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Traditional Marketing Digital MarketingVS

o Marketing Mix

o 4P: Product, Prize, Place, 

Promotion

o Brand has a Primary Role

o Client has Secondary Role

o Unilateral Communication

o Digital Channels

o 3E: Evaluation, Engagement, 

Experience

o Brand finds bespoke solutions

o Client has a Primary Role

o Bilateral Communication



EVALUATION



ENGAGEMENT



EXPERIENCE



Digital Network

Promptness

Targeting

Consistency

Trust

Engagement

Conversion

Analytics



The more interactions happen online, 

the more people feel the need for F2F meetings

Digital Marketing allows us to market the idea of the 
Event Experience to our target audience beforehand 

Events are crucial marketing tools for brands

Events are turning more and more into Experiences

Perfect playground for brands to interact with leads 

with bespoke solutions



5 STEPS FOR YOUR DIGITAL 

MARKETING STRATEGY



1.

Identify the 

Event Objectives



2.

Analyze the

complete Situation



3.

Identify your

Audience and Create 

your Buyer Personas



4.

Start developing

your Strategy



5.

Analyze Data



«80% of the effects, come from 20% of the causes»

PARETO’S LAW



20%

CHANNELS

Communication gets efficient if you identify that 20% of the 

channels that brings 80% of your traffic. Focus your concentration 

on those channels and refine your bespoke strategy. 

80%

TRAFFIC



THE FUTURE OF 

EVENT MARKETING



1. Events are the ultimate marketing tool for brands

2. Organic Social Media are slowly disappearing

3. SEO and Video still are good organic marketing opportunities



4. Experiences as a key to Success. 

Upselling through Experience!

5. Design of an efficient User Journey for more Conversion

6. 3E Law: Evaluation, Engagement, Experience



ANYTHING TO DISCUSS?



Thank You!

aimgroupinternational.com

g.sarri@aimgroup.eu


