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Summary 
Learn how to make the most out of your next live event with proper event lead 
management. We’re talking about planning, lead capture, and post-event nurture. 

Presenter 
Chris Kipgen, Lead Liaison 

Transcription 
*Please note that this content was presented in first-person live and then transcribed. It will read 
exactly as presented in the webinar. Welcome message and company introductions have been 
removed. 

Slide 10 
So we’re gonna go into a little bit of Event Lead Management and why it matters right now. 
Why we should be using this live events and why it’s very important that you have 
something on the backend to help you manage the events as well.  

Slide 11 
And when we’re talking about live events we expect to have- if I’m gonna have people in 
two kind of major brackets right now: Business to Business and Business to Customer. B2B, 
B2C. A little bit of a different purpose for the live events but we’re basically doing the same 
thing at each one. This is about face to face interaction. It’s about generating excitement. 
So B2B- we’re gonna be working on some Prospecting. So we’re trying to find our 
influencers, maybe gatekeepers while we’re out there. We’re now working, we’re finding out 
who else is in our industry. We’re getting awareness of our brand out. In some extent we 
might actually also be talking to some existing accounts. This is a good time to do some 
relationship building with those existing accounts and of course generating more revenues 
- the end goal of all of this. For B2C, it’s a little bit of a faster sales cycle and B2C live events 
are actually really fun and really exciting. This is where you gonna have product 
demonstrations. We tend to have handouts for everyone. I always love getting the freedom 
of knickknacks [inaudible]. Customer interaction can be huge at these B2C events if they’re 
public events. But of course let’s not forget that we also have the possibility of vendor 
relations. So this could be an event where you’re going and you’re meeting with your 
vendors for your organization as well. And that can also apply to B2B a little bit there as 
well. Brand awareness is gonna be huge for B2C and again generating revenue. So these 
are a few different reasons why you might go to a live event. These are the areas where live 
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events tend to be most effective compared to other types of marketing like emails or even 
physical media. 

Slide 12 
So just a couple of things to be aware about live events. So first off let’s talk about Social 
Media a little bit. Social Media is one of the biggest ways that marketers are trying to 
spread brand awareness right now. Especially in that B2C field but also big end B2B. And 
based on some recent sales we actually found that 98% of attendees to a live event or a 
trade show generate some kind of social media content. A lot of those are photos. So if you 
do have a set up there, if you’re attending one of these live events and if you have 
something that catches their eye, there’s a good chance that that's gonna end up on social 
media and that doesn't hurt anyone. 72% of consumers say that they positively view a 
brand after a quality event. So if they go to an event, it was a great event and they thought 
yet a good presentation, they’re going to view you more positively. And in fact 84% that do 
make a purchase from you eventually are going to repurchase after that first purchase and 
that’s if they’ve attended a live event first. So we can’t really underestimate how important 
this is.  
 
From the marketing point of view, 44% of marketers claim to experience a 3:1 ROI from live 
events and what all this come down to is you’re dealing with a lot of people face to face, 
you’re building rapport. If you can just close a few of the deals you get out there, you’re 
going to make your money back on it. And in fact, 85% of marketers say that events 
accelerate the buying journey so you can skip some of those earlier steps on the funnel. So 
there’s a lot of really great reasons to attend these live events. This is just barely scratching 
the surface but I wanted to give you an idea of how big this numbers can be. But there’s 
kind of another side to this...  

Slide 13 
For a lot of organizations, you get to lead and that’s where a great marketing could go 
home, they could give the sales team a lot of prospects but at the end of the day, recent 
studies have found that 85% of event leads are never followed up with which is crazy when 
you think about it which is crazy when you think about it. And if you don’t follow up with 
this leads they’re probably not gonna come back to you. In fact, especially in that B2B 
marketplace, it’s very rare that you have someone reaching out to you like, “Hey! I met you 
there I thought you’re gonna send me stuffs?” They’re probably just gonna move on to a 
competitor. So it’s huge that we have some way of managing what happens to this leads 
after the event is over. 22% of companies say that they have no way to track ROI from one 
of these events which again is very crazy. I’ve actually seen several of our clients where 
they’re throwing money into live events but they have no idea if they’re making anything 
back from it or not. And that’s one of the things that Event Lead Management or ELM can 
really help with.  
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And finally, only 14% use event management software. Now it kinda depends on which 
bracket we’re in. About 22% of companies in B2C will use Event Management Software. But 
only 9% in B2B are using Event Management Software. And really that’s not a surprise. 
When you look at those top two numbers: the 85% not followed up on and the 22% of 
companies not being able to track ROI, well it comes down to this bottom number. There’s 
just not a lot of penetration out there. People are not taking advantage of the tools that are 
available. So we’re gonna show you how you might be able to use an Event Lead 
Management tool today and we’ll be showing off our platform a little bit in the ways we can 
help at. Hopefully, we’ll give you some good ideas for your next event on how you might 
want to handle it.  

Slide 14 
So the Event Management Process- I’m gonna break that down into really three major 
areas. There’s the planning stage which happens before the event, the attending stage - 
that’s the event and following up which of course is what happens afterwards and that’s the 
really key important part. That’s gonna be where you make your sales.  

Slide 15 
So talking about planning a little bit. The first thing we need to establish is a way of tracking 
ROI, a way of tracking our lead sources and getting our content organized together. So I’m 
gonna show you real quick an example of how Lead Liaison handles campaigns and a lot of 
ELM software. You’re gonna see something like this and you’ll see the importance of it.  
 
So I’m here in our platform and this is our campaign’s area - these are our marketing 
campaigns, and I created a campaign. I called it the 2018 Webinar Trade Show because I’m 
not ultra-creative. So here we are one of our webinar, we’re talking about trade shows, 
there we go. And with this campaign, I’m able to associate a cost to it and so this cost might 
initially be what we’re estimating the cost is gonna be once the event is over we know we’re 
gonna have expense report, we’re gonna have all the things. We can go back, we can edit 
this cost and adjust it as necessary to whatever the trade show ends up being or 
conference or whatever live event we’re talking about.  
 
The importance of this is any content I create like my webform that’s gonna be set up for 
our lead capture device, any automations I have ran that are doing nurture, all of those are 
gonna be associated with this campaign. And we’ll see at the end of the presentation, as 
people come in here, we’re gonna be tracking our cost per prospect, we’re getting 
opportunities from this or we’re getting wins from this or we’re gonna show you how we’re 
can convert this number into a full ROI and in addition to campaigns we also have a 
concept of what’s called programs so you know this campaign is in our trade show 
program. So each individual trade show or event is gonna have its own cost, its own 
people, its own content but the overall umbrella that is under trade show. So this is actual 
way of tracking how events or trade shows, in general, are doing for your company and 
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that’s a really key part that people miss.  You might have one or two events that are doing 
really well but then you have 10 others that really aren’t doing so well. So your overall 
program isn’t as efficient as it could be. And again that’s a big area that we wanna help you 
out with.  
 
So just to start out we wanna make sure that anything that we create is associated with the 
campaign and it’s in those campaigns are associated with the programs and that’s really 
gonna pay off later on we’ll see on the following up side of the presentation.  

Slide 16 
Now in addition to planning and setting up our campaigns and programs, we also have to 
decide who to invite. I’ll tell you in this day and age it’s really not enough to just show up to 
a trade show. If you just show up there to a conference event trade show, and you’re just 
standing behind your booth, you got your nice pens that you’re gonna hand out to people 
and some physical brochures, you’re gonna be that really friendly person who’s standing in 
there smiling in the corner with no one in their table.  
 
So it’s important that you start generating some people to come and meet you at these 
events. So who are you gonna invite here? Some great sources that we’ve identified. If you 
have a newsletter, you know talking to your newsletter subscribers can be a great way of 
doing that. They’ve opted in so they’re interested in your company in some way.  
 
Anyone who’s a current opportunity. So if you’re in a middle of the sales process with 
someone, then go ahead and invite them out. This is a good time to see them face to face. 
And of course prospects that may not currently be opportunities, maybe you’re just in the 
initial stages of that sales pipeline, get them going too. Or maybe they’re even former 
prospects. We had someone where for one reason or another the deal didn't close. I mean 
if we're amicable with them? If we parted on friendly terms and we kinda understand why 
we lost that deal. Yeah let's invite them out! You never know someday down the line but 
not a customer today, they could be a future customer. So it's a great time to invite them 
out as well.  

Slide 17 
And for the invitation process, we really do recommend going with a multi-channel 
approach. So what we see most of the time and industry-wide it's about 63 to 70% of these 
invites are going to be done directly through email and that's great! Email is easy to put 
together. You can reach a large number of people, but email isn't always the most effective 
way of getting people's attention. We do also have the ability to send things like postcards 
or handwritten letters. You can also take advantage of pay per click advertising and landing 
pages. And the idea is to start pulling people in from this different channels – social media 
is obviously another place where you're really going to want to start inviting people to 
come in and that's gonna really fall into the same category with the PPC and landing pages. 
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You have your social media accounts, you're getting them into the landing page to throw 
out ultimately the form. And this is actually similar to how this webinar setup was where we 
send out this invites to you. You went to a landing page, you filled out your information and 
that registered you for this webinar. It's the same thing except with an RSVP form for an 
event.  
 
I wanna show you real quick. And if we go in here, this is an automation that I just had set 
up beforehand. So this is an example of what an invitation automation might look like. So 
we've identified the clients we're looking for, we've made our list, we're targeting this list 
and I've put a couple things in here. So first off we're sending them an email to invite them 
into an event but we're also gonna be sending out a postcard and what's cool about our 
system is when we do a postcard you can create the postcard in Lead Liaison and those 
postcards can all be personalized down to individual data points. So when you send the 
postcard out, it's not just a generic “Hey! we're gonna be at this event. Come see us.” It's a 
“Hey Robert, we're gonna be at this event. We love working with [the name of your 
company] (whatever that company is). “Why don't you come out and visit us at this table?”  
 
And this is really a good way to get people's attention. And from there, we're going to 
actually tell the system to wait until a certain date. In this case, I'm saying May 2nd but you 
might wait till maybe a week or so before your event. And then we're gonna send an email 
again but in this case I'm using a condition. And I'm telling the condition to look out for if 
someone has filled out our event registration form. And there's a few ways they could have 
gotten to this form, so it could've been through the email or the postcard. But if I've been 
running my pay per click ad campaign through adwords and they come back to my landing 
page and they caught the form that would also qualify them here or if we did through 
social media that will also qualify them here. But what I'm telling the system is if they've 
submitted the form, we're not gonna send them another email, we're not gonna bother 
them. But if they have not submitted the form, we're gonna go ahead and send one more 
invitation just to remind them “Hey! if you haven't RSVP-ed yet, go ahead and RSVP. We'd 
love to see you here!”  
 
And this is a way of basing the communication around their interaction. If they're already 
showing interest. If they're already engaged, we don't wanna bother anyone. But, 
otherwise, we can continue to try to get their attention and  this is where we can also get 
more creative and do things like send a second postcard if they haven't filled out the form 
instead of doing an email. So several ways of handling this.  
 
This is just a quick example though how you might have that set up.  

Slide 18 
So back in here with the planning there's a few other things that you gonna need to decide 
what data points you wanna capture. And this is where it's really going to affect your sales 
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team as well as any marketers or any representative that you're gonna have on the floor. 
So this is where things get really important and we're gonna go back into Lead Liaison here.  
I'm just gonna show you our form builder just so I can give you an example as we're talking 
here. So I have a form that I've set up here and I've identified a few areas that I might 
wanna capture information so. I've left an area for my sales people to capture business 
card. I've given them a [inaudible] for their name, email, phone number, their company. 
Pretty standard contact fields. But I've also made some custom fields. So I have this one 
field called VIP.  And this would be if we have a sales person who feels like  this is a really 
qualified lead we really wanna to talk to them a lot.  
 
We have area of interest so we can decide “Hey are they looking at marketing sales, public 
relations and other...” Just an example from our Verticum. I even have a checkbox field here 
for Product of Interest. They can select multiple products if they need. And of course I've 
left an area for notes for them here. And I'll show you just what this looks like on the front 
end. This is the actual trade show app. So this is what we would be running on your devices 
at the event.  And let's say I just look in here at this particular form, you can see that it’s 
been captured from here. So here's my name fields, email, VIP etcetera. So this all transfers 
over. 
 
Another new thing with the Event Lead Management software, this shouldn't be too much 
of a surprise if you've used those scanners at trade shows before, you know kinda how you 
can scan the barcode and move from there. What's great about this is the customized 
ability. So I have those custom fields but I can also make changes on the fly. So you see an 
example here I'm just gonna go ahead and add an image field into this so maybe they just 
wanna be able to take a picture or save a picture from their device. I've saved that and I'm 
gonna go ahead and reload my form here in my device. My device says it syncing right now 
cause it already received that update. If I'm going to capture, you can see that we  have that 
image element down there already at it. So we can add things in real time if needed.  
 
But I tell you what? The best way to handle this is to make sure you have the form ready to 
go before the event is there. And again, marketers sit down with your sales team. Find out 
what information they feel they need  for a qualified lead. Sales - sit down with your 
marketers and find out what information do they need to be able to support you later on.  

Slide 19 
So back at our presentation here. We're gonna talk about actually attending now. So this is 
gonna be the part where we're capturing the leads and there's a few common ways of 
doing this that you'll see at different events. One can just be a simple form submission. So 
I've seen companies with clip boards. You can actually use a device like we have for 
GoCapture that's our form submission application. Barcode scanning is increasingly 
popular especially in the United States where you can just go up scan their barcode on 
their badge and you're good to go and then Business Card Transcription is something 
that's really taking off and transcription is really unique. And then say that being in the 
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computer trying to guess what the appropriate field is there. I'm giving you about 70% of 
the way there an accuracy. Transcription is done by a live person. It's guaranteed 100% 
accurate so you know you're getting good data as it comes through.  
 
And of course, we also have the old-fashion way of passing business cards around. I'll tell 
you without a system to really help you capture those leads and  upload them immediately 
you're gonna start losing things.  
 
So let's look back at GoCapture real quick. Let's look into are forms. So I'm here on the 
form screen of Lead Liaison. I've got GoCapture opened here. I might just give you an 
example where I could fill out this information and go through. Put in the name, the email. 
We're gonna talk about this VIP field, in just a second. But if this is maybe a B2C event or an 
event I'm hosting, I might actually know who some of the attendees are already so I can 
also attach a list to this field as well and just select their name from a list.  
 
Doing that, the system will fill that in for me automatically, which is really great. Maybe I'll 
say this person's a VIP and they're interested in the sales and they want site engage and 
Event Lead Management. We can leave some notes and then I just hit 'Submit'. And that's 
really all there is. That's lead capture at its most basic. I'm gonna go in here. I'm gonna 
review that submission. If I need to, I can check the submission make edits. I could block it 
if this is with someone from another vendor. They're trying to sell me something. I just 
wanna be polite. Taking their information, scanning their badge. I could block them and not 
upload it. But I want somebody to upload. I'll just click this upload button and it 
immediately goes back to Lead Liaison. Infinitely, this can also be set to auto-uploads so 
the moment your representative hits that 'submit' button, it's gonna go to our back end.  
 
And if I refresh the page here in our web app, you can see that that submission has already 
gone through. And this is where event capture tools are so important is you're getting that 
information immediately. Nothing is getting lost out or falling between the cracks and 
what's really important using a solution more like GoCapture is that its instant 
transmission. Unlike where you go to the shows, you have the scanner and you get a list 
later on at the end of the day. That's not bad. But when we get it instantly like this, there's a 
few other really cool tricks that we can do. Now before I move on to the nurture in the 
other piece, I'm gonna show you here. I do also want to mention barcode scanning. 
Because like I said before, that's gonna be a huge way that people capture leads at these 
events right now.  
 
You can use an Event Management software solution like Lead Liaison's Event Lead 
Management and you can still do your barcode. So with regards with the trade show tells 
you most of the time, you don't have to use their scanners. They will have some kind of 
software developer kit that solutions like Lead Liaison are able to use.  
 
So I have some sample barcodes here and I've got an identical version of the form with the 
barcode reader. And you'll notice one thing, I've put all of the contact info down at the 
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bottom here and here's really what the idea of this. I'm gonna move this over since it's a 
little close to my phone here. I'm gonna choose to scan the barcode and the device will 
recognize it. What it's gonna do is it's gonna make a call back to the barcode provider and 
then you can see down here. It's actually filled in that contact info for me. So if I'm at a 
really busy event, I don't wanna have to stop and type everything. I can just scan that code. 
And I put this custom fields at the top, so I can just fill those in really quickly. And we're 
done. I click 'Submit'. And the submission's through. I've moved on for my next person 
already.  
 
So if you want your representatives to love you, give them a shortcut like that where they 
can just scan a barcode and fill in those custom fields. Now where things get really 
important with event management is the nurture during the show. This is something that 
not a lot of places talk about. They talk about pre-show nurture and post-show nurture. 
We're talking about nurture during the show.  
 
So this is another automation that I have setup here and this is something where we can 
just start getting people excited during the event. So my representative has used 
GoCapture. They've uploaded the form immediately. So I already have their data in the 
system just seconds after they captured it. What's gonna happen with this automation, it 
triggers as soon as the prospect is submitted and I'm telling  the system to wait five 
minutes and then just send a 'thank you' email. And this email will just say something like, 
'Hey! We really appreciated you coming by our table. It was wonderful to meet you. We 
were really excited to learn more about your company!” And again, we can use merge fields 
to actually insert the name of their company.  
 
By the way, here's a few things that have coming up or we have a link back to a special 
landing page with an offer that they can try to go to. So basically we are trying to get them 
re-engaged and back visit our website. It's just a nice little thank you to send them. Now 
remember in the form, I have that VIP field and so if I'm the representative there and I feel 
like this person is a really good solid lead. I might say that, “Yes! They are VIP!”  
 
And I have a condition down here, that if they are already VIP, we're gonna use one of our 
Webhooks with Twilio to send out a text message and this text message will say something 
like, “Hey Jennifer! Thank you for coming by our booth! By the way, we are doing a cocktail 
tonight at 6 p.m. at the Marriott. Won't you come and join us?” So I'm actually inviting them 
out there and recommending that they come back and see me. That's because this person I 
feel like they are a VIP. I want to interact with them again as quickly as possible. And you 
can even go further than that.  
 
We've actually had a user use the text message feature to say things like, “Hey! are there 
other people from your company? Send them back our way and we'll give you a special 
offer.” And what's cool is if someone does text back since this is handled through Twilio. 
Twilio is able to forward that message back again. And again those text messages just like 
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our postcards and emails use data merge fields so we can personalize these messages 
without having to do anything beforehand.  
So really great way to get people engaged in at events. This is the key is getting people 
jumping back in. 
 
So we've kinda gone through attending through this slides so I'm gonna go and skip over 
this side.  

Slide 21 
The big thing afterwards is gonna come with the post event nurture.  
 
And so I've got one last automation here. And this is for our post event follow up. So this is 
somewhat similar to what we would recommend when you're using your event software. 
So the first thing we're doing, we might tell this to wait maybe a couple of days so after the 
event and then send another follow-up thank you email or hover when I handle that. If 
you're using a CRM like salesforce.com or Microsoft Dynamics, you do wanna make sure 
that your events software is able to sync up to it. We do actually have a direct connection 
with both of those programs. We also do have ways of pushing leads into other CRMs like 
Pipelines or SOHO. We even have our own complementary CRM. But in this case, I'm using 
Salesforce as an example. So once the event is over I can tell the system to sync those leads 
that we capture directly into salesforce.com and really I don't even have to wait I could be 
doing this at the same time so everything's immediately in Salesforce.  
 
Once it's in Salesforce, I can add it to a campaign. I can even create a task. So remember 
when I said earlier on only about 15% of those leads are ever being followed up on. 85% 
are being ignored. Well, we can use Salesforce, our CRM, to make sure we have a task to 
these people, are being followed up on.  
 
So this is a great way to make sure it's in there. Another feature that I've mentioned before 
is are handwritten letters. So let's talk about VIPs again. These are the people that we 
invited out to that cocktail party. Well, instead of just sending them the regular 'thank you' 
email and all the rest of it maybe I'm gonna send them a handwritten letter instead. 
Handwritten letters carry a lot of weight and a lot of value.  
 
So I can send them a handwritten letter. It's personalized. And when I say handwritten, I 
don't mean we're gonna make you write a letter. We're going to write a letter for you. So 
this our handwritten letter template here. You type in what you want the letters to say. 
[inaudible] right here there's a merge field. So we're going pull this from the prospect 
profile and what's awesome is you can choose the pin color, the type of handwriting. So if 
you want female cursive or a male print, that's not a problem. You can even add a drop in. 
So here's an example of a five-dollar Starbucks gift card that we could drop in.  I've seen 
some companies drop in some brochures. I've even seen a company that does a send 
along that we call down here. They were sending t-shirts out to people.  
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So this is another really good way of re-engaging them with them once the show is over. 
And again you can handle this towards just your VIPs. So it's only those most valuable 
people that you're getting this letters to go to. 
 
If you wanna make them feel really especially that's an awesome way to do it. And from 
there that's where we gone through our sales process. We have our sales team taking over. 
What's gonna be important from the more marketing side of things and the sales 
management side is okay that's great that we had all that but where is our ROI. How much 
money are we making from this?  

Slide 22 
So I mentioned before that you can put all of these things into a campaign. Well once inside 
a campaign, we're gonna start tracking anyone who comes in.  
 
So let's say that we have our form. The form is a part of the campaign. So anyone who 
comes in, submitted from that form is automatically added to the campaign. So the first 
thing we're gonna do is we're gonna tell you how many people have actually come in from 
that and prospects. Prospect- the idea of these two columns. Prospect means we have an 
email. People means we don't have an email. But we'll tell you who's come in as a result of 
that campaign and from that we can get you the cost per prospect. Pretty simple so far. But 
again if you are using a CRM like Salesforce.com or Microsoft Dynamics, we're gonna 
continue to monitor those prospects once they're in there and hopefully you'll eventually 
convert that lead into a contact and attach it to an opportunity. 
 
And so then we can tell you how many opportunities were created as a result of this trade 
show and the cost per opportunity plus the value of your opportunities. And then of those 
opportunities we'll tell you how many of them are one and how many revenue dollars have 
come in which then gives us our total ROI for everything coming in from that campaign. 
And this is huge because the system is doing everything for you automatically. You just let 
it do its thing. The only thing you have to do is just set it up beforehand and then let your 
representatives capture the leads, everything else is happening automatically. And that's 
the beautiful thing about having event lead management combined with lead management 
automation or marketing automation. 
 
And like the campaigns, we also track the ROI on the programs for theirs so again I had a 
trade show as the program. So it would tell you the same data points of how many people 
have come in as result of that program. How many opportunities? How many wins? And 
then the same thing for lead source too. So if you wanted to put in trade shows as a lead 
source, you can get an idea of how effective those sources are in comparison to your other 
sources. So you might go into your lead source report and realize, “Hey! I actually closed a 
lot of deals from people who come in from pay-per-click advertising and from social media 
and I actually don't get that much revenue from events, so maybe I can start closing out a 
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couple of events.” Or maybe you go in and you realize, “Oh wow a huge amount of my 
revenue is coming from these events. Let's really ramp it up!” And you're not gonna know 
that unless you're actually going in there and your tracking the ROI.  
 
Now if these all sounds like a lot to set up and it all sounds a little overwhelming, don't 
worry! If you do have a solution like Lead Liaison as I mentioned before you do have the 
Integration Specialist like me. I would be helping you set this kinds of things up and 
especially through your through your first few months worth of shows. We're gonna be 
there with you. We're gonna be making sure that everything is working correctly.  
 
So it's a great tool in general and again, if you're not using events yet, hopefully you can 
kinda see by now there's a lot of value to go into the events. And it's not that complicated. 
There's nothing too crazy about it. As long as you have the right preparations, you can 
handle the event and you can run them and you can get ROI on them.  
 
So if you do have any questions about that, we'd love to hear it. Now I believe that we do 
actually have a couple of offers going on today. So I'm gonna hand it back to Jen so she'd 
be able to talk about for you and then we'll take some questions. 

Slide 23 
Jen: Thank you Chris. Yes, absolutely. So I'm going to take over the presentation as well and 
get you guys over to our special offers here. So our first special offer is if you would like to 
purchase our stand-alone solutions and as Chris mentioned GoCapture several times at 
our Events Lead Management solution. That's powered by GoCapture. If you want to 
purchase a stand-alone solution, it's two free months off of your subscription. If you 
currently have a Lead Liaison license and you wanna add this to your Lead Liaison license, 
we're offering one free hour of training, which the training can get fairly pricey. So that's an 
amazing offer there. So let us know if you guys are interested in those. Just mention the 
webinar and we're happy to assist there. 

Slide 24 
Now so I'll go into the questions. Everybody, you should see the question area on your 
Gotowebinar screen to just so you can type your questions in there and I'll go through and 
kind of asked those. We've got a couple here and that I've seen come in. So the first one is 
can you highlight some information about the users and the amount of devices that you 
can have? Is there a limit to that? 
 
Chris: Yeah. That's actually a really good question. So it kinda depends on the solution 
you'll go with. A lot of solutions are going to limit you like 3 or 4 devices and then you'll pay 
like an extra 50 or 60 bucks a month per user. I've seen up to 200 per month per user. Our 
Event Lead Management solutions a little different in that we don't have any limits on the 
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number of users. So it's a flat rate and if you have 50 different reps, send out 50 different 
invitations.  
 
Jen: Awesome! Thank you. Alright, we have another question and which lead capture 
method do you recommend in those or do you see used the most?  
 
Chris: If we're in the US, the one I see used the most is definitely going to be barcode 
scanning. That's just something that became very prevalent in the event industry in the last 
10 years or so. And the event industry has been just growing like crazy. So that's the one 
that I see commonly used the most. The best thing about it, is like I showed in the 
demonstration is you can just do the barcode scans so it's filling in all the important 
information for you. And then you just fill in your custom fields for your particular 
organization. Hit submit and then you’re done. A single submission takes less than 10 
seconds. You can just go through one after another.  
 
Next I would probably say the next most common would be the business card 
transcription. We have a lot of companies where they'll just say, “Hey go out there and take 
a picture of the business cards, then they hand the business card back to us. We transcribe 
them and do the rest.” But most used in the US, that's gonna be barcode scans. In Europe, 
we tend to see more business card transcriptions. 
 
Jen: Wonderful! Thank you Chris. Alright, let's see one other question here. What 
information can be included or captured on the form? 
 
Chris: Yeah so, the information that you can capture is pretty limitless. So you can create 
any number of custom fields for our forms. So you saw that I had some fields in there for 
VIP or for product of interest. Those were all fully-customized forms. I created those fields 
myself. Put in the possible responses. If you're currently leaves on client, it's almost 
identical to our web form builder. For some who’s new with Lead Liaison, it's a simple drag 
and drop builder. Generally for me it takes less than 3 minutes to put a form together even 
with custom information. The custom fields you can have is a single line of text, a 
paragraph of text, a drop-down menu, checkboxes which is your multi-select field and then 
a radio button which is kind of a true or false multi-select with only one answer kind of 
thing. 
 
Jen: What is an absolute no-go when in contact with leads at events? 
 
Chris: A no-go. Well, one thing like in all cases when it comes to marketing and I'm 
assuming with that no-go, you're talking about what are some things that you're just not 
supposed to do. One if you do have an automation setup on the background, if they 
haven't opted in to email, you don't wanna start putting them on to Marketing lists. It's 
generally fine to send a thank you email or something like that because that's considered 
transactional. But you do wanna be careful putting them on some marketing lists. Beyond 
that I mean be general trade show etiquette. But if you kinda meant something different 
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with that no-go, just let me know and we'll circle back to this question. But really there's not 
much that I would say that you just can't do with a lead from an event especially since 
you're face-to-face with them. You can talk with them. You can build those expectations. 
Email marketing is the only area I really say to still be careful on. Depending on your 
country, text messages, as well. So yeah. But if you need to clarify that more, we'll go in a 
different direction with that. Let me know.  
 
Jen: You said that this is also available as a standalone solution. How does that work if I do 
not have Salesforce?  
 
Chris: Yeah so the Salesforce connection that we showed there, that's an add-on that you 
can do. We have that because a lot of our partners out there, they use CRM like Salesforce 
or like Microsoft Dynamics. We actually have our own CRM that you can use as well. So if 
you're also wanting to save the organization level and whether there's deals or 
opportunities, we actually have our own CRM that you can actually add it for free to event 
lead management so it's another just add-on. If you don't already have the CRM, then we're 
happy to provide that for you. And really, we can also work without a CRM altogether cause 
we're still gonna store the prospect records for you. We're still gonna store all the 
submissions but if you're in a little bit better in organization and you don't have anything 
else or if you've been looking to make a change on your CRM, that free option is actually a 
really nice CRM with everything you're getting. So it's stand-alone. If you have Salesforce, 
we'll integrate with Salesforce. It's a very deep integration. If you have Dynamics will do that 
and if not we can work with you as well. 
 
Jen: Alright! Thank you very much! I believe that wraps up our questions here.  

Slide 25 
Thanks everybody for those. So that is the end of our presentation. Everybody keep an eye 
on your inbox, I will send in the recording like I said from the next week and there will be a 
survey that pops up after we close the webinar. So we'd greatly appreciate your insights on 
that. In that way it can help shape future webinars as well. So thanks everybody for joining 
today. I appreciate your time. Hope you learned a lot. Let us know if you have any 
additional questions afterwards and have a great rest to your day. 
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