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To get your event on frack,
start with us online.
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Security Guidelines

Measures for International history and culture of a foreign coun-

Meetings

More and more corporations are at- provide cooperation between the pants to adapt to new cultures, new
tracted to holding their meetings home city and the international meet- customs, and new regulations ard
abroad as they are engaged in inter- ing site is essential. The need for se- laws which, in most cases, are dit-
national business. Meetings provide curity becomes more importantday ferent from those to which they arg

the participants with excellent oppor- after day and following are some
tunities and experiences to share the guidelines to reduce the vulnerability

A Crash Course In
Contracts

When it comes to cor
tracts, the only thing yo
can count on is that yc
can’t count on anything
and that's even more trt
with international meeting:
Consider this: juices, pas
ries, and other goodies ¢
considered an essent
part of coffee breaks in tt
U.S., but they’re typically
not seen outside of Nor
America. How about gue._.

actual size of the room.

writing.

Space Shifting

try. The need to establish a liaison and city. It will be necessary for patrtici-

In other words: Don’t assume anything. And no matter what, getitall in reserved than Americans. This
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Continued on page 16

5 Tips for Americans Selling
at European Exhibitions

By Herbert Nestler and Allein
Konopacki, INCOMM
International

American visitors to European
exhibitions soon discover that the
dissimilarities are not merely
cosmetic. Understanding and
adapting can spell the difference
between success and failure when
exhibiting abroad. INCOMM
International offers companies the touching, as well as the distance
follwing 5 Success Tips from its people stand from one another at

room labels? Is a single guest room smaller than a double guest rpomProgramto handle the global scene. exhibitions, varies from one culture
Not in the U.S. where it simply refers to how many people are sleeping in
the room. However, in many other countries, the terms designate thel: Use Formal Names - Not First

to another. Spanish and Italians touch

Continued on next page
Names Pag

Europeans are generally more

manifests itself through the use of
formal names, such as Dr. Schmidt
or Mr. Lopez rather than Helmut or

MeXiCO City ........ccevvvveverrnnnnnns
Chicago Convention and Touris

Before you can even begin negotiating for the best possible deal

need to know the basics about how things work in the country where

you’re meeting. For example, in some areas, such as Asia, a daily

ing package fee is charged. The per person rate generally includes
fast, lunch, breaks, and some portion of the audiovisual equipment. \
obviously the price varies considerably from country to country, plan

YOUantonio. And don't expect visitors
neetto European exhibitions to always
regrvear badges. That is the exception
Vhileather than the rule.

Ners

L

2: Body Language

Continued on page 4

The amount of eye contact and

it

Bureau...........oocoveviiiiiiiiiiininns

Secrets for Spectacular Meetings:
How to Infuse Your Event...8

New Domains.......cccccoveeueennee.
ISMP Survey........ccccceeeeeeee. 1



Administrator
5 Tips for Americans Selling

Administrator
at European Exhibitions

Administrator
By Herbert Nestler and Allan

Administrator
Konopacki, INCOMM

Administrator
International
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5 Tips..Continued from page 1

more frequently than Americans anda handshake and non-aggressiveommonly used than ‘booths’) by suspicion of being “all talk.” The best
stand closer to each other, whilegreeting are usually a safe way to startegulation are constructed with hardway to sell is by showing examples of
Germans do the opposite. Touchinga conversation. walls rather than with pipes and
between men and women in Islamic drapes. They are also genera
cultures, even handshakes, is taboad3: Create a Local Contact larger, and often includé
With the exception of Islamic cultures, European ‘stands’ (the term morerefreshment areas and privg
conference rooms. Thi

GL ) k- _ reflects the fact that th

N\ 1’“& European ‘exhibition’ (the ter

C NN CTIONS ! , more commonly used tha
International Society of K

( ) Meeting Planners ‘trade show’) is a place fo

THE NEWSLETTER FOR THE PROFESSIONAL MEETING PLANNER $8.50 per copy having serious negotiations a
o Cortios o e e S e o Eoeanmen: arag signing contracts. At som
exhibitions, companies have reported
closing up to 60% of their annual how other European customers use
GLOBAL CONNECTIONS orders. To increase the potential ofyour product. This is more credible
is a publication of the closing business, always have arthan a sales pitch.
International Society of Meeting Planners appointed distributor in the country in
Editor - Robert G. Johnson which you are trying to sell. Thiswill 5: Have Inserts in Their Language
1224 North Nokomis NE » Alexandria, Minnesota 56308 significantly improve the acceptance Inexperienced exhibitors sometimes
Telephone: (320) 763-4919 Facsimile: (320) 763-9290 of proposals. overlook simple things, such as the use
E-Mail: ismp@iami.org ¢ Internet: http://www.iami.org of metric specifications, compliance
4: Use Local Examples with European standards, and
American are optimistic and rather preparing literature in multiple
Executive Director inclined toward overstatement. The languages. Remember, Europe is a
Robert G. Johnson U.S. created the word “hype.” The market with more than 24 national

British, on the other hand, tend to begovernments, and an even greater
more understated, and regard the usaumber of native languages.
of superlative language as a basis fotnformation needs to be adapted to
placing a product or service undereach market.
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1/2 PAGE Display Rates and Specifications
Horizontal
FULL PAGE 10" x 6-1/2” B&W 1X 3X 6X 12X 24X
10" x 13 2 Page spread 3632 3359 2832 2324 2179
Full Page 1997 1797 1598 1398 1198
1/2 Page 1048 943 838 734 628
1/4 Page 534 480 427 374 320
1/8 Page 275 248 220 195 165
1/16 (Business Card Plus) 225 200 190 175 150
" i COVERS 1X 3X 6X 12X 24X
S{D ‘_3 q Inside Front 2196 1976 1756 1537 1317
o s Inside Back 2096 1887 1676 1467 1257
N g = 1/4 PAGE Outside Back 2296 2067 1836 1607 1337
— ! :
M Vertical BILLBOARD ADVERTISING
4-7/8"x6-1/2 COVERS 1X 3X 6X 12X 24X
1 Space 100 180 340 480 600
2 Spaces 180 340 640 900 1120
3 Spaces 270 480 900 1260 1560
4 Spaces 340 560 1040 1440 1760
1/8 PAGE _ . .
1/4 PAGE Horizontal Billboard ads are pur<_:hased on a per spac_e basis. You may buy_as many spaces as you wish.
Horizontal 4-3/4" x 3-1/47 You must. uselthem either one space at a time or you may combine them as long as they are
6-1/2" x 4-7/8” consecutive either up, down or across.
One space 2-1/2"x 4-1/3" or 2-1/2"x 4-1/3"
BILLBOARD Two spaces 2-1/2"x 8-2/3" or 5" X 4-1/3"
Three spaces 2-1/2"x 13" or 7-1/2"x 4-1/3"
Four spaces 10" x 4-1/3"
1/16 PAGE -
Horizontal The Global Connections
3-1/4" x 2-1/2" fw 1224 North Nokomis NE
(Business Card ? - Alexandria, Minnesota 56308 USA
PIUS) Irteenhioned Socaty of Tel (320) 763'4919 ° FaX (320) 763'9290
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