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Introduction
To lay the foundations for a successful c-level event, we’d like 
to share with you Chief Nation’s top 10 tips for guaranteed 
networking success – time after time. Together, they form 
a proven roadmap for ensuring maximum value from your 
event.

Each success factor is based on insight and knowledge of 
what works gathered over 15+ years of successful networking 
events.

A successful event will offer: 

01 Thought-leading and relevant content  

02 The right size of event to meet your event objectives 

03 An appropriate venue for the theme and guests 

04 Full engagement and involvement from sponsors 

05 An event agenda that will interest and enthuse 
 your guests 

The following information is designed to help you 
and your team work as effectively as possible. By 
incorporating each of these proven success factors, 
your c-level event will have the best chance of sparking 
meaningful c-level relationships.



Identifying the event 
objectives
When choosing to run a C-Level B2B Networking Event, the first 
and most important thing to consider is what the objectives are: 

• Do you want to sell a product? 

• Do you want to build relationships? 

• Do you want to share thought leadership? 

• Do you want to launch a new product or solution? 

• Do you want to provide entertainment? 

Having a clear idea of the objectives will help to shape 
the event, gather the right information, attract the right 
audience, and work with the right teams.
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Excellent choice of 
venue, wines and 
business presentations.



A well organised and truly 
engaging platform to 
create and establish new 
working relationships, 
with fun entertainment.
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Compelling theme
The most successful events have a theme that resonates with the 
target audience, which provides guests with clear benefits that 
show the value of attending. 

In considering the theme, it is important to ask: 

• Who is the target audience? 

• What current business issues are they facing? 

• What value does your company provide in overcoming 
those issues? 

• Who has your company helped already?

An appropriate venue for 
the theme and guests
The most successful events have an external or customer speaker 
who offers insight that guests will find useful in their roles. 

Most commonly, successful events provide a customer speaker, an 
industry expert, a thought-leader or a celebrity speaker well known 
for their knowledge of a topic.  

Speakers provide the strongest and most compelling 
reason to attend. 

In considering the speaker, it is important to ask: 

• Who will be speaking? 

• What industry insight can they offer? 

• What will the guests learn? 
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Sufficient population 
within targets
With enough time, a powerful agenda and strong industry speakers, 
our C-Level events boast acceptance rates of as high as 1 in 30. It’s 
important to consider what acceptance ratio you expect to achieve 
when selecting your targets. 

We will aim to overfill our C-Level events to allow for 
cancellations, no-shows and non-target registrations. 

A more niche offering may result in a smaller demographic, and 
consequently a smaller event. 
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I have never been to 
an event that clients 
enjoyed so much… 
interaction & networking 
were excellent.

100% 
attendance 

40%
overfill 3.8%

acceptance 
rate average



A warm thank you for the 
CWO event - the best business 
event I’ve ever attended. 
I highly appreciated the 
exceptional venue, outstanding 
presentations and speakers 
with focus on the latest trends. 
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Sufficient time to run
Running an event with the required amount of invite lead-time will 
result in a well-attended event. 

The following chart, taken from real examples, shows how uptake to 
an event can be reduced and highlights the impor-tance of giving 
the full 6-week lead-time. 

Appropriate location 
and time
Successful events are located at  easy-to-reach venues, 
at times that suit people’s schedules. 

It is important to consider areas that are synonymous with the 
target industry. For example, Financial Services events often work 
best in the City of London. 
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Choosing the right venue
Sometimes a 5-star experience isn’t the most suitable choice.  

For example, an event for public sector workers is better suited 
to a civic space or government building.  

Always keep the target audience in mind before you 
choose a venue. 
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The evening was
flawless.

For virtual events

It’s important to use a trusted video conferencing platform 
that’s easy to install, and user friendly. Having host-control to 
mute attendees who aren’t speaking, and to spotlight those 
who are might seem like minor hacks, but they reap big results.

The right platform



Chief Nation added 
significant value for the 
EMEA marketing team. They 
truly understand our ABM 
approach and work with us to 
produce outstanding results.
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Appropriate experiences
Chief Nation offers several different experiences: Chief Wine Officer,
CWO : DIGITAL, Chief Gin Officer, Virtual Boardrooms, and Industry 
Cafés. We’ve delivered breakfast workshops, daytime seminars, 
telepresence videoconferencing, and various bespoke events.

Chief Nation has a host of C-Level experiences to help 
your team achieve its objectives, and to help you meet 
the right people in the right way.

Engagement from
the sponsor
The most successful events have a high level of input from the 
sponsor hosts. This includes engaging fully with the guests and 
following up after the event. 

It’s a proven way to make connections which offer lasting 
value, way beyond the event.
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Webinars, roundtables, virtual conferences... the list goes on. 
Choosing the right digital format for your event is crucial for success. 
But first decide what you want from this experience – audience 
participation, a platform to showcase great speakers? Whatever your 
intention, settle on a digital platform that can deliver.

For virtual events

The right digital format



Beyond the events
In some cases, having an event on its own can help you 
achieve your goals. But having a series of events can 
keep the momentum running for much longer. 
 
Meanwhile, holding an event as part of a wider marketing 
campaign can help to accelerate people through the sales funnel. 

10Chief Wine Officer 
delivered results by 
making absolutely sure 
they understood our 
business needs.  
They are the most 
professional team I have 
ever worked with!



Proof our success factors work: 
What Chief Nation achieved in 2019

VIP events
83

C-level delegates 
in attendance

1,200
happy clients

58

attendance rate in 
the last 12 months

87.4%
invite 

acceptance rate

3.8%
database grows 

by average 2,500 
decision makers 

a month

2,500+



WHO DO YOU WANT TO TALK TO?
For more info on how Chief Nation can support your event 

marketing objectives, contact:
 

Craig McCartney  
+44 (0)203 687 3941 • craig.mccartney@chiefnation.com

mailto:craig.mccartney%40chiefnation.com?subject=
https://www.chiefnation.com/
https://www.linkedin.com/company/chief-nation/
https://www.chiefnation.com/
https://twitter.com/ChiefNationB2B

