SUMMER
CONFERENCE
MARKETING:




2,000 Cheerleaders = a HUGE marketing
challenge!
Jq




Marketing:

o “Marketing people are
preoccupied with doing
research and “getting the
facts”. They analyze the
situation to make sure that
truth is on their side. Then
they sail confidently into the
marketing arena, secure in the
knowledge that they have the
best product and the
ultimately the best product will
win. It’s an illusion. There are
no best products. All that exists
in the world of marketing are
perceptions in the minds of the
customer of prospect. The
perception is reality.
Everything else is an illusion.”

* Ries & Trout




Bad Examples, Marketing
__ Failures:

lvory soap. lvory
Shampoo?

Life Savers candy. Life
Savers gum?

Bic Lighters. Bic
Pantyhose?

Heinz ketchup. Heinz
baby food?

Adidas running shoes.
Adidas cologne?

Levis’s blue jeans.
Levi’'s shoes?

Coors beer. Coors



1)

2)

3)

4)

5)

Learn how much and what kind of
marketing to do for a campus summer
conference program.

Learn to market the experience and not just
the facilities.

Understand what target groups to market to
and how to reach them.

Learn how to retain business and get
referrals.

Learn what associations are available for






What makes the best summer

grougs’?
[ ]

Size of group?

Demographics of Group?

3) Abllity to Pay on Time?

2 Responsible Adult Supervision?

5) Amount of meeting space
required?

5) Complete Meeting Package?

7 Working with a great meeting
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How well do you know

- YOUrsummergroups?
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How do you sell the
EXPERIENCE ...
not the Faclilities?




Marketing to your best groups!
]

o “Brilliant marketers have
the ability to think like a
prospect thinks. They put
themselves in the shoes of
their customers. They don’t
impose their own view of
the world on the situation.
Keep in mind that the world
is all perception anyway,
and the only thing that
counts in marketing is the
customer’s perception.”

" Ries &
Trout







What story are you telling?

Mountain setting, variety of facilities, complete
meeting package, transportation.



How to Sell the Experience not the

Facilities!
I =

Web site — photos,
photos, photos, not too
many words — just the
facts

Testimonials, blog
pages, referrals,
referrals!!!

Ads should tell a story,
set a picture in the mind.

Print materials, should
be fun and easy to read?

What makes you
different or unique? Are
you exploiting your
strengths?

Tell them what they can
expect to do, to see, and
to experience.



Tell your market what they will
experience and what FUN they can
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After marketing the experience, then sell

the facilities:
e

Fun, Fun
Fun!



How do | get my best groups to

come back?
I




Retaining Summer

-M

Ries & Trout



Quote: Bernie Marcus- Home

Degot
]

“All of our people
understand what the Holy
Grall Is: It's not the bottom
line. It's an almost blind
passionate commitment to
taking care of the
customer.”



Looks like cheerleaders wrote this!!! Do summer
conferences get the same level of customer service

that all our clients get?
I



Example of Customer Service:
I



Are you getting referrals?
I

ASK:

1)Where did you hear about us?

2)Do you have others in your organization that
might be interested in our facilities?

3)What worked best for your group?
4)What did not work for your group?
5)What positive experiences did your group
have?

6)Ask for referrals before the group leaves.
7)Ask for evaluations, make it easy to give
feed back.

8)Give incentive gifts for referrals.



8.

9.

Assoclations that will help
target Summer Conference
markets:

RCMA — Religious Conference Management Association
www.rcmaweb.org

SYTA- Student Youth Travel Association www.syta.org
NTA- National Tour Association www.NTA. travel

Unigue Venues — Directory for alternative housing
WWWw.uniquevenues.com

ABA- American Bus Association www.buses.org

Local CVB — Convention and Visitors Bureau wwuw.visitslc.com
SGMP — Society for Government Meeting Planners www.sgmp.org
NMSA- National Middle School Association www.nmsa.org
HSMAI- Hospitality Sales/Marketing Assoc. Inter. www.hsmai.org

10. MTNA — Music Teachers National Association www.mtna.org






Professional Development
Assoclations:

1. MPI - Meeting Professionals International
WWW.mpi.org

2. PCMA - Professional Conference Managers
Association
WWW.pcma.com

3. ACUHO-I Association of College and University
Housing Officers — International www.acuho-i.org

4. ACCED-I Association of Collegiate Conference &
Event Directors International www.acced-i.org

5. ACUI — Association of College Unions International

WWW.acui.org
6. SYTA- Student Youth Travel Association



Marketing for Summer
Conferences

“Marketing is the delivery of customer
satisfaction at a profit. The two-fold goal of
marketing is to attract new customers by
promising superior value and to keep current
customers by delivering satisfaction.”



Who Is your best

manhﬁt’?’?’?
—

All Of These '
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