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For more information, visit www.themeetingsindustryfund.org.

N E W S  &  I D E A S

 headlines, trends & ideas

The data is in and it confrms what most of 

us suspected: Millennials do have different 

expectations as meeting attendees, purchasing 

decision makers, students and communicators. 

Their expectations drive how they perceive an 

event and whether or not they will attend. First, 

an event has to be in a progressive city with 

culture, entertainment and nightlife. Second, 

the venue must accommodate their preferences 

and expectations, from the registration process 

to the exhibit hall provisions and educational 

sessions. Third, they must be able to commu-

nicate and connect easily and without restric-

tions. Having a successful meeting that attracts, 

engages and gains positive feedback from 

Millennials requires performance on all these 

fronts.  

Tracking Millennials
Millennials continue to be the subject of 

countless research studies attempting to better 

understand what is now the largest living 

generation, surpassing Baby Boomers. The 

last U.S. Census Bureau reported that there 

are 7.3 million Millennials, those individuals 

born between 1980 and the early 2000s. At a 

recent “State of the Industry” program attended 

by national tourism offcials, the discussion 

centered on how Millennials are looking for 

memorable events, rich with entertainment and 

experiences. This fnding was supported by 

the Center for Exhibition Industry Research 

(CEIR), which found that Millennials want 

hands-on experiences at trade-show booths. 

According to CEIR, 80 percent of its survey 

respondents want to interact with products, and 

value learning and engaging with an exhibitor’s 

brand story and vision. 

An IBM study on the business-to-business 

buying habits of Millennials vs. Generation 

X and/or Baby Boomers found that Millen-

nials have distinct traits relating to how they 

approach a buying decision. The top criteria 

for Millennials when choosing a vendor is 

a company that is easy to work with. As for 

buying infuences, while both Gen X and Baby 

Boomers rely on their personal experiences and 

impressions of a product or service, Millennials 

look to data analysis as well as recommenda-

tions from others outside their organization. 

Another important take-away from the IBM 

study: Millennials are more inclined to share 

their positive experiences about a product, 

service, or activity and less likely to pass on 

negative experiences than the other two gener-

ations. They also are very likely to use social 

media to magnify and multiply the impact of 

their feelings. This information comes from 

the 2015 Cone Communications Millennial 

CSR (Corporate Social Responsibility) Study. 

That last fnding is something that can be 

especially powerful for convention, trade show, 

conference and meeting planners who want to 

maximize the buzz about their events in order 

to capture sponsors, exhibitors and attendees 

for future events. 

So, how does technology factor into all of 

this research? It starts with recognizing that 

Millennials are more tech-dependent and more 

tech-savvy than any generation before them. 

They grew up in the digital age and for them, 

their mobile devices are as natural and essential 

as the clothes on their back. They have been 

dubbed the frst “digital natives.” To capture 

and engage Millennials at an event, technology 

must be an integral component. Knowing how 

to integrate different meeting technologies is a 

need-to-know strategy for every event planner.

Getting More Millennial Traffic At Your Event

LED Wall With Displays

To set the stage for how technology should be 

leveraged, here are some basic findings as to 

the likes and dislikes of Millennials attending 

various events:

• They do like using their mobile devices 

while attending an event.

• They do like information offered to them in 

a multimedia format and value a hands-on 

learning experience.

• They do like sharing their event experienc-

es with others in real time through texts, 

and using social-media outlets.

• They do not like losing a signal because  

of weak Wi-Fi.

• They do not like static educational  

presentations.

• They do not like seeing or receiving print-

ed literature. As a group, they are more 

environmentally conscious and prefer 

receiving information electronically.

Meeting Technology  
to Engage Millennials

http://www.themeetingsindustryfund.org
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Following are examples of the top meeting 

technologies that accommodate Millennial 

event attendees, while also offering import-

ant benefts to event planners, sponsors and 

exhibitors:

Charging Station Kiosks – Not only do these 

charging stations enable Millennials and other 

attendees to stay connected, they also offer 

tremendous branding opportunity for event 

planners, sponsors and exhibitors. Kiosks have 

room for information ranging from corporate 

taglines, branding messages and advertise-

ments to event schedules and interactive apps. 

When placed across a venue, in exhibits and 

especially highly traffcked areas such as the 

food courts, breakout session rooms, near 

restrooms and registration areas, they are espe-

cially well received.

Digital Signage – For high-impact informa-

tion delivery, digital signage can’t be beat. It 

permits the conveyance of content in multime-

dia formats from video and text to still images, 

projected across monitors that can be placed 

in strategic locations for optimum sponsorship 

and branding opportunities. Using digital  

signage, event planners, as well as their spon-

sors and exhibitors can deliver key marketing 

messages, interactive applications for texts or 

instant messaging, and helpful information 

(e.g., weather, travel, fight information and 

reminders of scheduled events at a conference).

Digital Document Libraries – This tech-

nology enables meeting planners to provide 

information to Millennial attendees in just the 

medium they value most: digitally and with 

interactivity. Additionally, digital document 

libraries offer the ability to capture, manage 

and store data in real time. They also refect an 

eco-friendly attitude by eliminating the need 

for printed documents.

Video Wall Displays – Large LED video wall 

displays can be customized to project a host 

of marketing and entertainment vehicles, from 

television advertisements or infomercials to 

sales presentations, product demonstrations,  

music videos, short flms and much more. The 

options are infnite but extremely effective in 

capturing and retaining the attention of Millen-

nials and other event attendees.

Audience Response Systems – Giving Mil-

lennials a way to provide their feedback in real 

time is easily accomplished with an audience 

response system. This technology is also ideal 

for polling audiences during seminars or after 

a keynote address, or for gathering general 

comments about an event. It not only says to 

Millennials (and other attendees), “We care 

about what you think” but it also helps event 

planners benchmark their conventions, trade 

shows, etc., and incorporate improvements as 

needed in future events.

Event Registration Software – Traditional 

manual registration badge processes can be 

eliminated by using state-of-the-art registration 

software solutions. Applying this technology, 

planners can produce coded badges which also 

facilitate lead-retrieval and attendee-tracking 

applications. Not unlike printing your ticket 

at an airport kiosk, event registration software 

enables a meeting attendee to approach a kiosk, 

click on a search bar, enter an email address, 

company or last name, select their information 

record, confrm its accuracy and print their 

badge. 

Wi-Fi Arrays — An often-neglected technol-

ogy upon which Millennials and any event 

attendee with a mobile device (i.e. virtually ev-

eryone) depends is Wi-Fi. Research from Cisco 

found that the average event attendee uses 1.7 

mobile devices. It is critical that an event have 

an effective, free Wi-Fi solution in the right 

bandwidth and delivered via a well-designed 

array to meet the demands of meeting goers 

using their smartphones, iPads, other tablets 

and laptops to access Internet and email, and 

to accommodate the venue’s many streaming 

videos and other applications during the entire 

event, especially during peak periods of usage. 

On-site technicians who monitor Wi-Fi usage 

throughout the event to assure a reliable, ample 

solution are key.

Closing Remarks
Knowing the preferences of Millennials and 

catering to them with the right venue equipped 

with leading-edge technologies is a sure way 

to capture their attendance and engage them 

actively. If they are really wowed by the event 

– its multimedia displays, high-octane presen-

tations, conveniently placed charging stations 

and more – they are likely to be among the best 

ambassadors for a convention or trade show, 

sharing their positive feedback through social 

media. Q

Chad Frank is Vice President-Sales for SmartSource Computer & Audio Visual Rentals (www.smartsourcerentals.com, Hauppauge, NY), one of the nation’s leading providers 

of computer, audio-visual (AV) and trade-show technology rentals and services. He is based in the company’s College Station, Texas. branch, where he leads the organization’s 

market segment for user conferences and corporate/private events for high-profle clients in diverse industries. His professional affliations include ITRA, CEMA and ACP. He 

earned his Bachelor of Business Administration from the University of Texas at Austin.

Video Wall Display

Charging Station
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