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ECEF 2009 Peer-to-Peer Executive Learning 
Results of Interactive Audience Response Questions 

 
 
 
Q1. Type of event producer attending ECEF, by nsq and attendance at largest event. 
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Q2a. What percent of your total event revenue comes from Internet activities like virtual events, distance learning, 
         ads, sponsorships and enhanced exhibitor listings? 
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Q2b. What percent of your total event revenue comes from Internet activities like virtual events, distance  
         learning, ads, sponsorships and enhanced exhibitor listings – by net square feet of largest event? 
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Q2c. What percent of your total event revenue comes from Internet activities like virtual events, distance  
         learning, ads, sponsorships and enhanced exhibitor listings – by attendance at largest event? 
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Q3a. What percent of your attendees, exhibitors and media are from outside the United States? 
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Q3b. What percent of your attendees, exhibitors and media are from outside the United States – by net square 
         feet of largest event? 
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Q3c. What percent of your attendees, exhibitors and media are from outside the United States – by attendance at 
         largest event? 
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Q4a. If your show’s total revenue is down, when do you expect it to rebound? 
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Q4b. If your show’s total revenue is down, when do you expect it to rebound – by net square feet of largest event? 
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Q4c. If your show’s total revenue is down, when do you expect it to rebound – by attendance at largest event? 
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Q5a. During this recession, how have you been helping your exhibitors/sponsors? 
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Q5b. During this recession, how have you been helping your exhibitors/sponsors – by net square feet of 
         largest event? 
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Q5c. During this recession, how have you been helping your exhibitors/sponsors – by attendances at 
         largest event? 
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Q6a. What are you doing differently now - internally - to strengthen your show? 
 
 
 

0%

10%

20%

30%

40%

50%

Hiring experienced
professional staff from

other fields

Increase budget for
attendee marketing

Investing more time
and budget in

attendee education

Greater integration of
educational

programming to the
exhibit floor

Association

Independent

 
 
 
 
 
 
 
 
 
 
 
 
 



Data Analysis by: Jacobs Jenner ���� Kent  
Date collection by: Freeman Company 

15 

 
 
 
Q6b. What are you doing differently now - internally - to strengthen your show – by net square feet of  
         largest event? 
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Q6c. What are you doing differently now - internally - to strengthen your show – by attendance at  
         largest event? 
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Q7a. What are you doing differently now - externally - to strengthen your show? 
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Q7b. What are you doing differently now - externally - to strengthen your show – by net square feet of  
         largest event? 
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Q7c. What are you doing differently now - externally - to strengthen your show – by attendance at  
         largest event? 
 
 

0%

10%

20%

30%

40%

50%

60%

70%

80%

Providing executive
attendees with
personalized

programs

Outsourcing more in-
house

projects/procedures
to improve results

Changing the format
of your show (hours,

days, co-location)

Using the web to
increase the

“duration” of your
event

Under 5,000 Attendees

5,001 to 10,000 Attendees

10,001 to 20,000 Attendees

20,001 to 40,000 Attendees

Over 40,000 Attendees

 


