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WEB EVENTS
What are CRM magazine Web Events?
❯ Our Web Events are complete turnkey live events. We do all the promotion,
all the registration, and coordinate all the technology.
❯ Web Events are 1-hour topic and sponsor-specific sessions broadcast live
on the web with streaming audio.
❯ Web Events are fully interactive: Live polling, survey, and question &
answer sessions make compelling content.
❯ Audience members have real-time interaction with senior executives and key
industry consultants discussing new solutions, best practices, and actual
case studies.

What You Get
❯ Highly qualified, actionable leads—from preregistration, live event log-on,
and post-event registration and log-on to the archived event.
❯ Extensive event registration program with multiple marketing touch points.
❯ Sponsor Exclusivity – Enjoy 100% attentive and exclusive mind-share in
these single-sponsored events.
❯ Brand Leverage – Use the strength of our Speech Technology brand.
Moderated by a senior CRM editor and marketed under the CRM brand.
❯ A managed process – We take care of all of the details: marketing,
registration, technology, follow-up.

We Take Care of All the Details
CRM magazine will produce, market, and broadcast your 1-hour audio
Web Event.

Visit destinationCRM.com/Webinars for a complete schedule of events.

26 | MEDIA KIT 2013

HIGH-QUALITY LEAD GENERATION

•

IMMEDIATE THOUGHT LEADERSHIP

POSITION-LEVERAGED BRAND EQUITY
PROGRAM

•

•

COMPLETE MARKETING

MULTIPLE TOUCH POINTS

Action List
Our aggressive online and print advertising campaign includes the following:
❯ HTML email invitation to our 69,000-name database of your best customers
and prospects
❯ A full-page, 4-color ad in CRM magazine prior to event
❯ Banner advertising on destinationCRM.com
❯ 3 advertisements in CRM's eWeekly HTML newsletter
with 80,000 circulation
❯ A reminder email to all registrants prior to event
❯ Phone call reminder to all registrants
❯ Collaboration with other Information Today, Inc. media properties
where applicable
❯ Complete registration of attendees with sponsors' customized
qualifying questions
❯ Confirmation emails with Outlook iCalendar reminder
❯ Reminder email with registration information
❯ Post-event thank you email with links to archive for both attendees and
nonattending registrants
❯ Optional post-event survey of registration list
❯ Access to all registrations, including post-event registration for the
archived version
❯ Searchable on destinationCRM.com for extended lead generation
❯ Complete production and management of the technology
❯ Sponsored webcast archived on destinationCRM.com

www.destinationcrm.com

A Division of Information Today, Inc.

CRM MAGAZINE’S WEBINAR ROUNDTABLE
CRM magazine and destinationCRM.com invite you to participate in our Roundtable
Web Events scheduled in 2013. These multisponsored, online Web Events are geared
to generate leads for sponsors while providing a valuable resource for our readership on
a number of topics.

OUR ACTION LIST
Aggressive online and print advertising campaign including:
❯ HTML email invitation to our 82,750-name database of your best customers

and prospects

FORMAT
❯ Three sponsors and a moderator from CRM magazine
❯ Introduction of sponsors, value proposition presentations, lively interactive discussion

between sponsors, Q&A with audience
❯ 60 minutes in total length

WHAT YOU GET
❯ Highly Qualified, Actionable Leads: Generated from preregistration; live-event log-on;

and registration to the archived event for 90 days, with leads delivered every Monday.
❯ Extensive Event Registration: A program offering multiple marketing touch points.
❯ Brand Leverage: Use the strength of our CRM brand, moderated by a senior CRM

editor and marketed under the aegis of CRM.
❯ A Managed Process: We take care of all of the details: advertising materials, marketing,

registration, technology, and, follow-up.
❯ Experience: CRM Media is the most experienced webcast producer in the field, having

produced more than 700 successful streaming Web Events since 1998. Our client list
includes virtually every major vendor in the CRM/knowledge management marketplace.
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❯ A full-page, 4-color, on-demand event advertisement in CRM magazine (postevent)

and on-site banner advertising on destinationCRM.com
❯ Three advertisements in CRM’s eWeekly HTML newsletter with a circulation

of 70,000
❯ Phone call reminder to all registrants
❯ Complete registration of attendees
❯ Confirmation emails with Outlook iCalendar reminder
❯ Reminder email with registration information
❯ Post-event “thank you” email with links to archive for both attendees and

non-attending registrants
❯ Registration reports, including post-event registrations, for the archived version,

delivered every Monday for 90 days
❯ Complete production and management of the technology
❯ Event archiving on destinationCRM.com for 90 days for anytime, on-demand viewing
❯ One affordable price, a fraction of the cost of an a la carte event without any of

the headaches

www.destinationcrm.com

A Division of Information Today, Inc.

CRM MAGAZINE’S WEBINAR ROUNDTABLE
2013 ROUNDTABLE TOPICS

guide will help readers achieve the ultimate challenge of creating an intelligent
contact center.

JANUARY

Roundtable Date: 3/27/2013
Sponsor Commitment: 2/18/2013

BEST PRACTICES: CUSTOMER SELF-SERVICE SOLUTIONS
Customer self-service is all about creating the ultimate win/win scenario: Empowering
customers with the information they need to service themselves, and lowering overall
costs for the organization by removing employees from the task. This particular topic
is continually one of the most popular Best Practices topics of the past ten years.
Roundtable Date: 1/30/2013
Sponsor Commitment: 12/14/2012

FEBRUARY
CUSTOMER ANALYTICS & BUSINESS INTELLIGENCE
Customer segmentation, predictive analytics, competitive intelligence are useful tools
for gaining better insight and making better strategic and tactical decisions. This Best
Practices topic will focus on how analytics and business intelligence can and should
be used to enable business leaders to make better decisions.
Roundtable Date: 2/27/2013
Sponsor Commitment: 1/10/2013

MARCH
THE INTELLIGENT CONTACT CENTER
The intelligent contact center will create a consistent, effective, and efficient method
of delivering customer service regardless of the customer channel and be fully
integrated with the entire enterprise. Advances in contact center technologies and
the emergence of social media channels have propelled the traditional call center
into a pivotal position for delivering great customer experiences. This Best Practices
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APRIL
SOCIAL CRM
Social media as a tool to enhance relationships and communications between
organizations and their customers is still in its infancy but here to stay. Monitoring
sentiment, ad proactively driving communications through social channels is a tricky
subject but one that is particularly interesting to the readers of CRM magazine. Your
recommendations can actively shape how our audience chooses to deploy their
social channels.
Roundtable Date: 4/24/2013
Sponsor Commitment: 3/10/2013

MAY
MARKETING AUTOMATION
Marketers from every size company are adopting marketing automation tools and
practices to better segment their prospects, integrate their systems, and manage their
marketing campaigns. Email campaigns, web campaigns, search engine marketing and
social media marketing tools, and traditional direct marketing all need to roll up into a
coherent workflow that allow marketers to better allocate their limited resources. This
Best Practices topic will help guide them through the many considerations and options
they now have available to them drive revenue more effectively.
Roundtable Date: 5/15/2013
Sponsor Commitment: 3/5/2013
www.destinationcrm.com
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CRM MAGAZINE’S WEBINAR ROUNDTABLE
MAY (CONTINUED)
VOICE OF THE CUSTOMER
The larger a company gets the harder it is for them to “know thy customer.” Traditional
market techniques have been transformed by the ability to of sellers to collect customer
information from an enormous number of sources from transactions, to social networks,
to speech and text analysis, and other feedback tools. In the Best Practices Guide, you
can focus on how to best listen to the Voice of the Customer, and why this is something
which companies should be committing to if they are to remain relevant.
Roundtable Date: 5/29/2013
Sponsor Commitment: 4/15/2013

JUNE
HOSTED SPEECH SOLUTIONS
Hosted speech solutions have become increasingly popular over the past few years for
a number of reasons including cost, complexity of premised based solutions, innovation
and even the recession which has forced many businesses to rethink how they deploy
speech. This Best Practices Guide, CRM magazine will team up with its sister publication
and cross promote the special section in both magazines and websites.
* This section topic and roundtable Webevent will be co-marketed with Speech
Technology magazine and SpeechTechMag.com.
Roundtable Date: 6/26/2013
Sponsor Commitment: 5/6/2013
MOBILE SALES & SERVICE STRATEGIES
The world has changed. People no longer need commute to offices in order to do their
work. In fact many workers, like sales and service people, actually have to commute
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2013 ROUNDTABLE TOPICS

to their customers’ offices to actually be productive. With the advent of mobile
devises like smart phones and tablets more than 50% of internet access is now done
on mobile devices. In this Best Practices Guide, we’ll focus on the applications and
strategies that enable sales and service people productive in a mobile environment.
Roundtable Date: 7/17/2013
Sponsor Commitment: 5/25/2013

JULY
OUTBOUND IVR
Companies have several options available to them to interact with their customers, and
some are simply better suited to certain kinds of communications. One option is the
use of outbound IVRs to deliver time critical information at a low cost. This special Best
Practices Guide is timed to coincide with our three August conferences: CRM Evolution,
SpeechTEK, and Customer Service Experience and will be distributed at these events
and co-marketed on both CRM and Speech Technology magazines and websites.
Roundtable Date: 7/31/2013
Sponsor Commitment: 6/16/2013

AUGUST
SALESFORCE APPEXCHANGE
The overwhelming success of Salesforce.com’s AppExchange Marketplace has also
made it more difficult for partners trying to gain visibility in their respective categories.
Now you can make your case directly to the readers of CRM magazine in this ever
popular Best Practices Guide.
Roundtable Date: 8/14/2013
Sponsor Commitment: 6/20/2013

www.destinationcrm.com
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CRM MAGAZINE’S WEBINAR ROUNDTABLE

2013 ROUNDTABLE TOPICS

SEPTEMBER

NOVEMBER

KNOWLEDGE MANAGEMENT AND CRM
Knowledge Management solutions are essential for producing great customer
experiences, especially in the contact center. This Best Practices topic will focus on
how to best achieve desired outcomes and success stories from organizations who
have achieved great results.
Roundtable Date: 9/25/2013
Sponsor Commitment: 8/7/2013

CUSTOMER EXPERIENCE MANAGEMENT
Engaging with customers and understanding how well your organization manages
these interactions is essential to building customer loyalty. This Best Practices topic
will focus on concrete solutions that will help improve optimum customer experiences
and help organizations differentiate themselves for competitive advantage.

OCTOBER
HOW TO DELIVER EXCEPTIONAL MULTI-CHANNEL SERVICE & SUPPORT
Call centers are no longer the only game in town when it comes to delivering service
and support. Today the vast majority of large and mid sized businesses expanded their
support channels to include the voice, chat, email, web-self service, mobile, and even
social for forward thinking organizations. In this Best Practices Guide, we offer you
the opportunity to advise our readers on how to best deliver consistent, reliable, and
seamless service and support across multiple channels.
Roundtable Date: 10/16/2013
Sponsor Commitment: 8/14/2013
BIG DATA = BIG OPPORTUNITIES?
The world is awash in data coming from all sorts of sources, both structured and
unstructured. But how do businesses and organizations make sense of the all of these
interactions, transactions, and noise to improve customer relations and create true
business value? This Best Practices Guide will focus on how organizations can tame
“big data” and get a competitive edge.
Roundtable Date: 10/30/2013
Sponsor Commitment: 8/14/2013
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* This section topic and roundtable Webevent will be co-marketed with Speech
Technology magazine and SpeechTechMag.com. There is a 20% premium charge.
Roundtable Date: 11/13/2013
Sponsor Commitment: 9/14/2013

DECEMBER
INTEGRATING SOCIAL MEDIA INTO CONTACT CENTERS
The social media channel has added layer of complexity to contact centers. This topic
will focus on Best Practices for integrating social networks and case studies of
successful implementations.
Roundtable Date: 12/11/2013
Sponsor Commitment: 10/12/2013
2012 CRM Web Event Roundtable Archives
Visit www.destinationcrm.com/webevents
to view one of our many archived events.
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