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Product Vision & Value
Proposition: The Seamless
Conference Future

EventConnect Pro envisions a future where every professional event transcends
passive attendance, becoming a hyper-personalized, dynamic forum for
connection and knowledge exchange.

The Core Solution: We eliminate the friction points of large gatherings—Iost
schedules, missed connections, and unmeasurable engagement—replacing
them with an integrated, intelligent digital layer.

Unique Selling Points (USPs):

» Real-time Personalization: Dynamic scheduling and Al-driven networking
suggestions maximize relevant interactions for every attendee.

* Deep Engagement Analytics: Organizers gain granular, actionable insights
into session popularity, speaker performance, and sponsor activation metrics,
ensuring demonstrable ROI.

» Unified Experience: A single application handles registration, indoor
navigation, interactive Q&A, and post-event resource dissemination,
dramatically enhancing quality of life for attendees.

This platform is not just management software; it is the infrastructure that
elevates an event from an assembly into an essential, measurable business
accelerant.
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Consumer & Market Impact:
Activating the Professional
Ecosystem

EventConnect Pro is designed to solve critical pain points across the entire
event ecosystem, driving value for organizers, attendees, and sponsors.

Primary User Personas & Pain Points Solved:

» Persona 1: The Corporate Event Planner (Logistics & ROI): Needs tools to
handle complex logistics (scheduling changes, venue mapping) and requires
hard data to justify expenditure. Pain Point Solved: Lack of measurable
engagement metrics and difficult schedule management.

* Persona 2: The Conference Attendee (Maximizing Time): Attends to learn and
network, but often wastes time navigating the venue or missing critical
sessions. Pain Point Solved: Information overload, difficulty finding relevant
peers, and passive learning environments.

* Persona 3 (Non-Obvious): The Sponsorship Director (Activation & Data):
Needs assurance that sponsor visibility translates into measurable engagement
and lead generation, moving beyond basic banner placement. Pain Point
Solved: Inability to prove sponsor interaction or capture immediate leads linked
to specific event features.

Early Adopter Sectors: High-growth tech conferences, financial services
seminars, and large professional association meetings that prioritize premium
experiences.

Transformative Value Quotes:

* “This would save me hours every week managing speaker updates and
vendor communications.” (Corporate Event Planner)

» “| finally feel like | didn’t just attend a conference, | participated. Feels like
something from the future.” (Conference Attendee)
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* “The ability to link app interactions directly to lead capture fundamentally
changes our sponsorship model.” (Sponsorship Director)
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Feasibility Assessment:
Maturity and Commercial
Readiness

Technological Readiness Level (TRL) Assessment (NASA Scale):

e Current TRL: 7 (System prototype demonstration in an operational
environment).

* Explanation: Core components—scheduling engine, analytics dashboard,
mobile app interface, and interactive polling features—have been built,
integrated, and successfully tested internally or in small beta events. The
technology is stable and functional but requires large-scale real-world stress
testing.

* Next Stage (TRL 8): Actual system completed and qualified through test and
demonstration (e.qg., successful deployment at a major industry conference).

Commercial Maturity Assessment (KTH Innovation’s Business Readiness Level
Scale):

e Current BRL: 6 (Pilot scale commercial validation).

* Explanation: The business model (tiered subscription service based on event
size/features) has been defined. Initial market testing with potential clients has
confirmed demand, and basic financial projections are modeled. We have
identified key competitors and validated our value differentiation.

* Next Stage (BRL 7): Small-scale commercial introduction (First sales traction
and initial customer contracts secured).
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Prototyping & Testing Roadmap:
Scaling Engagement

Outline a phased, actionable roadmap to evolve from concept to reality:
Phase 1: MVP Development & Internal Stress Test (3 Months):

* Finalize the core MVP: Registration sync, session scheduling, basic Q&A
function, and initial engagement reporting dashboard.

* Conduct internal "mock conferences" to stress-test backend stability under
heavy load simulations.

Phase 2: Targeted Field Trials with Early Adopters (6 Months):

* Secure 3-5 small to medium-sized industry events (up to 500 attendees) for
live deployment.

* Focus on gathering usage data related to personalized networking feature
adoption and venue map accuracy.

 Parallel Business Model Validation: Test pricing tiers (per-attendee license vs.
annual enterprise subscription) based on client feedback.

Phase 3: Iterative Refinement & Feature Expansion (4 Months):

* Implement feedback loops, focusing on improving the sponsor activation
tracking module and refining the Al-driven personalization algorithms.

* Develop and test integrations with major CRM and registration systems (e.qg.,
Salesforce, Eventbrite).

This tandem approach ensures that technical robustness is matched by a
commercially viable, validated monetization strategy before mass launch.
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Strategic Launch & Market
Integration: Establishing the
Industry Standard

High-Level Go-To-Market Strategy: Position EventConnect Pro as the premium,
data-driven solution, moving away from legacy event apps that prioritize simple
information display over deep analytics.

Strategic Partnerships:

» Partner with major conference venue chains or professional audio-visual
technology providers to offer integrated hardware/software packages.

» Collaborate with leading enterprise CRM providers (e.g., HubSpot, Salesforce)
for seamless data integration.

Pilot Programs & Incentives: Offer subsidized or free pilot programs to high-
visibility, influential industry association events to generate immediate, credible
testimonials and case studies.

Distribution Channels: Primarily B2B sales targeting corporate marketing/event
departments and professional association management groups. Leverage
marketplaces focused on enterprise software solutions.

Macrotrend Integration: The platform capitalizes on the macrotrend toward
Data-Driven Experience Economy. As events become major marketing and sales
channels, the need for deep, verifiable ROl (which EventConnect Pro provides)
makes it an inevitable infrastructure upgrade, solidifying its place in the future
normal of professional gatherings.

Next Step: Secure initial Memorandums of Understanding (MOUs) with three
potential launch partners in the professional conference management sector.
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