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2005 WEC Marketing Plan

	Marketing Communications Objective:

· Generate 3,200 paid registrants at an average $550 rate representing $1,760,000 in revenue; approximate mix of 40% planners to include 120 non-member planners; 60% suppliers representing 
· Generate 25 attending media representatives and 30 pre- and post-during and post articles in trade media and Miami business publications

· Generate 65 new planner and supplier members  
· Generate 580 MeetingPlace booths at $2,100 each

· Generate awareness and consideration of Career Pathways among the attendees

This program supports objective one of the strategic plan by offering education designed for every level from novice to executive.


	Target Audience:

External Audience:

· Entire MPI membership                          PRIMARY 

                     Member Market/Career-level Segments:

                     Student, Novice, Intermediate, Executive 

               Industry and Suppliers

               Planners – Association, Corporate, Independent

· Non-member international meeting professionals

                                                                             SECONDARY

                     Member Market/Career-level Segments:

                     Student, Novice, Intermediate, Executive 

               Industry and Suppliers

                     Planners – Association, Corporate, Independent
·  International media                                 TERCIARY

Internal Audience:

· MPI staff
· 2005 WEC Host Committee

· MPI chapters
	
	Key Messages:

External:  

· 2005 WEC is the global gathering for the meetings industry delivering premier education for novices to executives in key industry segments. 
· Meetings industry momentum is building as evidenced by MPI’s back-to-back, record-breaking conferences in 2005 and overall membership retention up four percent vs. last year with nearly 20,000 members worldwide.

· The WEC also will feature two new summits: The Independent Business Owners Summit and The Association Planners Summit.
· The WEC will feature a first-hand, high-touch look at MPI’s new skill assessment tools.
Internal: 

· Advancing key messages about industry and career-level segmentation of educational offers when in contact with attendees supports the strategic plan and prepares members and prospective members for Career Pathways tools.  
Key deadlines:

Registration opens:  03/21/05

Pre-Conference value rate ends:  06/21/05

Housing Deadline:  06/17/05

Pre-registration Closes:  6/21/05
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	Offers:

Member pre-conference value rate, $200 savings vs. onsite
Non-member planner pre-conference value rate, $200 savings vs. onsite

Student pre-conference value rate, $50 savings vs.  onsite

Average cost per registration is $550
  
	
	Competitive Assessment:

ASAE Annual Meeting & Expo – August 13-16

IT&ME:  The Motivation Show – September 27-29

SITE:  November 3-6



	Customer needs:

· Understanding of educational offerings and classes appropriate for their career level 

· Press releases (Media)

· Press coverage and awareness of 2006 PEC-NA

· Chapter templates and tools for marketing and communications

· First hands-on look at Career Pathways
	
	Market Size:

MPI Members:                                                               19,915         

North American MPI members:                                     18,335               

Non-Member Planner Prospects:                                      3,000         

	External Marketing Objectives and Strategies:

External Objectives:
· 3,200 paid registrants, 580 booths
· Generate coverage in 30 articles
· Demonstrate Career Pathways to 1,000 attendees
External Strategy:

· Send targeted and strategic messaging to current and prospective members, journalists and chapter leaders focusing on the benefits of attending 2005 WEC for meeting professionals and the value of the meetings industry to the international economy.

· Increase awareness and influence about the value of meetings senior decision making executives


	
	Internal Marketing Strategies:

· Educate each MPI staffer on the launch components of Career Pathways

· Create an expert of each staff attendee on the value of members updating profiles.  
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Tracking for marketing materials to be facilitated with build out of technology integration project
	Discipline


	Tactic/Owner


	Description


	Budget


	Measurement/ROI


	Date(s) of implementation

	Creative treatment
	Jeff, Stacy, Allison
	Creative treatment for conference
	N/A
	N/A
	October 2004

	Advertising
	Stacy, Jeff and JD
	Ad in Curriculum at 2005 PEC-NA

Create ad for the, April, May June issue of TMP

Ad in BizBash magazine
	No hard cost

(in-house ad)

No hard cost

(trade-out)
	N/A

N/A

N/A
	Jan. 05

Apr., May, Jun. 05

Jun. 05

	Direct mail: 

Postcard

Brochure
	Stacy
	Register Now postcard sent to entire membership and planner prospects.

32-page brochure outlining Conference educational content and registration and housing information mailed to all MPI members.
	$10,000

$20,000
	N/A

N/A
	Mar. 05

Apr. 05

	Media 

Relations:

(3) Press Releases; Onsite media center


	Kelly
	Registration promotion release

Highlight WEC and MPI year-end milestones release

Global Paragon and Meeting Professional Awards winners release

Arrange interviews for Christine Duffy and Colin Rorrie.
	No hard costs
	Generate at least 15 placements in international trade and local business media 
	Mar. – Jul. 05

Mar. – Jul. 05

Onsite

Onsite

Onsite

	E-mail promotions:
	Audra/Brian/Stacy
	E-mails targeting suppliers for booth sales

Emails targeting novice, intermediate and advance MPI planners; suppliers, potential first-time attendees, WEC past attendees and prospects

Community NetNews (CNN)

Education NetNews
	No hard costs

No hard costs


	580 contracts secured.

Tracking systems not in place.
	January – May 2005

May.- Jul. 05

Weekly with heaviest push against pre-registration close on 6/21/05
Mar.- July 05

Mar.- July 05
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	Discipline


	Tactic/Owner

	Description


	Budget


	Measurement/ROI


	Date(s) of implementation



	TMP
	JD/Blair
	WEC preview feature

Post-event wrap
	N/A

N/A
	N/A

N/A
	May 05

Sept. 05



	Chapter Tool Kits
	Stacy/Brian
	Downloadable Web Banner and newsletter ad for chapter use
	No hard costs
	25 chapters upload Web banners to their Web sites and run ads or editorial in their newsletters.  
	Mar. 05

	Web Promotions:

MPIWeb
	Stacy/Audra/Brian
	Original launch of WEC Web site

Continuous updates to WEC Web site

Updated content on MPIWeb home
	No hard costs
	Tracking systems not in place.
	Mar. 05

Mar. 05 – Jul. 05

Mar. 05 – Jul. 05

	Key messages

Speaking points
	Kelly  
	Speaking points for volunteer leadership and MPI staff about state of the industry, WEC fast facts and strategic plan implementation
	No hard costs
	NA
	Onsite

	Internet Radio coverage
	Kelly  
	Colin promotes WEC & pre-conference registration cut-off date and takes calls on newsmakers.  
	No hard costs
	
	June 1 & June 21, 05

	
	
	Series of live broadcasts from WEC
	No hard costs
	
	July 10-12

	
	
	 Post WEC newsmakers program
	No hard costs
	
	July 13




This is an integrated communications plan. Project Owners:  Stacy Clark, Kelly Schulz, John Delavan

	VALUE PROPOSITION – What’s in it for the customer?
1) WEC is the global gathering of meeting planners at all career levels.  
2) With the meetings industry in full recovery, now is the time to learn and network at this premier event. 

3) There are two new offerings at WEC especially built for independent business owners and association planners.

4) There are multiple opportunities to network and build business at the WEC.


	CONCEPT INTEGRATION, PARAMETERS AND OTHER CONSIDERATIONS:

· WEC offers attendees a global gathering of meeting planners and unparalleled professional education and networking opportunities.   

· The creative concept will be an evolution of 2004 WEC treatment with venue-specific changes for Miami.  




