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Webinar

Position your customer as an industry expert and connect with prospects

Interest over time Google Trends
® webinar

Global searches for “Webinar”

 hit an all-time high, reached the highest pointin
past 12 months

* 4 times compare to “Normal state”

As of 23 Mar 2020

Use Webinar to

Support our communities deal with the disruption caused by COVID-19 and give them leads
regardless of physically restrictions.

Turn your event digital, keep the relationship and engagement with our exhibitors and buyers .
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Types of Webinar

The main types of approach, depends on the needs of customer/event

Single Webinar

An one-off event, usually based
around a topic like an industry
update, knowledge sharing, with
sponsor who receive the leads. The
most important is to have a clear
objective that meet the business
interest.

Sales opportunities
« Sponsored webinar (single or
multiple sponsor(s)

« Webinar hosted by IM and
K delivered by customer /

Information Classification: General

Small Meetups

Example like the cancellation of
any Awards, use it as an
alternative to announce the
winners

GUY DITTRICH
£ ARGE
SLE

AZINE

Sales opportunities

« Banner Ad on webinar
promotional materials

Webinar solution

«  Microsoft Teams / zoom

o

Such as panels, advisory boards.

Webinar Series

More than 1 webinar with similar
theme, it can be a training series, a
number of webinar with linked
topics etc., the aim is to establish
creditability on a specific topic and

Webinar Week

Sales opportunities
* Sponsored webinar series
» Webinar series with IM

\ J

keep a group of loyal followers. E.g.

Webinar
+ Other contents

Combine webinar with other
contents (e.g. videos, whitepapers)
to reinforce the image of the
customers/ products from the
webinar, target to have an all-
rounded promotion and reach out
to as many audiences as possible

Q

4

Sales opportunities

« Webinar hosted by IM and
delivered by customer with other
products (e.g. web content,

\ publications, blogs etc.) /
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Webinar Content

Education on a hot/key topic

Topic [Webinar] How to Take the COVID-
19 Outbreak as A Catalyst for Your
Business Transformation,
Digitalisation and Innovation

Description In the past few weeks, we have seen
how the COVID-19 outbreak tested
our crisis management preparedness
and continues to change our daily

life. In the coming weeks and months,

we are expecting to see the
pressures of the situation to act as a
catalyst to drive fundamental change
in the way we do business.

A

Information Classification: General

Explanation on a Whitepaper/ Market Report

New industry technology/
formulatiory/ ingredient

JOIN US FOR A FREE WEBINAR!

IN IC on

evolution in the Production of Mono-Dispersed

ontrolled Release Microparticles

TUESDAY « MARCH 24™ | TAMET

[CONTRACT |
asdty PHARMA

Are existing technologies fit-for-purpose in terms of quality, control, efficiency
and throughput volumes for manufacturing complex 21%* century
therapeutics? A new generation of proven, energy efficient, high volume
membrane emulsification equipment, promises to be a game-changer for
contract pharma. In this webinar you will learn

» The enhanced therapeutic performance potential for emulsions, double
emulsions and encapsulated particles in pharma applications with
improved mono-dispersity;

o Why membrane emulsification offers significant advantages over both
traditional homogenization and microfluidic processing; and

o Through specific case studies, how this new technology can
significantly reduce or eliminate downstream processing steps with
significant manufacturing savings

Euromonitor webinar to explore the state
of beauty and personal care in 2019

3y Lucy Whitehouse (7'

f [wlin]=

: z

Upcoming industry trend

“ollowing the launch of its latest insights into the current state of the b r ?
vorldwide, Euromonitor International is set to host a dedicated webina

- Sign Up! | Fall/Winter 20/21
= Trend Report Webinars

Presented by Fashion Snoops

Get to know what the top trends in Men's and Women's
fashion and accessories are for Fall/Winter 2020-
2021. Click inside to register to listen in and be apart of
our webinar presented by Fashion Snoops!
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Traffic booster
KOL presentation GV

The Oral Infection Experts™

Gum Disease ~ Halitosis  Research dio/Video  News & Events v Blog Order v (O

Course Title - Oral Systemic Practice - From Theory To Implementation

Webinar Guest Presenter: Dr. Tom Larkin DDS

Thursday March 26th 2020 - Time: 8:00-9:00 PM EST

Free Registration - CLICK HERE TO REGISTER

After registering, you will receive a confirmation email containing information about joining the webinar.

Webinar Summary

The conversation around the oral systemic connection has been very popular the past few years but very few practices
have been able to convert to a wellness based model. Dr Larkin describes how he has guided both startups and
acquisitions to a more wellness based model.

Biography

vorked

f common

r ~Lenm - B | - =i f F = N J 1 -, r -
O Larkin is a popular podcaster and co host of the podcast Nyglene sUperstar. HE | s Having extensive experience in both dental

Dr Larkin is a popular podcaster and co host of the podcast hygiene superstar. He has most recently founded POW, (Proactive Oral Wellness) a coaching and

TMPIETENtation WeD SIte 107 the most advanced approacnes mn preventive aenustry. He currently is working with several local startups perfecting his oral-systemic

practice protocol and helping develop innovative strategies to promote sustained practice growth and independence.

His newest website oralsysytemicmastery.com provides live training events that boost the awareness of the newest technologies that are re-framing the practice of

Information Classification: General dental hygiene.
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Live Webinars / 'virtual keynote’ that are developed based on customer preference of the
subject matter; they provide all content and speakers, while we provides a facilitator,
related advertising and marketing campaign, and the webinar production.

Webinar typically includes live-stream video, slides, audio, and polls.

Exhibitors receive exclusive branding throughout the campaign and leads from all who
have registered for the webinar.

)

/

\_

1 co-branded 1-hour live stream with rehearsal and facilitation - typically 45-minute
presentation and 15-miniute live Q&A

2-4 emails promoting the webinar to the targeted audiences, both from customer’s
target list and event database

Post-webinar deliverables:

Leads (registered participants) with full contact details will be shared with the
customer

Recording of the webinar
Webinar reports

~

Target Customer

All Exhibitors and
Sponsors

Purpose

Lead Gen
Brand exposure

I (
\

s
\

Package Value per
Supplier

24 SQM / Webinar

a

/

Time to Implement

6 weeks

Information Classification: General
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Webinar Examples

: &
) itomar- DesignNews B O vertex
N C=———
Webinar Logistics E A
a

i e

 One rehearsal session

* 1 hour (includes presentation and Q&A)
« Moderated

» Optimized PPT

« Survey / polling

.

@ informamarkets

Post-webinar report

» Pre-webinar leads generated
o Name and email
o Industry and job function
o Company information

» Survey and Q&A results

/

Information Classification: General

« Link to the recording of the webinar

. /
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Promotional eDM

IFSECClobal.com

Connecting the Security and Fire communities

How Installers Can
Create New Revenue
Streams from the

Internet of Things -
Register -->

Wednesday 7th October 2015 at 15.00 (BST) / 10.00 (ET)

Or your securit

Nould you like to create new revenue stre
We're holding a webinar !
Jasper's Simon Berman &
cutting-edge technoic

The webinar will cover

o How to make these services secure, reliable. and cost-effective

* How to rapidly scale these services to new and existing markets while

ontrolling

Stay ahead of the competition. Don't get left behind. Register today

« Retain Informa Markets or Event brand

installation business?
hings (loT) experts

anks — to help you exploit

ctices to help security installers deploy, manage, and monetise new loT

in the header

« 2-4 emails within a month leading up to the webinar

Information Classificafion: General

@ informamarl

Webinar Registration Page

CallCentre.co.uk mpl c\rs.fe:ﬂ_fs@

Webinar: Top tips to make email, chat and mobile customer service cost-affective and responsive

Customer demand for email, chatand mobile customer senice iz
on tharise but many organisations are struggling to aferitar

Email * don't offar it effectively, largely down fo cost and capability. Whnat
dowe do aboutthe Increase In ased Interaction? Whnat are

Registration Details:

First Mame * responsive? and hove do we ‘wiow' customers with mobile
cuslomer service?

LastName * Join Lara Doyle (Community Manager. CallCentrs co.uk), Nicola
Millard (Head of Customer Insight and Futures, BT) and Paul
White [CEC. mplsystems) to gain & greater understanding of

Company * currant operational practices and challengas whan it comes to
text-basad customer service, to hear about future trends and
whatthese could mean for the business and to find out how

Job Title * technology can halp 1o support the arganisation with the new
challenges hatmablle 1S bringing

Country * Topics to be discussed

= Bestpractice for email and chat in tha contact cantre today

Telephone *

= Practical ways to maks email and chat meore cost effe ctive
and respansive

« Improving multilingual text based customer service
CESS USES Cookes, by submitting this regsiration form you

+ Pradictons for the growth of text versus voice based
customer sanvice
(") henctes recuired farm Fedis

= Implications for the contact cantre

m =« How to migrate the contact centre to support maobile chat

=« Managing mobila chat

v Hicola Millasd
Head of Customer Insight
utures at 8T

Collect leads with contact details and company profile

9
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Pricing Case Studies

3 Types of Webinar:

1. Exclusive Sponsorship of Live Webinar
2. Multiple Sponsorships

3. On-demand Webinar

Webinar Sponsorships

Introduce your products and services, placing them in front

of an active, qualified audience while educating that audience.

EXCLUSIVE SPONSORS OF

LIVE/SEMI- LI'./"E WEBINAR .......icccicovcivansisnsisisasasessesie $9,180
,,4",' LJ I JL‘““_J l_y ,L“_J SUIC '_"-A’ :—:"'-:‘r_—i ve “_J I f_.l‘ and n"n ve ‘:f_—'/é{
MULTIPLE SPONSORSHIPS.......rriiiirncicnccncncescncaces $4,370
l /\ 1./ ""ﬂ,n, (_‘v;.f' .'il},:
ON-DEMAND W:BINAR ............................................ $5,740
) ) t and speakei

®
$OPLASTICS

Information Classi

@ informamarkets

6 Purging Tips to
Maximize Processing Efficiency

PLASTICS ASACLEAN

" Purging Compound
Jarred Packard, Project Enginee
AsaceanSun Pastecr, Inc

ADOITIVE
MANUFACIUNING ADS
JNGS & FIXTURES

A.mamﬂ EREREE [k

Furging € Advanied
Pur‘h‘l

s s VeV sn
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Revenues and Costs estimates

For reference only, actual revenues and costs depend on collaboration model between
digital team and event team, as well as local conditions

Live Webinar (500 participants) Value (USD) Unit Cost (USD) Hard Costs (USD)

Optional costs
Live Webinar Package Value S 8,000 . Interpreter
2 Email Blasts (10,000 contacts each) S5 per 1000 contacts S 100  Real-time closed
Live Webinar (500 participants) $500 per webinar  $ 500 capt@oner/ Live
Sales Commission (5% of value) $ 400 ca ptIOﬂ.SOftware
Live Webinar (500 participants) $ 8,000 $ 1,000 * Professional
Margin $ $ 7,000 Moderator
Margin % 87.5%

Assumption: Use On24 as webinar solution. Other webinar solutions include Zoom, Microsoft Teams.

o N
« Webinar service charges starting from USD 6,000/webinar for sole sponsorship, depends on the industry &
location, and the service covered.
« Pricing of Webinar will be decided by event teams
«  100% new revenues generated stay with event team

« Event teams must follow guidelines to track revenue of Webinar service as digital revenue in Salesforce & finance,
in order to report digital revenue performance accurately.

: o . : o 1 /
Info.[lll.d.tlull. \/ldbblllbdtlull. OTIICLdAdl
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Upsell/ Bundle Opportunity

-

Whitepaper eDM + Webinar

eDM for white paper/market report promotion, with
call-to-action for paper download.

Webinar session to explain the whitepaper /market
report to the targeted audience

J

\_

Sponsored Web conference

Sponsorship on web conference series
Participation on

« Advertisements on web conference page

« Short advertisement before viewing the web

conference

Avoid sponsorship to the programme involving the
customer itself unless we can keep the
objectiveness

Information Classification: General

-

Online Showroom + Webinar

C ) informamarkets

Featured products on online showroom and
eNewsletter to echo the webinar

Featured suppliers on online showroom
Extra 1-min video in showroom to introduce
products

/

-

Premium promotions + Webinar

Create contents that can echo the messages in webinar
and customers and publish on blog, social media etc.
Advertisement spaces on event website, social media
etc. to promote customer/ product together with
webinar

On-demand webinar hosting

Follow-up service to create contents and emails from
the webinar to further promote to other target
segments .

12
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Related digital products

Event based Podcast channel

A series of podcast (or recorded webinar) go online
everyday. Speaker can be expertise in the industry, big
players in the industry or senior management from our
company, sharing industry updates, product updates
or personal comments.

 Benefit to speakers
» Exposure as the middleman of the industry
+ Event Branding
» Keep connected to all industry players

+ Sales opportunities
» Sponsored week
» Sponsored series
» Dedicated episode

@smarter

moiify

FROM
THE SUSTANABLE CITY

|
|
|

-

Information Classification: General

\ ) informa markets

By Sector Interactive Showroom

A number of exhibitors from a selected sector to
introduce their product in the webinar one by one,
hosted by Informa Markets. High quality buyers
interested in that particular sector will be recruited and
thus higher chance to get exhibitors and buyers
matched.

« Benefit to exhibitors
 Great chance to introduce products to high
quality buyers
» Great chance to interact with high quality
buyers from all over the world
* Lead generation

+ Sales opportunities

* Lead generation

« Participation fee

13
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Case Study : RE Master Talk

A Webinar Series by Renewable Energy in India

Webinar with speaker from Jinko Solar, a Global leading Technology

leader on Solar PV Technologies

LEADS

256

Total Registration

VIEWERS INTERACTION

146 75

Live Attendee # of Questions Received

-lmKO

Your Trust

Jinko Solar
@jinkosolar

Home
About
Photos
Videos
Twitter
Events

Posts

Community

Facebook post by

Sponsor

ik Like 4 Share ¢ Suggest Edits

Jinko Solar
February 26 at 8:53 AM - @

Join our Webinar on 27th February, to know how to build most advanced
competitive Solar PV plant & to safeguard your cashflows for 25 years

Click on the link to register:
https://onlinexperiences.com/scripts/Server.nxp

27" February 2020
3 to 4 PM Indian Standard Time

JinkKO

Sai Charon Kuppd
Technical Drector,
South Asia, Jinko Solar

O3 2 Comments 1 Share

@ informam:

Jinik® " RE Master

27th Feb 2020 | 3:00 - 4:00 PM REGISTER NOW

MAXIMISE ENERGY DENSITY WITH HIGH EFFICIENCY TECHNOLOGIES

With the Goverrenents” vision of 175 GW by the year 2022 and the changing market scenarios,
the need of high efficiency panels are the need of the hour

The paucity of fessible Land, challenges in proouring the Land & moreased land prices have led
to innovations i Solar modude technologies. High Efficiency Technologies helps you in
improving the energy density.

¥eey benefit of :?1-: -efficiency modules is extra power per square-meter area. lts high
effaciont cedls Iver more power over a longer period of time. Advanced production methods
i=ad to a more dependable product. In addition to above benefit, there &= a reduction in
imstailation costs due to fewer balance-of -system components. The other costs such as labor,
land and inverters, are not going dawn over time. 5o, the most significant fever to reduce
costs is Lo increase the efficiency of the panels.

Wi will also be spesicing on how Warranty insurance, Standaione module praject cover & PR
Suarantiee Ccover, can protect your investment in addition to enhancing bankability of your
project especially with new module technology

Jirko Solar as a Global leading Technology leader on Solar PV Technologies with S5 GW+ ol
panels delivered & 15 GW Solar module manufacturing capacity always prioritize the foos in
creating new path ways to enhance erergy dersity with High Efficiency Solar PV Techrologies.

SPEAKERS PROFILE

S Charsn Kugpel, Crratne Su

Email Campaign e e
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Case Study : RE Master Talk

B% 27" Feb 2020 | 3:00 - 4:00 PM RE Mas’“?f'

A Wabinar Sarias

Jinko
e

Email not displaying correctly? View in your browser.

REGISTER TODAY! =rat Mame
Maximise Energy Density with High

Efficiency Technologies [eE o~ 4
o o SKe ek oo, T er
DATE: 27ch February 2020 SR EE ._l—!nl(o tg') 27" Feb 2020 I 3:00 - 4:00 PM ﬂvEmMs?rgt A

A DT TIRAC- M D A=
STARTTIME. e e our Truat REGISTER NOW

DURATION: &0 MINUTES Cormpary

WEBIMAR HIGHLIGHTS: Tast

With the Governments’ vision of 175 GW by the year 2022 Decicnation
i 3 Dezignatio

and the changing ma snarios, the nesd of b gh

effciency penets are the nesd of the hour MAXIMISE ENERGY DENSITY WITH HIGH EFFICIENCY TECHNOLOGIES
The pauxity of feasible land, challenges in procuring the land R LIVE DAY REMINDER

& increased land prices have led to innovations in Solar est
module technologies. High Efficiency Technologies helps you
n improving the energy density. City

Key benefit of higher-efficiency modules is extra power per Dear Prasad,
Tquare-meter area. Ies hig ient cells deliver more power State
over 3 longer period of time. Advanced production methods
ead to & more dependable product. In addition to above

Maximise Energy Density with High Efficiency Technologies webinar is going to air on 27th February
courmy 2020 at 3:00 PM IST. Mark your calendar for today's webcast.

benefit, there is a reduction in installation costs
stem components. The other ©

the moast significa
You can login to the webcast 15 minutes prior to the start time using the below credentials to
We will also be speaking on how Warranty insurance - ensure your system is working. A computer with an internet connection and speakers/headphones is

Standalone module project cover & PR guarantes cover, can g mile

protect your investment in addition to enhancing bankability o all you need. Take a moment to test your System in advance.
of your project especially with new module technology. 067265192

finko Solar a5 a Gioballeading Technology leader onSalar Py Lh-adress Thank you for your interest in this webcast.

Techrologies with 55 GW+ solar panels delivered & 15 GW JOYOLIGTTE@LINKIMAIL COM

i High Ecency Soar Y Tecnalogien. | A Registration page Reminder Email

. [P ok PRPEPELY Py . g o~y 1
Information-Classification:-General




| OUR DIGIHAL INITIATIVES §

RE MIASTER TALK — WEBINAR SERIES

= | aunched the RE MIASTER TALK — WEBINAR SERIES for a dynamic implementation of
digital initiatives

= More targeted approach towards engaging TG through digital penetration

= Using tools like presentations, polls, surveys besides knowledge sharing

*- Round the calendar engagement with the clientand TG

< Successfully conducted Webinars for Jinko Solar, WBCSD, Bergen, Avlon, and Bischof
+ Klein SE & Co.KG.

RE MIASTER TALK: The E-Newsletter

= Bringing the latest analysis and updates in clean energy sector

= Continuous engagement with the clients, both existing and prospective
- A two way platform for knowledge sharing and lead generation

RE Mas

A Webinar Earea

ter

THE LATEST ANALYSIS e T e

AND UPDATES IN Q ™
-

CLEAN ENERGY SECTOR
COMING SOON

Vot oy

I7h June 2919 | 300 - 4.00 PM REGISTER NOW

T e Y T e e v e e HIIH SFPYAENGY TEGHNOLODY ~
NEW PHASS 2ND FACE OF SOLAR My

BRINGING YOU | === sammiy b e

o g o rahasiry e we—gg. = & s

A g - ——

e e v e . "
L R e e

L S L T2 WA
I ey ba s - — - " "
B Lot o ——— i B

lniormation Classiiicaion: Leneral

Brochure

- Satax
JIini<O

Bdsog. Yoo Troud e Jdw

HIGH EFFICIENCY TECHNOLOGY -
NEW PHASE AND FACE OF SOLAR PV

| A7thJune 2019]300-8.00PM

(L | wis RE Mastrr
-“~ - “_
SalT R
= R ~ -
‘n - -
o
——— 7 —_—
,—-z — R —
FRiem Aupust 2079 | 200 - 400 TR PRGETLR NOW
AR 2 8 0

TWg® B alinbt v Ll et & Tl A Al DA RO I il Ml
Dol il o bl BT, AR T O Bwrain B e N i il A anl N

11 v el safavay @ bu o s ov Fo ovbr,

1 Pt ot Ta At
L et B R
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IFSEC
GLOBAL \Webinar Case Study

Key Stats Attendees included:

383

Total Registrations

IFSEC Global partnered with CSC to produce a webinar titled: How
Converged Security Centres Facilitate the Digital Transformation of
Security.

NHS Trust

Standard & . NS
Chartered § bapl ta Buckinghamshire Healthcare

&

The campaign delivered 383 leads. Cluster Security

o Manager Seculité Cc_msullant go:: i:gfhsa.nf:;il::
apia U
. : . 49 /o S S ps Healthcare NHS Trust
Campaign to promote the webinar included: D
3 Solt{s emails were §ent to our_databasg @ Shadad Bank ‘vb HSBC
An article promoting it was published online 1 2 0 V N
i o i iefi Senior Protective Security
lSng(Llij:ler?I elr; iIaFFS”IZE'.J1 g:g:al s weekly Security Briefing newsletter A Head o Security - Prviesitin bas
: Security Operations HSBC
Live Attendees CGI IT (UK) Limited
Marketing, 5% s
Geo-treakiown Consultant, 6% y BANK = ONE
BRITISH AMERICAN ——
CEO, 6% Manager, 24% ToBACCO
Protection Officer Global Operations Physlcnl- Security
British American Tobacco D"g‘:;” Bgr::c(;r:e
Engineer, 7% (
« QuadReal

Information Classification: General

Director, 19%

Demographics
Security, 13%

IT, 21%

Head of Security
EY

@

Section Commander
HM Armed Forces

Uniloner

Global Security
Capability Manager
Unilever

BDM - Video Surveillance &

Security
Dell Technologies

Manager, Security and
Life Safety
QuadReal Property Group

dyson

Senior Security Project
Manager
Dyson



@ informamarkets

CPhI North America
Webinar Week

Webinars running throughout the week when CPhl

North America was scheduled to take place.

& CPhI north america’

nomEx 1CS€ #FDF bio@ AmmFek» [P-mec 5 days of content-rich webinars
Content from industry experts
Topics address the industry’s response to include

CPhl North America goes D|g|ta| the impact of COVID-19 on Pharma industry
1 webinar take place each day at the same time.

5 webinars, generate €30,000+ in sponsorship revenue

Video: https://www.youtube.com/watch?v=0pdFDWKjpdw&feature=youtu.be y

Information Classification: General


https://www.youtube.com/watch?v=OpdFDWKjpdw&feature=youtu.be

Media Kit
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Impact of COVID-19: The response of Pharma and Biopharma to the Covid-19 Pandemic
* Pressure on regulators to provide guidance on approvals and clinical trials

* Forming alliances, sharing resources

* Race for vaccine development

» Long-term impact on growth for the overall market growth

Speakers:
Duncan Emerton, Director, Informa Pharma Consulting
Daniel Chancellor, Thought Leadership Director, Informa Pharma Intelligence

Impact of COVID-19: Drug Development

» Preparedness of Pharma in responding to global pandemics

* Repurposing for new indications

= Novel vaccines and therapeutics in development

» Impact on innovative launches

s Tackling the issue of patient recruitment — are virtual clinical trials the answer?

» The long-term view: will COVID-19 shift future R&D toward addressing future virus
pandemics, at the expense of investments on developing drugs for other conditions?

Impact of COVID-19: Drug Manufacturing Challenges

* The dependence on Chinese APl manufacturing, could COVID-19 instigate a return to
domestic manufacturing? Will we see an API price surge if manufacturing shifts west?

* Which are the best alternative sources of API supply?

» Supply chain continuity

Impact of COVID-19: Sustaining the Supply Chain

» Sustaining stock levels and aveoiding shortages

» How will governments ensure the supply of essential medicines with border restrictions?
= Cross-contamination controls and supply chain security

Impact of COVID-19: Managing Risk Through Al and Analytics Solutions

* Should pharma make more use of predictive analytics and modelling for disease spread?
» Boosting the success of clinical trials

s Al-led drug discovery platforms

& CPh

@ informamarkets

Postponing your presence at an event doesn't mean you have to compromise on
leads. Over the past 90 days, online searches for webinars have accelerated as travel
bans come into place and remote working becomes the norm. Through sponsoring
one of our webinars, you'll have the opportunity to be seen as a thought leader, gain
brand visibility and generate qualified leads from the CPhl database.

Q CPhl north america p—y

Branding o7 branded
] ICSE #FDF bio@ A@@nds PmeC dashooard

QBA interactive
windows for
real-trme
feedback

Haost your contant
assats in the
PIMtForm for m—
participants to
wiaw & download

fF¥nE > N~

Your branding will be part of our marketing campaign, including a minimum of 3
emails to the CPhl database and via social media channels

Host one or two content assets in the webinar environment, including whitepapers
or other content you want attendees to access.

Your logo displayed throughout the webinar

Opportunity to deliver a 10 minute product, company or solution pitch after the
editorial content, and to join the Q&A if appropriate

Sponsored article on Global Pharma Insights, where the webinar will be hosted for
12 months.

Mp4 video will be made available for your own marketing channels.

Receive all the qualified and compliant leads from all who register for the webinar
as well as detailed analytics included in post-event lead reporting.

Interested in partnering with us?

Contact Q CPhl
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CBME China Online School

Online lesson series since February, educational content , ,
Webinar series by same
speaker

Single Sponsor of hot topic:

How to due with
anxiety under COVID-19 Retail excellence series: 1<t webinar ﬁ g ﬁﬂ:#
WL g o

csme (LT |
| 25,000+ unique viewers

CBME M5

BHZT RMB100,000 sponsorship by MeadJohnson
WMTIEFERCERE

PN BECLEEER )| s ane | CBME AN . -

A PRAR EONS TR R ERIARE P ACRS, EREN G : 3A26H20:00-21:30

‘"ENCARE,

ESAGEES. AR

. TSR MEBR NG
. RU—FHHERARR SR

. i — AR E ORI A
. FE—RERTLE ARG R R

AMEIRS B SHES
h BNNARITE htean 0
> .”NN“-

D B'sTmE, sREE
Lk' Qﬂmmmsfgﬁ
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MWZC Shorts - MWC Barcelona

Multiple content tracks , 60+ sessions, 7 topic sponsors

MWC Shorts Global Mobile Awards Events About

MWC Shorts

N & | : ' -
L\ w_} ﬁ . , onaT

A , Imitles: Limitless Limftless .
COMECTIVITVATBESG ERA 3. . ool

MWC Shorts MWC Shorts

MWC Shorts |

k TeCh I nto Women4Tech An Interview with Steve women4Tech Enhancing Visually Impaired
- Women4Tech ft. Lenovo Alexander, Ciena Women4Tech ft. HumanTec Labs Mobility with Technology

ise Se rViceS? ft_ & National Graphene Association

K Departmentfor g : , , B o —WE
ional Trade - 4 A . ° “lé é‘"‘" .1 -~

B - S a3 - Ve '"
5‘ /
MWC Shorts = /'-"’-‘;’1 .4 MWC Shorts

-
L
= -

—

Conference Conference women4Tech Conference
How Do We Turn Network Tech loT Data Analytics ft. Cambridge Women4Tech ft. Ruh Global Industry in Action ft. EQITII
Into Enterprise Services? ft. LEK & Consultants & Hitachi Europe Impact

Exfo

56 L b 1 e i . g

Connactivity=he LIt Industry X b D Our Planet SeCLIy A Al Ethics ft_ IBM Al Ethics ft. Google Women4Tech ft. Jazztel Women4Tech ft. Amdocs
5G Era Engagement

women4Tech
Entertainment Privacy

@mwon Dwoitte. b i acomss https://www.mwcbarcelona.com/mwc-shorts/

ZAnVIDIA Deloitte. citi
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Promotion Example
eNewsletter combines of webinar promgtion, product/supplier updates and ‘editors’ choices’ of products.

WEDMESDAY, 8 APRIL | 3:00PM (BST)

Webinar: How interior designers are
responding to times of uncertainty.

Register now

BATCH.WORKS

Making 3D printing part of evervday life.

E : —
% & . = - . .
J‘ .‘l v = Ferd L 4

Supplier updates

NORR11 FERM LIVING

Samurai Chair Distinct Side Table
Trade Discount: 20%+ Trade Discount: 20%+
Lead Time: 2-3 weeks Lead Time: 0-1 weeks
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Webinar Starter Kit

How to Setup (Event Team)

Set Sales Package &
Pricing

 Design package and setup
pricing of the service

« Setup Event Digital PFC
with Finance team

« Setup new product(s) in
EMS & Salesforce under
Digital PFC

Prepare data
card

e Data volume of both visitor
and exhibitor database
e Database distribution on:
o Geographiclocation
o Business category
o Productinterested
o Job function

Information Classification: General

Set Revenue Target
and KPI office/agent on the

« Setrevenue target
« Set KPI for sales team

@ informamarkets

 Media kit & sales collaterals
« eDM to exhibitors & visitor
« Omni-channel promotion

Preparation for campaigns:

* Setup 2-3 standard eDM
templates

* Setup 1-2 standard
template(s) for webinar
registration form

O @® Continue -

Inform all sales

new digital product

 Provide upsell ideas

* Advise which
Opportunity Product to
be selected in
Salesforce




Webinar Starter Klt @ informa markets

Sales Pipeline (Sales team)

Sales Negotiation

+ Sales team contact customers to
gather information goals,
expected deliverables, target
audience, budget, etc.

 Discuss timings, format and
webinar topics with customer

« communicate with
marketing/content teamon customer

preliminary webinar & schedule « Get the customer’s target

planning, to avoid crashing with list for eblast (optional)
internal email marketing plan

O O O @ Continue —

Sales Confirmation

e Confirm webinar and email
promotion schedule

e Sales/CS collect customer
company info from

* Close the deal, closed won
opportunity  with  digital
product under Digital PFC
in Salesforce

* |Ssue invoice

« Confirm payment M

e Inform relevant teams of
what has been booked

 |deas on the potential
webinar themes & topics,
and identify the potential
customer for sponsorship
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Fulfilment Process (Marketing, Data, Sales)

Content Review Rehearsal Post-webinar Follow-up
Content review can start with All involved parties must attend, Confi " L
Preparation. It includes Speakers run the webinar at least once to onfirm the communications to
confirmation, Webinar contents make sure the rundown is good. It attendees and absentees and
review and rundown of the webinar, is strongly recommended to train send to them. Apart from'thank
a deadline of materials submission is the speakers and panellists to use you, resources ||ke_ webinar
strongly recommended to set the platform before the rehearsal recordlng,b%&ésagggg can also

£

A 4

0—0—0—0

Promotion
« Confirm the target Promotion on different
audiences segments channels such as e-blast, social
« all promotion media etc., need to review on
materials are ready the quality and quantity of the

registrants and make necessary
change in second round of
promotion. Remind the
registrants and make sure they
know how to view the webinar

Information Classification: General

&

Get prepared at least 1 hour
before the start, make sure all
speakers and panellists are ready,
final check on all materials and
webinar setting. Follow the
rundown to make sure all the
things will be happened as
planned

29
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Turnaround Time

Work days -20 -3 10 7

A 4

Promotion & Marketing

Preparation

Start at least 20 working days before webinar, at least

Promotion 2 batches

(19 days)

All communications should be ready before
webinar, and send according to the schedule
(7 day)

Post-event Follow-up

Webinar Contents

Start anytime when contents are ready, deadline must be set
(~25 days)

Content Review

With training to

Rehearsal speakers, at least once

before the webinar (2
days)

Webinar

30
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Important Guidelines <

Campaign Basics

All materials must be submitted on time or webinar promotion will be affected.
Additional charge for translation. Translation can be done by freelance translators.
Translated materials will not be processed without the customer’s approval.

Promotional eDM can be sent to both exhibitor and visitor database. Encourage customer to provide their
own target database such that the resulting leads can be graded and managed at once.

NO guarantee on the number of leads generated through the campaign.

\wport ont

N /
Data Principles N\
DO DON'T
eDM can be sent to relevant exhibitors and visitors as targets. * DONT send more than 2 webinar eDMs to the same
Quality Over Quantity. Help your customer select the right data ema|,| address per. week. .
segments based on availability of quality data in our database. « DONT share email target list with your customer. Only
, , share the leads captured via the campaign with
Opt-outs and delivery records must be centrally managed in customer.
Datasource timely. % DON'T guarantee number of leads, or the level or
Data selection and email delivery should be within 7 days timing of open, clicks and any other conversion
K measurements. /
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Best Practice & Tips: Promotion & Marketing

« Let audiences know what are we solving/ covering
« et audiences know why we are so important
*  Who should join
« What to gain if join
» Provide a lead-in, such as "In this webinar you will
learn...

/ - /

Email Promotion

« Start promotion at least 4 weeks before the webinar

« A (lear an Strong subject and Call-to-action on the
email

« Mobile responsive email design

« Review the quantity and quality of registrants at least
once during the recruitment period

- /

» Be brief, yet descriptive enough to inform your
audience about the topic of your webinar is

« Keep under 8 words if possible

* Include the keywords

-

32
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Best Practice & Tips: Webinar Operations

* Do not host the webinar on Monday « Use a headset, mute your microphone when not speaking
» Use a stable/ wired internet connection « Test your audio and video in practice mode
« Connect to landline phone as a backup « Position your webcam at eye level to make good eye
« Check all settings in Practice mode contact
« Usealarge screen « Check"Optimise for video” and “Share computer sound” if
« Add your support team as panelist to handle the you are playing video
Q&A « Share desktop instead of sharing different app individually
\_ ) \_ for smoother application transition )

Attendee

« Use a stable/ wired internet connection

« Install app/ web application to access to all features
* Joinin quiet areas

Add one of the support team members as attendee
to monitor the quality of the webinar from audience
side

N

NN 33
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Tips from CPhI NA for selling webinars to exhibitors

Don't assume your customers only want events. You don't know what your clients want until you ask,
so try and get this in front of as many people as possible

Leverage your existing relationships, especially the long-standing ones. Now is the time for us to
work with our most trusted customers and find out how we can support them. Just because they
haven't done digital before doesn't mean they won't be open to it.

Flexibility is key. Content-solutions need a more consultative approach. Although we created initial
packages, we're flexible about how they are delivered. Some clients just want to put their logo on it
and get leads, others want to contribute more to the content itself.
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Our Upcoming Webinars

Register Herel
Session 3: Digital Showroom x

— Google ads E E

IIIA—‘Q— Date: 14t April 2020 I..
Time: 15:00-16:30 HKT E _._-.i
Language: English

ON24 Webinar Builder Training
@ (2 Sessions, limited seat)

Session 1: 16t April 2020 (14:00-15:30 HKT)
Session 2: 17" April 2020 (15:30-17:00 HKT)

ON24 Language: English

O0N0O0O0®
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Thank you!
Any questions, contact us at

Dave Chan, VP Digital Business &
Advanced Analytics
dave.chan@informa.com

Gwen Lau, Product Manager
gwen.lau@informa.com
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Webinar starter klt @ informamarkets
Webinar Sales Cheatsheet

Ask the right questions when you approach your customers for any digital initiatives.
“How is your marketing changing due to Coronavirus?”
“How will you be generating leads in the first half of the year now that face-to-face events are postponed?”

1. Goal of Your Customer \

What does the customer want to achieve after the webinar?
« Product Demonstration
« Show how your product/ service is the solution to your potential buyer's pain points
« Differentiate your product from your competitor's
« Lead Generation
« Deliver educational contents and establish creditability to convince attendees that they are a good fit for your
solution
« Attendees gain access to your valuable contents, you collect their precious contact information and
understand their needs
« Brand/ Reputation Building
« Share valuable contents on industry update like an industry leader
« Address your attendees when a big change in the industry (e.g. COVID-19) is taking place to let them know how
your business adapt to it
- Does the customer charge for the webinar:
« Paid Webinar

« Check with regional Digital team (DBAA) for Online Payment arrangement 39
\ « Valuable contents required /
Informatic

s . o~ 3
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Webinar starter kit ) informamarkets

Webinar Sales Cheatsheet

2. Customer’s Expectation & Deliverables from Our Services

\

What are the expectations of the customer? What customers expect to get from us:
Audiences recruitment services

« Database of selected sectors

« No. of leads (attendee)

« Segments of audiences
« Branding of the materials to registrants

* Date of webinar « Means to bring them to the webinar

*Avoid Monday or day after holidays « Assistance on recruiting using customers’

« Check with regional digital team (DBAA) on the database

webinar schedule across IM Asia, to avoid « Webinar hosting
schedule crash in the same vertical - On-demanding webinar after the live one
* Reports

« Webinar summary report
« Registration information from registrants

« Engagement report of individual attendees

y
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Webinar Sales Cheatsheet

\()j informamarkets

3. Webinar Contents Value

What Business Value the customers can provide to the audiences?
Any promise the customer can make to the attendees

« The takeaways of attending the webinar, it can be knowledge, updates, skillsets
Feasibility to have customized sections in the contents

» Responses to the current situation in the industry or the society

« Responses to the information collected from the registration form
Offers to the attendees

« Exclusive offers to the attendees as an follow-up
Resources to share

« Presentation deck, video used in the webinar

« Research papers etc.

What input do they need from us?
« Invitation to industry experts

\\ « Sharing of industry updates

Information Classification: General
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\()j informan

Key Action Items

() () ()
N N N

Preparation

Kick-off call Confirm key details, dates, times, Confirmation Before w % %
review deliverables and deadlines. Promotion
starts
Registration & Promotion  Confirm the overall plan for the Title, abstract, target segments and key Before *
setup - Overall webinar promotion campaign marketing information on registration page Promotion
and the promotion campaign starts
Registration & Promotion  Confirm speakers and panelists speaker names, titles, companies, brief Before *
setup - Speakers biographies of under 200 words, and Promotion
headshots 100x100. starts
Registration & Promotion  Customization of registration page 600x600 logo with transparent background, Before *
setup - Company top banner width less than1280, opt-out/ Promotion
privacy link starts
Registration & Promotion  Additional information need to be Max. 3 questions to be added Before *
setup - Registration form collected apart from standard fields Promotion
starts
Targeted attendees Target potential attendees for List of targeted audiences Before *
database promotion; Check if there is a need to Promotion
borrow data from other teams starts
Registration & Promotion  Finalise Registration page & Green light of starting Promotion Before *
setup - Confirmation Promotion email Promotion
starts
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@ informa market:

Key Action Items

Content Review

Event Advance
team Asia

Deliverables Day Customer

needed

Suggested
deadline

Action Item

Description

the latest version if no update

Submission of first draft of ~ First round of review before the Bullet points with time allocated 1 Prefer before * *
Contents webinar is announced Promotion
starts
Content Review (1) Checking on quality, % of sales More than 60% of the files including 5 Day -15 * *
elements, contradiction to contents Powerpoint, video etc.
from other parties
Content Review (2) Checking on quality, % of sales All files including Powerpoint, video etc. and 3 Day -12 * *
elements, contradiction to contents all planned interactions with attendees
from other parties (polling, exit survey etc.)
Resources confirmation Confirm all recourses are ready All rooms and equipment confirmed; 1 Day -10 *
All manpower (Interpreter, Moderator, Real-
time closed captioner etc.) confirmed
Rundown Bring all elements together to check Consolidated rundown for whole webinar 2 Day -10 * * *
the transitions and possible technical
issues
Rehearsal Run the whole webinar once, with all  Finalised rundown of the webinar; All parties 1 Day -5 * * *
interactive activities are comfortable with the platform
Content collection Deadline to submit all contents All contents to be used in the webinar; use 1 Day -5 * *

Information Classification: General




Webinar starter kit

Key Action Items

Y
N

()

()
N

N

@ informama

N

N

Promotion
Action Item Description Deliverables DEY Suggested Customer Event Advance
needed deadline team Asia
Promotion starts First round of promotion First wave of promotion to all selected 3 Day -20 * Training
segments and channels, with source tracking available
setup
Promotion status update Review if the no. of registration and Changes to second batch of recruitment if 5 Day -15 * *
quality of attendee needed
Second round of Second round of promotion Second wave of promotion to selected/ 3 Day -13 * * Training
promotion updated segments and channels available
Promotion status update Review if the no. of registration and Event team to decide if extra resources are 5 Day -8 * *
quality of attendee needed to boost the no. of registrants
Reminder Remind all registrants the date and Reminder email(s) 1 Day -1 * Training
time of webinar and make sure they available
can access the webinar
44
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Key Action Items
(D (D D £ :
N N N N

Rehearsal
Stage Description Start End Speaker & Event team Advance
Panelists SE
Pre-webinar Host start the webinar panel for setup and -1:00 -0:45 Sign in [Host (1)] Host Setup; Attendee Setup; Training
allow speakers, panelists to connect Panellists Setup; Microphone tested; WebCam  available
tested; Files to share ready
Pre-webinar Get the on-demand webinar ready for -0:45 -0:30 All signed in [Host (1)] Guide speakers and panellists to be Training
attendees to view prepared, check their audio and video setting available
and files
[Panelists (2)] Get speakers, panelists and all
support staff signed in if they are not
Pre-webinar Standard follow-up with available resources -0:30 -0:20 Connect via [Host (1)] Connect via telephone as backup Training
telephone as available
backup
Pre-webinar Follow-up from Customer if required -0:10 0:00 Muted [Host (1)] Broadcast, with backdrop and music ~ Training
[Attendee (1)] Sign in as attendee to check available
attendee view
Webinar - Presentation On Air 0:00 0:45 Presentation  [Host (1)] Host the webinar, unmute/ mute Training
speakers when needed, conduct polling available
[Panelists (2)] Screen Q&A for Live Q&A
session
[Attendee (1)] Sign in as attendee to check
attendee view
Webinar - Q&A On Air 0:45 1:00 Q&A [Host (1)] Ask questions picked by the team
Post-webinar End webinar, followed by a short questionnaire  1:00 Sign out [Host (1)] End the webinar
Inf




Webinar starter kit Y informama

Key Action Items

[ ()
N N N N

Action Item Description Deliverables Suggested Customer
deadline
Post-event follow-up Finalise Post-event follow-up plan and  Finalised plan and emails 2 Day -2 * *
arrangement communications
Prepare On-demand Get the on-demand webinar ready Get the on-demand webinar ready for 1 Day 1 * *
webinar for attendees to view registrants to view
Send Post-event follow-up ~ Standard follow-up with available Post-event follow-up emails to attendeesand 1 Day 1 * * Training
email resources absentees available
Send Post-event follow-up  Follow-up from Customer if required Post-event follow-up emails to attendees and 1 Day 5 * *
email absentees
Edit webinar video Edit the webinar video clips and Edited video ready on Cloud 5 Day 6 * Advice
upload to video hosting platform if available
needed

46
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Template

Registration page Confirmation/ Reminder

Webinar Registration Confirmation Email

Fome

¥ Send Confirmation Email to Registrants

—— Webinar info Subject
[Webinar Topic] Confirmation

Body

Hi [User Name],
Thank you for registering for "What is sustainable fashion?".

[Highlights of the Webinar]

—— Personal info

7
. Please submit any questions to: frederick.zhang@informa.com
—— Custom qu estions Date Time: Mar 27, 2020 10:00 AM Hong Kong
Join from a PC, Mac, iPad, iPhone_gr Android device:
Please click this URL to join. [Join Link] One click to Join
Note: This link should not be shared with others: it is uni ou,

dd éo Calendar Add to Google Calendar Add to Yahoo Calendar Add 1/0) attendees’ Ca'endar

Speakers

[Tips to join smoothly]
" i e.g. Install the App

0

&=

S —— Speakers info

RN 2

-
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Template

Post-event Follow-up (Absentees)

@ informa mark

Post-event Follow-up (Attendees)

Follow-up Absentees Email

¥ Send follow-up email to absentees

Send Email:

1 day after scheduled end date v

Subject
We are sorry that you were not able to attend our webinar

Body

Hi [User Name],
We're sorry that you were not able to attend What is sustainable
fashion?.

Please submit your questions or comments to:
|frederick.zhang@informa.com}

[Details for accessing the materials]
e.g. Link to on-demand webinar

.

Contact email

/

Information Classification: General

.

Follow-up Attendees Email

¥ Send follow-up email to attendees

Send Email:

1 day after scheduled end date v

Subject

Thank you for joining [Webinar Topic]

Body

Hi [User Name],

Thank you for attending What is sustainable fashion?. We hope you
enjoyed our event.

Please submit your questions or comments to:

I fredenck.zhang@informa.com. }

[Details for accessing the materials]
e.g. Link to on-demand webinar

Contact email

/
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Template

Webinar Report

Live ! ‘ [ Registranion time
[on-demand 18 ]11:00 1 March 2020 |

+  Background of Webinar Registrants and Attendees Attendees with high engagement level:
* Registration period «  Details of the attendees
* Avg. Time spent on webinar «  Attentiveness in webinar
«  Country distribution «  Selections in Polling

*  Summary of Polling *  Questions asked

*  Summary of Q&A « Contact details

\\- List of Registrants / \\ /
49
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Security Concern with Zoom

Emmmmw Zoom-bombing

+Zoom meeting interrupted by strangers and they shared/ drew some inappropriate messages/ images in the meeting
- Only host and panelists in the webinar have the rights to share and draw anything. Attendees' rights are limited to Q&A and Chat to panelists

msmmmw Sharing data with Facebook

+Zoom iOS app notifies Facebook when the user opens the app, details on the user's device are sent to Facebook too
- Latest version of iOS application fixed the issue

Sharing users’ data, including encryption keys with China

- Route through China was a mistake and that it was being addressed

Zoom'’s weak end-to-end encryption

-> Fixing

eammmm Attacker able to steal Windows login name and password

-Zoom converts Windows networking UNC (Universal Naming Convention) paths into clickable links in Chat, if a user clicks on such a link, Windows
will leak the user's Windows login name and password.

- Chat can be disabled in webinar, only Host and Panelist can input messages; in some cases, participants are allowed to send messages to the
panelists

- Go to Computer Configuration -> Windows Settings -> Security Settings -> Local Policies -> Security Options -> Network security: Restrict NTLM:
Outgoing NTLM traffic to remote servers and set to "Deny all"

50
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Comparison of webinar tool

I 2 W

Length of webinar 90 min Unlimited Unlimited
(USD 400 for additional 30 min)
No. of participants 1,000 500 (Meeting) 250

(Up to 10,000, event teams need
to pay for extra participants)

No. of speakers (incl. Upto 10 Up to 100 (Meeting) 250
host)

On-demand webinar Yes Yes Yes

Cost per webinar USD 500 DBAA to absorb Free

Layout Informative Focus Internal only

Webinar Starter Kit
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