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What a year it’s been for the PCMA 
New England Chapter! 

We’ve welcomed many new members 
to our community, expanded each of 
our chapter committees, held a number 
of successful educational programs at 
beautiful hotels and unique 
event venues in our area, 
provided scholarships to 
both meeting professionals 
and students, supported 
military families staying 
at Fisher House Boston 
(a charity near and dear 
to my heart), launched a 
new membership “Buddy 
Program,” and are debuting a new 
newsletter format this month to better 
communicate all of our activities and 
achievements throughout the year, cour-
tesy of CustomNEWS, Inc. But it wasn’t 
all work…we had a lot of fun along the 
way at our social networking events – 
including the Red Sox Summer Social, 
which sold out in record time. 

All of this has been made possible 
through the generous support of our 
sponsors, the active involvement of our 
members, and an incredibly talented 
and dedicated group of volunteers who 
are passionate about making a differ-

ence in our industry. Thank you all for 
making the PCMA New England Chap-
ter one of the best and most successful 
chapters in the country. 

I hope you’ll join us for our final event 
of 2015 – the Annual Meeting and 

Auction on December 8th at 
the Boston Marriott Copley 
Hotel (see page 6). This is 
always one of our biggest 
events of the year! Get in 
the holiday spirit, network 
with other members, learn 
how you can get more 
involved in the Chapter in 
2016, and do some holiday 

shopping and vacation planning by bid-
ding on some incredible auction items to 
support the Don Lawrence Scholarship 
Fund and our 2016 Philanthropy. 

It’s been an honor to serve as your Presi-
dent this year, and I hope to see you all 
on December 8.

Heather Sampson, CMP
Boston Society of Architects

Looking Back & Ahead: Chapter 
Continues to Grow; Plan to Attend 
the Annual Meeting and Auction

Thank You 
Volunteers!

– See pages 8 & 9

https://www.facebook.com/PCMANewEngland
https://www.linkedin.com/groups/2878946/profile
https://twitter.com/pcmane
mailto:hsampson%40architects.org%0D?subject=PCMA%20New%20England%20Chapter
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PCMA New England Member Spotlight

Where do you work?
I am currently a Senior Sales Manager 
at the Massachusetts Convention Center 
Authority (MCCA), which owns and 
oversees the operations of the Boston 
Convention & Exhibition Center (BCEC), 
the John B. Hynes Veterans Memorial 
Convention Center, the MassMutual 
Center in Springfield, Mass. and the 
Boston Common Garage.

I started as an Event Manager 6 months 
after the BCEC opened its doors in June 
2004, and continued in this role manag-
ing events at both the Hynes and BCEC 
for nearly 10 years before making the 
switch to the short-term sales department 
last year.

How did you get involved in 
PCMA?
Initially, to begin preparation in working 
towards achieving my Certified Meeting 
Professional (CMP) designation back in 
2009. This was an opportunity offered to 
us through the MCCA, for which I value 
and appreciate.  Since then, I have contin-
ued my involvement every year, and we 
even hosted the PCMA Convening Lead-
ers event at both the Hynes and BCEC in 
January 2014, which was very exciting.

What made you want to get 
involved? 
Educational opportunities were the 
initial reason, but I found there to be a 
lot of networking opportunities as well.  
I like to stay on top of industry trends, as 
well as build relationships with everyone 

in this industry, which I feel is important.

What do you do for the Chapter?
I am the Social Committee Chair, a role 
that was created just about 2 years ago.  
We organize about 4 social activities a 
year, to give an opportunity to socialize 
with industry peers in a relaxed, fun 
atmosphere.  

How can others get involved?
By joining a committee that interests 
you!  There are many PCMA New 
England Committees – Philanthropy, 
Communications, Education, Member-
ship, Sponsorship, Student Leadership/
Scholarship, and of course the Social 
Committee.  

Meredith Miller

Click here to register for the New England 
Chapter Annual Meeting & Auction! 

mailto:hsampson%40architects.org%0D?subject=PCMA%20New%20England%20Chapter
mailto:ebechard%40jcalpro.com?subject=PCMA%20NE%20Chapter
mailto:jason.ward%40seaportboston.com%0D?subject=PCMA%20New%20England%20Chapter
mailto:mchoueiri%40signatureboston.com?subject=PCMA%20NE%20Chapter
mailto:aladd%40serexpo.com?subject=PCMA%20NE%20Chapter
mailto:Jhiemenz%40gmail.com%0D?subject=PCMA%20NE%20Chapter
mailto:cizhar%40SignatureBoston.com%0D?subject=PCMA%20NE%20Chapter
mailto:cpratt%40dpievents.com%0D?subject=PCMA%20NE%20Chapter
mailto:sams%40cmac.net%0D?subject=PCMA%20NE%20Chapter
mailto:leislm%40kripalu.org?subject=PCMA%20NE%20Chapter
mailto:pcmanewengland%40aol.com%0D?subject=PCMA%20NE%20Chapter
mailto:nancy.debrosse%40experient-inc.com%0D?subject=PCMA%20NE%20Chapter
mailto:jwaters%40showdailies.com?subject=Inquiry%20from%20PCMA%20NE%20Chapter%20Newsletter
http://www.pcma.org/chapters/new-england#.VgmOFpc32zs
http://signatureboston.com/bcec.aspx
http://signatureboston.com/bcec.aspx
http://signatureboston.com/hynes.aspx
http://signatureboston.com/hynes.aspx
http://www.massmutualcenter.com/
http://www.massmutualcenter.com/
http://massconvention.com/about-us/boston-common-garage
http://www.cnshowdailies.com
https://www.regonline.com/builder/site/Default.aspx?EventID=1771345
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Thank You Sponsors
2015 Platinum Sponsor

2015 Silver Sponsor

2015 Chapter Sponsors

Are you interested in becoming a PCMA NE event or chapter sponsor? Click here to learn 
about our sponsorship program and how your organization can get involved.  

“Cultivating Creative Moments” is the 
theme for the upcoming Convening 
Leaders conference in January.  Van-
couver will serve as the backdrop for 
this incredible event.  If you have yet to 
attend Convening Leaders, then this will 
be an incredible place to experience 
it for the first time.  For those who have 
had the chance to be part of this event 
in the past, you know this one can’t be 
missed!

Convening Leader’s is PCMA’s ultimate 
association-wide conference where 
industry leaders from all over connect 
to share ideas, learn, and network with 
colleagues from all over and our New 

Join PCMA New England Chapter in Vancouver!
England Chapter is looking to make a 
big splash out West!  It’s not too late to 
register to attend the conference and 
while you’re there, we’d like to invite 
you to join us at the impeccable Pan 
Pacific Hotel where we’ll be hosting 
our New England Chapter Reception.  
Come to mix and mingle with friendly 
faces before we head over to BC Place 
Stadium for the Opening Night Recep-
tion to make new friends and experi-
ence one of Canada’s most incredible 
venues.  A formal invite to our Chapter 
Reception will follow, but mark your 
calendars for Sunday January 10th and 
follow the Boston accents to Gazebo 2 
off the lobby.

Don’t forget to pack your passports, and 
we can’t wait to kick off a great 2016 
with all of you in Vancouver!

Pan Pacific Hotel

http://www2.willworkinc.com/
http://www.pcma.org/Chapters/new-england/sponsorship#.VgmSzJc32zt
http://www.starwoodhotels.com/preferredguest/about/index.html?categoryId=brand.mp.ConventionColl&directoryId=spgpro#InnerPage
http://www.davidfoxphotographer.com/
http://www.psav.com/
http://www.rentals-unlimited.net/
http://serexpo.com
http://conveningleaders.pcma.org/
http://conveningleaders.pcma.org/
https://www.panpacific.com/en/hotels-resorts/canada/vancouver.html
https://www.panpacific.com/en/hotels-resorts/canada/vancouver.html
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ExpEriEncE  
our landmark  

$50 million 
rEvival bostonparkplaza.com

Sam Adams Brewery provided a really 
great tour and tasting.  The tour guide, 
Adam Cuppler, opened the whole brew-
ery up and PCMA NE had our own pri-
vate tour.  Adam was very informative, 
funny, and hospitable. Attendees got 
to taste several different types of Sam 
Adams brews, and the tour covered the 
entire history and the process of brew-
ing the beers!

THANK YOU TO OUR 
EVENT HOST, THE 

SAMUEL ADAMS BREWERY!  

Oktoberfest Networking Social Recap: 
Sam Adams Brewery Tour

http://www.bostonparkplaza.com/


http://www2.willworkinc.com/
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Annual Meeting, Charity Auction & 
Don Lawrence Scholarship Announcement

New England Chapter 
Annual Meeting 

& Auction
December 8, 2015

Marriott Boston Copley Place 

Registration: 3:30 pm
Program: 4 – 7:30 pm

Join the New England Chapter for our 
biggest event of the year!  Attendee 
Engagement is the name of the game 
for this meeting and we have plenty of 
surprises in store for you. 

Program details will follow, but in the 
meantime Save the Date or register 
today to induct our 2016 Board of 
Directors, meet the 2015 Don Lawrence 
Scholarship winner, network with col-
leagues, and check out auction items to 
benefit our 2016 Charity of Choice.   

When & Where?

Tuesday, December 8

 
110 Huntington Ave, Boston, MA

Agenda
Registration 3:30pm
4-7:30pm

Registration
$75/person until 11/30
$85/person 12/1 and onsite
$20/student
  

Auction Preview
  
Items that will be up for bid include 
overnight stays, restaurant gift certifi-
cates, event tickets, spa packages and 
more! 
  
Donors include the Hotel Common-
wealth, Renaissance Aruba, Seaport 
Hotel & World Trade Center, and 
more.

Education Supporters

Click here to 
register for the 
Annual Meeting 

& Auction

http://www.eventmobi.com/
http://www.marriott.com/hotels/travel/bosco-boston-marriott-copley-place/
http://www.houseofblues.com/boston/
http://laughboston.com/Plan-an-Event
http://www.serexpo.com/
https://www.regonline.com/builder/site/Default.aspx?EventID=1771345
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Multiple meetings.
Singular service
PLUS THE RICHEST BENEFITS

The Starwood Convention Collection makes it easy and fi nancially benefi cial to contract multiple meetings at 
once—across years, properties and destinations. Our largest group hotels and resorts in top North American 
markets provide seamless meeting planning, 
exceptional service and unparalleled facilities.

spg.com/starwoodconventioncollection

Sheraton Boston Hotel, Massachusetts

More Luxury. More Destinations.

©2015 Starwood Hotels & Resorts Worldwide, Inc. All Rights Reserved. Preferred Guest, SPG, Aloft, Element, Four Points, Le Méridien, Sheraton, 
St. Regis, The Luxury Collection, W, Westin and their logos are the trademarks of Starwood Hotels & Resorts Worldwide, Inc., or its affi liates. 

STARWOOD
CONVENTION
COLLECTION

WELCOME PCMA New England NEW Members!
Elizabeth  Carrasco  CMP – Director, Group Sales, 

Hyatt Regency Newport Hotel and Spa

Kalee E Barnhardt  – Sales Manager, Experience Columbus

Jackie  Nelson – Group Sales Manager, Hilton Boston Back Bay

Megan  Woonton, CSEP – Account Manager, Corinthian Events

Patrick J FitzPatrick  – COO, SER Exposition Services

Christine Cherneski, CMP, HMCC – Senior Sales Manager, Hilton San Diego Bayfront

Brianna L Borghetti – Student, University of New Hampshire 
Professional Convention Management Association

Catherine P Quy – Manager, Hotel Relations & Services, Boston 
Convention Marketing Center

Imani N Clark – Director of Operations & Customer Service, Diversified Communications

Evelene M Lakis – Director Of Strategic Planning, State Legislative Leadership Foundation

Papalinka  Paradise – Communications/Events Manager, State 
Legislative Leadership Foundation

To become a PCMA NE Member, please reach out to our 
Membership Committee Chair, Haley McNearney (hmcnearney@redsox.com). 

Renew Your 
Membership 
Today!
You may have recently received 
a reminder that your membership 
is up for renewal. You can renew 
online today by visiting  www.
pcma.org, log-in and click the "re-
new now" button near the top left 
hand site of the home page.  If you 
prefer to renew over the phone, or 
would like an invoice emailed to 
you, contact our Member Services 
Team, by calling 312-423-7262, 
and selecting option one.

Please also feel welcome to direct 
any questions to our Membership 
Chair, Haley McNearney via 
email at hmcnearney@redsox.com.

http://spg.com/starwoodconventioncollection
mailto:hmcnearney%40redsox.com?subject=PCMA%20NE%20Chapter%20Membership
mailto:hmcnearney%40redsox.com?subject=PCMA%20Newsletter
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Thank You to All Who Volunteered Their Time 

President
Heather Sampson, CMP

Show Director, ArchitectureBoston Expo
Boston Society of Architects

Past President
Anissa Ladd, CASE

National Account Executive
SER Exposition Services

President-Elect
Elise Baez

Vice President Operations/Client Relations,
JCALPRO

Secretary
Mary Choueiri

Director, National Accounts
Boston Convention Marketing Center

Treasurer
Jason Ward

Assistant Director of Sales
Seaport Companies

PCMA Board Liaison
Nancy DeBrosse, CMP

Experient

Director
Jessica Hiemenz, CMP

Conference Services Administrator
Massachusetts Teachers Association

Director
Caryn Izhar

Vice President of Convention Center Marketing
Boston Convention Marketing Center

Director
Leisl Moriarty, CMP

Conference & Event Manager
Kripalu Center for Yoga & Health

Director
Cara Pratt, DMCP
Director of Sales

Destination Partners, Inc. a DMC Network Company

Director
Sam Spadavecchia III

Director of Sales and Marketing
CMAC, LLC

Chapter Administrator
Laura Wenzel

2015 PCMA Board of Directors
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Membership Committee
Committee Chair: 

Haley McNearney, Event Sales Manager
Fenway Enterprises at Boston Red Sox

Committee Members: 
Gia Casale, Senior Manager of 
Catering & Conference Services

Goodwin Proctor LLP

Heather Viera, National Sales Manager
Allied PRA New England

Sponsorship Committee
Committee Chair: 

Anissa Ladd, CASE, National Account Executive
SER Exposition Services

Committee Members: 
Jessica Hiemenz, CMP

Conference Services Administrator
Massachusetts Teachers Association

Social Committee
Committee Chair: 

Meredith Miller, CMP, Senior Sales Manager
Massachusetts Convention Center Authority

Committee Members: 
Lisa Deveney, Director of Convention Services
Greater Boston Convention & Visitors Bureau

Stacie Allen, Account Manager
Freeman Decorating 

Sarah Scudieri, CMP, Senior Event Services Manager
Massachusetts Convention Center Authority

Shana McMahon, Director of Catering Sales
Levy Restaurants

Education/Programs Committee
Committee Chair: 

Sarah Scudieri, CMP, Senior Event Services Manager
Massachusetts Convention Center Authority

Committee Members: 
Michelle Konnath, Senior Event Services Manager

Massachusetts Convention Center Authority

Micha Brooks, Senior Account Manager
Corinthian Events, A Global DMC Partner

Meredith Miller, CMP, Senior Sales Manager
Massachusetts Convention Center Authority

 
Nominations Committee

Committee Chair: 
Anissa Ladd, CASE, National Account Executive

SER Exposition Services

Committee Members:
Heather Sampson, CMP

Boston Society of Architects

Sam Spadavecchia III
Director of Sales and Marketing

CMAC, LLC

Communications Committee
Committee Chair: 

Kelley Juarez, Senior Convention Services Manager
Greater Boston Convention & Visitors Bureau

Committee Members: 
Dana Cox, Sales Manager

Ocean Edge Resort & Golf Club

Isabella Fiorenza, Event Services Manager
Massachusetts Convention Center Authority

Philanthropy Committee
Committee Chair: 

Kevin Panetta, Director, Business Development
onPeak

2015 PCMA New England Committees

to the PCMA New England Chapter in 2015
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“There are only three measurements that 
tell you nearly everything you need to know 
about your organization’s overall perfor-
mance: employee engagement, customer 
satisfaction, and cash flow. It goes without 
saying that no company, small or large, can 
win over the long run without energized 
employees who believe in the mission and 
understand how to achieve it.”
– Jack Welch

In business and every human endeavor, 
there are strategies and buzzwords and 
the new thing; they take precedence, for a 
while … then they retreat in our conscious-
ness and our attention, and in the focus 
and prevalence and intensity of their ap-
plication … and, while they don’t go away, 
soon enough there are other strategies 
and buzzwords and new things.

“Engagement” is receiving considerable 
attention lately.  And, lately, it has become 
a hot concept.

Yet, going back hundreds of years, and con-
tinuing right on up to the present, the smartest 
and wisest and most successful business peo-
ple, have been advocates of, and devotees 
to, organizational engagement.  

Willwork, Inc. Exhibit & Event Services 
launched 28 years ago.  From the start, we 
were a company that recognized the value 
of engagement, and practiced engagement 
– even if, early on, we had room in which to 
improve in its application and exercise, and 
even if in those early days we had not yet to 
identify and use the term “engagement” as a 
descriptor of what we were doing.  

Willwork appreciated that the better we 
were at that business practice which we 
would, someday, yet we didn't know it 
then, call engagement, the stronger a com-
pany we would be.  

Business engagement, its sphere – what it is, 
and how it functions – can be thought of as 
a constellation of people and organizations 
connected to each other, and all of which 
have an impact on the operations and effi-
ciencies of all in the constellation.

A company that is excellent at engage-
ment sees itself as the hub of the constella-
tion, surrounded by the people and groups 
with which it does business.  Companies 
excellent at engagement are so because 
they are productively engaged with all the 
people and groups in its business ambit. 

Engagement starts with your employees, 
your team.   Engaged employees, and an 
engaged team, make possible and support 
the full, healthy, vibrant, and productive 
constellation of engagement.  

Willlwork has always, absolutely, believed, 
without reservation, and knew it was a win-
ning game plan, to recruit and hire smart 
and driven people, invest in their develop-
ment – and foster and nurture an environ-
ment in which they were appreciated, knew 
their work was important, and understood 
that in order for Willwork to be exception-
al, its employees must be exceptional in the 
performance of their jobs.    

Willwork understood that we needed to 
forge strong relationships with customers 
– relationships that had a foundation and 
were rooted in open communication, a 
willingness to take on new responsibilities, 
and to go outside our comfort zone.

We understood that in working with, and 
providing, for our customers, it was not suf-
ficient and satisfactory to be good enough, 
and to content ourselves in delivering ser-
vice that merely met and satisfied the order 
– but we had to strive to be better than ex-
pectations, and to be proactive and willing 

and able to make suggestions and offer 
support that rendered customers high level 
value and competitive advantage. 

Willwork also understood that we needed 
to forge cooperative and productive rela-
tionships with all of the parties involved 
in an event, so that the whole of the ser-
vice entity was stronger than the sum of its 
parts.  We knew that having exceptional 
relationships and understandings with our 
suppliers, our clients’ other vendors and 
third parties, including General Contrac-
tors, directly improved our operations and 
our service to our clients.   

Today, Willwork is fortunate to have a rap-
idly growing general contracting division.  
From the perspective of a GC, it is not pos-
sible to ignore nor be completely aware 
that producing and running a winning 
conference and event requires all entities 
involved – those within the constellation 
– among them venue staff, specialty con-
tractors, transportation vendors, law en-
forcement, labor unions, the media, trade 
associations, and destination and tourism 
authorities, to be engaged and coopera-
tively working with one another. 

Engagement is about accountability and 
responsibility – all groups being account-
able and responsible to themselves, and 
to one another.  It's about managing and 
working through ego and friction.  

Engagement is about all those in the con-
stellation working in concert, and with 
shared dedication and passion, toward a 
common goal.    

Engagement Makes 
Companies More Profitable
Conventions, meetings, and events are, at 
their essence, the business of engagement.  

INDUSTRY ARTICLE
Conventions, Meetings, And Events are Optimum 
Venues and Paradigms for the Practice of Engagement 

Continued on page 11
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Bruce Bolger will tell you this.  Promoting 
and teaching engagement is his business; 
he strongly believes both in the value of en-
gagement, and that shows and events are 
venues and paradigms that are particular-
ly hospitable to, and fertile environments 
for, engagement.  

Mr. Bolger is the managing director of En-
terprise Engagement Alliance, an organi-
zation that makes available “open source” 
engagement strategies, for free, to all, at 
the organization's website. 

In July, in Boston, Mr. Bolger delivered a 
seminar, titled, “Engagement Essentials,” at 
E2MA Red Diamond Congress, one of the 
show and event industry's premier network-
ing conferences.   “Engagement” was the 
theme of the conference.

Mr. Bolger said that engagement “is so 
important it should be a formal business 
practice and field – and that we should be 
applying the same rigor and discipline to 
engaging people that we do to advertising 
… that we do to a tradeshow exhibition … 
that we do to an event.”    

Mr. Bolger fully believes that organiza-
tions are sacrificing tremendous profits in 
not embracing and practicing engagement 
– and that the sacrifice is widespread and 
deeply institutionalized.  

He cited a Gallup poll statistic that 28 
percent of U.S. employees do not feel en-
gaged in their work, and a Nielsen survey 
that revealed 78 percent of U.S. consum-
ers are not loyal to a single brand. 

Engagement, Mr. Bolger testifies, is the key 
to happier and more productive employ-
ees, creating and nurturing ties with the 
public, and facilitating loyalty to a brand,  
“ … the whole idea of enterprise engage-
ment … is that everybody is united under 
a single mission, a single brand,” said Mr. 
Bolger. “It's about fostering the proactive 
involvement of the people who can help 

you achieve your goals. …. Tradeshows 
are a magical place to build alignment 
between your employees, your customers 
– they're all there – your vendors, your 
management,”   

He also noted that, “'The new model in busi-
ness is that you involve your community and 
your customer in an ongoing conversation 
about every part of your business.  Where 
can you have that conversation better than 
at a tradeshow or an event?”

Advertising and Marketing – 
The Engagement “Sweet Spot” 
A primary reason that engagement, when 
properly applied, will make your company 
more profitable, is that it is the most cost-ef-
fective advertising and marketing-communi-
cations program available to companies. 

Also speaking at Red Diamond Congress 
this year, delivering the keynote address, 
was Jack Myers, Chairman and Media 
Ecologist at MyersBizNet.  Mr. Meyers 
is among the most in demand media and 
marketing strategists, and futurists.

In his speech, Mr. Meyers focused on en-
gagement as a force that is shaking up 
the business of advertising, driving, across 
many industries, a seismic and cosmic re-
view of advertising and marketing budgets 
and appropriations.    

Mr. Meyers referenced in his talk that, this 
past summer, some $30 billion in media bud-
gets went under review in the U.S.  That's a 
lot of money – 30,000 times $1 million in 
money.  So much media expenditure is under 
review because, as Mr. Meyers explained, 
with so many new ways for companies to 
connect with consumers, and improve brand 
loyalty, there are necessarily many unan-
swered questions about the best and smart-
est way to spend advertising dollars.  

Technology, and big data, in the estimation 
of Mr. Meyers, have not necessarily done 
much to improve advertising and marketing.   

To highlight and support this contention, he 
presaged his talk with the following quote, 
which he calls his “favorite of all time,” of-

Continued on page 10

Willwork fered by the English essayist Samuel John-
son in 1759:  'The trade of advertising is 
now so near perfection that it is not easy to 
propose any improvement.”

Reflecting on the Samuel Johnson quote, 
Mr. Meyers said, “And I think it probably 
was – and it's been downhill ever since.  
How do we deal in a world where technol-
ogy is not necessarily making advertising 
any better?  In the world of advertising that 
Samuel Johnson was operating in … it was 
a world where advertising was making 
a very personal connection.  It was very 
close … you were communicating with your 
neighbor through the media or through the 
choices that they were making, on who 
they learned about the world, how they 
learned about business – and they were 
consuming advertising as something that 
was meaningful and valuable to them.” 

Improvements in technology, and the ever 
building and growing mountains of data 
foisted on decision makers and planners, 
are not, in the estimation of Mr. Meyers, 
necessarily helping to improve the effec-
tiveness and efficiencies of advertising, 
buying, and selling.   

Brands and customer loyalty are be-
ing devalued, said Mr. Meyers, and, he 
maintains, the antidote to this weakening 
of brand strength and customer loyalty is 
for business to become reacquainted with 
the strong interpersonal and closely and 
poignantly emotional advertising that pre-
dominated in the mid 1700s, in the day of 
Samuel Johnson.  

 Mr. Myers, did stress, though, that tech-
nology will be an important and critical 
mover in the improvement of advertising 
and marketing – especially a category he 
terms “Emotion Tech, which is populated 
with devices such as wearables, beacons, 
and invisibles – which connect and trans-
mit the emotions of consumers directly to 
marketers and sellers.  

(Willwork clients benefit from our propri-
etary mobile and beacon technologies – 

Continued on page 12
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which we have developed in house – that 
enable show personnel, on show site, to 
instantaneously capture a variety of specif-
ic and valuable information that allows for 
smarter, faster, and more targeted market-
ing, and communications with customers 
and potential customers.)

Speaking to the show and event profes-
sionals, Mr. Meyers said that the future of 
marketing and advertising is “one that I re-
ally believe will be your strength.  It will be 
your sweet spot.” 

“Let's move to the future ahead of everyone 
else,” continued Mr. Meyers,  “Because 
you're in a business where relationships are 
at the forefront, and all the legacy media 
and advertising that we look at, their funda-

Continued on page 11

Willwork mental core business models are embedded 
in the past – are embedded in mass; not fo-
cused, not individual, not taking advantage 
of new technology to reinforce what you've 
always done, which has been about mak-
ing connections.”

Engagement and the Future 
of Shows and Events
There was considerable speculation and 
prediction that the online world might di-
minish the importance of conventions, 
meetings, and events.  In person interaction 
would decrease in frequency, and become 
less important.  

Easily and instantaneously accessible 
and available data and other information 
would nullify a need to meet on site and 
face to face.

This has not come to pass.   Indeed, the 
conventions, meetings, and events industry 

is booming, companies are increasing their 
budgets in this area of their advertising 
and marketing – and employment and job 
prospects in the industry are as strong and 
sunny as in almost any sector. 

It is a time of great change, globally – 
across all of society, all industries. 

The manner and nature of business, of 
buying and selling, are undergoing as pro-
found and penetrating change as any as-
pect and element of our civilization.

Those organizations that most intelligently, 
precisely, and consistently integrate and 
apply engagement in their operations will 
be those that will own the future, and seize 
most of its opportunity.  

For more information on our services, 
please visit www.willworkinc.com or call 
508/230-3170.

Thank you to our Event Hosts:
 

  

Thank you to our Education Underwriter:
 
 

Thank you to our Education Supporters: 
 

  
  

 
 
 

Presenter:  Wendy Holliday, Vice Pres-
ident, Attendee Acquisition & Experi-
ence, Velvet Chainsaw Consulting

PCMA NE held its first midday Lunch 
& Learn meeting at the BSA Space in 
Boston, MA on Tuesday, September 
29th. The Event was a great success! 
Networking begin right off the bat with 
a delicious buffet lunch provided by 
Pepper’s Fine Catering. After lunch, 
the group moved to a lecture style set-
up where they heard from the PCMA 
Chairman of the Board, Ray Kopcinski, 
regarding the upcoming Convening 
Leaders in Vancouver. That was fol-
lowed by an insightful, energy packed 
presentation from Wendy Holliday 
on Building Strategic & Experiential 
Sponsorships. Wendy gave some great 
insight on how to think outside the box 
when thinking about sponsorship oppor-
tunities that should allow both attendees 
and sponsors to feel like “winners.” 

Best in Class Lunch & Learn Recap: 
Building Strategic & Experiential Sponsorships

Thank you to our 
Lunch Sponsor: 

Thank you to our 
Technology Sponsor: 

http://www.willworkinc.com
http://www.pepperscatering.com/
http://www.rentals-unlimited.net/
http://www.architects.org/bsaspace
http://www2.willworkinc.com/
http://www.serexpo.com/
http://laughboston.com/Plan-an-Event
http://explorestlouis.com/st-louis-cvc/
http://www.onstreammedia.com/

