
the summer via social media, emails, 
websites, etc. This promotion was mutually 
beneficial as the more fans and followers 
saw the nonprofit’s table, the more likely 
the organizations would have many bidders 
at the finale auction.

The Aesop’s Tables artists and 
nonprofits were paired and encouraged 
to meet each other at a pre-summer 
painting party on the West Palm Beach 
Waterfront held several days prior to the 
Aesop’s Tables debut. The majority of 
the nonprofits stopped by to watch their 
artists paint, interview them for “Facebook 
Live” moments, and take pictures to 
post on their social media sites. The 
tables were unveiled in all of their vibrant 
glory at the City’s weekly Clematis by 

Night event. All 19 artists were present 
and each of the 25 nonprofits sent at 
least one representative. It was a proud 
moment when the tarps were lifted, and 
the community immediately admired and 
engaged with the tables.

The purpose of Aesop’s Tables was to 
build unity throughout our community and 
encourage friends and soon-to-be friends 
to get together, share stories and ‘break 
bread’ with each other. Just as Aesop’s 
Fables have reached across centuries, 
continents and cultures, Aesop’s Tables 
brought together a diverse community for 
light-hearted fun on the beautiful West 
Palm Beach Waterfront.

In planning and executing Aesop’s Tables, 
the City developed a blueprint for pairing 
nonprofit agencies and artists to success-
fully work together that could certainly be 
followed by other events. In fact, a communi-
ty organizer in Chillicothe, Ohio saw a 
news clip on Aesop’s Tables and called for 
details on how to produce a similar activity 
in her town. Following our suggestions her 
community successfully produced their own 
Aesop’s Tables in June 2018, raising more 
than $50,000 for nonprofits.

Blueprint for Forming 
Partnerships that Create Event 
Success 

1. Solicitation and Selection of 
Nonprofit Organizations: 
We were specifically interested in Palm 

Beach County nonprofit organizations 
with the first preference given to those 
that were West Palm Beach-based. The 
process started with the development of an 
online application which included a clear 
explanation of the promotion, expectations 

for participants, request for basic contact 
information and statement of marketing and 
public relations methods that the nonprofits 
would use to promote Aesop’s Tables. All 
nonprofits were required to submit proof of 
their 501(c) (3) status. A tiered selection 
process was used with first preference 
given to City-associated nonprofits, second 
preference to West Palm Beach-based 
nonprofits and final priority to Palm Beach 
County nonprofits.

    Top Tips: 
1. Keep the application as clear and as 

simple as possible. 
2. Be very specific with expectations. 
3. Research the agencies to ensure 

they have the resources to handle 
the commitment.

2. Solicitation and Selection of Artists: 
We were fortunate that the City’s Art 

in Public Places Committee adopted 
Aesop’s Tables as an official project, 
provided funding and staff resources to 
manage the artist selection process. The 
online application required the artists 
to select a fable, provide a narrative as 
to why they chose that story, images 
depicting their proposed artwork and a 
resume. The AIPP Committee reviewed 
all applicants and made their selections. 
Artists were provided a $1,100 stipend 
and the picnic tables. The application 
detailed what materials and assistance 
the City would provide and what was 
expected of the artists. A timeline was 
included with the required dates for 
submissions and attendance at events and 
meetings. Additional terms defined the 
legal issues regarding the artists’ transfer, 
waiver and release of rights.
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    Top Tips: 
Pitch your idea to your municipality’s 
AIPP Committee, if available, for 
adoption and funding. They usually 
have large databases of artists to solicit, 
their involvement gives credence to the 
program and excites and challenges 
artists to be involved.

3. Establishment, Assisting and 
Management of Individual Partner-
ships Between Artists  
and Nonprofits: 
When pairing the nonprofits and artists 

we looked holistically at many criteria 
including the size of the nonprofit organi-
zation, artists’ involvement in similar team 
projects, and past or current relationships 
between participants. We didn’t have 
any experience with some of the artists 
and smaller nonprofits. We endeavored 
to pair our larger, stronger nonprofits 
with the artists we hadn’t worked with 
previously and vice versa. This decision 
was fundamental to the success of the 
project. 

Continuous staff involvement and 
follow-up were also critical with one 
person assigned to message all 
information and act as the liaison to both 
groups. Additionally, a mandatory meeting 
provided all participants with instructions 
regarding the auction process and 
promotion of the live auction.

    Top Tips: 
1. Appoint a strong liaison who is not 

afraid to get in the middle of possible 
drama. We had some complaints on 
both sides with partners not meeting 
at designated times, not providing 
information, etc. 

2. Encourage sharing and dialogue 
between all groups. A collaborative 
Dropbox account where the partners 
could post their photos proved to be 
very successful. 

3. Create communal activities that 
strengthen the partnerships. The 
table painting party was a terrific ice 
breaker that allowed the partners to 
meet and communicate easily. 

4. Remember the types of groups 
you are dealing with. Nonprofit 
agencies are driven by their Board’s 
direction and priorities can change 
on a monthly basis. Nonprofits 
also produce their own fundraising 
events and may save their “asks” for 
volunteers, auction bidders, etc. for 
their own initiatives. Also, nonprofits 
have established sponsors and 

media partners of their own. Be clear 
that these efforts are all executed 
from the event team. We had one 
nonprofit invite their competing 
media sponsor to the Auction 
Meeting without advising staff. 

5. On the flipside, artists are not event 
experts. Communicate clearly and 
often to meet your deadlines and 
expectations. Always pay your artists, 
respect their profession and do not 
treat them like volunteers.

4. Management of Logistics: 
The City was the logistics leader. We 

provided the picnic tables, space to 
paint and sealed the tables after painting. 
Handling these details ourselves ensured 
that we had sturdy, consistent tables, 
control over the timeline and deadline for 
completion of the tables, easy access to 
all of the tables for public relations efforts 
and the proper sealant to protect the 
tables from weather. We provided staff 
and security on site to protect the tables. 

    Top Tips: 
1. The more materials and resources 

you can provide the better you can 
control the outcome. 

2. Be clear what you are providing and 
what is expected of the partners. 

3. Protect the art.

5. The Fundraising Component: 
We set a minimum bid price of $250 

per table knowing that this was a low 
amount, but as a first-year event we 
wanted to ensure that every table received 
bids. Each nonprofit was requested to 
provide an advance bid of at least $250. 
The City hired a professional auctioneer 
and partnered with United Way to run the 
auction and process credit card payments. 
Table winners could use a provided 
transportation vendor for an additional fee 
or pick up their tables the following day. 

    Top Tips: 
1. Ensure the minimum bid by 

mandating that the nonprofits provide 
a credit card in advance. While 
some of the nonprofits enticed their 
membership and had high bidders 
at the live auction, several did not 
have a minimum bidder. Thankfully, 
a local community group operated 
a “gofundme” account in advance 
and came prepared to buy eight of 
the tables which have since found 
homes in public spaces throughout 
downtown West Palm Beach. 

2. Each nonprofit should be responsible 

for accepting their own payments 
onsite in whichever form they 
choose. Using United Way to 
process all payments required the 
other nonprofits to pay a small 
processing fee and was limited to 
credit card transactions only.

6. PR and Marketing: 
Overall public relations and  

marketing activities were handled by  
the City. Individual nonprofits and artists 
were encouraged to post to their social 
media accounts and share the event’s 
postings. The partners were required to 
send any media requests to the City’s 
PR team. Numerous media stories ran 
on specific artists and the collaboration 
between the artists and nonprofits. 
Nonprofits and artists were promoted 
extensively through all event collateral 
(posters, mailers, newspaper ads, etc.) 
onsite signage, and website presence 
including an online voting site for favorite 
Aesop’s Table. 

    Top Tips: 
1. Request bios from all artists. 

Determine what is unique about each 
artist and pitch these as stories. We 
paired one of our artists with a local 
animal rescue facility. Little did we 
know that this artist had adopted 
a pet from the agency and the dog 
was the inspiration behind his choice 
of Aesop’s Fables: The Dog and its 
Shadow. The media ate this story up. 

2. Make it easy for the media to reach 
the artists in action. By providing 
the communal painting location, the 
media could capture all of the artists’ 
work at once and interview several at 
one time. The media also observed 
that the artists had created a little 
community amongst themselves 
which was a nice story inclusion. 

The easiest events to produce are those 
over which you have the most control, and 
ultimately the control of most outcomes. 
The most difficult yet worthwhile events 
require that the community play a signif-
icant role, and success is built together. 
Partnering local nonprofit agencies and 
artists at events is an outstanding way to 
put UNITY in your commUNITY.

Angela Poco is the Community 
Events Supervisor for the City of 
West Palm Beach in West Palm 
Beach, FL.
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In his advice book, ‘Don’t Sweat the Small Stuff’, 
author Richard Carlson says ‘Don’t struggle against the 
natural flow of experience’. That bit of instruction could 
be the storyboard for Chuck O’Connor’s early work life.

Born in southern Michigan, the eldest of eleven 
children, Chuck’s early ‘flow of work experience’ found 
him in various unrelated professions, from managing 
a production line at an aluminum anodizing plant, to 
running the front desk of a Holiday Inn, to selling special-
ty coatings for Allied Chemical Corporation. Finally, he 
became a partner and sales manager for a tennis court 
& running track surface coatings company in the Detroit 
area throughout the late ‘70’s. 

But that all changed when he married his wife, Gail, in 
1980 and made the BOLD CHOICE to sell his share of 
the business back to his partners, and pick up, re-locate, 
and start all over in beautiful northern Michigan.

Key takeaway: “Learning what you DON’T want to do 
for a living is as important as finding your true calling!” 
For Chuck… it was marketing, negotiations and SALES!  

Enter – the crazy world of MEDIA! Hired by a local 
radio station in 1981, Chuck hit the streets as a radio 
rep, selling 30-second spots to retail customers in 
Traverse City, Michigan. After three years of learning the 
ropes, he was offered a sales position at the local NBC 
television station. That led to a promotion to General 
Sales Manager, followed by a better offer from a bigger 
CBS station, where he managed sales and also directed 
their affiliate national spot sales effort. Times were good!

Meanwhile, Chuck and Gail had started their family, 
and Chuck’s job-related travel lost its appeal. In 1993 
- with two young sons - Chuck took another chance 
and joined the National Cherry Festival as its Marketing 
Director, charged with developing a sustainable 
corporate sponsorship platform. At the Cherry Festival, 

Chuck O’Connor, CFEE 
Principal Consultant

Event Marketing Group, LLC
Traverse City, MI, USA

the honor of a lifetime

2019I F E A
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negotiating partnerships to the mutual 
benefit of the Festival and its sponsors, 
played right into his wheelhouse. But he 
would need to learn the business…. His 
early career path resembled anything BUT 
the Festivals & Events industry. 

Chuck credits much of his education and 
success in the sponsorship business to the 
excellent networking opportunities through 
IFEA and IEG conferences. He also honed 
his presenting skills through Dale Carnegie 
training courses. He was an early CFEE 
program graduate, and as he became more 
proficient, he gave back by conducting 
sponsorship and onsite marketing presen-
tations and webinars for IFEA, IEG, MFEA, 
Chambers of Commerce, and numerous 
festivals and events across the country. 
In 2008, Chuck taught the sponsorship 
section of the then newly-developed CFEE 
FastTrack program to a group of festival 
representatives in Honolulu, which the 
Hawaii Tourism Authority had assembled to 
help re-invent and grow their businesses.

Over the last 25 years Chuck tried 
to maintain continuity as the Cherry 
Festival grew and evolved under 5 different 
executive directors, each with unique visions 
for the organization. He grew sponsorship 
investment to over one-million dollars 
annually, helping to ensure that the traditions 
of the nearly 100-year-old festival, driving 
tourism and commerce, would endure.

At the same time, he acted as a key 
liaison to the cherry industry - something 

that he was proud to do, especially 
because he and his family lived in the 
heart of Leelanau County’s cherry-growing 
region. Both of his sons worked for nearly 
eight summers for a local cherry farmer, 
learning a farmer’s excellent work ethic 
and contributing to the cost of their 
college educations. And while Gail never 
worked in the industry, she sure enjoyed 
introducing family and visitors to the area 
by taking them hand-picking cherries every 
summer! To their parents’ delight, their two 
sons, now in their early thirties, were both 
blessed with daughters last year! 

In 2001, Chuck founded EMG – Event 
Marketing Group, and began consulting 
and representing a number of other 
established and start-up special events, 
leveraging his network of contacts to mutual 
benefit.  Among them: the Iceman Cometh 
Mountain Bike Challenge; the Great Lakes 
Equestrian Festival; the M-22 Challenge 
Triathlon; National Writers Series; Traverse 
City Film Festival; the Great Lakes Winter 
Trails Council; and the North American 
VASA cross-country ski race series. 

But, as satisfying as the ‘art of the deal’ 
was, it was something else that became 
more meaningful and gratifying over the 
years: Building lifelong friendships with 
the Cherry Festival’s staff and volunteers. 
During the annual eight-day event Chuck 
came to be known for his signature ‘safari 
hat’, as he rode his bicycle throughout 
the property’s venues and parade routes, 

with a smile and a wave for anyone who 
noticed. 

Through his 35 years in media & special 
events, Chuck has accumulated a wealth 
of knowledge in his specialty, which he 
continues to share. He has personally 
mentored hundreds of people from the 
attendees at IFEA and IEG conferences, 
to past and current National Cherry 
Festival employees, and to other festivals 
and sponsorship professionals, teaching 
them how he became successful, and 
where he had made mistakes.

Now retired from active duty at the 
Cherry Festival, Chuck remains connected 
as a senior consultant. In his spare time, 
he enjoys sailing, backcountry skiing, 
hiking, cycling, playing guitar, and of 
course spending time with his wife and 
new granddaughters! 

“Personally, I have known Chuck for 28 
wonderful years. He has held many roles in 
my life: mentor, friend, confidant, role model, 
boss and employee. That said, the most 
important role he plays is that of a family 
member. Chuck is the biggest cheerleader 
in our National Cherry Festival “family”.  His 
personal demeanor and contagious enthu-
siasm for work and life makes all of us strive 
to be better people. Because of knowing 
Chuck O’Connor, we are better.” (Kat Paye 
~ Cherry Festival Executive Director)

Please help us congratulate our 2019 
IFEA Hall of Fame inductee, Chuck 
OConnor, CFEE. 

The International Festivals & Events Association is pleased to announce the induction of one of the 
festivals and events industry’s finest professionals into its prestigious IFEA Hall of Fame – Chuck 
O’Connor, CFEE, Principal Consultant, Event Marketing Group, LLC, Traverse City, MI, USA

Known as the association’s most prestigious honor, the IFEA Hall of Fame recognizes those 
outstanding individuals who, through their exceptional work and achievements, 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 his industry-peers, Chuck joins the prestigious ranks of 61 
others inducted into the hall over the past 28 years. 

Chuck will be honored at the 64th Annual IFEA Convention, Expo & Retreat presented by 
Haas & Wilkerson Insurance, in Colonial Williamsburg, VA, USA, where he will be presented 
with his award during the IFEA Awards Luncheon sponsored by Eventeny on Wednesday, 
September 25, 2019.
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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: 8140.

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

https://www.ifea.com/p/industryawards/leadershiplegacy
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
http://www.ifea.com.LEADERSHIPLEGACYRECOGNITION
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BOLD CHOICES

64th Annual 
IFEA Convention, 

Expo & Retreat

September 25 - 27, 2019*
Williamsburg Lodge (Marriott Autograph Collection)
Colonial Williamsburg, Virginia, U.S.A.
*CFEE Classes September 22 - 24, 2019

Presented by

https://www.ifea.com/p/convention-and-expo/annualconvention
http://hwins.com/GoodTimes


Festivals, events, cities, tourism agencies, 
sponsors, venues, vendors and suppliers, 
all find ourselves operating in a new 
world and marketplace where the status 
quo is not a viable option; where the 
‘silent majority’ is never heard; and where 
past expectations are literally that. From 
programming and experience management 
to volunteer recruiting, marketing, site 
selection and payment options; from 
sponsorship activation and staff retention 
to event impact standards, safety audits 
and food & beverage, merchandise and 
ticket sales; and everything in-between 
and around the edges. Today’s leadership 
and ROI demands require us to refocus 
– to ask ourselves are we making ‘old 
choices’ or “BOLD CHOICES’? 

Presented by
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IFEA Convention, 

Expo & Retreat
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BOLD CHOICES

64th Annual 
IFEA Convention, 

Expo & Retreat

Great global leaders from across wide spectrums of public and private 
industries – including festivals and events – whom we often look to 
for inspiration and motivation, have set themselves apart through the 
ages by imagining something different and then acting boldly to create 
the world that they imagine. They surround themselves with like-minded 
visionaries; equip their teams with the very best tools, resources and 
training; readily access and participate in broad-reaching professional 
networks; and aspire to continually exceed expectations on every front. 

To stand out from the pack; to stay fresh; to create lasting impressions; to 
stand up for what’s right; to spur imaginations; to motivate and inspire; to 
find elusive solutions to familiar challenges; to stake our claim on the future; 
to set new bars for our teams, our peers and our industry; we must prepare 
and position ourselves and our events to make BOLD CHOICES. Choices 
that will ensure our successes and our legacies for generations to come.

We invite you, and all those you depend upon, to join your global peers 
for the 64th Annual IFEA Convention, Expo & Retreat in historic Colonial 
Williamsburg, Virginia, USA, September 25th-27th, 2019, where BOLD 
CHOICES begin, grow and prosper.

*NOTE: The 64th Annual IFEA Convention footprint will run through 5:30 p.m. 
on Friday, September 27th, 2019. Certified Festival & Event Executive (CFEE) 
Certification education classes will be scheduled in the days leading up to the 
convention – September 22nd, 23rd & 24th, 2019. Separate Registration is 
Required. For more details, Click Here. 
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OPENING     
KEYNOTE 
SPEAKER

MAKING MAGIC:
THE POWER 
OF EVENTS TO 
SHAPE IMPRES-
SIONS, CITIES 
AND HISTORY

WILLIAM SCHERMERHORN 
Creative Director for Signature Events, 
Colonial Williamsburg
Former VP/Creative Director, Macy’s 
    Parade & Entertainment Group
Emmy Award-Winning Songwriter

William Schermerhorn is the Creative Director of Signature Events 
for Colonial Williamsburg, helping to illuminate (often literally) history 
for countless thousands of visitors and residents alike. He is also a 
two-time Emmy Award-winning songwriter.  As VP/Creative Director 
for the Macy’s Parade & Entertainment Group, Bill brought his vision, 
from the initial concept through the on-air telecast, to the world-famous 
Macy’s Thanksgiving Day Parade and America’s largest Independence 
Day pyrotechnic display, the awe-inspiring Macy’s 4th of July Fireworks, 
for over three decades, working alongside IFEA and industry icons Jean 
McFaddin and Amy Kule. His favorite creative credits include co-writing 
the song “And That’s the Way It Is” for Walter Cronkite’s memorial 
service at Lincoln Center, celebrating the Statue of Liberty’s 125th 
anniversary, collaborating with Universal Studios Orlando on Macy’s 
Holiday Parade and being Thomas Jefferson’s party planner. The Hope 
of Christmas, a collection of Bill’s Christmas songs, was released in 
2015 and he is currently working on ‘The Club’, a noir musical (with 
composer Michael Feinstein) for a Richmond, VA premiere in 2020.  He 
is a graduate of The College of William & Mary. Fittingly for his event 
career, Bill was born on the 4th of July. He resides with his husband, 
Dan Dutcher in Williamsburg.

CLOSING     
KEYNOTE 
SPEAKER

NEVER-END-
ING STORY:
THE CONTINU-
ING POWER 
AND EVO-
LUTION OF 
EVENTS

JOE JEFF GOLDBLATT
Performer, Producer, Professor & Author
Professor Emeritus, Queen Margaret  
University, Edinburgh, Scotland
 
Helping us put a bold and fitting cap on our 64th Annual IFEA 
Convention, we are very pleased to welcome Joe Jeff Goldblatt, 
whose remarkable career encompasses multiple stages as 
performer, producer, professor and author.

A 2008 IFEA Hall of Fame Inductee, Joe Goldblatt is acclaimed 
as one of the world’s foremost authorities in event management, 
a field of study that he pioneered. 
With a reach and respect that 
extends from event professionals, 
policy-makers and other influentials, 
to global classrooms around the 
world, Joe Goldblatt continues to 
create ripples that will shape and 
impact our industry for generations 
to follow.

His new book, The True Joy of Life, 
A Memoir, was released in April of 
this year.

CONVENTION  
OPENING & CLOSING

The 64th Annual IFEA Convention & Expo officially opens 
on Wednesday, September 25th at 9:00 a.m., with welcomes 
from IFEA industry leadership and a memorable and energetic 
performance by TBA. Join us as we set the stage for our time 
together over the coming days and look to the future, exploring 
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.

BOLDBOLD
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“Festivals can no longer afford quiet 
confidence about social impact. They 
must be able to analyze and report 
on it with the same rigor they use to 
measure financial return.”   

- Lesa Ukman

‘INSPIRE THE 
INDUSTRY’ 
SPEAKERS

MEASURING THE 
FULL VALUE OF 
YOUR FESTIVALS 
AND PARTNERSHIPS

KASSIE HILGERT
President & CEO, ArtsQuest
And

LESA UKMAN
Founder, ProSocial Valuation Service
  
IFEA World welcomes back Kassie Hilgert, who heads ArtsQuest, 
the award-winning nonprofit which uses arts and culture for 
community development and Lesa Ukman, whose ProSocial 
Valuation Service is transforming the way organizations measure 
value. Sponsorship icon and founder of IEG, Lesa is a 2000 IFEA 
Hall of Fame Inductee.
 
In 1995, Bethlehem Steel shuttered the last blast furnace in 
its eponymous hometown in 1995, leaving behind the very real 
possibility of Bethlehem’s demise. But today the City is thriving. 
And, ArtsQuest, the organization behind Bethlehem Musikfest, 
helmed the reinvention. It built year-round centers for visual and 
performing arts that draws 1.8M visitors, brings programming 
to senior centers that improves health and provides after-school 
programs that increase student graduation rates.
 
Traditionally, ArtsQuest has measured its value by economic 
impact. But this overlooks the “public goods” ArtsQuest creates 
such as community attachment and social wellbeing as well as 
the powerful contributions of ArtsQuest’s smaller events, which 
create measurable value such as accelerating the integration of 
new immigrants into the community. And, economic impact studies 
don’t account for the value created by sponsors which activate 
festival partnerships with social good overlays.
 
Lesa and Kassie will share the broader prosocial framework of 
value used to quantify the community, civic and human capital 
created by ArtsQuest and its partners and how ArtsQuest is using 
the ProSocial Valuation to tap new sources of revenue.

BOLD
BOLDBOLDBOLD 

‘INSPIRE THE               
INDUSTRY’ 
SPEAKER

FINDING 
COMMON 
GROUND:
GLOBAL 
EVENT IMPACT 
STANDARDS

IAIN EDMONDSON
Director International Association of Event Hosts 
and Legacy Delivery Ltd

Iain Edmondson is the Director of Legacy Delivery Ltd providing 
consultancy to public authorities, rights-owners, venues and 
sponsors of major sporting and cultural events who are seeking 
to identify, evaluate and deliver a meaningful legacy. He is also a 
Director of the International Association of Event Hosts (IAEH), 
an IFEA Allied Partner based in London, England. IAEH is a 
member-owned organization for representatives of international 
destinations, providing a platform for members to learn from the 
successes and challenges of major events, share knowledge, 
generate greater long term social and economic benefits from 
hosting events and share a collective voice for ‘not-for-profit’ hosts 
of events. In 2019 the IAEH released their new Event Impact 
Measurement Standards, in an effort to move us all forward toward 
quantifying the impact of our events on host cities and contributing 
to global sustainable development goals. 

Prior to his current role, for 14 years Iain played a key role in 
delivering a legacy from the London 2012 Olympic and Paralympic 
Games.  Iain has been involved in a number of successful sporting 
bids and projects such as 2017 IAAF and IPC World Athletics 
Championships and the extension of the NFL’s commitment to 
staging regular season games in London. Iain created the concept 
and led the development of the RideLondon festival of cycling and 
also supported the development of new major cultural events for 
the city, including the Lumiere London festival of light.

Iain has also delivered a number of multi-million pound public/
private partnership projects for sports facilities, is a Trustee of the 
London Youth Rowing charity and has an MBA degree from the 
University of Cambridge in the UK.

INSPIRE THE 
INDUSTRY
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Sponsorship & Revenues
• ‘Plan B’: Preparing for and Surviving the Loss of a Category 

Exclusive / Title / Multi-Year Sponsor 
• Measuring the Full Value of Your Festivals and Partnerships
• Government Partnerships: Why We Fund What We Fund
• The Art of Sponsorship
• Analytical Ideas to Improve Your Festivals and Generate Revenue
• Maximizing Your Merchandise Program
• How to Leverage the Economic Impact of Your Event to Build 

Partnerships and Enhance Fundraising Efforts
• Sponsor Partnerships: Why We Sponsor What We Sponsor
• Strengthening Our Partnerships and Mutual Success with  

Concessionaires 
• Event Impact Standards: Understanding Impact Measurements
• The ‘Top 100’ - Understanding and Maximizing the Partnership 

between Events and Bus Tours
• The Evolution of Cashless Transactions at Events: Yesterday, 

Today and Tomorrow
• Creative Possibilities: The Unique Arts Festival Where Performers 

Play for Their Health Care 
 

Technology, Creativity and Innovation
• Design Thinking...Building & Designing the Ultimate Festival/Event 
• The Holy Grail: How to Embrace Tradition, Stay Fresh and  

Entertain Multiple Generations of Audiences
• The Evolution of Cashless Transactions at Events: Yesterday, 

Today and Tomorrow
• Behind the Buzzword: Creative Placemaking & Your Event
• Creative Possibilities: The Unique Arts Festival Where Performers 

Play for Their Health Care
• Exceeding Expectations in a High Expectation World
• Utilizing Events to Revitalize a Community
• Human Centered Design to Enhance the Event Experience
• The Creativity and Technology that Is Changing Parades Today
• Keeping Festival ‘Alumni’ (Volunteers and Supporters) Engaged 

and Active
• Eclipsing the Learning Curve
• Comfort Zone: Stepping Outside of Ours to Create Experiences 

for Others
• User-Generated Content: Turn every stakeholder into an Influencer
• Making Data Work for You 

Operations & Risk Management
• The Important Partnership between Events and Performers
• Understanding the Burgeoning Scope & Scale of Event  

Insurance Expectations
• City Perspective - Citizen Engagement in Event Planning
• The Aging of Volunteers - How to Recruit and Involve Younger 

Generations
• Proactive Professionalism: Conducting an Event Safety Audit
• Lessons Learned: A Look Inside the Creation of Pharrel Williams’ 

‘Something in the Water’ Festival
• Location, Location, Location - The Critical Impact of Event Space 

and Protecting Yours
• Unanticipated Liability and How to Avoid It 
• Safe Havens: Taking Proactive Steps to Ensure Against Sexual 

Misconduct at Events
• Securing Crowded Places – The Nexus Between Public & Private 

Partnerships in Today’s Uncertain World
• Human Centered Design to Enhance the Event Experience
• Comfort Zone: Stepping Outside of Ours to Create Experiences 

for Others
• Eclipsing the Learning Curve 

 

BOLDBOLDBOLDBOLD

BOLD PROFESSIONAL 
EDUCATION

Steve Jobs, Founder of Apple, was quoted 
as saying, “Here’s to the crazy ones.” The 
bold ones. “The misfits, the rebels and the 
trouble-makers. The round pegs in the 
square holes. The ones who see things dif-
ferently…they change things. They push the 
human race forward. And while some may 
see them as the crazy ones, we see genius.”

BOLD CHOICES inspire lasting impres-
sions, but they are not forged in, nor do they 
present themselves in a vacuum. The indus-
try’s top professionals understand the differ-
ence that education, knowledge, a continu-
ing global dialogue, and exposure to creative 
new ideas make between leading the parade 
or marching in place. BOLD CHOICES 
change the experience, for everyone…from 
staffs to volunteers; sponsors to attendees; 
and stakeholders at every level. 

For 64 years the IFEA has provided the 
festivals and events industry with the very 
best in professional education and train-
ing; a wealth of bold, creative and diverse 
perspectives; a tradition that continues this 
year. The IFEA prides itself on presenting up 
to 90% new topics and/or speakers each 
year (with the balance back-by-popular-de-
mand) drawing upon the insights and input 
of active industry leadership from around the 
globe. We work to ensure that attendees at 
all levels - first-timers and repeat attendees, 
new to the industry or seasoned profession-
al - can all find the answers and bold new 
ideas that you are looking for. A sampling of 
this year’s topics, presented by the top lead-
ers in our global industry, include*, among 
others: (* subject to change)



Marketing, Branding and Media Relations
• The ‘Top 100’ - Understanding and Maximizing the Partnership 

between Events and Bus Tours
• Maximizing Your Media & Partner Relationships
• The Important Role of Events in Destination Marketing
• Common Ground: What Events, Chambers and Tourism  

Agencies Can Learn From/Do For One Another
• Making Data Work for You
• Leveraging Current Travel and Tourism Trends
• User-Generated Content: Turn Every Stakeholder into an Influencer
• Practical Marketing Tips for Practically Insane Ideas
• Maximizing the Use of Video in Marketing
• Keeping Festival ‘Alumni’ (Volunteers and Supporters) Engaged 

and Active 
 

Leadership & Management
• Bold Choices: Ensuring Our Successes & Legacies
• Magic to Do: The Power of Events to Shape Impressions, Cities 

and History
• Professional Reflections: Lessons Learned During a 33-Year 

Career at the Kentucky Derby Festival
• Measuring the Full Value of Your Festivals and Partnerships
• City Perspective - Citizen Engagement in Event Planning
• Turning the Typical Strategic Plan on It’s Head
• Lessons Learned: A Look Inside the Creation of Pharrel Williams’ 

‘Something in the Water’ Festival
• Common Ground: What Events, Chambers and Tourism  

Agencies Can Learn From/Do For One Another
• Exceeding Expectations in a High Expectation World
• Same Page: Melding the Generations for Event Sustainability
• Event Impact Standards: Understanding Impact Measurements
• Utilizing Events to Revitalize a Community
• Safe Havens: Taking Proactive Steps to Ensure Against Sexual 

Misconduct at Events
• Human Centered Design to Enhance the Event Experience
• Eclipsing the Learning Curve
• Never-Ending Story: The Continuing Power and Evolution of Events 

 

Host City Partnerships
• Bold Choices: Ensuring Our Successes & Legacies
• Design Thinking...Building & Designing the Ultimate Festival/Event
• Magic to Do: The Power of Events to Shape Impressions, Cities 

and History
• The ‘Top 100’ - Understanding and Maximizing the Partnership 

between Events and Bus Tours
• Measuring the Full Value of Your Festivals and Partnerships
• City Perspective - Citizen Engagement in Event Planning
• The Important Role of Events in Destination Marketing
• Behind the Buzzword: Creative Placemaking & Your Event
• Proactive Professionalism: Conducting an Event Safety Audit
• Common Ground: What Events, Chambers and Tourism Agen-

cies Can Learn From/Do For One Another.
• Lessons Learned: A Look Inside the Creation of Pharrel Williams’ 

‘Something in the Water’ Festival
• Location, Location, Location - The Critical Impact of Event Space 

and Protecting Yours
• Exceeding Expectations in a High Expectation World
• Event Impact Standards: Understanding Impact Measurements
• Utilizing Events to Revitalize a Community
• Safe Havens: Taking Proactive Steps to Ensure Against Sexual 

Misconduct at Events
• Securing Crowded Places – The Nexus Between Public & Private 

Partnerships in Today’s Uncertain World
• Comfort Zone: Stepping Outside of Ours to Create Experiences 

for Others
• Eclipsing the Learning Curve
• Never-Ending Story: The Continuing Power and Evolution of Events

• Institute of Events Manage-
ment, South Africa

• Colonial Williamsburg  
Foundation

• Lesa Ukman Partnerships
• ArtsQuest / Bethlehem Music 

Festival
• Kentucky Derby Festival
• O’Neill Marketing & Event 

Management 
• Association of Performing 

Arts Presenters
• Creative Strategies Group
• The ART of Events, LLC
• Pasadena Tournament of 

Roses Association
• Memphis in May International 

Festival
• Queen Margaret University, 

Edinburgh, Scotland
• American Bus Association
• Merry Wonderer
• Newport Harbor Corporation
• City of Virginia Beach, Virginia
• Event Safety Alliance
• VolunteerLocal
• Saffire
• Tom Bisignano Festival & 

Event Production & Consulting
• College of William & Mary
• International Association of 

Event Hosts, United Kingdom
• Des Moines Arts Festival
• The Parade Company
• City of Hopkinsville, Kentucky
• Jon Stover & Associates
• National Cherry Blossom 

Festival
• Bautista Event Specialist Team
• City of Philadelphia,  

Pennsylvania
• Watauga County (NC)  

Tourism Development Authority
•  dfest ® 
• Temple University
• (Indianapolis) 500 Festival
• Genoways Events
• Ministry of Tourism, Culture 

& Sport, Province of Ontario, 
Canada

• Macy’s Parade &  
Entertainment Group

• City of Dublin, Ohio
• EMpression
• Rotterdam Festivals, The 

Netherlands
• Beale Street Music Festival
• Destinations International
• City of Santa Clarita, California
• Blerter
• Meridian Rapid Defense
• Kaliff Insurance
• Norfolk Festevents
• U.S. Department of  

Homeland Security
• Kern Studios
• Fredericksburg, Texas,  

Chamber of Commerce
• Tourism Skills Group
• Autism Society
• O+ Festival
• National Independent  

Concessionaires Association
• Columbus Arts Festival
• WeVow
• Haas & Wilkerson Insurance
• Chicago Festival Association
• TINT
• Alzheimer’s Association
• City of Westminster, Colorado
• High Point University
• Safety Set Consulting,  

New Zealand
• World Championship BBQ 

Cooking Contest
• Portland Rose Festival  

Foundation
• Event Risk Management  

Solutions, LLC
• Skills Village 2030,  

South Africa
• Event Project Management 

Systems (EPMS.NET), 
Australia

• IFEA World Festival & Event 
Cities

• IFEA Global Affiliates
• …and Many More

SPEAKERS AND NETWORKING 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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“INSPIRE THE INDUSTRY”  
GENERAL SESSIONS
Our “Inspire the Industry” general sessions, beginning each 
day, 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 global trends and city partnerships, and 
everything in-between, our “Inspire the Industry” presentations 
are sure to do just that. (Thursday, September 26th, 8:30-9:30 
a.m. and Friday, September 27th, 8:30-9:30 a.m.)

“AFFINITY GROUP” SESSIONS 
IFEA Convention attendees have a unique opportunity to share 
“common ground” conversations with professional peers, 
discussing current trends, issues, challenges and opportunities, 
during our popular “Affinity Group” Sessions (Wednesday, 
September 25th, 2:30 p.m. – 5:00 p.m.), including those for:
• CEO’s
• Sponsorship
• Cities & Municipalities
• Tourism Agencies
• Arts Events
• Parades
• Young Professionals (for those 40 and under)
• Event Education
• Volunteer Programs
• Operations
• Marketing & PR
 
In a newly expanded format to allow increased networking and 
exchanges, bring your questions and professional experience to these 
valuable open-topic dialogue sessions, scheduled early in the convention 
program to allow the opportunity to expand your conversations beyond 
the sessions. (*All sessions are subject to change.)
 

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
• Host City Partnerships
(*All sessions are subject to change.)

 

INDUSTRY ANCESTRY: COME MEET 
THE IFEA FAMILY
Before you hit the ground running, stop by to meet some new 
IFEA friends on Tuesday evening, September 24th, from 5:00 p.m. 
– 6:00 p.m., at our “Industry Ancestry” session. Designed to 

BOLDBOLDBOLDBOLD

BOLD SPECIAL FOCUS  
OPPORTUNITIES

“Ours is but a single (and often limited) per-
spective. Our successes, our experience, 
our education, our budgets, et al., do not 
change that. It is our openness and expo-
sure to other perspectives and possibilities 
that expand our creativity; our imaginations; 
our understanding of the possibilities and 
choices available to us; our relationships; 
our experiences; and our future successes. 
Critical input that leads us to pursue bold 
new choices. Choices that can change our 
events, our industry and our world.” 

– Steven Wood Schmader, CFEE
President & CEO

IFEA World



give our first-time convention attendees, as well as our long-time 
IFEA ‘family’ attendees, an opportunity to meet some valuable new 
friends, share some insider tips and advice on how to maximize 
the days ahead, and get your convention experience off to a fun 
start. Then, join us for Happy Hour in the dfest® Hospitality Suite 
to meet more new friends, find some dinner partners, and let the 
networking conversations begin!

“The fire and ability to change our events, 
our cities and our world…to touch lives… 
lies within each one of us, but it must be 
lit. The IFEA global network provides the 
inspiration, motivation and support to ignite 
so many possibilities.”

- Janet Landey, CSEP
Institute of Events Management, South Africa

2019 Chair, IFEA World Board of Directors

NO-COST PRE-CONVENTION WORKSHOP

DESIGN THINKING: BUILDING AND 
DESIGNING THE ULTIMATE FESTIVAL / EVENT
Tuesday, September 24th, 2019
1:30 p.m. – 4:30 p.m.
Presented by: Annie Frisoli, CFEE
Event Management Educator and Consultant

To help get your creative side inspired, for those who are able to 
come in a little early, we are offering a no-cost workshop* on 
‘Design Thinking’. (Tuesday, September 24th, 1:30 p.m. – 4:30 p.m.). 
Design Thinking is a process to assist you and your organization/
team in developing a common language for innovation and creative 
problem-solving skills.  Design Thinking keeps your event planning 
focused on the people you are designing the experience for.  

Led by Event Management Educator and Consultant Annie Frisoli, 
this fun and interactive workshop will involve participants in 

building and designing the ultimate festival / event. Attendees will 
leave with a newfound creative confidence to change how they 
think about designing human-centered experiences and to make 
bold new choices for their own events and organizations…plus, a 
few new friends. 

*While there is no charge for this workshop, for planning 
purposes we do ask that those wishing to attend  
please register by checking the box on the convention 
registration form.
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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 64th 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 2019 IFEA Awards 
Luncheon sponsored by Eventeny (Wednesday, September 
25th, 12:30 – 2:15 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 2019 CFEE (Certified Festival & 

Event Executive) Graduates, who continue to 
raise the bar for everyone in our industry (the CFEE 
Professional Certification Program is sponsored by IFEA Asso-
ciation Endorsed Partner Kaliff Insurance);

• Award the 2019 IFEA Volunteer of the Year Award, recognizing 
the contribution of all volunteers to the success of our global events;

• Recognize the Recipients of our 2019 IFEA World Festival & 
Event City Award, recognizing outstanding city/event partner-
ships around the world; and

• Pay tribute to our 2019 IFEA Hall of Fame Inductee(s), the high-
est honor bestowed in our field, in acknowledgment of their tremen-
dous dedication to and impact on the festivals and events industry

(For more information about all of the above awards go to www.
ifea.com.)

2019

BOLDBOLDBOLDBOLD

BOLD SUCCESS 
AND ACHIEVEMENT

2019 252019

https://www.ifea.com/p/industryawards/halloffameaward
https://www.ifea.com/p/industryawards/worldfestivalandeventcityaward
https://www.ifea.com/p/industryawards/volunteeroftheyearaward
https://www.kaliff.com
https://www.eventeny.com
http://www.ifea.com
http://www.ifea.com
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25th ANNUAL IFEA / HAAS & 
WILKERSON INSURANCE  
PINNACLE AWARDS
Join us as we put a memorable cap on the first day of 
the convention (Wednesday, September 25th, 5:15 – 
6:45 p.m.) 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 25 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 15th. For more information go to www.ifea.com.)

“There is no greater honor than to be recognized by 
those who understand what you do.”

- Mike Berry, CFEE
President & CEO

Kentucky Derby Festival
2008 IFEA Hall of Fame Inductee

25
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“CONNECTIONS CAFÉ” 
“Connections Café ,” sponsored by 
VolunteerLocal, is the center of IFEA 
daytime gatherings and conversations. 
Located near the heart of the convention 
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 popular 
venue is always a favorite hang-out, providing the perfect setting for 
strengthening those personal connections that are so important to 
everyone’s success. 

dfest® HOSPITALITY SUITE 
The dfest® 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 historically warm Colonial Williamsburg 
welcome to everyone! Open Tuesday night, September 24th 
(beginning at 6:00 p.m.) to meet up with old friends and new, before 
dinner; Wednesday night, September 25th (beginning at 9:00 p.m.) 
and Thursday night, September 26th (beginning at 10:30 p.m.), the 
dfest ® Hospitality Suite provides convention attendees with a time 
and a place to unwind, relax and connect outside of scheduled 
sessions and functions. For 30 years the dfest ® Hospitality Suite  
has been recognized as the hub of the IFEA’s convention  
networking system.

A FREE EVENING OF DINING AND  
NETWORKING IN HISTORICAL  
COLONIAL WILLIAMSBURG
Wednesday evening, September 25th, offers the perfect opportunity 
to join up with your IFEA friends and professional peers to explore 
some of the historical ambiance of Colonial Williamsburg and/or 
an evening of dining in one of many memorable local restaurants 
(ranging from modern favorites to historical re-creations), all located 
within easy walking distance of our hotel. The hotel Concierge can 
help with reservations, suggestions and directions. A complimentary 
(to all hotel guests) bus shuttle circles the Colonial Williamsburg 

BOLDBOLDBOLDBOLD

BOLD INFORMAL
GATHERINGS

30One 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 64th Annual IFEA 
Convention, Expo & Retreat provides plenty 
of opportunities for those special informal and 
memorable gatherings and conversations.

“The ready access to the best in our business, not only 
in sessions, but in every hallway, reception, and hospi-
tality suite, is unprecedented. Our staff looks forward to 
the IFEA Convention each year and consider the IFEA 
as part of the team that helps ensure our success.” 

 – Diana Mayhew
President

National Cherry Blossom Festival

www.dfest.net
https://www.volunteerlocal.com
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revolutionary city and the surrounding area on a regular schedule, 
for those who choose to use that option. Or, you may prefer a 
historical carriage ride to help take you back in time. . 

DINNER GROUPS
For those looking to join-up with a group of peers you may not 
otherwise connect with, we invite you to sign-up for one of our 
IFEA Networking Dinner Groups (Wednesday evening, September 
25th, 7:00 p.m.). Hosted (*cost of dinner is the responsibility of 
each participating individual) by local friends and IFEA Board 
members, 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.

GOLDEN HORSESHOE GOLF CLUB
Just as Colonial Williamsburg brings America’s revolutionary 
history to life, The Golden Horseshoe Golf Club, ‘One of America’s 
100 Greatest Public Courses,’ honors the classic traditions of the 
game—while still creating an entertaining challenge for today’s 
player. Designed by the father-and-son team of Robert Trent 
Jones Sr. and Rees Jones, experience 45 walkable holes over 
three courses, surrounded by mature woodlands and free from 
neighboring real estate. So pick your foursome, get in touch with 
nature, focus on your game, and get back to the true essence 
of golf in historic Colonial Williamsburg. Hotel guests receive 
preferred tee times reservations.

WELLNESS OPTIONS
Be it mind, body or soul that needs rejuvenating, the Williamsburg 
Lodge offers complimentary access to a fully-equipped fitness 
center, including indoor and outdoor pools, with additional spa 
treatment options (at an additional cost) to keep you fully recharged. 

ONE ON ONE OPPORTUNITIES
The 64th 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; 
host cities and municipalities; tourism organizations; corporate and 
media representatives; 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 
• Host 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 Industry 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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The most successful festivals and events in our industry share 
an important commonality; an understanding that the 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 new 
perspectives that make them a critical part of our success. 

“What limits us most in life is the picture 
in our head of how it is supposed to be vs. 
what could it be, Be willing to make a few 
Bold Choices.”

– Keli O’Neill Wenzel, CFEE
President & CEO

O’Neill Marketing & Event Management
2019 IFEA Foundation Board Chair

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/cashless management & ticketing services; 
marketing and web support; fencing and barricades; sponsor 
gifts; decorations; safety and security support; fireworks; lasers; 
professional education and support resources; portable restrooms; 
bleachers; entertainment and attractions; generators; tents/venues; 
awards; event management and sponsorship software and services; 
volunteer management programs; photography; publications; 
costumes & 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 (and often not expecting) at the IFEA Expo! 

The IFEA Expo will be open on Thursday, September 26th, from 
11:00 a.m. to 2:00 p.m. and Friday, September 27th, from 11:00 
a.m. to 1:00 p.m. and is unopposed by any other sessions or 
activities, ensuring that you have the quality time you need to explore 
that next bold idea and negotiate your best deals! 

*Lunch will be served and available in the Expo on both days. 
*Connections Café’ coffee service will be available within the Expo 
while the trade show is open. 

SPECIAL INCENTIVE: Get $100 off your 2020 IFEA Convention 
Registration when you spend $100 or more in NEW business 
with an IFEA exhibitor! Maximum discount credit of $500 per 
organization. Offer is good through 10/31/19.

EXPOEXPOEXPOEXPO

EXPOTHE GATEWAY 
TO CREATIVE PARTNERSHIPS 
BETWEEN EVENTS AND 
INDUSTRY SUPPLIERS

“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 64 years the IFEA has been bringing our 
industry together face-to-face.” 

– Pete Van de Putte, CFEE
CEO, dfest ® 
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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 2019 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 2020 
Convention! And those who started in 2018 may be receiving theirs 
in Colonial Williamsburg! (Note: Those completing only the six CFEE 
core curriculum classes will receive a CFEA (Certified Festival & Event 
Associate) Certificate, recognizing your educational accomplishment, 
but will not be recognized at the convention CFEE graduation.

Marketing & Media Relations 
Sunday, September 22nd, 2019 • 9:00 a.m. - 4:30 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: Penny McBride, CFEE, President & CEO
Fredericksburg, Texas Chamber of Commerce, Fredericksburg, TX

Administration and Management
Monday, September 23rd, 2019 • 9:00 a.m. - 4:30 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: Becky Genoways, CFEE, Genoways Events, Rockford, IL

Sponsorship & Sponsor Service
Tuesday, September 24th, 2019 • 9:00 a.m. - 4:30 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 2019 FULL-DAY CFEE SEMINARS INCLUDE THE FOLLOWING:

Sponsored by

IFEA Association Endorsed Partner

BOLDBOLDBOLDBOLD

BOLD CHOICES TO 
RAISE YOUR 
PROFESSIONAL 
CREDIBILITY BAR

“Never stop raising the bar. The future belongs 
to those who continue to grow their knowl-
edge base, expand their professional network, 
and stretch new boundaries of creativity.” 

 – Jim Holt, CFEE
President & CEO

Memphis in May International Festival /
Beale Street Music Festival /

World Championship BBQ Cooking Contest / 
Celebrate Memphis / Great American River Run

https://www.kaliff.com
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Whether you are a first-time or a long-time IFEA Convention & Expo 
attendee, it won’t be difficult to recognize the virtually limitless op-
portunities provided through professional conversations and net-
working; our all-inclusive registration, with no separately-ticketed 
events; our educational and welcoming Colonial Williamsburg, Vir-
ginia location; amazing hotel values at the Williamsburg Lodge (A 
Marriott Autograph Collection Hotel); convenient access to profes-
sional certification courses and other advanced education opportu-
nities prior to the official start of the convention (as your schedule 
may allow); and much more, including a professional plethora of ed-
ucational sessions; daily keynote general sessions; discussion and 
direct participation groups; and ready access to IFEA Expo ven-
dors 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. 

CONVENTION SCHOLARSHIPS
Since its’ founding in 1993 the IFEA Foundation has provided 
scholarship assistance to over 300 students, new professionals 
and financially challenged events, allowing them to attend the annu-
al IFEA Convention, or participate in our CFEE program. Scholar-
ship recipients are able to return home with new ideas, information 
and motivation to take their own events and careers to the next 
level. Fourteen IFEA Foundation Legacy Scholarship recipients will 
be joining us for this year’s IFEA Convention. If you are interested 
in how you might apply for or provide support for future IFEA Foun-
dation scholarships, more information is available in the Foundation 
section of the IFEA home page at www.ifea.com.

“The City of Philadelphia’s popularity in 
the event world continues to grow in leaps 
and bounds.  We have been very fortunate 
to have our work recognized around the 
world and our office and team have ben-
efited tremendously from being a part of 
the IFEA.  As a very forward-thinking city, 
who believes in positive collaborations, 
we are happy to be an active participant 
in the IFEA’s global vision.”

– Jazelle Jones
Deputy Managing Director and Director of Operations

City of Philadelphia Office of Special Events

RETURN ON
INVESTMENTBOLDBOLDBOLDBOLD

BOLD 

We are so confident 
you will return home from the  

64th 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 or-
ganizations and others. With that at the forefront of 
our minds and conversations, we have designed the 
64th Annual IFEA Convention, Expo & Retreat to 
provide the highest level of return possible, from every 
perspective – time, resources, information, creativity 
and access to the strongest network of professionals 
in our global industry.

http://www.ifea.com


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 25th & 
26th) in the Colony Foyer near the Convention Registration Desk. 
Bidding will begin at 8:00 a.m. and close promptly at 6:00 p.m. 
each day. New this year, silent auction items will be available for 
online bidding beginning in early September. Bid high and bid 
often! 

IFEA FOUNDATION ‘GARDEN PARTY’ 
& LIVE AUCTION
Taking advantage of the beautiful Rockefeller Complex and 
Gardens at the Colonial Williamsburg Resorts, the IFEA 
Foundation Party & Live Auction event promises a memorable 
evening for everyone. Plan now to don your favorite fun and casual 
garden party attire and join your friends and professional peers 
from around the globe for our ‘Opening Reception’ and cocktails 
in the intimate Foundation Garden from 7:00 – 7:30 p.m., before 
passing through the opulent Rockefeller House for a relaxing 
sit-down, interactive dinner in the sweeping Oval Garden. This 
special evening will be interspersed with live 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. 

MIKE BERRY RETIREMENT TRIBUTE
Adding a special element to this 
memorable evening, we invite 
everyone to help us in paying 
a special tribute to Kentucky 
Derby Festival President & CEO 
Mike Berry, CFEE, as we mark his 
retirement after 33 years leading 
one our industry’s most successful 
organizations. Mike has been a 
champion of the IFEA and our 
global industry for decades and 
this will be the perfect time for old 
friends and new to thank him for his 
friendship, leadership and the professional example that he has 
set for us all over the last three-plus decades. 

Best of all, the IFEA Foundation ‘Garden Party’ is included at no 
extra charge as part of your convention registration! So, mark your 
calendar, grab your garden party hats and plan to be there for a 
special and memorable evening! 

Note: The IFEA Foundation encourages you and/or your event/organization to donate 
a special item, experience package, travel opportunity, or product / service / dining 
package to be included in the IFEA Foundation Auctions. Help support the IFEA’s ed-
ucational 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.

‘Garden   Party’ 
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AUCTIONS
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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 25th & 
26th) in the Colony Foyer near the Convention Registration Desk. 
Bidding will begin at 8:00 a.m. and close promptly at 6:00 p.m. 
each day. New this year, silent auction items will be available for 
online bidding beginning in early September. Bid high and bid 
often! 

IFEA FOUNDATION ‘GARDEN PARTY’ 
& LIVE AUCTION
Taking advantage of the beautiful Rockefeller Complex and 
Gardens at the Colonial Williamsburg Resorts, the IFEA 
Foundation Party & Live Auction event promises a memorable 
evening for everyone. Plan now to don your favorite fun and casual 
garden party attire and join your friends and professional peers 
from around the globe for our ‘Opening Reception’ and cocktails 
in the intimate Foundation Garden from 7:00 – 7:30 p.m., before 
passing through the opulent Rockefeller House for a relaxing 
sit-down, interactive dinner in the sweeping Oval Garden. This 
special evening will be interspersed with live 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. 

MIKE BERRY RETIREMENT TRIBUTE
Adding a special element to this 
memorable evening, we invite 
everyone to help us in paying 
a special tribute to Kentucky 
Derby Festival President & CEO 
Mike Berry, CFEE, as we mark his 
retirement after 33 years leading 
one our industry’s most successful 
organizations. Mike has been a 
champion of the IFEA and our 
global industry for decades and 
this will be the perfect time for old 
friends and new to thank him for his 
friendship, leadership and the professional example that he has 
set for us all over the last three-plus decades. 

Best of all, the IFEA Foundation ‘Garden Party’ is included at no 
extra charge as part of your convention registration! So, mark your 
calendar, grab your garden party hats and plan to be there for a 
special and memorable evening! 

Note: The IFEA Foundation encourages you and/or your event/organization to donate 
a special item, experience package, travel opportunity, or product / service / dining 
package to be included in the IFEA Foundation Auctions. Help support the IFEA’s ed-
ucational 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.

‘Garden   Party’ 
AND 

AUCTIONS

INTERNATIONAL FESTIVALS & EVENTS ASSOCIATION Mon., Sept. 23 Tue., Sept. 24 Wed., Sept. 25 Thur., Sept. 26 Fri., Sept. 27Sun., Sept. 22TIME

7:00 a.m.

9:00 p.m.

8:00 p.m.

8:30 p.m.

7:30 p.m.

6:30 p.m.

6:00 p.m.

5:30 p.m.

5:00 p.m.

4:30 p.m.

4:00 p.m.

3:30 p.m.

3:00 p.m.

2:30 p.m.

2:00 p.m.

1:30 p.m.

1:00 p.m.

12:30 p.m.

12:00 p.m.

11:30 a.m.

11:00 a.m.

10:30 a.m.

10:00 a.m.

9:30 a.m.

9:00 a.m.

8:00 a.m.

7:30 a.m.

9:30 p.m.

7:00 p.m.

10:00 p.m.

10:30 p.m.

8:30 a.m.

Lunch on Own

IFEA Expo
and Lunch

IFEA Expo
and Lunch

dfest ®
 Hospitality Suite

CFEE FastTrack©

Class
CFEE FastTrack©

Class

CFEE FastTrack©

Breakfast
CFEE FastTrack©

Breakfast
CFEE FastTrack©

Breakfast

CFEE FastTrack©

Class

CFEE FastTrack©

Class 
and

Design Thinking 
Workshop

CFEE FastTrack©

Class
CFEE FastTrack©

Class

Lunch on Own Lunch on Own

dfest®
Hospitality Suite

Happy Hour
Welcome

Convention
Opening &

Keynote
Speaker

IFEA
Awards

Luncheon
12:30 pm - 2:15 pm

IFEA/Haas
& Wilkerson
Insurance

Pinnacle Awards
5:15 pm - 6:45 pm

Educational
Sessions

Educational
Sessions

Educational
Sessions

Closing Session
and Speaker

Departure or
Free Time

Affinity Group
Sessions

Industry Ancestry: 
Come Meet the 

IFEA Family

Educational
Sessions

IFEA
‘Foundation

Party & 
Live Auction

EDUCATION                  NETWORKING/SOCIAL                  CONTINUING EDUCATION                  FREE TIME                  AWARDS PROGRAMS                EXPO 

Attendee
Free Evening

Attendee
Free Evening of

Dining and 
Networking

‘Inspire the 
Industry’

General Session

‘Inspire the 
Industry’

General Session

dfest®

Hospitality Suite

Free Time

Silent Auction
8:00 a.m. to 6:00 p.m.

Silent Auction
8:00 a.m. to 6:00 p.m.

Educational
Sessions

Attendee
Free Evening

Attendee
Free Evening

* Connections Cafe is open all day during most convention hours for coffee breaks and networking.

Wednesday, September 25, 2019, 7:30 p.m. to 9:30 p.m. and Thursday, September 26, 2019, 7:00 a.m. to 10:00 a.m.  |  Expo Tear Down:  Friday, September 27, 2019 from 1:00 p.m. – 4:00 p.m.
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Return To: Mail: IFEA 2603 W. Eastover Terrace, Boise, ID 83706, U.S.A. 
Fax: +1-208-433-9812  •  Phone: +1-208-433-0950 

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: _____________________________________________________________________________________________________________________

Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: __________________________________________ First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________

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 Design Thinking: Building and Designing The Ultimate Festival / Event Workshop
Tuesday, September 24th, 2019, 1:30 p.m. – 4:30 p.m.   $0  $0  $ __________

1st Attendee Rates:
Special Early Bird Rate – 1st Attendee (by July 10, 2019)   $695  $895  $ __________
1st Attendee Rate (between July 10 - August 28, 2019)   $795  $995  $ __________
1st Attendee Rate (after August 31, 2019)   $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 Lunch at the Expo on both days; IFEA Foundation Auction Night Event; IFEA Convention Program Book & Convention Attendee List; Pre-convention 
Workshop: Design Thinking. Registration does not include CFEE Certification Classes or Expo Exhibitor Registration. Seperate registration required for each.

If registering for CFEE Core Classes or an IFEA Expo Booth, please use the separate registration forms found at www.ifea.com.

4. 64th ANNUAL IFEA 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  $25  $50  $100  $250  $500  Other Organization Gift: $ __________

    Promo Code:____________    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 64th IFEA Annual Convention & 
     Expo, return your signed registration form with full payment by Friday, September 6th, 2019. After that, please call Beth Petersen to make sure your registration has been received at +1-208-433-0950 ext: 8160. 

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), Mon, Aug. 26, 2019. A 50% refund will be provided for cancellations made between 5 p.m. (MT) 
 Mon, Aug 26, 2019 and 5 p.m. (MT) Mon, Sept 9, 2019. After 5 p.m. (MT), Mon, Sept 9, 2019, there will be no refunds or cancellations made. Please contact Kathleen Bassick for questions or cancellations 
 (kathleen@ifea.com or call +1-208-433-0950, Ext. 8120).

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, 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. Additionally, the IFEA does not discriminate on any basis including race, sex, age, religion, national 
origin, sexual orientation or disability. For the complete Code of Ethics, visit www.ifea.com. 

By registering for and attending the IFEA Convention & Expo, you provide the IFEA express permission to use your name, photo and/or likenesses in any and all promotional and/or advertising materials in any medium, 
including the internet. Additionally, by registering, providing complete contact information and attending the IFEA Convention, consent is provided from all registrants for the IFEA to send emails to the email address listed 
on this form for each registrant, in addition to listing the complete name and all contact information for each registrant on this form, on the IFEA Convention Attendee List.

REGISTRATION FORM

http://hwins.com/GoodTimes
http://www.ifea.com.4
http://www.ifea.com.4
http://www.ifea.com
mailto:kathleen@ifea.com
http://www.ifea.com


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

ORGANIZATION: ____________________________________________________________________________________________________________________

2nd ATTENDEE / GUEST / SPOUSE
Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: _________________________________________  First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________                            

3rd ATTENDEE / GUEST / SPOUSE
Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: _________________________________________  First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________                            

4th ATTENDEE / GUEST / SPOUSE
Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: _________________________________________  First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________                            

5th ATTENDEE / GUEST / SPOUSE
Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: _________________________________________  First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________                            

6th ATTENDEE / GUEST / SPOUSE
Name  Mr.  Ms.:  ___________________________________________________  Name for Badge: ____________________________________________

Position Title: _________________________________________  First IFEA Convention   Yes   No    Attending September 24 Workshop   Yes   No

Date of Birth (mm/dd/yyyy): _____________________________________________  Year Started Employment in Festivals & Events Industry: __________________

Ice Breaker: What is one unique fact that people wouldn't know about you? _________________________________________________________________

Address:  _________________________________________________________________________________________________________________________  

City, State/ Province, Zip Code: ________________________________________________________________________  Country:  __________________________  

Phone: __________________________________________________________  Cell Phone: _____________________________________________________  

E-mail:  __________________________________________________________  Website: _______________________________________________________                            

Fax: +1-208-433-9812 • Mail: IFEA 2603 W. Eastover Terrace, Boise, ID 83706, U.S.A. • Phone: +1-208-433-0950

http://hwins.com/GoodTimes


What year was your company 
established?
2014

How many employees does 
your company have?
25 

What areas do you serve with 
your product/service?
Blerter is used internationally. Some of our 
recent customers have been from the US, 
Belgium, Netherlands and Australia.  

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Blerter helps large scale, complex events like 
sports, concerts and festivals manage risk, 
streamline delivery and increase engagement 
- ensuring they run smoother, every time. With 
a simple, easy-to-use platform that helps you 
centralize your communication, operations 
and safety processes - your entire team is 
connected in one place.

How/why did your company/ 
product/service get started?
We got started in 2010 by leveraging 
tech and social networking concepts to 
keep people, workforces and communities 
connected, productive and safe. But that was 
only the beginning... we’re constantly evolving 
to address complex industry challenges with 
simple, easy-to-use software. The events 
industry is dynamic, with a lot of depth. It drew 
us in. So, in 2014 the next stage in event tech 
evolution was born, and its name – Blerter.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Over the past year, we’ve made great 
progress in addressing the challenges that 
events face around risk management, and 
introduced new tools that help to streamline 
delivery and increase team engagement – 
from run sheets, to incident templates and 
improved team communication. Connecting 
the entire team in one place is really import-

ant to us – come by the booth and check out 
our demo event operations center!

What sets your product/service 
apart from your competitors?
Our biggest competitor is the status quo, 
and that hasn’t changed much until recently. 
So many events still rely on two-way radios, 
text messages, Whatsapp, spreadsheets and 
manual processes that don’t talk to each other. 
They leave information open to interpretation 
and don’t provide situational awareness 
or location data for incidents, which can 
detrimentally affect the outcome of a situation.

Blerter helps to mitigate the risk of this 
happening by ensuring context driven commu-
nication is being delivered to the appropriate 
resources. How many times have you been 
on the wrong radio channel or sent resources 
to the wrong area using WhatsApp? There is 
nothing else like Blerter on the market.

What advice would you offer to 
festivals and events searching 
for your type of product/
service?
Look for event technology that streamlines 
your event communications, operations and 
safety process – by bringing them into a 
single place. Events are extremely complex, 
and if you’re able to bring these together 
you’ll find it a lot easier to manage. If you’re 
having to use several different tools during 
your events, there’s a high chance that import-
ant information will be missed, which will lead 
to a higher risk of things going wrong. 

What is your company’s 
customer service philosophy?
We put the customer at the center of every-
thing we do. Our philosophy is much broader 
than customer service – we’re designing 
customer experiences that carry right from the 
first time you interact with us, through to the 
completion of your first event. We aim to make 
everything seamless and consistent, so you 
know what to expect as you’re onboarded, 
run your event and review after it has finished. 
Every team gets tailored training, and support 
is accessible throughout.

ANTHONY 
VERNON
Head of Major Accounts and 
Partnerships

BLERTER
135 Broadway, Newmarket 
Auckland, 1052, New Zealand
+64 29 127 5400
anthonyv@blerter.com
www.blerter.com

How many years have you 
been with your company?
3 years

What are your favorite 
festival foods?
I am pretty basic when it comes 
to festival foods, I enjoy a burger, 
straight off the grill with fried onions. 

What do you like to do  
to relax?
I am an avid reader, quiz player 
and fitness enthusiast. I read one 
book per week and ensure I have 
45 minutes scheduled in everyday 
to read, I workout with my PT 5 
times a week and have a routine 
with my fiancé to watch ‘The 
Chase’ quiz show everyday.

What is the name of the last 
business book you read? 
I read the ‘Challenger Customer’ 
by CEB.

What is the name of the 
last movie you watched?
Tolkien

EXHIBITOR SPOTLIGHT
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WITH SEAN KING

The IFEA would like to thank the following partners for their dedicated support of the association.  
Association Endorsed Partners have made a commitment to the continued success of our associa-
tion, our members, and our industry through their umbrella support of all IFEA programs and services. 
Show your support for these dedicated providers to our industry by getting to know them, and the high  
quality products and services that they supply, better. 

Interested in becoming an Association Endorsed Partner? 
Contact Kaye Campbell, Director of Partnerships & Programs 

(208) 433-0950 ext. 8150 or kaye@ifea.com

ASSOCIATION ENDORSED PARTNER

ASSOCIATION ENDORSED PARTNER

https://www.kaliff.com
http://www.saffire.com
mailto:kaye@ifea.com


CREATING SPONSOR 
RELATIONSHIPS
By Carrie Ring
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In the world of event planning, sponsor-
ship generation has become a multi-billion 
dollar industry. This trend can be attributed 
to the shift in the importance of building 
actual relationships with sponsors. 
The relationship approach to monetary 
sponsorship generation has become 
pivotal in the event planning environment, 
as sponsorship value is based on time, 
effort, and communication to reach 
predetermined and mutually beneficial 
goals. This is where the relationship 
building begins. 

I have read dozens of articles that 
include generic tips, tricks, and best 
practices on how to attain sponsorships 
for events; however, I had yet to find one 
that talks about the steps you need to take 
before your pitch. I believe the relationship 
you build with a sponsor is the most vital 
aspect to the overall success in meeting 
your financial sponsorship goals. This 
article will provide a little insight into the 
entire process of sponsorship solicitation, 
with a focus on creating a relationship with 
sponsors. 

On the surface, sponsorship is a highly 
specialized medium of advertising and 
marketing, connecting brands to their 
customers. However, as you very well 
know, it is much, much more than that. 

There are two factors businesses 
consider when choosing to sponsor 
events: economic and non-economic.

Businesses may choose to 
sponsor events for non-economic reasons, 
meaning they have no desire to drive 
business but are more concerned with 
strengthening the relationship they have 
with their employees, owners, stakehold-
ers, customers, and society. Their intent 
may also be to be seen as a philanthropic 
organization, one that gives back to 
the community. Another strategy for 
non-economic sponsors could simply be 
association. Associating their brand with 
an event that is recognized as “attractive” 
provides its brand positive PR. 

Companies who lack a local business 
presence may choose to financially spon-
sor events specifically for the economic 
benefits. For example, having their brand 
associated with an event is an opportunity 
to communicate with customers, increase 
brand awareness, strengthen their brand 
image and loyalty, reach new markets and 
drive sales. Being a sponsor for events 
that influence social well-being, boost 
the economy, and increase tourism within 
a community provides their brand with 
exposure as an organization that cares 
about the health and well-being of the 
community.

Methodology / Approach
The online world has connected brands 

to customers in new ways, but your 
event can give them something digital 
advertising cannot — unprecedented 
access to their customers. 

Research shows that 45% of businesses 
make their sponsorship decision for the 
next fiscal year in the last quarter. Timing 
is everything, and you need to plan 
accordingly. For example, depending on 
your market and goals, if you establish a 
timeline of six to eight weeks, your research 
of potential sponsors needs to begin 5-6 
months before the start of the campaign.

As you begin to approach potential 
sponsors, remember that your goal is not 
just to sell a sponsorship — it’s to build a 
relationship. To begin creating meaningful 
relationships, a smart fundraiser knows to 
research who the decision-maker in the 
business is. Attending networking mixers 
or other events the business is associated 
with, and creating a rapport with internal 
persons that can help advocate for you 
is a great way for you to start making 
connections. Be meaningful in your 
approach. What can you offer that no one 
else can? For me, passion, accountability, 
exclusivity, honesty, organization, and 
follow up are what I pride myself on 
being able to deliver. Depending on what 
goals the business has regarding its 
relationship with the event, it is crucial that 
the event organizer also considers these 
expectations when setting event goals. 

Your proposal is an interactive process 
that takes time and personal attention. Do 
not email your proposal unless a sponsor 
has explicitly asked you to, and you know 
enough about their goals to create a 
custom sponsorship package. A major 
component of creating a relationship is 
one-on-one communication, especially 
when first establishing the relationship. 

The key to a successful approach is 
being prepared to effectively present your 
event. Businesses sponsoring your event 
often tie their sales and marketing goals to 
your event directly. In your pitch, help them 
realize the benefits a sponsorship includes. 
As well as the opportunity of gaining 
additional philanthropic exposure, influencing 
community members socially, and affecting 
the city economically are key topics to 
discuss with potential sponsors. Ask yourself 
some simple questions. What does your 
event need to make it better? How does the 
potential sponsor fit? How can their support 
help you meet your goals? How can your 
event help them meet their goals? 

Create stimulating visuals that outline 
the event and benefits of the sponsorship. 

Including a portfolio filled with visually 
appealing photographs, video, a copy 
of a previous event’s social marketing 
timeline, and social media analytics is 
crucial in allowing the potential sponsor to 
gain perspective and realize the potential 
exposure their brand would receive if 
they choose to sponsor your event. Make 
sure to use their language in your pitch. 
Knowing your potential sponsor’s goals 
allows you to create benchmarks that you 
can later use to measure the success of 
the sponsorship. Emphasize how their 
brand’s association with your event helps 
them to achieve their marketing strategy 
and how your event can offer sponsors 
access to their target audience. Most 
importantly, make sure your potential 
sponsor knows you have created their 
package to be relevant to their business 
and exclusively for them. 

Value Creation
I hear this question being asked more 

and more: What is the added value of 
sponsoring your event? Value-based 
commitments are the most significant 
aspect regarding sponsorship opportuni-
ties. Value is ultimately the deciding factor 
when choosing who and what to sponsor. 

It is important for businesses to find 
opportunities like sponsorships that will 
increase their value, while lowering the 
cost of financing their efforts. The extent 
of value creation in sponsorship depends 
on the level of satisfaction with the goals 
outlined in the agreement and how 
sponsoring helped them meet their goals. 

Event organizers need to take a 
proactive role in their sponsor’s success 
by dedicating their time and efforts in 
connecting the sponsors marketing goals 
within the event. A few opportunities to 
add value are: 
• Naming rights. Sponsors want exclu-

sivity. The opportunity for their brand to 
be the only one in its industry, up front 
and center, is extremely valuable. 

• Supporting community outreach 
efforts. Outreach activities are more 
likely to be successful if conducted with 
strong community partners. 

• Helping to enhance the event 
experience through experiential 
activities. Getting sponsors to engage 
with attendees in unexpected ways 
helps them connect with their custom-
ers, creating lasting memories and 
value in the eyes of festival attendees. 
Examples of interactive installations 
include a cell phone company providing 
a charging station for festival attendees, 
a pool company hosting an interactive 

Continued on page 124
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WITH TERESA STAS

INCREASE YOUR RENEWALS
HOW TO

I recently had a meeting with one of my longtime sponsorship 
clients who represents a large utility company. Over our nearly 
10 years of working together, we’ve developed an honest and 
upfront working relationship, so he felt comfortable sharing 

his frustrations over some of the events he was sponsoring. As 
he confided in me, I began to see a pattern. These events were 
creating tedious and unnecessary work on his end, making the 
sponsorships seem like more trouble than they were worth. 

Let me stress that I strongly believe that for a brand or 
company to protect their investment when sponsoring an event, 
it’s imperative they actively participate in the process. However, 
this doesn’t mean that you shouldn’t make it as easy as possible 
for them. Helping your sponsors get the most out of their 
sponsorship is one of the best ways to ensure that they sign up 
again next year! You want them to know that you consider them a 
partner and are working for their success as much as your own. 

Here are my top three ways that small (and large) events can 
help ensure that their sponsors renew. 

1. Onboard Your Sponsors as Soon as They Sign with 
Your Event. In business, “onboarding” refers to the process of 
integrating a new employee into an organization, or familiarizing 
a new customer with a product or service. Onboarding should 
apply to your sponsors as well, even if they’ve sponsored your 
event before.

     You should have a system in place so that when sponsors 
sign up with your event, they are immediately introduced to 
their contact person, are provided all the information they need, 
including asset due dates, file types and sizes needed, and any 
other pertinent details. Nothing is more frustrating to a sponsor 
than receiving an email a week prior to the deadline saying ads, 
logos, etc., are due ASAP with no prior warning. 

     Remember the phrase: “A lack of planning on your part 
does not constitute an emergency on mine.” Making sure the 
sponsor has all the important info up front will make it easier on 
them and you. It also will most likely ensure that you get all the 
needed assets at the appropriate deadlines. 

2. Maintain Contact Throughout the Year. I don’t know about 
you, but being in the world of events, I always have those social 
media “friends” who only contact me when they want tickets to 
something. Don’t be that friend! Don’t just reach out to a sponsor 
when you want their money. They can see through that, I promise. 

     Not only do you want to onboard them when they sign 
up, you want to maintain contact with them throughout the 
year. Check in to see if there are ways to help make their 
sponsorship more successful and remind them of upcoming 
deadlines so that they don’t miss out. Staying in contact also 

helps ensure that they use all the sponsorship tools at their 
disposal and strengthens their commitment to your event. You 
must connect before you ask for money. 

3. Always Do a Sponsorship Recap. I constantly preach to 
my clients that it’s essential for you to not only show proof of 
your performance, but also debrief with your sponsor so that 
you know what did and did not work. The events we work with 
that conduct sponsor recaps re-sign at a 75% higher rate than 
those events who do not. 

In my experience, I’ve found that most small events do not 
debrief with sponsors, which is a major misstep. A company’s 
sponsorship of your event is looked at as an investment and it’s 
up to you to show them that they made a smart decision. Many 
companies must prove to their higher ups why certain marketing 
initiatives worked or didn’t work. If they have nothing to show for 
their investments or if you leave it up to them to do the research 
on their own, it’s easier for them to just say no to next year. 

If you don’t follow up with your sponsors after the event to find out 
what they think worked or didn’t work, how will you know what you 
need to adjust for next year or if you are in a position to ask for more? 
You can’t just disappear and resurface when it’s time for renewals 
because then it’s too late to fix any issues that might have arisen. 

Make Your Event Stand Out
Circling back to my meeting with the utility company represen-

tative, if these three elements had been followed, it would have 
made his job much easier and made for a happier sponsor. Making 
it as easy as possible for a company to be a part of your event is 
something a lot of small events don’t do, and it’s a competitive 
edge you can capitalize on. I am very aware that it takes more time 
and effort, but all three of these steps can be systemized. If done 
properly, they will increase your renewal rates, and in turn, will cut 
down your overall workload because you won’t have to prospect 
for a brand-new roster of sponsors every year. 

Teresa Stas is a national speaker, consultant, and workshop 
facilitator on the topic of sponsorships and event marketing. 
She is an accomplished marketing leader and CEO of Green 
Cactus, a boutique agency that specializes in event spon-
sorship sales and marketing. She has been named one of 
the 20 on the Rise Event Professionals by Honeybook and 
RisingTide.com. You can check out Teresa’s online sponsor-
ship course at sellsponsorship.com. If you would like to get 
sponsorship tips to your inbox, you can sign up for the GC 
monthly newsletter at GreenCactusCa.com.

BIGSMALL EVENT, SPONSORSHIPS

I want to kick off this column with a quick story.
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From a very young age Tom knew he wanted to be 
part of the celebration, no matter what it was. Growing 
up in a large Italian family there was always a gathering 
on the calendar - weddings, baptisms, graduations, and 
holidays were always celebrated with great fanfare. This 
early initiation into the world of celebrations would lay 
the foundation for a nearly 40-year career in the events 
industry. 

Today, Tom is an Executive Producer of live shows, 
spectaculars and special events. He has a diverse 
blend of talents with an extensive background in the 
ideation, creation and delivery of large-scale events and 
entertainment productions. 

Tom believes festivals and events are unique art forms 
that should educate as well as surprise and delight 
guests. “They ought to make you think, laugh, dance, 
cheer and sometimes weep”. He considers himself a bit 
of an alchemist, connecting different experiences and 
always searching to see what he can bring together 
for the next event. His goal is to wow the guests with 
something new and unexpected each and every time. He 
embraces the quote from Walt Disney, “If you can dream 
it, you can do it!”

Having worked in both the theme-park world as 
well as large scale special events, Tom has a unique 
background. He spent the early years of his career 
at Walt Disney World Creative Entertainment. It was 
there that he managed and produced countless special 
events for Disney. Some of the highlights include the 
75-city tour promoting the Disney MGM Studios, two 
Superbowl Half Time Shows, the opening ceremony of 
the Pan American Games, The LiMOUSEine Tour, The 
EarForce One Tour, Disney parade units in the Macy’s 
Thanksgiving Day Parade and the Chicago Magnificent 
Mile Holiday Parade.

Tom moved from Disney’s Creative Entertainment to 
the Marketing Division for Walt Disney Parks & Resorts 
where he was Director of Special Events for fourteen 
years. In this role he was responsible for organizing 

Tom Bisignano, CFEE 
Freelance Producer

Orlando, Florida, USA

the honor of a lifetime

2019I F E A
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thousands of special events and festivals 
for Disney. Tom and his team oversaw 
a portfolio of 11 annual attendance and 
revenue generating signature events at 
Disney Theme Parks; like the award-winning 
EPCOT International Food & Wine Festival, 
the EPCOT International Flower and 
Garden Festival, the ever-popular Mickey’s 
Not so Scary Halloween Party and Mickeys 
Very Merry Christmas Party. In addition, Tom 
was responsible for producing the activities 
surrounding Disney’s media and PR events. 
Highlights include the grand opening of 
Disney’s Animal Kingdom, The 100 Years of 
Magic Year-long celebration, the christening 
of the Disney Magic and Disney Wonder 
Cruise Ships, Disney’s Dreamers Academy 
and Disney’s Kids Day Celebration. 

After 25 years at Disney, Tom decided 
to venture out on his own and become a 
Freelance Producer. Tom has developed, 
produced and delivered ceremonies 
and special events with a myriad of 
companies around the world.  Working 
with FiveCurrents, a firm that specializes 
in creating live content, Tom produced 
the Emmy-nominated opening ceremony 
of The Olympic Winter Games in Sochi, 
Russia, the 1st ever European Games 
opening and closing ceremonies in 
Baku, Azerbaijan and The National Day 
Celebration for Sheikha Maryam bin Zayed 
in Abu Dhabi, United Arab Emirates. 

In 2011, on behalf of the IFEA, Tom 
was asked by the Saudi Commission on 
Antiquities and Tourism to deliver an event 
assessment for one of the oldest events in 
the world, Souq Okaz. Under the direction 
of HRH Prince Sultan bin Salman Al 

Saud, Tom laid the foundation to expand 
Souq Okaz into a destination driving 
festival to encourage travel and tourism to 
Saudi Arabia.

Closer to home, Tom worked with Sea 
World Parks to develop the programs 
surrounding their 50th anniversary, the 
“Sea of Surprises Celebration”. The 
assignment included integrating all the 
divisions of the three Sea World parks to 
drive awareness and attendance during 
the 15 month-long Special Event.

Rounding out his theme park 
experience in Orlando, Tom spent a year at 
Universal Studios as the Senior Director of 
Entertainment Events. During his tenure at 
Universal he was the executive in charge 
for the grand opening of Universal’s 
newest theme park, Volcano Bay, and 
produced the opening festivities for 
the attraction “Race through New York 
Starring Jimmy Fallon”. 

Recently Tom produced the opening 
and closing ceremonies for the Depart-
ment of Defense Warrior Games. The 
games showcase the incredible potential 
of wounded warriors through competitive 
sports.  Tom believes “our industry really 
shines when we help others shine. No 
other event truly touches the heart like 
the Warrior Games. These brave men and 
women are true heroes”.  The patriotic 
ceremony was hosted by Jon Stewart and 
featured performances by Kelly Clarkson 
and Weezer. 

Tom is humbled and honored for being 
chosen for induction into the IFEA Hall 
Of Fame. “What a privilege it is to be 
recognized by your peers, who are some 

of the best in the business”.  Thanks to his 
work with IFEA and the invaluable connec-
tions made through the organization, 
Tom has made lifelong friends with fellow 
colleagues in the event industry. “The IFEA 
has been instrumental in Festival and Event 
improvements and innovations. They have 
helped shape better event leaders who 
in turn have managed better event staffs 
which ultimately leads to a better guest 
experience for all at festivals and events.”

He loves to ignite the creative flame 
when it comes to events. Tom has given 
countless speeches to event professionals 
and lectures to students around the world 
on lessons learned in his career.  He 
truly enjoys attending events as much as 
producing them and has been fortunate 
enough to have been to some of the best 
in the world. “One of the bonuses of work-
ing in the event industry is benchmarking 
what our peers have created…it’s not only 
enlightening, it’s a ton of fun!”  

Tom is a graduate of Fairfield University 
and attended The Crummer leadership 
program at Rollins College. He is a Certi-
fied Festival and Event Executive (CFEE) 
and has received The President’s Volun-
teer Service Award from the President’s 
Council on Service and Civic Participation. 
He has served as the Chairman of the 
World Board for the International Festival 
and Events Association and serves on the 
Board of Advisors to Pictureworks.  He 
resides in Orlando, Florida with his wife 
Terri, daughter Kelsey and son Justin. 

Please help us congratulate our 
2019 IFEA Hall of Fame inductee, Tom 
Bisignano, CFEE.

The International Festivals & Events Association is pleased to announce the induction of 
one of the festivals and events industry’s finest professionals into its prestigious IFEA Hall of 
Fame – Tom Bisignano, CFEE, Freelance Producer, Orlando, Florida, United States.

Known as the association’s most prestigious honor, the IFEA Hall of Fame recognizes those 
outstanding individuals who, through their exceptional work and achievements, 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 his industry-peers, Tom joins the prestigious ranks of 61 
others inducted into the hall over the past 28 years. 

Tom will be honored at the 64th Annual IFEA Convention, Expo & Retreat presented by 
Haas & Wilkerson Insurance, in Colonial Williamsburg, VA, USA, where he will be presented 
with his award during the IFEA Awards Luncheon sponsored by Eventeny on Wednesday, 
September 25, 2019.  
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What year was your company 
established?
1996

How many employees does 
your company have?
10 

What areas do you serve with 
your product/service? 
Local, National and International 

How many festivals and events 
do you work with on an annual 
basis?
We’re new to the industry, and just getting 
started. We work with sport teams, 
sponsors, breweries and corporate on 
behalf of their events. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
You Name It – we can make a collectible 
about it! The story of every piece is just as 
important to us to tell as it is for you. 

How/why did your company/ 
product/service get started
The Willie Mays bobblehead we created 
with the San Francisco Giants was a huge 
success and we haven’t looked back since. 
We are considered the world’s #1 bobble-
head and custom resin producer. Partnering 
and collaborating with the “Who’s Who” of 
the sporting and corporate world, providing 
unique custom commemorative adding value 
to a memorable experience, celebrating 
individual achievement and more. Over 60 
million “memories” made and counting. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about? 
• Life Size Bobblehead – excellent 

conversation starter, great media tool and 
ideal for photos (think selfies)

• Exclusive Maker of Spinner Doll - 
durable, long lasting attention-getter

• LED and Sound Chip – brings Spinner 
Doll to life

• Paint Your Own Bobblehead – use as 
an on-site activity or to take home

• Tap Handles & Tumblers – highlight & 
promote beer (other beverage) vendors

What sets your product/service 
apart from your competitors?
Totally Custom Resin – hand carved, hand 
painted and great attention to detail. We 
bring each character to life! 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Promote and keep your festival/event in 
plain view with a custom keepsake to 
commemorate the occasion. And, say 
THANK YOU to volunteers, staff, board 
members and sponsors involved with 
making a memorable event. 

What is your company’s 
customer service philosophy? 
We take a collaborative approach and work 
with our clients every step of the way from 
concept to delivery.

We work to deliver a high quality promotion-
al “memory” product on-time and this gives 
our clients tremendous confidence, enabling 
them to focus on the rest of their to-do list.

KAREN KAYE
Director, Designer & Business 
Development

ALEXANDER GLOBAL 
PROMOTIONS
12011 Bel-Red Road, Ste 101
Bellevue, WA 98005 USA
425-484-9734
karenk@alexanderglobal.com
www.alexanderglobal.com

How many years have 
you been with your 
company?
9 

What are your favorite 
festival foods?
Love food at festivals – always 
on the lookout for good BBQ or 
something Grilled, Deep Fried 

What do you like to do to 
relax? 
Listen to music and watch movies. 
Enjoy a good campfire and being 
around water (lake, river). 

What is the name of the 
last business book you 
read?
No books. Known for picking up 
the Success Magazine and reading 
on-line articles. 

What is the name of 
the last movie you 
watched?
A Star is Born

EXHIBITOR SPOTLIGHT
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2019 IFEA 
WEB I NAR 
SER IES 
Bringing valuable Festival and Event 
industry education right to you, we’re 
pleased to present our Online IFEA 
Webinar Series.
IFEA WEBINARS ARE:

PROFESSIONAL:
Offering online educational sessions hosted by industry leaders and 
special guests, the IFEA Webinar Series covers a wide variety of 
topics important to your organization’s success. (If working toward 
your IFEA CFEE Certification, each individual paid Webinar is eligible 
for one CFEE Elective Credit.) 

AFFORDABLE:
At $59 each for IFEA Members ($99 for Non-IFEA Members), not 
only are you able to attend the Webinar presentation, but any and 
all of your co-workers can gather around to view the presentation as 
well, for that one low price!

CONVENIENT:
Webinars are easy to attend. Let us bring the education to you . . . 
view and listen to the presentation online right at your computer, tablet, 
smartphone… wherever you may be! No Travel Expense Required. 

EFFICIENT:
With no travel time to and from to attend the Webinar and one easy 
click to log-in, give us 60 minutes and we’ll give you an hour full 
of valuable festival and event industry education. What better way 
to receive great educational information by great presenters, while 
saving both time and travel expenses! 

VALUABLE:
Get the most out of your registration fee. All paid Webinar 
Registrations receive access to the live 60-minute Webinar 
presentation, an interactive Q&A session, copies of the presentation 
materials and handouts, in addition to the recording of the Webinar, to 
view again and again for up to 14 days.

2019 IFEA WEBINAR SCHEDULE
THURSDAY, JANUARY 31, 2019 
Social Media Sponsor Activations
Bruce L. Erley, CFEE, ARP, President & CEO  
Creative Strategies Group, Denver, CO

THURSDAY, FEBRUARY 7, 2019 
Mayhem at Events and How to Prevent (Some of) It
Steven Adelman, Vice President, Event Safety Alliance 
Adelman Law Group, PLLC, Scottsdale, AZ

THURSDAY, FEBRUARY 14, 2019 
Enhanced Perspective: The Future for Festivals & Cannabis
Geoff Hinds, CEO, San Bernardino County Fair, San Bernardino, CA

THURSDAY, FEBRUARY 28, 2019
An Ethical Conundrum: The Estimation of Attendance
Vern Biaett, PhD, CFEE, Assistant Professor of Event Management, 
High Point University, High Point, NC

THURSDAY, MARCH 7, 2019 
Severe Weather Doesn’t Just Happen: Managing Risks with a 
Comprehensive Weather Plan 
Michael Clark, Co-Owner and Chief Meteorologist
Terry Powers, Managing, Director of Sports and Special Events
Bam Weather, Indianapolis, IN

THURSDAY, MARCH 21, 2019 
Controlling the Message: Creating a Social Media Marketing Plan
Jessica Bybee-Dziedzic, Partnership Director, Saffire, Austin, TX

THURSDAY, MARCH 28, 2019 
Control Freaks Anonymous – A 12-Step Plan to Achieve Sanity & 
Success
Penny McBride, CFEE, President & CEO, Fredericksburg, Texas 
Chamber of Commerce, Fredericksburg, TX

THURSDAY, APRIL 11, 2019 
Behind the Buzzword: Creative Placemaking & Your Event
Sean King, Principle, Aspire Consulting Group, Allentown, PA

THURSDAY, APRIL 18, 2019 
A New Perspective on the Critical  
Importance of Volunteers at Your Event
Kaylee Williams, President, Volunteer Local, Des Moines, IA

THURSDAY, APRIL 25, 2019 
Sponsorship Then & Now: The Things That Never Change and the 
Things That Already Have
Gail Alofsin, Director of Corporate Partnerships & Community 
Relations, Newport Harbor Corporation, Newport, RI

THURSDAY, OCTOBER 24, 2019 
Strengthening Our Partnerships and Mutual Success  
with Concessionaires
Michelle Card, Executive Director, National Independent  
Concessionaires Association (NICA), Brandon, FL

THURSDAY, OCTOBER 31, 2019 
Maximizing the Opportunities and Minimizing the Challenges of Food 
Trucks at Your Event
Matthew Geller, CEO, National Food Truck Association, Culver City, CA

THURSDAY, NOVEMBER 7, 2019 
Praise the Lord and Pass the Ammunition
Jeff English, CFEE, Sr. Vice President/General Council
Kentucky Derby Festival, Louisville, KY

THURSDAY, NOVEMBER 14, 2019
The Path to Volunteer Growth
Florence May, Founder/President, TRS Volunteer Solutions

THURSDAY, NOVEMBER 21, 2019
Infuse the “New”!         
Ted Baroody, CFEE, President, Norfolk Festevents, Norfolk, VA
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PURCHASING WEBINARS
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 additional charge!

• INDIVIDUAL WEBINAR COST 
 $59 - IFEA Members 
 $99 - Non-IFEA Members 
 Provides access to the individual 60-minute live 

IFEA Webinar presentation, an interactive Q&A 
session, copies of the presentation materials 
and handouts, in addition to the recording of the 
Webinar, to view for up to 14 days.

 On-Demand Webinars are also able to be 
purchased individually at $59 (IFEA Members) or 
$99 (Non-IFEA Members.)

• WEBINAR SUBSCRIPTION
 A subscription to the IFEA Webinar Series can 

also be purchased for those looking for year-round 
Festival & Event industry education. Two 
subscription options are available

° Live Webinar Subscription 
 $590 – IFEA Members
 $990 – Non-IFEA Members
 Provides access to ALL 15 individual 60-minute 

live IFEA Webinars for the year, interactive Q&A 
sessions, copies of the presentation materials 
and handouts, in addition to the recordings for 
each Webinar, to view for up to 14 days.

HOW TO PURCHASE 
WEBINARS
Webinars are available for purchase via any of the 
following methods: 

• Online at the IFEA Store 
• Faxing, mailing emailing the Webinar Registration 

Form 
• Calling the IFEA at +1-208-433-0950 x3

On-Demand Webinars are available for purchase online 
at the IFEA Store.

QUESTIONS? 
Contact: Nia Hovde, CFEE, Vice President/Director of 
Marketing & Communications at: nia@ifea.com

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 

© Copyright 2019. The presentation, materials and content of these Webinars are the intellectual property of the International 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.

2019 IFEA WEB I NAR 
SER IES

THURSDAY, JANUARY 31, 2019 

SOCIAL MEDIA        
SPONSOR 
ACTIVATIONS
Bruce L. Erley, CFEE, ARP 
President & CEO
Creative Strategies Group
Denver, CO

According to industry sources, sponsors 
now value social media engagement 
greater than traditional media recognition 
or on-site benefits. Learn about the 
circumstances that are driving this change. 
Discover the importance of building 
social audiences year-round? What are 
you doing to connect your sponsors with 
“likes,” “fans” and “followers” of your 
event. What are the activations that others 
are using to provide sponsors with the 
digital promotions and metrics to prove 
ROI? Bruce Erley, President & CEO of 
Creative Strategies Group will share tips, 
trends and examples of best practices that 
any size event can implement.

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 which he founded 
in September, 1995. Creative Strategies 
Group (CSG) specializes in sponsorship 
and event marketing consultation as well as 
forging partnerships between corporations 
and events, festivals, nonprofit organizations 
and other properties. In 2012, Erley served 
as the World Board Chairman of the 
International Festivals & Events Association 
(IFEA). He is a 2015 inductee into the IFEA 
Hall of Fame. He is Accredited 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. 

THURSDAY, FEBRUARY 7, 2019 

MAYHEM AT EVENTS
AND HOW TO 
PREVENT  
(SOME OF) IT
Steven Adelman
Vice President, Event 
Safety Alliance
Adelman Law Group, PLLC
Scottsdale, AZ

Using a highly technical risk management 
tool -- the open-ended question -- we will 
learn the value of asking, non-rhetorically, 

What could go wrong? There is no 
such thing as a “best practice,” only 
decisions that are reasonable under your 
circumstances. This session will help you 
make reasonable decisions about the risks 
you are most likely to face at your events. 

Steven A. Adelman is the head of Adelman 
Law Group, PLLC in Scottsdale, Arizona and 
Vice President of the Event Safety Alliance, 
an international trade association focusing 
on safety and security at live events. His 
law practice focuses on risk management 
and litigation regarding venues and events 
throughout North America, and he also 
serves as an expert witness in crowd-related 
lawsuits. Steve Adelman is widely recognized 
as an authority on event safety and security. 
He writes the monthly “Adelman on Venues” 
newsletter, he teaches “Risk Management 
in Venues” at Arizona State University’s 
Sandra Day O’Connor College of Law, and 
he frequently appears in national and local 
media for analysis of safety and security 
incidents at public accommodations. Steve 
Adelman graduated from Boston College 
Law School in 1994. 

THURSDAY, FEBRUARY 14, 2019 

ENHANCED             
PERSPECTIVE: 
THE FUTURE FOR 
FESTIVALS & 
CANNABIS
Geoff Hinds
CEO, San Bernardino County Fair
San Bernardino, CA

With legalization in many states, Cannabis 
is quickly becoming an item of main stream 
discussion throughout the United States and 
the World. This session will try to provide 
an insight and discussion into how the 
legal landscape has evolved and changed 
regarding Cannabis and what this may mean 
for event producers, venues and hosts. 

Geoff Hinds has over 15 years of diverse 
experience in the Live Event market, and 
serves as the Chief Executive Officer at 
SBC Fair in Southern California, which 
has overseen operations of both the 
San Bernardino County Fairgrounds and 
Adelanto Stadium. Hinds has shared his 
knowledge and expertise through work on or 
at many large festivals and events, including 
work with several large cannabis focused 
festivals including Chalice California and 
High Life Music Festival. His work with the 
Board of Directors and Staff of SBC Fair 
on the development of policies, procedures 

and best practices for Cannabis or Cannabis 
themed events has been instrumental in 
the creation of guidelines that are utilized 
throughout the state of California. Having 
hosted over 15 unique Cannabis festivals, 
Hinds has also advised many venues and 
events on practices, and experience. A 
graduate of Whitter College, Hinds currently 
lives in Apple Valley CA. 

THURSDAY, FEBRUARY 28, 2019

AN ETHICAL            
CONUNDRUM: THE 
ESTIMATION OF 
ATTENDANCE
Vern Biaett, PhD, CFEE
Assistant Professor of 
Event Management
High Point University
High Point, NC

Attendance numbers for festivals are 
significant quantifiers of accomplishment, 
the calculation of sponsorship benefits, 
publicly funded support, and economic 
impact assessment. Event managers 
to often report attendance figures that 
are exaggerated marketing numbers 
conveyed for purposes of influencing and 
gaining attention. The logic behind this 
embellishment is based on the situational 
ethics of, ‘I’m only doing what everyone 
else is doing.’ This ethical conundrum 
exists because people do not understand 
large numbers or crowd dynamics, 
estimates tend to be driven by personal 
agendas, and there are no established 
estimation methods. This seminar reviews 
past attendance controversies, research on 
possible estimation methods, and provides 
suggestions to solve this ethical dilemma.

Following 20 years of festival and event 
production for the cities of Phoenix and 
Glendale, Arizona, in 2006 Vern became a 
faculty associate at Arizona State University 
where he taught event management 
courses in a certificate program, he 
co-created. In 2013 he completed his PhD 
in Community Development and Resources 
and in 2014 joined High Point University in 
North Carolina as an Assistant Professor of 
Events Management where he has created 
a Bachelor of Arts in Event Management. 
Dr. Biaett is a lifetime CFEE, a member of 
the North Carolina Association of Festivals 
& Events, was a founding member of the 
Arizona Festivals & Events Association, 
serves on the IFEA President’s Council, 
and is a past board member of the IFEA 
Foundation. 
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THURSDAY, JANUARY 31, 2019 

SOCIAL MEDIA        
SPONSOR 
ACTIVATIONS
Bruce L. Erley, CFEE, ARP 
President & CEO
Creative Strategies Group
Denver, CO

According to industry sources, sponsors 
now value social media engagement 
greater than traditional media recognition 
or on-site benefits. Learn about the 
circumstances that are driving this change. 
Discover the importance of building 
social audiences year-round? What are 
you doing to connect your sponsors with 
“likes,” “fans” and “followers” of your 
event. What are the activations that others 
are using to provide sponsors with the 
digital promotions and metrics to prove 
ROI? Bruce Erley, President & CEO of 
Creative Strategies Group will share tips, 
trends and examples of best practices that 
any size event can implement.

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 which he founded 
in September, 1995. Creative Strategies 
Group (CSG) specializes in sponsorship 
and event marketing consultation as well as 
forging partnerships between corporations 
and events, festivals, nonprofit organizations 
and other properties. In 2012, Erley served 
as the World Board Chairman of the 
International Festivals & Events Association 
(IFEA). He is a 2015 inductee into the IFEA 
Hall of Fame. He is Accredited 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. 

THURSDAY, FEBRUARY 7, 2019 

MAYHEM AT EVENTS
AND HOW TO 
PREVENT  
(SOME OF) IT
Steven Adelman
Vice President, Event 
Safety Alliance
Adelman Law Group, PLLC
Scottsdale, AZ

Using a highly technical risk management 
tool -- the open-ended question -- we will 
learn the value of asking, non-rhetorically, 

What could go wrong? There is no 
such thing as a “best practice,” only 
decisions that are reasonable under your 
circumstances. This session will help you 
make reasonable decisions about the risks 
you are most likely to face at your events. 

Steven A. Adelman is the head of Adelman 
Law Group, PLLC in Scottsdale, Arizona and 
Vice President of the Event Safety Alliance, 
an international trade association focusing 
on safety and security at live events. His 
law practice focuses on risk management 
and litigation regarding venues and events 
throughout North America, and he also 
serves as an expert witness in crowd-related 
lawsuits. Steve Adelman is widely recognized 
as an authority on event safety and security. 
He writes the monthly “Adelman on Venues” 
newsletter, he teaches “Risk Management 
in Venues” at Arizona State University’s 
Sandra Day O’Connor College of Law, and 
he frequently appears in national and local 
media for analysis of safety and security 
incidents at public accommodations. Steve 
Adelman graduated from Boston College 
Law School in 1994. 

THURSDAY, FEBRUARY 14, 2019 

ENHANCED             
PERSPECTIVE: 
THE FUTURE FOR 
FESTIVALS & 
CANNABIS
Geoff Hinds
CEO, San Bernardino County Fair
San Bernardino, CA

With legalization in many states, Cannabis 
is quickly becoming an item of main stream 
discussion throughout the United States and 
the World. This session will try to provide 
an insight and discussion into how the 
legal landscape has evolved and changed 
regarding Cannabis and what this may mean 
for event producers, venues and hosts. 

Geoff Hinds has over 15 years of diverse 
experience in the Live Event market, and 
serves as the Chief Executive Officer at 
SBC Fair in Southern California, which 
has overseen operations of both the 
San Bernardino County Fairgrounds and 
Adelanto Stadium. Hinds has shared his 
knowledge and expertise through work on or 
at many large festivals and events, including 
work with several large cannabis focused 
festivals including Chalice California and 
High Life Music Festival. His work with the 
Board of Directors and Staff of SBC Fair 
on the development of policies, procedures 

and best practices for Cannabis or Cannabis 
themed events has been instrumental in 
the creation of guidelines that are utilized 
throughout the state of California. Having 
hosted over 15 unique Cannabis festivals, 
Hinds has also advised many venues and 
events on practices, and experience. A 
graduate of Whitter College, Hinds currently 
lives in Apple Valley CA. 

THURSDAY, FEBRUARY 28, 2019

AN ETHICAL            
CONUNDRUM: THE 
ESTIMATION OF 
ATTENDANCE
Vern Biaett, PhD, CFEE
Assistant Professor of 
Event Management
High Point University
High Point, NC

Attendance numbers for festivals are 
significant quantifiers of accomplishment, 
the calculation of sponsorship benefits, 
publicly funded support, and economic 
impact assessment. Event managers 
to often report attendance figures that 
are exaggerated marketing numbers 
conveyed for purposes of influencing and 
gaining attention. The logic behind this 
embellishment is based on the situational 
ethics of, ‘I’m only doing what everyone 
else is doing.’ This ethical conundrum 
exists because people do not understand 
large numbers or crowd dynamics, 
estimates tend to be driven by personal 
agendas, and there are no established 
estimation methods. This seminar reviews 
past attendance controversies, research on 
possible estimation methods, and provides 
suggestions to solve this ethical dilemma.

Following 20 years of festival and event 
production for the cities of Phoenix and 
Glendale, Arizona, in 2006 Vern became a 
faculty associate at Arizona State University 
where he taught event management 
courses in a certificate program, he 
co-created. In 2013 he completed his PhD 
in Community Development and Resources 
and in 2014 joined High Point University in 
North Carolina as an Assistant Professor of 
Events Management where he has created 
a Bachelor of Arts in Event Management. 
Dr. Biaett is a lifetime CFEE, a member of 
the North Carolina Association of Festivals 
& Events, was a founding member of the 
Arizona Festivals & Events Association, 
serves on the IFEA President’s Council, 
and is a past board member of the IFEA 
Foundation. 
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THURSDAY, MARCH 7, 2019 

SEVERE WEATHER   
DOESN’T JUST 
HAPPEN: MANAGING 
RISKS WITH A 
COMPREHENSIVE 
WEATHER PLAN 
Michael Clark, Co-Owner 
and Chief Meteorologist

Terry Powers, Managing  
Director of Sports and 
Special Events
Bam Weather, 
Indianapolis, IN

“Hazardous weather can strike at any time, 
but very rarely does severe weather come 
out of nowhere” is how meteorologist 
Michael Clark begins many conversations 
regarding the value of a comprehensive 
weather plan. With the increase in today’s 
technology, anyone with a cellphone can 
get free weather information. However, 
Clark warns that those free apps are not site 
specific, are not usually current and do not 
include analysis by a trained meteorologist. 
The American Meteorologists Society 
(AMS) outlines best practices which include 
utilizing professional forecasting services 
and the development of a comprehensive 
weather plan on behalf of life safety for 
venues and public gatherings. This webinar 
will provide valuable information on why it’s 
critical to develop a weather plan and how 
to get started.

Michael Clark is a Co-Owner and Chief 
Meteorologist at BAM Weather, a private 
weather consulting company based 
in Greenwood, Indiana. Clark studied 
operational meteorology at Mississippi 
State University and he worked as a 
meteorologist at FOX59 in Indianapolis for 
three years before founding BAMWX.com. 
BAM Weather has a client list that includes 
major fairs and festivals, professional 
sports teams and stadiums, municipalities, 
seed companies, farms, energy companies, 
motor speedways, and the list goes on.

Terry Powers is the Managing Director 
of Sports and Special Events at BAM 
Weather. Powers joined BAMWX in 
October of 2018 and brought with him 
over 30 years of event management 
experience including overseeing 50 annual 
Indianapolis 500 Festival events. Powers 
served as a board member of the IFEA 
Foundation and was an instructor at the 

IFEA’s Event Management School. Powers 
spent 15 years in collegiate athletics in 
multiple roles and has managed a variety of 
large and small events including an NCAA I 
Men’s Final Four.

THURSDAY, MARCH 21, 2019 

CONTROLLING THE   
MESSAGE: 
CREATING A SOCIAL 
MEDIA MARKETING 
PLAN
Jessica Bybee-Dziedzic 
Partnership Director, Saffire 
Austin, TX

We have all heard about the many countless 
social media platforms that are available 
to our events, but how do you begin to 
prioritize your limited time and resources 
to ensure that you are maximizing the 
effort and the returns. How do you create 
a Social Media Plan to work within your 
finite budget, your strategic vision and 
other critical considerations? Join us for 
this important session by IFEA Association 
Partner and industry leader, Saffire. 

Jessica Bybee-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, MARCH 28, 2019 

CONTROL FREAKS    
ANONYMOUS – A 
12-STEP PLAN TO 
ACHIEVE SANITY & 
SUCCESS
Penny McBride, CFEE
President & CEO
Fredericksburg, Texas Chamber of 
Commerce
Fredericksburg, TX

Hi...my name is Festival Planner and I’m a 
control freak. To be a success in the event 
world, one has to be a detail-oriented 

professional who makes sure hundreds of 
other people get everything done in time to 
open the gates. But the Control Freak style 
of management can quickly lead to burn 
out, lack of engagement, trust issues and 
stagnant growth. This 12-Step Program 
can help curb those tendencies to create 
dynamic teams inspired by a visionary 
leader, versus managed by box-checker. 
Learn to delegate authority over tasks, build 
peer accountability, provide meaningful 
feedback, reward big-picture thinking and 
create the next generation of leaders that 
will sustain your event.
 
Penny C. McBride, CFEE, is the 
President & CEO of the Fredericksburg 
Chamber of Commerce. For 14 years 
prior to starting with the Chamber, she 
owned Indigo Resource Group, an 
outsource firm that specialized in providing 
marketing, consulting and management 
services to tourism-related businesses 
and organizations. Her company managed 
the Texas Festival & Events Association 
and the Texas Association of Fairs and 
Events for nine years. Penny also served 
a nine-year stint as the Director of the 
Fredericksburg Convention and Visitor 
Bureau, during which time occupancy tax 
receipts increased over 400 percent. She 
continues to work as a consultant, speaker 
and trainer. Her speaking clients have 
included the International Tour & Travel 
Research Association, Argentina Economic 
Development Federation, Dubai Events and 
Promotions Establishment, Hawaii Tourism 
Authority, Illinois Special Events Network, 
Festivals & Events Ontario and International 
Festivals & Events Association.

THURSDAY, APRIL 11, 2019 

BEHIND THE         
BUZZWORD: 
CREATIVE 
PLACEMAKING & 
YOUR EVENT
Sean King
Principle, Aspire Consulting Group
Allentown, PA

Creative placemaking has become a 
buzzword in the lexicon of city and state 
governments, college campuses and 
economic development professionals 
around the country over the past several 
years. Join with us in an introduction to the 
concept and explore ideas on how your 
events and festivals fit into this movement 
in our cities and communities. Find a new 
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way to frame your events and festivals to 
attract new resources and support while 
you generate momentum around the 
quality of life impacts beyond the pure 
dollars and cents.

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

THURSDAY, APRIL 18, 2019 

A NEW PERSPECTIVE
ON THE CRITICAL 
IMPORTANCE OF 
VOLUNTEERS AT 
YOUR EVENT
Kaylee Williams
President, Volunteer Local
Des Moines, IA

Finding and keeping great volunteers is no 
easy task. The goal of this session is to 
bring together coordinators who are willing 
to share their experiences (good and bad), 
best practices and the key resources they 
use to keep their volunteers happy, engaged 
and informed. Topics include fostering the 
right ‘culture’ for your volunteer force, 
identifying appropriate channels to reward 
volunteers, and making the process of 
scheduling and communicating with your 
volunteers easier. We’ll look at some 
recent data behind volunteer trends, and 
cover the practical implementation of a 
cohesive volunteer program that aligns the 
right incentives with volunteers’ interests 
and skills. Join us for a lively discussion on 
best practices for volunteer management, 
coordination, and retention. 

Kaylee Williams is the President of 
VolunteerLocal, a volunteer registration and 
scheduling platform for festivals and events of 
all sizes, all over the world. Passionate about 
music and the arts, Williams has leveraged 
partnerships with hundreds of festivals, fairs 
and parades to help them streamline their 
volunteer programs. She is a triathlete, bass 
guitar player and home-brewer. 

THURSDAY, APRIL 25, 2019 

SPONSORSHIP        
THEN & NOW: 
THE THINGS THAT 
NEVER CHANGE AND 
THE THINGS THAT 
ALREADY HAVE
Gail Alofsin
Director of Corporate Partnerships & 
Community Relations
Newport Harbor Corporation
Newport, RI

Data, Social and AI are a few of the 
elements that comprise the “new” 
sponsorship. It’s on you and your team 
to prove the value of your sponsorship 
program, beyond booths and banners. In 
this time of unprecedented distraction, 
there are things that do not change - the 
elements of human touch, connection 
and affiliation with the passion points that 
unite the sponsor and the audience. This 
Webinar will illustrate the business case 
for sponsorship, embroidering both the 
new with the fundamentals, offering you 
the tools to becoming proactive to the 
changes ahead. It’s all about harnessing 
the power of the subtle changes that will 
generate the most impactful results. It’s 
GO Time! 

Gail Lowney Alofsin is a professional 
speaker, author, university professor, 
humanitarian and sponsorship thought 
leader. Gail provides audiences with 
practical tools and the inspiration to 
achieve sponsorship and event success. 
As the Director of Corporate Partnerships 
for Newport Harbor Corporation for over 
three decades, Gail has sold millions of 
dollars of corporate sponsorship to clients 
inclusive of Southwest Airlines, Pepsi, 
Dr Pepper/Snapple Group, Sovereign 
Bank, Born Footwear, Unilever, Ahold and 
Mercedes. Passionate about education, 
Gail has served as an Adjunct Professor at 
the University of Rhode Island since 1999 
and Salve Regina University since 2015. 
She is the author of Your Someday is Now- 
What are YOU Waiting For? – a book 
focused on becoming YOUR best YOU. 
Since being published, the book has raised 
over $40,000 for nonprofit organizations. 
A graduate of Tufts University, Gail serves 
on several non-profit boards focused on 
education and hunger. She resides in 
Newport, Rhode Island. 

THURSDAY, OCTOBER 24, 2019 

STRENGTHENING     
OUR PARTNERSHIPS 
AND MUTUAL 
SUCCESS WITH 
CONCESSIONAIRES
Michelle Card
Executive Director
National Independent Concessionaires 
Association (NICA)
Brandon, FL

Too often - hopefully unintentionally - we 
see our vendors and concessionaires 
as adversaries to be watched-over and 
mistrusted, when in-fact, they are some 
of our greatest, most creative partners. 
A relationship that can help ensure our 
mutual bottom-line success, as well as 
enhancing the overall event experience for 
our attendees. The IFEA has asked industry 
partner NICA (National Independent 
Concessionaires Association) to come help 
us all expand the creative conversation of 
how to maximize the returns for everyone! 

The National Independent Concessionaires 
Association is an organization with over 
1000 members across the United States 
and Canada. NICA services independent 
businesses that work in the mobile event 
industry. Their general membership 
includes food concessionaires, retail/
commercial sales, game operators and 
independent entertainers and attractions, 
with their associate membership including 
fairs, festivals and suppliers.

THURSDAY, OCTOBER 31, 2019 

MAXIMIZING THE    
OPPORTUNITIES 
AND MINIMIZING 
THE CHALLENGES 
OF FOOD TRUCKS AT 
YOUR EVENT
Matthew Geller 
CEO
National Food Truck Association 
Culver City, CA

Food trucks have become not only a 
trend-unto-themselves, but an important 
evolution of and consideration when 
it comes to providing quality food and 
beverage options to festival and event 
attendees. Not unlike any other critical and 
revenue-impacting piece of the operations 
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puzzle, it is important that we understand 
both the challenges and opportunities for 
both sides of this partnership, allowing us 
all to maximize the returns to everyone. In 
this valuable session we’ll be discussing 
ways to utilize food trucks at your festival, 
with an emphasis on the best ways to 
reach out and book food trucks for your 
events and to collect payments.

Matt Geller is the Co-Founder and CEO 
of the Southern California Mobile Food 
Vendors Association and the Founding 
President of the National Food Truck 
Association. The SoCal MFVA is a non-profit 
organization that represents upwards of 
130 mobile vendors in Southern California. 
Under Geller’s leadership, the SoCal 
MFVA has successfully expanded rights 
and business opportunities for mobile 
vendors in over 30 jurisdictions in Southern 
California, while working cooperatively with 
Health Departments to promote balanced 
regulations and effective enforcement 
mechanisms. Geller’s “Association” model 
has become the national standard for 
food truck advocacy. Geller is also an 
entrepreneur. He is a founding partner 
and executive of Best Food Trucks, Inc. -- 
the developer of a revolutionary software 
platform that connects food trucks with 
event organizers, health departments, and 
consumers. After almost a decade in the 
restaurant industry, Geller obtained his 
juris doctorate from UCLA School of Law 
in 2008. 

THURSDAY, NOVEMBER 7, 2019 

PRAISE THE LORD   
AND PASS THE 
AMMUNITION
Jeff English, CFEE
Sr. 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 issues as protestors, waivers, 
conceal and carry, and risk management. 
We’ll also reserve time for Q&A so you can 
maybe save your budget on some of those 
legal bills back home!

Jeff English 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 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 
Louisville Business First’s Forty Under 40. 

THURSDAY, NOVEMBER 14, 2019

THE PATH TO           
VOLUNTEER 
GROWTH
Florence May
Founder/President 
TRS Volunteer Solutions

This workshop style Webinar is broken 
into four IDEA GENERATION segments 
with a little extra time for Q&A. Segment 
One: The Changing Volunteer World - 
Major trends impacting recruiting and 
engagement. Segment Two: Volunteer 
Program Assessment - Hands-on exercise 
and standards. Segment Three: Measuring 
& Communicating Impact - You are 
working hard to make a difference in 
your community. Do you know how to 
communicate organizational impact with 
your volunteers? Segment Four: Growth 
Strategies - Discuss innovations in the 
areas of recruiting, on boarding, training, 
communications and retention.

Florence May is the Founder/President 
of TRS Volunteer Solutions. Since 2008, 
TRS has provided volunteer management 
systems for hundreds of Festivals, 
Conventions, Non-Profits, Corporations 
and Sports Commissions. Among these, 
TRS has provided support for 26 Final 
Fours, 5 Super Bowls, 2 Republican 
National Conventions, 2 Democratic 
National Conventions, 18 Formula One 
Races, 12 Special Olympic Organizations, 
Indy 500 Events and so many others. 
Florence May is also a Speaker, Author 
and Workshop Leader on Volunteer 
Management Trends.

THURSDAY, NOVEMBER 21, 2019

INFUSE THE “NEW”!
Ted Baroody, CFEE
President, Norfolk 
Festevents
Norfolk, VA

We all get asked, “what is new at your 
event this year?”  Hear the latest trends 
and be inspired to infuse your events 
with the “new”!  Add some new energy 
to your traditions with new experiences 
that touch all segments of our business; 
entertainment & programming, sales 
and marketing.  Learn how to extend the 
experience for your guests!

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.
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International Festivals & Events Association • 2603 W Eastover Terrace • Boise, ID 83706 - U.S.A.
Questions: Contact Nia Hovde, Director of Marketing & Communication at nia@ifea.com or Phone: +1-208-433-0950 ext: 3, Fax: +1-208-433-9812 • www.ifea.com

2019 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)  ___________ 

Webinar Subscription
Includes all 15 Live Webinars in 2019   $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, 2 days before the Webinar and 2 hours before the scheduled Webinar.
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, January 31, 2019 
Social Media Sponsor Activations
Bruce L. Erley, CFEE, ARP, President & CEO  
Creative Strategies Group, Denver, CO

 ❍ Thursday, February 7, 2019 
Mayhem at Events and How to Prevent 
(Some of) It
Steven Adelman, Vice President, Event Safety Alliance 
Adelman Law Group, PLLC, Scottsdale, AZ

 ❍ Thursday, February 14, 2019 
Enhanced Perspective: The Future for  
Festivals & Cannabis
Geoff Hinds, CEO, San Bernardino County Fair, San Bernardino, CA

 ❍ Thursday, February 28, 2019
An Ethical Conundrum: The Estimation  
of Attendance
Vern Biaett, PhD, CFEE, Assistant Professor of Event Manage-
ment, High Point University, High Point, NC

 ❍ Thursday, March 7, 2019 
Severe Weather Doesn’t Just Happen: 
Managing Risks with a Comprehensive 
Weather Plan 
Michael Clark, Co-Owner and Chief Meteorologist
Terry Powers, Managing, Director of Sports and Special Events
Bam Weather, Indianapolis, IN

 ❍ Thursday, March 21, 2019 
Controlling the Message: Creating a Social 
Media Marketing Plan
Jessica Bybee-Dziedzic, Partnership Director, Saffire, Austin, TX

 ❍ Thursday, March 28, 2019 
Control Freaks Anonymous – A 12-Step 
Plan to Achieve Sanity & Success
Penny McBride, CFEE, President & CEO, Fredericksburg,  
Texas Chamber of Commerce, Fredericksburg, TX

 ❍ Thursday, April 11, 2019 
Behind the Buzzword: Creative Placemak-
ing & Your Event
Sean King, Principle, Aspire Consulting Group, Allentown, PA

 ❍ Thursday, April 18, 2019 
A New Perspective on the Critical  
Importance of Volunteers at Your Event
Kaylee Williams, President, Volunteer Local, Des Moines, IA

 ❍ Thursday, April 25, 2019 
Sponsorship Then & Now: The Things That Never 
Change and the Things That Already Have
Gail Alofsin, Director of Corporate Partnerships & Community 
Relations, Newport Harbor Corporation, Newport, RI

 ❍ Thursday, October 24, 2019 
Strengthening Our Partnerships and Mutual 
Success with Concessionaires
Michelle Card, Executive Director, National Independent 
Concessionaires Association (NICA), Brandon, FL

 ❍ Thursday, October 31, 2019 
Maximizing the Opportunities and Minimizing 
the Challenges of Food Trucks at Your Event
Matthew Geller, CEO, National Food Truck Association
Culver City, CA

 ❍ Thursday, November 7, 2019 
Praise the Lord and Pass the Ammunition
Jeff English, CFEE, Sr. Vice President/General Council
Kentucky Derby Festival, Louisville, KY

 ❍ Thursday, November 14, 2019
The Path to Volunteer Growth
Florence May, Founder/President, TRS Volunteer Solutions

 ❍ Thursday, November 21, 2019
Infuse the “New”!         
Ted Baroody, CFEE, President, Norfolk Festevents, Norfolk, VA

If working towards your CFEE Cerification, each individual webinar is eligible for one CFEE Elective Credit.

https://www.ifea.com/p/education/webinarseries
mailto:nia@ifea.com
http://www.ifea.com2019


What year was your company 
established? 
1938

How many employees does 
your company have?
95 

What areas do you serve with 
your product/service?
We serve events at the local, regional and 
national levels annually. Our clients include 
small town events up to 30 day national 
events.  

How many festivals and events 
do you work with on an annual 
basis?
500 Festivals and events around the 
country. This includes many of the largest 
events in attendance at IFEA.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Haas & Wilkerson Insurance is a fami-
ly-owned and operated, full service insurance 
agency that specializes in risk management 
solutions for individuals and middle market 
companies including amusement parks, 
carnivals, fun centers, water parks, trampoline 
parks, fairs, festivals, and rodeos. We offer 
property and casualty insurance, personal 
lines insurance, surety bonds, as well as life 
and health insurance, taking great measures 
to care for our clients, helping protect their 
assets, and mitigate risk. 

How/why did your company/ 
product/service get started? 
In 1929, Albert Haas opened up a general 
insurance agency. Throughout the years, he 
realized there was a need for specialized 
insurance programs and solutions, 
specifically for the carnival industry. Ralph 
Wilkerson Jr. joined Al and strengthened 
the efforts to focus on being a provider for a 
niche class industry and Haas & Wilkerson 
Insurance was born. Today, the business 
continues to run on the same philosophy 
and values as was instituted by its founders, 

being led by a third generation with siblings 
Ryan and Kimberly Wilkerson at the helm.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
As we work with our clients we are always 
trying to stay ahead of their next need. 
This could be anticipating the next major 
exposure to our industry all the way down 
to having a full team in-house to handle 
everything from needed certificates to major 
accidents that require boots on the ground. 

What sets your product/service 
apart from your competitors?
Haas & Wilkerson Insurance is an 
independently owned insurance brokerage 
that provides expert, full-service insurance 
to organizations throughout North America. 
Known for specialty and niche insurance 
products in the family entertainment 
industry, we also offer expertise in standard 
commercial and personal insurance. Our 
services include risk management, third-par-
ty claims administration, and loss-control.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
When approaching your risk management 
plan you should always start with an industry 
professional as your quarterback. This person 
can make sure that you and your team get the 
best coverage available at the best price for 
your event. We all know that our industry is 
unique in the exposures each event poses, that 
is why you need to work with not only an agent 
that is knowledgeable but also a program that 
will be there when you need them. 

What is your company’s 
customer service philosophy?
Our goal is to be a trusted business 
partner with each of our clients, delivering 
specialized, consultative risk-management 
advice to businesses within our community 
and areas of expertise. When our clients 
succeed, we succeed.

CAROL  
PORTER, CPCU
Producer

HAAS & WILKERSON 
4300 Shawnee Mission Parkway 
Fairway, KS 66205 USA
913-676-9258
carol.porter@hwins.com
www.hwins.com

How many years have 
you been with your 
company?
18 years

What are your favorite 
festival foods?
I go for the food that is local to 
that area of the country

What do you like to do to 
relax?
Read a book while on a beach 
somewhere in the Caribbean

What is the name of the 
last business book you 
read?
How to Be Successful without 
Hurting Men’s Feelings 

What is the name of the 
last movie you watched?
Rocketman

EXHIBITOR SPOTLIGHT
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THE UN-COMFORT ZONE WITH ROBERT WILSON

I carefully filled the cake cone from the 
frozen custard machine, pushing it up at 
just the right moment to create a perfect 
ball; then as I shut off the machine, 

I pulled the cone away with a circular 
motion to give it the company’s signature 
curl on top. It was beautiful, and I was 
proud of the way it looked, knowing that 
my customer would be happy.

As I turned away from the machine, I 
heard, “What the hell is that?”

It was the franchise owner. Baffled, I 
asked, “What do you mean?”

Snatching the cone from my hand, he 
replied, “This is too much ice cream; they 
only get six ounces.” (NOTE: This was not 
a corporate policy, but his own.)

With a large kitchen knife, he cut off the 
ice cream down to the top of the cone, 
and let it drop into the overflow pan which 
would later be recycled back into machine. 
He then turned the handle to refill the 
cone with a skinny shaft of ice cream. 
After which he put it on a scale and said, 
“See, six ounces.”

It looked pathetic, and nothing like the 
mouth-watering posters hanging all over 
the restaurant. Pointing to one of them, I 
protested, “But, mine looked just like the 
pictures.”

“I don’t care what the picture looks like, 
this is the amount we serve!”

Again arguing, from my 15-year-old 
understanding of business, “But, isn’t that 
false advertising?”

“Just do what I say!”
“Yes sir,” I acquiesced. I made the cones 

as he said, and as I expected, customers 
complained.

It was my first job, which I was thrilled 
to have, and I was trying hard to do 
everything just right. In turn, I learned many 

good job skills which have served me well. 
It paid $1.15 an hour. Minimum wage at 
the time was $1.60 an hour. When I asked 
the owner why he didn’t pay minimum 
wage, he replied, “Restaurants are allowed 
to pay less than minimum wage.”

I later learned that restaurants are 
allowed to pay tipped employees less 
than minimum wage; I wasn’t earning any 
tips - no one was. A fellow employee told 
me, “He pays us less because we aren’t 
16 years old, and he knows we can’t 
complain because you have to be 16 to 
be eligible to work.” I didn’t know if that 
was true or not; it didn’t matter, I was just 
happy to have a real job.

Six months later, I was offered a job 
where a friend of mine was working for 
$2.50 an hour, so I took it. When I gave 
my two-week resignation notice to my 
boss, he offered me the job of Assistant 
Manager for $1.60 an hour. I turned him 
down and explained why; he said he 
wouldn’t match my new wage.

On my last night, the owner was leaving 
for the day as I was beginning my shift. He 
turned to the manager and said, “Don’t let 
Wilson work the cash register. It’s his last 
night, I don’t want him robbing the till.”

Hearing that really hurt; but after he 
left, the manager said to me, “You can 
work the cash register tonight. I know you 
won’t steal. Besides, when it gets busy, I 
won’t have time to stop and ring up your 
customers.” That made me feel better.

That ice cream franchise was open less 
than five years. I wasn’t surprised when it 
went out of business. The owner cut too 
many corners. He wasn’t honest with his 
customers or his staff. Nevertheless, I was 
sad to see it go because I love the product 
line, and it was the closest one to my house.

Employees don’t want to feel taken 
advantage of by their employer, or that 
they are being squeezed for all they’ve got. 
A leader must be generous to build trust; if 
not with money, then with appreciation for 
the workers’ efforts and concern for their 
needs and interests.

When a leader builds an atmosphere 
of trust, he or she will reap incredible 
rewards. Studies have shown that when 
employees know that everyone’s interest 
is being served, they work faster, more 
efficiently, and make better decisions. The 
opposite is true as well. When a culture 
of distrust exists, every effort slows down 
creating a hidden cost to doing business.

Trustworthy leaders exercise account-
ability in everything they do by giving 
clear directions; dealing with problems 
immediately; delivering on promises; being 
transparent about company challenges 
as well as goals; and showing respect to 
both customers and staff.

Give yourself a raise - become a 
trustworthy leader.

Robert Evans Wilson, Jr. is 
an author, humorist/speaker and 
innovation consultant. He works with 
companies that want to be more 
competitive and with people who 
want to think like innovators. Robert 
is the author of ...and Never Coming 
Back, a psychological thriller-novel 
about a motion picture director; The 
Annoying Ghost Kid, a humorous 
children’s book about dealing with 
a bully; and the inspirational book: 
Wisdom in the Weirdest Places. For 
more information on Robert, please 
visit www.jumpstartyourmeeting.com.

INFLUENCE
INTEGRITY’S INVISIBLE

GOOD LEADERS BUILD AN ATMOSPHERE OF TRUST.
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Like many of you, I have often 
struggled to find ways to financially 
support the International Festivals & Events 
Association, an organization I truly believe 
in and have benefited from over the years. 
Memphis in May International Festival has 
been an active member for many years. We 
attend the Annual IFEA Convention & Expo, 
donate live and silent auction items for the 
IFEA Foundation Auction, submit IFEA/
Haas & Wilkerson Pinnacle award entries, 
attend IFEA Webinars and do as much 
as we possibly can to be involved, active 
members. Individual staff members have 
even made personal monetary donations 
and purchased Ultimate Experience raffle 
tickets and auction items from the IFEA 
Foundation. But there’s a balance of 
supporting the IFEA vs. the struggle to 

maintain the thriving non-profit organiza-
tions, events or festivals that employ us.

Three years ago, I was asked to serve on 
the IFEA Foundation Board. Besides being 
honored and willing to serve, I wanted 
to make a small difference. Here I am, 
working for a non-profit, married with three 
teenage boys. My house looks like a small 
used car lot and my insurance agent is my 
new best friend. Yet, I still wanted to find a 
way to support the IFEA and its mission. 

I know, as an IFEA Member, you can 
relate! None of us ever decided on a 
career in the event industry because we 
thought we would get rich or live a life 
of luxury. Instead, we probably chose 
our field because we wanted to make 
a difference and have an impact in our 
community. We wanted to be a part of 

something that celebrates our city and 
generates civic pride. Thus, my struggle is 
a very real struggle for all of us.

To top it off, my alma mater, the 
University of Iowa, contacted me. They 
were in Memphis at a conference and 
wanted to stop by the office. I knew they 
wanted more than to see how Memphis 
in May was doing. I knew they wanted 
me to make a donation. Of course, I was 
hospitable, isn’t that what we do on an 
everyday basis? I invited them to visit, 
however, I prepared myself mentally for the 
ask, even coming up with different reasons 
not to make a commitment. 

Even though I make annual trips back 
to Iowa to visit my family, I found out a 
lot had changed since I graduated back 
in 1985 with a Journalism and Mass 

  STRUGGLE 

NO 
 MORE
   By Kevin Grothe
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Communications degree. As fate would 
have it, the University of Iowa had created 
an Event Certificate Program. All students 
are welcome to participate – marketing, 
finance, and communications degrees alike. 

Much to my surprise, the Director of 
the Event Program was very familiar with 
the IFEA. She explained the purpose of 
the program was to share with students 
all the career possibilities within the event 
industry from wedding planning to major 
festivals and events. She had closed the 
deal. I was ready to support and make a 
small financial commitment.

Wait, I’m sure you are asking how does 
this support the IFEA? Good question. 
When attending the IFEA Annual Conven-
tion, how many of you have come across 
the college students from California State 
University in Chico, CA? For years, the 
students have attended the IFEA Annual 
Convention and helped with a myriad of 
responsibilities including selling pins and 
raffle tickets, setting up silent auctions, 
decorating for the Foundation Night, 
greeting attendees and helping them find 
sessions and much more. They do this to 
learn more about the event industry and 
more importantly, make contacts with 
IFEA members for possible internships 
and employment opportunities. 

My Creative Donation
That got me thinking, is there a way to 

support both the University of Iowa and the 
IFEA? After speaking with Steve Schmader, 
CFEE, President/CEO of the IFEA and the 
people at the University of Iowa, I decided to 
create a scholarship through the University 
for one student to attend the IFEA Annual 
Convention each fall. The scholarship would 
include 100% of the IFEA Annual Conven-
tion registration fee, hotel accommodations, 
per diem and travel expenses. 

Each Spring, the University of Iowa 
opens the scholarship to all Event Certifi-
cate Program students. After completing 
the application, the Event staff selects 
one deserving student to attend the IFEA 
Annual Convention.

Everyone wins! The IFEA receives anoth-
er paid registration, one of its main revenue 
sources. The University of Iowa receives 
an annual donation and gets to send a 
student to the most prestigious festival and 
event convention. The student recipient 
receives an all-expense paid convention 
experience with outstanding learning and 
networking capabilities. And as the donor, I 
receive the tax benefit of the donation. 

While all those benefits are true, more 
importantly, I have the satisfaction of 
knowing I am supporting two organizations 

that are very important to me personally. 
Along the way I have met two incredible 
college students, Naomi Cochran and Diet-
er Benz. I have enjoyed getting to know 
them, hearing about their life goals and 
taking in their insights of the ever-changing 
festivals and events industry. Naomi and 
Dieter have benefited greatly by meeting 
and learning from many of you! 

After the IFEA Convention, the scholar-
ship recipient is required to host a student 
reception where he or she shares their 
IFEA experience with their colleagues. 
I can’t think of a better way to entrench 
our next generation of event leaders. Best 
of all, I have stayed in touch with each of 
them as they start their careers.

Do you have any new and creative ways 
to support the IFEA? Maybe the IFEA offers 
an avenue we were not aware existed?

Lesa Ukman Art Donation
Another creative donation to the IFEA 

Foundation was made by Lesa Ukman, 
founder of IEG. Lesa built a company that 
spawned a new industry. She created the 
processes to measure what was deemed 
immeasurable: the fair market value of 
sports, arts, entertainment and nonprofit 
sponsorships, now used by the worldwide 
marketplace.

  STRUGGLE 

NO 
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   By Kevin Grothe
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Along that journey, reflecting her love 
of festivals and events, Lesa amassed an 
amazing gallery of vintage, unique, special/
limited edition, and artistically diverse 
poster art, spanning the latter half of the 
19th century, through the 20th and into 
the early 21st century, encompassing 
festivals and events from across Europe 
and America. These posters were created 
by such diverse artists as Jules Chéret, 
Andy Warhol, Milton Glaser and Keith 
Haring. A highly valuable collection that 
for many years decorated the corporate 
offices of IEG in Chicago.

A couple of years ago, Lesa gener-
ously donated that collection to the IFEA 
Foundation and it is on display on the 
IFEA website for everyone to enjoy. Each 
piece has been professionally appraised 
and range from $150 to over $5,000. 
Each piece of art is available for purchase 
with all proceeds benefiting the IFEA 
Foundation . Please check out the artwork 
at www.ifea.com/p/foundation/ifea-col-
lection-of-historic-festival-posters and 
consider purchasing a piece of history.

What Can You Donate?
Not all of us have unique pieces of  

art we can donate. There are other items 
you could donate that the IFEA can use 
to generate funds. Maybe you or a Board 
member has a beach condo they would  
be willing to share that would make 
a great vacation package in the IFEA 
Foundation Auction. Many times, the IFEA 
Foundation auction packages are tied to 
events which sometimes aren’t easy to 
attend as their event dates fall during your 
event season. A beach condo donation is 
a more flexible donation.

What about other non-event items you 
can donate for the auction? Next time you 
come across a great electronics deal, buy 
it. Whether it’s a TV, wireless speakers, 
Go-Pros, Cameras or other technology 
items. I haven’t seen many technology items 
being donated much at the IFEA Silent 
Auction but they are always a huge hit at 
any auction I go to. To give you more ideas 
on what you could donate to the IFEA 
Foundation Auction, have a think about 
what you would actually bid on. If you would 
bid on it – others would too. That’s the kind 
of thing that makes a great donation item. 
The IFEA has a list of ideas on their website 
to help you get creative, the list includes:
• Specialty Trips and Travel Packages 

with or without airline tickets; VIP 
packages paired with Festivals/
Events/Sports/Theatre etc.; vacation 
timeshares; cruise ship packages; just 
airline tickets or hotel nights somewhere 

(do you have extra air miles you can 
donate to get these?) 

• Hard-to-get Tickets / In-Demand 
Items for festivals; concerts; 
amusement parks; TV shows; Broadway 
shows; sporting events one-of-a-kind 
experiences, etc.

• Everyday items that people need/
want: coffee makers; espresso makers; 
mixers; headphones; TVs; Go-Pros; 
Cameras; tablets; Kindles; smart 
watches; power tools; etc.

• Subscription services: Amazon 
Prime; Netflix; Hulu; Hello Fresh; Blue 
Apron; FabFitFun; Birchbox; BarkBox; 
Dollar Shave Club; Sock Fancy etc.

• Unique items to get as gifts for 
friends, family, kids and pets… 
everyone needs to bring something 
back for those that stayed at home!

• Collectible pieces such as signed/
framed art; pens; figurines; ornaments; 
bags; etc.

• Jewelry for men and women: 
necklaces; earrings; watches; tie-clips; 
cuff links; bracelets; brooches etc.

• Hobby related items: fishing; golf; 
tennis; bicycling; skiing; snowboarding; 
yoga; music; painting; hiking; sewing; 
knitting; cooking; gardening; beer/wine 
making . . . the list is endless.

• Items for an office: printers; monitors, 
portable monitors; laptops; tablets; 
table lamps, etc.

• Items from sponsors: popular 
branded merchandise; neon beverage 
signs from a beer company 

• Gift cards: Grocery stores; restaurants; 
online/retail shopping; movies; gas, etc. 
(use your credit card or rewards points 
to obtain these and then donate.) 

Can’t Donate but Want to Be 
Supportive?

Perhaps you’re not able to donate 
an Auction item but you still want to be 
supportive of the IFEA? Have you thought 
about helping to recruit sponsors for the 
IFEA or exhibitors for the Expo at the 
Convention? Do you work with a vendor, 
preferably a national vendor, who you 
think would benefit from being involved 
with the IFEA? Invite them to attend the 
IFEA EXPO. (Include Kaye Campbell, 
CFEE, Director of Partnerships and 
Programs (kaye@ifea.com) on an email 
to your contact and she will take the 
lead from there.) I have done this before 
and it has proven to be successful. Or 
perhaps you work with a sponsor on a 
regional or national level. Again, make an 
introduction to Kaye Campbell, CFEE 
or Steve Schmader, CFEE, President & 

CEO (schmader@ifea.com) and they will 
follow up with more details and flush out 
possible partnership opportunities. 

Did you know that the IFEA also offers 
an array of Professional Products and 
Services that you may benefit from ranging 
from Economic Impact Studies to Safety 
Event Audits and Sponsorship Audits? Be 
sure to consider the IFEA for one of these 
professional event services the next time 
you’re shopping.

Maybe you know an event, festival or 
nearby city that is not a part of the IFEA. 
Who better to convince them to join than a 
current IFEA member? Just think, the more 
members we have, the more Convention 
attendees we have, the more we all benefit 
from the shared knowledge and experi-
ences. Just send them an email letting 
them know about the IFEA and copy Beth 
Petersen, Director of Membership at the 
IFEA (beth@ifea.com) on the email and 
she’ll do all the follow up.

I admit that some of these suggestions 
are very basic in nature. But let’s be 
honest, how many of us are actually doing 
any of the above ideas? I only mention 
these ideas as a way to get us all thinking. 
The event industry has some of the most 
creative minds. Let’s challenge ourselves 
outside of donating traditional festival 
auction items and buying raffle tickets. 
Let’s create new revenue streams and 
ways to support the IFEA.

As I wrap up, I am excited to report that 
this fall, the third scholarship recipient will 
be attending the Annual IFEA Convention, 
Expo & Retreat in Williamsburg, Virginia 
this September 25-27, 2019. Her name is 
Grace Carlson. She is a senior who will be 
graduating in December. Be sure to look 
for her, introduce yourself and tell her what 
a wonderful career choice she has made!

Kevin Grothe has more than 
30 years of sales, marketing and 
fund-raising experience in the event in-
dustry. Kevin has been with Memphis 
in May International Festival for 13 
years and serves as the Vice Presi-
dent of Sponsorships. He has worked 
with several national accounts includ-
ing Facebook, FedEx, AutoZone, Nike, 
Terminix, Chaco, Otter Box, YETI, 
Kingsford and Ford. Through success-
fully negotiating and implementing 
a myriad of sponsorship strategies, 
revenue has increased from $1 million 
to more than $2.8 million. Kevin also 
serves on the IFEA Foundation Board, 
is married to Betty and has three step-
sons, Dean, Nick and Chase.
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What year was your company 
established?
January 2018

How many employees does 
your company have?
4 Engineers

What areas do you serve with 
your product/service?
Local, Regional, National and International

How many festivals and events 
do you work with on an annual 
basis?
400+

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Eventeny (www.eventeny.com) is an 
event operations platform. The mission 
is to alleviate the burden from the event 
organizers by building the best platform to 
help them access, manage, and transact 
with their vendors, exhibitors, sponsors, 
and volunteers, all in one platform. You can 
create team workflows, applications, process 
payments, map booths, create schedules, 
surveys and so much more. Currently, we 
work with more than 400 festivals in 13 
states and are dedicated to serve event 
organizers, vendors, exhibitors, sponsors and 
volunteers to the best of our abilities.

How/why did your company/ 
product/service get started?
Aly’s (founder) sister hosts dance events 
and used a ticketing software for her event 
but she was frustrated because it gave 
her no options to manage her vendors, 
sponsors, and volunteers. We built a 
software to help manage her event and she 
loved it. So we decided to quit our jobs to 
risk everything and build Eventeny with the 
help of incredible event organizers. Since 
then, event organizers in 13 states have 
integrated Eventeny into their operations 
and continue to guide the development and 
evolution of Eventeny.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
The real-time collaborative Eventeny platform 
empowers people to design a near-infinite 
number of events. From small community 
festivals, to managing multi-day conventions, to 
powering the interactive experiences for trade 
shows, Eventeny is enabling event organizers 
from around the world to rethink decades-old 
event management practices. As a platform 
pioneered by event organizers, it is growing 
and evolving daily to address the problems 
faced in creating and managing events, 
conventions, trade-shows, and conferences.

What sets your product/service 
apart from your competitors?
You can start for free! We have no setup, 
contract or cancellation fee. In fact, in 
the last 12 months, event organizers on 
Eventeny have saved, on average, $39,000, 
reduced 4 months of administrative work, 
and generated 20% more revenue per event. 
The platform is growing daily by adding new 
features that become instantly available to 
our customers at no additional cost.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
We consider privacy and security to be 
the core functions of our platform, as well 
as foundational requirements for all future 
developments. Earning and keeping the 
trust of our users is our top priority, so we 
hold ourselves to the highest privacy and 
security standards. If you’re searching for a 
similar product, make sure that they prioritize 
the highest privacy and security standards, 
especially network and system security, 
service reliability and durability, product 
security, organizational and information 
security, application security, and data 
privacy and portability.

What is your company’s 
customer service philosophy?
We want to remove event organizers from 
being the 5th most stressful job in the world.

NAUSHEEN 
PUNJANI
Chief Growth Officer

EVENTENY
147 Technology Pkwy 
Peachtree Corners, GA 30092 USA
678-815-8115
nausheen@eventeny.com
www.eventeny.com

How many years have 
you been with your 
company?
2 years

What are your favorite 
festival foods?
Deep-fried Oreos

What do you like to do  
to relax?
Hike

What is the name of  
the last business book 
you read?
Crucial Conversations: Tools for 
Talking When Stakes Are High

What is the name of the 
last movie you watched? 
Aladdin

EXHIBITOR SPOTLIGHT
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When the 
Lights 
Go Out 

in the City

Turn a Bustling 
Downtown by Day 
Into an Energetic 
Afterparty at Night

By Kristin Bryant
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After a long day of meeting deadlines, 
sitting through endless meetings, and 
answering what seems like an unlimited 
number of emails from a vendor who just 
can’t seem to get your order correct, a 
relaxing evening out with cocktails and 
smooth jams probably sounds like heaven. 
What’s even better? You conveniently 
work downtown where some of the area’s 
most “happening” restaurants and happy 
hours reside (insert solo dance party)! You 
finish up with some final emails and shut 
down your computer for the night, get your 
things together, walk outside… and the city 
sidewalks and streets are basically vacant! 
You think to yourself… where did everyone 
go? Why is the city so quiet?! Where can I 
find that city energy to get me through this 
work week?! Luckily for you, you’re an event 
planner. You can bring any place back to 
life with some good ol’ elbow grease and 
a banging light display. However, when it 
comes to working with a city, there’s a bit 
more you’ll need to consider. In this article, I 
will break down the what, where, when, and 
how in transitioning a hyperactive city by day 
into the place to be at night. 

Learn the Facts
Before you begin brainstorming the type 

of event you want to create, it is best to 
do research on the area’s general demo-
graphics. Below is a list of some basic 
questions you’ll want answers to during 
the ideas phase. A quick reminder, every 
city is different. They may look the same 
and have the same vibe, but their rules 
and regulations may not be. It is important 
that you learn as much about the area as 
you can before jumping to conclusions. I 
highly recommend setting up a meeting 
with city staff to get as much information 
as possible. Below are some general 
questions to start with before planning:
• What is the average daytime/nighttime 

population?
• What is the age range for both daytime 

and nighttime population?
• What is the average income for both 

daytime and nighttime population? 
• Of the daytime population, how many 

commute to work? Carpool? Public 
transit? 

• What does the overall layout of the city 
look like? Don’t just look at a map. Take 
some time to walk around the city and 
know the area. 

• Where are the restaurants and bars 
located? Visit these places in person. 

• What type of food/drink does the 
restaurant and/or bar serve? Some 
establishments only serve wine and cham-
pagne, while others may serve everything 
from basic beer products to sake! 

• Do these restaurant/bars have outdoor 
seating? Do they have a dedicated 
indoor space for events? 

• Once you have answered these ques-
tions, then begin brainstorming different 
event ideas that make sense for the area. 

Lay Your Foundation
Now that you’ve learned a little bit more 

about your city and have a few ideas of 
what kind of event you want to create, now 
it’s time to consider where and when you 
want to have it. 

Timing is Everything
Seasons Matter

As you may have already learned, 
Summer and Fall are typically the more 
popular times to host events, especially 
outdoors. People are itching to break free 
from their offices, homes and wherever else 
they’ve hibernated over the winter to enjoy 
a few hours of sunshine and fresh air. If you 
looking to host a larger, more public event, 
the Summer and Fall months are great 
options. If you’re wanting something more 
intimate, maybe a bit more exclusive, consid-
er the Winter and Spring months. Obviously 
with the weather being cooler and snow on 
the way, guests want to feel cozy and comfy 
to warm up from a winter’s chill. 

Best Day of the Week
After picking the time of season to have 

your event, start focusing on the days of the 
week of when you’d like to have it. Accord-
ing to The Events Calendar, a calendar and 
events management program, the “prime 
days” are days that your audience is likely 
to attend. For many of you, Mondays and 
Tuesday are pretty much a no-go. After a 
weekend away from the office, Mondays are 
generally used for picking up from where 
you left off at work from last week. Tuesdays 
are usually used for finishing up projects 
and starting new ones for the week. At 
mid-week, Wednesday or “hump day”, is 
usually the day people start making plans 
for the rest of the week and weekend. Your 
audience may be focused on their projects 
at work. Hosting an event mid week may 
cause a possible disruption in deadlines. 
That leaves Thursday and Friday. “My board 
hosts networking mixers for professional 
development opportunities on the “Third 
Thursday” every month,” states Carrie Ring, 
Marketing Specialist with the City of Yuma. 
“By hosting on Thursdays, we are able to 
invite young professionals to join us and 
limit the ‘going out of town this weekend’ 
responses we would get when hosting 
on a Friday or Saturday.” According to the 
travel website, Upgraded Points, Fridays 
are the busiest for business and vacation 

travel. People tend to start their weekends 
off early by leaving Friday mornings to allow 
an extra day for travel and leisure. With that 
in mind, your best option to host an event 
on a week night may be a Thursday, but of 
course, make your decision based on what 
you’ve learned about your city. 

The Perfect Location and Space
A great way to start when finding the 

location for your event is reaching out to 
local businesses. Whether a restaurant, 
retailer and/or entire business district, 
these locations can provide a unique 
opportunity and allow an event planner 
to get creative. As a heads up, business 
owners tend to get nervous and think their 
place of business will get impacted due 
to road and/or space closures because of 
an event. However, with the right proposal 
and presentation of benefits, you have a 
better shot at getting them to agree. 

Outdoor Venue Ideas
Courtyard and Patio Spaces

For small, outdoor events, consider reach-
ing out to a business, restaurant or retailer 
with a courtyard and/or spacious patio. 
These spaces offer a nice, quaint setting 
since typically the owner of the space keeps 
it looking welcoming for guests to utilize. 
Also, the convenience of proximity to an 
indoor venue, is always an option if weather 
were to be a factor. A lot of the time, tables 
and chairs are already situated in the space, 
so that leaves one less item needed to be 
rented. However, the size of the space may 
mean a smaller attendance size.

City Streets
If there are no businesses in the area 

that own a courtyard space or patio, look 
into a small section of city streets. Shut-
ting down a block within a city shouldn’t 
impact much pending on its location. For 
example, the City of Clayton hosts the 
Music and Wine Festival on a Plaza tucked 
away in the corner of downtown Clayton. 
This plaza is surrounded by retailers, 
restaurants, residential properties, 
and a hotel which allows for possible 
partnerships with multiple businesses. The 
size of these spaces will easily allow for a 
much larger attendance size than that of 
the courtyard and patio spaces. 

Parking Lots and Garages
If there are little to no options for 

hosting an event on a patio, courtyard or 
small section of your city, consider utilizing 
a parking lot or top level of a parking 
garage. You’ll more than likely need to get 
permission from multiple property owners, 
as well as permission from surrounding 
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business owners. Since you will be taking 
up parking spaces that otherwise your 
guests would use, be sure to have a new 
parking area mapped out in proximity. 
Since the size of a parking lot and parking 
garage level is somewhat similar in size to 
that of a city block, your attendance may 
be on the larger side. 

Indoor Venues Ideas
Finding a location to host an event 

indoors may seem more difficult since 
many believe there are fewer space 
options, but with your savvy research skills 
in learning about the city and its business-
es inside and out, you know where those 
possible indoor venues are hiding!

Restaurants
Restaurants are always going to be 

a great option to host a smaller, more 
intimate events. Some restaurants will 
have a dedicated space for rental, but they 
may be willing to allow use of the entire 
restaurant pending the date and time of 
the event, and whether it’ll impact regular 
business. Aside from the convenience of 
having everything from food and beverage 
to table and chairs at your disposal, you 
also have a built-in staff to assist you. 
Reach out to local restaurant owners and 
ask them to co-host a high-end happy hour 
or wine tasting event. Most of the time, 
they’ll have experience in one of these 
types of events, and with your assistance, 
they can grow upon what they currently 
have planned. Pending of the success of 
that specific event, they may want to work 
with you again in creating an event series.

Retail Store Fronts
Looking for a challenge, try using a 

retail store front to host your next event. 
This option may be a bit trickier to work 
around because the space will need to 
be rearranged or partially emptied out 
for a proper event layout. However, with 
a creative and open layout design, the 
owner will have ample opportunity to 
showcase their product for selling. Since 
the retailer will more than likely not have 
the ability to provide food and beverage 
for the event, this is the perfect time to 
bring in a surrounding restaurant, easily 
checking off both boxes in helping both 
retailer and restaurant. Like the size of a 
restaurant venue, you’ll want to use this 
space for a smaller audience.

Large Corporations, Hotels and 
Residentials Properties

If your city is home to large corpora-
tions, hotels, and residential high-rises, 

you can almost bet that they’ll have  
rooms for large meetings and events. 
These types of spaces are generally 
open to endless creativity, however, it’s 
important to learn the different rules, 
regulations and security clearances each 
space may have. For example, when 
utilizing a residential tower space, the 
building security may require all guests to 
check in at the front desk by presenting 
their photo ID, contact information and 
who they are there to see. This may cause 
long lines at the entrance to the event, 
creating frustration for the guests and 
even more frustration for the residents 
of the building since getting into their 
building is more difficult due to the long 
lines of people who don’t pay to live there. 
The same issue will occur for employees 
at a large corporation and guests at a 
hotel. Meet with security and building 
owners ahead of time to come up with an 
orderly way for guests to enter the event 
without interfering with the residents and/
or building employees and their daily 
routine. All in all, these types of spaces 
will provide plenty room for different types 
of entertainment, and opportunity for local 
restaurants and retailers to participate 
as vendors. Plus, these spaces generally 
have their own parking so try to negotiate 
that option for guests when finalizing  
a contract. 

As you can see, there are a lot of 
unique options on event locations when 
creating the perfect event in any city. With 
your research findings and new business 
contacts, you can easily find the date 
and venue that best suits your city and its 
needs for bringing energy and life back. 

Get Creative with Advertising
With the audience for your event already 

defined, now it’s time to start finding 
different ways to attract that audience. 
As an event planner, you should know 
that how, where and who you advertise 
your event with and to could impact the 
overall success of your event. However, if 
you’ve used up all your creative energy in 
creating the perfect event, here are some 
ideas to add that final touch in making 
sure your event is a hit. 

Befriend the Area Chamber of 
Commerce

Contact the local Chamber of 
Commerce. Not only do they know your 
city’s business community inside and 
out, but they also have their contact 
information. Offer them a partnership 
opportunity to sponsor the event with 
including their logo and contact details. 

With their help, you automatically have an 
in and can quickly, and easily, send out 
flyers and e-blasts informing the business 
community of your event. 

Offer Advertising Specific  
Sponsorship Packages to  
Compatible Business Brands

Offer the local businesses sponsorship 
packages that include multiple options 
for advertising their business. The more 
opportunities their logo and brand are 
presented to a large audience, the more 
willing they will sponsor your event. Make 
sure their brand is one that matches well 
with the feel and message of your event. 
When both brands work well together  
and make sense, the specific audience 
that you’ll be advertising to will be 
targeted automatically. 

Find Media Outlets With Similar Vibes 
Like working with sponsors that have 

the same feel and message as your event, 
you’ll need the same type of vibe with 
media outlets. It wouldn’t make sense to 
advertise with a local radio station that 
plays mostly hardcore rock and grunge 
music, and generally attracts an audience 
age average of early twenties, when your 
event includes live jazz music, a wine tast-
ing and a pop-up boutique for shopping. 
Explore a variety of media outlets, include 
keywords you’d use to describe your event 
when researching, and contact them to 
see what other events they’ve advertised 
for in the past. If they’ve done advertising 
for events with the same feel and focus, 
then you’re in the right place. 

Create a Fun Event Countdown
Set yourself apart from other events  

buy creating an interactive event 
countdown and/or scavenger hunt.  
Make your audience curious about your 
event by releasing small details or hiding 
clues every so often leading up to event 
date. This will keep them engaged, 
intrigued, and will probably get them 
talking about your event to their friends, 
coworkers and beyond! 

Special Offers for Local Employers
Create special offers or pricing on 

tickets, meals and/or beverages for local 
businesses to give to their employees 
when attending your event. Businesses 
are always looking for opportunities to 
improve workplace moral and productivity. 
When offering these special offers and/
or pricing, they are more likely to purchase 
large quantities to give to their employees 
as an incentive. 

Continued on page 126
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REPUTATION 
IS EVERYTHING…

In the new world of event safety and security concerns that we find ourselves  
operating in every day, proactively covering all of the bases to protect your  
attendees and your stakeholders, their families, their communities, their own 
reputations and their peace-of-mind, is simply professional common sense.  
Assuring them that you have done so is where we come in.

WHAT ARE YOU DOING TO 

PROTECT YOURS?

FOR MORE INFORMATION, CONTACT:
Warwick Hall, Dip OHSM, CFEE  •  Email: warwick@safetysc.com  •  Phone: (+64) 021 633 128

Note: The International Festivals & Events Association (IFEA World) offers safety training and the Event Safety Audit program as a service to 
the industry, in the interest of encouraging and increasing the safety of all events. Audit certification signifies curriculum and/or safety process/
component completion only.  The IFEA does not represent or certify, in any way, the actual safety of any event, and assumes no responsibility 
as to the safety of any event or its attendees.

https://www.ifea.com/p/resources/professionalproductsandservices
mailto:warwick@safetysc.com


A single dad with three teenage children pulled me aside 
one day when I was working a festival. He used a 
wheelchair and told me that this was the first time he and 
his children had all been allowed on a viewing platform 

together. With tears in his eyes he told me how grateful he was. 
He said that other festivals he attended had a “one companion” 
policy that made it impossible for him to bring all of his children 
onto the platform. Since he couldn’t leave the children alone in 
the crowd, all four of them stayed in the audience where the dad 
could not see the performance as people were standing in front 
of him. The policy we had established at the festival where I met 
him was to allow families to be on the platform together as long 
as at least one member had a disability. (We defined “family” as 
two adults of any gender and all related kids 18 and under). On 
this day, Dad, and all three of his kids, had a very special and 
memorable experience as they all enjoyed being together on the 
platform.

Just providing a reserved viewing area for your patrons with 
disabilities is not enough. Each festival needs to determine 
policies for who can and who cannot use these areas and how 
many companions are allowed to accompany the person with  
the disability. 

How Many
You may want to talk with your attorney about how to interpret 

the Americans with Disabilities Act when it comes to the number 
of companions an event must allow to accompany the person 
with the disability. There are differing opinions about how to inter-
pret the law. I have been advised that the requirement to allow at 

least three companions applies to venues with fixed seating such 
as stadiums and arenas, not to events with lawn seating. Many 
festivals with lawn seating that have limited space on their raised 
viewing platforms, will only allow one companion. 

Where
Where do you place your reserved viewing areas? Is it a raised 

platform set back in the audience? Is it at ground level up front 
between the stage and the audience? Does your festival offer 
more than one accessible reserved viewing area at each stage? I 
recommend doing this to help provide some equity of experience. 
Patrons without disabilities have a choice of viewing. They can 
squeeze their way to the front, party in the middle, or relax on 
the edges of the crowd. If you can, offer patrons with disabilities 
a choice as well. That said, some events have difficulty with the 
logistics of providing a reserved viewing area directly in front of 
the stage. Wherever your reserved area or platform is located, you 
are required to maintain a clear and accessible path to this area.

Who Is Allowed
Protecting the platform from overcrowding is very important 

to the safety of your patrons with disabilities. That means you 
will need to limit who is allowed on the platform and you will 
need a policy that your staff can enforce.  Obviously, people 
with apparent disabilities who are using wheelchairs, scooters, 
crutches, canes and other mobility devices will be allowed on 
the platform. The law requires that you allow people with other 
disabilities as well. There could be people with non-apparent 
disabilities such as a person with arthritis who cannot manage 

EVERYONE’S INVITED

BEST PRACTICES - PART 1

INCLUDING PEOPLE WITH DISABILITIES

RESERVED VIEWING AREAS,

WITH LAURA GRUNFELD
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getting up and down from the ground, a person with severe 
asthma who can’t handle the dust and strain of standing in the 
crowd, someone with a heart condition who may not be able 
to stand for long periods, or an individual who has fibromyalgia 
and cannot bear to have people bumping up against them. What 
about someone who has low vision and wants to be up front to 
see better or a blind person who wants to be on the platform so 
that they will be safe from the crush of the crowd? What about 

someone who is on the spectrum, has severe anxiety, or is a 
veteran who has PSTD and cannot handle the over stimulation 
of being in the audience? A patron who has a service animal 
will appreciate using the platform so that their dog will not be 
stepped on. Your deaf patrons will want to be up close to see 
the interpreter and the faces of the musicians, and feel the beat 
from the speaker. These are some of the examples of people with 
various types of disabilities that would be best served if they had 
permission to use the reserved viewing area. Prepare a policy 
that your staff can follow. 

Permission
I find the best system for giving people permission to use 

these areas is to distribute access wristbands out of the Access 
Center or Info Booth. This way the decision is made one time by 
a specially-trained Access Staff person and not by the people 
staffing the platforms. People with non-apparent disabilities tire 
of feeling they need to explain over and over why they should 
be allowed on the platform. A person staffing one platform may 
make a different decision than a person staffing another platform. 
Talk about frustration for the patron and not a plus in the positive 
column for fan experience! When the patron has an access 
wristband then the decision is made and platform staff do not 
need to do anything but allow them and their companion(s) into 
the area. 

At the Access Center, although a patron may lift up their shirt to 
show their scars (entirely of their own accord), by law we are not 
allowed to inquire about a person’s disability or ask for a doctor’s 
note or other proof. This would be a violation of their privacy. 
Instead, we ask patrons to confirm that they have a disability of 
such significance that they would not be able to stand in the 
general audience area. They do not need to reveal or describe their 
condition. Issue the person with the disability the access wristband. 
Their companion is their “plus one.” This way, if someone has more 
than the allotted number of companions, they can swap out from 
time to time.

Staffing
The size and nature of the audience will determine how many 

staff you need for your viewing areas. At a small folk festival, with 
mild-mannered patrons, you may only need one trained volunteer to 
guard the entrance to the reserved viewing. At a large rock show you 
may need multiple access staff as well as security stationed near by. 
From time to time an exuberant crowd has climbed up onto viewing 
platforms and taken over. Do everything you can to avoid this situation 
and protect the perimeter of the platform. Do not allow others to 
crowd the platform and potentially injure your patrons with disabilities.  

Tune in to the next issue for Part Two of “Reserved Viewing 
Areas,” when we will discuss more of the best practices that will 
help you manage these areas.

Everyone’s Invited, LLC, founded by Laura Grunfeld, is 
winner of the gold level “Best Accessibility Program,” for 
the 2018 IFEA/Haas & Wilkerson Pinnacle Awards. Laura 
writes a regular column helping producers make their events 
accessible to people with disabilities. She has worked many 
festivals across the nation and readers can learn more about 
her event accessibility consulting, training, and production 
company at www.EveryonesInvited.com and www.linkedin.
com/in/lauragrunfeld. Suggest topics or ask questions by 
writing to Laura@EveryonesInvited.com. © Laura Grunfeld, 
Everyone’s Invited, LLC, January 2019
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What year was your company 
established?
2018

How many employees does 
your company have?
2 

What areas do you serve with 
your product/service?
Today, we primarily serve US-based 
companies, but we do have international 
members and have the ability to serve 
companies around the globe.  

How many festivals and events 
do you work with on an annual 
basis
We just entered the festivals and events 
industry earlier this year – so, we’ll let you 
know in 2020!

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Given the prevalence of sexual misconduct 
and the high financial and reputational risks 
it can pose to event organizations, WeVow 
equips organizations and events of all sizes 
to build safety and trust into their cultures 
and proactively address sexual misconduct. 
WeVow offers a “Groups” feature that 
allows event organizations to protect their 
employees and volunteers year-round, and 
to gear up for shorter, selected timeframes 
to protect and make a statement to all of 
those attending or working their event(s).

How/why did your company/
product/service get started?
WeVow was created by Matt Pipkin, 
founder of Speak Your Silence, a non-profit 
organization working to help those affected 
by sexual abuse and assault move forward 
to live great lives. In late 2017, Matt began 
to see headline after headline of sexual 

misconduct involving high-profile individuals 
in Hollywood, network news, and business. 
Around the same time, Matt learned that 
his wife, Ashley, had experienced sexual 
misconduct at a former workplace event 
and didn’t know what to do about it. Matt 
saw an opportunity for organizations to take 
a very clear stance on the matter, build trust 
into their culture and magnetize like-minded 
people. From this, WeVow came to be. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
WeVow Groups make it possible for events 
and festivals to extend the safety, trust 
and clarity of their WeVow Membership to 
non-employees through a variety of tools 
and resources. 

What sets your product/service 
apart from your competitors?
We created WeVow because we’d never 
seen anything like it on the market and saw 
big opportunity for organizations to elevate 
their brands and attract great people. 
Beyond the brass tacks of our product 
offering for members, one of the greatest 
values of WeVow was summed up earlier 
this year by Treefort Music Festival Founder 
and Producer, Lori Shandro Oüten, when 
she informed us that during their event at 
least 10 people hugged and thanked her for 
using WeVow to communicate how much 
they care about their people. 

This is what WeVow was created for - 
helping you communicate and leverage just 
how much you care about your people. 

What is your company’s 
customer service philosophy?
We believe in building lasting relationships 
and offering white glove service to ensure that 
we’re continually adding value for our members.

MATT PIPKIN
Founder/CEO

WEVOW
PO Box 2308
Boise, ID 83702 USA
208-830-3885
matt@wevow.com
wevow.com

How many years have 
you been with your 
company?
I founded WeVow in 2018.

What are your favorite 
festival foods?
I’m an equal opportunity festival 
food eater, and I won’t be mad if 
you force me to eat a corn dog 
and some churros. 

What do you like to do  
to relax?
I’m a private pilot and love flying 
around with my dad in his 1957 
Cessna 182 – it’s my favorite 
thing. Beyond that, I love reading, 
playing cards with my wife (I love 
it more if I win), and planning every 
detail of our next vacation. 

What is the name of  
the last business book 
you read?
Just re-read The Magic of Thinking 
Big by David Schwartz (1959)

What is the name of the 
last movie you watched?
Do reruns of The Office count? ☺

EXHIBITOR SPOTLIGHT
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Join events like Treefort Music Festival who have used 
WeVow to proactively address it and build trust.

IFEA Members get 75% off if they join in 2019!

Has your event dealt  
with sexual misconduct?

wevow.com

https://www.wevow.com


YOU’VE GOT THE 

BIG SPONSOR, 
HERE’S HOW NOT 
TO SCREW IT UP
By Kim Skildum-Reid
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The sponsorship industry is rife with 
advice on how to sell sponsorship. A quick 
search of the web will net you literally 
thousands of articles telling you which 
sponsors to target, how to contact the 
right people, how to develop offers, how to 
write proposals, on and on and on. Heck, 
my own blog is full of that kind of advice.

Some of the sponsorship sales advice 
you’ll find on the web is fantastic, while 
some is... uhh… let’s just say the opposite 
of fantastic. But whatever the quality, 
there’s absolutely no question that there’s 
a lot of it. All this, while an equally import-
ant component of successful sponsorship 
is largely overlooked: How not to screw up 
a sponsorship, once you’ve got it.

There is the argument that getting the 
money in the door is more important than 
anything else, but every time a sponsor 
doesn’t renew, you’re having to start 
all over again. In reality, it’s far easier 
to renew a happy sponsor than to be 
continually replacing sponsors that don’t 
renew. It costs less money, it’s less risky, 
and it takes less time – time that could 
be far better spent selling additional new 
sponsors, increasing your revenue.

After the Handshake, Before 
the Contract

The sponsor has given you the nod. 
They’re going to sponsor your property. 
Congratulations! You’ve now got about 
two minutes to bask in that glory before 
you need to get to work, because laying 
the foundations for a great relationship 
and an easy renewal starts before a 
contract is even signed.

Ask the Right Questions
In that limbo period between the 

yes and the contract, there are a few 
questions you need to ask. 

•  Which of your target markets are you 
trying to influence with this sponsor-
ship? Will you be using it to influence 
staff? Intermediary markets?

• For those markets, what perceptions are 
you trying to change?

• How do you measure those perceptions 
changes now? Brand tracking? Other 
market research?

• What behaviours are you trying to change?
• How are those behaviours measured 

now? Who “owns” those benchmarks? 

In a perfect world, you would have 
asked some of these questions during 
the sales process, but if you haven’t, 
do it now. Either way, these questions 
accomplish a few things:

• You’ll know who they’re trying to 
influence. When pitching a sponsorship, 
rightsholders often concentrate on the 
obvious, consumer markets, when the 
sponsor could have important agendas 
with other markets, as well.

• You’ll know exactly what they’re trying to 
accomplish, so you won’t waste time or 
energy on ideas or activities that aren’t 
going to achieve their goals.

• You’ll have made it clear – in the nicest and 
most strategic way – that measuring those 
objectives against their benchmarks isn’t 
something you can or should be doing.

Set Your Boundaries on Leverage
This step will help ensure that your 

sponsors don’t expect you to be delivering 
their leverage programs, when that’s really 
not your role.

Early in my career, there was a trend 
toward offering “turnkey” sponsorships, 
where the sponsor paid a fee, and every-
thing – all of the leverage – was carried out 
on their behalf. But sponsors soon realised 
that the most efficient way to leverage a 
sponsorship is to integrate it tightly with 
their existing channels, and that’s simply not 
something a rightsholder can do for them.

So, while it’s best practice to include 
sponsorship leverage ideas in a proposal, 
that doesn’t mean you should be delivering 
those leverage activities. You need to 
deliver the benefits the sponsor needs to do 
those activities, but not the leverage itself.

This period between the handshake and 
the contract is perfect for setting those 
boundaries. You can ask if they’re going 
to be handling various aspects of leverage 
in-house or through their agencies. Follow 
up with a question about whether the 
sponsor would like you to liaise directly 
with any of those stakeholders, or work 
strictly with your contact.

This approach positions you as being 
both strategic and helpful, while not 
promising leverage implementation that 
you’re not in a position to deliver.

Make a Plan
Once the contract is signed, you want 

to be able to get the sponsorship under-
way as soon as possible. Use this lag time 
between handshake and contract to draw 
up a plan for delivering the sponsorship. 

Your plan doesn’t need to be massive. 
Most implementation plans are only 2-3 
pages long, but provide a roadmap for 
delivering the sponsorship in a consistent 
and professional manner. If you want a 
simply implementation plan template, you’ll 
find one in The Sponsorship Seeker’s 
Toolkit 4th Edition.

Plan for Adding Value
You’ve agreed on a complement of 

benefits, which are being codified in your 
contract, but those aren’t the only benefits 
you should be delivering.

As part of your implementation plan, 
list a few added-value benefits that you 
will plan to provide to the sponsor as a 
bonus, during the term. If you’ve got a 
comprehensive inventory of benefits, this 
should be a very easy task of reviewing 
the list, and picking out a few low-cost, 
high-impact benefits that they’ll appreciate.

Don’t have an inventory of benefits, or 
it’s only a page or two long (which is just 
as bad)? Up your game with my Generic 
Inventory template, which is downloadable 
from PowerSponsorship.com.

The First Meeting
Their signature is on the contract and 

the first instalment of your sponsorship 
fee has been paid. You want to meet with 
the sponsor without delay, covering off a 
number of tasks and topics.

Get the Admin Out of the Way
Sponsorship has a lot of admin – approv-

als, tickets, guidelines, and so much more. 
It’s a great idea to get as much admin as 
possible out of the way in the first meeting.

I strongly recommend that you provide 
the sponsor with an information kit, which 
should include:
• A copy of your implementation plan
• Standard logos and other IP they may 

be using (not including anything you will 
work with them to create)

• Guidelines for use of your logo and 
other IP

• Approval processes for your logo and 
other IP

• Important dates and deadlines
• Key contact details
• Parameters and guidelines specific to 

the sponsorship (eg, arranging appear-
ances and experiences, exhibition 
space, hospitality, parking passes, etc.)

Provide this information hardcopy 
and, as appropriate, softcopy (by email, 
downloadable, and/or on USB). 

This is a simple task, but accomplishes a 
couple of things: It makes the sponsor’s job 
easier; and, it starts the relationship on very 
professional footing. Most of this will be the 
same across all of your sponsors, and the 
major piece that will be different from one 
to another – the implementation plan – is 
something you need to create, anyway.

Once you’ve provided this information, 
ask for the same information from them, 
but instead of an implementation plan, 
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ask for a copy of their leverage and 
measurement plan.

Brief Them on Your Reporting
Tell the sponsor that rather than doing 

a year-end report, you’ll be providing 
monthly or bi-monthly emailed reports 
on the progress of the sponsorship. 
This will ensure that they get important 
information, in a timely fashion. The report 
will include:
• Contracted benefits delivered the 

previous month
• Added-value benefits delivered in the 

previous month
• Upcoming dates and deadlines
• Issues for discussion
• Any payments due
• Proposed next meeting

Talk About Sell-In
Circle back to your previous discussion 

about objectives and who “owns” the 
benchmarks, saying something like this:

“We’ve previously spoken about 
the range of stakeholders that 
could benefit from leveraging this 
sponsorship. Is sell-in an issue? Can 
we assist with that? We’d be happy 
to do a presentation or facilitate a 
cross-departmental leverage planning 
session.”

Your sponsor may say that they’ve 
already got good buy-in, which is fantas-
tic, or they may be really happy to avail 
themselves of your assistance. Either way, 
they’ll be impressed that you understand 
how important getting that buy-in is, and 
that you are willing to assist.

The First Month 
Following that first meeting, it’s time 

for the sponsor to get their leverage 
program happening. Leverage is what 
delivers results from a sponsorship, not 
the benefits you’re selling, so it’s critically 
important that sponsors embrace this part 
of the process.

If you’re following a best-practice 
trajectory, you would have included creative 
ideas for leverage in your proposal, provided 
benefits to underpin those leverage ideas, 
put the responsibility for leverage onto the 
sponsor early in the relationship, and offer 
to assist them in facilitating leverage across 
departments. Now, you have to do it.

Facilitate Sponsor Leverage
There are a number of ways you can 

work with sponsors to facilitate strong 

leverage. You may do one or several.
• Facilitate a leverage planning session 

with a group of their stakeholders. 
This isn’t difficult. You can seed the 
discussion with the leverage ideas 
from your proposal, encouraging stake-
holders to extend and fine-tune them, 
taking ownership. If you don’t have 
the first clue where to start, the entire 
process is outlined in The Sponsorship 
Seeker’s Toolkit 4th Edition.

• Do a presentation to stakeholders. 
Briefly describe your property and 
target markets, focusing on the mean-
ing to those markets, then introduce 
your leverage ideas, opening the floor 
to discussion.

• Working with your contact to do individ-
ual sell-in meetings with stakeholder 
teams or decision-makers (eg, sales, 
social, HR, media relations, research 
and data, etc).

• Work with your contact to develop 
materials or a presentation they can 
use to get buy-in.

The desired result – for you and your 
contact – is that these stakeholders all 
see the value in the sponsorship, how 
they can leverage it to get a great result, 
and how that leverage will fit into their 
normal workflow and budgets.

As a bonus, working with the stake-
holders gives you another opportunity to 
ask the measurement question, this time 
of the people who own the benchmarks 
and measurement mechanisms.

The First Year
Whether it’s the first year, the first 

season, the first cycle, or what-have-you, 
this is the time when you will solidify your 
position as a truly great partner.

Do What You Promised
The first thing any great rightsholder 

needs to do is honour commitments: 
• Provide every single contracted benefit, 

on time and drama-free.
• If there’s ever an issue with delivering 

a benefit, work with the sponsor to find 
an acceptable alternative, accepting 
that if you can’t deliver something as 
promised, they’re the aggrieved party, 
and should probably get something 
even better in lieu.

• If you agree to do something, put it in 
writing, and then do it.

Keep Sponsors in the Loop
Sponsors don’t need to be across 

every little operational detail, but if 

there’s an issue that could affect the 
fan experience, delivery of sponsorship 
benefit, or delivery of the event itself, 
they need to know. Tell them about any 
contingency plans, and how you intend to 
handle it, but tell them.

Add Value 
There’s a rule of thumb that rightshold-

ers should budget and spend about  
10% of the gross value of a sponsorship 
in adding value to that sponsorship,  
such as:

• Provision of extra benefits
• Sponsor networking functions
• Sponsor leverage and measurement 

workshops (I do a LOT of these!)
• Provision of target market research (not 

just the good bits), and inclusion of 
sponsor-oriented questions

The Upshot
The upshot of all of this is that  

your focus and workload will change,  
and that’s good for you and your 
sponsors.

• You’ll do more servicing and less 
selling.

• You’ll ask more appropriate questions 
and do fewer inappropriate tasks.

• You’ll do more sponsor sell-in and 
education and less leverage delivery.

• You’ll provide more benefits and have 
fewer exits.

Happy sponsors renew, they often 
renew at a higher level, and they will advo-
cate for you to other sponsors, making 
future sales easier. And what could be 
better than that?

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, Power-
Sponsorship.com, and offers spon-
sorship consulting, training, speaking, 
and coaching. Kim can be reached 
at: Email: admin@powersponsorship.
com | Phone AU: +61 2 9559 6444 
| Phone US: +1 612 326 5265 or for 
more information, go to: http://power-
sponsorship.com/.
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What year was your company 
established?
2009 – this year is our 10-year anniversary!

How many employees does 
your company have?
We are a team of 11 people – five full and 
part-time employees, and six contract Demo 
Team members. 

What areas do you serve with 
your product/service?
We are internationally represented, with 
customers in over 20 countries. 

How many festivals and events 
do you work with on an annual 
basis?
In 2018, over 8,000 festivals and events 
were created on VolunteerLocal’s platform. 
Collectively, these events recruited nearly 
500,000 volunteers online.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
VolunteerLocal is the easiest way to sched-
ule, coordinate, communicate and manage 
your volunteers. Our product is full-service: 
we provide robust reporting filters, both 
email and text (SMS) communication 
tools, and an on-site check-in tool to track 
volunteer attendance and hours. 

How/why did your company/ 
product/service get started?
VolunteerLocal was built for the Des  
Moines Arts Festival (our first customer) 
back in 2003. At the time, the volunteer 
coordinator needed a way to schedule 
350+ volunteers into jobs and shifts for 
this three-day event. She had a flooded 
inbox and a collection of spreadsheets that 
she couldn’t quite merge into one master 
report. We built a self-scheduling interface 
that allowed her volunteers to “claim” those 
jobs and shifts online, and voila! Happy 
customer, happy volunteers.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Our development team recently launched 
the SMS text messaging tool, which allows 
our customers to send broadcast text 
messages to their volunteers by job, shift, 
location or event-wide. We’ve also added 
filters to this tool, such that messages can 
be delivered to only volunteers who haven’t 
checked-in to their shifts, signed the waiver, 
or aren’t confirmed into their shifts. We’ve 
also spun out major enhancements to our 
name badge generator and our online 
form-builder (volunteer questionnaire). 

What sets your product/service 
apart from your competitors?
Our customers tell us that VolunteerLocal is 
the most user-friendly volunteer management 
system they’ve ever used. We also offer unlim-
ited (and unparalleled) customer support and 
are incredibly innovative. Our system doesn’t 
require volunteers to create a username or 
password to see/schedule into jobs and 
shifts for your event(s). This eliminates a 
typical technology barrier to entry that can 
significantly impact your recruitment efforts. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
This is a question we hear quite often, and 
we know it’s a big decision. I’ve actually put 
together a guide to help executive teams and 
their volunteer coordinators make this decision 
together. View it at: https://bit.ly/2XPfLjf 

What is your company’s 
customer service philosophy?
We love our customers. They are core  
to everything we do, and every feature  
we build here at VolunteerLocal. We 
maintain this promise to them by offering 
free and unlimited phone, email and live chat 
support to any administrative user, anytime. 
Happy volunteering!

EXHIBITOR SPOTLIGHT

KAYLEE WILLIAMS
President

VOLUNTEERLOCAL
2401 NE 12th St.
Grimes, Iowa, 50111 USA
800-909-7370
kaylee@volunteerlocal.com
www.volunteerlocal.com

How many years have you 
been with your company?
Seven years!

What are your favorite 
festival foods?
• Savory: taco trucks. Bring on 

the guac!
• Sweet: Anything cold – ice 

cream, slushies, smoothies, etc.
• Wild card: Vegan options. I’m 

not a vegan, sadly, but I have 
mad respect for festivals that 
try to accommodate those with 
specialized diets by bringing in 
vendors who cater to them!

What do you like to do to 
relax?
As the leader of a technology 
company like VolunteerLocal, you 
can probably imagine that my job 
requires me to look at screens 
all day – my laptop, monitor, 
cell phone, etc. I’m a runner, so 
I love to break away from that 
environment while breaking a 
sweat outside. My favorite spot to 
run is Grey’s Lake in Des Moines!

What is the name of  
the last business book 
you read?
Radical Candor by Kim Scott

What is the name of the 
last movie you watched?
Avengers: End Game. 
(RIP Black Widow.)
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MAY I HELP YOU? WITH FLORENCE MAY

TIME FOR TRANSFORMATION
RECRUITING VOLUNTEERS:

Hello. I’m Florence May. I own a software company that helps 
organizations manage their volunteers. The company was founded 
in the early 2000s to support large events – the 500 Festival, NCAA 
Final Four, the Super Bowl, National League of Cities, American 
Association of Museums, National FFA and Special Olympics.

Our product was on the vanguard of transforming volunteer 
management. Volunteers no longer had to track down a volunteer 
manager by phone, email or fax. Trading contact information, 
schedule availability and participation questions back and forth 
was eliminated or largely reduced with the capability to automate 
the process. This allowed volunteer managers to focus more 
energy on recruiting, event communications and retention. 

In 2000 several IT leaders told me this new Software As 
A Service (SAAS) would never work because all “reputable 
software companies” must load their software on corporate 
servers. After all who would buy volunteer management software 
from a company that collected data in a central server? 

Of course, the answer was …. EVERYONE and not just in 
volunteer management but all industries. Your bank, your gym, 
your grocery store … 

Online volunteer management was revolutionary. Go to 
the organization’s website. Click on registration. Receive a 
confirmation email with your volunteer schedule.

But now nearly 20 years later it is time for a new volunteer 
revolution. You still need volunteer management tools but 
your organization needs to be more strategic about how to 
use software in conjunction with a rapidly changing volunteer 
recruiting environment.

Part of my role is to closely observe volunteer trends and over 
the past 5-6 years we have witnessed major changes in the 
volunteer world. 

Let’s start with the big numbers. “More than 77 million 
American adults volunteered through an organization last year. 
That’s a record – and it’s also about 30% of all people over the 
age of 18 in the entire country. Combined, they volunteered for 
almost 7 billion hours, or about 800,000 years.”

At myTRS, we pay close attention to demographics and our 
technical offerings. Mobile friendly and text options have become 
standard expectations for many of our clients. 

However, the changes in the volunteer world goes beyond 
technology. 

“There is nothing more sad or glorious than  
generations changing hands.” – John Mellencamp

• The large Boomer Generation is retiring or moving into 
semi-retirement making them ideal volunteer candidates. But 
they aren’t volunteering in the same way as their predecessors. 

• The relatively small Generation X (late 30s to early 50’s) is not 
large enough to replace the aging Boomers. With children in 

school and many assisting their parents, the Xers are often 
more focused on day-to-day priorities. Volunteering with 
schools and youth sports is common.  

• Focus has moved to the largest generation in the workforce 
today, the Millennials. Now in their 20s and early 30s, this 
is the generation with emphasis on having a direct impact 
and making social change. Like the Boomers, they are not 
volunteering in the same way as their predecessors.

“Without data, you’re just another person  
with an opinion.” – W. Edwards Deming

TRS partners with Sterling Volunteers (previously Verified 
Volunteers) for integrated background checks. The Sterling team 
is also paying close attention to volunteer patterns. They recently 
surveyed more than 7,000 volunteers and with their permission 
we are sharing a portion of the report below. 

“Why do you volunteer?”
66% of respondents volunteer to improve their community,  

and 83% do so to contribute to a cause they care about.  
Many people agree that they volunteer basically to “give back,” 
but when you look a little more closely you find that motivations 
for volunteering can be complicated, highly personal and 
subjective. And there are other reasons for volunteering beyond 
simply “giving back,” and it’s important to understand every 
volunteer’s perspective. 

Here are some of the motivations for volunteering.

“I Volunteer to Socialize”
More than 35% of respondents said one of the reasons they 

volunteer is to socialize. Sterling discovered that just because a 
volunteer enjoys the social aspects of volunteering, doesn’t mean 
they’re not committed. In fact, they might be more committed than 
the average volunteer.

Half of these social volunteers said they volunteer 2-3 times 
per month or more frequently, versus 40% of all respondents.

Additionally, 81% of social volunteers give time with multiple 
organizations, versus 75% of all respondents. Social volunteers 
may be volunteering for reasons other than the cause, but they 
actually may be among your most committed advocates.

“I Volunteer to Build My Skills”
There aren’t many volunteers who choose to volunteer daily, 

but, surprisingly, 200 of our respondents reported that they do. 
One-third of daily volunteers also said they volunteer “to build 
their skills in a particular area.” It’s an interesting motivation for 
volunteering, and one that isn’t frequently discussed.

Half of these skill-based volunteers are 34 years old or young-
er, with 14% at 18 years or under. It makes sense. Volunteering 
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HOW TO GROW A  
COMMUNITY BASED  

VOLUNTEER  
PARTNERSHIP IN  

3 EASY STEPS

• Partner with Other Organizations in your 
Immediate Geographic Area.  
Start with a smaller group of 10-15 diverse 
organizations who wish to have a positive impact on 
your community. You may wish to kick-off with a mini 
volunteer management workshop sponsored by your 
community bank or community foundation to explore 
many of the volunteer research and trends discussed 
above.  
Note: TRS offers these workshops at a low fee but 
there are also other companies who can assist you. 

• Develop a Community Volunteer Program.  
What is your goal? Recruit volunteers who want 
to make a positive impact either through specific 
interests or broadly to make the community where 
they live/work a better place. 
There is substantial national growth in ‘Volunteer in 
Your Community” programs to build awareness of 
volunteer opportunities for the general public while 
also engaging youth, corporations and newcomers 
to your community. This is also a great way to create 
civic pride while addressing pressing needs and 
growing support for community wide activities.  

• Build a Community Volunteer Recruiting and 
Registration Website Portal.  
Help volunteers find multiple opportunities with 
multiple organizations within the community. With a 
single click, all community partners are promoting a 
large offering of volunteer options in a single website. 
This approach increases the visibility of all partner’s 
volunteer opportunities and allows everyone to 
leverage scarce recruiting resources. 

It is easier to build ongoing partnerships with schools, 
universities and corporate partners since there is a 
larger offering of opportunities in one central place. 
This approach also increases your opportunity to reach 
people who otherwise wouldn’t hear of your event/
organization. 

“Expand your horizon. 
Don’t get stuck in  

your comfort zone.” 
– April Peerless

Continued on page 126 

can offer young people unique opportunities to get into new 
fields, network with good people to know, and develop skills they 
can use throughout their lives.

Skill-based volunteers also spend more time volunteering each 
time they volunteer compared to the general population. Almost 
20% give more than 5 hours each time they volunteer, compared 
to 13% of all respondents.

Open-Ended Responses
Respondents also had the opportunity to share their own 

personal reasons for volunteering. As you read through them, 
you come to understand just how subjective the motivations for 
volunteering can be. You realize that behind every volunteer is a 
story of sorts, a lifetime of experiences that lead to them giving 
their time to a cause, and we should all be grateful for that, no 
matter the volunteer’s motivation.
• “I love animals.”
• “To combat depression.”
• “I just retired, so now I have more time to spend doing it.”
• “It gives my life purpose.”
• “To put my skills to work for others.”
• “To understand the world.”
• “To show my children and grandchildren the importance of 

giving back.”
• “I’m offered volunteer time off through work.”
• “We take our students to volunteer in the community.”
• “So those I’m serving feel cared for.”
• “My husband and I volunteer in the National Parks and 

Monuments to help the underfunded system …”
• “It’s therapeutic for me.”
• “ ”
• “Family time with my daughter.”
• “I am disabled but need to feel useful.”
• “To engage with my work colleagues.”
• “Curiosity.”
• “It gives me an opportunity to travel.”
• “For spiritual/religious reasons.”
• “To share my knowledge …”
• “… In honor of our daughter … she was extremely involved in 

the community and we know it is what she would want us to do.”
You may wish to study Sterling’s “Volunteer Perspective: 

Industry Insights 2019” report at https://pj.news.chass.ncsu.
edu/2019/07/15/volunteer-perspective-industry-insights-2019-re-
sults-and-impact-on-the-nonprofit-sector/as it highlights two of 
the biggest trends that we are also observing at myTRS. 

Community Matters
In the past, people were most likely to focus their volunteer 

time with a single organization. Now, people are far more likely to 
volunteer with several organizations. There is far greater interest 
in making an impact on my community and solving challenges in a 
comprehensive manner. 

Volunteer Groups
In the past, we occasionally would see groups of volunteers. 

Sometimes from corporations and churches but more often from 
scouts. Now, the importance of volunteering with co-workers, 
friends and family members is one of the strongest trends. We 
have seen the rapid growth of corporate social responsibility 
programs and expansive outreach partnerships via churches and 
charitable organizations all anxious to show the impact they are 
making in their own communities. People are finding volunteer 
opportunities that build skills and allow them to socialize or 
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What year was your company 
established? 
1965

How many employees does 
your company have?
25 plus 

What areas do you serve with 
your product/service?
We design and manufacture our medals and 
awards all over the world. 

How many festivals and events 
do you work with on an annual 
basis?
Many events, and events throughout 
the world – from Community Events, to 
Marathons, to Health and 5K Walks/Runs.

How/why did your company/ 
product/service get started? 
Ashworth Awards was founded in 1965 
by the late Douglas R. Ashworth as a 
consulting manufacturer of emblematic and 
recognition jewelry.

Taking over as President in 2001,  
Daniel Ashworth has lead Ashworth  
Awards through numerous growths and  
into tremendous success in design, 
customer service and manufacturing. 
These growths have helped expand 
our product offerings to include nearly 
limitless award and recognition products 
as well as supporting materials for event 
marketing and branding as well as personal 
achievement recognition.

Having established manufacturing facilities 
both domestically and abroad, as well as the 
addition of a distribution center on the west 
coast, Ashworth Awards has been able to 
develop and maintain long standing working 
relationships with some of the most recog-
nized endurance events, skill competitions 
and industry leaders in the world.

The Boston Marathon, IRONMAN World 
Championship, USA Triathlon, United 
States Figure Skating, Army National Guard, 
American Solutions for Business, Disney 
and many others have recognized our years 
of experience, putting the design and manu-
facturing of their medallions, pins, awards, 
ribbons and more in Ashworth Awards care.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
We have in-house capabilities to design 
and can manufacture high quality custom 
awards, medals, lapel pins, key chains, 
plaques and other items. We have the 
ability for quick turnarounds to help event 
organizers with last minute issues that need 
to be resolved. We have the expertise in 
solving problems and confidence in on-time 
delivery and great customer service.

What sets your product/service 
apart from your competitors?
Our quality, pricing and top customer 
service and creative design work that keep 
our clients happy. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Think outside the box for creative awards 
and promotional items that showcase 
your event, but remember to thank the      
volunteers, donors and community leaders 
that help make your event a success. Have 
fun with your needs and it will come across 
with the finished product.

What is your company’s 
customer service philosophy?
Timely correspondence, helping to solve 
problems and solutions and providing the 
best quality product within clients’ budgets, 
for the best customer experience and help-
ing to create a friendly and fun relationship 
that partners us for future events.

JOHN BREEN
Account Executive

ASHWORTH AWARDS
41 Richards Ave
N Attleboro MA 02760 USA
800-325-1917
john@ashworthawards.com
www.ashworthawards.com

How many years have 
you been with your 
company?
6 years

What are your favorite 
festival foods? 
Cheeseburgers or Pizza…. Kettle 
Corn is important

What do you like to do to 
relax?
Hanging with my rescue dogs or 
floating on my back in the ocean 
when Great White Sharks are not 
around.

What is the name of 
the last movie you 
watched?
Bohemian Rhapsody

EXHIBITOR SPOTLIGHT
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Social media apps make a marketer’s job 100 times 
easier by giving the tools needed to create content that 
is branded, engaging and much more fun. A marketer 
without their apps is like a cowboy without his rope!

After testing out many apps on our own social media 
accounts and helping clients find their perfect matches, Saffire 
put together this list of our own go-to tools to help you choose 
the right apps for your organization. One of the most common 
questions we get about social media is how to create engaging 
content that doesn’t break the bank. For us, the answer comes 
down to choosing the right apps!

Whether you want to create a nifty graphic to share on 
Instagram, make a cool video for Facebook or schedule and 
preview your posts ahead of time, the right app can make your 
process a breeze.

These are our five favorite apps of the moment for upping your 
marketing a-game:

The Best App for Scheduling Posts: Later
Where to find it: Later.com or in your mobile app store.

Later is our go-to app for scheduling social 
media posts using our phones or internet 

browser! Our favorite feature is the preview setting, which allows 
users to see how posts will look on Instagram before posting, for 
that perfect curated look. We also love the calendar view, which 
can be viewed in both weekly and monthly formats and is perfect 
for an on-the-go content calendar that automatically posts to 
social media.

The Best App for Designing Graphics: Canva
Where to find it: Canva.com or in your mobile app store.

We know you’ve probably heard of Canva by now, 
but it continues to be our favorite editing tool! Canva 
is a mobile app and in-browser website that allows 
you to create your own beautiful graphics without 

any fancy software. It’s user friendly and fun without losing any 
tools you’d expect in a good design software. Unlike some of the 
other apps we used that only had select fonts, colors and 
templates to choose from, Canva allows you to create your own 
graphics either with a template or from scratch. It’s one of the 
reasons we love Canva and use it almost every day. Not to 
mention, Canva has a huge library of royalty free images and 
icons that come in handy for whatever graphics you dream of 
creating! If you’ve used Canva in the past but not recently, you’ll 
find that they have added some handy new features like a 
mobile-only video editor, compatibility with Dropbox, direct 
upload to MailChimp and more! 

The Best App for Creating Stories: Over
Where to find it: In your mobile app store.

Over is great app for Instagram stories that allows 
you to overlay text and graphics onto your photos 
and videos. Like Canva, Over has tons of templates, 
stock photos, fonts and graphics to help you create 

the perfect on-brand content. We love Over for its Instagram 
story templates that allow you to make perfect curated stories 
that look just like your favorite influencer’s. 

The Best App for Editing Photos: VSCO
Where to find it: In your mobile app store.

VSCO is a fan-favorite editing app for good reason. 
Add a pop to your photos by cropping, adjusting 
brightness and temperature and adding tons of free 

filters for a fun or more polished look. Our favorite feature is the 
favorites tab, which lets you save your favorite presets and filters 
to use at the click of a button.

The Best App for Videos: Biteable
Where to find it: Biteable.com.

Biteable is a video creation tool billed as the “The 
World’s Simplest Video Maker.” While it’s only available 
on desktop for now, we can vouch for the fact that it’s 
pretty easy to use and can make some really cool videos. 

Whether you’re selecting from pre-designed templates or making a 
video all on your own, Biteable has great features including a video 
library, animation and text options to help you create an engaging 
video in just minutes. With their free plan, you can create five video 
projects a month, or upgrade for more flexibility.

There are so many cool apps to take your digital marketing 
to the next level, so don’t be afraid to try them out and let your 
creativity shine! Remember, on-brand graphics and engaging 
posts will always be in style. If you download these tools and 
decide you need more than just an app, Saffire is always a quick 
email away to help you reach your social media goals.

Saffire empowers hundreds of clients with beautiful, unique 
and engaging websites, and integrated SaffireTix ticketing, 
including online, advance and box office sales, all with amaz-
ing real-time reporting. Saffire’s Spark content management 
system puts live editing power in clients’ hands by making 
content and tickets easy to update with unlimited help when 
needed. Social media, email and text marketing are also in-
cluded to fuel client success. To learn more about SaffireTix, 
visit www.saffire.com.

UP YOUR 
MARKETING A-GAME

THE DIGITAL LIFE WITH SAFFIRE

THE BEST APPS TO
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2019
The International Festivals & Events Association is pleased 
to announce LuAnn Chapman Gatts from the Grapevine 
Convention & Visitors Bureau as the recipient of the 2019 
IFEA Volunteer of the Year Award.

As this year’s winner, LuAnn will be the guest of the IFEA at the 
IFEA’s 64th Annual Convention, Expo & Retreat, presented 
by Haas & Wilkerson Insurance, September 25-27, 2019 in 
Colonial Williamsburg, VA, USA.  She will be recognized and 
presented with her award during the IFEA Awards Luncheon 
sponsored by Eventeny, on Wednesday, September 25, 2019.

LuAnn Chapman Gatts
Nominated by the 

Grapevine Convention and 
Visitors Bureau

Grapevine, TX, USA

LuAnn Chapman Gatts has been an 
outstanding volunteer for both of Grape-
vine’s annual festivals for many years. Her 
expertise, relationship with vendors, and 
willingness to give countless hours every 
year make her a vital part of the success 
of both Main Street Fest and GrapeFest.

LuAnn oversees load-in of vendors at 
both festivals; manages the food vendors; 
is co-supervisor for admission gates; and 
part of the leadership team of People’s 
Choice Wine Tasting Classic. She does all 
of this with enthusiasm, positive attitude and 
energy. She gives 14+ hours every day of 
the festival and countless hours before and 
after to ensure the success of the festival. 

LuAnn’s involvement began in 2001 at 
Main Street Days where she volunteered for 
the Heritage Ambucs, a local service group, 
as a gate attendant.   During load-out, she 
was able to help get vendors off the street 
efficiently and kept the normal chaos under 
control.   She was awarded the Joey Kramer 
Volunteer award and invited to be on the 
steering committee for 2001 GrapeFest. 

After becoming the Food Vendor chair 
in 2002, LuAnn realized that vendor 

check-out needed to be overhauled.  She 
invited the vendors to bring left over food 
to share to give the time waiting at check 
out more of a party feeling.  She is able to 
ensure that the vendor not only receives 
their pay-out but leaves satisfied and 
ready to sign-up for the next festival all 
while making the time go much quicker.  

In the early days of Grapevine’s 
festivals, the emergency management 
team consisted of the Director of Festivals 
and Events, the Fire Marshall, and a police 
lieutenant.  LuAnn quickly became part 
of this team.  She could diffuse many 
problems with a smile, a joke or her 
famous tag line “Hey, I’m just a volunteer”.

When LuAnn learned that Gayle Hall, 
Grapevine’s Director of Festivals and 
Events, needed help from someone with 
computer skills, they would work together 
on many of the operational and logistical 
festival requirements, including developing 
the festival plan of work and inputting all 
needs/requirements into Excel so that the 
set-up team could do a more efficient job 
during the load-in process. 

As Vendor chair, LuAnn noticed that 
there was no information on where 
artisans were located. She put together 
a directory of vendors both by location 
and category.  She also designed the 
pocket size volunteer handbook that is still 
updated each festival.  

In 2007, LuAnn became part of the 
GrapeFest People’s Choice Wine Tasting 
Classic leadership team.  Her initial job 
was to move from hand vote counting to 
scanned electronic ballots. This helped on 
the integrity side as well as time involved.  
She helped produce the wine reference 
guide, participates in the wine ordering and 
developed the signage for the wineries.  She 
“recruited” her two high school aged sons 
to assist with the heavy lifting in between 
sessions. After they graduated, she worked 
with local schools to fill this assignment. 
With the rest of the People’s Choice lead-
ership, LuAnn has helped grow the event to 
11 sessions and over 7,500 attendees. 

LuAnn is the go-to person for new events.  
She chaired the Professionals Only Wine 
Tasting when the CVB was working to add 
more Texas wines in Dallas/Fort Worth 
area restaurants.  Her enthusiasm and 
willingness to do whatever is necessary was 
also evident when the new Culinary area 
was added at GrapeFest in 2004.  Though 
she is notorious for not cooking, she can be 
quite the foodie, so she was willing to chair 
this event and develop it as a new venue. 

LuAnn has participated in festival 
exchanges with the National Cherry Festival 
and Heritage Harbor Days.  When other 
festivals visit Grapevine, she helps with 
tours of the festival.  She serves on the 
Vendor Selection Committee for both 
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festivals and is part of the team that collects 
tickets at the end of each evening.  LuAnn 
also assists the Marketing team to provide 
information on wines and wineries for the 
People’s Choice Wine Tasting Classic, 
despite having all the operational needs of 
the event happening simultaneously. 

Festival Set-up has been streamlined by 
her addition of booth location signs in the 
window of the vendor vehicle.  Her helping 
train vendors on the most effective ways 
to tear-down at the end of the festival has 
made the process more efficient. 

In addition to her other festival responsi-
bilities, she was made the Admission Gates 
co-chair in 2013.  The gates are staffed by 
local school and civic groups and her team 
does all the training to these groups. LuAnn 
also recruits hard working volunteers into 
management roles for future festivals. 

To LuAnn, it is much more than just 
being onsite open to close for the 
festivals. She also volunteers for other 
city-sponsored events in Grapevine. 
She has taught knitting at Nash Farm; 
works set-up and wrangles the judges 

for Butterfly Flutterby; helps set-up on 
the Blessing of the Vines and has worked 
operations on the Grapevine Wine Trail.  

LuAnn prepared the winning application 
for Grapevine when we won the IFEA World 
Festival and Event City award and has 
helped with many Pinnacle award entries.  

As Chairperson of the 2010 GrapeFest, 
her motto was to have fun while you do 
great work.  Her top 10 lists kept meetings 
moving and she was great at mixing 
volunteering and leadership.  

In 2017, LuAnn was diagnosed with 
breast cancer just before Main Street Fest.  
Fortunate not to have chemo or radiation, 
she delayed reconstruction surgery to 
allow for her to work her usual 14-hour 
days at GrapeFest. 

As a leader, LuAnn trusts her volunteers 
to accomplish their tasks while she 
problem solves any unusual situation.  
Customer service is her credo, and she 
can always be found with her two-way 
radio on, taking off to help another 
volunteer or staff member with any number 
of interesting tasks, many of which are 

unrelated to her actual assignment.  
Her involvement does not end with 

festivals and events in Grapevine.  She 
is very active in other areas throughout 
the community. LuAnn has been on the 
Grapevine Heritage Foundation and PTA 
Board of Directors, is on the board of 
FOGSAC and Heritage AMBUCS, a 
current member of the Heritage Founda-
tion, Grapevine Historical Society and is a 
charter member helping the form the Craft 
Brew Guild of Grapevine.  This year she 
chaired the silent auction for the GCISD 
Education Foundation and operations for 
the AMBUC’s charity bike ride.  

Her enthusiasm, willingness to do  
whatever is necessary, love of her 
community, energy, positive attitude, 
vision, leadership and initiative are all 
reasons while LuAnn Chapman Gatts is 
IFEA’s Volunteer of the Year. 

Please help us congratulate our 2019 
IFEA Volunteer of the Year Award Winner, 
LuAnn Chapman Gatts.
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THE SPONSOR DOC WITH BRUCE L. ERLEY, APR, CFEE

Dear C.E.O. 
I feel your pain! Losing a top-level Title or Presenting Sponsor 

is a real problem, especially when it comes out of left field. 
Irrespective of why they left, (though it would be helpful to know 
the reason), sponsors do come and go. The key is not to become 
complaisant with these partnerships.

I know that prospecting for sponsors when you already have 
one in place, feels a bit like dating other people just in case 
your marriage doesn’t work out. But this is business, not love.  
You should always have a handful of potential partners you are 
developing so that you are not starting from scratch should a 
break-up take place.

We are regularly calling on prospects to ascertain their marketing 
and communications objectives, planning and budgeting process 
and to garner potential interest. The ideal scenario is the prospect 
who says, “if XYZ company ever leaves, we are very interested.”

I had the situation a couple years ago when a large credit union 
dropped their presenting sponsorship of popular consumer show, 
another C.U. had expressed interest during one of our meetings, 
and I called them the same day I lost the current sponsor to tell 
them it just became available.  I had a signed replacement within 
three weeks!

We regularly invite sponsor prospects as VIP guests to an 
upcoming event to come and experience it for themselves. If 
they are competitors of a current sponsor, we try to keep it on 
the downlow, but I have also found that sometimes, if a sponsor 
knows that their competitors are interested, they double down on 
the agreement, extending it further into the future.

When I do need to start from scratch replacing a high-level 
sponsor in a competitive category, I will often lead with, “This is 

the first time in five years that this category has been available.”  
“If you have ever been interested in this event, the opportunity  
is there!”

Finally, it is important to note that we have sometimes gone a 
year or two without a specific category as a sponsor. My position 
is that separation allows the old branding to fade away a bit so 
that a new sponsor can take it over without any old “ghosts.”

CEO, I know the task you have ahead of you. I hope these 
ideas are helpful! 

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: 

We just lost a major sponsor for our event…a bank. It was a long-term relationship that 
looked solid, so we weren’t courting any other bank sponsors. With them gone, we were 
left with no other relationships with other banks and must start all over again to fill the gap.

What do you do to protect yourself from the loss of a major sponsor? How do you have a 
back-up “Plan B” sponsor in mind, without offending the current sponsor.

CEO, Michigan

WHILE YOU ARE  
MARRIED TO A 
SPONSOR?

SHOULD YOU DATE
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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
www.ifea.com
http://www.kaliff.com
http://www.ifea.com


What year was your company 
established? 
Sponsor Fee Pro was launched in September 
2016 at the 2016 IFEA Convention & Expo.

How many employees does 
your company have?
5 

What areas do you serve with 
your product/service?
Sponsor Fee Pro serves festivals, events, 
and venues throughout the US and Canada 
that need help valuing and pricing their 
sponsorship packages.

How many festivals and events 
do you work with on an annual 
basis?
Sponsor Fee Pro serves a variety of 
organizations throughout the U.S. and 
Canada. Some of our current users include 
Harlem Globetrotters, Vertical Challenge, 
City of Scottsdale, Temple University, and 
USS Midway Museum.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Price your sponsorship proposals with ease 
and accuracy! Sponsor Fee Pro is an online 
sponsorship valuation tool developed by indus-
try experts that will allow your festival or event 
to accurately value and price sponsorship 
packages. With Sponsor Fee Pro you’ll gain 
more leverage in the negotiation process and 
confidence that you’re not asking too much or 
too little for your sponsorship packages. Spon-
sor Fee Pro also provides a comprehensive list 
of sponsorship benefits appropriate for your 
festival or event. Start benefitting from Sponsor 
Fee Pro today. Visit www.sponsorfeepro.com 
for a free online demonstration. Also, be sure 
to stop by our booth at the IFEA Expo in 
September for a free gift and your chance to 
win a free one-year subscription.

How/why did your company/ 
product/service get started? 
Sponsor Fee Pro was developed to help 
serve the need of so many events and 

venues that were looking for an easy way 
to accurately value and price their own 
sponsorship proposals using industry 
expertise. Sponsor Fee Pro is an online tool 
that’s cost effective and easy to use. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Since launching three years ago, we have 
added more event templates and invested 
in a more user-friendly portal. Most of our 
users renew their subscriptions annually 
which speaks volumes. 

What sets your product/service 
apart from your competitors?
With the Sponsor Fee Pro advantage,  
you’ll gain:
• A comprehensive list of sponsorship 

benefits appropriate for your festival, 
event, or venue

• An accurate valuation and ROI to be 
included in your recap reports

• Justification for your sponsorship asking 
price from a 3rd party expert

• Confidence that you’re not asking too much 
or too little for your sponsorship packages

What advice would you offer to 
festivals and events searching 
for your type of product/service?
There aren’t many online valuation tools 
on the market, so if you find one ask for a 
sample client list to understand who is using 
their product. Some of Sponsor Fee Pro’s 
users include Harlem Globetrotters, Vertical 
Challenge, City of Scottsdale, Temple 
University, and USS Midway Museum.

What is your company’s 
customer service philosophy?
While Sponsor Fee Pro is a cloud-based 
service, our experts are available to help 
subscribers navigate the site or answer 
sponsorship questions. Our ultimate goal is 
their success and we will do everything we 
can to assist in that happening.

EXHIBITOR SPOTLIGHT

BRUCE  
ERLEY, APR, CFEE
Co-owner

SPONSOR FEE PRO
P.O. Box 2888 
Evergreen, CO 80437 USA
303-558-8181
berley@csg-sponsorship.com
www.sponsorfeepro.com

How many years have 
you been with your 
company?
I founded Creative Strategies 
Group 25 years ago and helped 
launch Sponsor Fee Pro three 
years ago.

What are your favorite 
festival foods?
Chocolate-covered fruit kabobs 

What do you like to do to 
relax?
Chill at our home in the Rockies

What is the name of the 
last movie you watched?
Avengers: Endgame
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What year was your company 
established?
2015

How many employees does 
your company have?
8 

What areas do you serve with 
your product/service?
We serve live events nationwide and in 
Canada 

How many festivals and events 
do you work with on an annual 
basis?
We are currently working with more than 300 
annual festivals, expos and sporting events. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Event Hub is the leading vendor and 
sponsor management platform for live event 
organizers with a global sponsorship market-
place. Organizers easily manage exhibitor 
and sponsor applications, payments, 
paperwork and logistics through a clean, 
intuitive dashboard that also enables batch 
updates and messaging. They receive new 
sponsorship and vendor leads through a 
Marketplace that features their event with a 
multi-media rich showcase page.

How/why did your company/ 
product/service get started?
Event Hub was founded by live event 
industry veterans Jamie Nassar and Michael 
Bleau. Nearly a decade of managing major 
brand sponsorships at festivals nationwide 
and spending several years organizing 
their own charity festival allowed them to 
discover two huge needs. First, a better way 
to match the right sponsors and exhibitors 
with the right events. Second, a huge need 
to simplify event operations between event 
organizers and their exhibitors leading up to 
and through the event, due to the massive 
amount of paperwork, deliverables and 
communication required.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
We are built from the ground up with a 
focus on the special relationship needs 
of the organizers and their exhibitors. This 
means that we have built out capabilities 
like automation and batching (by type of 
exhibitor) around exhibitor applications, 
payments, paperwork, and logistics. 
Additionally, we offer live floorplans to help 
manage large exhibitor populations. 

What sets your product/service 
apart from your competitors?
Our biggest differentiator is our first-of-its-
kind sponsorship marketplace, that creates 
new revenue streams for organizers by 
funneling interested partners through  
the marketplace to event showcase  
pages, where exhibitors can apply for  
listed booths and sponsorships or message 
for a custom package.

What advice would you offer to 
festivals and events searching 
for your type of product/
service?
The tools you use should help you to get 
more work done in less time, communicate 
better, and allow you to focus on what 
matters most. 

What is your company’s 
customer service philosophy?
We believe that customer “service” is 
reactive and not enough – that our focus 
needs to be on customer SUCCESS. This 
means doing everything we can to help 
our customers have successful events. In 
real-world terms, we do this by providing 
help via live chat, email, and phone support, 
to both organizers AND their exhibitors, as 
well as curating a help center that offers 
“Getting Started Guides”, and feature help 
articles and tutorial videos for both types of 
users. We also create educational content 
on industry best practices to further the 
knowledge base of our customers.

MICHAEL BLEAU
CEO

EVENT HUB
15233 Ventura Blvd #500 
Sherman Oaks, CA 91403 USA
206-414-8237
jacobw@eventhub.net
https://eventhub.net

How many years have 
you been with your 
company?
Since the beginning as a 
Co-founder! 

What are your favorite 
festival foods?
Fried pickles and funnel cake.

What do you like to do 
to relax?
Hike and play with my dog.

What is the name of the 
last business book you 
read?
The LEAN Startup by Eric Ries

What is the name of 
the last movie you 
watched?
Avengers: End Game

EXHIBITOR SPOTLIGHT
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FESTIVALS WITHOUT BORDERS WITH ROBERT BAIRD

Festivals need to understand the taxation issues for foreign 
artists performing in the United States in order to deal 
with these issues knowledgeably. Dealing with taxation in 
any country is complex. The regulations regarding taxation 

for a foreign artist are customarily contained in a tax treaty 
between two countries, and will apply differently to individuals 
and to businesses and any festival hiring foreign artists should 
understand the requirements of U.S. taxation for foreign artists

In the United States, the requirement is that anyone paying a 
foreign artist has to withhold 30% in taxes on U.S. income. Anyone 
who withholds tax, be it a promoter, a venue, a presenter (i.e. a 
festival), a manager or an agent, is designated by the IRS as a 
“withholding agent.” If the foreign artist fails to file a tax return and 
pay the required taxes, then the “withholding agent” is liable for any 
unpaid tax. The withheld tax amount must be sent directly to the IRS 
and the festival will have to issue a Form 1042-S to each foreign 
artist as well as to the IRS along with a Form 1042 Summary of all 
forms issued. The 1042-S form summarizes the total income paid 
to a foreign artist as well as any tax withheld. There is a deadline of 
March 15 annually for the issuance of these forms. 

There are exceptions to this general principle and in these 
circumstances the 30% tax need not be withheld: 

1. A Tax Treaty may exempt a business from paying tax in a foreign 
country if it is recognized as a business by the IRS and has no 
“fixed establishment” in the U.S. (Note that it is not simply a 
matter of incorporating an individual or a performing group as 
a business: the IRS considers who the “beneficial owner” of 
the income is and, if any individual is named in the corporation, 
then the income is considered personal, not corporate. ) If the 
foreign artist is a legitimate, arms-length business then they 
must supply a fully-completed W-8BENE-E form to the festival 
and the festival will not have to withhold the statutory 30% on 
the artists’ fees and will keep this form on file.

2. A Tax Treaty may allow a certain level of income for 
independent personal services to be earned tax-free, if the 
individual has no “fixed base” in the U.S. and spends no more 
than a certain number of days in the country. For example, 
the Canada-U.S. Tax Treaty allows an individual artist to earn 
$15,000 without taxation annually. However, earning more 
than $15,000 annually would make the individual taxable for 
the whole amount. And this exception cannot be claimed in 
advance: it is calculated when a U.S. income tax form is filed 
by the artist. A festival may be given a W-8BEN form by an 

individual artist and, if the form is complete with an SSN or 
ITIN and the festival is confident that the artist will not earn 
more than the allowed tax treaty amount, then this form can 
be accepted and filed, with no withholding on the artist’s fee. 
Note however, that the IRS recommends that this form NOT 
be accepted since the festival will have no way to confirm the 
artist’s annual U.S. income.

3. An individual (not a business) can enter into an agreement 
(A Central Withholding Agreement or CWA) with the IRS 
whereby the IRS will estimate the actual tax liability of the 
artist. The artist will be assessed this amount and once paid 
will receive an IRS letter which will direct anyone booking the 
foreign artist not to withhold the statutory 30% on fees. 

4. Finally, there are several countries whose performing artists 
are exempt from tax on all compensation paid. These are: 
Armenia, Azerbaijan, Belarus, Georgia, Hungary, Kazakhstan, 
Kyrgyzstan, Moldova, Poland, Russia, Tajikistan, Turkmenistan, 
and Uzbekistan. If an artist resides in one of these countries, 
and meets the other requirements of the pertinent tax treaty 
(not exceeding a certain number of days present in the United 
States, etc.) to qualify for the exemption, then a festival can 
accept a fully- completed Form 8233 to exempt that artist from 
withholding. This form is filed with the IRS.

Since, there is an element of ultimate responsibility on the part 
of a festival for the taxation resolution of foreign artists, festivals 
need to understand the requirements of tax withholding for 
foreign artists, act reasonably to deal with this issue and accept/
issue the appropriate tax forms. 

With a little bit of knowledge and a few tax processes in place, 
the foreign artist taxation issue need not be an impediment to the 
hiring of foreign artists by any festival.

Robert Baird is President of BAM! Baird Artists Management 
Consulting in Toronto, Canada and an acknowledged expert in 
international touring including visas, withholding and taxation. 
He offers free advice to artists, agents, managers and venues 
and has an international clientele. He served for many years 
on the Executive Board of Festivals and Events Ontario (FEO) 
and is a former Vice-President of that organization. He can be 
reached at: P: 1-800-867-3281 E: robert@bairdartists.com or 
for more information go to: www.bairdartists.com

UNDERSTANDING U.S. TAXATION
PART 5:
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Now You Can Pay It Forward.
Help Sustain the “Premier Association 

Supporting and Enabling Festival & Events Worldwide”

Donate Today
IFEA.com / Foundation / Ways to Give

Questions? Contact Kaye Campbell, CFEE, Director of Partnerships & Programs 
at kaye@ifea.com or +1-208-433-0950, ext. 8150

The IFEA Foundation “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! It allows the orga-
nization to keep pace with new and changing 

technologies necessary to communicate with 
and serve our global industry and it supports a 
continued expansion of our services, resources,  
programming and outreach around the  
world. In a nutshell… it powers those who 
power celebration. 

Remember the Helping Hands that 
Got You Where You are Today?

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


Exclusive opportunities for vendors to

with top-tier festival & event professionals
CONNECT

VENDOR OPPORTUNITIES
In an industry with an annual spend of 1 trillion in the United States, you need to reach industry buyers 
everyday wherever they go online. With these digital opportunities, you’ll be able to reach top-tier festival 
and event professionals through the IFEA Event Insider, Event Resource Marketplace, and IFEA website box 
ads, as they explore ways to improve their business. 

IFEA EVENT INSIDER

Reaching over 6,500 festival and 
event professionals, these premier 
placements will give your company 
the attention it deserves. The 
newsletter will focus on news and 
information that professionals need 
to run a successful business. That 
means your message will reach the 
decision-makers you’re looking to 
target. 
 
Digitally distributed each week

IFEA WEBSITE BOX AD

Highlight your core message and 
drive traffic to your website with 
exlusive positions on the IFEA 
website. These box ads will occupy 
prime real estate to help sell your 
products and services to industry 
decision-makers. Retargeting 
opportunities are available as well, 
allowing your ad to be seen AFTER 
the festival and event professionals 
leave the association website.  
 
Viewable online, 24/7

EVENT RESOURCE  
MARKETPLACE
More advertising opportunities 
designed to fit any marketing budget 
are within the  Event Resource 
Marketplace. Festival and event 
professional buyers count on the 
guide to put them in touch with 
suppliers for all their project needs, 
and the ads help lead them to you.  
 
Viewable online, 24/7 

IFEA has partnered with MultiView to provide these  advertising opportunities. 
For more information about them, contact salesinquiries@multiview.com or call 972-402-7000.

For more information about IFEA, email kaye@ifea.com or call 208-433-0950 ext: 1

POWERED BY

Event Resource Marketplace IFEA website box adEvent Insider

https://www.ifea.com/p/resources/enewsandsocialmedia
https://www.ifea.com/p/resources/advertisingopportunities
https://www.ifea.com/p/resources/eventresourcemarketplace
mailto:kaye@ifea.com
salesinquiries@multiview.com
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If you follow the news, you know it’s been quite a week in the 
United States.  Evidently, it remains dangerous to attend baseball 
games with your children, or to go to work at all.  I find these 
problems to be deeply frustrating because they do have solutions 
and there is a growing consensus on what they are and that they 
need to be implemented soon. 

 So when I got a call yesterday from a local TV station to talk 
about what office workers should do to protect themselves from 
an active shooter in the wake of the horrific violence in Virginia 
Beach, I agreed to the interview.  After sharing the usual platitudes 
about how everyone should “Run, Hide, [or] Fight,” I offered (what 
I thought was) a very articulate rant about the need to stop saying 
the same things after the latest version of the usual tragedies, but 
rather to do something serious to stop them from happening.  Along 
the way, I offered a ringing endorsement for the use of facts and 
data to inform the discussion, because I prefer that major policy 
decisions be based on real things, not our beliefs about things that 
may or may not be real.

Naturally, my rant, compelling though it was, did not make it out of 
the editing room.  I don’t blame the station for not wanting to touch 

the third rail of American politics.  Perhaps next time a bunch of 
people get shot....

 This brings me to baseball.  On Wednesday night, May 29, 
2019, a young girl with an orange bow in her hair was hit by a 
foul ball at a Houston Astros game.  This incident overshadowed 
another one the same night at Dodger Stadium in Los Angeles, 
where a Dodgers player hit a foul ball that struck a man in the head.  

Just two seasons ago, every Major League Baseball team 
extended its netting at least as far as the end of both dugouts.  In 
light of recent events, as well as other fan injuries since that time, 
one might reasonably conclude that the netting still doesn’t go far 
enough.  I have written on this subject in this space before, and I 
remain personally conflicted.  

I like sitting close to the field, I don’t like looking through mesh 
netting, and I am willing to assume the risk of a ball or shard of bat 
coming my way.  In this respect, my sentiments are the same ones that 
mystery writer and avid Red Sox fan Stephen King wrote in a Boston 
Globe op-ed piece before netting was extended in the first place.  

On the other hand, going to a ballgame is entertainment, not 
combat - fans are not supposed to get hurt.  In Japan, they have 
had netting from foul pole to foul pole for years, so this wheel has 
already been invented.

Because we are talking about baseball, which, at least to me, is 
important, my strong preference would be for this discussion to be 
leavened with facts and data.  I have written about this before too.  
The optics of children crying and grown-ups with blood streaming 
down their faces are horrible, and it pains me as a fan to have to 
write about this stuff.  I assume club and league officials feel the 
same.

The alternative to talking about how we feel is to discuss what 
we know.  But we fans don’t know much.  I don’t know if this girl 
was the only fan hit by a foul ball in her section at Minute Maid 
Park, or the 20th.  I don’t know where foul balls have entered the 
stands at any ballpark, or how often they have landed joyfully in 
mitts or beer cups as opposed to hitting someone and causing 
injury.  This seems important, doesn’t it?  Given the proliferation 
of closed-circuit TV cameras that can see every seat, and guest 
services staff who descend on anyone who may have gotten hit 
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What year was your company 
established? 
pc/nametag was established in 1985 

How many employees does 
your company have?
90

What areas do you serve with 
your product/service?
pc/nametag provides event supplies and 
services across the globe.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
pc/nametag is the world’s largest supplier 
of event products and services. With a wide 
selection of products such as backstage 
and VIP passes, lanyards, credentials, 
wristbands and bags – we have your event 
covered!

How/why did your company/ 
product/service get started? 
Our founder started pc/nametag in 1985, 
and he understood how a simple name tag 
sparked conversations. But as a certified 
meeting planner, he also dealt with endless 
tasks before the event that left no time 
to create name tags. Driven to find an 
easier and faster way to produce them, he 
partnered with a programmer to develop 
name badge software for one of the first 
personal computers, allowing planners to 
print their own badges.

That development paved the way for innovative 
on-site registration and exclusive event 
supplies, as well as a concierge service — 
possibly our most well-known product — all 
which have helped thousands of planners 
execute their events as seamlessly as possible.

While other companies in the industry focus on 
how quickly they get your order out, we take 
a more thoughtful approach. At pc/nametag, 
we believe that staying connected means 
building lasting relationships, not just single 
transactions. And, just like the event planner, 

we’re in the business of bringing people 
together, one meaningful connection at a time.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Definitely check out our new event badge 
credentials! You can do any shape or size 
PLUS amazing imprint capabilities such as 
foil and metallic graphics! It’s a wonderful 
way to kick up the experience at your events.

What sets your product/service 
apart from your competitors?
No other company offers the level of 
customer service and support that we offer! 
Need help designing your badge? No prob-
lem! We are here to support you and ensure 
that your event is a complete success.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Get samples! The best way to understand 
supplies for events is to try them for your-
self. Wear our exclusive no-twist lanyards 
and see it for yourself! With free samples on 
virtually everything we well, we make it easy 
for you to feel confident that you’re putting 
on the best experience possible.

What is your company’s 
customer service philosophy?
A visual handshake. A wearable 
introduction. Every direct, fulfilling human 
connection begins with a “Nice to meet 
you!” At pc/nametag, we make the name 
tags that make that happen. Our vision is 
a more satisfying, connected world, made 
possible through flawlessly executed 
meetings and unforgettable events. 

With decades of expertise and deep 
industry knowledge, we aim to offer far 
more than customized name tags and event 
supplies. We want to be your partner in 
planning – together imagining and creating 
events that build authentic, memorable 
connections.

JACKIE MCSHERRY
Client Relations Manager

PC/NAMETAG
124 Horizon Dr 
Verona, WI 53593 USA
800-233-9787
jmcsherry@pcnametag.com
www.pcnametag.com

How many years have 
you been with your 
company?
9 years in October

What are your favorite 
festival foods?
Kettle Corn, Corn Dogs, Fresh - 
Squeezed Lemonade and Grilled 
Corn on the Cob with lots of 
butter!

What do you like to do to 
relax?
Sitting back in my lounge chair 
on a warm sunny day in Northern 
Wisconsin, enjoying the view from 
our small quiet lake, cold cocktail 
in hand, watching our three 
American Eskimo Dogs running, 
playing and splashing in the water.

What is the name of the 
last business book you 
read?
Leading Change by John P Kotter

What is the name of the 
last movie you watched?
The Mustang

EXHIBITOR SPOTLIGHT
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It may be stating the obvious but all 
effective marketing begins with success-
ful communication. In this edition of 
Turnstiles, we’d like to focus on some 

of the elements of communication that are 
necessary before one ever puts together a 
comprehensive outbound marketing plan.

There are two facets to communication 
before messaging ever reaches the public. 
First, there is the internal communication 
between colleagues, departments and 
volunteers. Second, is collaborative commu-
nication defined as the ongoing dialogue 
between partners in different organizations 
which is sometimes overlooked or taken for 
granted, but is one of the critical elements 
to any event’s success.

When either of these communication 
channels are out of phase, they can 
cause great distress, but more importantly 
dis-communication can get in the way of 
successful projects and programs.

Recently, we’ve experienced first-hand 
several occasions whereby communica-
tions have failed on multiple levels on the 
Internal and Collaborative level causing for 
unneeded angst, delays and frustration. 
However, had common sense, profession-
alism and a heaping helping of empathy 
been considered, many hurt feelings would 
have been avoided and the plans would’ve 
taken flight as expected and on-time.

Marketing is broken into two separate 
categories: Capital “M” Marketing which 
is the strategic approach that needs 
to go into every facet of an event or 
organizations overall planning. Decisions 
about the four “P’s” of marketing including 
Price, Place, Promotion and Product are 
vigorously discussed, but so are brand 
strategies and the overall tone and content 
of the messaging.

Meanwhile, lower case “m” marketing is 

the day-to-day, hand-to-hand combat that 
marketing directors, managers, coordinators 
engage in every day to post social media, 
produce videos, write and edit materials 
among the myriad of other tasks to running 
the marketing, advertising and promotion for 
any event, large or small, new or legacy.

Tucked away in the lower case “m” 
marketing is the Internal and Collaborative 
Communication that we’d like to discuss 
and give some hints and tips to follow.

Dis-communication is Different 
than Miscommunication

Dis-communication is a concept based 
on when messaging fails to hit its intended 
target, thus a disconnect occurs. How 
many times do you take part in a meeting 
or conference call, only to have a follow-up 
that does not jive with what you heard and 
then leads to an unintended consequence?

THAT is dis-communication.
Different parties hear different things. 

That is the nature of people from different 
worldviews and perspectives. However, 
as marketers, we must hold ourselves to a 
higher standard in order to ensure the right 
message is getting out and it is as clear as 
possible. This rule is even more important 
for colleagues inside and outside your 
organization as much as to the outbound 
communication to the general public.

Transparency as a Rule
We get it. There are always matters 

that need to be confidential for a variety of 
reasons from political to financial to public 
relations. But let’s face it, we’re running 
events. We’re building and engaging 
community. We’re having and making fun 
experiences. What’s with all the secrecy?

Our team lives by the rule that the more 
people that are involved the better the 

outcome will be. We all have limits to our 
resources, which means we must be adept 
at convincing others to join with us to make 
the fabulously remarkable happen. To do 
this, we need to build as much excitement, 
enthusiasm and buy-in as possible.

In this cynical age, with naysayers on 
social media and off, we have to work 
doubly as hard to build positive engage-
ment, which means we need to tear down 
those walls that divide us from public and 
private, non-profit and corporate, etc., so 
we all can start to collaborate to achieve 
the best positive outcome for our guests 
and constituencies.

It’s funny. If in the end we all want the 
same thing, why is it so difficult to get 
where we’re going?

When in Doubt, 
Overcommunicate

As far as we are concerned, there are 
two non-negotiable rules to successful 
Internal and Collaborative Communications.

First, there is timeliness. If someone has 
reached out to you via your preferred method 
of communication, then it is incumbent upon 
you to reply to that message in a timely 
manner. This rule is based on the fact that 
everyone knows your preferred commu-
nication method and that you establish a 
response time (within 1 hour, 3 hours, the 
end of the day) that works best for you.

Secondly, there is no reason why not to 
communicate, so everyone is clear on the 
tone and content of your messaging. If that 
takes overcommunication, then so be it.

The opposite is that you think you did 
enough to share your message. However, 
if you have that nagging feeling in the pit 
of your stomach that something just isn’t 
right, then reach out and confirm, clear the 
air or address the issue head-on.

Unfortunately, many of us fall into two 

TURNSTILES MARKETING FOR EVENT MANAGERS

BEGINS WITH 
COMMUNICATION

EFFECTIVE MARKETING
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WITH SEAN KING

categories, either “we’re too busy” or 
we’re passive aggressive. 

Don’t be that guy or gal. Don’t be the 
one that could’ve addressed the problem 
before it became a bigger one. Be clear 
and concise in your communications, but 
always come from the place of wanting to 
build collaboration and cooperation.

Some of these communication lessons 
are simply based on the Golden Rule of 
“treat others how you wish to be treated.” 

Marketing and communications, even 
at its most basic level, is the sharing of 
information and in our industry based on 
promotion and building connections, it is 

a mystery why marketing professionals are 
sometimes the least understood. 

So, I challenge you in the run-up to 
your next event or in the post-mortem 
of a recent one, take a few minutes to 
self-review your communication practices. 
Are you open, transparent and thorough 
with your team, your volunteers, your 
organization and all of your partners? 
Where was the communication lacking 
and did it adversely affect the event or 
your sponsors, guests or volunteers?

Very rarely do we say too much. Rather 
we generally don’t say enough to keep 
everyone engaged at the level they desire.

In conclusion: Watch for Dis-Com-
munication. Be Transparent. And 
Overcommunicate Whenever Needed.
 

Sean King is a Principle at Aspire 
Consulting Group in Allentown, PA 
and has been consulting with small 
businesses and non-profit organiza-
tions for over 20 years. He also blogs 
regularly at www.artsmarketingblog.
org. You can follow Sean on Twitter 
@skingaspire or contact him at: 
sking.aspire@gmail.com. 
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What year was your company 
established? 
2012

How many employees does 
your company have?
11 

What areas do you serve with 
your product/service?
International; we serve sports, events, 
fairs, festivals, concerts, agriculture, 
energy. 

How many festivals and events 
do you work with on an annual 
basis?
We currently serve 20+ fairs and festivals 
across the county.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
BAMWX provides weather consulting 
to various industries across the globe. 
BAMWX is a live meteorologist-based 
business and NOT an automated app. 
Our team of meteorologists use the latest 
technology to research the weather to 
provide our clients with an accurate and 
actionable forecast. We then monitor the 
weather to provide the safest environment 
possible to mitigate weather related risks.

How/why did your company/ 
product/service get started? 
One of our founders is a meteorologist, and 
believed there was a better, more accurate 
way to forecast the weather. This accuracy 
provides best in industry service and aids 
festivals in mitigating their risks.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Weather consulting/forecasting/monitoring. 
Festivals have too much invested to leave 
the weather to chance. It is unrealistic to 
ask an event producer or even a public 
safety official to be a meteorologist and 
make a critical and costly decision based 
on weather. Our meteorologists provide 
pinpoint accuracy, so those decisions can 
be made with accurate and current data.

What sets your product/service 
apart from your competitors?
We make weather personal. BAMWX is 
a live meteorologist-based business and 
NOT an automated app. Our team of 
meteorologist use the latest technology to 
research the weather to provide our clients 
with an accurate and actionable forecast. 
We then monitor the weather to provide 
the safest environment possible to mitigate 
weather related risks.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Do your research. When developing 
your emergency action plan – are you 
doing all you can do to provide the safest 
environment? If you are not contracting with 
a meteorologist to monitor the weather, the 
answer is NO!

What is your company’s 
customer service philosophy?
To assist organizations and business in high 
cost decision support based on accurate 
weather analytics!

TERRY POWERS
Managing Director

BAM WEATHER (WX)
749 Commerce Parkway, Suite C
Greenwood, IN 46143 USA 
317-771-9671
Terry@BAMWX.com
www.BAMWX.com

How many years have 
you been with your 
company?
I joined BAMWX in the fall of 
2018

What are your favorite 
festival foods? 
Anything fried!

What do you like to do to 
relax?
I enjoy golfing or checking out new 
restaurants in indy.

What is the name of the 
last business book you 
read?
The Emigrant Edge by Brian 
Buffini

What is the name of 
the last movie you 
watched?
Aladdin

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
EXPOCAD® is a registered trademark of 
A.C.T., Inc. ACT was established in 1987.

What areas do you serve with 
your product/service?
EXPOCAD® is used on 4 of the largest 
shows on 4 continents in US, China, Africa 
and Australia. It is used on some of the small-
est as well. Our customers are trade shows, 
consumer shows, festivals and events. 

How many festivals and events 
do you work with on an annual 
basis?
We work with many festivals and events, 
many of our customers are management 
companies so we don’t really know who is 
using our software. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
EXPOCAD® is the professionals’ choice for 
graphical exhibition and exhibitor marketing 
software and is the administrator for all behind 
the scenes needs of show management 
sales and operations teams. Designed by 
professionals for professionals, our products 
are seamlessly integrated, dimensionally accu-
rate and rich with revenue creating features. 
Nearly $1 billion dollars in space is managed 
by an EXPOCAD® solution annually.

How/why did your company/ 
product/service get started? 
EXPOCAD® started when our founders 
were exhibiting their other services at 
tradeshows and realized there must be 
a better way to manage space sales and 
space assignment.

What sets your product/service 
apart from your competitors?
EXPOCAD® puts the show organizers - 
sales or operations - in the driver’s seat 

by providing total and accurate control of 
exhibitor data and placement, floorplan 
modifications and exhibitor marketing.
 
What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
ELI: Emergency Location Interactive - The 
first of its kind; secifically created for 
the exhibitions industry to prepare for 
and respond quickly to emergencies or 
organizational issues onsite.

E L I™ is a Quick and Effective Communica-
tion Tool when Seconds and Minutes Matter. 
E L I™ was created in 2017 to assist organiz-
ers and venues in the ability to pinpoint the 
location of a disturbance or situation that 
requires an immediate response. 

By pinpointing the exact area directly on 
their mobile device, first responders are able 
to swiftly locate and react appropriately to 
the type of situation. 

Alerts may be created to isolate situations 
by type and assigned to appropriate team 
members will various skill sets.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Look for accurate and easy to use software, 
an established company, and good 
customer support.

What is your company’s 
customer service philosophy?
 The average employee has been with the 
company for 10+ years and is invested in 
our customers. We our proud of our compa-
ny, the EXPOCAD® suite of products and 
our outstanding customer service that is 
second to none! 

JASON PUETZ
Technical & Operations
Business Strategist

EXPOCAD® BY ACT
69 S. Lasalle St 
Aurora, IL 60505 USA
630-405-2081
jason@expocad.com
www.expocad.com

How many years have 
you been with your 
company?
Two and a half years

What are your favorite 
festival foods?
Deep fried anything, frozen 
lemonade, ice cream and ribs

What do you like to do to 
relax?
I enjoy reading, playing video 
games, cooking, hiking, going out 
to eat, and hitting the gym.

What is the name of the 
last business book you 
read?
The Toyota Way by Jeffrey K. Liker

What is the name of 
the last movie you 
watched?
Spider-Man: Far From Home

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
1996 > TRIPinfo.com 1st USA Travel 
Reference Information Portal.

How many employees does 
your company have?
6-person team, 100+ years of online travel 
marketing experience. 

What areas do you serve with 
your product/service?
Local, Regional, National, & International.

How many festivals and events 
do you work with on an annual 
basis?
3,100+ Festivals across North America, We 
include EVERY IFEA-Member Festival on 
their TRIPinfo.com State’s Festivals page, 
AND their Local/Regional Market Page. 
IFEA Supporter since 2004, we update 
listings with IFEA quarterly.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Multiplier Impact for limited budgets > Small 
groups now Planned + Booked Online. TRIP-
info Digital Platform is 50,000+/Mo. Leisure 
Group Planners Influencer Content Marketing 
— who Share Features of TRIPinfo Online + 
Email Newsletters + Digital Reference Issues.

How/why did your company/ 
product/service get started? 
Our story began building and maintaining 
a definitive reference resource for friends’ 
group travel. That data launched TRIP in 
1993. Subject-Specific, Keeper-Reference 
Guide audience migrated to TRIPinfo.com 
beginning 1996.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Self-Selected, Self-Posted > Be Featured 
on 3 Digital Media Platforms at a Great 
Value! Trusted by more than 50,000 group 
planners/month. See how quick & easy it 
is to feature your Text Link, add a BOOK 
button, feature your uninterrupted Video 
and even capture 1 of 2 Fixed Display ads 
dominating your Market of State Festival 
page! Visit us at the TRIPinfo booth. 

What sets your product/service 
apart from your competitors?
TRIPinfo is Acceptable Ads Certified, with 
only 2 ad positions/page. As such, our client 
messages are not blocked by Ad Blockers—
now blocking 30% of all ad messages paid 
for, but not seen!

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Insist on industry-standard, 3rd-party audi-
ence data, and — to respect your website 
user, market on an Acceptable Ad Platform 
that respects its audience. Why throw away 
30% of your ad dollars to Ad Blocking?

What is your company’s 
customer service philosophy?
Customer Priority is Our Priority. We serve 
as partners with our clients, Featuring them 
in our Weekly Newsletters and Quarterly 
Digital Issues. We have been quality content 
marketing to influencers who share our 
customer’s message from trusted, proven 
sources for over two decades.

MARK BROWNING
Founder/CEO

TRIPINFO DIGITAL 
PLATFORM
4850 Gaidrew Road 
Johns Creek, GA 30022 USA
770-825-0220
mark@TRIPinfo.com
www.TRIPinfo.com

How many years have 
you been with your 
company?
26 years

What are your favorite 
festival foods?
It’s hard to beat slow-cooked 
barbecue!

What do you like to do to 
relax?
To me, travel is relaxing and fun! 
I also am an avid swimmer, daily 
work-out junkie, and history reader.

What is the name of  
the last business book 
you read?
The Uniform Commercial Code 
Made Easy, an incredible 
distillation of the complex rules 
that control commerce!

What is the name of the 
last movie you watched?
Murder Mystery, Adam Sandler & 
Jennifer Anniston are truly funny in 
a nifty plot-twister!

EXHIBITOR SPOTLIGHT
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WITH PENNY C. MCBRIDE, CFEE

AND DELEGATION
THE CONTROL FREAK

Several years ago, I transferred my church membership back to 
the congregation I attended in my youth. Anxious to reconnect, I 
signed up for a couple volunteer jobs, including being a worship 
service usher. I read the training materials and showed up early 
for church to receive instruction from the usher coordinator. 

She gave me a very specific assignment, but when that part 
of the service came, she waived me off. The next two times I 
was scheduled to help, the same thing happened. I arrived early, 
received my assignment, but was waived back to my seat when 
the time came.

The usher coordinator was using what I like to call “yo-yo dele-
gation.” Delegate the task, then take it back. Give it again, pull it 
back. I did not stop volunteering, but I did seek a different job in 
hopes of finding a place I could more meaningfully contribute. 

Most event professionals likely struggle on some level with 
delegation. But for a true Control Freak, the discomfort of 
delegation can quickly turn toxic.

Cutting the Yo-Yo String
For most people, I believe delegation is sidetracked by 

busyness. In the time it takes to show someone else what we 
want, we can just do it ourselves. We let ourselves think that 
we are being more efficient, getting more done in our masterful 
multi-tasking. Yet there is a hidden, but very real cost to this 
mentality. What is the financial expense of an organization’s chief 
paid employee spending hours performing the work of willing 
volunteers? What is the organizational risk of not investing in the 
talent and skills development of others? How many volunteers or 
aspiring staff members give up and go elsewhere?

The Control Freak may truly believe that no one can perform 
tasks as well, hobbled by their own ego. Or, their insistence on 
doing the mundane may provide the cover they need to avoid the 
more difficult work of strategy, leadership and community alignment.

Assign Authority with the Task.
When Control Freaks choose to delegate, they often assign 

the task, but no authority. If we truly want to invest in and develop 
the talent of others in a way that grows our organization, we have 
to trust.  Giving our team authority over assigned tasks builds 
confidence and ownership of outcomes. It’s the difference between 
“do this” and “grow this.” Yes, sometimes they will fail, but having the 
authority to generate a solution to failure is leadership development 
in action. Most of the time, authority provides the needed bandwidth 
for that task to be accomplished with clarity and passion.

Duck the Boomerang.
Once we’ve cut the yo-yo string, Control Freaks must avoid 

the temptation of catching the boomerang. Empowering our team 

with authority also means not accepting reverse authority. If a 
team member has a problem in executing the assigned task, the 
job of the leader is to be a mentor, not a problem solver. Trust 
is forged by providing support, but keeping ownership of the 
outcome clearly in their hands.

Not long ago, a volunteer came to me filled with frustration 
toward another volunteer. After listening to her concerns, I asked, 
“What did Sally say when you told her why she frustrates you?” 
The volunteer looked dumbstruck. “Talk to Sally? Me?” I told her I 
would be happy to visit with both she and Sally, but only after she 
articulated her concerns and gave this other volunteer a chance 
to reply. I also assured her that I was confident in her ability to 
work something out and thanked her for being a leader.  

Oh Crap! They Built a Better Mousetrap.
Sometimes, Control Freaks view delegation as threatening. 

During my self-employed days, I hired a very young woman with 
virtually no experience. Early on, I assigned her a large project; 
partly because I was overwhelmed with other client deliverables 
and partly to test her mettle. She asked few questions, which 
was great because I was busy, but also worrisome, knowing her 
inexperience. When she came to me, long before the project 
was due, I just knew there was a problem. And, I was wrong. 
She came to me because she had already finished and wanted 
another. And the work she turned in was incredible. Better, more 
creative and well executed that I would have accomplished. The 
greatest joy of delegation is watching others soar, but it may 
require the humility to let them. 

The Delegation Downside
Each Sunday, in the few minutes before our church service 

begins, I conduct a headcount of attendees younger than me. 
Sadly, at age 53, I rarely use all the fingers on one hand. This  
may be an extreme example, but I suspect many events are 
seeing the average age of volunteers and staff on the rise. 
How well-suited is your organization to welcome, engage and 
empower younger talent? Or do we, without even knowing, waive 
them off to the side? What happens when the Control Freak is 
the last one standing?

Penny C. McBride, CFEE is the President & CEO of the 
900+ member Fredericksburg Chamber of Commerce in 
Texas. She serves on the faculty of the IFEA/NRPA Event 
Management School and on the boards of the Texas Fes-
tivals & Events Association and Hill Country Memorial, a 
Malcolm Baldrige Award winning hospital. She enjoys travel, 
cooking, writing, hiking and volunteerism.

CONTROL FREAKS ANONYMOUS
EIGHT STEPS TO ACHIEVE SANITY & SUCCESS
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What year was your company 
established? 
2007

How many employees does 
your company have?
20 

What areas do you serve with 
your product/service?
International 

How many festivals and events 
do you work with on an annual 
basis?
200-300 Events

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Always Advancing, established in 2008, is 
a world-renowned manufacturer of awards, 
apparel, and promotional products with a 
specialization in custom finisher medals 
and ribbons for endurance events. Always 
Advancing recognizes the hard work and 
dedication it takes to cross the finish line 
and we strive to design and manufacture 
awards which the athlete will appreciate and 
wear proudly. Aside from athletic events, we 
also provide for businesses and events of 
all kinds across the globe! All of our designs 
are 100% custom made with extreme 
attention to detail and perfection.
We pride ourselves in creating a 
uniquely designed product for each event 
or business. We want each client to be 
proud of their accomplishment and receive 
the best possible product they ask for. Our 

design, sales, and customer service teams 
provide our clients with the best quality and 
service. Our ordering process is seamless 
for all event directors, business owners, and 
their staff.

How/why did your company/ 
product/service get started? 
One of our owners ran a marathon years 
ago and received an awful medal.  He knew 
he could create better “Bling” for runners!

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Anything you put your logo on! We’re a 
leading provider of custom recognition and 
promotional products, event and corporate 
apparel.

What sets your product/service 
apart from your competitors?
Solid customer service from initial art to 
delivery.  We have an office in China that 
visits the factories to do quality control 
checks. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Give us a chance!

What is your company’s 
customer service philosophy?
To partner along with races/events to 
be a small part of their success. We’re 
committed to making your next event the 
best it can be.

JON FRITZ
Senior Account Manager

ALWAYS ADVANCING
62 Walker Ln. 
Newtown, PA 18940 USA
215-295-1133
jon@alwaysadvancing.net
www.alwaysadvancing.net

How many years have 
you been with your 
company?
10 years

What are your favorite 
festival foods? 
Funnel cake

What do you like to do to 
relax?
Golf

What is the name of the 
last business book you 
read?
Malcom Gladwell

What is the name of 
the last movie you 
watched?
Avengers Endgame

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
1996

How many employees does 
your company have?
14 

What areas do you serve with 
your product/service?
The United States, Canada, and  
international locations. 

How many festivals and events 
do you work with on an annual 
basis?
2000+

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
We help our clients get the best talent 
for their events while offering operational 
support to the level needed.

How/why did your company/ 
product/service get started? 
Degy Entertainment was started as a 
management firm in 1996.  After several 
years of successful label signings, publishing 
signings, and licensings, Degy choose to 
enter the booking world.  In September 
of 2001, Degy Booking International, Inc. 
launched as the booking arm of Degy 
Entertainment, and quickly grew to a client 
base of nearly 100 music acts. Over time, the 
company developed specialties in the college 
and military booking fields, festivals and fairs, 
and became one of the most prominent agen-

cies in the world for such niche bookings. The 
company now books over 2000 events each 
year while working with some of the biggest 
names in the entertainment business.

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
We offer the World’s Largest Bounce 
House – The Big Bounce America. It can 
fit 200 people at once and has a live DJ 
playing inside!

What sets your product/service 
apart from your competitors?
Our customer service, our operations staff, 
and our versatility in the market. We know 
how to put on the entire event, but so do 
you, and we respect that! And if you don’t 
know how to put on the event, we’ll teach 
you!

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Be open and honest with us about your 
needs and wants in a talent buyer. That way, 
we can all make sure it’s a great fit!

What is your company’s 
customer service philosophy?
We want the customer to have the best 
experience and to feel like they are 
respected. When they think of needing 
someone to buy talent, they think of us first 
because they have had, or have heard about 
how we treat people with respect and work 
incredibly well with our clients.

JEFF HYMAN
Vice President

DEGY BOOKING 
INTERNATIONAL, INC.
9826 Montpellier Drive
Delray Beach, FL 33446 USA 
732-818-9600
Jeff@degy.com
www.degy.com

How many years have 
you been with your 
company?
9 years

What are your favorite 
festival foods? 
French fries and fresh squeezed 
lemonade.

What do you like to do to 
relax?
Read a book and relax by the pool.

What is the name of the 
last business book you 
read?
The Subtle Art of Not Giving a 
F@$K

What is the name of 
the last movie you 
watched?
The Whole Nine Yards

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
1932 – Reestablished 2004

How many employees does 
your company have?
150 

What areas do you serve with 
your product/service?
Regional 

How many festivals and events 
do you work with on an annual 
basis?
Approximately 60 per year. 

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
“Turning Frowns Upside Down” sums up our 
philosophy perfectly. Brightening someone’s 
experience is second only to safety. That 
theme begins at the senior management 
level and flows to everyone that connects 
with our guest.

How/why did your company/ 
product/service get started? 
The Kissel family began offering pony rides 
at Coney Island Amusement Park in Cincin-
nati, Ohio in 1932. Major changes occurred 
in 2005. Ownership changed hands to 
R.A. Kissel, grandson of its founder. With 
that change came a new business model, 
the expansion of tour dates, and complete 
modernization of equipment. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Kissel Entertainment offers its partners 
the flexibility to custom design the midway 
experience at their event. Choose from, 
the one of a kind giant Astro Wheel or the 
Grand Carousel, to a complete 50+ rides, 
games, food, sensory experience portfolio 
that is fully staffed, insured, and managed to 
fit your needs and budget. 

What sets your product/service 
apart from your competitors?
Kissel was started as a family business 
over 87 years ago, and we have not lost 
that idea today. Every senior manager is a 
Kissel family member. Because we are a 
multi-generational company, we know what 
we would expect for our family’s day out and 
we pass that experience along to our guest. 

What advice would you offer to 
festivals and events searching 
for your type of product/service?
I would strongly recommend, when 
searching for a supplier, to make the trip 
to visit that operation. See first-hand how 
that potential partner handles business. 
Remember, they ultimately represent you. 

What is your company’s 
customer service philosophy?
Customer service is a top priority. Listen, 
address, solve. Every guest has different 
needs and experience expectations. Remem-
ber, our job is to “Turn Frowns Upside Down”.

DIANA HAMBY
Fleet Manager

KISSEL ENTERTAINMENT
17606 U.S. Highway 31 N
Clanton, AL 35046 USA 
205-280-8595
eventez.keith@gmail.com
www.kisselentertainment.com

How many years have 
you been with your 
company?
3.5 years

What are your favorite 
festival foods? 
Deep fried Oreos, french fries 

What do you like to do to 
relax?
Genealogy

What is the name of the 
last business book you 
read?
Facebook for Dummies

What is the name of 
the last movie you 
watched?
They Shall Not Grow Old

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
ShowClix was founded in 2007.

How many employees does 
your company have?
We have over 300 event experts across the 
U.S. and Canada supporting our partners 
and helping them grow their businesses. 

What areas do you serve with 
your product/service?
We provide the technology and team that 
helps event organizers all over the world sell 
more tickets, create amazing experiences for 
their attendees, and grow their businesses. 
 
How many festivals and events 
do you work with on an annual 
basis?
We partner with several thousand events 
annually.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
ShowClix, a product of Patron Technology, 
is the full-service event technology solution 
that handles ticket sales, marketing, and 
on-site operations for festivals, conventions, 
museums, attractions, and consumer shows 
around the world. We help event organizers 
maximize ticket sales, create memorable 
experiences, and grow their businesses. 

How/why did your company/ 
product/service get started? 
We were founded in 2007 by Joshua 
Dziabiak and Lynsie Campbell, initially as an 
event registration database. The pair later 
focused their efforts on creating a web-based 
ticketing solution after realizing the need for 
better ticketing. Since then, we’ve grown into 
a dominant player in the industry, powering 
events for iconic brands like New York Comic 
Con, Museum of Ice Cream, The Daily Show, 
Brooklyn Museum, PAX, and more.

What sets your product/service 
apart from your competitors?
When you partner with us, you’ll be provided 
with both technology and professional 

services. Our Engineering and Product 
teams work together every day to ensure that 
our system stays up-to-date with the latest 
trends, and to develop features that help 
event organizers save time and sell more tick-
ets. Our Client Services, Event Operations, 
and Marketing Services teams will train your 
staff, advise you on best practices, and help 
take your festival to the next level. 

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
Our Report Builder tool revolutionizes the 
way event organizers engage with their 
ticketing data, as it allows a nearly infinite 
customizability of reports that has never 
been seen before. Event organizer’s data is 
readily accessible, and it’s presented with 
unparalleled clarity and simplicity. They can 
make reports that are tailored to each team 
member’s specific needs, group different 
data sets together to help compare vital data, 
build and save report configurations for future 
browsing and usage, and so much more.

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Not every ticketing provider is created 
equal. Ideally, your ticketing partner will 
be with you throughout the entire event 
lifecycle, so you need one that anticipates 
your needs, provides the technology and 
services necessary to serve those needs, 
and has the market knowledge to offer 
additional products you may not have even 
thought of. Find someone who is always 
willing to go the extra mile, because your 
bottom line should be their bottom line.

What is your company’s 
customer service philosophy?
What truly makes a business successful is 
its ability to connect with their customers. 
So when we designed our client-focused 
philosophy, we not only wanted to provide 
expert system support and best practices, 
we also wanted to add a personal touch so 
every customer felt heard and valued.

JONATHON 
MCCURLEY
Director of Sales

SHOWCLIX
650 Smithfield Street, Fl 13 
Pittsburgh, PA 15222 USA
888-718-4253
ticketing@showclix.com
showclix.com/ticketing

How many years have 
you been with your 
company?
I have been with ShowClix since 
November of 2017.

What are your favorite 
festival foods?
My favorite festival foods are 
BBQ, burgers, fries, and fresh 
cold lemonade.

What do you like to do to 
relax?
I love to spend time with my kids 
and watch them in their activities/
sports. I also enjoy going to the 
lake and playing on the water.

What is the name of the 
last business book you 
read?
The Power of Who by Bob 
Beaudine. 

What is the name of the 
last movie you watched?
Avengers: Endgame with my son!

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
1948

How many employees does 
your company have?
This selectively manned unit has over 300 
members today, only assigned to Joint Base 
Anacostia-Bolling. Those include ceremonial 
guardsmen and support personnel. 

How many festivals and events 
do you work with on an annual 
basis?
Over a dozen a year. 

What areas do you serve with 
your product/service?
The USAF Honor Guard travels locally, 
nationally and internationally.
Organizationally, the USAF Honor Guard 
consists of four ceremonial flights, made up 
of Colors, Bearers, Firing Party and Parade 
Flight qualified personnel. Those flights 
serve in the following capacities:

Drill Team
The Drill Team is the traveling component 
of the U.S. Air Force Honor Guard. Their 
mission is to promote the Air Force mission 
by showcasing drill performances at public 
and military venues to recruit, retain, and 
inspire Airmen.

The Honor Guard Drill Team is known 
around the world for their precision, 
discipline, and sheer ability to inspire awe.

Colors
The Colors Flight displays and guards the 
Nation’s flag, U.S. Air Force flag and flags of 
the many visiting dignitaries’ native countries.

Body Bearers
The Body Bearers Flight participates in U.S. 
Air Force, joint service, and state funerals 
by carrying the remains of deceased service 
members, their dependents, senior or national 
leaders to their final resting places at Arlington 
National Cemetery. 

Firing Party
Firing Party performs the firing of three 
volleys (commonly, but incorrectly, referred 
to as the “21-gun salute”) during a funeral 
service at Arlington National Cemetery.

Training Flight
The mission of the Training Flight is to 
provide comprehensive training support and 
standardization for the rendering of military 
honors for the U.S. Air Force Honor Guard 
and base honor guards worldwide. 

Together, the ceremonial flights perform an 
average of 10 ceremonies per day, and more 
than 2,500 ceremonies annually.  

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service? 
The USAF Honor guard has embedded 
precise military marching units for parades, 
color teams for all events and different size 
drill teams that can perform for any size 
crowd. The mission of the U.S. Air Force 
Honor Guard is to represent Airmen to the 
American public and the world. The vision 
of the USAF Honor Guard is to ensure a 
legacy of Airmen who: promote the mission; 
protect the standards; perfect the image; 
and preserve the heritage.

How/why did your company/ 
product/service get started? 
The USAF Honor Guard originated in 
1948 when Headquarters Command, U.S. 
Air Force, directed the creation of an elite 
ceremonial unit. 

What sets your product/service 
apart from your competitors?
The USAF Honor Guard has the capability 
to travel worldwide, whereas the other 
branches of service presently don’t have 
that capability. 

What is your company’s 
customer service philosophy?
Service before self and excellence in all  
we do!

DIANE C. MUNSON

THE USAF HONOR 
GUARD
50 Duncan Ave. Ste. #130
Joint Base Anacostia-Bolling, DC 
20032 USA
202-404-5566
diane.c.munson.civ@mail.mil
www.usafhonorguard.af.mil

How many years have 
you been with your 
company?
12 years

What are your favorite 
festival foods? 
Pretzels and popcorn

What do you like to do to 
relax?
Read

What is the name of 
the last movie you 
watched?
Avengers Endgame

EXHIBITOR SPOTLIGHT
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What year was your company 
established? 
2007 in the UK and expanded service 
offerings into the US in 2013.

How many employees does 
your company have?
8 

What areas do you serve with 
your product/service?
International 
 
How many festivals and events 
do you work with on an annual 
basis?
We work with numerous local government 
clients who are managing public events of 
varying scales. This equates to over 10,000 
events being managed with the help of our 
online platform each year.

What is your ‘elevator pitch’ 
and/or slogan about your 
product/service?
Transform the way you work today.  With 
an increasing number of events being 
planned each year, it’s crucial that city and 
local officials have access to a simple but 
effective online service to help manage 
the application and approval process. Our 
EventApp platform creates a “virtual work-
room” for each event. Within it officials 
can manage an entire event’s lifecycle; 
accept applications and supporting docu-
ments online; notify and collaborate with 
disparate internal departments and external 
stakeholders; generate invoices and collect 
usage fees; issue approval documents that 
are kept onsite, and create reports to justify 
Return On Investment. Everything happens, 
is stored, and is accessible in one place 
online, within EventApp. 

How/why did your company/ 
product/service get started? 
We started creating online applications for 
film and event administrators working in local 
government in 2007.  We have continually 
evolved our offerings in line with our clients’ 
needs, continually investing in and upgrading 
our cloud-based technology.

What sets your product/service 
apart from your competitors?
We are the longest established provider of 
film and event permitting software to local 
government. Our cloud-based services are 
used by more jurisdictions in the space than 
any service on the market.  Our offerings 
were developed specifically for the unique 
requirements and compliance issues of 
local government.  

What new or improved product/
service do you have to offer 
that IFEA audiences need to 
know about?
We have been busy redesigning the online 
applicant questionnaire. After looking at the 
application process in no less than 30 cities 
in the US and the UK, we are building a “best 
practice” version and creating an updated 
standard user interface.  The new question-
naire is comprised of common questions 
asked in a majority of jurisdictions surveyed. 
We understand that event permitting and 
approval are not “one size fits all” endeavors.  
The platform is flexible enough to allow a 
number of jurisdiction-specific questions and 
help text, to be added to the user interface.  

What advice would you offer to 
festivals and events searching 
for your type of product/service?
Too often, we see event departments being 
asked to adjust their workflows to fit within soft-
ware platforms that were designed and selected 
for other departments. Since Event departments 
deal with many disparate departments within 
the city, unique workflows are required. Stand 
firm and make sure any software you are looking 
to add is flexible enough so workflows can be 
adjusted to handle the unique challenges in 
dealing with events approval.  

What is your company’s 
customer service philosophy?
We strive for friendly, efficient customer 
assistance for support issues. Regular 
prioritization of requests for changing/
adding features to the platform means we’re 
constantly monitoring what will benefit 
our customers the most and our product 
roadmap is adjusted accordingly.

EXHIBITOR SPOTLIGHT

GREG SCHWANZL
Managing Director

APPLY4  
TECHNOLOGY, LLC
19046 Bruce B. Downs Blvd., 
Ste. 207 
Tampa FL. 33647 USA
866-419-7968
greg@apply4.com
www.apply4.com

How many years have 
you been with your 
company?
I have been with Apply4 since 
2013.

What are your favorite 
festival foods?
Anything fried that is put on a stick.

What do you like to do to 
relax?
Living in Florida for the past eight 
years has allowed this formerly 
land-locked Ohioan to enjoy the 
beach, boats, and various water 
activities whenever possible.

What is the name of the 
last business book you 
read?
Predictable Revenue by Aaron Ross 

What is the name of the 
last movie you watched?
Once Upon a Time in Hollywood.  
It’s about movies and movie 
making. A must-see for someone 
who runs an on-location film 
permitting platform! (Fun fact – 
Details about several location 
shots for the film were submitted, 
approved, and permitted through a 
client’s FilmApp platform).
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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 8150 • kaye@ifea.com

SHOW IT!
Your Event Has IMPACT…

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


dunk tank to engage festival attendees, a timeshare company 
offering experience-based trip giveaways just for registering at 
their kiosks, or a golf resort bringing out their putting green for 
attendees to take a swing. All of these provide an opportunity 
for a brand to interact with people as opposed to sitting behind 
a table or pushing a brochure about their services.

• Promoting the sponsor through the media. This can 
demonstrate the sponsor’s services in action, developing 
credible stories that engage the media and tie directly to the 
event. 

• Purchasing sponsor products or services that offer 
post-event recognition. Using the sponsor’s products and 
including them in your thank you gift package can represent 
brand loyalty to your sponsors. 

Communication / Delivery & Follow-up 
If the sponsor and event organizer agree on how they should 

behave in the relationship, the rules, and objectives that apply 
result in mutual trust, which in turn makes the sponsor want to 
continue the relationship year after year for emotional reasons. 

Make sure you know the sponsor’s expectation for communi-
cation. How often would they like updates? Who on their team 
should be included? Setting up expectations from the beginning 
will help you not only meet them but exceed them. 

Before the launch of a marketing campaign, build a shared 
connection between the event and the sponsor. Provide the 
sponsor with basic information about the event that they can share 
on their chosen platforms. Provide digital images, along with URL 
links that make it easy for them to share. Sneak peeks at the details 
of an event are opportunities to elevate your event sponsor’s 
engagement and bring them into the conversation online.

Schedule an after-action meeting within two weeks post event. 
Doing so provides an opportunity for the sponsor to give feed-
back, allowing you the opportunity to reflect on their experience 
at the event. Meeting face to face also allows you to present 
curated photos and videos that connect powerful moments from 
your event back to the sponsor. Additionally, this time allows 
you to circle back to those benchmarks you both agreed upon, 
and gives you the opportunity to include information on how you 
were able to provide exposure for the sponsor’s brand and meet 
those goals. Create and share a fulfillment report that includes 
screenshots of social media mentions, the number of impressions 

and engagement, as well as attendee posts and comments. End 
your fulfillment report with gratitude for the sponsor’s support and 
the immeasurable impact they made on attendees.

Thank your sponsors publicly. Your social media platforms, 
as well as your website, are great resources to highlight your 
sponsors and show your appreciation. Another opportunity is to 
thank the sponsor in an open forum. Working in a Government 
setting, I am able to present to our City Council and recognize 
our sponsors. You should also always send a personalized thank 
you note, hand-delivered to their office. 

Lastly, reach out to your sponsors regularly. Especially outside 
of your event timeline. Sending a message to ‘check-in’ and 
see how things are going shows your sponsor that you are 
compassionate and, although the financial assistance is valuable, 
so is your relationship with them. Support other events, programs 
and professional networking engagements your sponsor supports. 
Showing up, reaching out, and advocating on their behalf, are 
all things that create an emotional connection with you and your 
sponsor. With regular check-ins, your event is on top of your 
sponsor’s mind during their budgeting process and can lead to an 
increase in their sponsorship level. 

In conclusion, a successful sponsor relationship is comprised 
of shared values, trust, affective commitment, communication 
and follow up. Therefore, it is important to build trust, create a 
shared understanding of the expected outcomes, and then realize 
those outcomes to achieve superior value and build a successful 
sponsor–organizer relationship. 

My experience has shown that sponsors evaluate the potential 
success of future event sponsorship by the measurable gains 
achieved from previous collaboration, and from the sponsor’s 
perceptions of trust, commitment, satisfaction, and willingness 
to maintain the relationship. After all, event sponsors are looking 
for partners — not just a way to display their logo. The reason 
this method works is that the best sales tool you have is not your 
sponsorship proposal — it’s you. 

Carrie Ring is a Marketing Specialist for the City of Yuma, 
Arizona. She is a passionate event coordinator and graphic 
designer. She is fascinated and inspired by the world of col-
or, typography, photography and print design and the impact 
those elements combined have on communication.

Continued from Creating Sponsor Relationships on page 63 

Large, complex events should be identified early in the 
event permitting process. By building a streamlined online 
application and permitting process that is designed to identify 
where and when an event may impact a community is the best 
approach when permitting complex events. It reduces erroneous 
information and missing details, ensures faster completion and 
submission by the event organizer, and enables the Event Office 
to custom design questions that trigger additional details from 
the organizer.

Has your Event Office worked with event management 
plans? Were they effective? Share your feedback by joining the 
conversation on Twitter and 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.

Continued from #EventPermit on page 16
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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 2018 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
http://www.kaliff.com
mailto:cindy@ifea.com


Continued from May I Help You? on page 95

network via the organizations where they have the most time 
investment (e.g. work, church, youth sports). 

What do these trends mean for organizations, especially 
festivals and other community events, wishing to recruit and 
retain volunteers?

You are going to find it more and more difficult to recruit all of 
your volunteers in the traditional manner. And in younger trending 
geographic areas you may have more trouble recruiting any 
volunteers using the traditional methods. 

“Community is much more than belonging to  
something. It’s about doing something together  

that makes belonging matter.” – Brian Solis

It is time to rethink the traditional models of recruiting volunteers.
The goal is to make it easy for the people in your community to 

find volunteer opportunities. All organizations struggle with limited 
resources. And sending competing recruiting messages simply 
creates more confusion about where to find volunteer opportunities.

But if you collaborated with other community organizations, 
you could have the advantage of shared resources, a consistent 
volunteer recruiting message and a single online location for 
volunteers to discover multiple opportunities.

What are the potential benefits of a community volunteer program?
• Build a shared volunteer recruiting brand. “We are a community 

where you are invited to volunteer and make a difference in the 
place where you live.”

• Single search for a variety of volunteer opportunities. A central 
website provides expanded reach for all organizations seeking 
to share volunteer opportunities. This is where individual and 
group volunteers go to check opportunities and learn more, 
maybe about organizations which they not presently familiar.

• Collaboration between organizations. A strong coalition not 
only builds a brand and stronger sense of community but 
allows volunteer managers to share experiences, challenges 
and lessons learned.

• People are looking for opportunities based on their availability 
and skills. Offering more opportunities allows volunteers 
additional engagement options. If you run an organized and 

meaningful volunteer program, it is unlikely that you will lose 
volunteers with this approach.

• Opportunity to create a stronger reward program and 
recognize the top community volunteers.

• Encourage all participating organizations to create positive 
volunteer experiences.

• Offer a one stop shop for occasional volunteers and the group 
volunteer organizer. “I or my group is available on a specific date 
and would like to volunteer, what is available in my community?” 

Bottom Line? You Need to Collaborate! 
But where to start? The best collaborations create something 

bigger than the sum of what each person or organization can 
create on their own. Collaborate with people you can learn from. 
Partner with well-run organizations. And set goals that make the 
individual organizations and your community better.

Now check the Sidebar for tips on how grow a community 
volunteer program and feel free to send me your questions to 
Florence May at fmay@my-trs.com. We are pleased to share 
resources, case studies and ideas!

 “Alone, we can do so little. Together,  
we can do so much.” – Helen Keller

Florence May is the Founder and President of TRS Volun-
teer Solutions. Her company provides myTRS Software for 
hundreds of Festivals, Conventions, Non-Profits, corporations 
and Sports Commissions. Among these support for 26 Final 
Fours, 5 Super Bowls, 2 Republican National Conventions, 2 
Democratic National Conventions, 18 F1 Races, 12 Special 
Olympic Organizations, Indy 500 Events and so many others.

Flory is a national Speaker, Author and Workshop Leader on 
Volunteer Management Trends. You may contact Flory with 
volunteer management questions at fmay@my-trs.com or 
317.966.6919. And there is a library of volunteer manage-
ment resources at www.my-trs.com/articles.

Creating the perfect event to bring a sleeping city back to life 
at night won’t matter without the advertising to get the people 
there. If the right audience is reached with the help of the local 
Chamber of Commerce, compatible sponsors and media outlets, 
a creative twist to the normal information release and special 
offers, you’re sure to reach your attendance goal. 

Wrap It Up 
Now that you took some time to learn about your city, have 

some ideas of what type of event you want to host, where you 

want to host it and how to get a great attendance, it’s time to get 
work and bring some life back into the city!

Kristin Bryant is the Marketing & Events Specialist for the 
City of Clayton in Clayton, MO.

Continued from When the Lights Go Out in the City on page 84 
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in the stands, I bet the ballclubs have this data, even if it is not 
compiled exactly this way.

Perhaps they don’t share their data because it would confirm 
the anecdotal evidence that attendance near the field is more 
dangerous than it used to be.  Perhaps there is a valid business 
reason they prefer not to share this information even though it 
would prove otherwise.  I don’t know.

Given this state of affairs, the next response to these optics 
can be based on either law, emotion, or business.  

From a legal standpoint, Major League Baseball could do noth-
ing and safely rely, at least for a while longer, on the ‘assumption 
of risk’ doctrine built into the Baseball Rule.  Although cases in 
different states have chipped away at the rule that baseball clubs 
are immune from lawsuits by fans struck by balls during the game, 
the concept remains good law.  So, Option 1 is to say that as 
always, fans have the legal duty to watch out for their own safety 
at the ballpark.

Option 2 is to say that children and old people should be able 
to see games without fear of injury, these incidents show that this 
is no longer true, so extend the netting regardless of what the law 
allows.  I continue to see these anecdotes as outliers relative to 
the millions of fans each year who visit baseball stadiums without 
incident.  So as a basis for a policy change, I don’t like this.

Option 3 is to throw out Options 1 and 2 and just look at the 
effect of the status quo.  Much like with active shootings in public 
places, we now regularly associate attendance at baseball games 
with injury and even death.  We do this despite the availability of 
solutions that work in much of the rest of the world.  This seems 
like bad business, if not also morally wrong.  

Would I enjoy looking through a screen?  Initially, not so much, 
but I’d get used to it.  I would remain a fan who goes to games.  I 
bet some people would start attending games once they know 
they don’t have to risk of getting hit.  

So here it is, Adelman on Venues’ official position on baseball 
netting:  

Extend the netting already, foul pole to foul pole, so we 
can get back to talking about the game.  

I don’t want any more children to be sacrificed on an altar of 
my supposed unwillingness to watch through a screen.  The 
public’s right to be safe is a greater good than any individual’s 
right to watch a game exactly the way they prefer.

That’s the gist of what I said about guns, too, in the footage 
that didn’t make it on the air last night.  In case you were 
wondering about the connection between these issues.

More Pearls of Wisdom
If you’ve gotten this far, you must truly be hungry for 

knowledge.  Well, I aim to please.  Here is a link to the current 
Event Safety Podcast, in which I moderate a discussion with Don 
Cooper, Tim Roberts, and Janet Sellery about incident reporting 
and personal responsibility in the United States, England, and 
Canada, respectively. You should listen to this soon, because we 

have already recorded the next pod, in which I discuss crowd 
management, human psychology, and other riddles that live event 
producers need to address with the instructor of ESA’s Crowd 
Management Symposium, Eric Stuart.  That one will drop in the 
next few days, so plan your podcast listening time accordingly. .

Steven A. Adelman is the head of Adelman Law Group, 
PLLC in Scottsdale, Arizona and Vice President of an inter-
national trade association, the Event Safety Alliance. His law 
practice focuses on risk management and litigation regarding 
safety and security at live events throughout North America, 
and he serves as an expert witness in crowd-related lawsuits. 
Steve Adelman is widely recognized as an authority on live event 
safety and security. He writes the monthly “Adelman on Venues” 
newsletter, he teaches “Risk Management in Venues” at Arizona 
State University’s Sandra Day O’Connor College of Law, and 
he frequently appears in national and local media for analysis of 
safety and security incidents at public accommodations. Steve 
Adelman graduated from Boston College Law School in 1994. 
He can be reached at sadelman@adelmanlawgroup.com.

Continued from Adelman on Venues on page 108 
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AUDIO/VISUAL PRODUCTION

PSAV – You have a story to tell, and we can help you tell it. Our 
highly trained professionals are passionate about delivering 

exceptional experiences. We are focused on every aspect of your event, from planning to 
execution, to help bring your vision to life. Understanding Your Needs | Prepared for 
Anything | Unmatched Resources. Contact: Courtney Bunch; Phone: 877-430-7728; 
Email: cbunch@psav.com; Website: www.psav.com 

AWARDS/MEDALS

ALWAYS ADVANCING – A world-renowned manufacturer of awards, apparel, and 
promotional products with a specialization in custom finisher medals and ribbons for 
endurance events. We provide for businesses and events of all kinds across the globe with 
designs that are 100% custom made with extreme attention to detail and perfection.  
Contact: Jon Fritz; Address: 62 Walker Ln., Newtown, PA 18940 USA; Phone: 215-295-
1133; Email: jon@alwaysadvancing.net; Website: www.alwaysadvancing.net 

ASHWORTH AWARDS – For over 50 years Ashworth Awards has been helping race 
directors and event managers with their recognition products and awards. Through the 
highest quality manufacturing and materials, unbeatable pricing, custom designs and industry 
leading customer service, we create a seamless experience; assisting you in recognizing 
your event participants as well as acquiring the proper recognition your event deserves. 
Contact: John Breen; Address: 41 Richards Ave., North Attleboro, MA 02760 USA; Phone: 
800-325-1917; Email: john@ashworthawards.com; Website: www.ashworthawards.com 

BADGES/CREDENTIALS

PC/NAMETAG – pc/nametag is the world’s largest 
provider of event products and services. From 

credentials, VIP passes and lanyards, to clear bags perfect for security events, we have you 
covered! Contact: Jackie McSherry; Address: 124 Horizon Dr., Verona, WI 53593 USA; 
Phone: 800-233-9767; Email: jackiem@pcnametag.com; Website: www.pcnametag.com 

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: Vanessa Van de Putte; 
Address: 1930 N. Pan Am Expressway, San Antonio, TX 78208 USA; 

Phone: (800) 356-4085; Email: sales@dixieflag.com; Website: www.dixieflag.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 USA; Phone: (800) 997-4311; Email: amusement@
historicalemporium.com; Website: www.historicalemporium.com

DÉCOR/DISPLAYS/BACKDROPS

ATOMIC – Set construction, backdrops, rental solutions, lighting and design. Packs small, 
plays BIG! Address: 1-Wynfield Dr., Lititz, PA 17543 USA; Phone: 717-626-8301;  
Email: info@atomicdesign.tv; Website: www.atomicdesign.tv 

YOUR-TYPE – Rent 3D, larger than life letters and stand out at your next event! Letters 
are available for purchase or rent in sizes from 2 ft. through 8 ft. tall to anywhere in the 
United States. Contact: Todd Hoffman; Address: 4970 Service Dr., Winona, MN 55987 
USA; Phone: 507-454-7816; Email: contact@your-type.com; Website: www.your-type.com.

ENTERTAINMENT

DEGY BOOKING INTERNATIONAL – Degy Entertainment is a worldwide talent buying 
agency specializing in customer service and professionalism. Contact: Evan Schaefer, 
CSEP, CFEE; Address: 9826 Montpelier Dr., Delray Beach, FL 33446 USA; Phone: 732-818-
9600; Email: evan@degy.com; Website: www.degy.com 

KISSEL ENTERTAINMENT – Kissel Entertainment is a top rated, traveling amusement 
park that services state and regional fairs, festivals, fundraisers, and other special 
events. Contact: Diana Hamby; Address: 17606 U.S. Highway 31 N, Clanton, AL 
35046 USA; Phone: 205-280-8595; Email: eventez.keith@gmail.com;  
Website: www.kisselentertainment.com 

USAF HONOR GUARD – Stationed in Washington, D.C., the United States Air Force 
Honor Guard positively impacts the global community through diverse and engaging, 
world-wide public performances. Contact: Diane Munson; Address: 50 Duncan St., 
Joint Base Anacostia-Bolling, Washington, D.C. 20032 USA; Phone: 202-404-5566;  
Email: diane.c.munson.civ@mail.mil ; Website: www.honorguard.af.mil

EVENT MANAGEMENT SOFTWARE

BLERTER – Blerter helps you centralize your communication, operations, and safety 
processes from one single location. Improve your ability to communicate the right message 
to the right people in real-time with targeted messages, event run-sheets, incidence 
& hazard reporting, and geo-location tags to know where your event crew is at all 
times. Contact: Anthony Vernon; Address: 135 Broadway, Newmarket, Auckland,  
New Zealand, 1052; Phone: +64 21 0224 9074; Email: anthonyv@blerter.com; 
Website: www.blerter.com 

EVENTENY – Eventeny was built to help festival & event 
organizers manage their vendors, artists, exhibitors, volunteers, 

and sponsors, all in one platform. You can create team workflows, applications, maps, 
schedules, surveys and so much more. From small community festivals to managing 
multi-day sci-fi conventions, we’ve got it all. Contact: Nausheen Punjani; Address: 147 
Technology Pkwy. Ste. 100, Peachtree Corners, GA 30092-2936 USA; Phone: 678-815-8115; 
Email: nausheen.punjani@eventeny.com ; Website: www.eventeny.com 

EVENT HUB – Event Hub is the first vendor and sponsor management platform for live 
event organizers, plus a global sponsorship marketplace. Organizers easily manage vendor 
and sponsor applications, payments, paperwork and logistics through a clean, intuitive 
dashboard that also enables batch updates and messaging. They receive new sponsorship 
and vendor leads through a Marketplace that features their event with a multi-media rich 
showcase page. Contact: Michael Bleau; Address: 7760 Delridge Way SW, Seattle, WA  
98106 USA; Phone: 310-405-9447; Email: michaelb@eventhub.net

EXPOCAD BY A.C.T – From the smallest table top to the largest shows on 3 continents, 
nearly $1 billion dollars in space is managed using an EXPOCAD® product. Contact: Jason 
Puetz; Address: 69 S. LaSalle St., Aurora, IL 60505 USA; Phone: 630-405-2081;  
Email: jason@expocad.com; Website: www.expocad.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 USA; Phone: 800-411-6200 Email: steve@fabulousinflatables.com; 
Website: www.fabulousinflatables.com.

MARKETPLACE
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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 USA; Phone: 
800-821-7703; 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 USA; 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 USA; Phone: 1-866-554-
4636; Email: mark.herberger@kandkinsurance.com; Website: www.kandkinsurance.com.

PERMIT PROCESSING
 
APPLY4 TECHNOLOGY – Take your jurisdiction’s event approvals online. Our inexpensive 
digital systems streamline your processes and payment services. Apply4 is the platform of 
choice across the US and UK. Address: 19046 Bruce B. Downs Blvd. Ste. 207 Tampa, FL USA; 
Phone: 866-419-7968; Email: greg@apply4.com; Website: www.apply4.com

PROMOTIONAL PRODUCTS

ALEXANDER GLOBAL PROMOTIONS – “The Gold Standard for Promotional Memories”. 
Customized, creative memories limited only by imagination. World Famous Bobblehead 
Company. Personalized Project Care. Expectations met and smiles delivered on-time, every 
time! Contact: Karen Kaye; Address: 12011 Bel-Red Rd. #101, Bellevue, WA 98005 USA; 
Phone: 425-637-0610; Email: karenk@alexanderglobal.com;  
Website: www.alexanderglobal.com 

SAFETY/SECURITY

WEVOW – WeVow equips organizations and events of all sizes to build 
safety and trust into their cultures and give 100% clarity against sexual 
misconduct. WeVow has created a special program that will allow event 
organizations to protect their employees and volunteers year-round, and to 
gear up for shorter, selected time frames to protect and make a statement 

to all of those attending or working your event(s). Contact: Matt Pipkin; Address: P.O. Box 
2308, Boise, ID 83702 USA; Phone: 208-830-3885; Email: matt@wevow.com; Website: 
www.wevow.com

SITE MAPPING

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 USA; Phone: 
423-894-2677; Email: jerryw@videoideas.com; Website: www.pointsmap.com.

SPONSORSHIP

SPONSOR FEE PRO – Sponsor Fee Pro is an online software tool that helps festivals and 
events quickly price sponsorship proposals on their own with ease and accuracy. Contact: 
Jill Rogers; Address: P.O. Box 2888, Evergreen, CO 80437 USA; Phone: 888-683-5501; 
Email: jill@sponsorfeepro.com; Website: www.sponsorfeepro.com 

TICKETING

SAFFIRE – Saffire empowers clients with beautiful, unique and 
engaging websites that are easy to manage, with integrated SaffireTix 
ticketing and unlimited help when you need it. 
Address: 248 Addie Roy Rd, Ste B-106, Austin TX 78746-4133 USA; 

Phone: 512-430-1123; Email: info@saffireevents.com; Website: www.saffireevents.com.

SHOWCLIX – ShowClix is the full-service event technology platform that handles ticket 
sales, marketing, and on-site operations for conventions, museums, attractions, and 
festivals around the world. Contact: Jonathon McCurley; Address: 650 Smithfield St., 
13th Fl., Pittsburgh, PA 15222 USA; Phone: 888-718-4253; Email: ticketing@showclix.com; 
Website: www.showclix.com 

TRAVEL PLANNING (by Groups)

TRIPInfo.com – The site used by 30,000 tour operators, group 
leaders and travel agents each month, to book their group travel. 
Travel professionals spend more time on tripinfo.com than any other 

travel site. Contact: Mark Browning; Address: 4850 Gaidrew, Johns Creek, GA 30022 USA; 
Phone: 770-825-0220; Email: mark@tripinfo.com; Website: www.tripinfo.com.

VOLUNTEER MANAGEMENT

VOLUNTEERLOCAL – VolunteerLocal is a volunteer scheduling and 
registration platform for music, art and other festivals of all sizes, all over 

the world. Tired of spreadsheets? Quickly and easily organize, manage, schedule and 
communicate with your volunteers online. Contact: Kaylee Williams; Address: 2401 NE 12th 
St., Grimes, IA 50111 USA; Phone: 800-909-7370; Email: kaylee@volunteerlocal.com;  
Website: www.volunteerlocal.com 

WEATHER MONITORING/ALERTS
 
BAM WEATHER – BAM Weather is a live meteorologist-based service, not an automated 
app. Our team of meteorologists use the latest technology to research the weather to provide 
an accurate and actionable forecast. Our staff of meteorologists monitor the weather and will 
then will talk your festival staff through any weather event. Contact: Terry Powers;  
Address: 749 Commerce Pkwy. Ste. C, Greenwood, IN 46143 USA; Phone: 317-771-9671; 
Email: terry@bamwx.com; Website: www.bamwx.com  
 

WEBSITE DESIGN

SAFFIRE – Saffire empowers clients with beautiful, unique and 
engaging websites that are easy to manage, with integrated SaffireTix 
ticketing and unlimited help when you need it. 
Address: 248 Addie Roy Rd, Ste B-106, Austin TX 78746-4133 USA; 

Phone: 512-430-1123; Email: info@saffireevents.com; Website: www.saffireevents.com.
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Partnership with the IFEA 
The IFEA Foundation provides an all-important 
source of support that allows the IFEA to  
confidently provide convention scholarships, 
host top-quality industry presenters, speakers 
and programming, and help raise the bar  
for everyone in our global industry. A very  
special thanks to all those who have contrib-
uted along the way, and we look forward to 
working with you towards the success of  
our industry for many years to come.

www.ifea.com/p/foundation

https://www.ifea.com/p/foundation



