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With a new team of energized leaders, SIOR 
is on a quest to evolve the organization 
and sustain and grow its role as the leading 
professional commercial and industrial real 
estate association. With more than 3,600 
members in more than 722 cities in 45 
countries, SIOR represents today’s most 
knowledgeable, experienced and successful 
commercial real estate brokerage specialists.

The SIOR designation is a beacon of excellence, 
ethics and experience to corporate real estate 
executives, brokers, agents, lenders and other 
real estate professionals. This respected 
community of office and industrial specialists 
relies on SIOR for leadership, connections, 
dealmaking, professional development and 
next-level thinking to lead the society into  
the future. 

And the future is bright.

CSG Creative is known for excellence and 
embodies the best of association and 
conference marketing strategy, branding and 
planning, and combines that expertise with 
a leading-edge creative and design agency. 
The result is a turnkey marketing solution for 
associations that is unlike any other.  

CSG has decades of experience working 
with growth-focused associations like 
SIOR to achieve similar goals and priorities. 
Our proven processes, talented team and 
keen understanding of your challenges 
enable us to hit the ground running and 
enter the partnership with decades of 
collective experience — ready to make smart 
recommendations to achieve your near- and 
long-term objectives. We will bring innovative 
insights, fresh perspectives, cutting-edge 
strategies and valuable guidance to further 
elevate your marketing campaigns, brand  
and position your profit centers for  
continued growth.

5 why csg?

6 our clients

8 award-winning work

10 capabilities

13 case studies

34 meet the team

40 sow and fees

what’s inside

elevating energy, 
excellence and 

engagement  
for SIOR
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The SIOR Executive Team and Board of 
Directors is looking to partner with an 
experienced marketing agency to provide 
comprehensive services to help energize 
the organization and communicate a 
clear direction, sense of excitement and 
vitality. Discussions have included but 
not been limited to the following items:

• Create a new look and strengthen 
messaging that portrays SIOR in a 
best-in-class format

• Assess current tagline to consider 
possible revision or replacement

• Energize recruitment initiatives with 
a high-energy branding campaign

• Demonstrate to members and 
industry that SIOR is the most 
significant player in its marketplace 
for dealmaking 

• Enhance brand guidelines for local 
chapters to follow

• Develop a strategy and execution 
for social media, direct mail, ad 
placement and media relations 

• Identify ways to use resources 
wisely and evaluate where marketing 
efforts can be improved to produce 
greater return for the association 

Bringing an agency like CSG to the table 
allows the SIOR team to focus on supporting 
the society’s strategic initiatives, growing 
and nurturing membership and providing the 
highest level of service to the SIORs.  

As your partner, the CSG team will be 
focused on understanding the needs of 
the SIORs, the office and industrial real 
estate landscape, trends and member 
sentiments so we can make the smartest 
and informed recommendations. We’ll review 
your marketing efforts more holistically, find 
gaps in messaging, identify opportunities 
to increase impact and optimize cross-
promotional opportunities. 

Our experience and best practices enable us 
to increase efficiency, identify efforts where 
we need to push harder or invest more 
deeply, and make the recommendations that 
will support your strategic goals. 

 

your priorities.  
our solutions.  why csg?

CSG was built from a passion for facilitating powerful business 
connections. The entire team fundamentally believes in the critical 
importance of associations and their mission of supporting and activating 
strong networks of industry professionals. Trade events, conferences and 
meetings have a unique ability to grow businesses, advance industries 
and develop contacts that lead to successful and rewarding partnerships. 
Our deep commitment to and understanding of the importance and the 
impact of bringing communities together enable us to develop strategic 
marketing programs that are not only effective in getting results, but 
also elevate brands in the communities they serve, as well as related 
peripheral markets.

our passion
Our passion for marketing,  
commitment to excellence  
and expertise of our team  

ensure your success. 

our mission
Our mission is to be the 

 premier strategic marketing and 
creative agency that provides 

award-winning branding,  
integrated marketing solutions 

and unparalleled service to 
associations and  
show organizers.

our goal
Our goal is to become an  
extension of your team —  

a partner who does all  
the heavy lifting and makes 

you shine. 
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AdvaMed

American Association for Justice

American Association of School 
Administrators 

American Chemical Society 

American Fuel and Petrochemical 
Manufacturers

American Gear Manufacturers 
Association 

American Pet Products Association

Argentum

Crohn’s and Colitis Congress

Diving Equipment  
and Marketing Association

FABTECH

Food Processing Suppliers Association

Global Pet Expo

IAAPA, The Global Association for the 
Attractions Industry

International Sign Association

National Alliance on Mental Illness 

National Association of Broadcasters

National Association of Chemical 
Distributors

National Association of Convenience 
Stores

National School Boards Association

National Shooting Sports Foundation

National Telecommunications 
Association 

Sign Research Foundation

Society of Naval Architects and  
Marine Engineers

Solid Waste Association of North 
America

SpaceCom Expo

Water Environment Federation

Women in Cable Television

a trusted partner 
to industry-leading
associations  

CSG works nearly exclusively with association and event organizers. 

®

We’ll make your life easier. We’ll bring the great 
ideas and take care of the details while you focus 
on your already full plate of responsibilities.

We’ll be your brand steward. We’ll make sure 
that the messaging and presentation of the 
SIOR brand is consistent and on point across 
all channels.

We’ll be your partner. And being a partner 
means that we’ll do what it takes to get it 
done. Period. 

We’ll keep our eye on your goal. Always.  
We’re committed to tracking and planning our 
strategic efforts to get results.

We’ll be responsible and respectful of your 
time and your budget. We promise to deliver 
and execute your campaigns and projects on 
time and on budget. 

what 
we’ll do 
for you:

1
2
33
4
5
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known for award-winning 
brands and campaigns

23 
Davey

Awards

MOVING THE FUTURE.

At MPT Expo, you’ll see the entire power transmission supply chain — with mechanical, fluid power, 
electric, and hybrid solutions. Sign up for the MPT Conference, a two-track event focusing on business 
trends and emerging technologies. AGMA’s Fall Technical Meeting will be held concurrently with 
MPT Expo, and education seminars will also be presented by industry experts. 

NETWORK WITH MORE THAN 4,000 OF YOUR PEERS IN DETROIT THIS OCTOBER.

REGISTRATION IS NOW OPEN! Visit MotionPowerExpo.com

Owned by:       Sponsoring organization:       Co-located with: 

OCTOBER 15–17, 2019  |  COBO CENTER  |  DETROIT, MICHIGAN

Personalization
The

   of Education

PRESENTED BY:

The Personalization of Education  |  February 13–15, 2020  |  San Diego, CA  |  www.aasa.org GET NOTIFICATIONS

ATTEND  EXHIBIT  THOUGHT LEADERSHIP  CONFERENCE DAILY ONLINE

20,997
SUBSCRIBERS

GET OUR RSS FEED FOR FREE!

What is RSS? Check other  
subscription options.

Focused on Educating and  
Connecting Superintendents

Your job is unique. How often do you have the chance to interact with 

another, much less many other superintendents? This is your chance! Build 

the relationships that will support you through years to come.

2019 HIGHLIGHTS

DOWNLOAD THE 2019 PROGRAM CONFERENCE DAILY ONLINE

© 2019 AASA The School Superintendents Association

1615 Duke Street • Alexandria, VA 22314

703-528-0700 • info@aasa.org

Legal Disclaimers • AASA Home

   

TWITTER WIDGET

Why Attend?

FIND OUT

Want to Exhibit?

GET STARTED

ABOUT AASA
AASA is the premier association for school system 
leaders and serves as the national voice for public 
education and district leadership on Capitol Hill.LEARN MORE

SAVE THE DATE
Sign up to be notified when registration opens.

NAME EMAIL SUBMIT

Registration and  
Housing Now Open!

Join us in Boston, MA, this September as more than 3,000 of the 
world’s top medtech executives gather for the leading event in our 
industry — The MedTech Conference.

Featuring world‑class plenary speakers, cross‑cutting programming, 
valuable networking and business development opportunities, The 
MedTech Conference is a must‑attend event for the industry’s most 
prominent and most promising companies.

REGISTER NOW

SCHEDULE   |   SPONSOR   |   HOUSING   |   BLOG

IMPROVINGIMPROVING
HEALTH CARE.

SEPT. 23–25, 2019
BOSTON, MA

NEW in 2019
The MedTech Conference Exhibit 
Floor will open on Monday, 
Sept. 23, giving you an extra day to 
network, visit exhibitors and take in 
presentations at any of our six stages.

LEARN MORE

Book Your Hotel
Booking your hotel room is easier 
than ever. Take advantage of the 
option to book your room directly 
through our registration portal, saving 
you an extra step!

LEARN MORE

REGISTER NOW

Register before July 26, 2019, and save  
up to $500 on a Full Access Pass!

[ FOOTER ]

132
Exhibitors

3,000
Attendees

107
Sessions and 
Presentations

Attendees Can Expect:

Interactive Microsite

https://csgcreative.com/host/nab/2019/my-story/

CHEMISTRY
& WATER

FALL EXHIBITOR
& SPONSORSHIP

AMERICAN CHEMICAL SOCIETY
FALL 2019 NATIONAL MEETING & EXPO

acs.org/NationalMeeting

MEETING I AUGUST 25–29
EXPO I AUGUST 25–27

SAN DIEGO I CA

https://myprocessexpo.com/interactivefloormap/index.html

What’s a surefire way to build 
more buzz, excitement, and repeat 

visits for your attraction?

CREATIVITY.
IAAPA Expo offers high-impact sessions* dedicated to 
helping you think outside box and take a more creative 

approach to your business, including: 

Discover how the attractions industry has 
evolved from a service economy into an 
experience economy. George Walker, 
Senior Director, Creative Design, Universal 
Creative, examines the trends and provides 
context and clues that look at this “next 
reality” and how technology can be used to 
enhance the guest experience.

The Emergence of Authenticity
Lunch and Learn

George Walker
Universal Creative

Creativity Is the New Attraction

Ever heard of Meow Wolf? If not, you 
soon will. With several new locations 
on the horizon, Meow Wolf is growing 
and changing the landscape of the 
attractions industry. CEO and Co-Founder 
Vince Kadlubek discusses the movement 
toward creative experiences over 
adrenaline or the replication of familiar IP.

Game Changer Session

Vince Kadlubek
Meow Wolf

No matter the size of your attraction,  
these IAAPA Expo sessions will inspire you to:

Learn
how to stand out and succeed in 
today’s competitive marketplace.

Discover
the affordable, real-world creative 
solutions that today’s visitors demand.

Find
new ways to inspire, educate, and 
entertain your guests.

THE GLOBAL ATTRACTIONS INDUSTRY’S PREMIER EVENT

CONFERENCE: Nov. 18–21, 2019 TRADE SHOW: Nov. 19–22, 2019

*Separate registration required. 
**Savings based on full-price, on-site registration rate.

REGISTER TODAY AND SAVE UP TO 40%!**

IAAPA
9205 Southpark Center Loop, Suite 300  •  Orlando, FL 32819

Tel: +1 321/319-7600  •  Fax: +1 321/319-7690

�   

�  Add to your calendar

EVENT: WED.–FRI., APRIL 24–26 I PRE-CONFERENCE: TUES., APRIL 23
LAS VEGAS, NV I MANDALAY BAY CONVENTION CENTER REGISTER SignExpo.org/Story

Early bird discount ends Tuesday, March 26.
Use code STORY for a free tradeshow pass.

FEBRUARY 2019

T h e  p u b l i c a t i o n  f o r  s i g n ,  g r a p h i c s  a n d  v i s u a l  c o m m u n i c a t i o n s  p r o f e s s i o n a l s .

GO FOR
BEST PRACTICES

go for

connection
s

GO BIG 
GO BOLD  
GO FURTHER!

STORIES
how   will your story unfold?

INNOVATIVE
TECHNOLOGY 
& EQUIPMENT

GO FOR
I was blown away by the technologies and sheer size 
of this event. Every imaginable piece of equipment 
and supplier was there and was very willing to not 
only talk about their products, but allow you to  
have a hands-on experience —  

IT WAS COMPLETELY AMAZING!

“
KIM STOVALL, SIGN MASTERS

BAKE[it]

Interests in the bakery, grains, nuts, seeds, and snacks segment vary. The wide-scale coverage 
you’ll see on the show floor and in the education sessions are just as robust, and will address 
challenges you face with cold storage and transportation, consumer preferences, and 
ingredients and flavors. In addition, technology is changing the way bakeries compete and 
how you communicate with consumers. Keeping up with the latest innovation and emerging 
trends at PROCESS EXPO is the best way to gain a competitive advantage.

Back by popular demand, PROCESS EXPO suppliers are working together to run live 
demonstrations of a complete bakery line — right on the show floor! 

October 8–11, 2019 • McCormick Place • Chicago, IL USA
Register today at www.myprocessexpo.com/XXX. Use code xxxx.

The global food and beverage processing and packaging show.

PROCESS it. PACK it. PROFit.

In partnership with

IN OPPORTUNITYD
O

N
’T M

ISS THE W
ORLD’S ONLY INTERNATIONAL TRADE-ONLY EVENT FOR DIVE IN

DUSTRY P
RO

FE
SS

IO
N

A
LS

!

DEMA SHOW 2018
NOVEMBER 14–17, 2018 | Las Vegas Convention Center | Las Vegas, NV

IMMERSE YOURSELF IN THE INDUSTRY’S MOST IMPACTFUL EVENT OF THE YEAR! 

REGISTER TODAY AT 
DEMASHOW.COM/REGISTER

themedtechconference.com

SEPTEMBER 23–25, 2019 
BOSTON, MA

PROGRAM SPOTLIGHT

IMPROVING

Sponsored by

BA
NK

FE
ST
IV
AL

FE
ST
IV
AL

FOOD

SHOES

OF
FIC
E

SPACE

AVAILABLE

GY
M

ADHERE

YOUR

NOW LEASING

SIGN RESEARCH FOUNDATION 2018 ANNUAL REPORT

Developing thriving, safe and vibrant communities 
THROUGH SIGN RESEARCH AND EDUCATION. 

NOVEMBER 27–28, 2018
George R. Brown Convention Center  •  Houston, TX  •  www.spacecomexpo.com

SPACECOM IS ALL ABOUT THE BUSINESS OF SPACE.
NASA | Industry | Commercial Space

NOVEMBER 27–28, 2018
George R. Brown Convention Center  •  Houston, TX  •  www.spacecomexpo.com

SPONSORSHIP BROCHURE 

“Sponsorships can increase booth traffic by 104%.” 
— Center for Exhibition Industry Research Report

Source: 2017 SpaceCom Registrant Data

Attendees by Primary Job Function:

C-Level /Executive/Senior Management ........... 25%

Other/Procurement ........................................... 21%

Engineering ........................................................ 12%

Business Development/Sales ............................ 12%

R&D/Product Development ................................. 8%

Project Management ........................................... 7%

General Management .......................................... 6%

Marketing ............................................................. 5%

IT/Technology ....................................................... 4% *Targeted industries include energy, maritime, 
advanced manufacturing, agribusiness, and medical. 

Source: 2017 SpaceCom Registrant Data

25% .............................Aerospace

18% ............ Targeted Industries*

16% .................................... NASA

10% .........................International

8%............................Government

5%............................. Investment

4%......................................Media

14%  ....................................Other

Attendees by Sector:

CUSTOMIZE YOUR
SPONSORSHIP PACKAGE
Let us create the perfect sponsorship package to ensure your SpaceCom 
experience is a huge success! Your customized bundle will align with your 
sales goals through exclusive opportunities and innovative branding ideas. 

CALL US TODAY TO DISCUSS YOUR NEEDS!

MEETING SUITES I $4,500 PER ROOM

Conduct on-floor, private meetings with key buyers while at SpaceCom. Close deals, perform private demos, 
and conduct business without ever leaving the show floor.

S M A R T
BUSINESSINNOVATIONS

S P A C E

CONTACT RICH HODGE FOR MORE INFORMATION

Sales Manager
703.706.8215
rhodge@spacecomexpo.com

ASK ME ABOUT INTERACTIVE EXPERIENCES SUCH AS:

• Live Art Demos
• Product Demonstrations
• Social Media Scavenger Hunt

66 
IAEE Art  

of the Show 
Awards 

116 
Graphic  
Design  

USA Awards 

8 Association Trends 

2 Excite Awards

1 American Business  
Media Award

1 Excel Award
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digital, web and  
interactive
• Website design, development 

and programming
• Interactive engagement
• Game development
• Motion graphics and animation
• Geofencing/IP targeting
• Retargeting campaigns
• Authorized Feathr “power 

user”
• Native advertising and content 

marketing
• HTML5

design
• Graphic design
• Print and digital design
• Copywriting
• Advertising
• Show guides
• Publications

strategy
• Audience acquisition strategy
• Marketing plan execution and 

support
• Membership recruitment and 

retention campaigns
• Persona and journey mapping
• Direct mail strategy 

management
• Partnerships and affiliate  

relationships
• List research and data  

segmentation

media and  
advertising
• Barters and trade 

negotiations
• Media placements
• Media planning

international  
marketing
• Campaign strategies and 

audience development
• ITA Trade Event 

Partnership Program
• Commercial Service 

partner recruitment and 
delegation organization

public relations
• Press release writing  

and distribution
• Media relations
• Social content and 

strategies
• Onsite pressroom  

management and media 
relations

• Monitoring, tracking and 
measurement of media  
coverage

social
• Paid advertising and  

promotional campaigns
• Onsite activations and  

engagement
• Influencer programs
• Content development and 

organic content strategies

video
• Creative direction
• Videography and  

production services
• Interviews
• Editing
• Animation and motion 

graphics

research 
• Focus groups
• Post-show surveys
• Attitudinal segmentation  

and persona development

comprehensive capabilities  
to meet all of your needs

virtual event  
solutions 
Creative
• Virtual identity updates and 

creative refresh
• Branded virtual backgrounds 

for speakers and attendees
• PowerPoint templates
• Virtual environment “signage”

Create Dynamic Video 
Content Development & 
Production
• Pre-event promotion
• Opening videos
• Speaker introductions
• How-to tutorials explaining the 

structure of the event
• Keynote & session videos
• Session transitions

Develop Digital Advertising 
Strategies
• Craft messaging strategy for 

all target audiences
• Plan and execute strategic 

campaigns that will drive 
attendance to your events 
and reach new audiences that 
may not have attended your 
in-person event

• Create an interactive 
microsite or digital brochure 
highlighting the features of 
your virtual event

brand  
development
• Branding, themes and  

show identity
• Logo design and  

development
• Brand activations
• Onsite experiences 
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our legacy of  
success will  
lead SIOR into  
the future 

SIOR is looking to develop strategic 
marketing initiatives and brand strategies 
to heighten awareness, impact and achieve 
membership growth and diversification. 
SIOR believes that with stronger messaging 
emphasizing the society’s value, smarter 
creative strategies and effective 
positioning to the right audiences, there  
is real opportunity for growth.

While branding, membership and event 
goals and objectives require similar 
scopes of work and resources in terms of 
execution, each priority will employ unique 
strategies and tactics to achieve the goals 
set forth.

CSG works with associations every day 
to achieve similar goals and objectives 
with purpose, vision and results-focused 
strategies. Our work encompasses all 
the areas where you seek support and 
expertise. 

We are known for exceptional:

• Brand development and brand strategy

• Competitive landscape analysis and 
brand positioning

• Messaging and positioning to increase 
relevance to core and target markets

• Multi-channel strategic marketing 
plans and tactical execution for 
membership recruitment and audience 
acquisition campaigns

• Digital campaigns to amplify messages 
and drive conversions

• Content strategies and multimedia 
engagement

• Database development, lead 
generation and lead nurturing

• Traditional direct response marketing 
initiatives, including print advertising, 
direct mail and brand activations

Most importantly, we are known for our 
ability to be a seamless extension of our 
clients’ teams — thinking and acting as if 
we were part of the organization, proven 
by our steadfast commitment to achieving 
goals and laser focus on success.

campaign planning
and execution
CSG has a thoughtful and strategic method to successfully 
develop and implement comprehensive, omni-channel 
marketing campaigns. The foundation of our plans always 
begins with research to understand market conditions and 
emerging trends, audiences and industry personas, new 
opportunities for growth, registration trends and behaviors, 
successful strategies, competitors, threats, and near- and 
long-term goals. All of these data points are essential 
to understand the customer journey and develop plans 
and tactical recommendations that introduce the right 
messaging at the right time, in the right channel and to the 
right audiences. 

1

The following pages demonstrate our experience 
as it relates to achieving your goals and priorities. 
They showcase our ability to elevate brands and 
create breakthrough strategies, digital campaigns, ad 
concepts, themes and unique tactics to effectively drive 
membership and market conventions and events. The 
case studies and examples prove that we can concept, 
create, plan, develop and deliver marketing and creative 
services that get RESULTS.
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National Association of Chemical 
Distributors
Each year, CSG runs a strategic planning session for 
NACD leadership, staff and partners to evaluate the 
prior year’s successes and challenges and set new 
goals for the upcoming year. We integrate metrics into 
every project so that we can prioritize the resources 
allocated to each project/department. A big priority 
for NACD is repurposing content across departments 
and channels. Since we are fully integrated into the 
organization, CSG is able to identify those opportunities 
within the marketing plan and new opportunities as 
they arise throughout the year.

Projects
• Membership acquisition

• New member welcome and retention

• Education and program marketing

• Research reports

• Attendee acquisition for three events per year

• Digital annual report

• Partnership with PR firm

IAAPA, The Global Association for 
the Attractions Industry
IAAPA relies on CSG to provide consistency for their 
global brand across membership, programs and events. 
We work with their personnel in the United States, Asia, 
Latin America and Europe as a brand steward  
and strategic partner. We advise and execute on  
print campaigns, digital campaigns and grassroots 
efforts. We also serve as the hub for all media buys 
and barters.

Projects
• Association branding and corporate  

materials

• Membership acquisition

• Membership retention

• Attendee acquisition for four events per year

• Exhibitor and sponsorship sales support

IAAPA EMEA Spring Summit 2020
12–14 May | Rome, Italy

THE BEAUTY OF ROME.  
THE THRILL OF THE 

Experience it all at the IAAPA 
EMEA Spring Summit as you tour 
many of Italy’s most iconic amusement 
facilities and parks during this not-to-miss 
opportunity including Cinecittà World, Magicland, 
and Zoomarine.

To learn more and register, visit  
IAAPA.org/IAAPAEMEASpringSummit

ATTRACTIONS 
INDUSTRY.

AN EPIC EVENT
AN EPIC CITY

as we explore the enchanting city of Rome and nearby 
local attractions, Magicland, Zoomarine, and Cinecittà World.

REGISTER NOWDON’T MISS YOUR CHANCE 
TO EXPERIENCE IT ALL.

JOIN US

IAAPA EMEA

Spring Summit 2020
Rome, Italy | 12–14 May

IAAPA

LEADERSHIP 
SUMMIT 2020

Los Angeles, CAMARCH 11–13
Innovation Meets Creativity

LEARN MORE

MARCH 11–13 Los Angeles, CA

WILL YOU JOIN ME?

SUMMIT 2020
IAAPALEADERSHIP
Fostering Innovation Through Creativity

I’M ATTENDING!

Disneyland Resort — Star War’s Galaxy’s Edge 
Six Flags Magic Mountain 
Dreamworks Animation 
Warner Bros. Studios

2020
NACD MEMBERSHIP 
RESOURCE GUIDE
The chemical distribution industry’s resource 
for successful business operations is NACD.

WWW.NACD.COM

NACD is a vehicle to promote 
and grow your business 
NACD offers support for the 
entire chemical distribution supply  
chain, not just distributors. As an  
Affiliate, you have access to other 
businesses that distribute, transport, 
manufacture, warehouse, or handle 
chemicals. 

Advancing stewardship. 
Creating connections. 
NACD delivers. In an era of continuous change and 
regulation, we deliver the stewardship, knowledge, and 
connections that move our members’ businesses and the 
entire industry forward. From producers to deliverers, 
from handlers to service providers, NACD provides the 
business practices, educational resources, and industry 
representation that ensure the chemicals so vital to 
modern life arrive safely, securely, and where they 
are needed.

QUESTIONS?
Ask us about membership today.

JENNI JENKINS
NACD Membership Manager
(571) 482-3067
jjenkins@nacd.com

NACD
DELIVERS!
We connect chemical handlers with 
industry leaders in every stage of the  
chemical distribution supply chain.
JOIN US AND START GROWING 
YOUR BUSINESS NOW!
www.nacd.com

Learn more about NACD membership.
www.nacd.com

www.nacd.com

While chemical distribution is big business, 
most NACD members are small businesses 
that on average have 26 employees and 
generate $26 million in sales.

Every week, NACD releases data, tips, trends, and insights on best 
business practices based on industry successes. 

14%
Chemical
Producers

55%
Distributor 
Members

8%
Chemical
Handlers

1%
Global

Partners

22%
Service

Providers

BE INFORMED. GET NOTICED.
With the all new online NACD Membership Directory.

Easily accessible, the online NACD 
Membership Directory serves two 
primary functions for our members:

Showcase your company through 
sponsored web banners and top 
listings. Several opportunities 
are available.

YOUR INDUSTRY NEWS SOURCE
Keep abreast of all the latest news and 
articles related to our industry. The 
Membership Directory includes a perpetually 
updated feed of industry news from around 
the country.

PROMOTE YOUR BUSINESS
Business profiles allow other members to 
understand your services and connect with 
you. It’s important to regularly update your 
business’s profile, including employees, URLs, 
logos, and other details!

https://nacd.inloop.com/en/buyersguide
Log into the NACD Membership Directory today, and get started!

SUNDAY, AUGUST 16 – WEDNESDAY, AUGUST 19, 2020

JW Marriott, Indianapolis, Indiana

LEADERSHIP 

REGULATORY COMPLIANCE 

SECURITY OPERATIONS

SAFETY

INVENTORY CONTROL

EMERGENCY RESPONSE

SOFTWARE SOLUTIONS 

RESPONSIBLE DISTRIBUTION

BEST PRACTICES

PARTNERSHIPS

www.nacd.com/chemedge

Food Processing Suppliers 
Association 
FPSA has a very small staff (seven people) and relies 
on CSG to provide strategic plans, messaging, creative 
and execution for membership and trade show 
campaigns. In addition to managing the multi-channel 
marketing campaigns, we also manage their PR vendor, 
international marketing and social media consultant. 
Paige Cardwell regularly attends board meetings 
alongside the FPSA staff. This unique access allows us to 
keep abreast of customer trends and the opportunities 
facing the food processing industry.

Projects
• Membership acquisition

• Membership retention

• Attendee acquisition for a biennial event

• Exhibitor and sponsorship sales support

 

AASA, The School Superintendents 
Association
AASA has no internal marketing department. CSG 
manages all marketing outreach, ensuring that each 
program reaches the appropriate audience with an on-
brand tone, message, creative and offer. We can keep an 
eye on saturation and spread the messages out among 
the marketing channels based on timing and audience. 
We also are able to cross-promote and test unique 
offers based on how integrated we are with the AASA 
team. We’ve presented to the Leadership Committee and 
participated in staff retreats, the only vendor/partner 
given such trusted access. 

Projects
• Association branding and corporate materials

• Membership acquisition

• Membership retention

• Attendee acquisition for two events

• Program marketing

ALWAYS IN DEMAND
The average American spends $7.64 
a day on food, and such expenditures 
increased by over 7% last year. 
With more health-conscious and 
well-informed consumers than 
ever before, the food industry is a 
challenging, yet exciting and ever-
evolving, field.

A GROWING MARKET 
Nearly 34,000 food manufacturing 
companies employ more than 
1,600,000 people in the United States, 
and their suppliers employ many 
more. Food Processing’s annual 
Manufacturing Survey revealed 
that nearly half (48%) of food 
manufacturers plan to add employees 
in 2019.

FAIR WAGES AT ALL LEVELS 
Finder.com found that the average 
salary for a food processing worker 
increased by almost 24% in 2017, 
and manufacturing salaries in 
general are expected to increase 
through 2019 and beyond. The 
majority of these positions do not 
require post-secondary degrees 
and include on-the-job training and 
room for growth.

• Administration

• Agriculture

• Culinary Art

• Customer Service

• Engineering

• Food Science

• Human Resources

• IT/MIS

• Logistics/Supply Chain

• Machine Operation

• Maintenance

• Management

• Marketing

• Nutrition

• Packaging

• Research & Development

• Sales

• Shipping & Transportation

• Equipment Technician

BE A PART OF ONE OF THE WORLD’S FIRST AND MOST ESSENTIAL INDUSTRIES. 
To learn more about a career in food processing and equipment manufacturing, visit the Food 

Processing Suppliers Association (FPSA) job board at https://jobs.fpsa.org/.  

EMPLOYMENT POSSIBILITIES IN THE FOOD INDUSTRY GO WELL BEYOND THE PRODUCTION LINE. 
FOOD COMPANIES AND THEIR SUPPLIERS ARE HIRING IN JOB AREAS SUCH AS:

A JOB IN FOOD PROCESSING AND EQUIPMENT 
MANUFACTURING OFFERS THE FOLLOWING BENEFITS

HUNGRY
FOR A CAREER THAT WILL NEVER
GO OUT OF STYLE? 

SMARTER
PROCESSING
BETTER BUSINESS

Working to STRENGTHEN YOUR BUSINESS 
and advance the food processing industry.

BECOME A MEMBER
VISIT US IN BOOTH #2848

www.fpsa.org

SMARTER
PROCESSING
BETTER BUSINESS

BECOME A MEMBER | www.fpsa.org/membership

Working to STRENGTHEN YOUR BUSINESS and advance the food processing and packaging industry.

FPSA + YOU:  
A POWERFUL PARTNERSHIP
Gain immediate access to the tools and resources you need to 

grow and build your business.

BECOME A MEMBER TODAY 
www.fpsa.org/membership

FPSA NETWORKS  
NET RESULTS

Networks augment council activities by addressing the below industry-wide issues and representing 
certain demographics. By joining our networks, you have an incredible opportunity to serve as an 
integral part of the association and connect with fellow leaders.

Food Processing Suppliers Association
1451 Dolley Madison Boulevard 
Suite 101 
McLean, Virginia 22101-3850
www.fpsa.org

Bakery Council Beverage Council Dairy Council Meat Council Prepared Foods CouncilPet Food Council 

The Food Processing Suppliers Association is the trade association 
for suppliers to the food processing and packaging industry. It’s 
also the host of the largest and most affordable food processing 
and packaging trade show in the Americas, PROCESS EXPO. 

As an FPSA member, you are eligible to participate in our Industry Councils — the foundation 
of FPSA and its 400+ corporate members. Each council has a dedicated board of directors and 
members that offers services and support to each industry sector. 
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Food Processing Suppliers Association
1451 Dolley Madison Blvd., Suite 101
McLean, VA 22101-3850

THE GLOBAL FOOD AND 
BEVERAGE PROCESSING 
AND PACKAGING SHOW
October 8–11, 2019
McCormick Place • Chicago, IL USA

PROCESS it. PACK it. PROFit.
Discover new packaging solutions to differentiate your 
product and increase profits, and watch FIVE working 
production lines in action — ONLY AT PROCESS EXPO. 
Register today! Use code PACKAGEIT for a FREE expo 
registration at www.myprocessexpo.com/packageit.

October 8–11, 2019 • McCormick Place • Chicago, IL USA

JOIN AASA

Join a collaborative network 

where you can engage with the 

leading superintendents from 

across the country.

TODAY

2019–20

MEMBERSHIP 
BENEFITS

AASA.ORG/JOIN 
or call 703.528.0700

Presented by

Ernest N. Morial Convention Center, New Orleans

WWW.AASA.ORG/NCE

FEBRUARY 
18–20,

2021
FOCUSING ON THE

SOCIAL 
EMOTIONAL 
LEARNING

Get NETWORK Strong.

THE
LEADERSHIP
NETWORK
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challenge
We’ve seen tremendous growth in IAAPA Attractions Expo over 
the first three years working on the account  — most notably a 
34% increase in buyer attendance and a 24% increase in overall 
attendance. Though some agencies might consider such stats a win, 
at CSG, we’re always looking to deliver more to our clients, especially 
ones with whom we have worked for a long time.

For the development of IAAPA’s 2017 campaign, 
we set out to push ourselves creatively and 
strategically. We wanted a campaign that 
would not only reflect the trends impacting the 
attractions industry as a whole but also speak 
to the energy and excitement that are unique to 
this fun industry.

solution
As the global attraction’s industry’s premier 
event, the show is home to representatives 
from all types of attractions, from large theme 
parks to small mini-golf operations, zoos, 
science centers and everything in between. 

To get a clear picture of what trends were 
impacting the industry, we proactively sought 
input from members of IAAPA’s communications 

team, specifically the writers and editors of the association’s monthly 
magazine. They were able to provide a “frontline” perspective of what 
is impacting the industry now and what trends are coming down the 
pipeline. 

Members of our design team worked together to develop a design 
trends presentation that showcased the hottest colors, type 
treatments and design elements. When we shared this presentation 
with the IAAPA team, they were able to let us know what trends 
resonated with them and their industry and steered us away from 
trends they knew wouldn’t work. 

results
During our discovery process, we learned that a key trend currently 
impacting the attractions industry as a whole is guests’ demand for 
more custom/personalized experiences. This industry trend paired 
well with corresponding design trends, including the use of custom-
made fonts and pairing photos with illustrations. It was here, at 
the intersection of industry and design trends, that the theme of 
“Creation Nation” was born.  

By taking the time up front to gather insights from team members and 
to conduct range-finding, we were able to set expectations for the 
creative reveal, which meant that the approval process went much 
faster and that we were able to roll out the campaign much earlier. 

IAAPA CASE STUDY

 

REGISTRATION NOW OPEN!
www.IAAPA.org/IAAPAAttractionsExpo  

CONFERENCE:  
NOV. 13–17 

TRADE SHOW:  
NOV. 14–17

ORLANDO, FL, US

Come together with your peers and be inspired. 
Amplify the wow factor at your water park and create something extraordinary 
to impress your guests. Demo everything from in-water innovations to interactive, 
custom experiences. Transform your facility and take your park to the next level 
with the creative solutions you will find at IAAPA Attractions Expo 2017. 

JOIN THE 

nation2017

 

REGISTRATION NOW OPEN!
www.IAAPA.org/IAAPAAttractionsExpo  

CONFERENCE:  
NOV. 13–17 

TRADE SHOW:  
NOV. 14–17

ORLANDO, FL, US

Come together with your peers and be inspired. 
As technology evolves and customers demand more interactive, personal 
experiences, you need to find innovative ways to deliver. 

Source creative solutions for your business by connecting with the global 
attractions community at IAAPA Attractions Expo 2017.

JOIN THE 

nation2017

Are you open to the ideas and 
innovations that help you thrive 
in today’s ultra-competitive 
entertainment marketplace?

Are you ready to take your 
haunted house, park, maze, or 

attraction to the next level?

Are you looking for a way to 
reward and inspire your entire 
team this season and beyond?

If you said

“YES”
to any of the above, IAAPA Attractions Expo 2017  

has everything you need and then some!
You’ll be immersed in a world filled with creative ways to increase guest visits, 
build buzz, and create an invaluable professional network. At IAAPA Attractions 
Expo 2017, you’ll join 32,000+ industry leaders, creators, decision makers, and 
visionaries in what is far more than a trade show. All the educational seminars, 
special events, and EDUTours at IAAPA Attractions Expo are led by industry 

experts with real-world experience — the kind of experience you can use to run 
a more successful, rewarding operation. So why wait?

Come learn, laugh, and scream a bit as you and your team discover the 
energy and creativity that bring new opportunities to your haunt.

LEARN MORE

International Association of Amusement Parks and Attractions
1448 Duke St., Alexandria, VA 22314

Tel: +1 703/836-4800  •  Fax: +1 703/836-4801

   

CONFERENCE: NOV. 13–17 
TRADE SHOW: NOV. 14–17
ORLANDO, FL, US20
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JOIN THE 

2018 OUTSTANDING  
MARKETING & SALES  
AWARD

challenge
PROCESS EXPO — the nation’s largest trade show for the food 
and beverage processing and packaging industry — has historical 

roots in the meat processing industry. 
Over the years, it has evolved to include 
the entire food and beverage industry, 
but many attendees and exhibitors still 
perceived it as “the meat show.” 

solution
To combat the perception that PROCESS 
EXPO is a “meat processing show,” CSG 
presented creative and messaging to 
highlight the horizontal nature of the 
event. We communicated that PROCESS 
EXPO caters to all segments of the food 
and beverage industry and is the place to 
find crossover solutions.

The flexibility of the 2019 “PROCESS[it], 
PACKAGE[it], [PROFit]” campaign allowed 

CSG to create targeted micro campaigns with 
industry-specific creative to highlight show floor 
activities, education sessions and networking 
events that were relevant to each of the 
audience segments. 

To support the horizontal campaign, CSG 
developed a robust multi-channel attendee 
promotional campaign that included direct 
mail, targeted email, telemarketing, digital 
advertising, print advertising and paid social 
media. The PROCESS EXPO website also featured 
dedicated content for each of the sectors. CSG 
collaborated with 57 media partners to reach 
prospects in each of the key industry segments, 

using a mix of targeted banner ads, print ads, newsletters, 
eblasts, webinars and social media. 

Additionally, the 2019 campaign focused heavily on reaching 
out to exhibitors to promote PROCESS EXPO as a horizontal 
show, encouraging them to highlight and display equipment and 
technology offerings for all the segments they cater to. Exhibitor 
outreach tactics included targeted direct mail pieces, emails and 
monthly exhibitor newsletters.

results
Registration data showed a significant increase — 20%–30% —  
in attendance from the prepared foods, bakery, dairy and
beverage sectors, over PROCESS EXPO 2017. Additionally, there 
were significant marketing resources dedicated to the pet food 
segment, and registration for this audience increased by 197% 
over 2017.

BAKE[it]

Interests in the bakery, grains, nuts, seeds, and snacks segment vary. The wide-scale coverage 
you’ll see on the show floor and in the education sessions are just as robust, and will address 
challenges you face with cold storage and transportation, consumer preferences, and 
ingredients and flavors. In addition, technology is changing the way bakeries compete and 
how you communicate with consumers. Keeping up with the latest innovation and emerging 
trends at PROCESS EXPO is the best way to gain a competitive advantage.

Back by popular demand, PROCESS EXPO suppliers are working together to run live 
demonstrations of a complete bakery line — right on the show floor! 

October 8–11, 2019 • McCormick Place • Chicago, IL USA
Register today at www.myprocessexpo.com/XXX. Use code xxxx.

The global food and beverage processing and packaging show.

PROCESS it. PACK it. PROFit.

PREPARE[it]

October 8–11, 2019 • McCormick Place • Chicago, IL USA
Register today at www.myprocessexpo.com/XXX. Use code xxxx.

Whether you prepare fresh cut, fruits and vegetables, condiments, sauces, 
soups, or ready-to-eat meals, processors in the prepared foods sector find 
manufacturing solutions for every link in the supply chain at PROCESS EXPO.

With a rise in food safety concerns and consumer demands for healthy options, 
you need to stay ahead of the curve for the implications of government regulations, 
nutritional requirements, labeling, and more. The food safety focus in our education 
program along with key activities and extensive displays on the show floor makes 
attending PROCESS EXPO a must for you and your team.

The global food and beverage processing and packaging show.

PROCESS it. PACK it. PROFit.

PROCESS EXPO

PROCESS EXPO represents the pinnacle of food technology bringing 
together the world’s most successful food and beverage processors, 
equipment manufacturers and leaders in the field of academia.

PROCESS EXPO is owned and organized by the Food Processing Suppliers Association  
(FPSA), a global trade association serving suppliers in the food and beverage industries.

More About the Show  |  FPSA

Latest News
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JUNE 12, 2018

FPSA Young Professionals Group 
Interview Series: Cara Godack
This summer, we’re featuring interviews with 
members of the FPSA Young Professionals 
Group. This interview is ...

MAY 18, 2018

How Suppliers Can Help Processors 
Control Foreign Materials
Although pathogens get more press, foreign 
materials contin ue to plague the food 
industry. They are the larges ...

Latest Posts
Read More Articles

Stay Informed with the Latest News from PROCESS EXPO JOIN OUR MAILING LIST
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with new pet 
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FPSA CASE STUDY

16 17



digital marketing and  
communications
No marketing campaign is complete without a full integration 
of digital tactics. CSG has an entire digital team to design and 
execute digital strategies built to pull loyal alumni, prior attendees 
and prospects through the marketing funnel into conversion. Our 
strategies are developed to deliver messages that build awareness, 
drive interest and engagement, encourage sharing, and, most 
importantly, generate conversions. Our most successful digital 
marketing campaigns have leveraged tactics including:

• Display and programmatic advertising
• IP/geofencing location-based advertising
• Retargeting and remarketing
• Paid social campaigns
• Lead generation campaigns
• InMail campaigns
• Content marketing and native advertising

CSG’s team of experts will review the strategies and 
recommendations in place, past performance, platforms, advertising 
refresh cadence, and specific campaigns related to KPIs to make 
recommendations to improve performance and ROI. 

challenge
In June 2019, the American Association of Clinical 
Chemistry (AACC) found itself behind its registration 

pacing goal for the Annual Scientific 
Meeting & Clinical Lab Expo. With only 
5 weeks until its event, AACC came to 
CSG for strategic recommendations 
to quickly reach and convert more 
prospects while growing overall 
attendance.

solution
CSG worked closely with AACC 
to investigate the reasons why 
registration had slowed despite 
satisfactory digital marketing 
campaign performance in awareness 
and registration. They discovered 
that location and cost were major 
prohibitors for prospective attendees 
and concluded that the burden 
and cost of travel was the primary 
deterrent to registration. With only one 
month to implement, CSG developed a 
geotargeted strategy for remarketing 
and social media that focused on the 

West Coast of the United States. The goal was to gain 
attendees in proximity to the Anaheim, CA-based event. 
CSG also developed messaging to emphasize the cost-
effective registration options that AACC offered — such 
as the Clinical Lab Expo Pass that granted 3-day access to 
the Expo at an affordable price (under $100). 

results
In just one month, the combination of value-specific 
messaging and geotargeted ads created more than 
400,000 impressions. Registrations attributed to 
remarketing doubled, and layering in paid social media ads 
increased that again by 25%. Despite the low price point of 
the Expo Pass, the investment in geotargeted media spend 
captured an ROI of 300%.

TARGETED ADVERTISING
AACC CASE STUDY2
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INTEGRATED DIGITAL 
NAB SHOW CASE STUDY

challenge
When CSG was conducting discovery meetings with internal team 
members and numerous professional services consultants, we found 
that the marketing efforts for NAB Show were very siloed. There 
was very little connectivity between groups. Each team operated 
through the narrow lens of its unique contribution to the overall 
customer experience. Such siloes led to weak analytics, unanswered 
questions regarding user behavior and missed opportunities to build 
relationships with consumers. 

solution
CSG started with an audit of all the digital tactics 
in place at the time as well as the content used 
to engage prospects. Then, with the overall 
marketing objectives in mind, we looked at where 
we could make immediate connections for better 
roadmaps and records of how people were finding 
us, interacting with us and eventually converting 
to attendees/advocates. For example, we took 
basic web banner ads that linked to the show’s 
homepage and transformed them into an engaging 
and trackable experience. We simplified the creative 
message, used a unique URL for tracking, linked the 
ads to a custom landing page related to the profile 
interest of a publication’s readership, added a 
superpixel to the page, and then served retargeted 
customized banner ads with varied messages that 
matched the interests of that audience. 

results
Working with NAB Show, we have continued to deepen and grow the 
digital experience. We always have a finger on the pulse of what’s 
next and on how technology is changing how we receive, consume, 
distribute and prioritize information in our personal and professional 
lives. For NAB Show and many of our clients, it has resulted in truly 
integrated digital experiences. 

   

What will it take to get you to NAB Show®?
 ā Free 2017 Top Trends whitepaper
 ā Free limited edition NAB Show T-Shirt
 ā Free Las Vegas dining experience*
 ā Free hotel stay*
 ā Free round-trip domestic flight*

*All experiential options must be redeemed during the Show.

APRIL 22–27, 2017 EXHIBITS APRIL 24–27 LAS VEGAS, NV

SUBMIT
website design, UX and  
content management
CSG has earned top awards for our web design and 
development. We are pros at creating dynamic, easy-to-
navigate, easy-to-convert websites for our clients’ events. We 
understand the content that drives decision-making and how 
to develop site architectures that facilitate quick and easy 
navigation to enhance UX and UI. CSG works exclusively in the 
WordPress platform due to its flexible design capabilities and 
user-friendly CMS. 

When it comes to outbound digital campaigns, we understand 
the importance of visually connecting our campaigns to the 
experience on the website, the hub of all marketing efforts. 
We drive digital campaigns to target specific landing pages or 
existing content to elevate value and need to engage. We make 
sure that all web experiences have clear and visible calls to 
action that get the user to the conversion point quickly. 

In addition to design and development, CSG implements 
robust SEO into our websites. We carefully evaluate selected 
pages on the site and work with the best tools to monitor and 
evaluate search terms and priorities, ensuring that content 
is appropriately tagged, positioned and updated to increase 
organic search.

3
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challenge
The MedTech Conference wanted to move the dial in 2019 to increase 
attendance and firmly establish the conference as the leading event 

in the medical device industry. A major obstacle 
to achieving this goal was the conference website, 
which lacked the sophistication of functionality and 
design needed to entice new audiences.

solution
CSG built a new, modern website for The MedTech 
Conference that would appeal to the next 
generation of attendees. The redesign project 
included enhancing the website’s functionality, 
streamlining its navigation, and improving the 
user experience on both desktop and mobile. By 
moving to Word Press, CSG delivered a new website 
that would be easy to update and accommodate 
changing conference needs. It provided prominent 
placement for ongoing promotions and allowed 
for content sections that could be customized 
to different attendee groups. The new website 
launched in February 2019 with a dramatic, 

animated homepage slider that showcased new brand creative, also 
designed by CSG.

CSG then developed and executed a strategic digital marketing plan 
that supported the new conference website. Furthermore, digital 
marketing was a key component of the overall strategy to grow paid 
registrations. The robust 2019 digital marketing plan addressed all 
stages of the marketing funnel from awareness through retention 
to target past attendees and attract new prospects. It included 
SEM, display, retargeting, geofencing and lead gen tactics across 
Google and social channels. SEO was audited on an ongoing basis 
to ensure first-page search engine results. Digital tactics were 
used strategically in 2019 to create a savvy online presence for the 
conference and ultimately convert registrations.

results
Attendance at The MedTech Conference increased by over 10% in 
2019, and digital conversions represented close to 30% of total 
attendance. CSG monitored and optimized all digital campaigns on a 
weekly basis to ensure CTRs and digital conversion metrics remained 
strong. The digital marketing plan resulted in over 15MM impressions 
and 45K clicks. With a cost per conversion as low as $4 for key 
tactics, the digital marketing plan managed by CSG delivered a very 
strong ROI for the conference team.

WEBSITE INTEGRATION
MEDTECH CASE STUDY

IMPROVING
HEALTH CARE.
IMPROVING

SEPT. 23–25, 2019
BOSTON, MA
LEARN MORE

PROCESS EXPO

PROCESS EXPO represents the pinnacle of food technology bringing 

together the world’s most successful food and beverage processors, 

equipment manufacturers and leaders in the field of academia.

PROCESS EXPO is owned and organized by the Food Processing Suppliers Association  

(FPSA), a global trade association serving suppliers in the food and beverage industries.
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challenge
When CSG began the engagement with PROCESS EXPO in 2016 
it was clear that the show needed an aggressive turnaround 
strategy. Suffering from a weak 2015 event, we needed to improve 
perceptions of this biennial event in order to position PROCESS 
EXPO as an innovation leader, to resell booths to past exhibitors and 
attract brand-new companies to exhibit, and to increase awareness 
among and registrations from an expanded target audience. 

solution
After executing an event rebrand, CSG 
knew the PROCESS EXPO website needed 
to be completely revamped. All marketing 
materials point to the website as the 
primary source of news and information, 
so the user experience has to be modern, 
engaging and straightforward. Our 
experienced digital team improved the 
visual representation of the event and 
also transformed the navigation and page 
layouts.

In addition, we optimized the new site to 
increase traffic via search engines. We 
installed a Yoast plugin, which included 
a readability and keyword analysis. 
The site’s content was reviewed and 
edited for SEO effectiveness, including 
headers, names of pages and more. 

Meta descriptions were updated and redirects set up to increase 
SEO reach. The structure of the content was reordered in the 
navigation so that critical information was reachable in the first or 
second levels of the site. Finally, a number of technical factors were 
evaluated, such as site speed and responsiveness, inbound links, 
and other factors that boost a site’s search status. 

results
Total sessions increased 124%, total visitors increased 123% and 
total page views increased 282% over the previous campaign. Of the 
top 20 pages visited, 7 included new and enhanced pages targeting 
industry-specific audiences and recorded a total of 54,826 page 
views, a 294% increase over 2015. 

A new interactive map recorded 4,428 hits from the redirect used to 
track it. This map was not posted until later in the show cycle and 
was used to increase retention as well as attract new prospects. And 
the “Reserve a Booth” page went from 253 page views in 2015 to 
5,430 in 2017. The main exhibitor page went from 9,786 to 22,504 
page views.
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video & photography
If a picture says a thousand words, a video says a million. CSG loves 
digital storytelling and understands that audiences expect to have 
an immersive video experience that portrays the show experience. 
Working with our production team in Hollywood, CSG brainstorms 
storyboards and creative direction to shoot and curate video that is 
not only compelling but also engages viewers, builds the brand and 
puts forth the right narrative. 

Our video production goes well beyond the traditional talking heads 
to content that evokes real emotion and the irreplaceable value 
of face-to-face connections found only at our clients’ events. We 
then leverage shorter edits of our videos for social and digital 
advertising. 

We also incorporate dynamic motion graphics to help tell our 
stories. These high-energy and revealing pieces are especially 
effective for unveiling new brands, messaging or show promotions. 

Finally, we know how to direct photography to capture the images 
that will complement our marketing efforts. Not known to leave 
anything to chance, we work side-by-side to art-direct shoots and 
stage shots to make sure we have what we need.  

challenge
Video is a key component to any digital marketing strategy. But how do you make your 
videos stand out from the crowd and showcase what your brand is all about in a short 
timeframe? 

For IAAPA Expo, it was important for our videos to showcase the complete Expo experience 
and break the mold of a “typical trade show video,” which, for many other agencies, 
includes B-roll, a mashup of testimonials . . . and more B-roll. 

With the launch of the International Association 
of Amusement Parks and Attractions (IAAPA) new 
association and show brand, we had the added 
challenge of incorporating the brand story into 
the videos. IAAPA challenged us to showcase the 
emotion and joy associated with their brand. 

solution
When thinking about the IAAPA Expo experience, 
we realized that we had three perspectives to 
share: an exhibitor, a repeat attendee and a first-
time attendee. 

We worked closely with IAAPA to identify three 
individuals that fit within those target profiles. 
Once the individuals were selected, we called each 
person to talk about our plan for filming, sample 
questions and the goal for the videos. 

After filming each individual experiencing the show, our video team created a visual profile 
for each individual and their unique IAAPA Expo story. 

results
We launched each video at carefully planned intervals within the campaign. 
First, we debuted the Exhibitor Video during a final push for exhibit sales over email and all 
social channels. On Facebook alone, it received 2,000+ views, 12 shares and 54 responses. 

Next, the Repeat Attendee Video was launched with registration, receiving 12,000 views, 
7 shares and 51 responses. It was then edited to serve in our video pre-roll advertisement 
campaign on YouTube. During this campaign, the video’s VTR (view thru rate) was strong at 
71%. This ranks well above a benchmark of 51% and showcases a high level of engagement 
with our content.

Finally, the First-Time Attendee Video debuted on social media prior to the Early Bird 
Deadline, receiving 21,000 views, 12 shares and 51 responses on Facebook.  

Overall, we have been very pleased with the level of engagement and the videos 
themselves. Many IAAPA members and staff have told us that they get “goosebumps” 
watching them, as it helps them remember what is special about their industry.

STORYTELLING
IAAPA CASE STUDY

4
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VIDEO EXAMPLES

https://myprocessexpo.com/interactivefloormap/index.html

content strategy and  
management
Associations are inherently full of great content sources 
through publications, industry resources, advocacy initiatives, 
member profiles and, of course, their events. CSG works closely 
with our clients to develop content strategies that support 
SEO. This keeps the website fresh and dynamic, driving traffic 
from a broader audience, increasing scroll depth and time on 
site, and supporting marketing initiatives with content relevant 
to the value propositions presented to drive membership and 
show attendance. 

We have created powerful vlogs and traditional blogs and 
developed highly successful native advertising that has 
increased traffic by tens of thousands to our clients’ websites.  

We also embrace the importance of cross-channel content 
promotion. That postcard you put in the mail? Let’s repurpose 
it for a social media graphic. Let’s repackage some of the 
content to support association initiatives post-event. The 
research report you just published? Can we serve it up digitally 
as a white paper to drive lead generation? By removing the 
silos from your marketing approach, you’ll win with a more 
robust and integrated content strategy and the investment 
you make in content development will have a stronger ROI by 
spanning across multiple channels and increasing impressions.

5
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challenge
AASA’s National Conference on Education is the most comprehensive 
professional development and networking event for more than 3,000 school 
superintendents and administrators. Most attendees are members of AASA, 
and the client was looking for a strategy to reach new audiences and to expand 
awareness and participation of non-members. In addition, we wanted to 
position AASA as a thought leader by creating content that would be further 
supported by the education offered during the two-day event.  

solution
After researching many platforms and tactics, we decided to test a content 
marketing strategy with AASA. First, we identified hot trends and wrote a 

custom, medium-length article about each 
trend, providing an objective and thought-
provoking viewpoint on each topic. We 
paid to place those articles on mainstream 
press, pushing them out through content 
streams to reach specific audiences where 
they are on the web. Because we were not 
necessarily focused on specific industry 
or trade sites, we were able to profile and 
model the prospect audience and serve 
them the paid content on CNN, The Today 
Show, Bloomberg, etc. The articles linked 
through to the NCE website, and each 
new website visitor was subsequently 
retargeted with digital ads promoting AASA 
as a valuable content source. We ran the 
campaign for 30 days.

results
The results were outstanding. From a 
pure revenue perspective, the real-time 
conversions to paid registrations more 
than paid for the entire content marketing 
campaign. We were able to trace 453 
hours that users spent in front of the NCE 
brand, reading content. We measured 
over 16,000 clicks and nearly 14,000,000 
impressions. Another highlight was the 

social media engagement linked to this campaign. Based on known behavior, 
we expected negligible results crossing into social media channels; however, 
we tracked 90+ social engagements. Altogether, we were able to earn the 
client more than 25,000 brand engagements (article views, native clicks, social 
actions and conversions). The majority of this activity was likely from non-
members, which contributed to a 20% increase in non-member registration. 

NATIVE ADVERTISING
AASA CASE STUDY

challenge
The National Association of Convenience Stores (NACS) hosts an 
annual conference and exposition for convenience and fuel retailing 
professionals. Before the event, NACS wanted to maximize their 
reach to potential attendees through as many channels as possible. 
These channels ranged from print pieces to digital ads to social 
media platforms. It was important to NACS that they approach these 
outreach tools strategically and efficiently, that all efforts were 
integrated and that they optimized their resources.

solution
NACS teamed up with CSG to create paid and organic social media 
content for their target channels. The organic social media strategy 
was designed to engage existing followers as well as to extend 
organic reach across Facebook, Twitter and LinkedIn. The paid social 

media strategy was intended to reach audiences 
that were not as engaged with the association but 
fit the profile of potential association members and 
NACS Show attendees. The two campaigns were 
designed to operate independent of each other 
while promoting the NACS Show through a cohesive 
voice and messaging.

results
Quantifiable results of the campaign were 
monitored throughout its execution to improve 
existing strategy. The copy, content, voice and 
imagery; tags and links; and posting time of 
each piece of content were carefully considered 
and examined to ensure that each channel was 
optimized. During the months preceding the NACS 

Show, CSG’s organic social media content campaign caused a steady 
increase of traffic from all social media channels to event website. 
At the end of both the organic and the paid social media campaigns, 
paid social media content had reached 227,469 views (higher than 
anticipated) and was ultimately successful in spreading awareness 
with 639,425 impressions. The paid social media campaign saw an 
overall return on investment of 1,719%.

ORGANIC SOCIAL
NACS CASE STUDY

At the #NACSSHOW,  
Candy & Snacks gets a delicious,  

dedicated section of the exhibit hall.

HAPPY NATIONAL

Jelly Bean Day!

Conference / Oct 1–4, 2019
Expo / Oct 2–4, 2019
Georgia World Congress Center
Atlanta

Conference / Oct 1–4, 2019
Expo / Oct 2–4, 2019
Georgia World Congress Center
Atlanta

SUMMER!
IT’S OFFICIALLY

#NACSShow
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public relations  
approach

FWV is an award-winning public relations firm with years of 
experience in the real estate & development industry providing 
services including communications strategy and message 
positioning, public affairs, media relations, thought-leadership, 
social media content and crisis communications. We have also 
worked for many other professional services in the financial and 
legal sectors. This experience combined with our work on a variety 
of membership and credentialing associations, strongly and 
uniquely positions us to be a passionate partner for SIOR. 

Through this work, we have developed a strong network of 
connections in the commercial real estate space, working directly 
with brokers, developers, architects, design and engineering firms, 
consultants, and investors. We understand how the industry works 
and have the right relationships to elevate understanding of the 
meaning behind an SIOR and awareness of SIORs in the industrial 
and office real estate market. 

6
FWV is committed to helping our clients change minds and influence behavior 
through the use of integrated research, public relations, public affairs, 
advertising and marketing strategies.

Our process starts by learning as much as we can about your organization and 
your specific media and communications goals. We leverage the key insights 
from those learnings to create earned media strategies that distinctively 
connect with your target audiences. From there, we use a variety of tried and 
true, but also out-of-the-box, media strategies and tactics to position SIOR 
at the center of media conversations and coverage. We’ll start by uncovering 
media opportunities in national, top tier, trade and local publications in select 
markets, using a variety of story angles within the real estate and commercial 
office sector.  

The Approach: 
Brand Insights: Learn as much as we can about the brand, its services and their 
target audiences.

Research: Look outside the brand, into competitors, relevant news, trends and 
potential activations.

Concepting: Use insights and research to define a clear strategy. Identify the 
stories that will set you apart.

Integration: Align earned media efforts with owned media as well as creative.

Execution: Bring the concepts to life through media and influencer relations, 
partnerships, events and more.

Measure & Improve: Measure effectiveness and results, and apply learnings to 
constantly improve.

FWV believes a proactive media relations approach will play a key role in 
ensuring SIOR is positioned properly and gets its rightful share of voice.

FWV’s ongoing media relations activities would include:
• Development and refinement of key messaging

• Drafting and distribution of press releases, pitches, fact sheets, etc.

• Ongoing proactive media outreach and monitoring

• Rapid-response pitching to react to relevant news items in real time

• Interview vetting and prep

• Monitoring editorial calendars and one-off pitching opportunities

• Reporting, regular status calls and/or in-person meetings

• Daily account management and support

In partnership with:
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DOMINION REALTY PARTNERS CASE STUDY RYAN COHEN CASE STUDY

Media Relations / Event Planning / 
Advertising

• Organized and implemented 
groundbreaking events for key 
developments

• Developed press materials and 
conducted media relations surrounding 
groundbreaking events

• Created on-site signage, such as 
groundbreaking banners for key 
developments

• Developed email marketing template 
and distributed communication to key 
stakeholders

• Top coverage includes: WRAL, WNCN, 
WTVD, TWC News Raleigh, Triangle 
Business Journal, The News & Observer

In May of 2019, FWV was retained by Ryan Cohen, founder and 
former CEO of online pet retail giant Chewy.com, to raise the 
public profile of the 34-year-old entrepreneur and investor. 
Cohen had recently left Chewy following the sale of the 
company to PetSmart for $3.35 billion in cash, a record at the 
time for an e-commerce acquisition.

FWV has helped Cohen fine-tune his personal narrative, 
including the business principles that guided him as he defied 
the odds to compete against Amazon and his market outlook 
as the largest individual shareholder in Apple. To prepare 
for media interactions, FWV works with Cohen to establish 
up front what the potential controversial opinions are and 
provide supporting rationale, as well as to anticipate difficult/
confrontational questions and rehearse prepared responses. 
Cohen also stays ahead of potential negative feedback by 
taking ownership of stated opinions, often by posting on social 
media in anticipation of public commentary.

Key appearances and features on/in top-tier media 
coordinated by FWV include Harvard Business Review, WSJ, 
Business Insider, Yahoo Finance, Entrepreneur, Marketwatch, 
TechCrunch, Bloomberg, Cheddar, Forbes, CNBC and Inc. 

780M+ Media 
Impressions
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Paige Cardwell
President
Chief Strategist

Paige Cardwell has marketed, 
promoted, produced and created 
successful association shows and 
event marketing campaigns for 25 
years. Whether attracting 300 
people or more than 100,000, 
Paige’s unique blend of strategic 
initiatives, innovative approach 
and creative savvy offers each 
client insightful and smart 

solutions to marketing and branding challenges intended 
to grow audiences and increase revenue. As President of 
CSG Creative, Paige leads her team and oversees the 
marketing, strategy and branding initiatives for all CSG 
clients. Paige is involved with each account, large or 
small, and eagerly shares her insights and best practices 
developed through years of success in the events 
business and association marketplace. 

Paige has been a featured speaker at the Major American 
Trade Show Organizers (MATSO) Annual Meeting, ASAE’s 
Marketing and Membership Conference, the International 
Association of Exposition and Events (IAEE), and on the 
Board of the Association for Women in Events.

Paige holds a BA in communications from the Annenberg 
School of the University of Pennsylvania in Philadelphia, 
PA. Paige is a member of IAEE, the American Society of 
Association Executives, and the Association for Women  
in Events.

Carrie Schultz
Vice President, Strategy and Client Service
Lead Strategist 

Carrie is responsible for the 
strategic planning, management 
and execution of client marketing 
programs designed to increase 
membership retention and 
acquisition, as well as attendance 
and exposition sales for trade 
shows and conferences. Her work 
is results-driven and focused on 
getting the strongest return-on-

investment for all marketing efforts. Her expertise 
includes creation of strategic and tactical marketing 
plans, budgets and timelines; direct mail; copywriting and 
copyediting; list research and analysis; and Web 
development. She also is integrally involved in the brand 
development and digital strategy for our clients. Carrie 
leads a team of savvy account executives and is 
committed to unparalleled service and total client 
satisfaction. 

She holds a BA in history from Emory University in Atlanta, 
GA. Carrie is a member of IAEE, and has participated in 
the Bell Leadership Institute training curriculum. 

The following individuals will lead the SIOR team and direct the creative  
and marketing strategies to achieve your goals. 

Our talented team is comprised of marketing strategists, researchers, account 

planners, exceptional designers, digital and interactive pros, and production gurus 

who are all experts in developing, planning and executing award-winning marketing 

campaigns and brand development programs. Our goal is to be a seamless extension 

of your marketing team. We want to earn “a seat at the table” by proving that we are a 

critical partner whose insights and contributions are integral to your success. 

meet your team our goal is to  
be a seamless 
extension of  
your team.

Megan Hall
Vice President, Creative
Lead Creative

Megan’s passion for design is the 
cornerstone for the success of 
CSG. Her personal creative 
philosophy perfectly 
complements the overarching 
goals of CSG: delivering great 
design that gets great results. 
Fanatical about graphic design 
since she was a teenager and 
unwavering in her career goals 

ever since, Megan delivers a unique blend of strategic, 
managerial and creative skills that provides our clients 
with unparalleled creative solutions to their toughest 
marketing challenges. She oversees creative development 
and project execution, using her vast experience and 
keen eye to ensure that all projects meet the highest 
standards of quality, are technically flawless and meet all 
objectives as put forth by the client.

Under her leadership, CSG’s award-winning design team 
consistently exceeds our clients’ expectations with the 
creativity, variety and thoughtfulness of the campaigns 
we execute. Prior to CSG, Megan developed her skills 
in design and marketing on projects ranging from the 
development of corporate identity, branding, direct mail 
and promotional collateral to designs for large financial 
institutions and print-on-demand formatting for a variety 
of clients in Baltimore, MD, and Washington, DC. Megan 
earned a BFA in graphic design and photography from the 
University of Maryland Baltimore County in Baltimore, MD. 

Wendy McCool Lewis
Director, Digital and Account Strategy

Wendy’s enthusiasm for all things 
marketing is reflected in her 
broad communications skill set. 
As a 20+ year military spouse, 
Wendy epitomizes the agile 
personality that helps make 
marketing successful. And when it 
comes to digital, she’s done it! 
Branding, strategic planning, 
campaign creation, digital 

advertising, website and digital asset development, 
copywriting, social media integration and negotiating 
media — you name it. Wendy’s vast experience 
implementing successful consumer and B2B marketing 
campaigns helps her clients achieve positive return on 
investment.

Wendy has an MBA in marketing and international 
business. She has worked for multiple advertising 
agencies and internal marketing teams for both 
commercial corporations and international nonprofits. 
She is always eager to learn her clients’ businesses and 
search for innovative communication channels.
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Amy Hollister
Brand Strategist

Amy Hollister has successfully led a 
number of prominent consumer 
brands in her 25+ year brand 
management and marketing strategy 
career. Her passion is uncovering 
consumer insights and identifying 
the intersection between those 
consumer unmet needs and an 
organization’s strengths and 
benefits, to position businesses and 

brands for relevance and growth. She has worked in brand 
management, brand strategy, and marketing for Nestle USA, 
Reynolds Consumer Products, Capital One, and Hamilton 
Beach Brands. 

Amy holds a BA in International Relations from the University 
of Pennsylvania in Philadelphia, PA and an MBA from the 
Haas School of Business at UC Berkeley.

Courtney Lopes
Art Director

This Northern Virginia native brings  
17 years of design experience and 
an impressive repertoire of impactful 
designs and creative logos to her 
position.

Prior to CSG, Courtney was the sole 
designer at an Anheuser-Busch 
distributor, designing marketing 
materials and point of sale for their 
Northern Virginia market. From beer 

labels to show guides, there’s no project she won’t tackle! 
Courtney brings a meticulous eye to the design team, and 
her love of typography helps knock out rebranding projects.

Courtney earned her BFA from East Carolina University. Go 
Pirates! When she’s not designing, Courtney loves breaking 
down the barre, running 1/2 marathons with her twin sister, 
and enjoying pancake Sundays with her family.

Peter Cajamarca
Digital Marketing Manager

Peter brings 5+ years of experience  
in digital marketing strategy, 
optimization, and reporting to the 
CSG team.

Peter loves analyzing data and using 
those insights to make strategic 
recommendations. A background in 
science has honed Peter’s analytical 
skills.

Additionally, Peter brings client-friendly experience to the 
table. At his previous role, Peter worked directly with clients 
in the hospitality industry. His high level of commitment to 
great service means client calls, reporting analysis, check-ins 
and more are all focused on helping clients understand the 
information and feel confident in moving forward.

Peter is deeply passionate about digital marketing because 
it gives a powerful platform to anyone who wants to achieve 
their marketing goals through a connected world. The 
targeting tools and levers give everyone a real opportunity 
for success. Managing these levers and making smart data-
driven decisions is what fuels a successful campaign.

In his free time, Peter enjoys spending time with his dog, 
Icey, whether it is playing fetch, going on walks, hiking — but 
mostly playing fetch. Peter also is an avid soccer fan, and his 
favorite teams are D.C. United and AC Milan.

Michelle Lee
Multichannel Marketing Specialist

A true INFJ on the Myers-Briggs 
personality indicator, Michelle 
believes that teamwork and passion 
are the keys to everything.

At CSG Creative, she supports the 
bustling account team in delivering 
award-winning marketing campaigns 
with attention to detail and project 
management.

Prior to joining CSG, Michelle was the marketing and customer 
service manager for a busy IT firm, and kept her CEO sane by 
providing exceptional service and executing customer-driven 
marketing plans.

Outside of the office Michelle enjoys yoga, figuring out what 
“clean eating” means, and running on short, merciful trails.

Outfitted with a BS in marketing from University of Maryland 
and allured by the siren song of web analytics, Michelle 
leverages her curiosity to create amazing client experiences.

Lara Lee 
Digital Designer

Lara is a designer who loves to create 
memorable, meaningful digital 
designs that engage viewers and 
enhance usability.

Her expertise spans graphic and web 
design, front-end web development, 
print production, DSLR photography, 
and vector illustration.

Lara has been designing for print and 
web for over eight years. She started her creative career as a 
graphic designer at Rottman Creative Group, and eventually 
started her own business as a freelance designer for small 
businesses, nonprofits, and entrepreneurs. Today, Lara thrives 
on creating new digital designs completely from scratch. She 
can even hand-code entire websites without any WYSIWYGs.

Lara graduated from the University of Maryland with a BS 
in digital media & web technology: front-end web design & 
development, as well as a BFA. In addition to designing, Lara 
enjoys showing off her cockatiel named Bullet, running cross 
country, and clean eating.

Katie Emig
Digital Content Specialist

From creating content, managing 
email campaigns, analyzing metrics, 
and spotting opportunities for growth 
across all channels, Katie can do it all.

Katie’s passion for marketing first 
blossomed when she decided to take 
a marketing elective course during 
her senior year of high school. It 
quickly became her favorite class, and 
she was thrilled when she learned she 

could make a career out of two of her passions: writing and 
social media.

She is always ready to dive headfirst into new challenges, as 
she feels it’s the best way to learn new things. This is partly 
due to her experience working with smaller companies, where 
wearing multiple hats and taking on different responsibilities 
without hesitation is a common part of the job.

Prior to CSG, Katie was a content marketer for a startup 
company based in Annapolis, MD. During her time there, she 
increased social media engagement across all platforms and 
played a huge part in helping with the company’s rebrand 
in 2021. She holds a B.A. in English from the University of 
Delaware.

meet your team

CSG Creative was an integral part of my organization’s 
planning and execution for not just our trade show 
but also membership. Their work went far beyond the 
marketing we initially contracted them for and they 
became the strategic partner that we hoped they would. 
The CSG team consistently looked for new opportunities 
for our business and positioned the organization and 
its events in the best possible light, which helped us to 
exceed our goals and set an ever-higher bar. In short, our 
collaboration with CSG helped to set new horizons for 
FPSA and, more importantly, found ways to get there.

Andrew Drennan, Senior Vice President
Food Processing Suppliers Association/ 
PROCESS EXPO

13%
 growth in buyer  

registrations

24.3% 
increase in

international attendance

The average number  
of leads per exhibitor  

increased 20%

Website visits increased 
153% and page views 

 increased 319%
PROCESS EXPO 2017
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public relations team
Jenny Pilewski
Executive Vice President

Jenny leads a team of integrated 
marketing and strategy efforts, 
including public and media relations 
on behalf of the some of the agency’s 
most important government and 
municipality, economic development, 
residential and commercial real estate 
clients. This work puts her on the 
front lines of partnering with some of 
the nation’s largest real estate 

companies, and influential developers, brokers, and real 
estate attorneys all with an unwavering focus on cultivating 
mutually beneficial partnerships and local and national 
awareness and growth. 

Morgan Lang
Account Supervisor
Day-to-Day Lead

Morgan joined the FWV team in 2019, 
bringing proven experience in 
executing integrated campaigns for 
B2B and B2C clients — including 
construction projects through work 
on Acuity Brands, a major commercial, 
industrial and residential lighting 
company, and Enlighted, a Silicon 
Valley-based commercial IoT 
company.

Morgan spearheads trade and consumer accounts at FWV, 
while serving as the day-to-day lead on several clients in 
the real estate space including Clancy & Theys Construction 
Company and Turnbridge Equities. Her primary responsibilities 
include account management and strategic direction, 
campaign development and execution, and maintaining 
client relationships and satisfaction. Morgan graduated from 
University of North Carolina Wilmington with dual B.A. degrees 
in communication studies and French. 

David Gwyn
President

On the executive leadership team, 
David would also have a direct hand 
in the strategy, counsel, and daily 
working operations of the account. 
His relationships within the sector are 
significant, as he carries a great deal 
of experience working for and with 
real estate development companies 
(Dominion Realty Partners), 
commercial real estate services 

companies (CBRE), retail, office and residential management 
companies (Kane Realty, Crosland), commercial builders 
(Williams Realty, Ashland Construction, Vanguard) and general 
contractors (Clancy & Theys). His ability to generate ideas 
would greatly aid in SIOR’s ability to generate positive 
awareness and overall buzz.     

meet your team

project management tool 
We are committed to providing top-notch customer service 
to our clients. We want to work how you want us to work. In 
some cases, this means using a project management tool to 
help move projects through the production pipeline.

While we have a robust internal project management tool, 
Current Track, it is an agency-based program and not 
suitable for client-facing workflow and project management. 
Our clients have routinely asked us to work in Basecamp, 
Asana, Smartsheets, and other platforms and we will adapt 
to your needs and preferences.
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Billing and Rate: CSG bills our clients monthly for 
services performed and projects completed the 
preceding calendar month. All invoices are due net 
30 days. CSG uses a blended rate of $150/hour. 

2022 Strategic Marketing Services, 
Planning, Management and Execution 
Support for Events and Membership 
Marketing and Communications: 
CSG will work with SIOR to develop clear and 
measurable goals and objectives for acquisition, 
retention and new market opportunities for all 
association programs and events. Our seasoned 
and senior team members will apply their vast 
knowledge of association and event marketing 
strategies to create efficiencies while adding value 
above and beyond what would be possible with 
internal resources. For 2022, our focus will be on:

• CREate 360 Fall Conference Marketing

• SIOR Bootcamp Marketing

• New Member Recruitment Campaign

• Member Retention Campaign

• SIOR to Industry Brand Awareness Campaign

We will work with your functional teams to assess 
their needs and specific goals and incorporate the 
feedback to develop strategic marketing plans that 
satisfy the objectives. 

For events, CSG will serve as your strategic 
marketing partner to build and execute attendee 
and exhibitor marketing campaigns for CREate and 
the Bootcamp series. We will work closely with the 
SIOR team to offer new and enhanced strategic 
marketing ideas and recommendations to elevate 
the creativity and impact of the campaigns. In 
addition, the agency will develop copy and content 
for all campaign marketing materials. 

For membership, CSG will develop and implement 
multi-channel top-of-funnel plans to heighten 
awareness and underscore value of the SIOR 
designation to target audiences and follow through 
to bottom-of-the-funnel conversion tactics 
supporting retention and renewal strategies. 
The agency will develop copy and content for all 
campaign marketing materials. Campaign strategies 
and timelines may be timed around important dates 
and milestones or focused on specific verticals 
defined in SIOR’s goals. 

As your strategic marketing partner,  
CSG will provide: 

• Marketing strategy development, project 
management and tactical execution for 
multichannel campaigns for association  
events and programs  

• Development of campaign and promotional 
timelines 

• Collateral development, copywriting, fulfillment 
and coordination 

• Campaign management, client meetings, 
committee meetings and other related SIOR 
meetings, as needed 

• Digital campaign strategy  

• Benchmark reporting and metrics (not 
including digital campaigns) 

• Budget tracking and management

• Attendance at SIOR events and meetings 
(travel expenses billed back at cost)

• Email editorial calendar development and 
copywriting (up to two emails per month)

• List research, acquisition, coding and tracking 
of all lists

• Response rate analysis for all tactics

• Digital media planning, recommendations and 
consultation

• Website copy development

Our professional service fees represent an average 
of 45-50 hours a month for association programs 
and events at the blended rate of $150/hour. The 
fee will be billed monthly and spread over the 
term of the contract. With the anticipated start 
date of March 1, 2022, the term would run through 
December 31, 2022

2022 Marketing Services Support and Execution: 
$7,200/month 

scope of work and 
cost estimates 
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2022 Campaign Core Creative and 
Themes
Good design is the art of creating great results. We 
have a core team of creatively unique designers 
who have been handpicked for their individual 
strengths. At CSG, we don’t have a “look”; we have 
creatives with their own personal style. This gives 
our clients a wide variety of design and graphic 
styles to evaluate. 

Our process starts with research and strategy, then 
moves to ideation and concept development. After 
initial concepts are developed, the internal team 
convenes to review and refine concepts to make 
sure they support the approved creative strategy. 
We will apply this proven process to develop 
powerful concepts that have breakthrough and 
resonance in the office and industrial real estate 
market.

CSG will develop a unique theme and core creative 
concept to promote CREate as well as a campaign 
theme and concept to serve as the foundation for 
membership awareness and recruitment campaigns. 
Concepts will be shown in multiple applications 
including digital banner ads, email template, print 
ad, signage, etc. 

2022 CREate Core Creative Development: $6,500

2022 Membership Campaign Core Creative 
Development: $6,500

2022 SIOR to Industry Campaign Concept: $4,500

2022 SEO Review and Digital Advertising 
Platform Management
No marketing campaign is complete without full 
integration of digital tactics. In fact, several of our 
clients lead efforts with digital platforms while 
layering in other marketing channels as needed. 
Regardless of your approach, CSG is well-versed 
in the digital strategies that work best to build 
awareness of your association, programs and 
events.

SEO Review
We begin with an SEO review of your website. 
Search Engine Optimization (SEO) is the practice 
of increasing the quantity and quality of traffic to 
your website through organic, or unpaid, search 
engine results. It’s getting the right people — and 
a lot of them — to find you naturally online so you 
don’t have to pay for them to come to you. Our 
SEO review focuses on ensuring on-page elements 
are following best practices to increase your site 
rank so your website can compete for web traffic. 
Fee includes an analysis of 8-10 key strategic web 
pages, on-page SEO strategies, site metadata, 
content development and review, and keyword 
development.

Project Fee: $4,500

2022 Digital Platform Management 
A variety of digital marketing strategies will be 
integrated into the marketing plans for CREate and 
membership. We will develop a holistic strategy that 
integrates a combination of tactics across a few 
platforms (typically Google Search, Google Display, 
Facebook and others). Each campaign will have a 
specific audience, message/offer and KPI.

We’ll use a variety of platforms to execute tactics 
that may include site retargeting, native advertising, 
event geofencing, location geofencing, and paid ads 
across social and display networks.

All digital strategies developed for SIOR campaigns 
will be turnkey and fully integrated into the 
marketing plan, and will include:

• Researching the right channels

• Media planning and purchasing

• Audience modeling

• Copywriting for unique messages

• Creative development

• Testing and evaluation during the campaign

• Tracking and reporting results

Note: The pricing offered is for management only. It 
does not include the cost for the media insertions or 
the design of additional creative assets that may be 
needed to support the tactic. CSG does not mark up 
or charge commissions on ad insertions. We believe it 
is more transparent to charge separately for our time 
to set up, manage, monitor and report against the 
recommended tactics.

Platform Management: $750 per platform, per 
month, per campaign. 

Includes monthly reporting. Additional reporting 
cadence will increase monthly fee.

Other digital fees:  
SEM Copywriting: $850 per keyword set  

PR Services
The following budget considerations are designed 
as a starting point for discussions, and final 
recommendations will be made following your 
review of this proposal and receipt of feedback.

Media relations, thought leadership development, 
messaging strategy, media list management, etc.

45 hours per month based on a blended agency 
rate of $200/hr: $9,000–$10,000

ESTIMATED COST CENTERS 2022  
(MARCH – DECEMBER 2022)

Strategic planning and execution: $72,000

Core Creative Concepting: $17,500

Digital Campaign Management: $22,500

Graphic Design Services (collateral, DM, ads): 
$36,000

Digital Design Services (web and digital 
advertising units): $28,750 

Other Misc.: $15,000

Estimated Agency Fees*: $191,750

Estimated PR Fees: $90,000

*Preliminary estimate based on SOW presented in 
RFP.  Estimates are scalable based on actual budget 
and resources available.

scope of work and 
cost estimates 
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2023 Strategic Marketing Services, 
Planning, Management and Execution 
Support for Events and Association 
Marketing and Communications: 
All services listed for 2022 plus support on 
TransACT, larger brand awareness campaign 
planning, and global association marketing and 
communications strategy, planning and execution. 
Estimate 55-60 hours per month.

The term would run from January 1, 2023, through 
December 31, 2023: $8,700/month*

*CSG and SIOR will have the opportunity to  
re-evaluate this fee structure based on actual 
hours spent in 2022 and may adjust up or down 
accordingly. 

2023: Association Brand Development 
and Messaging
CSG will work with SIOR to complete a global 
assessment of the association brand and make 
recommendations to unify creative and messaging 
among marketing channels. Our thoughtful process 
focuses on:

• Understanding: All the key characteristics 
of the organization, members, programs and 
services

• Clarifying: Brand perception, competitive 
advantage, distinct attributes, and points of 
differentiation

• Positioning: The core promise and articulating 
that effectively to the correct target markets

• Reviewing: All member touchpoints and 
communication vehicles to review messaging 
and how the association is currently presented 
across different departments and platforms 
(email, promotional packages, brochures, 
videos, website, training promotions, PR, etc.)

Part I. Learning more about SIOR
Our team will start the brand development process 
with a comprehensive review of all existing 
stakeholder and other member sentiment studies 
and state-of-the-industry reports. Through this 
process, we will seek to understand:

• Primary audiences, influencers, competitors

• Core competencies — what the organization 
excels at providing

• Points of risk — perceived weaknesses or 
common complaints

• Areas where the brand is best known and 
where it needs more recognition

• Discussion of internal culture

• Competitive white spaces and other emerging 
opportunities

Part II. Exploring Success Drivers
The best way to build an authentic brand is to build 
it from the inside out. Our process works to identify 
the core beliefs and competencies that drive 
your organization. We seek to get a 360-degree 
perspective of the organization by interviewing a 
range of leaders and other key stakeholders. 

We will conduct 8-10 interview sessions with senior 
management and other stakeholders. The sessions 
will explore views regarding: 

• SIOR’s purpose and point of view about its 
programs, services, and the experience it 
delivers

• SIOR’s core competencies — what the 
organization excels at doing, and what is the 
impact

• SIOR’s primary points of differentiation from 
competitors

• A discussion of the values that drive the brand

• Future opportunities to enhance the 
experience or expand your reach

• The impact of SIOR on those it serves — why 
your work is important to the audiences and 
the larger office and industrial real estate 
industry

• SIOR’s vision for the future — where the 
organization aspires to position itself  
long-term

Part III. Bringing the Brand to Life
Once the research has been completed, we will 
synthesize the findings and develop a summary 
of internal and external findings with a focus on 
insights about the organization’s distinguishing 
characteristics, emerging opportunities, and points 
of leverage. This part will include: 

Brand Conviction: A brief description of the primary 
brand position and value of the organization to 
clarify direction and guide messaging. This serves 
as the brand’s nucleus.

Purpose Statement: Like an “elevator speech,” the 
Purpose Statement is an aspirational expression of 
the driving force behind the organization and why it 
matters.

Brand Storylines: These guides to messaging 
describe key themes that are important to the 
communication of the brand and its value across all 
expressions of the brand. SIOR’s commitment to DEI 
will be a focus in our messaging strategy. 

Brand Manifesto: The Brand Manifesto is an 
inspirational statement that drives pride in what the 
organization stands for and an understanding of 
why it matters.

Through this purposeful exploration, CSG will 
refresh the brand, tagline and brand extensions 
to update and energize the look and feel of the 
association. This process will lay the groundwork 
for a fresh advertising and marketing campaign to 
commence Q1 2023. 

The deliverables will include:

• Research findings

• Brand strategy

• Messaging platforms

• Update to visual identity

• Update to brand guidelines

Fee for Brand Development process and updates 
to creative and visual identity: $42,500

scope of work and 
cost estimates 
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Other 2023 Marketing and  
Communication Services:
Organic Social  
CSG will develop an editorial calendar that keeps 
relevant content flowing no fewer than three times 
per week, continuing to position SIOR as a thought 
leader, integrating promotional copy specifically about 
your events and programs as appropriate. We will 
develop an overall content calendar and then create 
posts in advance for your team to review and approve. 

We will also manage all postings, recommend 
which content to boost and where to integrate paid 
advertising to achieve your specified goals. CSG will 
also source/create images to support posts. Different 
images, posting days/times and tones of voice will 
be tested for maximum effectiveness, and progress 
reporting will be provided.  

Organic Social Campaign Planning and Posting: 
$1,200/per month  

Organic Social Graphics (4 custom graphics per 
month): $800 per month  

Association Communication Email Support
SIOR would also like to consider support with the 
production and distribution of their weekly email, 
quarterly email and chapter communications. Our 
digital specialist has extensive experience in a variety 
of email platforms, including Hubspot.  

She will work with your teams to compile content, 
provide copy editing, layout the text and images, and 
provide test emails to the internal team. Once trained 
on your internal processes, she can also deploy the 
emails to your designated member list provided by 
SIOR.  

Email Production, Coding and Distribution:  
$750 per email

Email Copywriting Support: $500 per email  

Video & Photography  
Our video team is an extension of our in-house 
designers and account service personnel. 
Together, they work with the client to bring 
engaging video footage to life on screen. Whether 
it’s motion graphics, animation or live-captured 
footage, the team offers a varied skill set based on 
your digital storytelling needs. 

Video Production and Editing: $6,500 – $8,500 
per minute of completed video  

ESTIMATED COST CENTERS 2023 
(JANUARY – DECEMBER 2023)

Strategic Planning and Execution: $104,400

Brand Development: $42,500

Core Creative Concepting (events and 
membership): $24,000

Digital Campaign Management: $49,500

Graphic Design Services (collateral, DM, ads): 
$45,000

Digital Design Services (web and digital 
advertising units): $32,750

Social Media: $28,800

Video Production: $30,000 

Other Misc.: $15,000

Estimated Agency Fees*: $371,950

Estimated PR Fees: $108,000

*Preliminary estimate based on SOW presented in 
RFP.  Estimates are scalable based on actual budget 
and resources available.

scope of work and 
cost estimates 

Graphic Design and Creative Fees 
for Marketing and Sales Collateral: 
2022/2023 Programs
Our full intake and discovery process including 
feedback and direction from SIOR stakeholders will 
inform our recommended plans and tactics. Some 
of these tactics may be included in those plans, 
and other tactics may be recommended that are 
separate from this list. Sample pricing for creative 
development is listed here in “menu format” for 
budgeting purposes. Copywriting services are 
included in the monthly management fees.

Print Advertising Design Fees
Full page advertisement: $2,500

Additional targeted FP ad versions for verticals: 
$1,750/version

Spread advertisement: $3,000

Print ad production fulfillment (resizes and 
distribution to media partners as needed):  
$300/ad

Print Collateral Design Fees
Postcard: $1,750   

Flyer/PDF, 2 pages: $2,500

Small mailer/membership brochure (6 pages): 
$3,500

Highlights brochure (8 pages): $5,500 

Unique format/loyalty mailer/high-end invitation 
(6–8 pages; unique format): $6,500 

Large brochure (12–16 pages): $10,500 

Sales or sponsorship prospectus (8–12 pages): 
$8,500 

Digital Design Fees
Web site reskin with new creative (home and 
internal pages): $5,500

Email templates: $1,750/per template

Custom designed content emails: $1,250/
email

E-cards (animated digital postcards): $1,250

Banner ad suites (11-4 sizes, per campaign): 
$2,500 to be used for geofencing, retargeting, 
SEM, Google Display, etc.; $1,250 per suite for 
refreshed creative or messaging 

Social media ads: $225–$500/ad

Social media skins (per skin): $350

Web sliders (per slider): $350

Mobile app graphics: $1,500

Digital toolkits (for chapters, SIOR designation 
promotion): $5,500

Motion graphics and animations/HTML5: 
$5,500–$10,500 

The preceding estimates do not include cost 
for printing, postage, fulfillment, translations, 
photography, illustrations or other direct 
expenses incurred to support the creative and 
tactical execution. All estimates are subject 
to change if the scope of the project changes 
in size, shape or quantity. All conference and 
educational content provided to CSG must be in 
a .doc or .txt format.
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