
Understanding Event Marketing

Key concepts, process steps, tools, and best?practice tips

1. What Is Event Marketing?

Aspect Description

Definition

The planning, promotion, and execution of live or virtual experiences (conferences,

product launches, trade shows, webinars, festivals, etc.) to achieve specific business

objectives.

Core

Goal

Build brand awareness, generate leads, nurture relationships, drive sales, or reinforce

brand positioning through a memorable, interactive experience.

Scope
Can be B2B (industry conferences, webinars) or B2C (pop?up shops, concerts).

Includes hybrid formats that blend in?person and digital elements.

2. Why Event Marketing Matters

1. High Engagement – Face?to?face (or live?stream) interaction yields higher emotional

connection than static ads.

2. Lead Generation – Attendees often have a higher intent to purchase; event?derived leads

convert 2?5× faster.

3. Brand Differentiation – Unique experiences showcase personality and values that static

media cannot convey.

4. Data Capture – Registrations, badge scans, app activity, and post?event surveys provide

rich, actionable insights.

5. Community Building – Repeated events create a loyal audience ecosystem around the

brand.

3. Event Marketing Funnel

Awareness ? Interest ? Registration ? Attendance ? Engagement ?

 Conversion ? Advocacy
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Funnel

Stage
Primary KPI Typical Tactics

Awareness Impressions, Reach Social teasers, PR releases, influencer mentions

Interest
Click?throughs, Content

downloads
Landing page, teaser videos, early?bird offers

Registration
Registrations, Cost per

Registration
Email nurture, retargeting ads, referral incentives

Attendance Check?ins, No?show rate Reminder emails, mobile tickets, on?site signage

Engagement
Session attendance, Interaction

rate

Live polls, Q&A, gamified booths, networking

apps

Conversion Leads qualified, Sales closed
Post?event offers, follow?up calls, demo

scheduling

Advocacy NPS, Social shares, UGC
Post?event surveys, thank?you gifts, community

forums

4. End?to?End Planning Process

1. Strategic Foundation

Define objectives (SMART).

Identify target audience personas.

Set budget and KPIs.

2. Concept & Format

Choose event type (conference, workshop, product launch, virtual summit).

Decide on hybrid vs. fully in?person vs. fully virtual.

Draft a value proposition for attendees.

3. Program Development

Build agenda: keynote, panels, breakout sessions, demos.

Secure speakers/influencers and create speaker contracts.

Integrate interactive elements (polls, live chat, networking).
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4. Venue & Technology

Physical venue: capacity, location, logistics, AV needs.

Virtual platform: streaming, registration, analytics, branding capabilities.

Hybrid integration: on?site streaming, QR code badge scans, virtual networking

lounges.

5. Marketing & Promotion

Channel mix: email, social media, paid ads, partner newsletters, SEO.

Content assets: teaser videos, speaker bios, agenda PDFs, blog posts.
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