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marketing people, an individual based up
in Canada. RBC had just acquired Centura
Bank in North Carolina, and planned to
do some branch openings.

“| was able to tell RBC about our
extensive experience with [eld marketing
and local store marketing. For example,
we represent McDonald's as a co-op
agency, so we do quite a few grand
openings, sales building and competitive
blunting plans, on both a regional and
individual store basis.”

“Once they knew this, they plugged us
into their folks in North Carolina,” says
McMullen. Based on that referral, RBC
Centura invited The Integer Group to
meetings - and shortly thereafter, o [efed
an assignment.

UNCOVERING NEW RFP OPPORTUNITIES
Several times, McMullen says, meetings at
THE FORUM have resulted in invitations to
participate in RFPs. The Integer Group
earned that opportunity at Webster
Industries in Peabody, Massachusetts, a
leading supplier of branded and private
label trash bags and food contact
products.

Yet another example: Mattel. “l had a
great dialogue with them at THE FORUM.
That led to a meeting out in El Segundo,
California with their promotion and
product marketing people. It took two
years, but those conversations ultimately
led to receiving an RFP.”

“Since I've started attending THE FORUM,
I've noticed land-based events are
springing up which try to do the same
thing. But, at THE FORUM, you can meet
up to 30 would-be prospects. The other
events o [ed far fewer meetings. They just
don’t give you the in-depth opportunity
to meet and get to know as many new
people. THE FORUM is a great venue, a
very well run event. Richmond Events
does an awesome job.”

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

www.marketingforum.com




