Case Studies

APTA: CSM 2017
Attendance: 14,000; Exhibitors: 400+
Factors impacting decision to eliminate onsite print program:
• Staff coordination needed to produce a 200-page program.
Production often occurred over holidays, causing more challenges
to collect content needed.
• Advertising did pay for the book, but it was a big drain on staff time.
• Expensive to ship 12,000 books from printer to APTA office to
meeting location (done for quality control purposes).
• Printing 6-8 weeks in advance resulted in incorrect information in
the program book.
• Felt that the content that appeared in the program book could be
duplicated in the app.

APTA: CSM 2017
Prior to conference:
•
•
•
•

Communicated in different ways that there would be no onsite
program.
Any promotional materials sent out included information on
the mobile app.
Produced a daily sked at a glance with room numbers.
Distributed at registration and posted online. Printed in
advance.
Had staff training sessions on the app, to prepare for
questions onsite, in addition to onsite info desks that could
provide help.
• Estimated maybe 20 complaints overall (phone wasn’t
compatible, no cell phone, etc.)

APTA: CSM 2017
Take-aways from conference:
•
•

•

Had apx. 10,000 app downloads – strong marketing prior to
and during the meeting to encourage use.
Biggest lesson learned was in the exhibit hall: attendees were
asking for the exhibit hall map. Fortunately the daily was able
to come to the rescue – included the map in the next issue of
the show daily and had those copies available at info desks.
• Key show daily benefit allows you to rectify a problem, to
push missing or desired material to attendees at the last
minute.
Did admit they overlooked visually-impaired attendees, and
will go back to address this for CSM 2018.

APTA: CSM 2017
Show daily take-aways:

•

•

Show daily offers immediacy because it’s printed overnight
o Information you would have put in program can run in show daily
o Can include general instructions on how to use app in the show
daily to encourage them in the app.
o Offers vehicle for resolving unexpected challenges
Increase in show daily advertising revenue
o Without the program book, they looked for other print vehicles
such as show daily & the show issues of the monthly magazines,
which also saw an increase in advertising revenue.
o If there are other print vehicles attached to the meeting, make
sure they are positioned to pick up those program book
advertising dollars. Make sure sales staff promotes the other
options. The exhibitors have the money, make sure they keep
spending it with you.

APTA: CSM 2017
•

Show daily’s growth: Net ad revenue grew by
78% from 2016 to 2017, resulting in larger
royalty payment to organization.

Page counts:
• 2015: #1, 12 pages; #2, 8 pages; #3, 8 pages
• 2016: #1, 12 pages; #2, 12 pages; #3, 12 pages
• 2017: #1, 16 pages; #2, 20 pages; #3, 16 pages

APTA: CSM 2017
•

Posted show daily links to the conference website as another
way to showcase content

Congressional Black Caucus Foundation:
Annual Legislative Conference (ALC) ‘16
Attendance: 9,000; Exhibitors: 100
Factors impacting decision to eliminate Souvenir Journal:
• Cost and staff time: Always running up against a time crunch to
get it produced well.
• Wanted to do more to market CBCF’s digital platforms (mobile
app, conference microsite/online planner), and move them
towards their digital resources.
• Going green.

CBCF ALC ‘16
Initial Reactions:
Attendees:
• A shock for some of the meeting’s older attendees.
• Client reported that the transition went over well, for the most
part. Majority of attendees understood, and it encouraged them
to download the mobile app. They liked being able to create a
customized schedule that could be loaded to their phone’s
calendar. Made for less to carry around.
• Provided a daily printed schedule at registration.

CBCF ALC ‘16
Initial Reactions:
Sponsors:
• Some were a little surprised. Presented opportunity to tell them about
other options to reach more people (show daily and digital resources).
Feel both are more robust and have more current information.
• More accessible: the journal was only available to certain attendees –
ALC Daily is available throughout the convention center.
• ALC Daily: great alternative that provided highlights and content. Feel
it complemented the mobile app.
• And because the show daily is now the primary printed source of
information, there will be more opportunities for sponsors. It will also
provide greater visibility to key events and sessions.
• Show daily was seen as a supplement, now it has a greater spotlight.

CBCF ALC ‘16
Show Daily vs. Program Book
•
•
•
•

Strong future for the show daily at future ALCs. It’s now the
primary onsite print communications vehicle.
Benefit of outsourcing show daily production vs. the program
book, which was produced internally.
Collaboration with CustomNEWS is what makes the show daily
such a success.
With CustomNEWS managing editorial and production, client
said “it gives you the sense of what was in the souvenir journal
but gives the CBCF staff some relief.”

CBCF ALC ‘16
Incorporated show daily into the
online planner (CadmiumCD).

Put daily schedule with room #s in
show daily – very popular, copies
flew out of the bins.

