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Conference Schedule
Tuesday, June 23
8:00 am – 5:00 pm

NACS Board of Directors Meeting

4:30 – 6:00 pm

NACS Registration Open

6:00 – 7:30 pm	Welcome Reception – Kick-Off Social Event
All convention attendees, exhibitors, and speakers are invited to this casual and relaxed networking reception to
kick-off the 2020 NACS Convention! Enjoy some light food and a cocktail while networking with fellow attendees.

Wednesday, June 24
7:30 – 8:30 am	Continental Breakfast and Vendor Fair
Join colleagues and exhibitors for a light breakfast before our opening keynote session. We encourage our
attendees to network with our exhibitors and learn about the many ways our allied partners help us succeed.
8:30 – 8:45 am	Welcome and Opening Remarks
8:45 – 9:45 am	Opening Keynote: The Three Mindsets and How They Impact Your Culture
Presented by Mike Rodriguez
You’ve spent years developing your culture; Now the question is “does your team have the right mindset or are
they just going through the routine of their job?” Through an engaging and inspiring presentation, leadership and
sales strategist Mike Rodriguez will share key strategies to identify what is holding you back from becoming the
organization you and your clients deserve.
Mike Rodriguez
If you have an Amazon Alexa, you can have our keynote speaker “inspire you” along with Tony
Robbins, Simon Sinek, and others. Mike Rodriguez is a business and life strategist, who has been
featured on CBS, U.S. News & World Report, Fast Company, and Success magazine. He is also a
best-selling author who has written 13 books and more than 75 articles. Mike has lectured at
many universities including Baylor University, UGA, Louisiana Tech and K-State Research, and
his clients include Bank of America, Hilton, Reuters News Agency, McDonald’s Corporation, as
well as many others in countries around the world.

continued on next page

9:50 – 11:20 am	Show Producer Panel: Exhibitor 101: A Deep Dive into Exhibitor Relations
The first rule in having a high quality consumer show is to have high quality exhibitors. But, who is a good exhibitor
for your show? Are there certain sales techniques you can use to encourage strong exhibits? And, what can you
do to screen exhibitors to make sure they’re a good fit for your show? These questions and more will be answered
by our panel of senior level show producers.
Moderated by Les Gray, Southeast Productions, Inc.
Les is President of Southeast Productions, Inc. which manages a portfolio of eight wellestablished consumer tradeshow events throughout North Carolina and Virginia specializing in
Boat & Fishing products. They also manage a holiday gift show in the Raleigh, NC. All of their
annual events have a 10+ year presence in their markets with the flagship event ... The MidAtlantic Boat Show in Charlotte... celebrating its 48th year and is one of the largest marine
product showcases in the Southeast. Les is a Past President of the NACS, currently serves on
the NACS Board of Directors, and is a long-time supporter of the industry and association.
Featured Presenters
Taylor Boerstler, Colorado Garden Foundation
Taylor Boerstler is a Colorado Native. She graduated from Johnson & Wales University with B.S. in
Sports, Entertainment, and Event Management in Providence, RI and always knew she wanted to
work for a nonprofit making a difference in people ‘s lives. During her college time, she completed
a Special Events Internship at the National Museum of American History in Washington D.C. and
participated in the Disney College Program. Taylor moved back to Colorado to be closer to her
family in 2011 and obtained valuable experience through many different nonprofits before settling
into to her role at the Colorado Garden Foundation in 2015. Taylor is responsible for not only
selling booth space but managing the organization’s website, social media platforms (Facebook,
Twitter, and Instagram), and mass email campaigns to exhibitors using Constant Contact and MailChimp platforms.
Mary Blan Boggan, Gulf Coast Shows
Mary Blan Boggan is an experienced sales and show manager at Gulf Coast Shows sourcing quality
booths and products for both the Mobile and Biloxi Boat Shows. She is additionally responsible for
identifying, structuring, negotiating, and executing nontraditional sponsorships. Previously she worked
in both Radio and Television sales and marketing. During and post college, she worked in the restaurant/
food service industry. Mary Blan has also worked on the exhibitor side of shows selling jewelry at Jr
League shows across the country and selling T-shirts and swag for a local restaurant chain. She
attended the University of Southern Mississippi (hotel restaurant administration) and the University of
South Alabama (leisure services). Mary Blan lives in Mobile, Alabama with her husband John.
11:20 – 11:45 am

Networking Break and Vendor Fair

11:45 am – 1:00 pm

Networking Lunch with Exhibitor Introductions
We will enjoy lunch and camaraderie with peers during our relaxed hosted networking lunch. During the lunch,
each exhibitor will also have the brief opportunity to personally introduce themselves and their company.

1:00 – 2:30 pm

	Creating a Dynamic Guest Experience
Presented by Schae Kane, The Freeman Company

There are multiple trends impacting the ways we consume information, evaluate products and services, and make
buying decisions. When it comes to the guest experience, being able to offer targeted, personalized journeys is
key. In this session, we will explore:
• Consumer trends and their impact on events
• How to think about personalized journeys
• What measurement is essential to improve effectiveness
Schae Kane, The Freeman Company
Schae Kane is a mastermind listener and strategic thinker who helps her clients understand their
audience. She always begins her relationship with a client by assessing their current
performance and understanding their audience, then by defining their business goals and
objectives, not only on the black-and-white business side, but also on the emotional side. Then
the real work begins as she designs an experience to successfully bridge the gap between a
client’s audiences and a client’s business goals. She also helps the client learn how to speak to
their customers in a channel, method, and language that ensures the message will be heard. For
Schae, it’s what you say AND how you say it.

continued on next page

2:30 – 2:45 pm
2:45 – 4:00 pm

Networking Break and Vendor Fair
	Consumer Show Speed Knowledge

A low key, sophisticated approach to learning about consumer shows. Taking our cues from the speed dating
world, this quick strike approach on several topics will pull knowledge from our attendees that will provide
little nuggets for you to take home with you. Or, better yet, to continue those conversations during the evening
reception. Topics to be addressed include, but are not limited to: Sponsorship, technology trends, navigating new
audiences and mistakes with solutions found.
Additional topics will be added on demand.
Moderated by Rich Stone, EXPOCAD, by A.C.T. Inc.
Television, radio, print… social media? Marketing in the 21st Century is complicated. Every
generation and demographic has a different platform they use. Knowing who is attending your
shows and the best way to reach them to make your marketing dollars work is critical. This group
of panelists will explore the different tactics they’ve tried successfully and unsuccessfully
across all media platforms. Learn from real life examples, real shows and experienced show
producers.

4:00 – 5:00 pm 	How to Write Your Own Emergency Crisis Management Plan
Presented by Mark Herrera, Director of Education for the International Association of Venue Managers
Herrera will follow up on his dynamic presentation at the 2019 convention regarding situational awareness as a
key component of a strong security program, with a breakdown on the best way your organization or facility can
develop an actionable emergency crisis plan.
Mark Herrera, Director of Education for the International Association of Venue Managers
Mark Herrera is the Director of Education for the International Association of Venue Managers. As
part of his duties, Mark teaches Situational Awareness-Mindset training aimed at giving venues
the tools to be safer and more secure. The training emphasizes on exceptional focus,
performance, and control in extreme situations and risk mitigation through guest services
interjection.
In addition, as the Director of Education for IAVM, Herrera represents the Department of
Homeland Security Office of Infrastructure Protection through the Public Assembly Facility
Sub-Sector Council. As a representative of the Public Assemblies Facilities Sub-Sector Council,
he works in collaboration with the Department of Homeland Security and the Protective Security Advisor to
identify capability gaps across soft target community, counter threats to the pattern of life, research technology
to mitigate risk and provide information to protect our Public Facility Assemblies and all Critical Infrastructures.
Herrera also serves on the National Fire Protection Association Technical Advisory Committee for Assembly
Occupancies.
6:00 – 9:00 pm

Giddy-Up at Gilley’s

Sponsored by ASM Global

It’s a night to remember with NACS colleagues and friends at Gilley’s Dallas,
the famous location where John Travolta rode the mechanical bull in Urban
Cowboy. Are you ready to take the ride, or simply play some pool and enjoy
the conversation over some food and beverages with your NACS friends? Our
annual offsite event will last more than 8 seconds, but will you?

Thursday, June 25
7:45 – 9:00 am	Coffee Talk with Senior Producers
Are you a producer looking for answers? New to NACS in 2020 is our coffee talk with senior producers. This hour
long conversation is “off book”, and will allow producers to have an open conversation with 3 senior-level producers
about any topic you want to discuss before day two of the convention officially kicks off.
7:45 – 9:00 am	Continental Breakfast and Vendor Fair

continued on next page

9:00 – 10:15 am

Keynote: The Digital Consumer: How Today’s Buyer has Changed and What Your
Business Must Do About It.
Presented by Marcus Sheridan

More than any other time in the last 100 years, the buyer of today has made a dramatic shift in the way they make
purchasing decisions. Unfortunately, many companies haven’t adapted to this shift and are not prepared for the
continual evolution of this “digital consumer.” In this talk, Marcus Sheridan brings clarity to the way buyers have
changed and exactly what companies must do to align themselves with this shift in buyer patterns and take
advantage of the digital age. This includes how companies are using video to build their brand and significantly
drive sales and marketing revenue in the process. Sheridan will also discuss exactly how any organization,
regardless of size, can develop its own culture of video and experience incredible results.
In this talk, attendees will:
• Learn the shift that has happened with today’s buyer and what that means for sales and marketing
departments going forward
• Discover exactly what types of content and messaging truly induce trust to move the customer toward a
purchase decision
• Find out how video and visual learning is impacting the buying process and discover how to integrate
video into the sales process to improve closing rates while decreasing sales cycles.
• Learn how to set up an in-house “media company” and engage your team in the process.
Marcus Sheridan
Marcus Sheridan is a highly sought-after international keynote speaker known for his unique ability to
excite, engage and motivate audiences. In 2017 Forbes named Marcus 1 of 20 “Speakers You Don’t Want
to Miss.” He has been dubbed a “Web Marketing Guru” by the New York Times and featured in Inc., The
Globe and Mail, Forbes, and more. As founder and president of The Sales Lion, which recently merged
with IMPACT in 2018, Marcus has established one of the most successful digital sales and marketing
agencies in the country. Within his speaking company, Marcus Sheridan International, Inc., he gives
more than 70 global keynotes annually, where he inspires audiences in the areas of sales, marketing,
leadership, and communication. Mashable rated his book, “They Ask, You Answer,” the “#1 Marketing
Book” to read in 2017. Forbes listed it as one of “11 Marketing Books Every CMO Should Read.”
10:15 – 11:30 am	Social Media Boot Camp – the How To’s in Putting Together a Social Media

Campaign

Presented by Jared Laidlaw of Ellaw Digital and Jason Watson of Ad Strategies
Jason and Jared will take you into the trenches of Social Media in 2020, each sharing their own methods and guidelines
on how you can ACTUALLY use this powerful tool in your shows. You’ll learn what Facebook does and doesn’t want you
to do, how to set up your website and ticketing platforms for success, how to target the right audience, and the correct
strategies to implement. This will leave you with the knowledge of how to make sure you market knows about your
show, buy tickets or register for the show, and ultimately turn up at the event! Their 75 mins will be packed with two 30
minute value sessions followed by 15min for you to ask the questions you need answered about social media. Make sure
to bring your questions and dress appropriately, this social media bootcamp is gonna kick some butt!
Jared Laidlaw, Ellaw Digital
Jared Laidlaw is a digital marketing consultant and co-founder of Ellaw Digital, a boutique digital
marketing agency. Jared helps event companies across the world achieve their attendance and
ticket goals using Facebook and Google Advertising so that all the effort and stress put into event
planning actually pays off. His key to marketing success is understanding and building the right
personas for each client and testing rigorously to find the right messaging. With Jared’s passion for
strategy, learning, and understanding, your shows’ marketing campaigns will be packed full of the
top tactics, creative, and design, based on knowledge gained from the world’s leading advertisers.
Jason Watson of Ad Strategies
Jason has over 15 years of experience in Digital Marketing, eCommerce, and Marketing Strategy. Prior
to joining Adstrategies, he spent 8 years building Dollar Tree’s Marketing Analytics division from the
ground up. Jason implemented digital initiatives across all Dollar Tree brands including Dollar Tree,
Family Dollar, Deals, and Dollar Tree Canada. His essential areas of focus included Display Advertising,
Email Marketing, SEO Strategies, Retargeting, Web Analytics, and Digital Marketing Strategies.
Jason has been with Adstrategies for 4 years and has implemented digital media buys across all
Adstrategies’ clients. Digital Media Buys focus on driving traffic and E-ticket sales with Facebook Ads,
Search, Advanced 3rd Party Data Targeting, Retargeting, GEO-fencing/pulsing, and Digital Display
Advertising. Jason enjoys the fast pace and constant change of the Digital landscape. Jason resides in Easton, MD with
his wife, daughter and 2 dogs.
11:30 – 11:45 am

Networking Break and Vendor Fair
continued on next page

11:45 am – 12:00 pm	What Consumer Shows Look Like Today (And … May Look Like Tomorrow)
Presented by Marc McIntosh, CEO, Showcase Events, Inc.; Producer of the Wedding Experience
Every two years, NACS conducts a comprehensive consumer show survey to help our members better understand
the consumer show industry. During this session, Marc will review the responses received from your consumer
show producer peers with questions including: Venue and Scheduling (where and when we do our shows), Show
Size (trends in attendance and exhibit sales), Tickets (what is charged and how tickets are sold), Advertising and
Marketing (what we do and how we are changing), and Trends and Predictions (what does the future hold?). Don’t
miss this incredibly valuable and important session full of solid info for planning your future shows.
Marc McIntosh, CEO, Showcase Events, Inc.; Producer of the Wedding Experience
Marc McIntosh has produced wedding expos for more than 20 years, including shows in Baltimore,
Richmond and Washington, DC. His shows range from 150 to 250 exhibitors and from 2000 to 4000
attendees, placing them as some of the largest wedding expos in the country. Working with an
exhibitor base that consists primarily of very small businesses, Marc treats his clients as partners to
help them become successful marketers. As a nationally recognized speaker, writer, and marketing
expert, he has shared his knowledge with thousands of wedding professionals worldwide, most
recently as a speaker at the Wedding MBA Convention in Las Vegas and WeddingWire World in
Washington, DC. Marc is the founder of Wedding Show Pros, a network of wedding show producers and
is also a member of the National Association of Consumer Shows, where he served as President from 2017 through 2019.
12:00 – 1:00 pm

NACS Awards Luncheon & Annual Business Meeting

We will honor the recipient of the 2020 NACS Shining Star, which is presented to the NACS member (producer
or service/supply member) that has produced innovative or exceptional work in such areas as: management
practices, new programs, outstanding member services, services to the general community, fiscal management,
membership growth, significant staff accomplishments, or any other project that has a positive impact on the
consumer show industry. Nominations for the awards program are accepted until May 3, 2020 and we encourage
all members to submit a nomination for inclusion (details at nacslive.com). We encourage everybody to make a
submission. We will also conduct the annual business of NACS, including the induction of new officers.

1:00 – 2:00 pm	How to Overcome Sales Call Reluctance
Presented by Connie Kadansky
We all know that you cannot sell to someone you cannot get in to see. Many sales trainers and managers give the glib
advice of “just pick up the phone.” Well, for many salespeople, that advice just doesn’t cut it.
Sales Call Reluctance is an emotional hesitation to initiate contact with potential buyers. It is fear, which is a mental
response to a perceived threat. The good news is that it is a learned habit. You can unlearn it. Our habits are written
in our bodies. Trying to overcome Call Reluctance mentally does not work in the long run. To become confident lead
generators who are unstoppable, you need to involve your whole being, which includes your body posture, your emotions,
and your language. Your body is your brain. When you are prospecting, your emotions are controlling the show.
You will learn:
• The four different body postures that will positively influence your lead generation.
• The emotions and feelings that stop most salespeople from being their best and what to do about them. You
will learn how to navigate through the emotions of prospecting.
Connie Kadansky
Connie Kadansky is a sought after speaker! Her training and coaching offers salespeople the tools
and techniques they need to immediately breakthrough any barriers to top performance, so they
improve both their prospecting and sales skills. Connie’s clients and audience members significantly
increase their sales conversations, which in turn increase sales.
Connie has worked with powerhouse organizations. . . Fortune 50 corporations, universities, multinational organizations and national for-benefit associations across the country. She’s been featured
in publications such as Wall Street Journal, Bloomberg Business, Investor’s Business Daily, Forbes
and Inc. Magazine. From a cold call, Connie was paid to do a radio commercial for American Express.
Connie is Master Certified Coach, the highest distinction awarded by the International Coach Federation. She works
primarily with sales organizations where the highest priority is activity management of their sales force.
Connie helps salespeople get their “ask” in gear.
2:00 – 3:00 pm 	Open Forum / Idea Board Conversations / Your One Take Away
Ending the week with a conference favorite, this session is a great opportunity to share personal experiences and
network with peers. Following two days of thought provoking seminars from industry experts, there will be a lot to
discuss in terms of best practices, horror stories (and how to avoid them), and tidbits we can all take back to the
office to make our jobs a little easier. We only get to have dedicated time with like-minded professionals once a
year, and this session allows us to take advantage of the collaborative brain trust around us.
Moderated by Carolyn Alt
3:00 pm 	Convention Concludes

Important convention details
Location & Lodging
All activities of the 2020 NACS Convention will take place at the Dallas Marriott City Center — located at 650. N. Pearl Street,
Dallas, TX 75201, with the exception of the evening functions which will be held offsite (details provided to registered
attendees).
NACS has secured discounted rates in our room block at the Dallas Marriott City Center. Please be sure you book your
lodging only at this property, and directly through the hotel itself (not a third-party site) so that the association can fulfill its
financial obligations made on behalf of the group.
To make a reservation, please call 800.228.9290 and indicate you are with the National Association of Consumer Shows
convention for the discounted rates.
LODGING RESERVATION DEADLINE: June 1, 2020 — THOUGH WE STRONGLY ENCOURAGE YOU TO BOOK YOUR ROOM RIGHT
AWAY (DO NOT DELAY).
Rooms in the block are limited and only available until the room block becomes full or the deadline (whichever comes first).
Reservations after this are accepted on a space and rate available basis only.

Registration Information
Register early! Discounted attendee pricing ends Friday, May 22, 2020.
Register ONLINE at nacslive.com or fax completed registration forms to 503.253.9172

What Registration Includes
Each attendee registration includes access to all education sessions and electronic materials (as provided by the speaker)
on Wednesday and Thursday, Tuesday’s Welcome Reception, all hosted meals and breaks on Wednesday and Thursday, and
the Wednesday Night Out. Indicate on the registration form if you plan to attend the Wednesday Night Out.

2020 NACS Awards Program – Recognize a Show Today
The NACS Awards Program is designed to recognize outstanding achievements in the consumer show industry. Each award
category is open to all shows regardless of size and budget. Please consider submitting an entry to be considered for an
award. Find out more about the program, award categories, and submission requirements on our website nacslive.com.
Deadline to submit is May 1, 2020.

Convention Session Materials
To minimize paper waste and utilize our resources appropriately, session handouts (as provided by the speaker) will be
accessible online before, during, and after our program on an exclusive attendee-only webpage. Details will be emailed to
convention attendees (only) once information is available.

Photo Release
We often times use convention photos in our association materials. By virtue of your attendance, you agree to the use of
your likeness in such materials.

Tax Deduction
The Internal Revenue Service may permit an income tax deduction to US residents for expenses (including registration fees,
travel costs, meals, and lodging) incurred in pursuit of continuing professional education. Consult your tax advisor for details.

Vendor Fair
Don’t forget that convention registration includes access to some of the leading industry vendors. If you are interested in
exhibiting or sponsoring the convention, please visit NACSlive.com or call 800.728.6227.

Cancellation Policy
Cancellations received on or before May 22, 2020 receive a full refund minus a $50 administrative processing fee.
Cancellations received between May 22 and June 5 will receive a 50% refund of their total fees. Cancellations received after
June 5 and no-shows will not receive a refund. In the event of inadequate registration, weather problems or other events
beyond NACS’ control, the convention may be moved or canceled. Should this occur, an attempt will be made to contact all
registrants and fees will be refunded. No discounts or refunds are given for partial attendance.
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32nd NACS Annual Convention
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Please complete the following information and return with payment to NACS. One attendee per form, please.
Name (Include all designations)___________________________________________________ Position Title________________________________________________________________
Company/Organization_____________________________________________________________________________________________________________________________________
Mailing Address________________________________________________________________________________City___________________ State__________Zip____________________
Business Phone___________________________________________________________ Badge First Name_________________________________________________________________
Email____________________________________________________________________ Website_________________________________________________________________________

Is this your first time attending an NACS Convention?
Do you plan to attend Wednesday’s Night Out? (Included in fee asked, for planning purposes.)

❏ Yes
❏ Yes

❏ No
❏ No

Registration – Select One:

Discounted Registration
Regular/Late Registration
on or before May 22, 2020
after May 22, 2020
❏ Producer Member................................................................................................................... $525.............................................. $600
❏ Additional Producer Member*.................................................................................................. $500.............................................. $575
*For Corporate Members - First Registrant’s Name______________________________________________________________________
❏ Associate/Supplier Member.................................................................................................. $725.............................................. $800
❏ Additional Associate/Supplier Member*................................................................................... $700.............................................. $775
*For Corporate Members - First Registrant’s Name______________________________________________________________________
❏ Non-Member Producer........................................................................................................... $820.............................................. $900
❏ Non-Member Associate/Supplier............................................................................................. $1,020............................................ $1,100
❏ Non-Member Producer – Attending for 1st Time.............................................................................................................................. $600
❏ Non-Member Associate/Supplier – Attending for 1st Time............................................................................................................... $800

1

Registration Amount $________

Guest/Companion Meal Tickets

Only complete this section if you are bringing a guest who is not already registered but would like to attend only some of the meal functions.
Tuesday Welcome Reception #___________ @ $75 per person $__________
Name of Guest(s):__________________________________________________________
Continental Breakfast - (Circle Selection): Wednesday or Thursday
#___________ @ $35 per person $__________
Name of Guest(s):__________________________________________________________
Lunch - (Circle Selection): Wednesday or Thursday
#___________ @ $55 per person $__________
Name of Guest(s):__________________________________________________________

Wednesday Night Out
#_______		 @ $125 per person $__________
Name of Guest(s):__________________________________________________________

2
1

+

2

Guest Meals Amount
= Total Amount Due

$______
$______

Special Needs

If you or your guests have any special requirements (i.e. dietary restrictions, accessibility, etc.) indicate here. Please provide name if you are registering an extra guest meal:
___________________________________________________________________________________________________________________________________

Payment

(in U.S. funds)

❏ Check (payable to NACS)

❏ Visa

❏ MasterCard

❏ American Express

❏ Discover

Card #___________________________________________________________________________________ Exp. Date____________________ Amount Authorized $_________________
Name on Card__________________________________________________________ Signature_______________________________________________________ CVV_______________
Card Billing Address____________________________________________________________ City____________________________State_____________________ Zip________________
Email Receipt to:__________________________________________________________________________________________________________________________________________

Cancellation Policy

Cancellations received on or before May 22 will receive their total fee minus a $50 administrative processing fee. Cancellations received between May 22
and June 5 will receive a 50% refund of their total fees. There will be no reduction in fees for partial attendance. Cancellations received after June 5 and
no-shows at the event will not be refunded.
Please mail or fax this registration form with payment to: National Association of Consumer Shows (NACS)
147 SE 102nd Ave., Portland, OR 97216, or Fax 503.253.9172
Questions? Call NACS at 800.728.6227 or 503.253.0832 • www.nacslive.com • info@nacslive.com
Registrant agrees to grant NACS and Update Management the right to photograph or video Registrant during participation in the event. Registrant
understands that any photographs or recordings may be used by NACS and Update Management for marketing and promotional purposes, at their sole
judgment and discretion, without compensation or credit to Registrant.

