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Introduction
Revenue focused executives have four metrics that
determine their success or failure.
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Product, marketing and sales strategies are all aligned
to meet them. Your team must be capable of achieving
them. Your processes must be designed to optimize
around them. Your technology stack must be able to
improve them.
At Aventri, we work with executive teams to ensure event
management software is designed to generate revenue.
Our clients connect better with their potential buyers to
drive more opportunities. They expose their audience to
a complete solution and brand story to grow deal sizes.
They tap into the power of personal interactions to win
more of their deals. They understand their audience
better to speed up the buying process.
This guide is intended to turn best practices in the market
into applicable insights and tools for revenue focused
executives. There are easy to use tools and templates
available to help you tie your event management
platform to your business outcomes.
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In 2018, Villanova University won the NCAA Tournament
for the second time in three years. While we’re not
certain the on-court success is directly tied to their Final
Four app, we can’t exactly disprove it either. The app was
intended to engage alumni, fans, students and parents
throughout March Madness, and give the staff the tools
to coordinate events in and around each tournament site
on short notice.
One of the goals of Villanova’s app, beyond serving
as a communication platform and hub for real time
information on the events surrounding the tournament,
was to promote giving opportunities. The ability to drive
more opportunities to generate revenue from the app
was a requirement.

The Backstory
Prior to 2016, Villanova had made it to one Final Four in
the last 30 years. Their events and development team did
not have the technology to support such a large-scale
initiative. Their run to the Championship in 2016 gave
them the chance to test their capabilities and learn what
worked and what didn’t. But the system in place was not
supporting the goals, and a change had to be made.
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Promoting Giving Opportunities
As a main goal of the new system, the technology had to promote giving opportunities, so
it was developed to do so in three ways:

•

By enabling the fundraising staff with real time information. RSVP reports delivered
through the app allowed the fundraising staff to prospect more effectively. Sandy
Upton, Assistant Director of Development Operations, explains:

“We created staff only modules in the app that included links to those RSVP reports. Not
only are real time reports a huge step forward, having those reports available to our frontline fundraisers on the road is another massive step in the right direction. They were able
to pull up an RSVP report for any of the events that we were having in any of these cities
and see which of their prospects had registered for that event. It is just a huge deal for us to
have that kind of access to information at their fingertips.“

•

By creating a portal for credit card purchases in the app. This allowed the University to
find a fun and engaging way to gather donations from users.

“We created a Stickers App, where you could receive these great Villanova stickers via
text message, for example ’Make a $5 donation and you get the Stickers app for free.’
Then we had the Villanova Pop Socket promotion where you could buy a Pop Socket with
the Villanova V on the back. This gave us a great place to advertise those things that are
directly relevant to the mobile user.”

•

By leveraging badge scanning to cut down on lines and get more attendees into events
more quickly.

“About a week and a half before the Final Four Tournament, we decided to use the check in
module and use badge scanning as part of our events in San Antonio. We had never done
this before so it was first time out of the gate with badge scanning whatsoever, let alone
with 3,000+ attendees at events. So, one of the incredibly helpful aspects of that was we
could make the check in modules visible to any staff member with the app on their device,
and they could jump in at any given event and scan badges, so that we would prevent an
intense bottleneck at the door of events.”

4 Revenue Metrics Driving Event Management Software Growth

5

How to Optimize Events to Generate the
Most Opportunities
Any organization, whether it’s a university or a
corporation, should leverage events and event
technology to generate more opportunity. Unlocking this
opportunity requires a change in strategy, a change
in tools and a change in behavior. Change is hard, but
if done right, you can reduce the pain and see a quick
return. When making the switch, keep these tactics in
mind.
1.

Establish the goals: Goals for events should
be aligned to the organization’s strategy. Tools
create pain when it’s not easy to tie their results to
organizational goals. Ensuring your team knows that
they are being held responsible for those outcomes
will make it more likely that you will see the expected
return.

2. Build the process: Technology without process is
chaos. Most failures of technology implementation
come from poor processes. So ensure that processes
for gathering information, analyzing information,
sharing information and making changes based on
the information are defined in advance.
3. Gather feedback: The best way to work through
change is just to go for it. Fail fast, get back up and
capture the learnings. Gathering feedback from
internal and external stakeholders and iterating
based on that feedback will reduce the time it takes
to see the value take root.
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Sales leaders love to big game hunt. While all closed won
deals are nice, some are better. Most sales organizations
rely on big fish to make their year. Sadly, the big fish
are hard to find, and are harder to reel in. While other
lead sources might provide a better Cost Per Lead,
meetings and events typically attract bigger deals, and
higher opportunity sizes. So, how do we leverage event
management software to increase opportunity sizes?

The Opportunity Size Equation
There are three components to the opportunity size
equation:

•

Types of widgets – Most sales organizations sell
multiple product lines. The number of SKUs, packages
and tiers determine how many things can be sold to
a buyer. A sales organization is focused on selling as
much of the entire suite of offerings to every buyer as
is appropriate.

•

Number of widgets – The volume of each type of
widget sold will impact deal size. To sell a higher
volume of widgets requires a greater need to be
established in the buyer’s mind.

•

Price of widgets – The price of each widget can vary
depending on supply and demand. Understanding the
highest possible price that can be commanded for an
offering will help optimize deal size.
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How Event Management Software can
Increase Opportunity Size
Sales leaders are turning to strategies and tactics that
drive up opportunity size. One important lever today is
an organization’s event strategy. Leaders are leaning
on this strategy because face to face experiences with
the market is more important than ever. While revenue
growth strategies are moving to efficient models, such
as ecommerce and inside sales, the human experience
contrasts well. Event management software is an
important tool to realize the potential of your event
strategy. So, how are your peers making this happen?

•

There’s nothing more painful than hearing a buyer
say, “I didn’t know you did that.” Event management
software helps you drive awareness before an event
by allowing you to send targeted email marketing
by event and meeting attendees. At meetings and
events, mobile apps help you push information on core
sessions and presentations that will drive awareness
of your entire suite of offerings. After an event, further
educational information can be sent along based on
the sessions an attendee joined.

•

Unlocking the full potential of an opportunity requires
a complete understanding of a buyer’s problem. Event
management software helps you get a thorough
understanding of your attendees. Knowing who is
coming, what they have attended previously and what
their interests are helps you to understand how they
tick. This can be done manually, but takes time and is
usually information housed in multiple systems. EMS
helps put all of this information in one place, easily
shared and understood by an entire sales force.

Knowing who
is coming,
what they
have attended
previously
and what their
interests are
helps you to
understand
how they tick.
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•

Commanding a high price requires you to be
able to get into an opportunity early. You must be
able to build a customized solution that meets all
requirements. Event management software helps by
identifying buying behaviors before someone
is actively in a buying cycle. Watching who is
reading what emails, registering for what sessions and
networking with which other attendees can help you
align prospecting and sales efforts appropriately.

As a sales or marketing leader, driving opportunity size is
one of the key ways to drive revenue. Event management
software is built to help accomplish this.
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No matter the industry, sales leaders have two levers to
pull to improve performance: the number of heads and
the revenue per head. Adding heads requires budget and
good forecast management. Revenue per head requires
high level talent and resources focused on improving
effectiveness.

Three Sales Effectiveness Challenges
There are three components to the opportunity size
equation:
1.

12

Meetings: Sales leaders rely on meeting planners
to fill seats in meetings. There are two main ways
meeting planners can help drive revenue: put
more people in seats, and improve the revenue per
attendee. Event management software can help
improve win ratios for prospective attendees in two
key ways:

•

Facilitate the ease of registering attendees. With
multiple locations, venues and onsite teams,
registration can be a nightmare for meeting
planners. When systems are slow or hard to use,
attendees drop before registration is complete.
When locations are not ideal for the audience,
demand decreases. Event management software
helps speed up the process, and improve the
attendee experience.

•

Limit the no shows around each meeting and
location. The campaign to fill a seat is not
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over at registration. Maintaining consistent
communication and information sharing between
registration and the meeting date is critical.
The ability to email and engage your attendees
improves the likelihood a registrant becomes an
attendee. Event management software helps share
real time updates and information the day of the
meeting.
2. Events: Sales leaders love events because they
provide an opportunity to drive awareness and
influence people. While generating leads at events is
critical, a big driver of revenue is improving win ratios
of deals already in the pipeline. Event management
software can help sales leaders improve win ratios at
events in two key ways:

•

Better understand the buyer. Events are a great
way to build client and prospect intimacy. If you
can better understand their motivations, actions
and questions, you can prepare better for the
opportunity. By capturing lead data quickly and
effectively, you can ensure that you are best
positioned in the future.

•

Meet more decision makers. Before an event, be
sure to get an attendee list. Researching those
attending will ensure you are networking with
the right people. Perhaps you are in a deal with
one economic buyer, but you can identify two
users and one buyer in advance. Focusing your
attention on meeting these people and bringing
them into the deal will improve your probability of
success.
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3. Tradeshows: Sales leaders struggle getting products
into the hands of customers and prospects. Many
products require human touch, and an in-person
experience to drive interest and excitement. Buyers
buy on emotion and justify with logic, so creating an
emotional connection is critical. Event management
software helps influence tradeshows in two ways:

•

Creates a differentiated buying experience. As digital
engagement increases, and face to face experiences
decline, the power and value of an event can set you
apart. In a sales campaign, vendors and partners that
stand out are more likely to win. Event management
software helps you to engage a large number of leads
and buyers through lead tracking and networking.

•

Improves brand preference. When leads are selecting
products, the way your brand is represented can make
all the difference. Event management software builds
brand preference by getting more leads to come to
you through pushing sponsored ads to tradeshow
attendees to remind attendees of a breakfast, lecture,
happy hour or dinner sponsored by your organization.

Improving win ratios is critical to the success of a sales or
marketing leader. By optimizing your resources, win rates
will go up, and more money will go in your pocket. The
return on investment becomes clearer, and you can feel
more at ease in your tech stack.
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No global enterprise started as one. They are built
through organic growth – selling more stuff into more
markets – and mergers and acquisitions. As these
organizations become more complex, disparate and
dispersed, their systems begin to get exponentially more
turned upside down.
As a sales or marketing leader, this is one of the top
reasons you are not pleasing your customers. Your
ability to serve, both during the sale and through
implementation, is hindered by the spaghetti plate of
systems. Your leads are entering a black hole. Some
of your email systems can’t deliver critical insight into
your teams contact strategy. Your systems are delayed,
causing overlapping communication to your customers.
So, what is out there to help drive efficiencies and
improve speed to revenue? The purpose of this piece is
to dig into how an event management software platform
can help reduce lead conversion time and increase sales
velocity.

3 Ways to Improve Speed to Revenue
with your Event Management Platform

•

16

A single, coherent approach to the attendee
experience: When organizations make due with
multiple systems, they resign themselves to poor
attendee intimacy. Financial planners can’t see
what past shows a prospect has been to. Direct
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selling organizations don’t have visibility into what
their team members do once they leave an event.
Universities can’t ensure all parents and students
are experiencing a commencement in the same
way. With one, well defined attendee journey,
all brand touch points can be planned to drive
intimacy and speed up an opportunity.

•

Get in front of qualified leads: Event
management software helps event planners drive
last minute registration. Being able to identify
who has opened your emails but not registered
can provide a segment to target late in the
game. Similarly, revenue managers in hotels can
drive occupancy rates around need dates and
cancellations with targeted group leads likely to
stay at a given property.

•

Rationality, reasonability and order: As an
EVP at Arizona State put it, “What this is about
is trying to bring some rationality, reasonability
and some order to [event planning across 400+
planners].” Having fewer systems allows for
centralized decision making and leverages
synergies across the organization. Why would
you want five systems to pick through, when one
would not only reduce time spent picking, but
improve your ability to generate insight.

4 Revenue Metrics Driving Event Management Software Growth

17

How to Improve Speed to Revenue in
your Organization

•

Determine the Opportunity Cost: When speed to
revenue slows down, there is a tangible economic
value lost. The capacity of your events, marketing
and sales teams is reduced. You are not able to make
attendees and customers aware of as many offerings.
Your sales team spends hours on non-selling activity.
Quantifying the impact will give you a tangible
number to compare to any major disruption that the
consolidation will bring.

•

Establish decision criteria: Speed to revenue is likely
one important criterion. What are the others? What
are the nice to haves and must haves? Laying out a
matrix and identifying how various solutions stack up
across criteria will help decision making. As you are
interviewing vendors, the matrix will help you illustrate
the contrast.

•

Gather consensus: There are three main stakeholders
to get onboard: the owners, the administrators and
the users. The owners are responsible for the business
outcomes tied to a consolidation. Likely, you are one.
IT or procurement likely owns the administration. Event
planners, travel managers and revenue managers are
typical users. Each influences decisions and cares
about different aspects of that decision. Translating
the opportunity cost for each group will increase the
likelihood that you persuade them to take action.

18

4 Revenue Metrics Driving Event Management Software Growth

Each
influences
decisions and
cares about
different
aspects of
that decision.
Translating
the
opportunity
cost for each
group will
increase the
likelihood that
you persuade
them to take
action.

Conclusion
Thank you for putting your trust in us to help you drive
revenue in your organization. As an organization hoping
to help sales and marketing leaders hit their objectives,
it is our pleasure to share ideas and build solutions to
help you accomplish this. Whether your focus is the
number of opportunities, size of opportunities, win rate
on opportunities or speed to revenue, leveraging event
management software can help you get it done.
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About Aventri
Aventri is the first true live connection management
platform. Continually transforming the way event
managers execute their events while transforming the
market, Aventri allows clients to create valuable inperson experiences, grow influential communities and
expand brands. The comprehensive integrated solution
starts with meeting request to venue sourcing, to every
component of event management including registration,
event marketing solutions, travel management, mobile
apps to the all-important “experience” at the event with
badges and onsite solutions. The platform connects event
attendees and drives real-time attendee engagement
while capturing meaningful data and analytics to help
understand an event’s success and provide real-time ROI.
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Contact sales
We're here to help
with more money
saving tips
sales@aventri.com

