


it chose Pohly & Partners, a Boston-based

customer communications company it

met at THE FORUM.

The magazine, Real Living, is now

distributed to more than 25,000

customers and prospects by mail and

through Real Living agents. It has been

enormously successful at engaging its

target audience through a mix of

information on Real Living’s luxury

properties and the home buying and

selling process. The ultimate goal: not 

just a dialogue with sophisticated, high-

end homebuyers, but lifetime loyalty.

“We’ve just won an industry award for

that magazine,” says Rouda. “And now

that I have another specific need, I’ve just

asked Pohly for a proposal to go even

further.”

This year, says Rouda, Real Living ran its

first online pay-per-click campaign –

again, with a vendor it found at THE

MARKETING FORUM, Reprise Media. Rouda

is also working with FORUM supplier

AKQA on the second phase of a major

consumer portal project.
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For Erik Rogstad, Client Services Director

at AKQA, a short meeting at THE

MARKETING FORUM led to a high-value

long-term relationship with Real Living

in just weeks.

“In my first year on the boat,” says

Rogstad, “I met [Real Living COO] 

Kaira Rouda. We had a very informal

conversation about what we do, what

Real Living does, what her needs were.

She asked the question that starts 

many conversations with potential

clients: ‘What do you think of my site?’

I’d reviewed it before we met, so I was

able to make some recommendations.”

Rouda was equally well-prepared,

said Rogstad. “She was very enthusiastic

about what we had to offer. She

contacted me about two weeks later, to

invite me out to her offices.” Soon after,

“we brought our entire team out to a

followup meeting, and laid out a blueprint

for how we could help Real Living. We’ve

been working together ever since.”

“For us,” says Rogstad, “business

development usually means responding

to RFPs, or putting together detailed

proposals or design comps.” THE FORUM

eliminated much of that, says Rogstad:

“for all intents and purposes, we’d already

won the work when we went out the

second time.”

AKQA’s first project: a Web portal that

gives Real Living’s agents 24x7 access to

marketing support. AKQA is now

developing a Flash application to allow

clients to store, track, and dynamically

manage all their home-buying

information.

“THE MARKETING FORUM is

marketing’s best secret,” says Rogstad.

“I could spend an entire year trying to

identify, track down, and get in the door

with the caliber of people, the level of

company we hope to partner with.

At THE FORUM, it’s all done for me –

and it fuels my entire year of winning

new clients.”

AKQA AT THE MARKETING FORUM: SHORTCUT TO A LONG-TERM RELATIONSHIP



“I come to �nd suppliers who are pushing
the envelope,” says Rouda: “people who 
aren’t really on our radar screen, and I
wouldn’t have time to learn about. They
couldn’t get through to me otherwise,” she
adds. “I’m not a cold-call kind of person.”

It goes both ways: while Real Living is
growing quickly, it’s still a relatively
young brand, and best known in the
Midwest. As a result, many top marketing
�rms encounter it for the �rst time at
THE MARKETING FORUM . When they get to
know the brand through half-hour
conversations with Rouda, they often
discover new ways they can add value.

MARKETING, TRAINING,
COLLABORATION, AND LEADERSHIP
Rouda relies on her Forum contacts even
more since her recent promotion to COO.
She’s hired leading training and organizational
consultant Ferrazzi Greenlight to help her
people build stronger relationships and
collaborate more e�ectively. She used
THE FORUM to gain knowledge for leading
the in-house development of Real Living’s
brand-new CRM system. Last but not
least, she met top executive coach Judith
Wright at THE FORUM – and she’s now
working with Wright to achieve the highest
levels of performance in her new role.

THE MARKETING FORUM
is the premier event connecting senior marketing
executives at leading U.S. companies with the
world’s leading suppliers of media, marketing,
branding, interactive and advertising services and
products. Senior marketing executives who meet
stringent quali�cation standards are invited to
participate in a strategic conference program
tailored to address their most urgent business
challenges. They spend two days and three nights
networking with senior-level colleagues in a
luxurious, distraction-free environment. These
senior executives also meet one-on-one with the
suppliers of their choice, enabling them to access
and rapidly evaluate the �eld’s highest value
solutions.

For more information on this exclusive FORUM,
please contact DAVID HEIMLICH at 212.651.8767
or dheimlich@richmondevents.com
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