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WELCOME
Since 2008, AE Ventures has been producing hosted
events that gather the biggest and best players in
their markets to move their businesses forward.
Event sponsors have a variety of ways to connect
with prospects and customers at the events and a
variety of objectives they can pursue.
Our dedicated team is here to help you
define objectives and strategies and provide
comprehensive, results-oriented support like you’ve
never experienced at an event before.

From pre-event planning calls to onsite orientation
and after-action reviews, we will be providing you
the support you need to plan for and realize powerful
results.
This Sponsor Success Playbook is just one tool we
have designed to assist along the way.
We’re looking forward to serving you!

Nancy Franco

AE Ventures Engagements Guarantee
For every scheduled 1-on-1 meeting
underdelivered or boardroom delivering under
10 guests at the event, AE will work to arrange
a post-event engagement with the guest AND
provide two (2) complimentary 1-on-1 meetings at
the next edition of the event.
NOTE: 98% of the thousands of guest engagements
we arrange are delivered at the event.
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Nancy Franco
Executive Vice President
AE Ventures
508.618.4225
nfranco@ae-ventures.com
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E V E N T D E TA I L S
SPRING

Orlando, FL
August 10-12, 2020

Hotel Accommodations
The Caribe Royal Resort has been selected
as the host hotel for the TecHome Builder
Summit. All hosted guests will be staying
here and we advise that all sponsors take
advantage of after-hours networking by also
reserving rooms at the hotel.
To make your reservation online, visit
https://techomebuildersummit.com/about/
spring/ or call 407-238-8000 and ask for
the TecHome Builder Summit Please make
your reservations now in order to ensure
availability within our block.

Caribe Royale Resort
8101 World Center Drive
Orlando, FL 32821

Online Reservation

Sponsor Orientation

Sponsor Orientation sessions last 10 minutes and take place on Monday, Aug 10
between 11 a.m. and 3 p.m. The Orientation will provide you and your team
with a primer on getting the most out of your experience at the Summit. It is also
where you’ll receive your badge and schedule for the event.

Sponsors with executive registrations can attend any general
sessions belonging to the segment with which are aligned, including
the Connections Reception and After Hours. All other sponsors with
exhibits-only passes may only attend the exhibits and After Hours.

TecHome Builder Summit 2020 Sponsor Playbook
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EVENT SCHEDULE
Monday, Aug 10
Time

HIVOL

LUX

MULTIFAM

SOLUTIONS

3:00–4:00 PM

Honing Your Home Tech
Merchandising Strategy

Luxury Tech for Rich &
Famous Millennials

In-Unit & Public Space Tech
for Different Buying/Renting
Demographics

4:00–5:00 PM

Tech on the Horizon

Natural User Interfaces, AI &
Curated Info and Content

Tech as the Cash Register in Engagement & Response
Multifamily Rental Properties Doorbusters

5:15–6:00 PM

Combined Summit Keynote Address:
Game Changing TecHome Marketing

6:15–7:30 PM

Connections Reception

The Online Buying Traits of
Millennials

Tuesday, Aug 11
8:00 - 9:00 AM

Breakfast Session:
Tech Kitchens

Breakfast Session:
High Voltage Lux Tech

Breakfast Session: AI in the New
Breakfast Session: Tech
Energy & Water Efficie y for Home Digital Marketing & Sales
Automation Realm
Units & Property Managers

9:10–9:45 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

9:55–10:30 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

10:40–11:15 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

11:25–12:00 PM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

12:30–1:30 PM

Lunch Session:
Platforms First

Lunch Session: The Lux Tech
Customer Experience

Lunch Session: Connectivity
Tech & Services that Make a
Difference

Lunch Session: Leveraging
Tech to Maximize Options
Sales

Exhibits Open for One-on-Ones & Browsing
(One-on-Ones Start at 2:25 PM )

1:30–6:00 PM
8:00–10:00 PM

After Hours

Wednesday, Aug 12
8:00–9:00 AM

Breakfast Session:
The Quantum New Home!

Breakfast Session: Luxury
Entertainment Tech

Breakfast Session:
Managing Your Building
Perimeter with Tech

Breakfast Session: Optimizing
Digital Listings & Social Media
Platforms

9:10–9:45 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

9:55–10:30 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

10:40–11:15 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

11:15–12:00 AM

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

Boardroom Presentations

12:00–3:00 AM
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Exhibits Open for One-on-Ones & Browsing (One-on-ones start at 12:40 PM)
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S T E P S FO R S U C C ES S
1. SET YOUR GOALS
The first step towards a successful experience at the
Summit is to define your goals and objectives for
participating.
Determine to what extent is your opportunity…
•

establishing new business relationships with
companies you’ve had little contact with to date?

•

defending and expanding business with existing
customers?

•

re-establishing business relationships with
companies whose business you lost?

You likely have a mix of these types of opportunities
to pursue. Considering resource limitations, you may
want to choose a single facet to pursue or prioritize
a certain objective. Whatever the case, decide in
advance and clearly articulate your goal(s) to the
team that will be planning and executing the event.

Having produced hosted events for over 10
years, we know what it takes for sponsors
to achieve success. This playbook is full of
strategic advice that will help ensure your
investment yields strong results. Ensuring
your satisfaction and positive outcomes
are important to us. We strongly encourage
you to work through the planning steps
we’ve outlined here and also schedule a
call with our team to help walk you through
this information and develop a solid plan
for results at the Summit.
Nancy Franco
Executive Vice President
AE Ventures

2. PLAN ENGAGEMENTS
Once your goals have been identified, the next
step is to identify the team members within your
organization who can help achieve those goals.
Remember, the Summit is essentially a sales
relationship accelerator. Accordingly, we strongly
recommend that you staff the event with the sales
professionals who will be working to win and grow
business with our guests.

You also need to plan the physical space for effective,
comfortable execution of your engagements. Refer
to the on-site services catalog for ideas on furnishing
your exhibit space. Does your product or service lend
itself to a demo? If so, get all of those details finalized
at least six weeks in advance for maximum savings
on shipping and set-up.

Whether it’s boardroom presentations or
15-minute one-on-one meetings, you’ll need
to develop discovery questions, talking
points, presentation materials and, most
important, your desired next steps with the
guests. And don’t forget to ask for referrals
at the conclusion of meetings!

TecHome Builder Summit 2020 Sponsor Playbook
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S T E P S FO R S U C C ES S
3. DETERMINE GUEST PREFERENCES
Selecting the right guests for your engagements is
a key component of your success at the Summit.
Approximately three weeks prior to the event you
will have the opportunity to review the guest list
and submit your company’s meeting preferences.
The guest list will include individual name, title,
company, state, revenue and up to two additional
data points of your choosing from the guest profile.
Note: All meeting requests are based upon sponsor
priority numbers, assigned by timing
of sponsorship booking date.

Our team is eager to assist you with all
of these steps to help ensure you have
an experience like no other. Please
take advantage of our customized
engagement planning calls to ensure
you’ve covered all your bases in the
planning stages of the event.

4. REVIEW GUEST PROFILES
Approximately one week prior to the event, you
will receive detailed profile information on all
the guests you are scheduled to meet. These
profiles include firmographics, types of homes
built/designed, product categories and personal
details on guests. Review this information in
advance and think through specific rapportbuilding strategies and sales angles. Guests
expect that sponsors know their company
coming into their meetings; don’t let them down.
Get the most out of your engagements.

See example guest profile
www.techomebuildersummit.com/
playbook/example-guest-profiles

VIDEO: Sponsors Plan for Success
with TecHome Builder Summit!
Learn how TecHome Builder Summit sponsors plan for
their one-on-one meetings and boardroom presentations
to ensure successful engagements with guests.

Click to Play Video
6

TecHome Builder Summit 2020 Sponsor Playbook

S T E P S FO R S U C C ES S
5. EXECUTE AT & AFTER THE SUMMIT
Ensure your team is ready to execute at the event.
Prepare on-site staff with the goals, questions,
talking points, desired outcomes, schedule of events,
guest profiles and key AE Ventures staff contacts
and make sure all attend the on-site orientation
scheduled for your company.

Download Next Steps template:
www.techomebuildersummit.
com/playbook/next-steps

Plan to close next steps with guests. For boardroom
presentations, prepare a customized next steps
survey that guests can complete at the conclusion
of your presentation.
For one-on-one meetings, make sure your team
has a way to record the needs they discover
during the meeting and plan to confirm the next
step with a follow-up calendar invitation and note
of thanks ASAP.
After the event, follow up with additional
information as requested and work to confirm
next steps by email and phone outreach.

6. MEASURE RESULTS
The Summit team will send you suggestions for
follow-through on at-show engagements and
be available for assistance on matters such as
identifying additional buying contacts at guest
companies for expanded outreach. While you
work your follow-up, consider and record the
answers to the following questions:
•

How many engagements at the event led to
the desired next step?
•

Of those, how many proceeded further in
your sales process?

•

Of those, how many resulted in sales
within a one-year time frame?

•

How many additional opportunities were
you able to generate within the year
through referrals and by promoting news
of your successes with the market-leading
companies represented at the Summit?

•

What were you able to learn about necessary
improvements to your products and
processes as a result of engagements and
interactions at the Summit?

TecHome Builder Summit 2020 Sponsor Playbook

VIDEO: Sponsors Maximize
Potential of TecHome Builder
Summit Engagements!
Learn how TecHome Builder Summit sponsors
strategically execute their one-on-one meetings
and boardroom presentations to get the most out of
their time at the Summit.

Click to Play Video
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TO O L S
Boardroom Presentations Outline
We Can Help You Succeed!
1.
2.
3.
4.
5.
6.

7.
8.
9.

Introducing Company & Staff (3 min.)
Case Study 1 – (5 min.)
Case Study 2 – (5 min.)
Products (5 min.)
a. Overview
b. New/Best Selling Products
Service & Support (5 min.)
Why Builders/Integrators work with your company (5 min.)
a. Critical business needs met.
b. Personal professional pain points relieved.
c. Goals and aspirations realized.
Advantages of working with your company vs. competitors (5 min.)
Proven Process for Working with Builders/Integrators, potential next steps after presentation (5 min.)
Completion of Next Steps Form (2 min.)

Introducing Game Changing New Product(s)!
1.
2.
3.
4.
5.
6.
7.
8.
9.

Introducing Company & Staff (3 min.)
New product features, functions, benefits for end-user (5 min.)
Features and benefits for trades (5 min.)
Advantages versus existing products/status quo (5 min.)
Research and development highlights (3 min.)
Service and support programs (3 min.)
Q&A (5 min.)
Process for onboarding product, potential next steps after presentation (3 min.)
Completion of Next Steps Form (3 min.)

Help Us Refine ew Products/Programs to Suit Your Needs
1.
2.
3.
4.

Introducing Company & Staff (3 min.)
New product features, functions, benefits for end-user (7.5 min.)
Features and benefits for trades (7.5 min.)
Structured Q&A (15 min.)
a. What uses/applications do you see for the product?
b. What are the advantages of the product?
c. Which features are strong/valuable? Why?
d. How might you improve the product?
5. Potential next steps after presentation/completion of Next Steps Form (2 min.)

Need Help Preparing Your Presentation Content?
AE Ventures can assist with concept, copy, design and video.
Call us Today! Contact: Jessica Salisbury at 508-802-4717.
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NEXT STEPS
NEXT STEPS
Name:
Company:
I’m interested in learning more about the following products/services:
Date/type of next step/meeting:
Names/titles of others to be included in discussion:

Specific questions/interests:

NEXT STEPS

Name:
Name:
Company:

NEXT STEPS
NEXT STEPS

Company:
I’m interested in learning more about the following products/services:
I’m interested in learning more about the following products/services:
Date/type of next step/meeting:
Date/type of next step/meeting:
Names/titles of others to be included in discussion:
Names/titles of others to be included in discussion:
Specific questions/interests:
Specific questions/interests:
TecHome Builder Summit 2020 Sponsor Playbook
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FAQs
How do we select our boardroom groups
and one-on-one meetings?

How do we use profile in ormation to plan
engagements?

Selection of guest engagements begins three weeks in
advance of the Summit. Sponsors select boardroom
groups first, and one-on-one meetings are selected
after boardroom group assignments are communicated
to sponsors. This provides sponsors conducting both
boardrooms and one-on-one meetings an opportunity to
avoid redundant engagements or to double up meetings
strategically with key guests. Boardroom groups are preformed and stay intact for the duration of the Summit.

Guest profiles are compiled using the information
collected from guest applications. These profiles include
firmographics, types of homes built/designed, product
categories and personal details on guests. They also
include biographical info on the individual guest.

The selection process works as follows:
•

Monday, July 13th – All sponsors receive guest list
information including name, title, company, city, state
and up to two additional data fields for review and
analysis. Sponsors with boardroom presentations
receive boardroom group rosters.

•

Friday, July 17th – Sponsors with boardroom
presentations complete and return Boardroom Group
Preference Forms, ranking top preferences for
boardroom presentation(s).

•

Wednesday, July 22nd – Boardroom assignments are
made and communicated to sponsors.

•

Monday, July 27th – Sponsors complete and return
One-on-one Meeting Preference Form, ranking top
preferences for meetings.

•

Monday, August 3rd – One-on-one meeting
assignments are made and communicated to
sponsors; guest profile information for all scheduled
engagements and schedule of engagements are sent
to sponsors.

Review the available data points:

www.techomebuildersummit.com/playbook/guest-datapoints

Here are our tips for review and use of profiles
•

First, review the brand usage information in your
product categories and complementary categories
to understand your position and potential with the
guests you’ll be meeting. If the guest is aligned with
a competitor for whom you have a good switching
strategy or a complementary product, be ready to
steer your discussion into those fertile grounds.

•

Review the firmographics to understand the size
and scope of the guest’s operations and determine
how your product can be positioned to be right for
their business.

•

Review personal information to find bonding and
rapport opportunities. We capture not only industry
bios, but also hometown, sports followed and
favorite food and drink. We’re sure you’ll find many
ways to connect with guests on a personal level.

•

Do an advance read-through, conduct additional
online research, think creatively and note your
thoughts in writing to remember them, then refresh
on site shortly before the engagement to ready
yourself. Remember: interested is interesting!

AE Ventures will be coordinating nearly 200 boardroom
presentations and over 3,000 one-on-one meetings at
this year’s event and therefore must adhere strictly to
schedules for selection. Sponsors that comply with the
schedule and provide the preference info requested will
optimize their selections.
Please note: assignments of boardroom groups and
one-on-one meetings are made using our priority
selection process. Priority numbers are based on loyalty
of participation and timing of sponsorship commitments.
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FAQs
How do we get the most out of our 1-on-1
meetings?

How do we get the most out of
our boardroom presentations?

One-on-one meetings are 15 minutes in duration and
take place at the sponsor’s exhibit based on a schedule
established in advance for sponsors and guests.

Basic Operation. Boardroom presentations are
scheduled for the morning of Aug 11 and the morning of
Aug 12. Boardrooms are 35 minutes in duration and take
place in convention center meeting rooms set
conference style or U-shaped with a projector and
screen provided (additional A/V may be ordered, see
service catalog).

•

Exhibits open at 1:45 p.m. on Aug 11 and meetings
begin at 2:15 p.m.

•

On Aug 12, exhibits open at 12 p.m. and meetings
begin at 12:40 p.m.

•

There are 5-minute intervals between meetings,
and meeting slots conclude at the end of exhibit
hours—6 p.m. on Aug 11 and 3 p.m. on Aug 12

The physical environment for your meetings is at your
discretion and may or may not include static product reviews
or product demonstrations. For meetings that will be more
conversational, we recommend highboy tables with stoolheight chairs for a comfortable one-on-one discussion.
With regard to the substance of the meeting, we
recommend the following:
•

Dedicate five to seven minutes to discovery—
uncovering critical business needs and pain
points of the guest. The detailed company profile
and biographical information you’ll receive in
advance will provide clues on where to probe.
You’ll likely know whether guests are carrying a
competitor’s products, so you can explore strengths
and weaknesses and uncover “loose bricks” you
can address with your products and programs.
The Summit general session content also puts
you in a position to ask about business process
improvements and product mix changes the guest is
contemplating—more fertile ground for uncovering
challenges, pain and needs you can address.

•

With good, efficient discovery on the front end of
your meeting, you can use the second segment to
present a flyover of your most relevant product and
service information.

•

The final one to two minutes of your meeting
should be reserved for closing next steps. Be
as specific as possible on this—identifying time,
place, purpose, agenda and additional
stakeholders who will be involved.
Get your next meeting calendared!

TecHome Builder Summit 2020 Sponsor Playbook

Boardroom guest groups are delivered to your room by
group leaders at a pre-scheduled time. Groups arrive
slightly before your scheduled start time, so be prepared
to start promptly. Given the tight scheduling of the
Summit, boardrooms need to conclude on time, and our
guest leaders will assist you by providing a five-minute
and two-minute warning and gathering the group
together for movement to their next activity promptly
upon the stopping time. Sponsors with one or two
boardrooms packages should prepare for rapid set-up
and/or exit from their boardroom to facilitate the
sponsor next in line to present in the room. Sponsors with
three plus boardroom packages are able to do more
extensive set-up for product demonstrations and
displays. Coordinate freight and decorating for these
plays with our exhibition service provider.
Presentation Substance. Boardroom presentations
represent an opportunity to make a powerful impression
on guests and gain positive sales traction. You have 35
minutes, so structure a presentation that communicates
the most important and relevant facts, covering topics
like new products and the sales and profit opportunities
they open up, new support or pricing programs that
create a bottom-line impact or your product/technology
roadmap. Case studies are perhaps the most compelling
content. Guests are seeking ideas on how to develop
and refine their tech strategy at the Summit. Show them
how you’ve helped other builders with their strategy and
you’ll get their attention and interest and win next steps.
Some companies take a focus group approach, asking
our business leader guests for feedback on products and
programs under development.
Boardroom Staffing Staff your boardroom not only with
presenters but additional team members who can
monitor and record the reactions of individuals in the
group. At what points were they connecting with your
presentation and where were they lost or resisting? This
knowledge provides a better starting place for your next
step engagements whether at or after the event.
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FAQs
How do we get the most out of
our boardroom presentations? (cont.)
Closing Next Steps. Given that you are presenting to a
group of 10 or more guests, it’s not likely you’ll be able to
converse one-on-one at the conclusion of the presentation
regarding their interest levels and preferred next steps. For
that reason, we recommend you develop a customized
“Next Steps Survey” for the guests to complete during the
last minute or two. Pre-fill with name and ask guests to
identify their product interests and preferred type and
timing of follow-up. Consider providing an incentive for
guests that complete a form and agree to a next step.
See a sample form:
www.techomebuildersummit.com/playbook/next-steps

How do we design and staff ou exhibit?
In terms of exhibit design and decoration, our basic
recommendations are as follows:
•

Bring/rent furnishings to support meetings—most
common and efficient are highboy tables and stoolheight chairs.

•

Dedicate approximately 36 sq. ft. of space for each
meeting area. One meeting area per 15 meetings.

•

Decorate with identity signage and product graphics to
support meetings and attract stop-by traffic.

•

Consider adding product kiosk style elements to enliven
meetings and attract stop-bys.

•

How do we get the most out of our general
session sponsorship?
General session sponsorships are multifaceted
opportunities to exhibit thought leadership and promote
brand and products. Components include a presentation
of 10-12 minutes to all Summit guests (or those of a
specific Summit segment) as part of a general session,
branding and literature distribution at the event and
post-event promotion and publicity.
•

Don’t invest in an unecessary, extensive, expensive
booth property!

For the presentation, we recommend focusing
on new products and programs, introducing new
corporate capabilities or showcasing how your
company is contributing to the success of bigger,
better builders. Most important, include a call to
action that stimulates next steps with your company.
This often includes an invitation to connect at your
exhibit, and, again, incentives like a prize drawing or
fun giveaway can be helpful in stimulating response.

•

In terms of staffing, you’ll need at least one staff member
for every 15 meetings you have scheduled at the exhibit,
plus one or two floater staff to connect with stop-by visitors
during scheduled meeting times.

For literature distribution, less is more—one pager
and pocket-sized literature that reinforces your call
to action and the central points of your presentation
are key.

•

Branding is a simple matter of working with our team
to get your desired identity and message highlights
across in the room.

Register your staff members in advance with our team.
Your staff will pick up their credentials during your sponsor
orientation meeting.
Note: There are two types of sponsor registrations:
Executive Registrations grant admission to all Summit
general sessions and social functions in the Summit market
segment you are focused on. Exhibits-Only Registrations
grant access to the exhibits for set-up, visiting hours and
tear-down. Specific allocations of registrations are included
in your sponsorship package. Additional or converted
registrations require additional fees.
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FAQs
How do we maximize results from
networking at general sessions and social
functions?

How do we make our sponsorship count
with effective post-event efforts and
activities?

All Sponsors have access to the Aug 10th Connections
Reception. Sponsors with Executive Registrations have
access to the general sessions for the guest segment with
which they are aligned throughout the Summit. Attending
these elements represents an important networking
opportunity with VIP guests. You will be seated among
guests at general sessions. Introduce yourself. Watch
how they respond to the content presented and ask them
what they think. It’s a great way to build rapport and
potentially uncover pain points you can address with your
products and systems. Invite guests to visit with you at
your exhibit during open visiting hours and give them a
card with your booth number and a keyword on why they
should visit you. Follow up after the event with a “nice to
meet” note and a request to connect by phone to learn
more about their company’s needs and goals.

Effective post-event efforts to consummate new
relationships with builders and architects or to expand
business with existing customers start with closing next
steps on site. The key is to take a guest’s conceptual
agreement to a next step and turn it into a reality. Like
any selling, it comes down to blocking, tackling and
persistence. Remind the guests of the need/pain point
you uncovered in the engagement, send the follow-up
information you promised, send calendar invites to get
next steps scheduled, call and email behind those invites
to get confirmations and ensure the next step happens.
If the prospect goes dark—go back to pulling pain.
Trying to get them on the phone for 10 minutes to see
if you misread their needs or failed to understand their
evaluation process—you will discover whether you have a
real opportunity or need to “close the file” and move on.

Both sponsor staff with Executive Registrations and
Exhibits-Only Registrations can participate in the After
Hours on the evening of Aug 11th. The after hours is a nohost excursion to three drinking establishments, where
guests and sponsors can connect in a casual setting.

One specific piece of advice is to recognize the
“consensus selling” required at most large builders.
There is no single decision-maker. Rather, executive,
sales, operations and purchasing management weigh
in on various elements of taking on a new vendor or
product line. Ultimately you’ll want as much contact as
possible with the various influencers and approvers.
Trying to get additional stakeholders involved in the next
step meetings you arrange during the Summit can be
a good idea and a means of accelerating the decisionmaking process.

How do we maximize and accommodate
stop-by visits at our exhibit?
Effective networking and promotion during boardroom
presentations (and general session presentations if your
package includes them) help build stop-by traffic. Onsite promotions, signage, etc. are also available at an
additional fee to do the same. Our team can provide
options and pricing.
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Need help from AE Ventures? Our team can help with:
lost contact info, a note of support for your post-event
outreach, database information we may have on other
stakeholders at a guest company and more.
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Timeline for Success
12+ weeks prior to the event
Understand sponsorship components and
engagement opportunities
Execute planning call to discuss strategies and
solutions for success on site.

At the event

Determine staffing requirements for the event

Participate in sponsor orientation

Book your staff hotel rooms

Execute boardroom presentations/one-on-one
meetings; attend general sessions and social
functions as appropriate for your registration type

Meet with your team to set goals for the event
Make all payment arrangements to ensure timely
meeting selections
Submit your online company listing

5-12 weeks prior to the event
Order booth furnishings and services
Book staff air travel
Register your team for their event badges
Schedule/attend personalized planning meeting
with Summit team

1-4 weeks prior to the event
Submit your meeting preferences
Design meeting purpose and desired outcomes
Prepare on-site materials—collateral, meeting notes
templates for sales team
Ship materials to the Summit

1 week prior to the event
Prepare customized next steps survey
Meet with your team to reinforce plans and strategy
Review guest profiles
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Book next steps with guests with whom you are
meeting throughout the event
Notify Summit staff of any missed meetings or other
disconnects at the event

Week after the event
Re-confirm meetings booked with guests at the
event via calendar invite and phone call
Hold meeting with your team to debrief on action
items from the Summit
Complete post-Summit sponsor survey
Schedule after-action review with our team

Three weeks after the event
Check status of follow-up efforts
Brainstorm ways AE Ventures can help with followup
Conduct after-action review meeting with
our team
Review engagements summary provided by AE
Confirm suitability of sponsorship renewal or
required adjustments
Set date/time for review and planning with AE as
required
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