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Goals and Objectives: 30 Points 

Describe the main goal(s) of this program. (15pts)

The main goals of the chapter's 2020 Virtual Event & Exhibitor Training Series were as follows: 

1. Educate business partner members and trade show exhibitors on how to successfully network and exhibit in a virtual environment; 

2. Raise the confidence level among business partner members in the advantages of virtual exhibiting in order to preserve chapter revenue from
exhibitors who had previously registered to exhibit at the chapter's 2020 trade show.

Define the strategies used to attain your goal(s). (15pts)

This program was the brain child of the chapter's Business Partners Council. Once the chapter board of directors approved the pivot to a virtual trade
show, the Business Partners Council concluded that exhibitors would require training in order to make a success of their virtual exhibit booth. As a
result of conversations during a Business Partners “Checking In” Outreach effort that our chapter conducted in April 2020, the Business Partners
Council knew that our business partner members were concerned about how to benefit from membership in a virtual environment, and how to make
the best of virtual opportunities presented to them. The Council came up with the strategy of educating business partners through a free, six-week
series of virtual programs that would provide information and best practices on creating an online presence, marketing online, mastering Zoom
meetings, and an orientation of the online platform that was selected for the virtual trade show. The thought process was to first provide basic best
practices on how to network and market virtually, followed by more specific presentations on setting up a virtual exhibit booth and navigating the
platform for the event, and to provide these resources at no charge to members of the chapter. The sessions were held two days a week one in the
morning and one in the afternoon for 6 weeks with the hopes of exhibitors being about to attend the sessions during one of the time slots, knowing
that these live sessions would provide additional value and ability to ask questions. Many members of the Business Partners Council made
themselves available to assist any business partner along with the way, including their own competition. The plan was for Business Partners and the
chapter to succeed as a whole.

Development & Implementation: 45 Points 

 

In the next 3 sections, describe how the program was organized and executed within the

areas of budget and marketing.
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Budget Development (5pts)

This program did not require a budget, per se, as the chapter already had a contract in place for the virtual trade show, and already had the zoom
subscription necessary to host virtual training sessions. In addition, the program was organized and executed primarily by volunteers - members of
the Business Partners Council and Annual Conference & Expo Committee. There was a heavy investment of staff time, however, in both creating the
virtual trade show, setting up the six week series of virtual / zoom training sessions, hosting the session, editing the recordings, and uploading the
recordings to the chapter's learning management system for members who were not able to participate in the live zoom sessions could view the on
demand recordings at a later date. Therefore, the upfront cost and budget impact was minimal. This also was one of the reasons we decided not to
charge members to register for this education series. We made this program free to any chapter member.  

In addition, the long term goal of preserving revenue to support the chapter budget in a difficult financial year was critically important to this project.

What marketing techniques were used? (10pts)

This program was marketed via email and social media to the entire business partner membership of the chapter. View the event, which remains
archived on our website calendar, at this link: https://www.cai-padelval.org/events/virtual-event--exhibitor-training-series/ 

In addition, the chapter Annual Conference & Expo Committee, along with a group of volunteers from the Business Partners Council, promoted the
program in outreach efforts (email and phone) to convince the 121 exhibitors that had previously signed up to exhibit at the chapter trade show to not
cancel their exhibit booth.

Who was your target audience? (10pts)

There were two specific target audiences: 

1. The 121 exhibitors that had previously signed up to exhibit at the chapter trade show - our goal was to help convince them of the value of virtual
exhibiting and to not cancel their exhibit booth. 

2. The chapter's business partner membership at large, with the goal of convincing some of them to exhibit, or just to attend the training and learn to
embrace the reality that virtual events were not going away anytime soon. 

In addition to the specific target audiences above, we wanted to indirectly convey to managers and homeowner leaders the tremendous amount of
work that was being invested into the virtual expo and to pique their curiosity to encourage them to attend.



Describe in detail how your program was implemented. Include deadlines, responsibilities and the

implementation process. (20pts)

The Business Partners Council created the following six week training series and decided that in order to maximize attendance, each session would
be presented twice in a live setting, and recorded to be made available in an on-demand setting for viewing by those who could not participate in the
live sessions. 

Session Schedule: 

Week 1: CAI's Online Community: Build Your Profile and Start Networking 
Presented by Sean McCabe, Educated Business Partner, ServPro of Upper Bucks, Chair, CAI's Business Partners Council 

Presentation Dates: 
Monday, July 20, 2020 at 11:00 AM 
Tuesday, July 21, 2020 at 2:00 PM 

Week 2: Marketing Approach and Presence 
Presented by Nicole Skaro, Educated Business Partner, The Falcon Group, Vice Chair, CAI Board of Directors 

Presentation Dates: 
Monday, July 27, 2020 at 11:00 AM 
Tuesday, July 28, 2020 at 2:00 PM 

Week 3: Virtually Face to Face: Mastering Zoom Meetings 
Presented by Alyssa Cowling, The Rahn Companies, and Megan Elgard, The Falcon Group 

Presentation Dates: 
Monday, August 3, 2020 at 11:00 AM 
Tuesday, August 4, 2020 at 2:00 PM 

Week 4: Impactful Virtual Exhibits 
Presented by David Velasco, Educated Business Partner, Lifetime Tool & Building Products & Carol Shenk, Sagewater 

Presentation Dates: 
Monday, August 10, 2020 at 11:00 AM 
Tuesday, August 11, 2020 at 2:00 PM 

Week 5: Virtual Expo Practice Run 
Presented by Tony Campisi, Executive Director, Community Associations Institute Pennsylvania & Delaware Valley Chapter 

Presentation Dates: 
Monday, August 17, 2020 at 11:00 AM 
Tuesday, August 18, 2020 at 2:00 PM 

Week 6: Recap & Lessons Learned Q&A with the Panel of Presenters 

Presentation Dates: 
Monday, August 24, 2020 at 11:00 AM 
Tuesday, August 25, 2020 at 2:00 PM 

The entire program came together in a matter of a week or two in early July, and had to quickly get organized in order to be ready to go for the first
session on July 20. This was necessary, given the short time line the chapter had from the time of the decision to go with a virtual trade show in mid
June, and the date of the event in early September. The chapter Business Partners Council took the lead on this and created a very comprehensive
training program. The Business Partners Council designed the topics and chose the presenters for each of the six sessions based on individual
experience and expertise. Chapter staff were responsible for setting up the sessions for registration via the chapter website, and via Zoom, as well as
marketing the event to the membership. The presenters for each session were tasked with creating a presentation to deliver their content and
objectives. While the education series was going on, chapter staff spent significant time learning and configuring the virtual platform that would be
used for the virtual trade show so that it would be ready for the demo and practice run which was scheduled for the second to last week in the training
series. Chapter staff were also responsible for editing the recorded sessions and creating the on demand webinars for those that were not able to
attend the live sessions. The goal was to have each recorded session posted as an on demand webinar before the next live session.

Results and Evaluation 25 Points 



Using specific examples, describe the methods used to determine the program's success as it relates to your

goal(s) (15pts)

Methods to determine the program success included metrics as well as feedback from attendees. 

Representatives from 51 business partner member companies attended either the live or on demand versions of the Virtual Event & Exhibitor
Training. We were extremely pleased with the level of participation. Many members attended all six sessions, and some registered for the on demand
sessions to re-watch them after participating in the live sessions, in order to be as prepared as possible for the September virtual trade show. 

As noted previously, 121 exhibitors were pre-registered to exhibit for our chapter trade show scheduled to take place at Valley Forge Casino in King
of Prussia, PA on May 7 & 8, 2020. Driving the need to preserve exhibitors was the fact that 16 exhibitors had previously canceled in April, 2020
when the chapter postponed the in person trade show to July. Therefore, one of the goals of the Virtual Event & Exhibitor Training was to minimize
the further loss of exhibitors and preserve revenue from the event. After extensive outreach regarding the move to a virtual event by chapter staff and
the Annual Conference & Expo Committee, we were able to preserve 86 of the exhibitors, who committed to participating in the virtual trade show. In
addition, the chapter was able to preserve $53,000 of the $57,000 in sponsorships that had been previously sold for the event. The ability to preserve
this level of revenue formed the foundation of a very successful financial year for the chapter despite the incredibly difficult circumstances. Had we
not trained our exhibitors, many more may have canceled, resulting in a much more significant loss of revenue. 

The feedback from the attendees was excellent. Not only did the attendees appreciate the effort the chapter undertook to educate them on how to
market and network virtually, as well as how to set up their virtual exhibit booth and navigate the virtual conference platform, the educational effort
convinced three non-exhibitors to purchase a virtual booth for the September virtual trade show.

How can the program be improved to use for the future? (5pts)

This program came together very quickly, out of necessity. More time, and less pressure, to prepare and market the program would have been ideal. 

Additionally, having this training resource available to exhibitors earlier would have given exhibitors more time to set up their booths and think about
the resources they wanted to provide to virtual attendees.

How did this bring overall value to the chapter? (5pts)

The effort to educate business partner members on how to network and market in a virtual world was necessary for our business partners to navigate
this new virtual world, not only for the chapter’s 2020 Virtual Expo but for every event moving forward. This effort created connections between the
chapter and members, as well as between members. The business partners pulled together like they never had before - asking questions, offering
help, sharing with competitors, sacrificing personal time and utilizing skills they had developed previously. It didn’t matter if it was a direct competitor,
a new or old member, everyone was on the same level playing field and willing to help wherever necessary. The effort helped develop a camaraderie
among members that participated, created new working relationships and contributed to a new culture of togetherness in the chapter that has carried
over to every other event. It also provided invaluable tools to our business partner membership that they otherwise may not have been able to learn.
This program demonstrated precisely what the value of a CAI membership can be for business partners. 

Beyond the value to the specific members targeted, the program helped the chapter host a successful virtual trade show that generated 97% of the
budgeted revenue net expenses for the event. Without this successful event, the chapter would have experienced a deficit of nearly $81,000,
necessitating the use of 46% of the chapter's cash reserves. The successful chapter virtual trade show, among other activities to preserve revenue
and cut expenses, contributed to the chapter realizing an overall budget surplus for 2020.

Supporting documents including flyers, postcards, pictures, videos etc. can be uploaded below. While they aren't required for your submission we
certainly encourage it.
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